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 00:00

Hi, everyone, welcome to another episode of legendary leaders. As promised, I am
spending time going through a couple of episodes about the customer, your customer, and
just reconfirming the things that you know empowering you to stay on course, trusting
your gut, trusting your knowledge. Don't get distracted by all these other crazy things that
people are recommending that you do. I want you to stay focused on your customer, I
want you to keep it very simple. And I want you to do what you already know. So that's
what these episodes are about just reminding you of the principles that you already know
when you start to doubt yourself. Or, you know, the villain starts whispering in your ear
that you just can't do something. So this is what I'm doing now about the customer. So
today I want to talk about how you actually connect with your customer. Now, I don't
mean Connect, like where do you find them? That's what we talked about yesterday. But
how do you actually build a connection with your customer? And so I guess the way to
answer that We'll how do you connect with brands?

 01:03

How do you connect with brands? what draws you to a brand?

 01:08

You know, when you think about some of the popular brands like Nike or Under Armour or
any of those athletic brands, you think about the fact that there's success represented in
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those bate those brands, right, that people who wear those shoes or those clothes or
whomever it is, they've been successful wearing the brand, right? Think about Michael
Jordan Air Jordans, right, he was successful, playing basketball in those shoes, and all the
different variations of the shoes that he's worn. He was successful at playing ball in those
shoes. Now, that doesn't mean that we're gonna have the talent of Michael Jordan. But
we also know that the shoes didn't hinder his talent, which means they shouldn't hinder us
will least be, you know, on an equal playing field as everyone else and then we just have
to bring our talent and our aim so to speak, right? But we connect with those brands
because there's something that resonates within us. And so for me, you can hear what
resonates with me relative to Under Armour or Nike or Air Jordan, right? It's the fact that I
see successful athletes wearing that brand being successful in the brand. You know, when I
would warn those this pieces of sporting equipment before, right, the Under Armour,
clothes, shirts, sports, bras, whatever, Nike shoes, whatnot. I feel as though you know, they
feel good. They're comfortable to me. And so I know I'm not going to be held back in my
workout routine or my exercise process, whatever it is, I'm wearing them for, right. I don't
want to be held back. It's, it's not going to promise me extra anything, but it's not going to
hurt me. And so that's that's the reason why I'm loyal to those brands. They also have very
good slogans, right? They say things like, just do it right. And I love that. So simple, so
powerful. But Heck yeah, I'm just gonna do it. Why am I gonna sit around and wait? Just
put your running shoes on the train and go outside? Just do it. Get over yourself Stop, stop
delaying. Right, Under Armour protect this house, right? That's their slogan. And so what
does that mean? That means people come in to, you know, play basketball against me, or
cycle against me or whatever it is that I'm doing. I'm going to protect my house, I'm going
to protect my area, I'm going to win, right? That's what protecting the house means
means I'm going to win, you're not going to beat me in my house on my, you know, a
home court, so to speak. So I love that right. It's about the pride of not letting anybody
come in and defeat you on your own turf. So what that means to me, you know, Air Jordan
is just Jordan and I love Jordan, and you've heard me talk about him because I went to
Chapel Hill on a tar heel. And so naturally, I'm gonna love Jordan, beyond the fact that
he's just The greatest of all time. But so when you have someone that's that skilled that
understands a sport, he should be able to design a shoe that's supportive of playing that
sport, right? He just has the knowledge. He's been there, done that. Okay. And so that's the
other thing that's tied to all these brands is someone who has been there done that. I can
connect with them because they're doing something that I would really love to do, I would
love to be a better athlete in that sport, or at least be more physically fit. And so if they're
designing the equipment, then again, it should be the best. Nothing should hinder me I
should have a fair advantage. And so my question back to you when you think about how
you connect with your customer, is do they see you as a trustworthy brand? Are you going
into the groups like I talked about yesterday and in creating your brand by asking
questions, but also giving a ton of value back?
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 04:56

Are you showing that you are expert in the field, not because you talk about the X number
of body bodies that you've done, or the awards that you've won or the money that you've
made. No. But because you're actually giving valuable advice that's logical. And it makes
sense. And it can be executed on. And people want to listen because good, it's just really
good advice you're giving. And people love to get right. Especially if they're in a tough
spot people love to get because they're stuck. They don't know what to do. And so if
you're in the mode of giving, and you're giving valuable answers to people's troubles,
you're going to connect, you're going to connect because you're going to close a gap. And
you're going to help them feel like they're now on a level playing field because you're
catching people when they're not feeling quite good enough. Okay. They're not on the
level playing field. Think about what I just said about the athletic brands. I want a shoe or
a shirt or a pair shorts that fit right, that are comfortable and that were most likely
designed by I mean, that were definitely designed by athletes of some sort. Because I
don't want to be hindered, I already feel a little down, maybe I'm not in the best shape. Or
you know, maybe I'm trying to become better, right, we're all trying to become better. And
so as we strive to be better, we are not as good as we want to be. So we're looking to
other people, other brands to get us where we want to be. Show yourself as a solution to
where that person wants to be. Connect with them by being you not about being this
amazing, you know, million dollar blahdy blahdy. Okay. If it's factual, fine. Don't, don't not
be who you are, tell the truth about who you are. But the whole point is that people want
to connect with you on a human level. You connect with people by showing them that
you've done it. They can do it too. Okay. And if you haven't done it, then you can show
them that you've at least help other people do it. And therefore, they can do it too. Okay?
If it's a product, hey, this product will help you do blahdy blahdy because it's helped these
other people, right? In the same way we're talking about the sporting equipment.

 07:18

It's the same theory.

 07:21

But that's how you connect you give your yourself you're human. You speak your
language, okay, that comes honest and true from you. Okay, but the other thing that you
do, and this is the last little nugget I'm gonna throw in here is around language, you learn
to speak their language. So that's the other nugget for the day is, as you're in those
Facebook groups and you're asking your questions and you're trying to understand what
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your customer needs or once you're also listening to how they're speaking about their
problems. How they feel

 08:00

What's holding them back? Right?

 08:04

I mean, we talked about Nike Just do it. Well, what's holding people back? They're not
doing it, they're not trying. So Nike boiled down the barrier for all of these people,
preventing them from exercising and doing whatever it is to feel empowered. Therefore to
purchase their brand, right, so, I mean, it went hand in hand, how are you understanding
the language of your customer? Are you tuning into it? Because once you listen to their
language, you then need to start using their language.

 08:45

You need to start using their language back to them.

 08:48

Because then their language combined with your humble language, your natural
language, not you trying to be someone you're not what I'm trying to say. Right and you
going In a being the expert in providing the answers, and solving their problems using
their language, you are now going to be seen as an expert in that area, especially in those
groups. It's organic traffic, right? And you've learned so much. So I got on this podcast
episode today, I've hadn't had any brands in mind, you can tell that I just picked Nike and
Air Jordan and Under Armour just off the top of my head. Okay, so first brands that came
to mind, you can sit down and think about any brand that matters to you that you are
really brand loyal to. And I want you to ask yourself, why? Why are you loyal to them? How
did they connect with you? Was it a slogan? Is it the product? Is it the combination? How
do they get you to buy the first pair of whatever or the first set of something or, you know,
the first piece of software or technology, whatever it is, how did they get you there? What
did they do? And how do they speak to you? When you answer that, then you're going to
be able to say, boom, got it. You're going to understand your thought process around it to
then learn how to apply that to your customers thought process. Okay? And again,
Facebook groups are valuable, so use them
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 10:19

go and be legendary.
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