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Overview: Customer Obsession

2

What does the masterclass cover? 
→ Introduction: Cultivating Customer Obsession

in Your Business
→ Benefits of Customer Obsession
→ Empathy and Customer Obsession

→ When to Be Customer Obsessed
→ How to Steer Your Business Towards Customer 

Obsession

Innovation thrives when customers are at the core. Dive into this masterclass to cultivate a customer-
centric mindset, aligning your solutions with your customer’s heart, mind, and wallet.

Customer obsession drives product and service innovation tailored to create market-leading offerings, 
setting the pace in your industry and contributing to accelerated business growth.

Tune in to your customers; feel their vibe. With this masterclass, learn to keenly listen and adapt, 
ensuring your offerings hit the mark every time, fostering loyalty and sparking enthusiastic referrals.

Embedding customer obsession in your team's ethos cultivates a proactive approach to service and 
innovation, encouraging them to take ownership and pride in driving customer success.

The free masterclass and playbook are available at:
https://howdo.com/masterclass/mindset/customer-obsession/ 

How does this help you? 

How does this 
accelerate your growth? 

How does this 
delight your customers? 

How does this  
empower your team? 

Where is this Masterclass 
available? 

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
https://howdo.com/masterclass/mindset/customer-obsession/
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Business Evolution Teaches You Innovation – for Free
What Is Innovation? 

How Does Innovation Help You? 

5

Innovation is the process of introducing new solutions to your business.

Innovation helps business leaders:

• Grow revenue by identifying untapped markets and creating new solutions. E.G.: Amazon created the cloud computing category by launching AWS.

• Decrease operating costs through automation, continuous improvement, supply chain optimization, and efficient resource use. E.G.: Toyota reduced 
waste and costs with lean manufacturing and just-in-time inventory.

• Delight customers by improving customer service, anticipating needs, and personalizing experiences. E.G.: Netflix keeps users engaged with AI-based 
content recommendations, increasing engagement and reducing churn.

• Mitigate risks by proactively identifying and addressing potential threats. E.G.: Siemens uses AI-powered sensors to predict maintenance and prevent failure.

• Empower teams to increase productivity by automating tasks while accelerating creativity. E.G.: Google’s innovation policy led to the creation of two of their 
most popular products: Gmail and AdSense.

• Attract investors. Investors prefer innovators. E.G.: The most innovative companies are consistently the most valuable companies: Alphabet (Google), Amazon, 
Apple, Meta (Facebook), and Microsoft.

Solutions can be products, platforms, processes, services, technologies, experiences, and brands.

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
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Business Evolution Gives You a Comprehensive Curriculum 

6

These Free Masterclasses Walk You Step-By-Step Through the Innovator’s Journey

Develop the mindsets 
that drive business 
innovation and growth.

01

Mindset

• Growth Mindset
• Resilience
• Continuous Learning
• Data-Driven Decisions
• Customer Obsession

Grow your business by 
designing solutions that 
customers need.

02

Plan

• Customer Analysis
• Competition Analysis
• Market Analysis
• Solution Analysis

Boost growth using 
proven tools from top 
companies.

03

Tools

• Key Performance Indicators
• Weekly Business Reviews
• Product Management
• Startup Accelerator
• Business Incubator
• Mergers and Acquisitions
• Research and Development

Build talented teams that 
act with urgency to drive 
growth.

04

Team

• Talent Acquisition
• Corporate Culture
• Team Experience
• Mentorship
• Communities of Practice

Accelerate your growth with educational videos, full text, and masterclass updates.
Register today on https://howdo.com or follow HowDo on YouTube, LinkedIn, Facebook, X and Reddit

You Are Here

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
https://howdo.com/masterclass/mindset/growth-mindset/
https://howdo.com/masterclass/mindset/resilience/
https://howdo.com/masterclass/mindset/continuous-learning/
https://howdo.com/masterclass/mindset/data-driven-decisions/
https://howdo.com/masterclass/mindset/customer-obsession/
https://howdo.com/masterclass/plan/customer-analysis/
https://howdo.com/masterclass/plan/competition-analysis/
https://howdo.com/masterclass/plan/market-analysis/
https://howdo.com/masterclass/plan/solution-analysis/
https://howdo.com/masterclass/tools/key-performance-indicators-kpis/
https://howdo.com/masterclass/tools/weekly-business-reviews/
https://howdo.com/masterclass/tools/product-management/
https://howdo.com/masterclass/tools/startup-accelerator/
https://howdo.com/masterclass/tools/business-incubator/
https://howdo.com/masterclass/tools/mergers-and-acquisitions/
https://howdo.com/masterclass/tools/research-and-development/
https://howdo.com/masterclass/team/talent-acquisition/
https://howdo.com/masterclass/team/corporate-culture/
https://howdo.com/masterclass/team/team-experience/
https://howdo.com/masterclass/team/mentorship/
https://howdo.com/masterclass/team/communities-of-practice/
https://howdo.com/
https://www.youtube.com/channel/UCu_iDUoBygLZLcFOMM1VmeQ
https://www.linkedin.com/company/howdo-com/
https://www.facebook.com/HowDoers
https://twitter.com/HowDo_com
https://www.reddit.com/r/HowDo_com/
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• Innovation Leader
• Amazon: Senior Product Manager

