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Are you in the business, right now, of making yourself rich or 
richer and truly independent? Or have you mentally, emotionally 
and actually compromised? Are you settling for working on 
mere survival?

Most people think it’s IMPOSSIBLE to actually grow their 
business – and their net profits and personal incomes as well as 
their wealth – not by inches but by leaps.  At times they blame 
this on a “negative” economy, at times they blame it on the 
customers, on the weather, on anything that isn’t themselves.  

They are very, very wrong. To a great degree, just their 
acceptance of that premise, that it is ‘impossible,’ imprisons 
them. It’s like the movie-magnate Sam Goldwyn’s famous 
quote: 

IT’S AN IMPOSSIBLE SITUATION,
BUT IT HAS POSSIBILITIES.

A lot of people are waiting for IF’s. IF ONLY we weren’t in a 
recession, IF ONLY my customers knew that I was the right 
choice, IF ONLY I hadn’t just refinanced the business, IF ONLY 
I could find the right employees.  IF ONLY that giant discount 
store hadn’t come to town. IF ONLY... Others are paralyzed by 
IF uncertainties, worrying about what may happen next month 
or next year. WISHING FOR BETTER OR MORE CERTAIN 
CIRCUMSTANCES IS A LOSER’S GAME. 

If wishes were horses, all the poor would ride; if turnips were 
gold watches, I’d wear one by my side. It’s a very old poem. 
This wishing foolishness goes back a long way.

There is just one – only one – legitimate “IF ONLY.”  

Here it is.

As big as our Membership is for what it is, and as much as our 
unique marketing and business-building strategies do represent 
a phenomenon sweeping the nation, it is still, in context of the 
millions of small businesses and practices and sales careers, 

a nearly “Secret Society.” We don’t actually have 
a secret handshake. But our Members know certain 
things all other business owners do not, and IF ONLY 
you knew those things, you could make your business a 
place for prosperity – regardless of what is going on outside, 
all around you. With about 5,000 Members and perhaps 
another 100,000 or so having elements of the System, we’re 
having greater impact than any other force for real change 
strengthening of small businesses, and we’re adding over 300 
new Members a month, yet we are still the best-kept secret of 
business owners who are doing well, while most struggle and 
suffer and are confused and uncertain about what to do – or 
worse, convinced there’s nothing they can do.  IF ONLY you 
were privy to what those in our Secret Society know...

If you’re a skeptic or cynic, you may immediately scoff – 
“There are no SECRETS.”

It’s an understandable reaction, and I even think skepticism 
is healthy. Bernie Madoff’s victims would have benefited from 
a healthy dose of skepticism. Apparently, Tiger’s wife and 
multiple mistresses might have benefited from a healthy dose of 
skepticism. 

But given the circumstances, I hope you’ll at least consider the 
possibility (and let me PROVE TO YOU) that there are business 
owners who have found or figured out strategies so “odd and 
unusual” that they are, in effect, secrets of few. IMAGINE FOR 
A MOMENT that the only thing holding you back from achieving 
your goals faster and more certainly than ever was a missing 
piece of information or strategy that you are simply unaware of. 
IF ONLY you knew it.

Far-fetched? 

Edison went through thousands of experiments before figuring 
out just one little thing missing, unknown to him but required to 
create incandescent light. Much more recently, in business, one 
idea rescued a nearly-dead, very slow-selling kitchen product 
and, in less than 3 years, made its owners multi-millionaires. 
Recently, one small change in the way websites work doubled 
sales for many of our Members.
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If you’re a skeptic, you’ll next think “Fine – but no such secrets 
could possibly exist that are applicable to MY business.” You 
may think your business too ordinary or mundane. Or too highly 
regulated. Or too commoditized. Or you may even think you are 
so-very-smart and such a grizzled veteran that you’ve seen it all. 

