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Hey, everyone, welcome to another episode of legendary leaders.

 00:04

I am

 00:05

excited that you're with me today, on this podcast episode. Today I am starting a new
little mini series. And here's the deal, I'm going to call it, are you meeting the basic needs
of your customer? Keep sort of toying around with the title, but I think that's where I've
landed. So that's what we're gonna stick with. How about that? So, I mentioned to you last
week that I attended, Tony Robbins, I attended a Tony Robbins event, unleash the power
with them. And I'm telling you, I mean, I'm smiling, just thinking about it. It is a life
changing experience. And if you've been you know exactly how I'm feeling, you know
exactly why I'm smiling. You get it. And if you haven't been, here's a little side plug, not
that I get anything for it to some point. Hands down, it was the best experience that I've
ever had, it was so empowering. And I'm encouraging you if you have the chance to
participate, go check it out. This is obviously early December, his next unleash the power
within is in February. And so it's virtual pricing to leave your home. It was fantastic. Oh my
gosh, it was wonderful. So, you know, I just did a recent episode last week about going and
doing a virtual walk workshop. So why not jump on in and go check him out? Right? Okay.
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So here's the deal. I have been digesting this information that I have just pulled out of
unleash the power with him. And I've been working on put, you know, putting some of the
pieces together in the context of business. Realizing, though, that the bulk of what we walk
through isn't about business. Now, he does a business mastery, and I've signed up for that.
So I can definitely bring some more Nuggets to you. In March and beyond about that,
because I'll be I'll be doing them at the end of March and 2021. But until then, I'm taking a
little bit about what I digested and learned and, and I'm applying and actively doing every
single day within me and within my businesses in order to move everything forward. And
so I kept thinking, well, how can I pull some of these nuggets out of what I perceived and
learned and brought through my life? And give it to you? Right? That's exactly what I do
on most of these episodes. So that's what I'm talking about today. All right. So here's the
deal. Let's talk about basic needs. Every human has the same set of basic needs. All right,
they're universal, they're universal needs, there are six of them. We all have to meet these
needs. But here's the deal, the way in which we interact with people, the way that we carry
ourselves, the way that we view ourselves, the way we move forward in life, all of these
different things right, are determined by the order in which we rank and prioritize these six
needs. Okay, so said differently, how we prioritize these needs, determine our personality
and how we act and respond. Right? Now that makes that makes sense, right? That
makes a whole lot of sense. So here's the deal. I am not here today, nor am I here for the
next five more episodes, because it's gonna be a total of six, right one for essentially every
need. I'm not here to convince you of the needs. Alright, that's number one. I am not here
to tell you, which needs you personally prioritize first, second, third, fourth, that's not what
I'm here to do, either. Okay. over these next few podcasts, what I will tell you is these
aren't directed at you personally, for you to digest, and pivot yourself around although
you can. These next few podcasts, this mini series is all about understanding what that
basic need is, as I talk about

 03:58

it, and then looking at your offer and your product, and between the two, understanding
how you are showing your customer that you're meeting at least three or more basic
needs. Because if you can meet three or more the likelihood of your target audience not
grabbing your offer a little bit lower. Because why? Because we all need our needs met.
Okay. Pretty cool, huh? So I'll just use very logical, it's just take what we know about
human beings, because who's buying our product? Humans, right. And so let's understand
how human beings work. So then we can take our offer and our product and make sure
that our customers understand exactly what we're providing and they feel comfortable
with what we're we're giving them right. We've reduced all these different pieces of risk.
And they're finding that we're meeting their needs. And so it's a no brainer. And that's
where he wanted to be wanted to be a no brainer. But most of the time, what I see is that
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people, obviously, we all want to deliver to our target audience, and we want to be helpful,
and we want to move them forward. And we want our businesses to be successful at the
same time. But we're doing it in a way that's like, like, it's almost like we're learning how to
dance for the first time. And we're sort of awkward about it. And like, we're sort of
bouncing back and forth a little bit we're rocking, there's no movement to the beat. Well,
that's how it is, when you first start a business, I feel like right, and what I've observed, it's,
it's like everyone wants to learn how to dance, but you're afraid to sort of just let your body
move, and just dive in and understand the natural part of dancing? Well, there's a natural
part of business too. And it's called understanding human beings, and you are one. So use
that to your advantage, right? Understand the things about humans that make us all the
same, and take that knowledge, to then help your target audience solve their problem. It's
what you're here to do, you're here to solve their problem. So show them that you can do
that in a way that resonates with them. That's ultimately what we're talking about here.
Okay. All right. Good deal. So here's what we're gonna jump into the first basic human
need is called certainty. certainty simply means you know it to be true, that it's going to
happen, that you can count on it. It's guaranteed

