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Hey, everyone, welcome to another episode of legendary leaders, I am excited to have
you with me today. As always, we have been diving into a great little miniseries I'm really
enjoying, I hope that you are as well, talking about meeting the needs of your customer,
we've been diving into the six basic needs that we all have as humans. And while we may
all prioritize them in different orders, at the end of the day, we still have to meet all six of
these needs. So since we're selling to human beings, why not make sure that between the
product that we sell or the service we offer, the offer that we're actually putting together
to present that product or service to our customer. And even, you know, in some of the
other areas of like our brand, and so on and so forth, that we can truly deliver on at least
three of these basic human needs. Because if we can deliver on at least three of them,
most customers are going to be so intrigued and feel so good about the offer in the
product combination, that they're going to be willing to vote for us with a with their
money and trust us to solve whatever it is whatever problem that we're solving for them.
Okay? So why not right? Why not deliver to our customer, and at the same time, show the
customer that they can actually trust us, which is the whole point, right? We want them to
trust us. And then we can get more sales, meaning ultimately, truly, we're impacting more
lives. That's really the reward, we're impacting more lives. So we've already gone through
three of the basic needs already, we've gone through certainty, we've gone through
uncertainty or variety, and we've gone through significance. Now. Today, we are talking
about the fourth human need on my list, and it is connection. We all need connection. We
need connection to hug other human beings, okay. Connection. That's one of the reasons
why the pandemic has been so difficult for many of us, right? We need to be close to
human beings. We need to feel like we have a connection to each other. We're very social,
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right? We are a social species. So how do you build a connection? Or how do you take
your product or your offer and show that there's connection there? Now, I would tell you
that probably the easiest way, the fastest way that comes to my mind, and probably to
your mind as well, is social media, right? Social media, think about all of the offers that are
out there, especially in a service space, where man is the product space to quite frankly, I
have several products that have come with a free Facebook group for purchasers only. It
was a product, it was a software product, right several of them that it's exclusive. And you
only get to hang out in the group, if you purchase the product. Why? Because it feels
connection. Because you know, right then and there that there are people in the group
that are using the same product, as you maybe has similar questions, maybe similar
experiences. And you can draw on the knowledge of each other, you can also just have a
casual conversation knowing that most likely whoever's in the group has a similar interest,
right? What else could you do? Well, you could create calls. So if you offer a service, and
you are part of that service, you could create calls with you, or your team, right,
depending on the service that you provide. That's connection, human connection. You
could create virtual conferences or workshops. So you're bringing multiple people
together just to build connection. What I want you to think about with this human need is
think bringing people together. That's what I want you to think with connection, bringing
people together. Because that's what's going to fulfill, obviously, right the connection
need. Now, the other thing that I want you to keep in mind here is that this need also
includes love. It's called love slash connection. But I started with connection first, because
it makes the most sense when we're talking business and selling things. Right.

 04:23

So it's not really just connection. It's also love and connection. So how do you make
people feel loved? How do you make people feel loved with your product here offer? Well,
the first thing I would tell you is think about your communication pillar. What language
what words are you using? And how are you connecting with your clients or your
customers? So they feel like it's an authentic connection? It's really important authentic
connection. Are you very robotic and very professional. And it's often it's obvious to
anyone reading whatever you're putting out there that that you Have a wall between you
and them. very formal. There's, there's really no personality to the communication. Or
when you send out regular communication, it's a reflection of you, you're funny, you're
witty, right? You can laugh at yourself, whatever it is. Whatever that is, share it. Build
connection. If you're sending out information, and you're using emails, you can either be
dry and boring, or whatever. Or you can have fun with it and build connection with
people. And remember that if you build connection, that's part of building your tribe,
because a tribe feels connected to you. Think about that. So again, to build that love that
connection, all those things, look at the language that you're using. Make sure you're
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building an authentic connection. Ask yourself, do they know you? Or do they know your
brand? Is there someone that you have put in charge of being your communicator and
people get to know them? I've seen many brands, especially recently, because again,
people are having trouble with connection, they're missing connection. I've watched
several companies put a specific person in charge of sending emails, not functionally, but
personally. So they go in and introduce themselves. And they say, Hey, I'm so and so. So
and so from this company, you're going to start seeing emails from me once a week. And
I'll be providing all of this info different information to you, and I hope it's useful. Now, why
are they doing that? through building connection. Now, you're not just linked to that
company, you're linked to that individual, you feel like you know them, you feel like you
have some rapport with them. And it's meeting one of your needs. And now you're
remembering and understanding that company is meeting one of your needs, if not more,
right, the way that they're reaching out with a communication is meeting the connection
need the information inside that communication, maybe meeting other needs. And so
they're delivering on multiple fronts. And so you can step back for a second and think,
man, that's crap. Now that I see people doing that, that's just deceptive. They're just trying
to meet my need. Well, what's wrong with that? All right, let's, let's think about that for two
seconds. What's wrong with a company or a person or a brand? A business? What's
wrong with them trying to meet your needs, you need the Met, as long as they're doing it,
honestly. And from a place of good intent. Appreciate it. Just like you hope that your
customers would as well. Okay. That's what I want you to think about today. If people
don't feel supported, if your customer or your clients don't feel supported, they don't feel
like they know, someone, they can't connect with your brand, or with someone that's
sending out all the messaging or with you, it's gonna be pretty hard for them to feel as
though all of their needs are being met by you. Now, remember, we don't have to meet all
of them. But depending upon what you're selling, especially if you're offering a service,
especially if you are the face of it, they need to feel a connection. They need to feel like
they know who you are. So here's my question for you it because this is super simple. And I
know you get it. But are you thinking about connection and love through this lens as
you're putting together and presenting your offering your product? And if you're not, are
you? Are you taking action now to figure out how to solve for it? If this is something that
you have to have a connection? Because you want to try? Where are you missing the
boat? And what action Are you going to take today? Not three weeks from now, today, in
order to move your business forward, get after it. All right, let's, let's meet these needs. So
that our customers will continue to vote for us. And ultimately, okay, ultimately, you will be
able to serve so many people and improve their lives through what you're offering and
what you're doing for them. And that's what it's about. Right. Awesome. Okay, as always,
I'm gonna leave you with the idea and the thought and the perspective and the
empowering point of go and be legendary.
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