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MYTHS & LIES







	Think positive and life will be wonderful. Attitude is everything.


	He’s a born salesman. You either are or you aren’t.


	You can’t get anywhere these days without a college education. You need the permission of others, authorization from somebody in order to succeed.


	The meek shall inherit the earth. Modesty is a virtue.


	Mind your manners. Behave as you are SUPPOSED TO behave “around here.”


	Be original. Be creative. Invent. Innovate.


	
If at first you don’t succeed, try, try again. Winners never quit and quitters never win.


	Practice makes perfect.


	Luck has EVERYTHING to do with success—“they’re lucky.” Luck has NOTHING to do with success.


	Haste makes waste. The tortoise beats the hare. Slow ’n steady.


	The customer is always right.


	You can’t “get rich quick.”


	It takes money to make money.















FORGET EVERYTHING YOU’VE EVER BEEN TOLD ABOUT…





Positive Thinking


Pleasing Personality


Formal Education


Professional Credentials


Creativity


Customer Service


Quality and Excellence


Persistence












Foreword





by Russell BrunsonFounder & CEO of ClickFunnels


It was Memorial Day weekend, and my wife and I had plans to escape to the mountains for a few days. But those plans were ruined when we walked out of our front door and I saw that our yard was completely flooded. We had a burst pipe somewhere in the ground and I had the opportunity, over the next 10 hours, to dig up the yard to find and fix it.


Now, this was years before the iPod was invented and years before we had podcasts to listen to and keep our minds entertained. The only thing I had to keep my mind off the pain was a CD player and about a dozen CDs I had recently found on eBay from a marketing genius that I kept hearing people talk about, Dan Kennedy.


I put the first CD in, pressed PLAY, and started digging.


During the previous few months, I had been trying to figure out how to start my own business. I had recently changed my major to business at the university I was attending, hoping that I’d learn the secrets of starting my own company.


Within a few weeks, a hard truth hit me. My teachers, while well-versed in theory, had never actually started or run a business themselves. They had plenty of knowledge from books, but they lacked the real-world experience to truly understand the intricate dance of entrepreneurship. It was a bit like learning swimming techniques from someone who’d never dipped their toe in water.


Moreover, the lessons they taught were from business models established decades earlier, and the market had significantly evolved since then. They taught strategies meant for giant corporations with massive budgets, not for someone like me who was looking to bootstrap a business from scratch.


And that’s why I was searching—trying to figure out a different way to have success in my business. That search led me to finding Dan Kennedy and purchasing these CDs.


As I listened that day, his words had an almost hypnotic effect on me. Here was a man who had actually walked the path I was eager to tread. He wasn’t speaking from theories or regurgitated textbook knowledge. He shared practical ideas and actionable strategies, things I could put to use right away. As I listened to Dan’s voice, one quote in particular resonated with me:




“If you don’t have a good model for success, just look at what everybody else is doing and do the opposite.”—Earl Nightingale





Dan went on to explain this concept, showing that the majority aren’t successful, and so following their path would likely lead to the same result. It felt as though a light bulb had switched on in my head. I realized that by breaking the rules, I could shape my own narrative, my own success story.


Many people around me were starting “internet businesses.”


Dan taught me that the internet isn’t a business; it’s a media source. I was one of the first to break the rules in my industry and start using traditional media and phone calls to outgrow every other business we were competing against.


When we launched our software company, everyone we were competing against had raised hundreds of millions of dollars of VC capital, and so we decided instead to break the rules and grow our company using direct response marketing principles that we learned from Dan.


This helped us to not only beat our competitors who had raised capital from VCs, but also left us owning 100 percent of our company, giving us the ability to control our own destiny.


I love reading stories about successful companies that grew by breaking all of the rules. One of the best examples is Nike. In his best-selling book Shoe Dog: A Memoir by the Creator of Nike, Phil Knight quotes General Douglas MacArthur by saying, “You are remembered for the rules you break.”


If you look at the core decisions that he made when growing Nike, they were almost all the exact opposite of what every other company in their industry was doing at the time.


