DO YOU KNOW WHAT YOUR CUSTOMER NEEDS?
Male Speaker: 
Welcome to Build Your Tribe with your host, Chalene Johnson.
Chalene Johnson: 
And we’re going to talk about what your ideal customers, what your lifers need. And that’s the basis. The basis is really figuring out what people need that you have what knowledge you have that others will look to you to provide for them. So this is kind of a fun thing for you to do.
First and foremost, you’re so smart. I bet you already have a pen and a piece of paper, something to take some notes on and to do some brainstorming because that’s a really important part of our process today.
I want you to take a time machine back to visit you, the person you were, the things that you knew, the things that you didn’t know when you first got into this. I mean - and I don’t know what this is, but if we went back in time, say 5 years or 10 years ago, what was it that you needed to know back then that you do know now? What do you know now, today, that you just feel so compelled to share with other people because you’re like, “Hello, duh, if you just knew this, it makes life so much easier.” And now, it might be such second nature to you that you can’t even remember back when there was a time when you didn’t know this.
So I want you to actually take yourself back before today, way before today when you were struggling, when you hadn’t learned the things that you today. So for me, myself, after graduating from college and working, you know, five jobs at once, the one thing I did know was that I needed work ethic. And I had to work hard and I knew that I was creative and I knew that I was driven and I knew I had big dreams. And what I didn’t know, the piece that was missing for me was focus and organization.
I knew how to work myself to the bone. I knew how to be excited about something and then takeoff and to go a million miles per hour. I knew how to get excited and not to have fear to try new things. But what I didn’t know how to do was to develop a plan. I didn’t know how to set a goal for myself and then tackle it.
I could set a goal. I just didn’t know where to start. So I spent so much time spinning my wheels and, you know, working myself to the point of exhaustion without really seeing results. Number one, I mean, you know, what results I was looking for. So what I needed back then, that person back then needed focus. I didn’t need motivation. I didn’t need drive. I needed to learn how to get organized.
So when I thought about, “Okay. I want to work with someone like me.” You know, someone who is self-motivated. My lifer is somebody who isn’t afraid to work hard but they want to work smart. They just – they need the thing – they need that thing that I now know, that thing that I’ve mastered which is focus and organization. So what I created was my 30-day challenge. And my 30-day challenge or what I call the 30 Day Push, 30daypush.com, I taught people specifically those things that I saw they needed.
Now ironically, and I want you to consider this, the things that people need are things you’re going to go, “Really? Like people don’t know how to do that? And is this something of importance? Is this unique enough to start a relationship with a customer?” What I was teaching people was how to create a to-do list, how to set goals and master goals and how to get more done in a day by doing less.
Now I’m here to tell you, I didn’t invent any of that. There’s a bazillion people long before me who were the masters or who have been known as the gurus and the experts at getting things done and to-do list and goal mastery. So forget about whether someone can get it from somebody else. I just want you to think about what do you know today that you didn’t when you first started? What does your lifer, that person who is you but way at the beginning of the journey, what did they need to know? Because we start with that, and from that, once we know what people need, we can give them that.
It is that “me” that you’re going to give to people which is going to attract your lifer. In other words, if your customer, the person that you’re trying to attract, if what you’re trying to give to them is something that they just don’t need, then you won’t be attracting the right type of customer. So if I was trying to give people something that gave them motivation and drive, I wouldn’t be attracting my lifer because my lifer, my ideal customer, is already driven, is already motivated, is already really excited about life, and I don’t want to attract people who aren’t, quite frankly. So if I try to come up with like, you know, something that gave people motivation and the excitement and drive, I’m going to attract somebody that I don’t necessarily want. I don’t want people who already have that. I want to attract people who need organization and focus.
So take out your pen and a piece of paper, and what did you need? I’ll tell you what I needed. I needed structure. I needed to understand, once I set a goal, how do I accomplish it? Where do I start? I needed to know, where do I start? I needed to know, how do I decide what’s the goal to start with? I needed to know, once I decided what that goal was, how do I even figure out what my first steps are? What did you need to know back then?
So take a moment. You can put me on pause. And I want you to write down what did you need to know back then that you now know, that your lifer doesn’t know and you can share with them.
Now, we’re going to go through a series of questions together. And I want you to have the right mindset when you’re going through this.
Number one, you’re probably going to see the same answer to a lot of these questions. And that’s a really good sign because that’s just telling you the answer is right there in front of you.
Number two is you may be looking at these answers from two different perspectives. And I want to use one of my very good friends and a member of our Three Percenters, Tiffany Bymaster, as our example here. Now she started off as a makeup artist and has done a lot of television and film and about every single one of my fitness videos as a makeup artist. But as her career developed, what she found she was really gifted at was becoming a kind of a branding and image specialist. And the clients that she started working with weren’t just working with her for makeup necessarily but helping them understand how to use their personal brand, their personal image, to make the most of their message so that they’re really making an impact from the moment people see them. From their photos to being on video, to the colors that they choose, how they wear their hair and their makeup.
Now when I took her through these series of questions, two people come to mind. The first of which is people who are just generally attracted to her because they know she’s a makeup artist. And the second people, second group of people, who are attracted to who her are really what she would consider her lifers. In other words, they’re entrepreneurs. They are people who are - you know, they have a message to share, a lot of them are doing online marketing and they need to understand how their image on camera, on film, in person, on stage, affects the way that they can help other people. And those are two different people.