The Income Explosion Guide shows a partial list of the kinds 
of businesses these methods have already produced radical 
change and sales breakthroughs in – and I promise, will do so 
again. In fact, there are a small but mighty number of universally 
applicable Secrets known by our Members.  Just for example, 
I’m sure you know that you want to be doing direct-response 
advertising and marketing, not ordinary name-rank-serial-
number what-I-do-and-where-I-am advertising and marketing, 
and I’m sure you know that the difference is a compelling 
proposition or offer. You may already be familiar with the term 
Unique Selling Proposition (USP), although odds are, you 
haven’t got one. But what I’m certain you don’t know is that 
there are eleven direct proportion to the number of those 
eleven combined in your marketing message that we will reveal 
in our “Why Your Customer Chooses You Versus Anyone 
Else” Training.

The crafting of the most powerful proposition possible is a 
quickly learned yet wizardly skill, a process you  can follow once 
you possess it, a key to competitive advantage, a protector 
of price, and a “lever” to get customers, clients, patients, and 
prospects to buy and  buy now – even if they are “sitting on their 
wallets.” If  I offer $10,000 in cash to any 25 business owners  
you pick at random, the money handed over to any of them who 
can describe the eleven propositions and show me their own 
marketing message built with at least four – how much will I have 
to pay out? Right. Zero.

IF ONLY you had this list of propositions and examples of them 
in actual use, then you could get more bang for your advertising 
buck and draw in more customers starting tomorrow. 

Then there is CAN’T. The instant, knee-jerk, habit-driven, 
conditioned response by 95% of all business owners to 
everything we present which is to vomit up a long list of why 
they CAN’T use any of it. What’s sad about that, and I guess 
it never occurs to them, is that any moron can make such a 
list. Most do. And it isn’t even worth minimum wage. Now, of 
course, the “IF ONLY” tops most of these I CAN’T lists. A lot of 
people actually prefer good excuses to opportunity.

2



ACTIVITY V. 
ACCOMPLISHMENT
Isn’t that the summary of the daily battle? 

Every day it seems you  put on your armor and  sally forth 
into a dragon- infested world. The goal is  to avoid being 
consumed  by activity and to actually  get something 
done. Of  course, most people can’t  tell the difference! 
Most  salespeople confuse activity  with accomplishment. 
Most  business owners do, too.  They fail to apply this simple test 
each day: have I moved measurably closer to meaningful goals? 
If not, what was the point? 

As a matter of fact, most business owners report to  their 
place of work and put in time all day, reacting to whatever 
comes their way....with “hope” as their chief strategy for 
attracting new or repeat customers... and working just like an 
employee – only difference, carrying a briefcase instead of a 
lunch pail! The average business owner is NOT proactively 
implementing a marketing plan and a collection of tested 
and proven marketing  and sales systems* engineered to 
accomplish specific objectives. The average business owner 
finds prosperity hard to come by, more by his own behaviors 
than by any external enemies. There ARE CERTAIN ACTIONS 
that can be taken by any businessperson aware of them, right 
now, that are guaranteed to boost sales, profits, income and 
invigorate even the sleepiest or most struggling of businesses. 
But apathy, surrender, and pessimism prohibit finding out about 
them or taking them. To be fair, though, optimism and positive 
thought do not bring any better results either. It is the CERTAIN 
ACTIONS themselves that are important.

An early mentor told me: you can’t eat philosophy. Optimism, 
positive thinking, positive expectation is like a smile and a 
shoeshine: good, but they’ll only carry you so far, and they are 
fragile, alone, in face of stiff opposition and adversity. 

These things have nothing whatsoever to do with anyone’s 
core products, services, deliverables. Instead, they have to 
do with a scientific approach to selection  and attraction of 
good customers, clients, or patients.... for whom price/lowest 
price is NEVER the chief purchase or patronage motivator....
and positioning themselves  and what they offer so as to be 
important to exactly those customers. I call this “Message To 
Market MATCH” (and we will go into detail in our “Tap Into the 
Magical Force of the Marketing Traingle” Training), and it is one 
of the key ways anybody can quickly make over their business 
to do well in tough times, and to out-strip all competitors in 
the best times. It is about being a “Meaningful Specific” rather 
than a “Vague Generality,” and that transforms you from one 
option of many to being the only choice of your kind. If this 
sounds foreign to you, don’t worry – you’ll quickly grasp it and 
know how to apply it to your business with our guidance. If you 
think your business too “ordinary” for any of this to apply, quite 
frankly, you’re wrong; please don’t disqualify yourself from the 
pathway to liberation from ordinary income and struggle! 