• PayPal: Senior Director, Product & Platform Innovation

• Rosetta Stone: Chief Product Officer

• Target: Vice President, Innovation and Entrepreneur in Residence

• Techstars: Created & led the Techstars + Target Startup Accelerator

• Visa: Vice President, European eCommerce & Innovation

• Inventor: Awarded five patents for advertising, payments, and social technologies

• Entrepreneur: Sold two patents to a Fortune 50 company

• Coach: Empowered hundreds of entrepreneurs, executives, and teams

West Stringfellow created Business Evolution. Dear Innovator,

To help you grow your business using innovation, I’m excited to offer you 
HowDo’s free Business Evolution Masterclasses. 

These Masterclasses contain actionable insights that you and your team 
can use to grow your business today. They distill the growth formulas 
used by the world’s most innovative companies into step-by-step guides 
designed to transform your business ideas into profitable realities.

Having spent nearly three decades navigating the highs and lows of 
innovating in Fortune 500s and bootstrapped startups, I designed these 
Masterclasses to work for your business, regardless of size or budget. 

I am sharing these Masterclasses as 
part of my ongoing commitment 
to democratize innovation. 

Wishing you the very best,

West Stringfellow

Founder & CEO, HowDo
Creator, Business Evolution

7

West founded HowDo in 2017 to democratize innovation.

Business Evolution was Created by an Innovation Expert

West has over 27 years of experience growing startups and 
Fortune 500s with innovation:

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
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Customer Obsession

9

Introduction: Cultivating Customer Obsession in Your Business

As an entrepreneur or executive, you are the captain of your 
ship, and the course you set reverberates through every 
aspect of your organization. This course is designed to 
equip you with the strategies, tools, and mindset needed to 
steer your company towards a culture of customer 
obsession.

We will delve into actionable steps—such as using data to 
understand your customers’ deepest needs, empowering 
your team to act as customer advocates, and continuously 
refining your products and services, based on real feedback.

By the end of this course, you will not only understand the 
'why' behind customer obsession, but you’ll have a clear and 
actionable 'how'—a roadmap you can immediately start 
implementing to see tangible, positive impacts on your 
customers' experience, your team's engagement, and your 
business’s bottom line.

In an era where products are plentiful and options are just a 
click away, an unwavering focus on the customer is what sets 
the best companies apart from the rest:

(T)he number one thing that has made us 
successful, by far, is obsessive compulsive 

focus on the customer.”
Jeff Bezos

Founder and former
CEO of Amazon

“You've got to start with the customer 
experience and work backwards.” 

Steve Jobs
Founder and former

CEO of Apple

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
https://www.youtube.com/watch?v=f3NBQcAqyu4&t=584s
https://www.youtube.com/watch?v=QGIUa2sSYFI
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Customer Obsession

10

In this course, you'll embed customer obsession into your operations.

Learn to enhance marketing, improve 
customer service, and make informed 
decisions.

Equip yourself, empower your team, 
and drive business results with 
customer obsession.

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
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Customer Obsession

11

In this training, you will: 

Integrate a customer-obsessed 
mindset into your business 
strategy

Build a team culture centered 
around customer advocacy 
and satisfaction

Implement feedback mechanisms 
to continuously adapt and 
improve

Use data-driven insights to 
better understand and serve 
your customers

Make informed business 
decisions that prioritize 
customer value

Drive growth by fostering 
genuine customer 
relationships and loyalty

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
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Customer Obsession

12

Skills that will be explored

Customer
Obsession

Customer-Centric
Strategy

Culture
Transformation

Championing Customer 
Needs

Data-Driven
Insights

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
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Benefits of Customer Obsession

14

Customer obsession is the commitment that every decision, every action, and every investment is made with the 
customer’s best interest. This gives you the blueprint for a successful business that is beloved, enduring, and resilient. 

It's a visionary way of looking at your own success: when your business helps your customers thrive, so, unequivocally, do you.

Fueling Innovation, 
Improvement, and 
Market Adaptability

Don’t just listen to your customers, understand them. Let this understanding be the compass that drives your innovation.
→ Insight-driven development ensures that your innovation is targeted at what the market genuinely values.
→ Deep customer knowledge enables efficient resource allocation and allows your business to quickly pivot offerings in 

response to changing market conditions.

