
Excerpt from Surviving in the Amazon: How to do Business

 I would be surprised if this book found its way into the hands of someone who has never 
heard of Amazon before. Amazon has a huge online presence with around 100 million customer 
accounts. Amazon does $60 billion in revenue. Amazon has the economic strength of a small 
country, with the advantage of no national boundaries. It’s accessible anywhere in the world. 
Ideally, a person in the backwoods of the Congo and a person in downtown New York both have 
the same access to the same products.

            This is the huge advantage Amazon provides you. Consider this: you walk down a busy 
street in Southern California on a weekend vacation. You peruse through the streets, looking 
through the different stores and their products. Some stores have big, colorful advertisements 
to pull you in. Some stores have large window displays. How many people each day do you 
think see these stores? It’s actually pretty limited if you think about it. Unless it’s a multi-billion 
dollar chain, these stores’ sales are dependent solely on people who happen to walk or drive by 
their building. Physical stores are only accessible to those that are pretty close to it. How many 
people could that be? Let’s say a good walking pace is about 3 miles per hour and people are 
generally willing to walk 30 minutes to get to a store. In San Francisco there is a population 
density of about 18,000 per mile on average. On average, your store is ready to potentially ser-
vice 27,000 people. In New York, that number rises to 40,000.
 
            When you take advantage of Amazon, you’re no longer limited to physical boundaries. 
This electronic store sits on Internet Street which potentially has millions, maybe billions, of 
people walking through it each day. Each of these people are looking through stores’ windows, 
online ads, websites—the odds of someone landing on your product page within Amazon is 
much higher than someone walking into a downtown grocery in New York. You are taking your 
store concept and scaling it on a national level. Not to mention Amazon is growing bigger each 
year, and soon will become a world marketplace.


