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Problems sleeping? Don’t want to take

drugs? Are you Lactose intolerant?

NEW Non narcotic, non-prescription non

lactose non-habit forming natural sleep aid

does what it says. Try it today 40% OFF
http://www .sleep.officialinfo.net/sleep-toll-free.htm
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NEW!! AUTOMATION SOFTWARE FOR ANY
ONLINE BUSINESS. Broadcast your classified
ad to 60,500+ classified sites automatically!
Follow up with POSTMASTER software to
automatically auto responds file data & fulfills
orders. Download your free, fully functioning
copies at no risk today!
http://www.mcjmar.com/classifieds/tccmain.htm
<A HREF="http://www.mcjmar.com/classifieds/tccmain.htm
">AQOL users

click here</A>
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Smile For The Day
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Brought to you by:

Are you seeking a new business? Discover the secrets of

tax savings from a qualified tax professional with 32 years experience.
$5 to spend right now... click or cut and past:
http://www.alisensee.com/live tax help.htm

e e e s e o e o e o e o e o e o e o e o e o e o e o e e e e e ) )

*#*%Smile For The Day™****

Calls to Directory Assistance

Caller: The water department please.
Operator: Which department?
Caller: Tap water
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Safe email marketing Low prices!
http://www.antispamleads.com

VUV VVV VDV VAV VAV VD

The Importance of a Good Email Subject Line
by Nancy Michaels, Owner, Impression Impact

You put a lot of work into crafting the perfect email, right?

But how much thought and creativity do you put into the Subject
line? Many people treat this important part of the email as an
afterthought when, in fact, it is part of the first impression

your readers will receive - one that can get your email delivered
and convince recipients to open it and read further.

It's helpful to think of the Subject line of your email as the
headline of a news story. The headline draws the reader in,
enticing her to get the whole story. With an email Subject line,
however, you only have three to five words to do this. Following
are some tips to help you reach out to readers with winning
Subject lines.

Brand It.

According to the DoubleClick Study: When asked how they define
Spam, 95.5% of respondents said, "emails from senders that are
unknown to me." So, make sure your email conveys who you are.

Do this by incorporating your brand into the Subject line, especially
if the 'from' field does not make this clear. And, be consistent in
your branding so that recipients become familiar with your communications.

Keep it Short.

The typical email Subject line window has room for between 30 and
40 characters including spaces. The recipient will decide whether

to open or delete your email in 3 seconds or less. And if the

Subject line is too long to fit in the window, the recipient

is likely to delete your email. Make up for your lack of space with
solid words that offer value.



Spell Out the Benefits Not the Features.

Let the reader know what's in it for him before he even opens
the email. State a clear benefit; let the recipient know how
your offer or content will save him money, time, or otherwise
improve his life.

According to the DoubleClick Study: Of

all types of subject lines, 59.5% of all respondents say
discount offers are the primary motivational factor for
opening emails, while 48.6% say they are motivated by
compelling news and information.

Never Mislead.

According to the DoubleClick Study: When asked how they
define spam, 95.5% of respondents said, "emails intended to
trick me into opening them." The use of misleading Subject
lines is also punishable by law in some states. So, be honest and
straightforward in your Subject line.

Overstating your offer or benefit is also a bad idea. Spam-wary
people are sensitive to inflated claims and the possibility of
scams. If your Subject line sounds too good to be true, recipients
won't give a second thought to hitting the 'delete' button.

Make it Urgent.

If appropriate, give the recipient a reason to open the email
right away,

such as a limited time offer.

Don't Be on a First-Name Basis. At least not in the Subject
line. This

1s primarily because Subject line personalization is a tactic
that spammers have adopted, but secondarily because it is a
waste of valuable real estate. Better to personalize the body
of the email and leave the all-important Subject line to
carefully chosen words that will compel the recipient

to open your message.



Easy on the Punctuation.

In many cases, you can eliminate punctuation altogether.
Subject lines don't even need to end in a period. And by
all means, stay away from exclamation points. These are
highly likely to get your email filtered. Unless your
Subject line is a question (and therefore needs a question
mark), it's best to stay away from punctuation.

DON'T USE ALL CAPITAL LETTERS.

Subject lines rendered in all caps are a one-way ticket

to "filterville" or at least the bulk mail folder. If

your email does make it through, all caps have become a
signal to recipients that an email may be spam -- a rap
that will send yours straight to the recycle bin.

