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Hey, everyone, welcome to another episode of legendary leaders. I am excited to have
you with me today. Thank you, as always for listening and coming in and getting your
daily dose of what, right sometimes? Or maybe it's your daily dose of all Yeah, that's right,
I got this, whatever it is, I hope that it's you know, a daily dose pumping you up taking you
to the next level, causing you to think about things differently. Maybe it's your business,
maybe it's the mindset that you have about your business. Maybe it's all of the above. But
I'm glad that you're joining me, we have been diving into asking yourself, if you're meeting
the basic needs of your customer, right? We started off several days ago talking about the
fact that there are six basic needs that every human being has, the only difference
between maybe me and you and you know, another person is how we take those six basic
needs and prioritize them. And consider them you know, which one is the most important
to me, which one is the second most important to me. But ultimately, no matter the order
priority, we need to have all of them met. Okay. And so the really cool thing is, if you
understand humans, because you're selling to humans, then if you have that level
understanding, and you can inject the ability to meet at least three or more of those basic
needs, then you can really move your business forward, then the likelihood of someone
purchasing what you're offering, improves, right? Because why wouldn't? Why wouldn't it?
And so what we want to do is understand those six basic needs and be very clear about
how we're going to meet them. We'll be very clear, we don't want to be vague. We don't
want to just haphazardly try to meet them. We want to clearly as part of our business plan,
meet at least three of those needs, and then see what kind of results we get. And I would
wager a guess, that you're going to have better results than if you're not doing that
actively and clearly. And purposely right now. You'll have better results. Once you do, then
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we're sitting right now. Okay, that's my challenge to you. Just listen to me soak it in learn,
and then apply it. Okay, so let's dive in to number three. Today, we are talking about
significance, significance as one of the basic human needs. significance is feeling
important. Feeling valued, feeling like you matter. We all have a need to feel significant in
some capacity. Okay. And as a customer, if you're a customer, and you are a customer,
right, you're not your own customer, but you are a customer, to other people, other
businesses, you want to feel significant. You want to feel valued, right? You don't want to
be treated like next, right next in line next in line, we've been in situations where we've all
had to take a number at a deli, or you know, we've been a number at a doctor's office and
we've just been moved through. And there's no, there's no personalization, right? It's just
check the box, deliver the service move on. And that's not meeting one of our basic needs.
We all want to be appreciated and valued. That is significance. So let's think about what
we could do to make our customers feel significant and therefore meet one of those basic
needs. Well, it could be doing things like announcing the new members in a Facebook
group. something so simple. Most everybody does it. And, and yet at the same time
people are going, why are people announcing new members I can write does it? Well,
that's why we all want to feel significant. We want to feel valued, we want to matter. And
so if you announce your new members in the Facebook group, it's building significance.
Now significance is at the bottom of your list, it's not gonna matter to you if they
announced that you joined the group or not. And that's fine. But it still met your need, and
just didn't meet your top need. All right, stick with me on this. Another example of
significance, creating certificates and asking your members right, like, I have a certificate
for my courses. And once you complete the course you get a certificate. And then you can
do this and you know, in legend, I've seen several other groups do it where you take your
certificate, you take a picture of yourself, right because you completed whatever the
program was, and you put it out there in the world. We ask you to do that because
number one, we want to celebrate you but why don't we want to celebrate you because
we want you to feel significant because you are you are we want to celebrate you. And so
give us a chance to do that. Let us show you that you are significant. Let us meet one of
those basic needs. Right. That's significance. What about creating rewards throughout a
service or a program so that people get points or you know, different whatever's that
they're collecting, and then whoever has the highest point It's some sort of gift or
recognition, right? That significance. recognition is significance. It's for anyone taking
action within a set timeframe, for example, or they accomplished x result or they did y
task, they get recognition and recognition is significance. So if you're offering services,
how are you doing that? If you're selling a product, how do you give some recognition
that, you know, someone bought XYZ? So they're in the, I don't know, silver member level?
And you know, we want to celebrate that. You know, I remember going and staying it was
forever ago, when I had a timeshare, I was I was crazy enough to buy one of those. Luckily,
I got out of it. That's a different story for a different day. But I had one, and depending
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upon the level that you were at, within that timeshare, they would put your name as a
welcome in the elevator, have, you know that that timeshare facility that you were staying
in as part of your vacation? Why did they do that? significance? Right? The higher the
level, the membership, the more significance, they wanted you to feel? You got some other
things, but they, you know, think about it, think about what Hilton, the Hampton Inn and
all those different Hilton honors, right? When if you're a certain Platinum member, level
member, you get a parking spot close to the door. Same thing. They're rewarding the
loyalty of this individual, but it's also creating some significance for them. Because now it's
making them feel valued. It's making them feel important. So how do you do that with
your offer, with your product, how you put all the pieces together? You could even say, hey,
if you'll take a photo of you with the product that I sold you by x date, and then post it,
we're going to recognize the person with the best photo or the best video or whatever,
right? You could create a contest, but it's still going to be recognition, which is
significance. Now, if they have issues with your product or your service, how fast do you
resolve that issue, and then meet the need of significance in that way. Right? You will not
let them down because they matter to you. They are significant, they are valued. They're
important. And so when they have a concern, you acknowledge it and you respond and
you meet that need. You see how significance can impact your brand if you don't respond
to it correctly. So I've thrown out some different examples. Because all of you that are
listening have different pathways that you're going to be going down with your business.
And that's what makes it so great, is the fact that we're doing all types of different things.
But here's the cool thing. We're also going to human beings. And so therefore we all need
to meet the same six basic human needs at least three of them. And so hopefully by using
these examples, it sparked something in your brain to say, this is perfect. This is absolutely
how I can create significance as part of my brand. As part of my my program selling as
part of the offer that I'm using all the pieces combined. Boom, I am going to develop a
specific plan to meet the need of significance in my customers. That's exactly the point of
this episode. So I want you to look at what you're doing. If you're not providing
significance, and you can do it not just whenever someone's upset but period. If you can
meet it, do it. My challenge for you today. Go and be legendary.
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