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Dan S. Kennedy : No B.S. Business Success |n The New Economy: Seven Core Strategies for Rapid-Fire
Business Growth before purchasing it in order to gage whether or not it would be worth my time, and all praised No
B.S. Business Success In The New Economy: Seven Core Strategies for Rapid-Fire Business Growth:

2 of 3 people found the following review helpful. Very Refreshing Perspective! By Ann Penners BergenDan Kennedy
is not known for "pussy footing around" or feeding readers what they want to hear, unless, of course, those readers


http://f3db.com/pub/links.php?id=B004RUGVPW

want no-nonsense, hit-you-in-the-gut truth. This book, of course, is no exception. He gives excellent steps for business
success and refuses to permit us to indulge in self-pity about the new economy. As Kennedy points out,the new
economy is RIFE with changes and those changes create opportunity, not just pain. Read it if you're ready for a wake-
up call!2 of 3 people found the following review helpful. Dan Rocks! By RoniWhat Dan tellsyou ishow it really is -
there truly are no wishy washy messages here. | have personally recommended his books to dozens of people. If you
enjoy Dan's no holds barred style then | can also recommend Swimming with Piranha Makes Y ou Hungry by Colin
TurnerSwimming with Piranha Makes Y ou Hungry38 of 44 people found the following review helpful. Disappointed
in What Dan Kennedy is Turning Out to Be! By Monica Mainl recently attended the Glazer-K ennedy InfoSummit this
past fall in Atlantawhere, interestingly enough, Bill Glazer decides to "retire" just days before the conference he
promised for several months to speak at. After al, it is (or rather was) part his company. It was very strange how he
suddenly jumped ship before an important 5-day conference.Okay, so Dan Kennedy "saved the day" by speaking for
approximately 5 hours over the course of 2 days. Y ou go Dan! Still, having been an on-and-off subscriber of Dan's
Inner Circle newsletter since he was Empire Communications in Phoenix, Arizona, he went from being a devoted
consultant and marketing "guru" to entrepreneurs of all walks of business to a money-hungry "churn-em-and-burn-em"
mentality through his copy-and-paste "series' of entrepreneur books he uses as beefed-up sales letters for his
overpriced courses and seminars offering nothing but the same old-dinosaur rehashed crap from 20 years ago.
Uh...hello. Asyou keep stating in your own books, Dan, the economy has dramatically shifted. The old marketing
mentalities don't quite cut it anymore.What | dislike the most about Dan Kennedy and what he's turned into these days
ismostly his contradiction. For example, in the beginning of this book, he goes on to say that in his early years of
being an entreprenuer, namely taking over a sinking company, he delved into management books left and right just to
discover that most of the authors didn't know diddly-squat about management; many had never managed any crew,
staff, or businessin their entire lives and it was the college-professor notion of teaching theory about something you've
never done before. Y et, he talks (almost with pride) about how one of his students (and doesn't name him but | know
it's Rory Fatt) had never owned a restaurant yet he teaches restaurant owners how to market their businesses. One
minute it irks him that people are selling books out there on subjects they know nothing about then turns around and
praises someone like Rory Fatt for selling his overpriced seminars and courses to restauranteers on marketing their
businesses when he's never owned or managed a restaurant in hislife.Then Dan goes on about how he learned to "shut
off the phones" at his office and basically offer only select call in days/times his customers could call in and order,
complain, ask about shipping, etc. In fact, | remember this time when his staff only took calls on Tuesdays and
Thursdays for about 1/2 of the day. These days, you can't call his organization to talk to someone live to save your life.
And he thinks this is making his employees more "productive" because they aren't being "bothered" answering the
phone.Hate to bresk it to you, Dan, but part of marketing IS customer service. And customer service includes
answering the phone. Some of your staff should ONLY be answering the phone and that IS their productivity. They
are the ones taking orders (making you money), satisfying inquiries (making customers happy and they will buy
more), and diffusing complaints (keeping relationships in tact, making you more money in the long haul). Y et Dan
seems to find no importance in any of this. Aslong as you keep on pumping out new sales | etters and marketing
campaigns, screw any type of customer service. It has no relevance on Planet Dan.| have found this recently with
Dan's company, Glazer-Kennedy, when 2 things happened:1) | purchased 2 overpriced services from 2 different
speakers at hislast InfoSummit in Atlanta this past November. The speakers didn't perform the service. They just blew
me off completely. | had no oneto call at the Glazer-Kennedy organization. | had no means of communication on how
| was ripped off by about $4,000 and | wanted my money back. | had an email address and nothing more. | send my
email into the black abyss to receive no response by anyone part of Glazer-Kennedy. | finally had to file a dispute with
my credit card company because the speakers/vendors never rendered the service. Of course, | heard nothing from the
Glazer-K ennedy organization about my complaint, chargeback, or my concerns about their having fraudsters speak at
their InfoSummit convention.2) | purchased a couple more courses from the Dan Kennedy catalog. | was overcharged.
Again, there was no phone number to reach anyone. There was an email address in which no one ever responded to
my email. | sent the stuff back. | received no refund. I, again, found myself having to file more credit card
chargebacks, wasting more of my valuable time and getting even more irate with Glazer-K ennedy.Now |I'm a pissed
off customer that he once had as a"somewhat loyal" follower who had just spent upwards of $10,000 on in the past 6
months not to mention what | had spent in the past several years. So, | go from a valuable follower spending a good
amount of money on his stuff to a full-blown Dan hater never to do business with him again al within 60 days.And
supposedly this guy is a"marketing genius."Okay, so he can get people to buy stuff but he misses the mark when it
comes to the REQUIRED "back end" customer care that IS PART OF MARKETING.In thisbook he states that he's
glad he's retired because the New Economy will be so tough for most entrepreneurs since the rules have changed to a
massive degree. Dan Kennedy SHOULD be scared of this New Economy because thisisn't a place he would survive
using his half-assed customer service tactics. He couldn't get away with selling an overpriced, outdated product to
someone and give them severely limited "hours of operation” phone call days/times (and nowadays NO PHONE
NUMBER TO CALL), afax number, and an email address no one ever respondsto. Dan would NEVER survivein