Proofread.

Check your Subject line for errors before you hit the

'send' button. Run it through spell check, and have someone

you trust give it a read as well. Nothing can undermine someone's
credibility like incorrect grammar or misspelled words.

Nancy Michaels owner of Impression Impact, provides a unique
and off-the-wall perspective to corporations, small businesses
and franchises interested in attracting and retaining customers
for life. Sign up for Nancy's e-zine, Michaels on Marketing by
visiting www.impressionimpact.com and, look at some of her
products in her online catalog.

View Email Marketing 101™, the FREE On Demand
Webinar from Constant Contact®
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How to Write Copy that Sells Expensive Products and Services

By Keller Flynn
http://www.whizletter.com

I've been putting off buying a new refrigerator for a long time,
but the other day, my wife finally "convinced" me that now was
the time to get it over with. So I headed down to the appliance
store, intending to buy a refrigerator that was somewhere between
the cheap and expensive.

As soon as I walked in the door, a salesman started tailing me. |
didn't necessarily mind that, as I am also in the sales and

marketing industry, and I understand that people have to make a
buck somehow. We made our way to the refrigerator section,
starting at the "cheapy" models. The salesman had very little to

say about these models, but the low numbers on the price tags

were inviting enough that he didn't need to say much. When he saw
me coming close to making my choice, he quickly steered me away
from these models.

We worked our way over to the more moderately priced
refrigerators. The salesman was a little more enthusiastic about
these, and the details he provided me with soon had me convinced
that I should go with my earlier instinct and buy a refrigerator
that was neither too cheap nor too expensive.

But he didn't stop there. He hustled me over to the expensive
models, focusing on one in particular that had all the amenities.



It was a "real" refrigerator; the kind you never know you want,
until your looking at it and hearing all about its many features.
The salesman went on about his model for some time, making it
very clear to me why this model was the best; and why it was
worth the big number on the price tag.

But, by the end of the salesman's lengthy speech, I was sold. I
couldn't help myself. I knew too much. I had to have it. I would
never be satisfied with a lesser refrigerator. Those other models
would be an insult to all those foods I needed to keep cold.

Okay, so I was struggling to justify my extravagant purchase. And
believe me, I had to justify it even more when I got home and

told my wife how much I had spent. That's the last time she will

send me on a buying errand.

However, I was glad my wife sent me, instead of having her go by
herself. What I learned that day helped to learn an important
lesson about what it takes to sell an expensive item.

The salesman didn't need to say much to pitch the inexpensive
refrigerators, because the price did the selling. But when you

are selling an expensive item, you have to work for the sale. You
have to provide all the details, explain how the product or
service will benefit your prospective customer, use enthusiastic
language to get the customer excited, etc.

An expensive price tag is sometimes the antithesis to a sale. It
automatically turns customers away unless they are able to
perceive the value of the item. That's where you come in. The
more expensive the price tag, the more you have to work for the
sale, whether you are talking directly to the customer or selling
through web copy or a sales letter. I can't count the number of
clients I've encountered who are under the false impression that
you don't need to say much to sell an expensive item. They
couldn't be more wrong!

If you sell expensive products or services, pay special attention
to the sales pitch you give your customers. Provide ample copy to
sell an expensive item or service. Be willing to talk to a client

for an extra length of time to make the sale. If you start to



feel like you're saying too much, remember the parable of the man
who set out to buy an inexpensive refrigerator, and came home
with a deluxe model instead, earning a stern lecture from his

wife. You want to make a profit, but do it without getting your
customers in hot water.

Keller Flynn has written thousands of successful sales letters
for Internet business owners around the world. Need help with
your sales letter? Visit http://www.whizletter.com. Contact
Keller at service@drnunley.com or call 603-249-9519.
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Want to get your message out to

thousands of subscribers? Advertise in Internet
Marketing News.
http://www.internetmarketingnews.org/advertising.htm
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Are you seeking inner peace without drugs or alcohol?

Visit http://www.evolutioninhealth.com for the experience of your
life.
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You are being lied to...and It's Costing You a Fortune
By Terry Dean
You are being lied to...and it's costing you a fortune.

Receiving all the traffic in the world isn't going to help you if you don't make sales when
the traffic gets to your page.

