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Experiences are made up of 3 things.

TIME
EMOTIONS
MEMORIES
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Experiences are TIME WELL DESIGNED.

Don’t confuse ‘saving time’ with ‘eliminating sacrifice’ these are not the same things.
Eliminate what we hate, replace it with something surprising/interesting/unexpected.

Attention. Time. Money.
Be photo worthy. Time and attention worthy.
Imagine if people felt compelled to take pictures when they were with you in your office!




Presenter Notes
Presentation Notes
Service is all about saving time … 


Experience is about time well spent and really TIME WELL INVESTED. 

Spent – Fold and Flop vacation. You fly to some place hot, get a tan and eat and drink what you want.
Invested – You climb a mountain. You go on a retreat. You are TRANSFORMED


Progression of Economic Value
o O

TIME WELL SPENT
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Needs and wants and needs. That’s a joke.

We have been constantly moving away from/evolving from the AGRARIAN economy.

New economy is driven by what we spend on money BUYING and DOING with our time.

The Agrarian economy? Nobody had any time.
Industrial created time and disposable income and STATUS. 
Status and meaning. Stuff. Nicer Stuff. Nicer stuff from further away places … 
Services – new offer and also MORE TIME … Status. The things we then did … Travel, etc.
Now … Experience … We are stuffed out, we are bored by convenience and our status is defined by being MINIMALISTS who DO THINGS that are UNIQUE AND COOL.
What’s next?
TRANSFORMATIONS. But this is also a different keynote. 

Everything gets better and cheaper, and value is measured by what you do with your clients TIME.
IDEA that will sound crazy. Host a weekend retreat with your clients – your own FESTIVAL. TIME WELL INVESTED.
Prove me wrong. Thin about the POEV what does it tell us – Clients are ‘over’ 1 hr meetings. They want more … 
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Its all about saving the customer’s time. Time to be spend elsewhere and with someone else.

What happens when you get less obsessed with this?
Making things faster – to save someone time – is easy. Take stuff out. 
Check yourself in. 
Check your own groceries.
Get a fast pass for Budget.
Thanks to covid – SCAN YOUR OWN BOARDING PASS.
Every time you improve service, you take something special – your story – out.
CHECK IN STORY.
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If saving people time is so great why does nobody want to pay for it?

Everything is a commodity.







The Service Economic
Commoditization Equation

rT+rF+i#C=

Reduce Time spent with clients
+

Reduce Fees
+

Increase the Number of Clients

more Money
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Surprise.
Stage.
VALUE.
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We pay more for things that engage us in an inherently personal way.
When we feel seen.
When we are surprised.
WHEN WE WANT IT. Which is why EXPERIENCE is so important because experience when done properly, is very PERSONAL. Not everyone likes it. That’s a good thing.
When its nice.
When we feel better.
When there is a story.

I could do this all day.
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TRIBE.
Belonging.
Secrets.
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Time well spent. It’s a micro vacation. 
The service is subsumed up into a larger experience. The haircut is $10, the $40 is the time I spend there and how it makes me feel. 
The price of fuel fluctuates through the day! 
Instead of thinking about saving time, think about creating memorable moments in time.
If I were in the gas station business, I’d look to the future – electric cars charging at home – and shift now. Gas stations are what when you don’t need gas?
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Shameless plug! Fun story though.
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Instead of a workshop – a retreat – time well invested.
Escapist.
Educational.
Entertaining.
Environment? Amazing. 


cnsmmaﬁ CLIENT. Erpénlsnc"é""

WHAT PAIN POINT CAN TOU
REMOYE FROM THE PROCESS?

WOwW CAN YOU MAKE IT MORE

WHAT 5 CAMN TOU
SHARE WITH THEM?

0w Serafegic Consulbing
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These are the 5 questions you ask to shift from Service to Experience.

DECREASE Sacrifice not time.
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All three are examples of using time to create greater value.


Ways to Use Time

* Slow Down the Service

* Treat Clients Like Guests

* Go Beyond the Process
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Slow down the service to give time to engage the client

Treat your clients like guest in your home.

Go beyond doing the process of being an advisor and create special time with the client 


CREATNG GREATER




Mastery Is
yours when
you shift.

More at SeriousShift.com

Join the
Conversatlon
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