It also reminds me of one of my favorite quotes by Rob Siltanen, which became the mantra for Apple when Steve Jobs voiced over it for an Apple commercial in the ’80s:


“Here’s to the crazy ones. The misfits. The rebels. The troublemakers. The round pegs in the square holes. The ones who see things differently. They’re not fond of rules. And they have no respect for the status quo. You can quote them, disagree with them, glorify or vilify them. About the only thing you can’t do is ignore them. Because they change things. They push the human race forward. And while some may see them as the crazy ones, we see genius. Because the people who are crazy enough to think they can change the world are the ones who do.”


This book by Dan Kennedy is all about how to do that. How to change things. How to push the human race forward. How to change the world.


Not only does Dan teach you that you should be a rule-breaker, he also gives you timeless frameworks and tools to help you have success, by doing what no one else is willing to do.


Dan helped me to see business differently. He taught me to be a Renegade Millionaire by breaking the rules and the dogmas of my industry. I’ve watched as he’s done that for thousands of other small business owners in almost every market that you can dream of. Reading this book will give you the ability to see things through a different lens. Instead of keeping the rules and hoping for a marginal 10 to 20 percent increase in your growth, apply what Dan is teaching you here and learn how to actually 10X your potential by doing things in a way that no one has tried before.


Russell BrunsonFounder & CEO of ClickFunnels




Russell Brunson is a New York Times best-selling author and a celebrated authority in the field of digital marketing. He is the co-founder of ClickFunnels, a revolutionary technology platform for creating sales funnels and online selling systems. www.RussellBrunson.com
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A FEW COMMENTS ABOUT THE ORIGINAL, FIRST EDITION OF THIS BOOK







From Rich Karlgaard, Publisher, Forbes Magazine:


“This book, Succeed by Breaking All the Rules, is terrific! Energetic, entertaining, inspiring. Best book in its genre in many a year. There are even paragraphs of your writing, Dan, that are as good as the great novelist Tom Wolfe’s. And I should know. I published the original 7,000-word piece by Tom Wolfe.”







From Booklist:


“Kennedy’s campaign to debunk common success myths succeeds.”







From Scott DeGarmo, former Editor in Chief, SUCCESS Magazine:


“Kennedy has broken the rules in terms of how much value a book can deliver—and how it can do it. Here is a book that is (1) FUN to read, (2) incredibly motivating and inspiring, and (3) quite profound. The rebels, heretics and millionaire misfits that enliven these pages guarantee that reading this book will be an entertaining and unforgettable experience. But you’ll also discover how you can gain power by being different in your own way.”








A FEW COMMENTS ABOUT DAN KENNEDY, THE AUTHOR







From Brian Tracy:


“Dan Kennedy is unique, a genius in many ways. I have always admired his ability to see the vital truths in any business and to state these realities with straight-forward language and clear definitions. His approach is direct. His ideas are controversial. His ability to get results for his clients unchallenged.”







From Justin Miller, CEO, Profit 911


“My business would not exist were it not for Dan Kennedy.”







From Dr. Dustin Burleson, DDS, MBA


“I am forever grateful for all you have done for me, my businesses and my profession.”















An Important Introduction





by the author, Dan Kennedy


The Opportunity in Doing the Opposite


Gee, am I sure it’s GOOD advice, telling people to break ALL the rules? On purpose? I wrote the first edition of this book back in 1997. The one you now hold in your hands or see via your Kindle® is an updated, revised, new and improved version, but the original stood the test of time pretty well. I hadn’t looked at it in years, until my friends at Entrepreneur expressed interest. It sat, displayed cover out, on a shelf of antiques in my office. When I dusted it off and read it, I was impressed with myself—!!!—for having been so prescient about the future and so evergreen with my principles. Most “advice” does not age so well. I hope this rarity will motivate even keener interest in the book than if it were brand new, thought up yesterday. I included the Original Introduction here, after this one, as it had some important points I thought best expressed unchanged.


