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1. Publish testimonials for your free stuff. It would
increase their value and if they're viral marketing
tools, you'll have more people giving them away.

2. Give your visitors a good time so they will visit
your web site again. Use a few jokes, humorous
graphics and funny stories.

3. Make money from web sites that don't have an
affiliate program, by doing a joint venture. Set up
the affiliate program through a third party for them.

4. Build rapport with your potential customers by
teaching them something new. Provide them with
free ebooks, articles, tips, courses, etc.

5. Allow your visitors to collect things from your
web site so they will stop back again and again.
It could be a series of software, ebooks or articles.

6. Keep each page of your web site consistent or
similar. Use similar text fonts, colors, graphics
and background on every page.

7. Build a popular directory of freebies. It will draw
tons of traffic to your web site and you can request
that submitters place your link on their web site.
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8. Create traffic generators that people can add to
their site without doing all the work. It can be an
article directory, freebie directory, web tool, etc.

9. Challenge your visitors to buy your product or
service. People love a good challenge. Tell them
if they can find a flaw you'll give them a refund.

10. Form a strategic alliance with other related but
non−competing businesses. You'll be able to beat
your competition by selling to a larger audience.

Larry DotsonOver 40,000 Free eBooks & Web Books when youvisit: http://www.ldpublishing.com As a
bonus, BobOsgoodby publishes the free weekly "Your Business"Newsletter − visit his web site to
subscribe and placea FREE Ad! http://adv−marketing.com/business

Alarming Marketing Trend

By M. H. "Mac" McIntosh

One key discipline of successful direct marketing has been to test marketing communications tactics to
continually improve results. There is now an alarming trend according to a recent survey that we
conducted among business−to−business marketers who are readers of Sales Lead Report.

Only 24% of the marketing professionals surveyed said they usually or always test their marketing
communications tactics before rolling them out.

The survey was completed by 280 of 940 subscribers who received and read a special edition of the
enewsletter Sales Lead Report.

When asked if they test marketing communications tactics before rolling them out: Less than 5%
(4.5%) said they always test; Less than 20% (19.5%) said they usually test; 27% reported they
occasionally test; Nearly 34% (33.7%) said they seldom test; 15% (15.2%) said they never test.

In other words, nearly half of the survey participants (48.9%) said that they seldom or never test
marketing communications tactics before rolling out their campaigns.

When asked about the reasons for not testing: More than 50% (50.7%) said they had no time for
testing; Almost a quarter of those surveyed (24.8%) said they had no budget for testing; More than
16% (16.3%) said they had no systems for tracking test results; Just over 8% (8.2%) said they had no
need for testing.

The survey further showed that fewer than 5% (4.6%) said they always test and more than 19%
(19.5%) said they usually test marketing communications tactics before rolling them out.
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Based on those who do test: A little over 41% (41.1%) percent said the audience was the most
important thing to test; Nearly 39% (38.7%) said the offer was the most important thing to test; Almost
15% (14.9%) said the copy was the most important thing to test; Just over 5% (5.38%) said the media
was the most important thing to test.

Successful direct marketers have always touted the value of testing in making the scientific decisions
about their campaigns. In today's economy, sadly, testing appears to be considered an optional
activity; one that is used only for very large campaigns or when prospecting for new audiences.

This is an alarming trend. Eliminating testing because of cost is like playing Russian Roulette with your
marketing campaign. Sometimes you'll be safe, and the campaign will bring results. But you'll never
really understand why. And unfortunately, one major marketing failure could put a massive hole in your
growth strategy.

Think long term vs. short term to reap the sure−fire benefits that testing will give to your marketing
campaign.

M. H. "Mac" McIntosh is described by many as America's leading authority on inquiry handling and
sales lead management. He is president of Mac McIntosh Incorporated, a sales and marketing
consulting firm specializing in helping companies get more high−quality sales leads and turn them into
sales. To request a free subscription to his newsletter, Sales Lead ReportTM, phone 800−944−5553 or
401−294−7730, send an email to

or visit
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