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CEI 006: Guy Kawasaki Interview 

(about his book Enchantment, a republication) 

 
Opening Hi there and welcome to episode #6 of Connect Engage Inspire, the 

Firepole Marketing Podcast with Danny Iny, creator of Firepole 
Marketing and the best selling author of Engagement From Scratch.  
Online entrepreneurs like you tune into this podcast every week to learn 
how to build and engage an audience that connects with humanity and 
drives their business to success. 

Today’s episode is part of our old favorite’s series, where we republish a 
really good piece of content that has disappeared into our archives.  In 
this case an excellent interview with Danny’s Engagement From Scratch 
co-founder, Guy Kawasaki about his book Enchantment.  Now let’s get on 
with the show. 

Danny Hey Guy!  How are you? 

Guy Hi!  Fine thank you. 

Danny I want to thank you for taking the time to be on this call.  I really 
appreciate it.   

Guy Where are you? 

Danny We are based out of Montreal. 

Guy Oh so it is really late there.  Sorry! 

Danny Oh it is pretty late, but that is perfectly alright. 

Guy Okay well it is easier for me than you. 

Danny I am thrilled to be on the call and so this is perfectly great.   

Guy My pleasure. 

Danny Guy I have a question for you.  Before we jump into this there is 
something I’ve been wanting to ask you. 
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Guy Yeah! 

Danny In the book and elsewhere you’ve mentioned quite often how passionate 
you are about hockey. 

Guy You must be Australian. 

Danny I’m Canadian, but barely.  You grew up in Hawaii and that is not really a 
hockey central place the way Montreal is, so how did that happen? 

Guy Well it was a strange quirk of fate.  Basically my kid decided to take it up 
and my wife told me that I should take it up too because you need to bond 
with your kids.  Now I play more than they do and I love it more than they 
do. 

I play hockey; like in the last 24 hours I’ve played three times.   

Danny That’s fantastic. 

Guy It can be.  I’m not trying to tell you I’m good.  I’m just telling you I play it 
a lot.  It is different. 

Danny As long as you enjoy it that’s what matters. 

Guy That is true.  I do enjoy it.  I will tell you that hockey is the only thing that 
I’m not good at that I love.  You can easily love something you are good at 
right?   

Danny It is a lot easier, but if you really love it then eventually you get good at it. 

Guy Okay I’ll check back with you on it. 

Danny We’ll check in with you in a few years and see where you are. 

Guy Yeah!   

Danny That’s really cool.  My fiancé has a list of things that she wants our kids to 
take so that she can do it with them.  She wants to learn to play the piano 
and the guitar and the list goes on and so I guess it works.   

Guy We’ll see.   

Danny Your book is called Enchantment and it is about the art of changing 
hearts, minds and actions.  For the benefit of our listeners, it is a red book 
with an origami butterfly on the cover.  There is actually a really great 
story about how that butterfly came to be that you share in the book – it’s 
called Kawasaki Swallowtail, right? 

Guy Yeah well that came to be because I ran a cover contest using Crowd 
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Sourcing and the prize or the design I liked best was one with a red cover 
and a blue stock photo butterfly.  The butterfly was a Blue Morphed and I 
showed it to my publisher and my publisher said it was too self help, to 
feminine, too you know woo woo west cost, Granola and vegetarian and 
too market soft.   

So after much argument I said alright.  Let me give this some thought and 
I figured out that I am Japanese and Japanese have this art called 
origami, which I knew nothing about at the time.  So I went to Google and 
I typed in origami butterfly and I found this most beautiful butterfly and I 
contacted the guy who did it and low and behold one thing lead to another 
and he designed me a butterfly.  They call it the Kawasaki Swallowtail. 
Now I have what I think is maybe the most beautiful business cover in the 
history of man. 

Danny Well you had all your friends and your followers right?  They got to vote 
on all the different variations and they picked this one and so it was not 
just your opinion.  Everyone agreed. 

Guy Well using the word everyone loosely yeah.  There are some people who 
don’t agree, but the people who have to agree, they agree.  How’s that?   

