Understanding Customer Needs
Before you can develop a value proposition, you first need to understand key stakeholder needs.

What is each person trying to achieve with the project from a corporate perspective? Which criteria do they use to select the best vendor and solution? What personal goals need to be considered?
https://www.youtube.com/watch?v=2C-2v99paQM


Creating a Customer Centric Business
Ranjay Gulati, Harvard Business School professor and author of "Reorganize for Resilience: Putting Customers at the Center of Your Business," on how to deliver what customers really want.
https://www.youtube.com/watch?v=W3tyEsTed4k


'How to Make Choosing Easier' by Sheena Iyengar
Every day, consumers are faced with many options for all of their needs, from medications to toothpaste. In her presentation, Iyengar noted that having so many choices when making a purchase is not always the best thing to increase revenue. Humans can sometimes be paralyzed with "choice overload" and would rather not choose than to struggle through making a decision.
https://www.ted.com/talks/joseph_pine_what_consumers_want?language=en


'The Art of Asking' by Amanda Palmer
Connecting with a base of fans or followers is important, and having their input and support on a matter is likely to resonate with them more than assumptions about what they would like to see. Palmer detailed the outpouring of fan involvement she experienced simply by asking a question. In return, she got much more than she bargained for and her following is better for it. https://www.ted.com/talks/amanda_palmer_the_art_of_asking?language=en


‘What Consumers Want' by Joseph Pine
While the title does, in fact, speak for itself, people who make purchases want much more than simply the object in their shopping carts. Pine asserted that an authentic customer experience is just as valuable as a high-quality product that's for sale. In this day and age, when customers voice their opinions on public platforms, it's now more important than ever to give them what they want. 
https://www.ted.com/talks/joseph_pine_what_consumers_want?language=en




'Want to Help Someone? Shut Up and Listen!' by Ernesto Sirolli
While experts may believe that they know best, it's vital to recognize that consumers are the real thermometers for what should happen next in the realm of the customer experience. If people spend their whole professional careers telling others what to do, then they don't really have their hand on the pulse of what's happening. In order to help consumers make better, or at least easier, decisions out in the marketplace, marketers must listen rather than impart their own assumptions.
https://www.ted.com/talks/ernesto_sirolli_want_to_help_someone_shut_up_and_listen?language=en


 'How to Get Your Ideas to Spread' by Seth Godin
[bookmark: _GoBack]Godin, celebrated marketer and bestselling author, noted that marketing is an art. If you try to spread an ideal to everyone, it's likely that it won't stick with a number of people. Instead, it's important to pay attention to your existing audience rather than the masses and make your brand more special for them. A catered customer experience is a remembered one.
https://www.ted.com/talks/seth_godin_how_to_get_your_ideas_to_spread?language=en


