QUANTUM LEAPS AI / OPPORTUNITY INTELLIGENCE REPORT

QUANTUM LEAPS Al

Winery & Hospitality Revenue
Opportunity Intelligence Report

Finger Lakes, New York & Selected Regional Markets

RESEARCH VERIFY ANALYZE PRIORITIZE STRATEGIZE

ILLUSTRATIVE PUBLIC SAMPLE
Hypothetical Client: Established Finger Lakes Winery & Visitor Destination

PUBLIC-SAMPLE DISCLOSURE

This report was prepared for a hypothetical client. Market intelligence, organizations, projects, events and
opportunity signals are derived from publicly available information. Organizations mentioned have not necessarily
expressed interest in the services or partnerships discussed. No client relationship, affiliation, sponsorship or
endorsement is implied. Opportunity scores are prioritization tools, not probabilities of winning.

Research current through August 12, 2026. | Research -> Verify -> Analyze -> Prioritize -> Strategize

We do the research. You close more deals.
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QUANTUM LEAPS AI / OPPORTUNITY INTELLIGENCE REPORT

Executive Summary

The strongest opportunities are repeatable channels that can deliver visitors, buyers or
referrals - not one-off advertising ideas.

This cleaned public sample focuses on opportunities that can be tied to current, verifiable activity in the
Finger Lakes market. It removes several overstatements from the draft version - including unverified hotel
partnerships, unsupported attendance claims, and assumptions about wine shipping or retail placement -
and replaces them with evidence-backed outreach hypotheses.

# Opportunity Priority Verified signal Best first move
Active Seneca/Keuka -, . .
. . Seek itinerary inclusion
Lakeside Trolley & . shared-group wine N
92/ High . or a distinctive group
Tours tours; winery stops are .
. experience.
core inventory. [S3]
Builds custom wine
tours and 2026 Wine Pitch a group-friendly
Sip Back & Relax Tours | 90/ High Trail weekend packages | stop or package
with lodging and component.
transportation. [S4,S5]
2026 Wine Trains run
Finger Lakes Rail ' through Septemb.er; E)fplore futu?e featured-
. . . 89 / High 2025 launch carried winery rotation or cross-
Experience Wine Train .
11,000+ passengers. promotion.
[S1,52]
Actively sells meetings,
The Lake House on . cqrporate retreats, Pitch guest, retre.at or
. 87 [ High winery tours and local | seasonal local-wine
Canandaigua . . . .
in-room wine amenities. | collaboration.
[S12,513]
2026 curated tours use
predetermined winery . L
. . . Earn inclusion in a
Experience! The Finger . partnerships; also
85 / High curated or custom
Lakes handles custom o
itinerary.
corporate/charter
groups. [S19]
. . Trail currently gells Pre |\ pe eligible, pursue
Seneca Lake Wine Trail . planned excursions with . o
. 84 / High . excursion participation
packaged excursions transportation and .
. L. and event alignment.
winery visits. [S5,56]
Sept. 26-27, 2026;
beverage garden Evaluate
Naples Grape Festival . supports tastings and vendor/producer
82 /High N
Beverage Garden bottle sales; producer participation
participation is explicit. | immediately.
[S14]
Resort schedules
. recurring winery Pitch inclusion in shuttle
Inns of Aurora winery . .
81/ High shuttles and serves routing or a hosted
shuttle / group stays A .
destination groups and | group experience.
retreats. [S20]
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# Opportunity Priority Verified signal Best first move
Official DMO markets
Visit Finger Lakes / ' leisure and meeting ' Pursue ellgll?le listings,
9 . 79 [ High travel; runs 2026 mobile | passes, media and
FLXperience ecosystem ..
passports and partner itinerary exposure.
exposure. [S7,58,59]
2026 FLX Road Trip
Finger Lakes Wine connected buyers, Treat as 2027 trade-cycle
10 Alliance trade-buyer 77 | High sommeliers and intelligence; prepare
program beverage directors with | early.