Draw confidence from this fact: our Magnetic Customer 
Attraction System, and in its long life of more than 30 years, 
has been embraced and put to use in hundreds  of thousands 
of businesses, and large numbers of those business owners 
– in over 172 different product, service, profession, industry, 
consumer and B2B categories – have experienced such 
exceptional results with it and had  their eyes opened to so many 
hidden opportunities by  it, they’ve become “customers for life” 
and have stayed with GKIC for 5, 10, 15 years! 

NO OTHER BUSINESS DEVELOPMENT SYSTEM published  has 
ever created so many raving fans. This System has guided (and 
equipped with practical tools) business owners in good times 
and bad times. It has proven itself by standing the test of time 
– but it is fully updated and up to this day’s challenges. I’m also 
gratified that it has been used as the foundation for fundamental 
changes  in the way businesses and practices are marketed, at 
the center of a “movement” that has swept through countless 
industries and professions. It has always been sold with an 
UNCONDITIONAL money-back guarantee and, on average, 
fewer than 7% of its purchasers have returned it for a refund. 
Of the 93% who haven’t, nearly 3/4ths have made subsequent, 
additional investments in our resources, training, coaching.  For 
which you are receiving for free with your membership.

No  time for experiments. No time to bumble  down blind alleys, 
to reverse from dead  ends. No time for vague, ethereal “positive  
thinking” without solid reason for positive  expectancy. You need 
to invest your funds,  your time, your effort, your faith in what 
works. You need proven tools and sound, experience-based 
advice. 

You need things to do that you can do that efficiently and 
affordably attract good customers or clients. 

HERE’S THE THING: 
YOU HAVE NO TIME RIGHT NOW FOR 

UNPRODUCTIVE ACTIVITY.
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THE LONE POLAR BEAR

homecoming.

It’s been said that the Entrepreneur is the loneliest person on 
the planet.  I don’t know if that’s true or  not, but we certainly are 
very  misunderstood by “civilians”  around us, even by family and 
friends. We’re criticized  as everything from foolish dreamers to 
obsessive workaholics. Employees see us as tyrants or fools. 
Vendors as unreasonable. There is a sense of isolation. It’s 
not just lonely at the top; it’s lonely getting to the top. As I’m 
saying this, if you’re nodding, you’re One Of Us, and out there, 
you probably feel – often – like the lone polar bear in a forest of 
brown grizzlies! 

You probably find socializing with a group of non-entrepreneurs, 
maybe at somebody’s cocktail party, maybe with your spouse’s 
friends from work... excruciatingly painful. Talking about the 
price of snow tires and diapers doesn’t interest you – and 
even somebody’s question “What do you do?” offers no relief, 
because there’s no way they could really understand. 

Within GKIC, we facilitate association by like-minded Members 
many ways. There is exchange of ideas through me and 
the monthly No B.S. Magnetic Marketing Letter, our private 
community, through our coaching, and through the lifelong 
friendships that are forged. Our Members are generous in 
sharing their “What’s Working Best – Now” information and 
examples. There may be a local Chapter in your area now or 
soon. We have several major national events each year where 
we all come together in person. But even from a distance, 
there’s comfort in knowing you are not alone and confidence to 
be drawn from knowing that others think as you do, share the 
ambition you do, and are prospering in their businesses now 
with replicatable, transferable methods you can use too. 

One of the things – of many – that makes us the “strange” 
polar bears amidst the grizzlies is our very determination to 
succeed and prosper. You probably share my amazement 
and disappointment with many of the people around you who 
seem to be in surrender mode, day in, day out. Trudging off to 
jobs or even businesses of their own for which they have no 
enthusiasm. Endless complaining and excuse-making, but never 
doing anything different to effect positive change. This is the 
way most people live, which is something of a slap in the face to 
this nation of opportunity they’re fortunate enough to live in and 
to their Creator who most certainly intended more for them and 
expected more of them. 

