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N . } 7.5 Become a Voice of Value to Your Tribe Customers with at least one shop
Be a thought leader in your industry. — Part ofdellyerlng ° vyorld clgss experience to your (S H I FT. Ca m p Il Summary — "After" phase {
customers is becoming a voice of value to them. / After "lead to customer" phase
Creates an emotional connection. Show the attempts you took to come up with a service ) "Customer into fan" section - experience
. 7.0 Summar {
Create a heritage of your path and what you have } / product. 7.6 Tell Them All the Trouble You Go To y Brand in word is the Experience.

— Tell your story (path, background, heritage).
done so far. y y (P 5 ge)
Tribe = group of people, and might have their own ___ The goal is not to control people, but to create
Great organizations don't go for a very talented coach, [ rituals and believes platforms.
but, they go for a professional company (system) to — . o thai .
make sure they have long-time cooperation. 7.1 Building Your Tribe of Raving Fans — (- FOcUS On WOWINg teir CUStomers.
If a business doesn't have a system, it cannot be sold - g ene esier i FelEensps:
some day. — Qualities of extraordinary businesses ~|_ Creating a sense of theater around their products /
CRM — Marketing — SEIVICES.
Sales — A system for consistently delivering great experiences.
— Systems —
Actual activities — Fulfillment — , _
— Find their need.
Executive activities — Administration —

There is a difference in what people want and what
7.7 Products Make You Money, Systems PEoP

Systems need to work together (get synced), not A 1 1 o they need.
separately. Make You a Fortune — 7 Dellverlng A World-Class _ _ o
o Basic essentials of people (food, water, ...) — Resolved based on culture (civilization).
Customers don't find out how good a product is unless | EXperlence —— Need q hi
they buy it. 7.2 Sell Them What They Want but Give VETY on€ heeds a coach:

—— Definitions:
Every section of business have to be more than 1 to N Them What They Need Want
make sure the business doesn't go risky. Demand
There are people who cannot make their bed, but they | The important part of a product is the customer's use L
d = o — Have a system for clarification on usage.
o work at McDonald. of that product rather than selling it.
Valuable asset (the business) _ Unsatisfied people talk about their feeling more than
Ability to expand Summary of benefits of systematic business: — satisfied ones.
Lowering labor costs _ , . ,
Two basic functions of every business are marketing
and innovation.

% Don't be a business, own it. — 7.8 The Power of Systems - The Ability to Fire /.3 Create Theater around Your Products _|_ Innovation goes far beyond the actual product that's

Yourself and Services sold.

— Innovation of blender (video) by Elham Akhlaghi Manesh
Solve all of your challenges. —

Think of technology as an employer; ask if you need it

Last customer is the one who buys the whole business.
or not.

Think about them. 7.4 Use Technology to Reduce Friction {

— 7.9 Your Ultimate Customer Analyze your parameters on your sections. — KPIs on website, ...

Think about how much you are going to sell the
business and validate your activities based on that.

In the daytime, act as a business owner, and do it
investor at nights.



