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 00:00

Hey everyone, welcome to another episode of legendary leaders, we are wrapping up this
little mini series. Today, we are on episode six of six, where we have been talking about
meeting the needs of your customer.

 00:14

And I have had fun doing this, I hope that this series has really caused you to think

 00:20

and view your offer and your product in a different light, a different lens, okay, no longer
are you trying to dance to the beat of the music without letting your body move right.
Now today, after we go through the sixth knee and how you can put this into your offer
and product combination, you're going to be dancing to the beat. So strong, people are
going to think, Oh my gosh, he's

 00:43

always been dancing, what the heck, in the same way that they're going to think about
you and that through that perspective, they're
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 00:49

going to look at your offering your product combination and think, wow, this is the perfect
thing for me. It meets exactly the needs that I have. And ultimately it's going to solve my
problem. They're not going to realize meeting their needs. People don't think like, oh, but
it still is this offer delivering certainty? Ah, nope. mark it off the list? Or are they making me
feel significant? We don't ask ourselves those questions, right? We don't, it's not conscious.
It's subconscious. And that's the whole point. So you're going to hit their needs
subconsciously, but it's going to resonate with them. And as such, they're going to allow
you to be the person to help them solve the problem they're having. And that is amazing.
All right. So that said, let's go ahead and talk about the sixth basic human need. Okay, the
sixth basic human need, we're gonna be talking about contribution. contribution is the act
of giving back, right? It's giving or doing more impacting more than just yourself. It's
feeling as though you've done something bigger than just you. That's really important. So
let's think about this one, because you see brands out there doing it all the time, and you
appreciate when they do it. But maybe you don't realize why you appreciate it. This is
gonna be fun. We use some examples. A good one is Tony Robbins, when you buy a ticket
to an event, he donates so many meals to Feeding America. Okay, so for every ticket that
you buy, depending upon the level the ticket, he donate so many meals in your name,
right, so to speak, to feed America. And, and so what that means is, people who don't
have food are fed because you bought a ticket to an event. That's contribution, you're
contributing to something bigger than yourself. Pretty cool, huh? Now, Tom's Tom's is a
shoe company, and you probably already are already aware. But Toms, when you buy a
pair, they donate a pair bombas the socks, right? The sock company, they when you buy a
pair of socks, they donate a pair of socks? It's one for one. Why do they do that? Well,
number one they want to contribute. It's it's within them, they want to meet their human
need of contribution. But they want you to feel the fact in the end the action of when you
purchase from them, you can meet your need of contribution.

 03:23

And it works.

 03:25

Now work, still a caveat here for just a second. If you can't give a wonderful, you know,
give something away, if you can't donate if you can't, right now, financially, you just
cannot afford to do that it is not in your financial budget.
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 03:40

And don't do it.

 03:42

Okay? You cannot tank your business before you even get started. Really. Okay. So to
start, maybe you don't meet this need. Maybe you can meet the other five, but you can't
quite meet this sixth one

 03:56

yet.

 03:59

Okay.

 04:01

But you put it in your vision, you put it in your growth path pathway, you put it in your
model, so that whenever you start getting X dollars in revenue, you inject it in. Okay, so
the key word there is yet maybe instead you donate some of your time, right? Maybe you
can't donate anything, you know, as a from a product perspective, but maybe you provide
a service. And for every purchase, you offer an hour of your time for free to a community
or a subset of individuals, maybe it's school aged kids, for example, that you're mentoring,
or you develop or whatever. Right. And you provide that service for free. Maybe, like for
example, I have, you know, online programs and so maybe you could give access to some
some individuals, create the category, create the, you know, the parameters of who you
would offer it to for free but maybe get free access, right. There's a lot of things that you
can do that Products already there, it doesn't cost you anything necessarily. So you could
totally do that. make people feel good about helping other people with what they
purchase. For me. That's how you meet the contribution need. Very simply, there are other
ways. That's the easiest way, it's most direct way right? Now, we're pulling away from
contribution, because again, all of these needs when we talk about them, you're like, well,
Doug, Katrina, I get it, I get this need, I get why the need exists, I understand exactly how
it's defined. And I can see how I could probably inject that in my business, or I can see how
others could inject it, but I can't do that right now. Or, you know, my business isn't
structured that way. Yet, whatever the case may be, but you get it, right, the light bulbs
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have gone off, you get it, you're with me. So I'm gonna move on for just a second. And let
me hit this, you know, overarching point, you get to the needs make sense. None of them
are crazy. And you see how you can deliver on them. So here's another caveat. Some
people are gonna say, Oh, I just need to do this, while I'm in sort of phase, to get the ball
rolling. And then, you know, once I get some loyal followers, and I create my tribe, then I
don't need to worry about the six needs anymore, because that was just a start, right? I've
had this conversation, which is why I'm bringing it up to you. That's not the case. Okay,
why would you take away meeting someone's needs?

 06:35

Why wouldn't you just serve,

 06:38

no matter the phase of the growth or, you know, maturity, or evolution or whatever phase
your businesses in your customers don't care about that, that doesn't mean anything to
them. That means something to you. The phase that your business is in matters to you,
because you will be taking different action in your business. But at the end of the day, your
customer should still be getting super high levels of service, quality products, and you
should still be meeting their needs. So that's where I want you to step back and think
about it for a second. If you thought for a second, oh, well, I'll just start meeting the needs
with this product. And that'll be our base product. But once I get past that base product,
I'm not going to worry about the needs anymore, because I've already got a tribe and
they're feeling good. So I'm good, I don't have to worry about the needs. Don't do that.
Don't do that focus on meeting the needs of your customer, delivering to them serving the
highest level over deliver to them. All right, because that's what you would want. And
that's the kind of business owner and leader that you are, you're here to serve. It's not
about the money, if you serve the money is going to be there. So how do you serve them?
How do you meet their needs? How do you do with every product with every service that
you offer? How do you do it no matter what phase of business that you're in, and you just
continue to over deliver. If you do that, you're never going to have to worry about where
next customer is going to come from. Because you're going to have so many loyal
customers. And they're going to be giving so much advertisement for you by word of
mouth, which is priceless. That I mean, you're sitting in an amazing place. And that's
where you want to be all because you did things for the right reasons. So if you're thinking,
when I come up with another product, I have to worry about needs or up whenever I get
to this phase in my business already have a loyal following. So I don't have to worry about
it. Remember these few things over deliver because it's the right thing to do. And number
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two, customers don't care about what phase of business you're in, they don't know and
they don't care. They want what they want to purchase the service or the product. And
they want the best of the best. And you need to deliver to them. You care about your
phase of business they don't, they just care about the end result, make sure that you focus
on delivering the best end result that your customers are going to be blown away by. And
they're gonna feel so good about buying it from you. They're so certain that it's going to
work. There's a little variety in there, right? You made them feel important that you made
them feel significant. Right, there's a connection, they have a connection with your brand,
there's some loyalty there as a result of it, you're helping them grow, they're learning
something new, they're getting better at whatever it is. And you know, last but not least,
you're throwing some contribution in there, you're making them bigger, and show that the
impact they're having is just not on themselves, but on someone else, or you know,
broader across the world. If you can do those things time and time again, in your product
offer combination. You're going to have a loyal following. And you're going to be able to
over deliver. So that's what I want to leave you with. Go now that you have all six, look at
your business if you didn't do all six of them each day. Now go look at all six of them.
Once figured out how you're going to work all these pieces together, but go do it accept
this challenge. It will serve you well. I promise it will serve you well. Go and be legendary.
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