THAT’S WHY PEOPLE TELL US 
DISCOVERING GKIC  IS NOT JUST 

A MONEYMAKING EXERCISE, 
BUT A
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Face reality. You are a paycheck provider to your employees, 
a tax-paying target of government, the person bearing all the 
burden, with all the responsibility for your business and your 
family, the person out on the limb of risk all by your lonesome. 
Business is just not a team sport. 

Too many businesspeople wind up slaves to their 
businesses. Owned by the business, not its owner and master. 
Incredibly, they wind up working to pay its bills, to meet its 
obligations, governed by its “rules” and requirements. Caged 
birds in cages of their own making. How did this happen? (We 
will explore this further in our “Clairty For Your Bandwidth” 
Training.)

To be clear, the “micro” focus of what you will see at GKIC 
is all about advertising, marketing, and sales strategies, 
tactics, processes, procedures, and tools – and these things 
are engineered to make you a lot more money, quickly. But if 
everything we did when working with people like you was just 
about “more money,” we would be bored and you would be 
grossly under-served. 

The “macro” focus is on prosperity as liberation, 
not enslavement. There are plenty of business owners enslaved 
by their own success. You don’t have to be poor to be caged. 
You can be dominated by stress or struggle or the need to 
always-be-hunting for the next kill or the sleepless-night worry 
over where that next kill can be found. 

Part of the liberation is attitudinal, philosophical, about self-
determination, sense of deserving, and simple refusal to 
accept less than what you really want; to design or redesign 
your business and business life to suit yourself and hold 
it accountable for meeting your personal goals. This is a 
concept  most people, sadly, find hard to have faith in, as a 
realistic possibility for them.

But another part of this liberation is very down-to-earth 
and pragmatic. It has to do with a “secret” found only in 
exceptionally prosperous, strong, secure, stress-minimized 
businesses.

WOULD YOU CARE TO KNOW 
THE NATURE OF THIS

“Secret” ? 

It is: SYSTEMS. 
Of course, most businesses, to varying degrees, do have 
Operating Systems. You have prescribed “systems” for making 
whatever you make, providing whatever service you deliver, 
managing your personnel, facility, money. Think McDonalds, a 
restaurant with such superior, comprehensive operating systems 
it can be implemented primarily by pimply-faced, hormones-
raging, attention-deficit teenagers! Maybe you’ve read Michael 
Gerber’s books on this subject, beginning with the E-Myth. So 
you, like most, probably have great or good or least functional 
Operating Systems. 

But I’ll bet you the biggest steak roaming the Omaha plains that 
you DO NOT HAVE MARKETING SYSTEMS.
 
No. For most, “marketing” is a heavy mix of random acts, 
erratic behavior, even desperate measures at urgent times; 
of guesswork and hope; of much money wasted without 
even knowing what part wasted and what part not.....missing 
consistency, dependability, predictability. So there can be no 
liberation, because there is no stability and security. Unless 
and until you have your means of attracting and acquiring 
good new customers in sufficient number and steady flow 
to meet your income goals so well organized and, to great 
degree, happening automatically and routinely, by media 
rather than manual labor...you are captive of uncertainty, 
vulnerability, unstable income, and cannot possibly be or feel 
“lord and master.”  (We will go into detail on HOW to create 
this in our “Automated Systems that Never Let Your Prospects 
Forget About You” Training.)

It is my contention you DESERVE THAT “LORD AND MASTER” 
STATUS. You are the paycheck provider to your employees, 
the tax-paying target of government, the person bearing all the 
burden, with all the responsibility for your business and your 
family, the person out on the limb of risk all by your lonesome. 
To you should go very rich rewards. 

You may be familiar with an author by the name of Napoleon 
Hill. He is famous for one of the most-read success books of all 
time, Think And Grow Rich. (If you  haven’t discovered it, please 
do.) But a book Hill wrote late in life is not nearly as famous as 
Think And Grow Rich, yet I think much more important. Its title: 
Grow Rich With Peace Of Mind. 

