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Austrade - E-business Workshops Observations

NT, WA, SA, QLD, Vic, NSW, and Tasmania in a city, metro and 
rural areas (2,300 companies)

1.
The majority of SMEs are inclined to have a website and it 
indicates a commitment to export and a tool that facilitates 
discussion with potential overseas customers.

2.
Most of the companies that have a website are using it for 
Information, Sales and Marketing activities. Approximately 
10% of the companies we have seen with website have an 
ecommerce facility on their site.



3.
Most of companies with ecommerce facilities (receiving 

payments via their website) are quoting and charging their 
O/S customer in Australian dollars. And infact, most don’t 
nominate a currency at all.

• Most don’t see the need to quote and charge in the local 
currency of the buyer.

• Some don’t know what currency they are charging in 
anyway.

• A few are quoting in the local currency of their buyer (for eg 
$US) and are using a facility like Paypal to do it.



4.
Approximately 15% of companies with websites are 

capturing visitors email addresses for follow up. About half 
of these are doing it correctly with regards to having a 
Privacy policy in place and understanding the Spam 
legislation.

5.
Approximately 15% of companies with websites are 

accessing and using their web statistics. Most aren’t aware 
that web statistics exist and that they should be provided by 
their web hosting company.

6.
Approximately 20% of companies with websites appear to 

conduct business planning that incorporates what they are 
doing online. 

Most companies are unaware of the techniques they can 
use (paid advertising, email marketing and optimised sites) 
to attract visitors to their site.



7.
Perhaps 15% of companies attending the workshops are 

aware of Pay-per-click models such as Google Adwords
and perhaps 5% understand how it works.

8.
Principles of Search Engine Optimisation would be known by 

less than 15% of companies attending, with a handful 
actively managing their websites in this way.

9.
The majority of companies do not know where to go for e-

business advice, to find web developers or consultants to 
help them maximise their online businesses.
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Major impact of e-commerce

Reach a large market 
with detailed product 
information and 
targeted promotional 
messages
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e-commerce is still mainly used for sales & marketing
…but usage in transaction processing and supply chain/distribution is also considerable

Utilisation of  e-commerce
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