Danny Fair enough.  That works.  I’ve got to tell you, when I first picked up the 
book I was very impressed with the endorsements on the back cover.  I 
mean you’ve got business leaders like Richard Branson and Steve 
Wozniak and you’ve got bloggers like Robert Goble, but names that really 
impressed me were Bob Cialdini and Phil Zimbardo, the real heavy weight 
researchers. 

Guy Oh really?  That’s good. 

Danny I really go in for the, you know I like the research and so that is really 
what sold it for me. 

Guy Oh yeah?  Well you know both of them are my friends.  One was my 
professor in school and the other I have come to know.  I hold both of 
them in the highest regard. 

Danny Well absolutely!  I’ve got tons of respect for their research.  Now I have 
read through the review copy that you sent me.  I couldn’t put it down.  I 
got through it in about two days.  It is a cool kind of mix.  It is sort of a 
cross between a manual on all the soft kill that you need in business and a 
primer on how to apply the key findings of research and social psychology 
and behavioral economics.  Now that is a really interesting combination.  
Where did you get the idea to kind of create that kind of cross in the book? 

Guy First of all you are giving me too much credit.  If you think I sat down and 
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well.  I understood about 50% of the terms you just used.  I don’t want you 
to go away too impressed by the cogent nature of my book.  I had a much 
more tactical approach.  The big influences on the book were Robert 
Cialdini because of his book The Influence.  I love that book.  Also Dale 
Carnegie because his book has sold for 75 years and 50,000,000 copies.   

And then there is Malcolm gladwell because I love how Malcolm Gladwell 
finds all these psychology studies and puts them together and then talks 
about chipping and blinking and all this kind of stuff.  I wanted the 
psychological citations the way Malcolm Gladwell did, but what I think I 
uniquely added to the mix was that I was not an academic writing about 
the social psychology of influence.  I was not Malcolm Gladwell writing 
about one thing for 200 pages about how do we chip or how people make 
quick decisions.  I am a business person who happens to read and write.   

And so I think the unique angle in my book is that Malcolm Gladwell will 
tell you what you need to do to chip, but Guy Kawasaki will tell you how to 
do what you need to do.  My books are always tactical, bullet lists, 
sequential lists and this is what you need to do because I am trying to 
appeal to the people who are trying to change the world and they need 
checklists.  They need someone to say first you do this and then this and 
then this and this.  They are not necessarily trying to spend hours getting 
inspired.  They are probably already inspired. 

Danny For sure and plus they don’t have all that much time to get through a lot of 
books and academic material.  You have a quote at the very beginning of 
the book that I really like that people confuse the time it takes to buy a 
book with the time it takes to learn what is inside the book.   

Guy Yes I certainly have that problem myself.  Well believe it or not, finding all 
those epigrams was a non-trivial task.  I spent a lot of times looking at 
quotes to do that.  That is one of the more pleasurable parts of writing a 
book. 

Danny It adds a lot of flavor to it.  I have a question because it is varied and 
you’ve got tons of stuff in there.  How should people go about reading 
your book?  Should it be read cover to cover the way that I did? Should it 
be read a chapter at a time with breaks to digest?  I was thinking it might 
be a good idea to give a copy to everyone in an office and assign different 
chapters and then everyone comes to a brainstorming or strategy meeting 
with a different angle. 

Guy That would certainly add sales unless you Xerox the chapters.  I don’t 
know if there is a right way or a wrong way.  The concept of sitting down 
and reading it all in one airplane flight from Montreal to San Francisco 
appeals to me.   I mean in a sense the test for a business book is you get on 
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an airplane in Montreal.  You get off in San Francisco and you call your 
office or you send an email message saying these are the changes I want 
you to do.  I want you to change this practice, this pricing, this product or 
this because I read this book.  Now that is the test for a business book.  
This would support the argument of sit down in one read and go for it.   

Actually there is a test, but you know.  The purpose of the test is not really 
to score high, but just to remind you of the key concepts.  The concept of 
going through it slowly and digesting everything of course is more 
flattering, but I don’t think that is very realistic for most business readers. 

