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			This book is dedicated to the entrepreneurs, business leaders, and professionals that have Stories, Passion, and Knowledge to share with the world.

		

	
		
			foreword

			The Power of Authority

			by Dan Kennedy

			America’s #1 Marketing Advisor,

			author of over 20 best-selling marketing books

			dankennedy.com

			nobsbooks.com

			There is a huge secret about income that only a small percentage of top earners in every field ever figure out and use to their advantage. Most others are ignorant of it, but some see it, and instead of using it, they deeply and bitterly resent it. The secret is that the higher up in income you go, in almost any category, the more you are paid for who you are rather than for what you do. That often isn’t just, in the way that most people think about justice, and I can’t attempt to affect how you think about this in the few words I have for the introduction to this book, so for now I’ll simply state it as the bald fact that it is.

			The number-one key to making yourself a powerful, magnetic, trusted, high-income “who” to any target audience or market is your known and accepted status as an authority.

		

	
		
			Be Seen as the Authority, Not the Salesperson

			If you are wandering about in the forest, you will probably recognize a bear if you encounter one. You know bears are big, furry, black or brown, with snouts, and so on. You’ve seen photos. You’ve seen them on TV and in movies.

			Similarly, you know how to spot a dreaded salesperson in the woods. He has lots of brochures, maybe a PowerPoint presentation on a laptop, and other sales matter. He usually assaults you and tries to get you to an appointment by various stratagems. In his cubicle or office, there are plaques and trophies proclaiming his sales prowess. Like bears, these sales creatures are to be feared and avoided.

			Although I have been a salesman virtually every day of my life, I have gone to great pains not to be perceived as one. Beginning very early in my career to the present, I have implemented an overall marketing strategy to elevate my authority in the minds of my clientele so that I am not perceived as a salesman. Rather, my business comes to me because money follows and flows to authority.

			For me, the journey toward this authority status began when I first published The Ultimate Sales Letter in 1981—a book that has been on bookstore shelves without interruption ever since. It established me as an expert in the craftsmanship of letters that sell. It directly brought me clients, but much more importantly, it elevated my status above other copywriters. People wanted to hear from and get assistance from “the guy who wrote the book” about sales letters, and it is not accidental that the preemptive word “the” is in that title. 

			I have since written more than thirty books with seven different publishing companies and have gone to considerable effort to effectively implement an ongoing marketing strategy around them, keeping them in print and distribution and using the authority conveyed by being the author of each book and of an entire series of books to every possible advantage.

			Back when I flew commercial—I now travel by private jet—and when I was still on the hunt for clients and business, I always had copies of my books in my carry-on. In 1985, I was in first-class, on a flight from Phoenix to Houston, and the fellow next to me struck up the usual conversation. He identified himself as owner of a Houston-based advertising agency and asked what I did. Instead of an answer or “elevator speech,” I stood up, got a copy of The Ultimate Sales Letter book, handed it to him, and excused myself for a trip to the bathroom. Two weeks later, I was conducting a nicely compensated training session for his staff copywriters, where he proudly told them, “Today, I have brought you the man who wrote the book on sales letter writing.”

			One more story about that first book: the owner of a very large, fast-growing weight-loss company with a hot celebrity endorser, a robust direct-marketing campaign, and distribution in Wal-Mart brought me to his company headquarters to spend a day discussing direct marketing with his entire staff, followed by a second day working with his three copywriters. 

			At the start of the first day, he told me he had given The Ultimate Sales Letter to everybody a week before so that they would be prepared. He then asked if everybody had read it and announced he was going to conduct a quick, impromptu quiz on the book before I got started. One guy sheepishly admitted he’d been too busy to read the book. My client instantly fired him. 

			He said, “I’ve invested in bringing the number-one expert in this field in. If you couldn’t invest an hour or two preparing, I do not wish to continue investing in you.”

			Clients acquire status by having a leading expert working for them. Typically, when prospective clients come to me as a referral, they report that the referring client either told them about one of my books and urged them to get it and read it or gifted them one of my books. 

			This is what I call the “expert status halo.” People are proud of their association with an expert, be that the number-one expert on home decorating in Abilene or the number-one expert on direct-response marketing and copywriting in the world (me).

		

OEBPS/image/Tree-Neutral_logo_final2.jpg





OEBPS/image/Advantage_Logo_basic_black.jpg





OEBPS/font/MS-Mincho.ttf


OEBPS/font/Gotham-Book.otf


OEBPS/font/Gotham-Light.otf


OEBPS/font/AGaramondPro-Bold.otf


OEBPS/font/AGaramondPro-Italic.otf


OEBPS/image/Witty_LTF_flatcover.jpg
BECOME AN AUTHORITY anp

DOMINATE YOUR COMPETITION





OEBPS/font/Gotham-Black.otf


OEBPS/font/Gotham-Bold.otf


OEBPS/font/AGaramondPro-Regular.otf


