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Hey, everyone, welcome to another episode of legendary leaders. We are in episode
number five, we are on the down heel of this miniseries, where we have been talking about
meeting the needs of your customer. I appreciate as always you joining me, I hope that
you have been enjoying this miniseries, I have so enjoyed making it and sharing this with
you. You know, I'm telling you, if we can meet the needs of our customer, they're going to
feel the fact that we care about them, they're going to feel the fact that we're trying to
meet their needs. And they're going to be more likely to allow us to help them solve the
problem that we're trying to solve for them. So that's what we're trying to do, right. That's
what we're trying to do. Now. Let me do a little quick refresher, we've gone through four
needs already. We're on number five, today, we've gone through certainty, uncertainty
and variety, right, same thing. We've talked about significance, we've talked about
connection. And today, we are talking about growth. Now, here's the thing, we all have to
grow as human beings, we have to it said that, you know, we're either growing or we're
dying. It's pretty important. Growth is critically important to humans. We have to grow,
change, learn, etc. That's just part of life. And so what I want you to do for just a second is
wholly to think about, just think back to, you know, someone maybe you went to high
school with or someone you grew up with, maybe it's someone that's in your
neighborhood, someone that you've known for a while, though, okay, that's the point. And
I'm not talking about a few months I'm talking about, I'm going to 10 years. And I want you
to think about this individual, this person that I'm talking about hasn't changed in 10 years,
they live in the same house, they drive the same car, they do the same job. And there's
nothing wrong with any of that, except it's all just average. It's all average. And they're not
pushing to be any different than average. They're not, they don't read any books, they
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don't listen to anything, they don't strive to grow in a positive way. Now, here's the thing,
you're going to look at them and think that person's not growing at all, they're just the
same. Well, they may not be doing positive growth, but they're growing. Right? They may
be participating in some social media stuff, or listening to some different things on the
radio, watching things on the news, getting involved in some growth that may not be
productive, or supportive, or move them forward, but they're growing nonetheless. And so
when I talk about growth here, I want you to realize that I want to focus on the positive
growth inside of you. You want to help your customers grow and feel like you're growing.
And you want that to happen in a positive way. So let's talk about some of the areas and I
already listed a few of them just a second ago. But what are some things that exist? What
are some tools that existed to cause us to grow? Well, again, the news, either on TV or
printed or magazines, right? The Internet, definitely. Social media, by far, right, all kinds of
information out there, podcasts, books, and YouTube, write some great examples. They're
definitely more. But when you think about growth, places that you can go to learn about
things, and expand your mind and your knowledge. So there's some big ones. Now, again,
I'm not saying all of these sources of information, create positive growth. I'm just simply
saying that these are vehicles for sharing information. And, you know, as such, they are
used to create growth or generate a feeling of growth in all of us. So let's think about this
for a second.

 03:54

What could you do? They could create growth or create the feeling of growth in your
customer, your client? Well, what about a free ebook? We talked about the ebooks and in
previous episodes, where you're you surprise your customer with a free ebook. Now, that
surprises variety. But the ebook once they read it, they will have grown in their knowledge.
So it hits the growth need, right? What about a quiz? quizzes are fun people love quizzes,
right? We we all have done quizzes. And if you think about growing up and you think
about 17, magazines and all those different things, we would go take quizzes, why would
we take quizzes, and I hit several of our needs. Number one, there was variety. We didn't
know what the questions were going to be. And we sure as heck didn't know what the end
result was going to be. It was going to be a surprise, but we were certain we were going to
get a result which was important. Okay. And whatever the result was, we were going to
learn something. So there was some growth. Right now, I'm not saying it was positive
growth, but it was growth. And so there you go. That's why quizzes are super powerful.
And if you can use quizzes in your business use them, people like them. Right, there's other
things that you can do, you can share more information about how your product works,
you can share more information about the problem that your product solves. All of those
things can create growth. If you're sharing any of those things, it's going to make your
community, your customer base feel as though they're growing. Even something small.
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Now, let me give you an example that I was just thinking about, what if you sell products
and you sell a chess set? Okay, the game of chess. But instead of just simply sending the
set when you mail it out? What if you also sent a little card that explained how you know
where chess was created? And who, who came up with the game of chess? And maybe
how it changed through the years, potentially? Whatever it is, okay, some fun facts about
the game? Well, you just hit their growth. Need, right, you hit the growth thing, or what if
you also or instead, either way, something that's that was for beginners, like the best
moves, that you can learn how to do to take you from beginner to novice, right? Or the
way that you need to look at the board such that when you see, you know, this piece in
this position, you need to be ready to do moves 123. That's growth, because you're
teaching them how to play the game and get better at it. Right? It's pretty cool. Do you
see how fulfilling someone's growth need can be like, it's just, it's very simple, but super
fulfilling. Most of the time when I open something I purchased, and they snuck something
in like that, okay? It hit a variety of my needs. Because I didn't expect it. Okay, so that was
variety. It hit my significance need because, wow, look, they thought of me, that's they
made me feel special. I you know, I got some recognition here some sort, right? And then
you taught me something along the way. So now I'm growing. Do you see how easy that
is? Do you see how easy it was you just hit three of my knees right there by putting a little
insert in to a game that you sold me. And I didn't know you were gonna do it. And it wasn't
anything extra, it was a little printing something cost you a couple of pennies. But boom,
you've hit some needs. Powerful, huh? It's almost an afterthought for you, especially if
you're serving, if you're focused on serving, it is an afterthought, because all you care
about is making your customer feel so good and so valued, that you're going to do these
little extra things, you're not even going to realize that you're hitting needs, and you're
delivering on these. So what I want you to do is be fully aware of all the amazing things
that you're doing in your business, because you're probably going to be surprised that
you're hitting some needs and you didn't even realize, and that's really awesome. So when
you leave a customer with positive feelings, that spreads goodwill, and it creates brand
loyalty. So let's do that. Are you fulfilling the need of growth? In your offering your product
combination? If you're not, could you if you can do it, if you already are. Congratulations,
that's awesome. Go look at your business. Ask yourself about the growth need. Put it in
there if you can celebrate if you've already done it if you can't, no big deal. What else can
you do? What other needs can you meet? And let's just keep moving forward. Go and be
legendary.
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