23 producers. [S11]

Score is a relative priority score, not a probability of winning or revenue realization. Confidence reflects evidence quality and how

directly the public facts support the opportunity hypothesis.

Why the Top Five deserve scarce business-development time

Lakeside Trolley: It already monetizes winery itineraries. A single relationship can generate repeated
groups, and the operator controls stop selection.

Sip Back & Relax: It does more than transportation: it assembles lodging, tickets, tasting appointments and

custom itineraries, creating a repeat referral pathway.

Wine Train: The platform is already pairing regional wines with a recurring visitor experience. The 2025

passenger base and expanded 2026 season make it a high-leverage partnership target.

The Lake House: The resort sells corporate retreats and wine experiences and already places a named
Finger Lakes wine as an in-room enhancement, proving local wine is part of its hospitality product.

Experience! The Finger Lakes: Its curated programs rely on winery partnerships and its custom group
work creates a path to repeat premium visitors rather than isolated walk-ins.
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Opportunity Intelligence Standard

The report uses four evidence labels throughout:

VERIFIED FACT: Directly supported by a current public source.

STRONG INDICATION: Multiple verified facts make the commercial implication plausible.
STRATEGIC INFERENCE: A sales hypothesis that should be tested, not stated as fact.
UNKNOWN: Commercially important information that public sources did not establish.

A valid opportunity is not “this organization exists.” It is: current signal -> plausible revenue path ->
identifiable relationship owner -> useful timing -> evidence -> next action.

Scoring Model

Factor Max Interpretation
. How current and concrete is the

Strength of trigger 20 event/channel?

Strategic fit 20 How naturally can a winery participate?

Revenue / relationship potential 20 Potential direct and indirect revenue
value.

Timing 15 Is there a useful buying/booking window?

Partner accessibility 10 Can the right function or organizer be
reached?

Repeatability 5 Can the relationship generate business
repeatedly?

Evidence quality 10 How strong and current is the evidence?
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Opportunity

Priority

QUANTUM LEAPS AI / OPPORTUNITY INTELLIGENCE REPORT

Master Revenue Opportunity Pipeline

Verified signal

Active Seneca/Keuka
shared-group wine

Revenue path / next
move

Seek itinerary

Lakeside Trolley & 92 / High tours; winery stops Now-12 mo u}d.usm.n ora

Tours . distinctive group
are core inventory. experience
(s3] P '
Builds custom wine
tours and 2026 Wine

. Trail weekend Pitch a group-
Back & Rel . . .

,ig)urjc & Relax 90 / High packages with Now-12 mo friendly stop or
lodging and package component.
transportation.

[S4,S5]
2026 Wine Trains
Finger Lakes Rail run through Explore fut}lre
. . . September; 2025 featured-winery

Experience Wine 89 / High . Now-12 mo .

. launch carried rotation or cross-

Train .
11,000+ passengers. promotion.

[S1,52]
Actively sells
ti t .
mmeetings, corporate Pitch guest, retreat or

The Lake House on . retreats, winery .

. 87 / High g Now-12 mo seasonal local-wine

Canandaigua tours and local in- .

. collaboration.
room wine
amenities. [S12,513]
2026 curated tours
use predetermined . L
Experience! The winery partnerships; Earn inclusion in a
. ) 85 / High > | Now-12 mo curated or custom
Finger Lakes also handles custom ..
itinerary.
corporate/charter
groups. [S19]
Trail currently sells -
Seneca Lake Wine pre-planned Liiﬁ%lsl:éi pursue
Trail packaged 84/ High excursions with Now-12 mo e
. . participation and
excursions transportation and

winery visits. [S5,56]

event alignment.