Now somebody who’s, you know, finding out about her and has questions about hair and makeup might initially come to her assuming that that’s what she does. But ultimately, they may learn more about what she does as a branding and image consultant. It’s very much like the people who don’t know that I do this kind of stuff. They think I just do fitness videos and they’re attracted to me because they want a six-pack or they want to lose weight in a couple of months. But once - and that’s fine, so I have answer these questions for my kind of entry level, kind of the masses. And then I want to answer these questions that I’m about to take you through thinking about your lifer, all right? So answer these with me on the paper.
The first thing I want you to ask yourself is - and again, you might have the same answer show up time after time. But what’s the number one thing people are always asking you about? Now for me, I would answer that and say, “Well, the general public, like if I just looked at my Instagram feed or my Facebook wall, the number one thing people would ask me about might relate to exercise. Like, what’s the best workout program? Or how do I spot reduce a particular area?” But I would answer that question differently when it comes to my lifer. And some of the number one questions I get from lifers are, “How do I learn to do less? How do I know if I’m doing the right thing? How do I understand what my first steps are in starting my plan B, in starting my own business?” So answer those questions for yourself.
Now you might only have right now one tier. Maybe you’re in network marketing and you’re thinking about this just in terms of people who will be either your customers or perhaps they will be your distributors, coaches, your downline, whatever you call it in your organization. But answer that question. What’s the number one thing people are always asking you? You get this question all the time.
The next question I want you to ask yourself is, if you could go back in time and do things differently from the start, knowing what you know today, what one thing do you get - “Man, I wish I knew that sooner because life would have been a lot easier, quicker, had I known that today”? What would you be doing differently if you knew how much it would have helped you?
Next question is, what’s the one myth or like misconception that people have that you have to address? So for me, personally, the number one myth, as it relates to fitness and exercise, is that you can spot reduce, because you can’t. That’s the number one myth. That’s important. That tells me something. If I’m getting that question all the time and that’s a myth, that’s going to be very important to you later.
So what’s the number one myth or misconception as it relates to my lifer? The number one myth or misconception is, for entrepreneurs, you’re suppose to learn how to do everything yourself. That if you’re an entrepreneur, you’re supposed to learn how to code your own website and build your own software and manage your own clients and design your own logos and all that stuff. That’s all a myth. But see, I answer that question differently based on the two types of people that I’m attracting.

So what is that thing you’re like, “Oh, it just drives me crazy that people actually think this is the case and it’s not”? What’s the number one thing? What mistakes, if you had to pick three mistakes, that people are making you know you could help them with? What are the three biggest mistakes people are making as it relates to your expertise, the expertise that you have today?
If you could stand on a soap box and talk to your future customers and I just gave you five minutes to get a very important point across to them that you know would help them, what would that message entail? What’s that thing that you’re just like, “Man, I just want to shake people and say, ‘This is going to help you. You need to know this’”? What is that topic? What one mistake do you know you could have avoided if you just had that piece of information, if someone had just told you early on not to do something? What would that be?
Now you’ve probably seen some of the same answers pop up over and over and over again. And that’s a really important thing for you to look at. Again, there’s those common questions that like everybody asks and then there’s those questions that your high-end or your lifers ask, the people who ultimately you want to work with, the people who are most like where you are today and they’re just earlier in the journey.
And take a look at this because what you’re looking at on the paper is the need. You’re looking at what people need, what they need to know. And this is telling you that if you can give this to people, they’re going to find you. They need – people know they need this. And if you can give it people, they will find you. And when they do find you, if this is what they’re – you’re giving to them, they become lifers. This is the most important.
You know, when someone gives you something that you don’t need, it has no value to you, right? I mean, if you had that, when someone gives you a gift, then you’re like, “I already have this.” Or somebody - you know, there’s a free giveaway and it’s supposed to be enticing so that you’ll buy something else, you’ll get this free giveaway and you think, “Well, but I don’t need that.” So there’s no real incentive. What you’ve put on paper is what people need. This is going to make a difference people’s lives.
Now you might think yourself, “But yeah, but they can figure it out themselves. They can Google it. Someone else is already teaching this. I learned it from so and so. So why would they want to get it from me?” Because people are looking for your delivery. They’re looking for your twist on it. Like I said, I didn’t invent to-do list or goal mastery or reverse engineering. I just have a way that I believe works really, really simple for people to use their iPhone or their smartphone to be able to become more focused.
You don’t have to be an expert. You don’t have to be the expert. You don’t have to be the person who invented this. You don’t have to be the person who solved this need. You just have to have your own, and it can be very small, the tweak, the way that you explain it, the way that you deliver it and your own personal take on it.  But what you’re looking at is what’s going to attract your customers.
This episode is a special episode brought to you by marketingimpactacademy.com. It’s an online school that we open up registration to just once a year.
If you want to build a better online business, if you don’t want to be a slave to your laptop or your phone or to feel like you’re constantly on social media, if you don’t want to waste a ton of money developing websites or spending money on SEO experts, I invite you to check out marketingimpactacademy.com. And if we have already closed registration by the time you hear this message, don’t worry. We’ll put you on our list and you’ll be first to be notified when we open up registration next year.
To learn more and to take advantage of my free teaching videos, go to marketingimpactacademy.com, and of course I’ll include a link in my show notes.
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