There are 13 Myths & Lies. I did not drop or change any of them. I added only one. It turns out that the B.S. that was being foisted on people about Success 26 years ago is still being promoted today. It turns out that it’s hard to kill B.S. that serves B.S. promoters’ agendas. That gets embedded in popular culture, in academia, and in business. Even when it is entirely discredited, it just won’t go away. Kind of like the wearing of cloth masks to protect us from each other and the China Virus, more a version of putting a garden gnome in your yard for good luck than medical science. But even after being thoroughly discredited, and virtually all of its “public health expert” promoters fessing up to its meaninglessness, you still saw quite a few people masked up in public. Very similarly, the Lies & Myths and Rules about Success as an entrepreneur tackled in this book should have died a natural death by discrediting long before now. But they haven’t. In fact, some of them have actually grown and strengthened and become more doggedly promoted than when I first wrote about them in 1997.


I wrote this book, and a few years later began my entire collection of NO B.S. books, out of the inspiration of irritation. It just annoyed the hell out of me seeing new authors, speakers, and experts parrot the Lies & Myths of their predecessors. Worse, these Lies & Myths lived and live as RULES. Follow the Rules, right? For me, they became the checklist of things NOT to do. In business setting after business setting, I found my greatest opportunities not only by breaking all the rules, but by doing the polar opposite of their directives. Candidly, this won’t make you popular among peers. But now, after a 50-year career that has produced substantial wealth, autonomy, prominence in my audiences, and millions of dollars of fees for advising entrepreneurs—from start-ups rubbing two sticks together to those building $10 million to $100 million, even $1 billion companies—I can assure you from extensive experience: Your most likely and productive and lucrative path to success in any business will be by very intentionally rejecting and deliberately breaking ALL the Rules.


This is hard. We are hardwired to conform, as a survival instinct. We have been taught to conform and herded into conformance since early childhood. We have been sold, hard, on not rocking the boat, not making trouble, not challenging the orthodoxy. If Bezos had complied, Amazon would still just be a bookstore. If Jobs had complied, there’d have been no Apple as we know it. It would be just another IBM. From Thomas Edison to Elon Musk, the inventors of our way of life and its products and services have been rule-breakers. Still, such people are cast as outliers, not role models. So, you have had Lies & Myths converted to Rules pounded into your head, with every rebellion forcefully put down. We applaud and celebrate the rule-breakers, often AFTER they have achieved some enormous success—but we fight them tooth ’n nail while they are making their success. People who call B.S. what it is, B.S., are DESPISED by any and all Establishments that they dare question or defy. So, reading this book is easy. Living it is hard. Success of almost any kind puts you toward or at the top of a pyramid. There are 1 percent at the very top, 4 percent doing very well, 15 percent doing well enough to enjoy the game or to earn a living, and then there are 40 percent barely surviving and 40 percent utter failures. You can apply this pyramid to any population—as a financial success pyramid to, say, all dentists in America or all dentists in big cities or those in small towns, or all dentists named George. The pyramid is there. You can find it in ANY AND EVERY business, industry, or profession. You’ll also find it with weekend golfers, tournament poker players, pro athletes. Everywhere. Naturally, the 80 percent diligently obeying all the rules made for them and by them despise the 20 percent who defy some of the rules and the 1 percent to 5 percent who defy ALL the rules and get extraordinary, exceptional, infinitely better results. If you listen to and conform to the 80 percent, you will be one of them. Here, I’m showing you how the top 1 percent to 5 percent think and act very, very differently, and get very, very different results.