Ranked opportunity pipeline

Opportunity

Priority

Verified signal

Sept. 26-27, 2026;

Revenue path / next
move

beverage garden Evaluate
Napl Festival . i
aples Grape Festiva 82 / High supports tastings and Now-12 mo venc.lo'r/pr.oducer
Beverage Garden bottle sales; producer participation
participation is immediately.
explicit. [S14]
Resort schedules oo L
. . Pitch inclusion in
Inns of Aurora recurring winery shuttle routing or a
winery shuttle / 81/ High shuttles and serves Now-12 mo hosted group &
t inati .
group stays destination groups experience.

and retreats. [S20]
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Revenue path / next

Opportunity Priority Verified signal -
Official DMO markets
Visit Finger Lakes / leisure and meeting P.uljsue eligible
- . travel; runs 2026 listings, passes,
9 FLXperience 79 [ High . Now-12 mo . L
mobile passports and media and itinerary
ecosystem
partner exposure. exposure.
[S7,58,59]
2026 FLX Road Trip
Finger Lakes Wine connectgd buyers, Treat as 2027 trade-
. . sommeliers and . .
10 Alliance trade-buyer |77 /High . Future cycle cycle intelligence;
rogram beverage directors prepare early
P with 23 producers. ’
[S11]
. 2026 private tours up Earn inclusion as a
. Geneva / wine tours / . . .
11 Winewagen Tours 75 to eight passengers. 0-6 mo premium private-
[s21] tour stop.
Offers public/private .
. . . . Pitch k
Finger Lakes Winery | Region-wide /tours/ | tours and complete 1tch group package
12 0-6 mo and corporate-stop
Tours 74 corporate weekend option
packages. [S22] ption.

Ranked opportunity pipeline - continued

Opportunity

Priority

Verified signal

Timing

Revenue path / next
move

. Ofﬁc.1a1 reg.lonal . Build a structured
Finger Lakes . . tourism alliance lists
. . Regional / discovery / . operator-outreach
13 Tourism Alliance multiple tour and 0-3 mo
. 73 . program from the
tour directory transportation directo
operators. [S18] Iy
Aug. 21-28, 2026
Seneca Lake Wine Seneca Lake / event / tasting pass routes If eligible, activate
14 Trail - Gone to the 72 visitors through Immediate pet-friendly offer and
Dogs participating event capture.
wineries. [S15]
If eligible, plan
Seneca Lake Wine Seneca Lake / holiday Nov. 20-22 and Dec. holiday offer, club
15 . 4-6, 2026 food-and- 3-4 mo .
Trail - Deck the Halls | /71 . . capture and gift
wine trail events. [S6]
follow-up.
Official DMO .
N . Pitch a story,
Visit Finger Lakes . promotes leisure, .o
. Ontario County / . - itinerary, partner
16 media & partner meetings, media and | 0-6 mo L
DMO /70 . listing or hosted
channels regional partners. media experience
9,510] P :
doventown event ied Test prefpost-event
Watkins Glen Grand | Watkins Glen / L, tasting package or
17 . . to the region’s 0-1 mo
Prix Festival event/ 68 . . hotel/operator cross-
motorsports identity. romotion
[$16] P :
WGI rebranded its
former wine festival Watch 2027
Future F.L.X. . as F.L.X. Summer announcements
Watkins Glen / .
18 Summer Fest / large future-cycle / 62 Fest in 2025; current | Future rather than market a
event cycle 4 2026 occurrence not nonexistent 2026
verified in reviewed event.
sources. [S17]

Ranked opportunity pipeline - continued
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Deep Opportunity Brief 1 - Lakeside Trolley & Tours

VERIFIED FACT: Lakeside operates active shared-group tours on Seneca and Keuka Lake, with planned
routes and winery/brewery/distillery stops. Its 2026 booking pages show current tour inventory. [S3]

STRONG INDICATION: Because the operator controls or curates stops, one successful relationship can
generate repeated visitor groups rather than a single transaction.

STRATEGIC INFERENCE: A winery with a distinctive group format - short private tasting, vineyard walk,
food pairing, or efficient bus handling - can make itself easier to program into itineraries.

UNKNOWN: Current route-selection criteria, commissions, capacity requirements, whether new winery
stops are being added, and existing exclusivity.

Recommended opening: “You are already curating Seneca and Keuka wine days for groups. We would like
to understand what makes a winery easy for you to schedule repeatedly - group flow, timing, tasting
format, parking, food, or something else - and whether there is a gap we could design around.”

