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= Exceed higher goals

= Take actions to EnergizeGrowth® NOW
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YOUR COMPANY
* Increased “channel chatter”

* Inconsistent branding & messages
= Do more with less talent

YOUR CUSTOMERS

= Overworked

= Crave simplicity
= Changing priorities & power

./ 4
THE ECONOMY ’

= Increased labor & materials costs
= Cash stockpiles ($1.84T in U.S)*
= Tighter credit

. y

* Source: The Wall Street Journal, 7/20/2010
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WWEELGREE | Relationships
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“The Beast loves to take dreams and turn them into nightmares.”
-- Daryl Conner, Author, “Managing at the Speed of Change”
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instead?

4. What kind of actions and results could those ways of being
produce for you?

5. Who do you choose to be? “Who I choose to be is...”
6. What is the first action you will take that expresses that way of
being, and that will move you towards your desired result?

Source: Robert Middleton, vwww.actionplan.com inspired by www.thework.com
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http://www.actionplan.com/

a. Yes

b. No, we ignore the Beast.

c. We have no Beasts lurking.
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=Tighten your profession#!tandards
d collaborations to foster

nities where your clients can |
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Competitive | Distinctive Breakthrough

(no (a few things Dominance
distinguishable make your (nobody else does
characteristics) company unique) | \vhat we do)

Product
(tangible)

Service
(intangible)

Relationship

Source: Alan Weiss, www.summitconsulting.com
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Competitive | Distinctive Breakthrough

(no (a few things Dominance
distinguishable make your (nobody else does
characteristics) company unique) | \vhat we do)

Product credit cards
(tangible)

seventh

GENERATION

(intangible)

Relationship Success fees 120,000 in fan club

&= EVERSHEDS

Elance > 4
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| Vappwness
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SHOP &SHARE

WITH
MY.ZAPPOS.COM

A New Way To Shop Online
With Your Friends!

[ ADD STUFF TO
1) § YOUR CLOSET

SHARE ITEMS
2 WITH FRIENDS

3 SEE WHAT YOUR
. FRENDS THINK!

TRY MY.ZAPPOS.COM

2009 ZAPPOS
CULTURE
BOOK

Hot Off
the Press.

»SHOP NOW

Our Unique Culture
Zappos Core Values
Zappos Blogs
Zappos Events
Zappos Video Experience
Zappos Community Involvement

Zappos Life Coach - Dr. Vik

Zappos Library

Zappos Gear

Zappos Furry Customers

Zappos Customers-In-Training

Follow

ZAPPOS
“twitter

Follow Zappos!
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Relationships
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Develop a Implement Improve Improve  Aggressively

technology product internal internal manage the
vision ownership and business training Beryl Brand
management  processes
philosophy

S

Enhance learning &
growth for non-call
advisors

Learning Enhance learning &
& Growth growth for coll advisars @ @ @
Perspective

Recruit new positions &
talent

Internal Business |Develop a centrolized
implementafion funcion
Develop a centralized @
Q@A funciion

Develop a product
management funtion

Increase revenue year
over year

Keep the clients we
have {retention

Used with permission, The Beryl Companies, 2008. Ene‘l‘gi eG rOWth
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Just How Powerful Are Great Customer Experiences?
Consider the stock performance of firms with the highest and lowest customer experience (CXP) ratings:
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B CXP Leaders
m S&P 500 Index
m CXP Laggards

© 2010 Watermark Consulting

Copyright 2009, Lisa Nirell. All rights reserved. | www.energizegrowth.com

EnergizeGrow'th



FOREWORD BY 9UY KAWASAKI

des of Alltog nd asthor of Taality Chach aed The At of the Start

GROWTH
NOW

http://www.energizegrowth.com/ideas11 %

The Marketing Guide
~ to a Wealthy Company

Blog: blog.energizegrowth.com LISA NIRELL
YouTube: www.youtube.com/user/energizegrowth
Web: www.energizegrowth.com
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ommit to one action step to adaress gaps.
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