 06:27

right.
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Now. Did you hear what I just said? guaranteed. So how do you meet the need of certainty,
with your product, or your offer? Well, one way is with a money back guarantee, right?
People want to know that your product is going to work, that they will get the results that
you've promised. Right? It's a weight loss supplement, it's a workout exercise. If it's a
tangible product, right? Whatever it is, they want to make sure that it's going to work for
them, or that it's not immediately gonna break. What else? Well, what about a return
policy? Depends on what you sell, right? But what about a return policy, they can try it.
And if they don't like it, they can return it. Nothing's lost. that builds certainty, right? You've
reduced risk. Now, if it's not a tangible product, be clear and communicate honestly and
exactly what they will get. And the transformation they will achieve within a set period of
time is really important. provide clarity on the results is key, right? Be very clear about the
results they're supposed to get, and how long it's going to take them to get there. Now, if
you notice, with weight loss products or exercise programs, the way that most people will
do that, in those instances is they'll show testimonials, real life examples. And they'll say,
hey, an X number of weeks, this person lost y pounds, right? However many it was,
however many weeks, for total, total number of pounds lost or body fat reduced or
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whatever, right. And that's as close as they can get to telling you very clearly what can be
accomplished. And that's what you're aiming for. That's the reason why they do that. We
have to have some sort of certainty. We all if we're trying to lose weight, or you know, gain
muscle mass, whatever it is, when we think about supplements, and workout programs,
flexibility, right? We want to understand when we should be able to see results. But the
problem is, is that everybody's body is a little bit different. Everybody commits at different
levels. So the safest way to do that is to show testimonials, and give people an idea. And
the reason that they do it is because we want we all need to be certain that this program
is for us. That may not be the primary reason that you're looking to purchase that
product. But it probably is one of them. Because we all need to have these needs met. And
so understand that. Understand that people need to have that need met when they look
at your product or your service. And they are seeking to understand how you're giving
them certainty. Now, do you see when you are vague, or when you are serving you you're
just surviving right, like we talked about yesterday that you miss delivering on that
certainty. If you aren't certain? How can you make your customers feel certain, right? Like
if you're sitting here and your startup and you're putting all this stuff together, and
everyone says I mean everyone around you say just one fast just from fast, just you know
imperfect action, just slap some stuff together. You're gonna figure it out as you go. But
you haven't figured out the key pieces of your program, your service, or whatever it is
you're putting together, maybe might be this Oh, hold on, let's add this other piece over
here, hold, right, and you're dabbling and just kind of throw it all together, it's kind of like
baking a cake, but you don't have all the right ingredients. So you're just sort of throwing
everything in from the pantry, it's not gonna be really good cake, is it, because you have
no idea what you put in there. Which means if someone's gonna eat the cake, they have
no idea how it's going to taste. But that's what many of us tried to do, or launching our
business and launching a new product for the first time, we're just throwing things in there
hoping that the cake is going to taste really good. And if we're hoping, and we're not
certain This is the right mixture of ingredients, that our customers, our clients are going to
feel that uncertainty because they're not gonna, they're not going to see anything certain
about it. And in those moments, they need that certainty. They need that certainty in order
to buy your product or service. And when it's lacking, they're probably not going to buy it.
Now, we'll saw sure some will. But will the people who need certainty and certainty is very
high on their prioritized list? If they prioritize certainty, above most anything else? And
that's your primary audience who does it that way? You're going to have a hard time
selling your product, you're not going to make a lot of revenue. So here's the deal.
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If you're seeing low sales, okay, ask yourself, Am I delivering certainty? With my offer? Can
my customer confidently buy this from me? and know what to expect? And feel
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comfortable with that this is the right product or service for them? How have I made them
feel certain? And if you're saying No, I'm not. Or even if you're on the fence about it, I
would tell you go fix it. Okay. Go fix it. Because if you're not certain, they're definitely not
going to be certain. Awesome. Okay, that is episode number one. All the future episodes
we've got, we got one need down, we've got five more to go. And so over the next five
plus, you know, five more days over the next five days, I'm going to give you all the next
need and talk about how you can make sure that you've injected that into your offer or
your product or both. And then again, what you want to try to do is deliver on at least
three of these at least three. Fair enough. Awesome. I look forward to connecting with you
tomorrow and sharing with you the next need. Go and be legendary
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