It is important to notice this, to reinforce your commitment to breaking rules. Next time you go to Starbucks, remember that Howard Schultz broke all the rules about price in the coffee shop industry. Next time you visit Disney World or Disneyland, remember that Walt broke all the rules of the amusement park industry. Premiering in the spring of 2023, owned by “The Rock,” wrestler-turned-actor Dwayne Johnson, the XFL football league broke many of the rules about how the game of football is supposed to be played. The new LIV golf blithely violated a lot of the rules of pro golf—including spectators required to be quiet. At a LIV golf tournament televised in April of 2023, a popular golfer made a truly impossible hole-in-one, and the fans went wild, even showering him in thrown glasses of beer, which he cheerfully indulged. The success or failure of the XFL and of LIV can’t be known yet, as I write this. But one thing is certain: There was no room in the market for just another football league, a watered-down NFL, nor for another pro golf league, a poor cousin and inferior clone of the PGA. The only possibility of success for these “outlaw enterprises” is breaking rules, not conforming to them.


Currently, there is enormous, unprecedented pressure to conform to certain approved thinking. For refusing to do so, you can be canceled and disappeared from social media, attacked on social media by mobs, forced to comply or not be published, financially pressured and penalized, attacked if speaking publicly—say, on a college campus—even investigated by the government—the FBI sicced on parents protesting at school boards as an example. The government actually tried to create a straight-from-Orwell “Ministry of Truth.” In business, there is pressure from within and outside. Activist employees can gang up on their employers. Consumer boycotts can be ginned up in social media. Despite all this, one of the most vital requirements for success for the entrepreneur is clearheaded, independent thinking. Success is born of objective truth and facts, not opinion or ideology. Another success requisite is focus on productivity and profit. In business success, Principles govern Strategies, then Strategies govern Tactics. You must know what your absolute Principles are, and not allow yourself to be coerced or pressured into abandoning them. This is not just about politics. It’s about everything. Just as an example, if your guiding Principle is accurate measurement and accountability, by counting money, and a gang of staff or an agency or an “expert” wants you to buy a lot of unaccountable brand or image advertising or, worse, wants you to count likes or views or viral activity instead of gained customers, sales, and profits, you must stick to your Principle and call “B.S.!”


For symbolic purposes, I had aerosol cans labeled as NO B.S. SPRAY, for use any time B.S. was smelled. You spray it and kill it. There’s, sadly, no such spray. But you need to train yourself to smell B.S.—and not let yourself be affected by it. This book will help you with that.


If you are already an entrepreneur in a business or businesses, this book can help you reassess everything you are doing with and in your company—and why you are doing it as you are. From that can come the realization that you are obeying some rule or conforming to some standard that is based on a lie or myth, and would be best ignored and defied. From this can come profoundly important breakthroughs!


If you happen to be an entrepreneur-virgin, this book can save you a lot of time, energy, frustration, and money from day one. You can keep your business B.S. FREE!




Important Note


I have not rewritten or written this book in the currently “required” style, taking care to vary the pronouns, balance the number of “hes” and “shes” in stories, replaced accurate terms like “China Virus” with deceptive, neutral terms like “the pandemic,” or otherwise twisted myself up like a pretzel to try offending no one. I write like I talk. Although you can’t talk back—except in your mind—I write as if you and I are having a conversation, maybe with an adult beverage, in your or my backyard. I do not write with concern over what a gender studies graduate from Columbia may think about me. IF YOU ARE EASILY OFFENDED, you might want to give up on this book right here, right now. IF YOU DEMAND SUBMISSION TO “WOKE,” you MUST give up on this book right now. And for the record, this means that everything in these pages is mine and mine alone. You shouldn’t blame my publisher. I’m confident there are things in here that its editors cringe at. It’s all OK. They and you have a perfect right to cringe or disapprove or feel “triggered,” not like my book or not like me, reject it wholesale. I have a perfect right to put forward my ideas said as I want to say them, expressed honestly, authentically, and candidly. We CAN coexist peacefully on this planet. And you might apply one of my Dynamic Success Questions: “Where is the PROFIT in that?” There’s no profit to be had from being indignant. There is only profit to be had in finding and using information or strategies that can advance and accelerate your success.















AUTHOR’S ORIGINAL INTRODUCTION (1997)


“Sometimes You Gotta Break the Rules”





“Not only have I broken all the rules I learned about—I have broken rules I didn’t even know existed.”