Money, income, wealth, prosperity is really not the point. It 
is what you are able to create for self and loved ones with it. 
And to truly call yourself a “success,” that has to include with 
peace – confidence, reasoned optimism, control, independence, 
stability, and security. 

DON’T SETTLE FOR LESS 
THAN WHAT YOU REALLY, 
REALLY, REALLY WANT.

NOT NOW, NOT EVER.
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“

RADICAL ACTIONS
REQUIRED

It may be unfair, but just being good or even great at what you 
do, what you deliver, just is NOT good enough anymore. For 
35 years, our founder, Dan Kennedy, has been showing small 
business owners, entrepreneurs, self-employed professionals, 
and sales professionals his “Renegade Millionaire Way,” 
featuring absolute defiance of industry norms, peer opinions, 
usual and customary ways of doing things. One of his friends 
and fellow speakers, Mike Vance, former Dean of Disney 
University, who worked personally with Walt in the earliest 
conception of Epcot, says that if invention was left up to most 
people, we’d be lighting our homes with bigger candles! Walt 
Disney himself characterized most people as “lawn mowers”– 
merely plodding along, starting in one place, plodding to and 
fro, to arrive back where they started and repeat the whole 
exercise all over again, day after day after  day. 

I’m afraid this describes MOST business owners, entrepreneurs, 
salespeople, private practice owners. Hopefully, I’m right about 
choosing you to get this – right that you are not a lawn mower. 

Woody Allen famously said: 

80% OF SUCCESS IS
JUST SHOWING UP.

True. But. It’s the other 20% that give us all the trouble! And 
today, definitely TODAY, just showing up, just having good or 
even great products, just doing a good or even great job, just 
delivering stellar service IS NO LONGER GOOD ENOUGH to 
guarantee a very good income. 

Why not? Many reasons. Consumers have a bazillion more 
choices than even a few years ago. Shoe stores vs. 
Zappos.com. Bookstores vs. Amazon.com. Boundaries? None. 
You can have steak and seafood delivered from distant, superior 
sources right to your door. In every category, competition is at 
an all-time high. Clutter, too. Just garnering anybody’s attention 
is no easy feat. Everybody’s wired up, wired in, watching, 
listening, surfing, texting, tweeting, receiving every single 
minute. (More on this in our “Why Should Your Customers 
Choose You” Training.)

Most are trying to combat all this by running faster, working 
harder, doing the same things better – but this is like bailing 
water faster in a leaky boat. 

The people who follow our lead, who use these strategies do 
things differently and do different things to convert ordinary 
businesses to standout extraordinary ones.... to advertise, 
market and sell more effectively, efficiently and creatively...
to literally REINVENT their businesses. We’re not overcoming 
adverse conditions. We are escaping them. 

Candidly, such REINVENTION is not for everybody.  It requires a 
willingness to turn your back on “the way we’ve always done it” 
or “the way things are done around here” and be open, really, 
honestly, daringly open to big breakthroughs and business 
transformation. Not everybody’s up for such a thing. Truth is, 
we are only “for” people of a certain mind-set. Those who 
stick around, who use these strategies, who then write to 
us or meet us in person tell us that hearing from us was  a 
MAJOR RELIEF....that they’d been privately, silently, secretly 
thinking “dangerous thoughts” for some time; thinking 
that there must be a better way, that continuing on their 
present path no matter how hard they worked wasn’t going 
to get them far, that the conventional ideas and methods 
and advice of their industry, peers, colleagues was severely 
flawed  – but that they felt so alone in these seditious 
thoughts, they feared they were “weird” and “wrong.” 
Hearing us, they were relieved and reassured – gee, I’m not nuts 
after all! From us, they get permission to act boldly, aggressively, 
differently. From us, they get something genuinely new, fresh, 
different – they are emboldened. 

