




“ With Getting Innovation Right, Seth has delivered a guide for 

leaders everywhere to help accelerate their team’s innovation 

through real-world examples and pragm atic insight.”

— Kevin Parker; president, CEO , and chairman o f the board, 

Deltek, Inc.

“ As a client o f Seth’s I am happy he has written a book that spells 

out the successes he has had with a number o f organizations. 

There are great lessons here. He took on tough challenges and 

turned them into success stories. Getting Innovation Right will 

resonate far beyond the industries his book covers. We can all 

learn from  others’ success when it com es to innovation.”

— Ralph Nappi, president, The Association for Suppliers o f  Print­

ing, Publishing and Converting Technologies

“ Seth is a boundless strategic thinker and motivator. Getting Inno­

vation Right can propel your organization’s next move upward. 

Finding that elusive formula is the key to achieving sustainable, 

profitable revenue growth, and Seth gets the job done in an 

entertaining w ay.”

— M ike Panaggio, chairman, D M E Holdings, LLC



“ Seth does it again with his latest book, Getting Innovation Right, 
by providing a simple approach to attacking innovation. It is 

having the courage to innovate that will differentiate us from all 

the rest and is what we all strive for. After reading this book, you 

will not only have an approach to utilize, but the tools to help you 

make things happen quickly and succeed.”

— M ichaela Oliver, senior vice president o f human resources, 

Rosetta Stone, Inc.

"G etting Innovation Right em phasizes a m aturity that all business 

executives should develop. I highly recommend this book, as 

it captures both basic business fundamentals and a dynam ic 

approach for executives to rethink processes and strategy on an 

ongoing basis.”

— A nthony J. Cancelosi, K .M ., president and C EO , Colum bia 

Lighthouse for the Blind

“ In this massively disruptive and mostly distracting business 

environm ent, you have but one choice: innovate, or evaporate. 

But you must get it right, which isn’t easy. Enter Seth Kahan’ s 

Getting Innovation Right.”

— M atthew E. M ay, author, The Laws o f Subtraction and 

The Shibum i Strategy
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For visionary leaders of all kinds: may these tools and techniques help you 
innovate successfully for the benefit of all life.
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