Danny So a homerun with the book would be a transformational plane ride?   

Yeah you get on the plane in Montreal.  You read it all the way to San 
Francisco.  In San Francisco you get off and you call up whoever you need 
to call up and everything is changed for the better.   

Guy I don’t know about everything.  I think that is a little strong, but at least 
your smile.  At least you double the amount of muscles you use for a smile.  
How’s that?   

Danny That sounds good to me.   

Guy See now Malcolm will tell you, will cite 200 pages of reasons why you 
need to be likable and I will give you why you should use two models and 
not one.   

Danny Smiling will make you more likable. 

Guy That is right.   

Danny You don’t need the whole long list of why it is better.  It is better.  Leave it 
at that. 

Guy Yeah just trust me. 

Danny I have a question about the chapter on overcoming resistance.  After you 
discuss the elements of social proof and put it on scarcity[10:39 
inaudible] you have a note that I like.  The past three sections provided 
recommendations that appear inconsistent and down right conflicting.  
Social proofing and scarcity10:48 laughter and words inaudible]  
What is it going to be; the level of uncertainty and it does determine what 
works best.  That is a lot of insight in just one sentence.  Can you say a 
little bit on that?  Marketers everywhere are trying to strike that balance.   

Guy Well in that chapter about overcoming resistance there are two ways.  One 
way is the IPod way.  The IPod way says oh look.  Everybody has these 
white gizmos with white ear buds.  It must be really good.  It is hip.  It is 
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cool.  I’ll go buy an IPod.  That is social proof right?  It must be good 
because everybody does it.  This is the kind of social proof you get when 
you drive past a restaurant.  You want to go to a restaurant where there is 
a line of people where you go in and not the one where you can be seated 
immediately.   

Now on the other hand, on the other side, completely the reverse is that if 
you very seldom see it you think it is more exclusive.  Imagine if everyone 
down the block had a Ferrari.  That is an extreme example. 

Danny That would be one hell of a nice block.   

Guy Yeah it would be, but okay.  Let’s take that example.  Let’s say it is a really 
well-to-do area in Montreal.  You go down the block and everybody has a 
Mercedes.  One way of looking at it is this is social proof that Mercedes 
must be a good car.  The other way that some people will look at it is oh 
my god.  Everybody has a Mercedes and so I will go and buy an Audi.  
Thus these two things are completely contradictory.   

I am not trying to convince you that there is a right way or a wrong way.  I 
am here to give you different ways that you can try and the only right way 
is the way that works.  I don’t know if you picked it up, but there is 
another place I completely contradicted myself, where I say when you give 
people too many choices it makes them hesitate and not buy stuff.  On the 
other hand I also cite a yogurt bar where there are 96 different toppings.  
The availability of 96 different toppings makes people buy more toppings.  
Again the question is Guy what is it; less is more or more is more?   

Danny So I guess it all depends on the scenario and on the situation.   

Guy To tell you the truth, in business anyway a lot of it is you try various ways 
and then one way succeeds and you declare victory and say oh yeah.  I 
knew that by increasing choices it would work at the yogurt shop.   

There is an intellectual explanation for that by the way that you can buy or 
not.  The intellectual explanation is if you give people a lot of choices of 
things that they are going to live with for a while then they hesitate 
because if you had a lot of choices of cars and you know you must be stuck 
with the car for five years you’d always be wondering, if I had bought the 
Prius, didn’t I want the Mustang?  If I bought the Lexus did I really want a 
Mercedes and now I am stuck with it and so I can’t make a decision.   

On the other hand there are things that you are not going to be stuck with. 
These are no big deal, such as a cup of yogurt.  With a cup of yogurt it is 
oh it is going to be five minutes.  What do I care and so I put almonds on 
it.  I put Graham crackers and I put marshmallows.  It is not the end of the 
world and so whatever.  Then more choice is good.  That is the intellectual 
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explanation of why sometimes choices can help and sometimes they can 
hurt.   