Next action: Prepare a one-page operator sheet: bus/van access, group capacity, typical dwell time, group
pricing, food options, reservation contact, cancellation rules, and one differentiated experience.

Deep Opportunity Brief 2 - Finger Lakes Rail Experience Wine Train

VERIFIED FACT: The 2026 Wine Train operates through September and pairs a four-wine tasting with
regional winery features through the Seneca Lake Wine Trail. Finger Lakes Rail Experience says its 2025
debut welcomed more than 11,000 passengers. [S1,52]

STRONG INDICATION: The train is a recurring consumer platform with built-in wine discovery, not
merely transportation.

STRATEGIC INFERENCE: The most realistic entry is not “sell wine to the train tomorrow.” It is to learn the
selection calendar, featured-winery criteria, sponsorship/collaboration options, and future-season planning
cycle.

UNKNOWN: 2027 partner-selection timeline, commercial terms, volume requirements, geographic
eligibility, and whether producer slots are already committed.

Recommended opening: “The Wine Train is becoming a recurring way for visitors to discover Finger
Lakes producers. When do you begin selecting winery partners for the next season, and what operational
or promotional criteria matter most?”

Next action: Contact the Rail Experience and Seneca Lake Wine Trail before 2027 programming is locked;
build a wine-train-specific tasting story and fulfillment plan.

Deep Opportunity Brief 3 - The Lake House on Canandaigua

VERIFIED FACT: The Lake House markets corporate retreats, group events, wine tours and team-building.
It also offers an in-room enhancement featuring Dr. Konstantin Frank sparkling wine, demonstrating that
locally sourced wine can be part of its guest amenity program. [S12,513]

STRONG INDICATION: This creates multiple possible entry points: guest amenity, corporate retreat tasting,
concierge referral, seasonal collaboration or group excursion.

STRATEGIC INFERENCE: A hypothetical winery should not ask for a generic “partnership.” It should
propose one low-friction test tied to an existing guest experience, such as a seasonal amenity, corporate
tasting, or concierge-referred experience.
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UNKNOWN: Purchasing requirements, current beverage contracts, local-wine rotation policy, minimum
volumes, margins and exclusivity.

Recommended opening: “Your retreat and guest-experience programs already incorporate winery tours
and a Finger Lakes wine amenity. We would like to propose one small seasonal test that adds a different
local wine story without disrupting your current program. Who owns local beverage partnerships and
guest amenities?”

Next action: Build a hospitality-ready one-sheet with wholesale/compliance capability, sample format,
seasonal story, lead time, fulfillment capacity and one pilot concept.
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Hospitality & Group Referral Network

Channel Verified role Recommended approach Src.
. P defined
The Lake House on Corporate retreats, weddings, ropose one deine
. . i seasonal/group pilot; do not $12,813
Canandaigua concierge and guest amenities | . . . .
imply an existing relationship.
Recurring shuttle to wineries Ask how wineries are selected
Inns of Aurora Resort & Spa & . for shuttle visits and group S20
plus group/retreat business L .
itineraries.
Lakeside Trolley & Tours Shared-group tours and Win rqute inclusion by solving s3
curated routes operational needs for groups.
Custom tours, corporate Create a tour-operator
Sip Back & Relax Tours groups, event weekends, rate/experience and make S4
lodging booking frictionless.
Curated premium winery tours Qualify criteria for
Experience! The Finger Lakes p y predetermined partnerships S19
and custom groups
and custom programs.
Finger Lakes Winery Tours Corporate weekends, Pitch a repeatable stop or $22

public/private tours

private group experience.

Trade, Retail & Distribution - Safer Framing

The draft report overreached by treating named distributors, grocery chains and out-of-state shipping as
straightforward sales targets. A public sample should be more disciplined:

* Use trade-buyer programs such as the Finger Lakes Wine Alliance FLX Road Trip as verified evidence
that buyers and beverage directors are being brought into the region. [S11]

* Treat distributor or retailer placement as a qualification project: territory, licenses, portfolio fit,
minimum volume, price architecture and existing representation must be verified before outreach.

