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MARKETING: SHORT TERM VS LONG TERM

Are you marketing for short term or long term success?

ushing in to market-
ing with a desperate
need or desire to cre-

ate sales can be dangerous
for your business. Yes, you
may need to make money
now and you may want to see
that your business plan is
viable. However, bending to
the pressure of doing what-
ever it takes to make a buck
now will likely cost you a lot
in the long run.

Don’t be fooled by the idea
that you don’t need to be
around in the long run or
you will have so much money
it doesn’t matter what hap-
pens. Just ask Bernie
Madoff.

You should absolutely make
smart marketing moves that

will bring in revenues quick-
ly and grow your business
but not at the expense of the
future of your venture, or
your own future for that
matter. Inspire prospects to
take action now but not just
for the sake of shipping
something. Take your busi-
ness somewhere as you in-
crease the success or im-
prove the lives of your cus-
tomers.

No matter what industry
you are in or what your ini-
tial product or service idea
is there are endless oppor-
tunities to grow into long
lines of larger products as
you help people over the
course of their personal and
or business lifetimes.
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The Renegade
Millionaire Wa

by Dan S. Kennedy

REWEGADE

MILLIONAIRE $

The Untold Stories

Behind every great entrepreneurial
success story that everybody knows,
there is an untold story — and it’s usually
more interesting and a lot more instructive.
They all tend to have a few common elements,
though. One of which is ugly grunt work.

Years back, I spent some time with Bob Stu-
pak, a true Renegade marketer. He took a one
floor, slots only dump at the downtown end of
the Strip and built it into the big, tall, flashy
Vegas World Hotel & Casino, now The Strato-
sphere — without taking on debt, building it
one floor at a time as he had the cash to do it;
generating the cash by mail-order selling of
pre-paid $399 vacation packages. His full-page
ads for his Vegas World package featuring 2
nights’ lodging, meals, drinks, shows and
$1,000 of ‘house money’ to gamble with for
$399 were seen everywhere: Parade Magazine
in Sunday newspapers, Playboy, TV Guide.
People on certain lists received elaborate direct
-mail pieces selling the package, and over sev-
eral years, millions of those sales letters were
sent. His was and remains the only Las Vegas
Strip hotel literally built by direct-response
advertising. Now, the untold story: where Bob
got the two most valuable prospect lists he
mailed most aggressively to...

Every guest got a fancy welcome package,
which included four full-color postcards with a
photo of Vegas World and a display of One

Million Dollars In Cash on one side. They were
wrapped with a note telling guests to address
them with notes to friends back home and
drop them in the specially marked mail slot in
the lobby, and Bob’d buy the stamps. He did
not mention he would copy down the names
and addresses before mailing out the post-
cards. He did not mention that he would soon
afterward mail a letter telling these folks that
they were invited to get the same great vaca-
tion their friends had recently enjoyed for just
$399, plus get a free spin of the Million Dollar
Slot Machine and be guaranteed to at least win
a diamond-like ring or a little color TV or some
other nifty prize. He mailed these prospects
repetitively and persistently, and told me that
he converted upwards from 20%. So, if 300
guests turned in 4 postcards, that’s 1,200 fresh
prospects every couple of days, about 15,000
fresh prospects a month for which no cost was
incurred in acquiring them but a postcard and
a stamp, and how could you get better pro-
spects? His other method of list-building was
nearly as ingenious, and just as troublesome.
Its details don’t matter, to make the point:
Renegade Millionaires go to trouble to accom-
plish their goals that most people won’t. That’s
the untold story of extraordinary achievement.
Nothing elegant, nothing efficient about Bob’s
system. Just effective.