Danny That is great.  I think that is really helpful.  I find at least for me it is those 
understandings that help you realize in a new situation which way should 
I go and it becomes a strategy.   

Guy Absolutely!  I think the most important part of this is that you should not 
be a slave to dogma.  You shouldn’t read a book and let’s say you read a 
book called Less Is More and it is telling you that you should have 
simplified product lines, limited offers, colors, limited offers of sizes 
because people want to have simple decisions.  You read that book and 
then you say okay. We are going to simplify our product line.  You should 
consider the opposite because you never know.  If Apple failed with the 
IPod then one thing you could say was well Apple offered too many 
choices.  There is the IPod, the IPod Nano, and the IPod Touch and there 
are six different colors and each color comes in eight, sixteen, thirty-two 
and sixty-four gigabytes.  I don’t know.  There are probably a couple of 
hundred different IPods and so too many choices.  People go to the Apple 
store and they say I don’t know which IPod to buy and they buy nothing.  
Well clearly that hasn’t happened.   

There is another case where at the time particularly when an entrepreneur 
has to make a decision and you really don’t know.  I could build a case for 
limited numbers of SKUs in the IPod line or I could build a case for four 
different models, eight different colors, and five different memory 
capacities.  You just don’t know.  You just have to try.   

Danny And then pay attention and get data. 

Guy Yeah! 

Danny That raises kind of an interesting question.  Our audience at Firepole 
Marketing are entrepreneurs and small business owners in the kind of one 
to ten employee range.  As you know at that level there is a huge scarcity 
of resources and time in which to do things.  There is an anecdote that you 
shared in the book about a tweak to your email signature.  Instead of just 
asking them to visit all top you added a line saying that if the website has 
slowed down please keep trying because we are getting slammed with 
traffic.  Now what I really like is that you then added that you don’t know 
if that had any affect because you were changing a lot things at the same 
time.  That is the difference between the well designed scientific world 
and your world of doing anything you can.   

How would you encourage our audience in terms of striking that balance?  
How sure do they have to be that something is really worth it? 
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Guy At the end of the day in business it is not about peer review and getting 
into a scientific journal.  You either increase sales or you do not.  I face 
this everyday with my site.  If you wanted to do something as simple as 
test for which color banner creates more clicks, but there are so many 
other variables to control for alright?  It is not just the color.  It is the day 
of the week.  It is the time of the day.  It is the there are like 50 different 
variables and so to be able to say the red banner gets clicked on more than 
the blue banner is not so simple.  Of course with business the clock is 
always ticking.  In a perfect world you would try one variable with a truly 
controlled experiment and then you would try another one and then you 
would try another.  If you did this in business it would take you a year or 
so to do this and by then the market is totally changed.   

Some of it is just being more pragmatic and just throwing stuff at the wall 
and it is not optimal, but in a sense it is optimal because I don’t know how 
else to do it.  Companies like Yahoo and Google, where they have billions 
of people coming to the website everyday, can kind of control things.  
They can say we control for the day of the week because we did all the 
tests for one particular Monday.  We control for everything because we 
have so much traffic that we can have so many conditions happening at 
once and we didn’t have to wait for the following Monday to run a 
different condition, but very few people are in that particular place where 
they can do stuff like that.   

Danny So I guess the big part of it for the rest of us who aren’t like Google is that 
we just have to also be judicious about what hypotheses we want to be 
testing? 

Guy Yes or I could conflict that quite the opposite and say just test a lot of 
things and when you find one that works hallelujah.   