such amarketplace. What Dan sells (and tells people to do) and what he actually doesin his company are 2 different
things. There is a huge chasm of disparity.So, thisisthe moment where | get to say that sometimesit's a good thing
when old dinosaurs meander off to pasture...to die. Out with the old, in with the new. Out with old, outdated "theories’
on how to run a business with no customer service techniques in place as part of your overall marketing strategy. In
with the New Economy that will show businesses how to run like a well-oiled machine...something Dan will never
know anything about.

Internationally recognized Idguo;millionaire-makerrdguo; Dan Kennedy leads business professional s into the post-
recession economy and introduces them to the new rules, new restrictions, new obstacles, and new opportunities that
lie ahead. Entrepreneurs are mentored on which current business truths and principles are still relevant, but more
importantly, Kennedy offers completely new strategies, tactics, and applications to help them succeed in The New
Economy. Following Kennedyrsquo;s advice, entrepreneurs can go forward into The New Economy more astutely,
efficiently, productively, and confidentlymdash;earning themselves more money than they ever imagined possible!
Kennedy covers: bull; The key decision required for success by The New Economy bull; The #1 Demand of New
Economy Customers and how to meet it bull; Four power-positioning strategies for extreme marketplace advantage
bull; Six mandatory entrepreneurial competencies for The New Economy bull; What The New Economy punishes
most viciously and rewards most generously bull; How to avoid destruction by and instead profit from the Idquo;No
Boundariesrdquo; New Economy bull; And More In this timely business guide, Kennedy reveals essential strategies,
tactics, and business principles that every business owner will need to succeed in the tougher, more demanding New
Economy.

About the AuthorDan Kennedy isamulti-millionaire, serial entrepreneur now directly influencing more than one
million business owners annually as an advisor and business coach. Widely celebrated as [dquo;the millionaire-
makerrsgquo; with along track record of taking entrepreneurs to seven-figure incomes and to multi-millionaire wealth,
his deliberately provocative, blunt, Idquo;No B.S.rdquo; approach has earned him the title as the |dquo; Professor of
Harsh Reality.rdquo;