* Do not state that a winery can “ship to 48 states” or place wine in a grocery chain without checking
destination-state law, licensing and channel rules.

* Do not imply that a named retailer or restaurant is interested simply because it carries regional wine.
The sales opening should be based on assortment fit, a trade event, buyer access or a documented

program.
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12-Month Revenue & Visitor Activation Calendar

Period

Verified / expected demand

signal

Seneca Lake “Gone to the

Recommended action

If eligible, capture trail visitors;
give operators a late-summer

only verified 2027 events.

August 2026 Dqgs, act‘lve wine-tour season, group offer; collect email/club $1,515
Wine Train .
opt-ins.
Naples Grape Festival Sept. 26- EZ:ii?tzgszéﬁlgi;g:;g:n
September 2026 27; Grand Prix Festival Sept. P p ; $14,516,S1
. . . weekend and tour-operator
11; Wine Train continues
packages.
Hotel/operator referral push;
October 2026 Fall foliage / harvest travel limited harvest experiences; S9
capture repeat-order
permission.
Seneca Lake Deck the Halls Hohday.tasur}g,’ club .
November 2026 conversion, gifting follow-up if | S6
Nov. 20-22 o
trail-eligible.
Pre-sell gift bundles early; use
December 2026 Deck the Hallls. Dec. 4-6 + visitor list for lawful direct-to- | S6
corporate gifting season
consumer follow-up.
Meet tour operators, hotels and
January 2027 Low-season planning DMOs while calendars are $3,54,S9
easier to shape.
Pitch couple packages and
Valentine / winter getaway lodging cross-promotion; avoid
February 2027 . . - . $12,S20
period inventing event dates until
published.
Confirm operator routes, group
March 2027 Spring tour calendar formation | pricing and trade events for $3,519
the new season.
Use published 2027 trail
April 2027 Wine-trail spring event season calendar once releasgd; sec.ure S5,S6
group transport relationships
early.
Hospitality referral refresh,
May 2027 Memorial Day / summer travel c.on.c1erge ma.te.rlals, .DMO 59,510
ramp listings and digital itinerary
content.
Track operator bookings,
June 2027 Peak touring begins conversion by channel, and $3,54,519
group experience economics.
Watch WGI/Finger Lakes Wine
July 2027 Large-event and trade cycle Alliance calendars; activate $11,517
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Digital Discovery & Repeat-Revenue Priorities

The original draft treated several digital “gaps” as if they had been audited against a specific winery.
Because the client is hypothetical, those statements cannot be verified. The public-sample version should
frame them as a checklist triggered by the market evidence.

Priority What to verify / build Evidence basis

Verify the winery appears accurately on
Destination discovery the relevant official DMO, wine-trail and $9,510,S18
tour-operator channels for its geography.

Publish a group page with capacity,
Group readiness timing, parking, private options, contact $3,54
and response-time standard.

Make a distinctive winery experience easy
Experience booking for operators to understand and request; | S19
avoid generic “contact us” friction.

Use event and group visits to obtain
permissioned customer contact and drive
reorders, club consideration and seasonal
offers.

Email / club capture Strategy

Ask visitors how they found the winery
and tag operator/hotel/event sources so
the most productive channels become
visible.

Referral attribution Strategy

Prepare pricing, compliance, sample, sell
Trade readiness sheet and.fulﬁllment facts before s11
approaching beverage buyers or

distributors.

Corporate Gifting - Strategy, Not a Fabricated Lead List

Public information rarely proves that a specific employer is currently buying wine gifts. The website
sample should therefore avoid naming companies as “gifting opportunities” without evidence. The correct
approach is to build a segmented program and look for trigger events: conferences, client events, executive
retreats, local-product initiatives, holiday ordering windows, and organizations already using regional
hospitality vendors.