You’ll quickly know if that’s you. That rush of relief  may even 
happen while reading this little New Member Special Report. 
You’ll recognize both a kindred spirit and a place with practical, 
real-world, blood ‘n guts entrepreneurial and selling experience 
willing to say that Just-About-Everybody’s WRONG about 
money, business, and success. You’ll be excited about finally 
finding a determined truth-teller. 

”
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Profits need protection. 

There is always a great deal of anxiety about prices. “Should I 
raise my prices?” “Are my prices too high?” “What should I price 
my services at?” Many business owners surrender to their own 
fears, pressure from competition, conversation with peers, and 
other influences and begin slashing prices, trumpeting discounts, 
and sacrificing their profits. They think desperate times call for 
desperate measures. 

I am here to tell you: STOP. Just because you might feel like 
there these are desperate times does not mean YOU must be a 
desperate discounter! THERE ARE BETTER WAYS. If you’ll let 
us, we CAN SAVE YOUR PROFITABILITY. 

There is, as an example, a famous clothing store chain that has, 
in short time, gone from promoting “buy one, get a 2nd suit for 
50% off” to “buy one, get a  2nd suit free” to “buy one, get a 2nd 
suit free AND a 3rd suit free.” Where will that end? Bankruptcy, 
that’s where. 

We are here to STOP YOU FROM SUCH MISTAKES – or to 
rescue you and reverse such behavior if you’re already engaged 
in it. 

SO, LET ME SHARE SOME AMAZING-BUT-
TRUE STORIES:

• In a mostly blue-collar town, one of our Members 
operates a gourmet pizzeria, selling pizzas at $22 to $38...
and she doubled the size of her business. 

• In a suburb of New Orleans, one of our Members operates 
a martial arts school surrounded by 7 competitors; 
his prices are more than double those of his closest 
competitors; in the midst of the 2010 recession and 
summer doldrums, his school had consecutive “best 
months ever.” 

• In Iowa, a commercial real estate broker controls 
over 70% of all transactions in his market, never cuts 
commissions, and charges every buyer a fee just for 
access to his services. 

• Starting in Cleveland, Ohio, a chiropractor took his      
three clinics and turned them into a national chain of 
over 280 clinics in just 36 months – and in virtually     
every market,  his offices’ fees are higher than all other 
area chiropractors. 

• In the financial services field, an advisor who is a Member 
of ours has tripled attendance at his seminars (while most 
other advisors are suffering low attendance), has imposed 
a new fee for follow-up appointments (rather than 
doing them free and begging people to take them), and 
increased his personal income by over $400,000 this year.

 

THE AMAZING POWER OF PRICE ELASTICITY
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THE AMAZING POWER OF PRICE ELASTICITY
What all these Amazing Stories have in common is:

THEY’RE NOT AMAZING AT ALL, IF YOU 
KNOW HOW TO ADVERTISE AND MARKET 
EFFECTIVELY TO ATTRACT CUSTOMERS, 
CLIENTS, OR PATIENTS FOR WHOM LOW, 
LOWER, LOWEST PRICE IS NOT A CHIEF 
MOTIVATOR OR CONCERN, AND TO 
POSITION AND PRESENT WHATEVER YOU 
SELL OR DO IN A WAY THAT NATURALLY 
MAKES ITS PRICE ELASTIC. 

But do you instantly want to tell me that all the customers 
or clients available to you buy based on low price....demand 
lowest prices....are cheapskates... and that the way you 
must cope is to slash prices and sacrifice profits just to stay 
afloat? If you weren’t thinking that, congratulations. But most 
businesspeople think this way. And, man, are they wrong-headed! 
Ironclad, extensive research shows that even in recession, fewer 
than 20% of customers in any product/service category make 
their buying decisions with price as determining factor – except 
when nobody offers any other criteria for their decisions. 80% of 
the buyers available to you are NOT “price buyers,” unless 
you let them be, by your own false beliefs, poor marketing 
and salesmanship, and foolish surrender!

You CAN sell successfully at prices substantially higher than your 
competition or that you imagine possible, if you know how. Yes, 
YOU. Yes, NOW.  (More in our “How to Maximize the Value of 
Every Customer” Training.)