Danny I have got something else for you.  In that same section you talk about the 
cause of the reluctance and you are explaining that the most foundational 
cause for reluctance is that maybe your cause sucks.  Hopefully that isn’t 
the case, but in reality it often is.  A couple of weeks ago I read a great post 
on Ben of Instigator blog firm.  He explains that entrepreneurs have to lie 
to themselves because they are dealing with such a spec of a pirate area.  
They are honest about the risks and everything.  You just have to abandon 
the ship.  That is a hard pill to swallow because until that point that you 
really made it big it is hard to know what to attribute your struggles to.  Is 
it that you’ve never, you know?  You just haven’t made it yet?  Do you just 
need to keep working at it to get the word out or is it just never going to 
work because your product sucks?  That is the fear that most 
entrepreneurs have in the back of their heads without wanting to admit to 
it. 
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Guy I’ll tell you how that works.  If you grind it out and you are successful you 
say I knew it was going to be successful.  If you grind it out and you fail 
you are never heard of again because people don’t write about failures.  I 
don’t think there is a way.  You hear these impossible stories about how 
Fred Smith was down to his last payroll and so he went to Los Vegas and 
he spent the last thousand dollars he had and the roulette wheel came up 
black or red or whatever and he got ten thousand bucks and he was able to 
make that last payroll.  Then the following week FedEx turned around 
right?  So you think he gutted it out.  He went down to the last thousand 
dollars and blah, blah and blah.   

The reason why we all know that story is because that is the only time in 
the history of man it happened that way.  You don’t hear about the nine 
million nine hundred thousand companies that failed.   

Danny It would make a much better movie. 

Guy Yeah and so this is a really great question.  How do you know when to call 
it quits?  You always hear the story about the guy or the gal who never 
gave up and it actually worked one day.  On the other hand, just 
statistically you’ve got to believe that there are lots of people who believed 
in their companies, but they died; not the people but the companies died 
and failed to reach escape velocity and so by all measures they should 
have quit.  How do you know when you are squeezing the trigger whether 
you are quitting too early or you should grind it out?  The answer to that 
question is I don’t know.  I don’t think anybody knows. 

And because no one knows this is an argument for keeping your costs 
down as low as possible, never investing in things and hiring people in 
advance of traffic or revenue because one of the major mistakes during 
the dot com days is everybody predicted conservatively speaking we are 
going to double in the next year and we need to prepare for this doubling 
of traffic.  We need to hire people now and have separate locations for 
back up and extra servers and all of this.  Then the business never came 
and they were stuck with all these people and things that they never 
should have bought in advance.  One lesson is never buy in advance.  For 
once in my career I wish I could tell you that I was too conservative and 
that a company died because of lack of capital and lack of the willingness 
to go forward.  For once in my life I would like for an entrepreneur to 
come to me and say that the reason why we need capital is because we 
have to expand so fast that we just cannot keep up with the orders.  I have 
never had that circumstance.  I would love to have that problem.  That is 
what we call in the Silicon Valley a high quality problem.   

Danny We would all like to have that problem.  This is a decision that as a 
venture capitalist you’ve got to make.  You’ve got to look at a situation and 
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it is ultimately a judgment call of you pull the plug or you stick it out for a 
little bit longer.  What informs that decision for you? 

Guy You know what?  I bet it comes down to do you like the entrepreneur or 
not.  I am saying that in a sarcastic, irrational or an emotional thing.  I 
don’t think people approach it with data or great quantitative insight.  
They approach it with oh I like that kid.  Give him some more money and 
let him run on a little while longer.   

Danny It makes sense because there is not much to quantify at that point usually 
right? 

Guy Well other than your losses no.   

Danny So what you are saying is for entrepreneurs, they should prepare as good a 
business case as they can, but then make sure to smile. 

Guy It is not that simple.  What they should do is not so much prepare a 
business case.  The first thing they should boot is auto-cads or auto-desk 
or vent or something.  What they should do is a prototype.  They should 
build their product, build their software or build their restaurant.  Some of 
this is easy for me to say, but how do you build a restaurant with no 
money?  But I think many in technology; many entrepreneurs think I’ve 
got an idea.  Let me boot Power Point.  I’ve got an idea.  Let me boot Excel 
and I’ll show that in year three we’re going to be doing five hundred 
million dollars.  What they really should be booting is their compiler or 
their cad program or something because today is a very different world in 
tech entrepreneurship.  Unless you are in life sciences, I’m just saying, 
starting a social media, software service or something.  Let’s just look at 
the cost of this today.  Because of the recession people are cheap or free.  
That is callous of me to say it that way, but it is the truth.  People are 
cheap.  People are cheap or free.  Marketing using Twitter, Facebook or a 
blog; these are cheap or free.  Infrastructure; call up Amazon, call up 
Rackspace.  Terabytes of data in the clouds, a thousand dollars.  You know 
the price of one server before?  You can have terabytes in the clouds today.  
Hosting and infrastructure can be cheap or free.  All the tools you want; 
PHP, Drupal and MySQL, everything you want and people are free.   

