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by Gail Goodman, 
CEO of Constant Contact

(NAPSA)—E-mail marketing
is an easy, effective, and afford-
able way for today’s businesses
to reach their customers and

grow their own
businesses.

For example, a
newsletter allows
you to develop
interest in your
company while
demonstrat ing
your expertise
and depth—your
biggest assets as

a small business. Sending an e-
mail newsletter keeps your com-
pany in the mind of your grow-
ing network. Plus, good e-mail
newsletters are frequently for-
warded to friends of the recipi-
ent, thereby growing your net-
work even further.

So, how do you get started?
First, figure out what interests

your audience. Listen to them.
What do your customers ask you
about when you discuss your busi-
ness? Chances are, for every cus-
tomer who asks a question, there
are ten others with the same
question.  

Observe what your customers
actually read. The fabulous thing
about e-mail marketing is that
everything is trackable. Once you
get started, your reporting results
will tell you which articles inter-
est your readers.

You can also give your readers
an easy way to provide feedback,
so you learn even more about
what interests them and what
they would like to hear about.

Give away a little bit of free
advice to help your readers. Give

people something to think about.
You don’t need to be the world’s
expert on a topic. Just be your
customer ’s expert. Give them
something that could be helpful to
them.

Every newsletter should have
short features or quick info-
nuggets. You could even give them
a way to see other articles that
you found interesting online. Keep
a file of article ideas and getting
started will be easier.

Organize your contact database
and get permission to add con-
tacts to your mailing list. Then
begin collecting new contacts with
permission. No one likes to be
added to a mailing list without his
or her knowledge, so tell people
you plan to add them to your e-
mail newsletter list and let them
know they can unsubscribe at any
time.

Next, find a marketing service
that’s a good fit for your business.
A good e-mail marketing service
will provide list management ser-
vices (opt in, unsubscribe, dedupe,
etc.), newsletter templates (HTML
formatting, table of contents and
more) and mailing, delivery and
reporting functions.

Using the right service is inex-
pensive, easy to use, and will
ensure that you look highly pro-
fessional when you send out your
newsletter.

An e-mail newsletter is an
investment that pays off and it
doesn’t have to be a full-time job.

A monthly newsletter is desir-
able but a quarterly one can be a
great way to get started. Once
you’re in a rhythm, your e-
newsletters will practically write
themselves. To learn more, go to
www.constantcontact.com.
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(NAPSA)—Many life insurance
myths confuse consumers and
lead to poor choices, according to
insurance experts at a national
online insurance shopping service.

The good news, however, is con-
sumers can find the life policy
that best suits their needs by
doing a little homework.

Here are clarifications of some
common misconceptions:

1. “It is too expensive.” With
a term life policy, you can pay less
than $1 a day for $500,000 in 10-
year life coverage. So, for less
than the daily cost of a cup of cof-
fee or a cell phone call, you can
protect your family’s future.

2. “I don’t need it because I
have it at work.” Employer group
life insurance may offer insufficient
coverage. Most group life plans pro-
vide income protection worth one to
two times your salary, but a head of
household with children generally
should have coverage of at least
eight to 10 times income. Also, if
you lose the job, you may lose your
life insurance, too.

3. “I already have enough
life insurance.” Consumers who
believe this may unknowingly
erode family insurance protection.
Life insurance needs change as
your life changes. Review your cov-
erage every few years. Perhaps you
now earn more money, have more
children or have taken on addi-
tional debt. A head of household
with children generally should
have life insurance protection of at
least eight to 10 times income. 

4. “My husband has life
insurance; I’m a homemaker,
and I don’t need it.” There’s a
severe financial drain to the
household if something happens
to a homemaker and caregiver.

5. “It takes forever to get a
policy.” While it’s true many
plans require a medical exam and

may take four to eight weeks to
finalize, there are “simplified” life
plans available where you can get
coverage instantly by signing an
online application if you qualify.

6. “I cannot qualify for life
insurance because of my
health.” Coverage is still available.
There are carriers that specialize in
impaired risks and those with spe-
cial needs.