—Martin Scorsese


We are a people in search of rules. It might have stopped when Moses came down from the mountain and announced: “Good news—I got Him down to ten.” But even though few people manage to live by those, everybody wants more. Even the Catholics, who have lots of rules, still want more. In Washington, D.C., it takes a building to house all the rules already passed by all of the legislators who’ve trekked through there, yet today a session of Congress is still evaluated based on how many more rules it gets written and passed. In the arena of self-improvement and self-help everybody creates rules. Napoleon Hill, in his classic best-seller Think and Grow Rich, had 13. In his contemporary best-seller The 7 Habits of Highly Successful People, Stephen Covey has seven. My speaking colleague Zig Ziglar has “10 Qualities of a Successful Person.” In his speech on leadership, General Schwarzkopf even talks about “Rule #31” and “Rule #2.”


So how good are all these rules anyway?




When You Meet the Buddha of Conventional Wisdom on the Road, Aim for Him and Push the Gas Pedal to the Floor


In the 1960s, every track and field coach taught every high jumper to run toward the bar and jump over it headfirst. Logic said this was right; obviously you want to look where you are going. And you want all the uninterrupted forward momentum you can get. But this kid, Dick Fosbury, began fooling around with a twist, a turn, and going over the high bar backwards. As he approached the bar, he planted his right foot, spun a full 180 degrees, and launched himself backwards over the bar. Time magazine then called it “the most preposterous high jumping technique ever devised.” Of course, everybody laughed. His move was called “the Fosbury Flop.” There was some question as to its legality in competition. But to every expert’s chagrin, Dick not only stuck with it but won in the Olympics doing the Fosbury Flop.


This is not the only time that “conventional wisdom” has been embarrassed.







The Ultimate Cliché: “Rules Are Made to Be Broken”


This is a book about cliché-busting. Yet it turns out that the ultimate cliché—rules are made to be broken—may be the most valid of all.


The story of the Fosbury Flop takes me back. As a kid, on the backyard court, I played basketball, and I threw my foul shots one-handed, like throwing a baseball. I made just about every foul shot. It took a junior high school gym teacher weeks to drill that out of me and force me to use the “correct” two-handed, body-square-to-the-backboard foul-shooting position. Doing it “correctly,” I missed about two-thirds of the shots. Still do. (And he just cut the heart right out of me about that game. Were it not for him and his stupid rule, I might have gone on to play, a college scholarship, and wound up being like Dennis Rodman.)


I’ve always doubted all conventional wisdom. In fact, I was asked to leave catechism classes at our family’s Lutheran church, never to return, because I was asking too many questions. I don’t remember the guy’s name, but the minister who taught those classes had really baggy pants, and I usually got him so mad with my questions he would go into a tirade, face flowing red, actually feverishly jumping up and down for several minutes. I measured my effectiveness by how far up his legs his baggy pants went.







That Kid Who Won’t Stop Asking Questions Grows Up


My main business is advertising. And there are a zillion rules about how to create good advertising. There is a wealth of conventional wisdom. I have made an entire career out of violating all this wisdom, all these rules.


In the January 1993 issue of a trade magazine for the nonprofit field, Fund Raising Management, an article by industry expert Mal Warwick ran with this title: “The 11 Cardinal Rules of Copywriting—and How to Break Them.” You do not need to read this article to get value from it. The headline alone says a lot. It reminds us that in EVERY field, there are rules for successful achievement—that are made to be broken. Let me give you a great example from the direct response advertising field. For maybe thirty years, the “rule” for a full-page, copy-intensive direct response ad was to put a coupon in the lower right-hand corner, and to make that coupon very clearly stand out, even jump out of the rest of the ad. Typically using a big, thick, dotted-line border, a bold headline like “Free Trial Coupon” or “Order Form.” Even as the toll-free 800 number and credit card ordering by phone came onto the scene, this “rule” remained and was adhered to. Until a few people, like me, Mark Haroldsen, and a couple other advertisers broke the rule. Today about a third of all such ads use the “new couponless format” we pioneered, where there is no coupon; instead, the ordering instructions are written into the copy, in a seamless flow, and the customer is asked to call an 800 number OR take a plain piece of paper and write his name, address, and other information on it and fax it in or mail it in to a provided address. But there’s no coupon to fill out and tear out. In many cases, this proves to increase response—presumably because it increases readership; the absence of the coupon lets the ad look more like an article. In the late 1980s, however, I began experimenting, very successfully, with a now much copied violation of this format: couponless ordering instructions combined with a lengthier summary of the offer in a box with a border around it. This approach not only violates the rules, it defies logic. It reveals at a glance that the ad is an ad, not an article, and while it does not provide the convenience of a coupon, it boosts response. How can that be? Got me. But sometimes it pays to break the rules just to break the rules.