If you went to a venture capitalist and said I need money to buy tools then 
you flunked the IQ test.  Every tool that you need is free.  Now commercial 
real estate is much cheaper, but in fact do you really need an office 
because it is probably going to be virtual?  Your programmers are 
probably going to be around the world and so you may not need an office 
at all.  We are going down this checklist; marketing is cheap, people are 
cheap or free, tools are cheap or free and real estate is cheap or free.  I am 
painting a world where for a hundred thousand bucks or so you should 
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really be able to do a great prototype.   

And so boot Power Point and Excel when you are trying to raise growth 
capital and not when you are trying to raise capital for creating your first 
version.   

Danny That is good advice.  From my own start up days that is good advice.   

Guy You know looking back on my career I have got to tell you I have come to 
the conclusion that too much money is worse than too little. 

Danny How do you figure? 

Guy When you have too much money all of a sudden you feel like you do need 
a VP of DesDev because the CEOs time is too busy to go out and cut deals.  
You need a VP of DesDev to go out there and shock and jive.  Well I hate 
to tell you.  As the CEO of the tech company you are the chief shocker and 
the chief jiver.  That is what you do.  You don’t hire a VP of DesDev and so 
just go down the line.  Do you have to run this advertisement?  Do you 
have to have this $15,000 a month PR person who is going to suck up to 
the big newspapers for you and he or she has a major in oriental art 
history from an Ivy League school and now is living in the Silicon Valley 
and you are affectively being billed $100 an hour for her to call up the 
Wall Street Journal and suck up so that you might get a piece.  And all of 
this, believe me, if you didn’t have this money you wouldn’t be spending 
it, not just Herman Miller Furniture, all this kind of stuff.   

If you don’t have money you figure out a way right?  I mean if you had all 
this money you would pay $2,500 and you would go to Tech Crunch 50 or 
you would go to Launch or you would build a demo and you would pay the 
$2,500 to get in and the and you would stay at the Four Seasons for $500 
a night.  It is important to be seen and to rub elbows.   

If you don’t have that money what do you do?  You stay at Motel Six and 
you hang out in the lobby of the hotel because the lobby of the hotel is a 
public space.  So you don’t go to the sessions.  You hang out in the lobby 
and the restaurants and you meet the same people for free.  That is how to 
do it.   

Danny I hear you.  Being broke makes you resourceful.  Having lots of money 
creates an appetite to spend.   

Guy Yes that is a more articulate way of saying what I said.   

Danny On a bit of a lighter note, something else that you talked about in your 
book is managing and enchanting being important.  Something I really 
liked.  You say you should always address your shortcomings first.  For 
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example if you are doing a performance interview you start by exploring 
how your own screw up could have contributed to a performance 
shortcoming. 

Guy What do you want me to say?  I think that is absolutely necessary because 
it sets the tone of the meeting.  The message you are trying to show is that 
I am not king.  I realize that it could be my fault and this is not a one way 
street.  That is very enchanting. 

Danny There is a process that I have come to use and so I prepare a two by two 
grid.   Maybe that is just because it is a left over bad habit from business 
school. 

Guy Did you work for Makensy? 

Danny No not yet anyway.  About the two by two, the two columns are managers 
actions and employees actions and the rows are the created productivity 
and the prevented productivity.  What did I do that helped you be 
productive?  What did I do that prevented you from being productive?  
Then you too.  I fill that out before the meeting and I make sure the 
employee has one and they fill it out too before the meeting.  Thus the 
meeting is about sitting and comparing notes.  Is that what you had in 
mind? 

Guy I think so yes because it is bilateral right?   