I am 56 years old and I imagine my perception
is skewed by age, but I still don’t think I've ever
seen as many people in search of the mythical
Easy Button at any other time of my life. The
explosive proliferation of accessible technology
has acted as gasoline on this fire. But it doesn’t
change the fact of society’s money pyramid: 1%
rich at the top, 4% doing well, 15% doing okay,
80% doing poorly — principally because the 1%
are willing to do a lot more, and a lot more
troublesome stuff than the 80% are. While the
80% are hunting for Easy Buttons, the 1% are
working.

newsletter in its genre in the world. Go to

DAN S. KENNEDY is a serial, multi-millionaire entrepreneur; highly paid and sought after marketing and business strategist; advisor to countless first-
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THE LEMONADE STAND IS DEAD:
TEACHING YOUR KIDS ENTREPRENEURSHIP

Apparently the good old
lemonade stand has been
made illegal! In fact worse
than just getting shut down kids
and their families are actually
receiving fines if they are
caught. Just when you thought
there couldn’t possibly be any
more silly regulations to be en-
forced right? So how do you
teach your kids about entrepre-
neurship if they can’t put up a
lemonade stand?

It is clear that with the way the
economy is going and the
changes we are seeing in the
business world that the only
way for you to truly equip your
children to provide for them-
selves in the future and have
the chance to live a really full
life is to teach them entrepre-
neurship.

School obviously ill equips
students to leave and open
their own businesses, let
alone even manage their own
money. Unfortunately as we
can see their isn’t going to be
much of a future, at least not
a reliable one for those who
simply graduate and plan on
working for someone else un-
til retirement. So a good start
is to begin by teaching them
about how to manage their
money, how to save and how
different types of investments
work. You can start out simp-
ly by playing games like Mo-
nopoly and move up to using
stock picking tools and simu-

lators online. Give them a vir-

tual account or an allowance
and guide them on how to get
the most out of it.

However, this all still just
scratches the surface. There
are many young entrepre-
neurs from 12 to teens who
have capitalized on the In-
ternet and even outsourcing
to build incredible business-
es and even make a ton of
money. Why not teach them
how to put up a WordPress
blog or use basic website
builders to create their own
websites? It is really so sim-
ple these days that even a 5
year old can do it.

Encourage them to follow
their passions and do some-
thing they are excited about.
Perhaps they can share vid-
eo game tips, sell used toys,
raise funds for different
causes or even something
much more revolutionary.
Encourage them to begin
building their networks
now. Just imagine if you
still had connections with
anyone you had ever met
and had them as social me-
dia followers and blog sub-
scribers. How much bigger
would your list be now? Per-
haps you may even find that
they can give you ideas or
even help out with building
your own business. Not eve-
ry child may appreciate it
now but you can be confi-
dent that they will later in
life and perhaps find the gift
of entrepreneurship the
most powerful and im-
portant thing you could ever
do for them.
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FROM THE DESK OF CHUCK BOYCE

This is my most favorite time of year. I'll admit it, I was one of those kids that
looked forward to getting back to school. I always enjoyed school. The challenge
of learning new things and tackling tough problems still appeals to me, and I
invest a lot of time and resources into getting as much schooling as I can fit into
my schedule. It has always paid me back in multiples.

Last month, found me in Washington, D.C., being featured on an upcoming epi-
sode of The New American Dream, which will air late this fall. It was a great ex-
perience and I really enjoyed talking with the other featured business owners
and entrepreneurs that have decided to not let the uncertainty in Washington,
distract them from pursuing their version of the New American Dream.

I'm very excited that the Delaware State Chamber of Commerce
is honoring the Brandywine Executive Center as an Award of
Excellence winner on November gth. It was a great validation of
all of the hard work done by Jamie, Patrick and Amanda for our
members. Consider joining us at the Hotel du Pont as all of the
winners are recognized.

Finally, I'd like to do something different to thank you for
choosing the Brandywine Executive Center. In the past, I've
hosted an Open House lunch on the first Thursday in December
to say Thanks! and set the holiday mood. This year, I’d like to
do something different and would value your input.

Drop me an email and let me know what you’d like this year.

PLEASE
PLACE
STAMP

HERE

Executive Center

THE BRANDYWINE EXECUTIVE CENTER
1521 CONCORD PIKE, SUITE 301
WILMINGTON, DE 19803

PHONE:
(302) 352-9970

FAX:
(302) 352-9487

VISIT US ON THE WEB:
WWW.BWECENTER.COM
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