Recommended productization: three compliant gift tiers, clear order deadlines, customization options,
shipping/pickup rules, and a reorder path for the following year. Only promote where alcohol-gifting and
shipping rules permit.
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False Signals & Corrections From the Draft

Initial signal / claim

“The Lake House will open
soon.”

What deeper review found

The Lake House is already
operating with 124 guestrooms
and active meetings/events
programming.

Correct treatment

Use it as an existing hospitality
channel, not a new-opening
trigger.

$12,523

“Announce partnership with
Marriott/Canandaigua hotels.”

No partnership was
established by the research.

Say “approach and propose a
pilot partnership.”

Draft correction

“Finger Lakes Wine Festival,
30k-40k attendees.”

The former Finger Lakes Wine
Festival was rebranded as
F.L.X. Summer Fest in 2025; a
2026 occurrence was not
verified in reviewed current
sources.

Treat as future-cycle
monitoring only.

S17

“Ship nationally / 48 states.”

Interstate DTC wine shipping
varies by destination law and
licensing.

Verify compliance state by
state before advertising or
recommending a shipping
footprint.

Compliance caution

“Wegmans / grocery chain
wine placement.”

Retail alcohol rules and
channel structures vary;
grocery placement is not a
generic wine-sales path in New
York.

Research lawful
retail/distribution channels
before naming a target.

Compliance caution

“Corporate gifting at named
employers.”

No public evidence in the draft
established current wine-gift
buying intent.

Treat corporate gifting as a
program to prospect, not a
verified account opportunity.

Draft correction
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30 / 60 / 90-Day Revenue Strategy

QUANTUM LEAPS AI / OPPORTUNITY INTELLIGENCE REPORT

Window Priority accounts/channels Specific actions Success test
Build one operator-ready
Lakeside, Sip Back & Relax, experience sheet; contact five
Davs 1-30 Wine Train planning contact, | high-priority channel owners; |5 qualified conversations; clear
y Naples Grape Festival, The decide Naples participation; yes/no next step for each.
Lake House qualify 2027 Wine Train
partner timing.
Experience! FLX, Inns of Pitch one defined qu per . . .
. . channel; secure eligible 2-3 pilot/referral relationships
Days 31-60 Aurora, Finger Lakes Winery . s . .
o listings/DMO exposure; test or explicit disqualifications.
Tours, Visit Finger Lakes .
group pricing and fulfillment.
Prepare holiday capture; build
Davs 61-90 Holiday/trail cycle, trade trade sell sheet; implement Repeatable process for visitor
¥y readiness, CRM channel attribution and follow- | -> contact -> reorder/club/gift.
up sequence.

Final Revenue Action Sheet

Opportunity First action
Active curated winer Send operator one-sheet
Lakeside Trolley routes y Tour/operations owner | + ask route-selection Week 1
criteria
Pitch a group-ready
. 202 i ; ask what i
Sip Back & Relax Custom tours and 2026 Owner/planner ta.stlr.lg stop; ask what s Week 1
packaged weekends missing from current
itineraries
Recurring wine . . . Ask 2027 winery-
Wine Train experience with current E:;lﬂExperlence + Wine selection calendar and | Week 1-2
2026 service criteria
Sept. 26-27 beverage . Confirm producer
. Festival beverage- T .
Naples Grape Festival garden supports . eligibility, fees and Immediate
. garden organizer .
tasting/bottle sales deadline
The Lake House Corpor'fite retrea‘ts + Sales{caterlng/beverage Pitch one low-fr1§t10n Weeks 2-3
local wine amenity function seasonal/group pilot
Experience! FLX Predeterrrpned winery Tour/program owner Qualify cu.rate'd-tour Weeks 2-4
partnerships partner criteria
Inns of Aurora Re:cur?mg shuttle to Guest-experience/group | Ask how shuttle stops Month 1
wineries sales are selected
. Verify eligibility for
A Official DMO and 2026 . L .
Visit Finger Lakes ca an Partner/media team listings/pass/media Month 1
passes/partner exposure .
collaboration
Wine Alliance trade Buyer-facing event Wine Alliance Prepare f(?r.nex.t trade- Quarterly watch
program model cycle participation
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Source Register

Sources below were used to verify the principal public facts in this cleaned sample. Source IDs in the report point to this register.
Current status can change; time-sensitive opportunities should be rechecked before outreach.

