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Hey, everyone, welcome to another episode of legendary leaders. Are you serving? Or are
you surviving? It's really what I want you to think about today. That's what we're going to
talk through on this episode. Have you thought about that recently? Or maybe you haven't
asked yourself that question at all. But I want you to step back and think about is, are you
serving your customer? Or are you just simply surviving? Now, here's the deal. You are
probably an overachiever, just like me. And so when you heard me say, serving, or
surviving, you probably immediately went, heck, no, I don't, I don't just survive. I don't just
survive Katrina, I thrive, I kick butt and take names. I am just I handle my business. I don't
survive. That's just insulting. You know, average people survive.
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I'm amazing.
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I'm outstanding. I am, you know, leagues beyond just because of how hard I work, not
because I think I'm better than anyone else. But I just, I work so hard, no way. Do I just
survive? Right? And here's the thing, I get it. But here's what I want you to do. I want you to
look at your business for just a minute, okay? I want you to think about your business.
While we're talking through this now. Maybe you're just starting your business, which is
awesome. And congratulations. Maybe you've been running your business for a year, two
years, three years. That's awesome, too. Okay. Wherever you are in your business process,
I want you to think about your business right now. And I want you to look at how you are
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personally viewing your business. Because here's the deal. I'm challenging you today to
realize that if you aren't serving your customer, you're not serving them, then you really
are just surviving. And that's the reality of where we live and how business works. Okay.
And honestly, I hope the idea of surviving is so offensive, right? That you were like, Oh, no,
nope. If I realized today that I'm just surviving, boom, changing that immediately. That is
not in my nature, I am making a pivot. And so hopefully, that's exactly what will happen
today. If after we go through this episode, and you realize you're just surviving, that you
pivot over to serving. So now let's talk about it. What the heck is serving in the first place, I
mean, you have a high level understanding, you're smart, you're amazing. So I know that
you understand in theory, what serving is, but let's talk through a little bit together, let's
create a common definition. So we both know that we're talking about the same thing.
Serving is when you look at your clients, or your customer, and you look at those you
serve, okay, the people you serve in this world. And you think to yourself, how do I over
deliver, not just deliver not just getting what you think they need? Or whatever they're
asking for, but how do you over deliver? How do you shower them that with such support,
and you give so much and such extra? That they know they're appreciated, right? They
feel served. They feel it. Because you know what? You honestly do appreciate them, right?
That's the whole point. You appreciate your clients, your customers, you're following your
tribe, you appreciate those individuals, so so much for a multitude of reasons. One, that
the whole reason why you went into business in the first place, too, because they're your
customer, and they're loyal to you. You get to have a business and you get to have the
freedom and the flexibility, and you get to have your life plan come to life, you get to have
all of the things that you're meant to have, because of these individuals and the way that
they support you and your business, right. So you definitely appreciate them. And so
here's the thing, when you appreciate someone, think back to when you just started
dating, maybe you're married, so maybe you just started dating your spouse. Or maybe
you're in a long term relationship, think back to when you just started dating or maybe
you just started dating somebody so you understand how that feels. Okay? But when you
just got in a relationship in the very beginning, you did little things for that person. Little
things to make them feel super special and acknowledged and feel important and valued,
right. So it's the same theory. You need to do those little things
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for your customer.
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A little extra gift in the shipment. Okay, and extra time with you. Right? That's on a house,
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right? Just don't even charge me for it. Here's an extra, you know, a little nugget of
information, or here's a little extra free resource or whatever, if you provide a service, think
about it that way. But the whole point I'm trying to make here is you're giving them
something you're going above and beyond, you're over delivering. And you're giving them
something so valuable to them that they just didn't expect you to do. They're surprised.
They're, they're appreciative that they also know that you care about them, that you're
serving them. You see, when you put your customer first and I mean, truly first, not just
Yeah, yeah, customer first, you know, I'm going to smile when I see them, and I will thank
them, but come on, I want their money. That's not customer first, you should be really
clear. When you put the customer first and look through their lens, instead of thinking
about how much money each person is worth, right? So differently, if you look at them as
a person that matters to you, that's important to you, as opposed to looking at them and
immediately seeing dollar signs, then now you understand and you're starting to look at
them through the lens of service, and contribution. Okay. If you're not truly putting the
customer first, then honestly, let's just be real, you are surviving. You're not serving, you're
surviving. Maybe you're creating a maybe you're creating a little bit of a following, but not
really. Because when people feel like you're just surviving, there, there's doesn't have to be
any loyalty. Right? Think about the fact that there's how many gas stations probably close
to your house. And you can go to any of them. And you may stop at the same one for
convenience. But you may stop at one because whenever you go inside there, it's clean.
Everyone says hello. You know, whatever the case may be the pumps always work. Right?
There's just all these little things that make you go and choose one business over the
other. And it's all about feeling served. Instead of just the business is just surviving. like
yeah, if you want to show up, come on in, but you're just one of many. Don't make your
customers feel like they're one of many. Okay, so right now, here's the deal. This is a gut
check. It's time to look in the mirror. And you've got to ask yourself, Am I serving? Or Mr.
Bobby? And what I mean by that is, am I running my business in such a way that I'm
serving my customer, or I'm just really surviving, which means I'm just taking money and
they may stay, they may say they may go. But if they show up, I'm taking their money.
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And that's as far as you go.
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thousand customer on the other end of my business? How would I feel appreciated? How
would I feel valued? Now remember, you may not be the same person as your customer
avatar or your actual ideal customer. But be human for a second? minimally, you would
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want certain things. So make sure that minimally you're giving them

 08:17

okay.

 08:19

And here's the other challenge. I don't want you to stay on the surface with the answers
that you provide. Everyone stays on the surface. Okay. When we talk about delivering
customer service, most people that say on the surface will say yeah, yeah, I will smile
when I see them. And I'll thank them. But you know what, I'm taking their money. That's
surface service. Trying to say that one three times fast. Yeah. Right. Don't stay on the
surface. Because that's what most people most companies do. And, and that's why they
don't ever go any further. be better than that. Don't just serve off. Be amazing, be
outstanding. Go to the next level. Take your business to where you want to be. Make your
business reflect you, who you are as a person and how you serve in the world. And then
you will be serving and not just surviving. Right? That's your challenge. Do the reflection.
Look in the mirror, ask yourself serving or surviving if you're surviving, pivot, make the
change. It's never too late. Never too late to make the change in your business. The whole
point is that you need to recognize it and you need to do it. Okay. As always, go and be
legendary.
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