A mistake that I see people make over and over again is to believe the hype that it is easy
to make money online...sign up for several affiliate programs...put up a page...and then
place free classified ads.



This strategy will not work. It does not work today. It will not work tomorrow.

You cannot just join affiliate programs and try to generate free traffic to them (not in the
normal ways at least).

I have been interviewing some successful affiliates lately and have found out an
interesting secret...Not a single one of them (not even one that I have found) just joins an
affiliate program and puts up links or banners on their web page.

Every one of them does something a little unique. One is a search engine master and
spends well over 40 hours a week learning all the intricacies of the search engines.
Another is a master publisher who publishes a quality ezine every single day.

Still another model of success is becoming an expert at sending out articles to ezines.
You could also create a community atmosphere where people keep coming back to visit

through chats, forums, etc. Then, make referrals of affiliate programs.

These types of affiliate techniques work, but what people have been publishing as the
easy affiliate opportunity just isn't true.

All of the top affiliates come up with some of their own ideas and lead generation
methods...and none of them rely on just placing a few ads here and there. Nor do they just
put up another banner on their web page that nobody visits anyway.

If you want to be successful, find someone who is already successful and model them.

HINT: Don't necessarily always do what they say. Find out what they are doing and do
that!

What are the successful Internet entrepreneurs doing?
They are doing one of two things:

1. Some of the successful entrepreneurs are creating products or finding unique products
to sell.

2. The rest of the successful entrepreneurs are building an audience.

Those are the only two ways to be successful on the net. Either sell a product you control
(and don't try to sell something people can find at the local Wal-Mart store) or build an
audience that you can contact over and over again.

If you want success, you will fit into one of those two classes.

If you created an information, you are one of the unique product sellers. If you publish a
growing ezine, you have the audience.



If you got an exclusive on a new golf club, you are a unique product seller. If you run a
discussion board that has hundreds of thousands of visits a month, you have an audience.

If you have a product, you just need to find people who have an audience and convince
them to become affiliates with you or buy advertising from them.

If you have an audience, you just need to become an affiliate with someone and endorse
their products to your audience.

These are the two hands of Internet success...

Please Note: Some people do quite well as both having ezines, forums, etc. and also
having their own products. They fit in both classes.

Is this article going to make some people angry?

It sure is, but I want you to stop and think for a moment. Can you find successful people
who don't fit in one of those classes?

You may say, "What about the search engine expert?" The answer is he has an audience.
He can generate free leads for ANY product anytime he wants.

Which class are you in? Do you have a product, an audience, or both?

If you don't fit into one these groups of online businesses, then you don't have the right
vehicle for online success.

It would be like trying to compete in a Nascar stock car race with a bicycle.

You might be the strongest and fastest bicyclist that has ever walked the planet, but no
matter how hard you work you don't stand a chance in the Nascar race!

Many of the Internet marketers I meet are just like that bicyclist. They know they can do
it if they just work hard enough, but they aren't using the right vehicle for the Internet
race.

Are you using the right vehicle?

Terry Dean, a 5 year veteran of Internet marketing, will Take You By The Hand and
Show You Exact Results of All the Internet Marketing Techniques he tests and Uses
Every Single Month" Click here to Find Out More:
http://www.netbreakthroughs.com




Patronize our advertisers, they make this publication
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Free piano buyer's shopping service. Name
your brand, name your price for new and

used pianos. No risk just the opportunity

to save.

http://www .bargainpianos.com

<a href= http://www.bargainpianos.com ">AOL
users click here</a>

It's about time someone put some control on attorney's
feed! Now you'll never get screwed again! Not only

that, but [ make a great living preventing other people

from getting screwed too!

Wanna join the fun?

Visit http://www.prepaidlegal.com/go/albert isensee

<a href="http://www.prepaidlegal.com/go/albert isensee">
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FULL FEATURED SOFTWARE - FREE DOWNLOAD!
Automate your follow up while building and managing your
contact database with ease. Try the power of Postmaster
Software database marketing from your PC today.
http://www .post-master.net/rs/Jmar

<a href="http://www .post-master.net/rs/Jmar">AOL users
click here</a>

Post your classified ad to 60,000+ - Free! Here's how
http://www.mcjmar.com/classifieds/tccmain.html
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