S1 Finger Lakes Tourism Alliance - Finger Lakes Wine Train

S2 TFinger Lakes Rail Experience - 2026 Season Announced

S3 Lakeside Trolley - Finger Lakes Wine Tour Transportation

S4 Sip Back & Relax Tours - Finger Lakes Tasting Tours

S5 Seneca Lake Wine Trail - Excursions and Packages
S6 Seneca Lake Wine Trail - 2026 Trail Calendar

S7 Visit Finger Lakes - Wine Trail Passport

S8 Visit Finger Lakes - FLXperience Passes

S9 Visit Finger Lakes - Visitor Profiles / Visitation / Economic Impact

S10 Visit Finger Lakes - About / Destination Marketing Organization

S11 Finger Lakes Wine Alliance - FLX Road Trip: Trade Experience

S12 The Lake House on Canandaigua - Meetings & Corporate Retreats

S13 The Lake House on Canandaigua - In-Room Enhancements

S14 Naples Grape Festival - 2026 Beverage Garden / Festival
S15 Seneca Lake Wine Trail - Gone to the Dogs 2026

S16 Watkins Glen Promotions - 2026 events / Grand Prix Festival

S17 Watkins Glen International - Finger Lakes Wine Festival becomes F.L.X. Summer Fest

S18 Finger Lakes Tourism Alliance - Tours & Transportation

S$19 Experience! The Finger Lakes - 2026 Wine Tours

S20 Inns of Aurora Resort & Spa - winery shuttle / activities

S21 Winewagen Tours - 2026 private Finger Lakes wine tours

S22 Finger Lakes Tourism Alliance - Finger Lakes Winery Tours

S$23 The Lake House on Canandaigua - Accommodations (124 guestrooms/suites)
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https://www.fingerlakes.org/events/finger-lakes-wine-train
https://lakehousecanandaigua.com/accommodations/
https://www.fingerlakes.org/partners/finger-lakes-winery-tours
https://www.winewagentours.com/
https://www.innsofaurora.com/
https://experiencefingerlakes.com/finger-lakes-wine-tours-ny/
https://www.fingerlakes.org/services/tours-transportation
https://www.theglen.com/news/2025/01/14/finger-lakes-wine-festival-officially-becomes-f-l-x-summer-fest-at-the-glen/
https://watkinsglen.com/
https://senecalakewine.com/event/gone-to-the-dogs/
https://naplesgrapefest.org/beverage.php
https://lakehousecanandaigua.com/accommodations/in-room-enhancements/
https://lakehousecanandaigua.com/meetings-events/meetings-corporate-retreats/
https://fingerlakeswinealliance.com/events/flx-road-trip-trade-experience/
https://www.visitfingerlakes.com/about-us/
https://www.visitfingerlakes.com/partners/research-and-resources/visitor-profiles-visitation-economic-impact/
https://www.visitfingerlakes.com/flxperience-passes/
https://www.visitfingerlakes.com/wine-trail-passport/
https://senecalakewine.com/trail-calendar/
https://senecalakewine.com/one-day-excursions/
https://sipbackrelaxtours.com/
https://www.lakeside-trolley.com/finger-lakes-wine-tour-transportation
https://flxrailexperience.com/2026/04/2026-season-announced/
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TURN RESEARCH INTO REVENUE

Quantum Leaps Al builds custom Opportunity Intelligence around what you sell, who buys it, and where
you compete.

¢ Find evidence-backed opportunities before they become obvious.
* Separate real buying signals from weak leads and stale activity.
* Prioritize the accounts and relationships most worth your selling time.

* Turn public information into timing, buyer structure and an intelligent next
action.

Tell us what you sell. We’ll show you what we can research.

quantumleapsai.com
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