7. “I am too old to qualify for
life insurance.” There are carri-
ers that offer “final expense” plans
for individuals up to 80 years old.
These plans have just a few quali-
fying questions and offer enough
coverage to provide for a dignified
burial.

Independent experts note that
one of the best ways to ensure the
right life insurance choice is to
shop and compare plans. Answer
Financial®, for instance, makes
that process easy by providing
free comparisons of a broad range
of coverage options from a selec-
tion of top-rated companies, either
online or by phone.

For more information on select-
ing insurance coverage, go to
www.answerfinancial.com for
quotes on life, auto, homeowner
and health plans from top insurers.

Debunking Life Insurance “Myths”

Understanding a few facts about
life insurance can help you figure
out what’s best for you.

Books To Help You
Tune Into Digital Music

(NAPSA)—If you are a fan of
digital music players or enjoy buy-
ing music online, two new books
may be music to your ears. The
books show how to get the most
out of both the popular digital
music player called the iPod and
the music downloading system
called iTunes.

The first book, “iPod and iTunes
for Dummies” by Tony Bove and

Cheryl Rhodes
(Wiley, $21.99)
offers tips on
setting up the
MP3 player,
buying music
online, organiz-
ing playlists,
maintaining bat-
tery life, using

the iPod as a hard drive and more.
The information is presented in
the straightforward but fun lan-
guage for which the “For Dum-
mies” series is known.

A second book is designed for
readers who prefer to learn visu-

ally. “Master
Visually iPod
and iTunes” by
Bonnie Blake
and Doug
Sahlin (Wiley,
$24.99) is orga-
nized into 21
easy-to-under-

stand chapters. 
It has two-color graphics, tips,

hints and numbered step-by-step
instructions that demonstrate
how to enjoy the most entertain-
ing and surprising features of the
music player and the downloading
system. 

Both books are available where
books are sold.

(NAPSA)—Welcoming a new
baby into the world brings feel-
ings of elation for the whole fam-
ily, but for new moms it can also
bring less desirable feelings—
such as chafing and itching. To
help, women’s health care experts
at Monistat® created Soothing
Care® Intimate Care Products.
The line offers products that pre-
vent and treat a range of discom-
forts such as skin chafing, which
can occur between thighs and
underarms or anywhere that deli-
cate, sensitive skin may experi-
ence rubbing. 

An estimated one in four Amer-
icans suffers with frequent cranio-
facial pain—that is, headaches or
pain from a disorder of the head
and facial muscles and joints. For-
tunately, a growing number of
dentists have gained specialized
training in diagnosing and treat-
ing headaches and facial pain
with success rates over 90 per-
cent. To learn more or to find a
list of healthcare professionals
trained in treating headaches and
facial pain, visit the American

Academy of Craniofacial Pain
Web site at www.aacfp.org.

Together, olive oil and orange
blossom offer luxurious skin condi-
tioning with the added benefit of
soothing stress-reduction.
Described as a delicacy for the
skin, combinations of these oils,
such as those found in the Olive
Oil and Orange Blossom Collec-
tion by Caswell-Massey, can be
used in aromatherapy. For more
information on aromatherapy,
visit the Web site at www.caswell
massey.com or call (800) 326-0500. 

There are 40 spaces on the perimeter of the Monopoly board—22
of them are properties.

Animals chosen as pets differ around the world. Japanese children
tame mice and teach them to dance to music, while in Australia, chil-
dren sometimes make pets of kangaroos.

The pretzel was first made by monks in southern Europe as a
reward for children who learned their prayers. It is shaped to represent
the crossed arms of a child praying.

***
Obstacles are those frightful
things you see when you take
your eyes off your goal.

—Henry Ford
***

***
Shoot for the moon. Even if you
miss, you’ll land among the
stars.

—Les Brown
***

***
One half of knowing what you
want is knowing what you must
give up before you get it.

—Sidney Howard
***

***
There are no ugly loves nor
handsome prisons.

—Benjamin Franklin
***