Danny Yes exactly!  I think they are likely to see things that you don’t. 

Guy Yes it kind of ties in with the concept of a pre-mortem, where you do this 
sort of project. 

Danny Do you want to talk a little more about that? 

Guy Yeah a pre-mortem is something you obviously do before something dies, 
like a post mortem, the concept of a pre-mortem is you play this exercise 
where you say let’s pretend the project failed.  Let’s come up with the most 
serious reasons why this project would have failed.  Then you can just 
with much less emotion you can say software is buggy, a lousy sales force, 
insufficient PR, product performance was slow, Microsoft entered the 
market and gave away to your competitor or whatever.  You go through 
this list and you say what can we do about an unsophisticated sales force?  
What can we do about Microsoft entering the market?  You can go 
through this and say these are the hypothetical reasons why we died.  Let’s 
try to make sure that they remain hypothetical and never happen so that 
we never have a post mortem. 

Danny I thought that was a great idea. 
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Guy I copied it from a guy.  Honestly writing a book like this, some of it is 
knowing what to copy. 

Danny I would think a lot of it is.   

Guy Yeah I mean I don’t… 

Danny Having to develop and think up all these ideas from scratch would you 
know.  I would be very impressed.   

Guy Yeah well so would I.  Arguably in business books anyway I don’t think 
there is much that has never been said before.   

Danny [31:56 inaudible] 

Guy Yeah and so here are the sticky books.   

Danny I’ve got one last question.  After the very beginning of the book, in the 
introduction, you wrote that seeing a Macintosh for the first time was the 
second most enchanting moment of your life.  The first most enchanting 
moment was meeting your wife.  That stuck with me for two reasons.  The 
first is that I can absolutely relate.  I am fortunate to be doing work that I 
really love. 

Guy You met my wife? 

Danny I haven’t met your wife, but fortunately I met my fiancé in a whole 
different class and channel.  The second reason is that it really drives 
home for me that enchantment isn’t just about business.  It is about 
people.  Is that what you were trying to get across?   

Guy Actually not honestly.  What I was trying to get across there is this is quite 
pragmatic.  I needed an opening story that would suck people into the 
book and with my background the most logical opening story was the ah 
ha moment when I saw a Macintosh for the first time.  That is why I did it.  
Your explanation is good, maybe even better, but it would not be the 
truth.  The truth is I had to open up the book with a story about my 
personal enchantment. 

Now having said that, that is the opening story of the introduction.  The 
opening story of chapter one is completely different.  It is the story of a 
Peace Corps volunteer who enchanted some guerillas and not the animal 
kind, but the guerillas who were going to threaten her in a village in the 
Philippines and she turned the situation around by enchanting them.  I 
don’t think it would have been as affective for me to reverse the order and 
open up with her story and use my story second.  I had to build this 
credibility in the introduction that I understand that enchantment and so 
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let me tell you why I have been enchanted. 

Danny Well you know, case in point.  It stuck with me and so it works.   

Guy That is right yes.   

Danny Well yeah!  Great job!  Well Guy, thank you so much for taking the time 
for this interview and I want to wish you tons of success with this launch 
and I am sure it is going to be fantastic because it is a great book. 

Guy Thank you very much.  It is very gratifying to hear you say that.  Perhaps 
the Stanley cup finals will be the Calves verses the Sharks, although you 
don’t care.   

Danny I don’t care so the Sharks can have it.   Our leader is going to fry me for 
that. 

Guy Okay well very nice talking to you.  Take care and thank you for doing this 
so late at night. 

Danny My pleasure.  Good night Guy. 

Closing Thank you for tuning in.  You were just listening to connect Engage 
Inspire, the Firepole Marketing podcast.  If you enjoyed the show we 
would very much appreciate a rating and review here on iTunes and make 
sure to head over to firepolemarketing.com, where you can get free access 
to top rated marketing books, dozens of special reports on engagement 
and audience building, access to expert Q&A with Danny and a whole lot 
more.  And of course stay tune for upcoming episodes on marketing, 
engagement and successful online business. 
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