People using this system...our Members...are very often very 
skeptical and doubtful but then pleasantly surprised at how much 
“price elasticity” exists in  their business. 

What is “price elasticity”? It is YOUR opportunities, probably 
missed by you now, to charge higher prices and boost profits, 
to sell at prices higher than your direct competitors, to attract 
clientele for whom many factors matter more than price. It’s rarely 
as simple as just raising prices. That might get you slaughtered. 
But there are many creative, clever strategies for increasing the 
average transaction size, the initial, new customer value, and the 
reoccurring customer value and for inching up price and offering 
tiered price-value options...so that you make more money per 
customer or client. And listen carefully to this: at a time when 
each customer may be harder to come by, it is all the more 
important to achieve the maximum possible income from them. 

Under pressure, most noncreative businesspeople follow the 
crowd and cut, cut, cut prices, winding up working more for less, 
and even dangerously weakening quality of service or starving 
their advertising and marketing as profits evaporate. THIS IS 
VERY BAD MEDICINE. A PRESCRIPTION FOR DISASTER! 

We will take you to the road less traveled, much less crowded, 
and much, much more profitable! 

This is just one example of the kind of counter-intuitive, 
contrarian information you will be privy to – and have backed up 
with proof – and have translated into “how- to’s” and actionable 
strategies for immediate use in the 9 Lifestyle Liberation 
Trainings.
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“At first I was concerned about “falling 
into the trap” of something and someone 
I knew little about.  I just checked my 
FEAR, said what do I have to to lose and 
went!  I’m so glad I did because I actually 
did everything that was promised for my 
business to keep gowing and growing… 
Just do it!” 

- Jason Stulgate, Greengate Global 
Business Solutions, started in 2015

“Simply amazing! I’ve been involved in 
marketing and selling for 30 years. I’ve 
learned so much, just in the last 2 days, 
even after all those many years prior.”  

- Paul Leitzke, Rev Marketing 2 U,
started in 2015

“You can not truly succeed in business 
until you come out from behind it and 
meet others who are successful in this 
business.  There is no better place to 
do that than GKIC and I speak from 
experience.  I have attended virtually 
every one of their conferences since 1998 
and I owe most of my success to the 
information and the people I have met 
through GKIC.”  

- John Alanis, Art of Steel,
started in 2005

“Love GKIC! There are people I can talk 
to, get ideas from, learn from and relate 
to.  They get what I am doing and trying 
to do...” 

- Susie Hirsch, Surface Creek Vet Center, 
started in 2013

“GKIC has opened my mind to what is 
possible in my business and life.  Before 
I had the personal opinion that I treat 
my profession like a JOB.  Now it is a 
step to other projects, organizations and 
companies.  It has become my stepping 
stone to the future.” 

- Greg Busch, Old Greenwich Dental 
Associates, started in 2012

“They laughed at me when Dan Kennedy 
told me to leave my business… until I 
showed them my family vacation pictures! 
GKIC blew up my philosophy of my 
personal and business success.  I left 
working in my business and make more 
per hour than I ever did...GKIC has been a 
complete game changer for me.” 

- Charlie Pellegrini, 
started in 2007

“I know I have a ‘library’ of marketing tools 
via the various courses you provide.  I can 
go to it as I launch and build my business.  
From the experiential level I know you have 
anything and everything I need.  Period.”  

- Brad Hedgecorth,
started 2015

“I joined GKIC because I wanted to be 
more effective with my clients.  The 
marketing concepts I receive from my 
membership give me the mind-set for 
success.”  

- Barry Schuster, Universal Seating 
Company, started in 2008

“If you want to go to the next level, this is 
the place.  I am totally excited because I 
know I am in the right place with people 
who get things done and make money and 
achieve goals.  When the student is ready 
the teacher will arrive.  I am here!”  

 - Jeff Palmer, Sterling Dental Center, 
started 2014

“I own a mail order business selling 
hobby videos.  I first heard about Dan 
Kennedy over 7 years ago from a friend 
of mine who gave me one of the 
newsletters and told me I had to read it.  
I was hooked INSANTLY! 