This Book Even Argues with Itself


Maybe the best part of this book is that it can’t even agree with itself.


My friend Herb True, a management professor at Notre Dame, tells me that a lot of kids go into shock when he gives them several books to read, each one presenting a conflicting viewpoint on the same issue. They come back and want him to tell them which of the authors is “right.”


On one level, I’d like things to be that simple. Just give me one set of instructions. On the other hand, not only am I sure that nobody has the one-size-fits-all, solves-all, handles-every-situation set of instructions. I’m also sure if somebody did have it they’d disagree with it half the time. The only folks I’d ever met who are absolutely dead-on certain that they know the right thing to do in every circumstance, for themselves and everybody else around them, are just like that Jim Jones guy who wound up leading his followers to mass suicide in Guyana. Anybody that certain of his rules is dangerous.


Still, even as we see that rules don’t always work, we go looking for more rules.







Nowhere Are There More Rules Than in How-to-Succeed Land


Beginning in 1975, I officially joined the “success education industry,” populated by thousands of speakers, seminar leaders, authors, gurus, psychologists, and organizations, from the very staid Dale Carnegie folks to, well, remember EST? In recent years, about a third of my life has been as a professional speaker, addressing over two hundred thousand people a year and appearing at many events with big-name “success speakers” like Zig Ziglar, Jim Rohn, and Tom Hopkins. One of my best clients, the Guthy-Renker Corporation, produces the Tony Robbins infomercials. Millions of dollars of my own how-to-succeed books, cassettes, and other products have been sold. And, in this book, I chew vigorously on that hand that has fed me and feeds me so well.


Among the classic ideas and axioms about success in business and success in life that we turn inside out and look at with a jaundiced eye here, together, many are the “treasures” of the “success industry.” Some of my colleagues may very well hate this book. And that’s okay with me. I figure: If you don’t offend somebody at least once a day, you’re not saying much. The opportunity to offend tens of thousands with a book like this was irresistible.


Oh, and about those Catholics. I was raised a Lutheran, which is a Catholic but without confession, the little glasses of wine and the cookies, or our own infomercials at Easter and Christmas. When I was a kid, we had good friends who owned a little neighborhood restaurant and take-out joint in Parma, Ohio, right smack in the middle of a Catholic parish near a very big church. This place’s owners made their living off the Friday fish dinner business. From 4:00 to 7:00 p.m. an ocean of fried fish in Styrofoam containers went out their door. Enough tartar sauce in little paper cups to drown Moby Dick. We even ate fish every Friday—religiously—and we weren’t Catholic. As I understood the deal, if you ate meat on Friday, you guaranteed yourself a seat in hell for all eternity, and we weren’t taking any chances. I wonder what somebody thinks who hates fish but eats it every Friday, 52 Fridays a year, for say, twenty years, 1,040 Fridays, in order to stay out of hell, then gets the word: Hey, we changed the rules. It’s okay now to eat anything you want on Friday. Huh? What happened here? Is hell full? Did they catch the pope wolfing down a couple Big Macs on a Friday? Did word come down from the sky: “I’m sick of eating fish every Friday!” What?


You could be following some rule just like that, which some years down the road, some authority’s going to change. Just like that fish-on-Friday deal. Let’s find out.
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