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Highly effective marketing is accomplished when your marketing materials and marketing strategy work
together to reliably move your prospects through your sales process.

Have you ever caught a whiff of a tantalizing aroma wafting through the air as you walked down the
street? With your senses suddenly alerted to something tasty nearby you notice the bakery on the
corner. As you draw closer you see the storekeeper handing out free samples of the cake you smell.
You happily try the sample and before you know it your standing on line waiting to buy a whole cake.

How did this happen? How did you go from going about your business to buying a cake you had no
intention of buying when you left your house? The fact that you ended up waiting on a line to buy a
cake is no accident. The proprietor of the bakery from which you bought your cake knows something
about highly effective marketing.

Just what does he know?

He knows that he first needs to get his prospects attention to draw them to his shop. He accomplishes
this step with particularly strong exhaust fans he uses to permeate the local air with the tantalizing
aromas of his pastries. Once he has his prospects' attention he demonstrates the value of his goods by
giving away yummy free samples and offering a buy one get one free deal. It's no wonder
unsuspecting people wind up on line waiting to buy from him.

You can enjoy the same success marketing your business even if your product or service doesn't have
a wonderful odor you can use to generate interest in what you do. Instead, you can use your own
version of the "smell, taste, buy" sales process to get the results you want.

Attract Your Prospects' Attention (Smell)

If you sell motorcycles or provide legal services chances are you're not going to attract too much
attention to yourself with any particularly pleasing odor. Instead you can use an outstanding marketing
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message to get yourself noticed. A well written marketing message delivered to an appropriate target
audience will help your business stand out in a crowd and draw your prospects to you.

A great marketing message will speak directly to your target market and identify the problems you
solve and the results you provide. You can use your marketing message anywhere you advertise,
including: search engines, newspapers, magazines, Ezines and newsletters.

When you use your marketing message make sure you include along with it a call to action. Once you
have your prospects' attention you want to be sure you tell them what you want them to do: visit your
web site, stop by your store or request your catalog, for instance.

Remember, you don't need a great smelling product or service to get noticed by those most likely to

buy from you. You need a compelling marketing message.

Demonstrate Value
If your product or service doesn't have a wonderful smell it probably doesn't taste too good either so
you'd be well advised not to have your prospects take a bite of your top selling motorcycle or the latest
legal brief you've written.

Instead, you can demonstrate value to your prospects by offering a test ride or providing a helpful and
informative guide about a specific topic of particular interest to your target market. By giving something
away for free you demonstrate the quality of your product or the usefulness of your service. Be sure to
get your prospects' contact information in exchange for anything you may give away as your goal is to
consistently demonstrate your expertise to your prospects over time, with their permission, of course.
In so doing, you will win their trust and position yourself in their minds in such a way that they will think
of you when they decide it is time to solve an ongoing or newly created problem.

Make a Remarkable Offer
Once you've grabbed your prospects' attention and have demonstrated your value to them you want to
make a remarkable offer. The decision to buy from you should be a no−brainer. Your offer should
include benefits that far supercede the cost of your product or service. Your offer should be a
knock−out punch.

In order to make a remarkable offer you must truly understand your prospects wants or needs.

What are some questions you can ask your prospects to better understand their needs?

Once you have these answers you can use them to custom mold your offer to any prospect.

Move Your Marketing ForwardTM
It doesn't matter if you are the most talented person in your field or you have the best product in the
world if nobody knows you can help them. The sales process described above begins by attracting
attention with an outstanding marketing message. If you are not effectively using an outstanding
marketing message you can improve your ability to generate interest in what you do by developing one
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and broadly incorporating it into your marketing strategy. Making the decision to improve or use a
marketing message is one of the strongest moves you can make as a small business owner to improve
your ability to market yourself. Bake your cake and buy some fans.

The Basics Of Wine Tasting

By Kadence Buchanan

Wine tasting is an assessment of a wine's quality. It's not just about taste but also covers aroma, color,
the way it feels in one's mouth and how long the wine persists in the mouth after tasting. Wine tasting
is also one way to determine the maturity of the wine and whether it is suitable for aging or for
immediate drinking. Its purpose it to discover the key facets of the wine in order to appreciate it better
in every sense of the word.

Wine tasting also serves to compare a particular wine with others that fall into the same price range,
region or vintage − its quality, whether it is typical of the region it was made in, whether it uses certain
wine making techniques and if it has any faults. It may sound hard to believe, but practiced wine
tasters can actually tell if a wine was made through oak fermentation or malolactic fermentation. Their
taste buds and their noses are simply that well−developed.

In wine tasting, wine is often served "blind," meaning that the taster should not see the wine's label
because he might be influenced by it and to ensure impartial judgment of the wine.

Wine should be served at temperatures of 16 and 18 degrees centigrade (60 and 64 degrees
fahrenheit). It is at this temperature that the wine's flavor and aroma is said to be most detectable. It is
important that wines be served at the same temperature so that they can be judged using the same
standards. The one exception is in the case of sparkling wine, which is usually served chilled mainly
because sparkling wine does not taste well when it is warm.

Since wines do not taste alike, the order of tasting the wine is also important. For instance, heavy or
sweet wine leaves a lingering taste that can affect the taste of succeeding lighter wines. There is
actually a preferred order of tasting: sparkling wines; light whites, then heavy whites; roses; light reds;
heavy reds; sweet wines.

So, the next time you see someone smelling his wine or just gently dabbing it on his tongue and lips,
you have a better idea of what's going on. In truth, it looks foreign and a little complicated, but anyone
can be an accomplished wine taster with some practice. All you have to do is drink more wine. What
could be easier?

Kadence Buchanan writes articles for
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