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Editorial Review

Amazon.com Review
Written in the same dynamic style as his previous bestsellers including The Five Dysfunctions of a Team,
Lencioni illustrates the principles of inspiring client loyalty through a fascinating business fable. He explains
the theory of vulnerability in depth and presents concrete steps for putting it to work in any organization. The
story follows a small consulting firm, Lighthouse Partners, which often beats out big-name competitors for
top clients. One such competitor buys out Lighthouse and learns important lessons about what it means to
provide value to its clients.

Amazon Exclusive: Q&A with Patrick Lencioni

Q: Why do you use the term naked and where does it come from?
A: Naked consulting is a term that refers to the idea of being vulnerable with clients, being completely open
and honest with no sense of pretense or cover. The concept comes from the approach that we adopted more
than a decade ago to work with our clients at The Table Group. We help CEOs and their teams build healthy
organizations, and we found that by being completely transparent and vulnerable with clients, we built levels
of trust and loyalty that blew us away.  Q: What makes naked service different from the way most people
provide service?
A: So many service providers and consultants feel the need to demonstrate that they have the right answers
and that they don’t make mistakes. Not only do clients see this as inauthentic, they often feel that they are
being condescended to and manipulated. We’ve found that what clients really want is honesty and humility. 
Q: What are the three fears?
A: People spend most of their lives trying to avoid awkward and painful situations –which is why it is no
surprise that we are all susceptible to the three fears that sabotage client loyalty. They include:  1) Fear of
Losing the Business – No service provider wants to lose clients or revenue. Interestingly, it is this very
notion that prevents many service providers from having the difficult conversations that actually build
greater loyalty and trust. Clients want to know that their service providers are more interested in helping
succeed in business than protecting their revenue source.  2) Fear of Being Embarrassed – This fear is



rooted in pride. No one likes to publicly make mistakes, endure scrutiny or be embarrassed. Naked service
providers are willing to ask questions and make suggestions even if those questions and suggestions turn out
to be laughably wrong. Clients trust naked service providers because they know that they will not hold back
their ideas, hide their mistakes, or edit themselves to save face.  3) Fear of Being Inferior – Similar to the
previous fear, this one is rooted in ego. Fear of being inferior is not about being intellectually wrong (as in
Fear of being Embarrassed) it is about preserving social standing with the client. Naked service providers are
able to overcome the need to feel important in the eyes of their client and basically do whatever a client
needs to help the client improve – even if that calls for the service provider to be overlooked or temporarily
looked down upon.  Q: What is the impact of naked service on a firm’s bottom line?
A: Consulting or service firms that practice the naked approach will find it easier to retain clients through
greater trust and loyalty. That is the first and most obvious benefit. But they’ll also be able to attract clients
better because naked service begins before a client actually becomes a client. It allows firms to be more
open, more generous and less desperate in the sales process, and creates great differentiation from more
traditional sales approaches. Finally, firms that practice the naked approach will attract and retain the right
kind of consultants and professionals who yearn for an honest, natural way of working, both with clients and
with one another.

From Publishers Weekly
Author, speaker and management consultant Lencioni (The Three Signs of a Miserable Job) preaches a
business model that may seem antithetical to many, which he calls "getting naked": being unafraid to show
vulnerability, admit ignorance, and ask the dumb questions when dealing with clients. Lencioni's central
argument is that by focusing on sales, rather than communication, consultants miss the key part of their job-
consulting-and therefore lose out on valuable long-term client relationships. Presented mostly as a parable
about a management consultant trying to reconcile two firms in a merger, Lencioni's latest is entertaining as
well as informative, with a message that sticks (heavy-handed though it may be). Straightforward and widely
applicable, Lencioni's advice should prove useful not only for business consultants, but anyone trying to
build long-term client relationships. END

Review
Author, speaker and management consultant Lencioni (The Three Signs of a Miserable Job) preaches a
business model that may seem antithetical to many, which he calls "getting naked": being unafraid to show
vulnerability, admit ignorance, and ask the dumb questions when dealing with clients. Lencioni's central
argument is that by focusing on sales, rather than communication, consultants miss the key part of their job-
consulting-and therefore lose out on valuable long-term client relationships. Presented mostly as a parable
about a management consultant trying to reconcile two firms in a merger, Lencioni's latest is entertaining as
well as informative, with a message that sticks (heavy-handed though it may be). Straightforward and widely
applicable, Lencioni's advice should prove useful not only for business consultants, but anyone trying to
build long-term client relationships. (Feb.) (PublishersWeekly.com, February 22, 2010)

Users Review

From reader reviews:

Sara Otoole:

Now a day folks who Living in the era exactly where everything reachable by match the internet and the
resources in it can be true or not involve people to be aware of each data they get. How a lot more to be
smart in having any information nowadays? Of course the correct answer is reading a book. Examining a
book can help individuals out of this uncertainty Information mainly this Getting Naked: A Business Fable
About Shedding The Three Fears That Sabotage Client Loyalty book as this book offers you rich info and



knowledge. Of course the information in this book hundred % guarantees there is no doubt in it you may
already know.

Latasha Sutterfield:

Would you one of the book lovers? If so, do you ever feeling doubt while you are in the book store? Make an
effort to pick one book that you just dont know the inside because don't judge book by its cover may doesn't
work this is difficult job because you are frightened that the inside maybe not as fantastic as in the outside
look likes. Maybe you answer could be Getting Naked: A Business Fable About Shedding The Three Fears
That Sabotage Client Loyalty why because the fantastic cover that make you consider about the content will
not disappoint you actually. The inside or content will be fantastic as the outside as well as cover. Your
reading 6th sense will directly make suggestions to pick up this book.

David Anthony:

Within this era which is the greater man or woman or who has ability in doing something more are more
precious than other. Do you want to become considered one of it? It is just simple solution to have that. What
you need to do is just spending your time little but quite enough to possess a look at some books. On the list
of books in the top checklist in your reading list is definitely Getting Naked: A Business Fable About
Shedding The Three Fears That Sabotage Client Loyalty. This book that is qualified as The Hungry Hills can
get you closer in getting precious person. By looking up and review this reserve you can get many
advantages.

Phyllis Granger:

You can find this Getting Naked: A Business Fable About Shedding The Three Fears That Sabotage Client
Loyalty by check out the bookstore or Mall. Just simply viewing or reviewing it may to be your solve trouble
if you get difficulties to your knowledge. Kinds of this guide are various. Not only by written or printed but
in addition can you enjoy this book by e-book. In the modern era including now, you just looking because of
your mobile phone and searching what their problem. Right now, choose your own personal ways to get
more information about your guide. It is most important to arrange yourself to make your knowledge are still
upgrade. Let's try to choose appropriate ways for you.
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