The funny thing is that when I first signed 
up, I figured I’d cancel quickly.  I can’t tell 
you how much money that would have 
cost me if I would have done so.

I can honestly say that since being a 
GKIC member my income has ‘at least’ 
doubled every year.  The toughest thing 
for me has been to reposition my mind to 
what can be accomplished.  I would have 
never believed it unless I experienced it 
for myself.”

- Gene Kelly,
started in 2005

“I came to GKIC because I had lost my 
spark and needed to be re-energized. I 
have not only been re-energized but I am 
on fire.  My marketing plan is back in place 
and I’m ready to go!”  

- Angel Ramos, Inspiration Fitness, 
started in 2014

BE A SKEPTIC

BY ALL MEANS

If you’ll permit a quote from a lofty source, Buddha: “Believe 
nothing, no matter where you read it or who has said it, not 
even if I have said it, unless it agrees with your own reason 
and your own common sense.” But I’ll go further and dare to 
say I’ll improve on his advice – “unless it is proven to you to 
be true and reliable.” 

There is a whole lot of nonsense out there. And you’ve probably 
been to seminars and woke up the next day struggling to recall 
anything you heard that you can actually use. Gotten business 
books or taken courses and found them full of “ideas” and 
vague, ambiguous advice – kind of like horoscopes. So I don’t 
blame you one bit for being very, very skeptical of us … but 
hundreds of thousands of business owners can’t be wrong….
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One last thing.

I know you don’t WANT what I am offering you here. 

You don’t WANT any of it. 

You are very busy. Preoccupied with the daily fight. Coping with 
the conspiracy of the incompetent and recalcitrant. In need of 
more customers, better customers, more income, yes, but with 
no good feelings about 
having to STUDY to 
LEARN new, different, 
and superior strategies 
for getting them. 

What you want – and 
I don’t blame you  one 
damn bit – is that Easy 
Button they  advertise 
on TV. Better, a dozen 
new  customers or 
clients delivered to 
your  doorstep each 
Monday morning without  
you having to alter anything, take on any  added work, or, most 
importantly, learn anything new or sharp-focus any skills in new 
ways. I know that is what you want. And that’s not what we offer 
here. We would if we could. But we can’t. Sorry. 

But here’s what I can tell you. In every population –whether that’s 
everybody in your industry or in your town or any other defined 
group, the people and the money wind up arranged as a 
pyramid. As an aside, no government meddling or forced social 
engineering or redistribution of wealth ever flattens the pyramid 
for long. The Money And Success Pyramid is an absolute, 
unalterable fact. The only question is where on the pyramid you 
place yourself, which you do based on your own behavioral 
choices. 

And, despite the rise of “instant” media and technology, the 
human attention span’s shrinkage to that of fleas  on agitated 
dogs roaming about in high winds, the complexity of daily 

business life.... the relative few at the top of the pyramid are 
still serious students, daily engaged in knowing more and 
being smarter and getting more capable. 

THUS, ONE OF MY FAVORITE 
CHALLENGES, A QUESTION FOR 
SELF AT EACH DAY’S END: 

People with bad answers or no answers usually have bad 
incomes, bad bank balances, and bad attitudes. There’s 
correlation. 

Money Pyramids in every industry, profession, population are 
structured as follows: 1% at peak, another 4% on top, for 
a total of 5% who have 80% of all the income and wealth. 
(Another 15% who do quite well, then a precipitous drop for the 
big, broad, bottom base.) Not coincidence. 

Now, one piece of good news: We’ve done a whole lot  of 
the searching, investigating, and studying for you. And we 
are a clearinghouse now of the most powerful, profitable 
moneymaking strategies to be found in any and every business 
category, thanks to constant contact with and input from 
thousands of our GKIC Members.

WHAT DO YOU KNOW NOW, 
ABOUT PROSPERING IN YOUR 
BUSINESS, THAT YOU DIDN’T 

KNOW THIS MORNING? ?

ONE LAST THING
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