Securing a 
Competitive 
Advantage and 
Sustainable Growth

Your customers have plentiful options. Stand out by making your brand synonymous with exceptional care and attention.
→ By tailoring offerings to precise customer needs, customer obsession allows you to create a unique value proposition, 

making your brand irreplaceable.
→ A focus on customer needs leads to customer retention and recurring revenue streams, while reducing marketing costs 

through effective word-of-mouth promotion.
→ When you acquire quality customers through the referrals of satisfied customers, you are more likely to bring in high-quality 

leads that convert and stay loyal.

Aligning Your Team 
for Fulfillment and 
Cohesive Culture

When your entire team champions your customers you create internal momentum that is aligned with your customers.
→ A customer-obsessed culture creates a unified vision across the organization and a shared sense of purpose.
→ Focus on the end user enhances employee satisfaction and retention by creating a sense of purpose-driven work and 

fostering a positive work environment.

Safeguarding and 
Enhancing Your 
Business’s 
Reputation

In today’s digital era, one tweet can be the difference between a thriving business and a PR disaster.
→ A strong, positive reputation acts as a crisis mitigation tool. Positive customer feedback can buy time and goodwill 

during challenging times.
→ Investing in customer obsession builds brand equity, a powerful asset for partnerships, negotiations, and potential 

acquisition offers.

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/


Slide of 38

CUSTOMER OBSESSION
Mindset

15

Empathy and Customer Obsession



Business Evolution | Version 7.1 | Created by West Stringfellow https://www.linkedin.com/in/weststringfellow/ | Access videos, full text, & more topics at HowDo.com Slide of 38

Empathy and Customer Obsession

16

Being customer-obsessed isn’t just about knowing your customers—
it’s about deeply empathizing with them and sharing their feelings. 

Elevating Trust and Loyalty
Empathy is your secret ingredient for building profound, lasting 
relationships with your customers. By genuinely understanding 
their feelings and needs, you’re not just selling a product or 
service—you’re earning trust and loyalty, which is an investment 
that pays dividends in customer retention and advocacy.

Here is how embracing customer-obsessed empathy can revolutionize your business:

In summary, customer-obsessed empathy is your golden ticket. It’s a mindset as well as a strategic tool that positions your business for sustainable growth 
and success. By prioritizing empathy in your dealings with customers, you’re crafting a beloved, enduring, and customer-focused enterprise.

Unlocking Targeted Innovation
Empathy allows you to understand what your customers 
genuinely need and want. This is your north star for innovation. 
By understanding your customers' pain points, you can design 
solutions that are not just novel, but necessary. That’s how you 
stay ahead of the curve and the competition.

Empowering Your Leadership
As a leader, your empathy towards customers sets the tone for 
your entire team. An empathetic team will be more inspired to 
walk in your customers’ shoes, promoting a culture that values 
customer satisfaction as a top priority. When you lead with 
empathy, you’re cultivating a team that’s not only effective but 
also deeply engaged in the company’s mission.

Streamlining Decision Making
When customer empathy guides your strategy, it simplifies 
complex decisions. Every choice, from product development to 
marketing, is filtered through the question: ‘How will this benefit 
our customers?’ It’s a clarifying, focused approach to steering 
your business.

Enhancing Brand Reputation and Growth
Empathy for your customers translates into services and 
products that resonate, and happy customers are your best 
promoters. They spread the word, bringing in new customers who 
are eager to experience your empathetic, customer-obsessed 
approach firsthand.

Future-Proofing Your Business
Markets change, but the value of a trusted relationship endures. 
Your empathetic connection with customers is a resilient asset, 
helping your business to adapt and thrive even as trends and 
technologies evolve

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
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When to Be Customer Obsessed

18

Embracing a customer-obsessed approach 
is not a one-time event—it’s a continuous 
commitment that should guide your every 
decision and action as a leader.

From the inception of a new product idea to 
daily interactions with your clients, viewing 
your operations through your customers' 
perspective is essential.

Having a genuine understanding of 
customers’ needs should be the compass 
that guides your strategies and operations.

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
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Developing New Products or Services

19

Imagine creating a product that feels tailor-made for each customer. This is possible once you know 
exactly what your customers want and need. 

Here’s your action plan:

Schedule regular interviews or surveys. Their input is your design blueprint.
Engage with your customers

Understand the broader landscape. What are competitors missing that your customers value?
Conduct market research

Before launching, get customers’ perspectives on your prototypes.
Solicit feedback on your ideas

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
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Marketing Your Products or Services

20

Your marketing should feel like a conversation with your customer, not a shout into the void. 

To do this:

Use customer data to tailor your marketing messages, making the customer 
feel as if you’re having a one-on-one chat.

Personalize your messages

Clearly communicate how your product or service improves their life or solves 
their problems.

Focus on value

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
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Providing Customer Service

21

Think of your customer service team as the friendly, helpful face of your company

To make this vision a reality:

Quick, empathetic responses show customers you respect their time and care 
about their issues.

Be responsive

Solve their problems efficiently, but also think about how you can exceed their 
expectations.

Go the extra mile

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
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Making Business Decisions

22

When it comes to making decisions about your business, picture your customers 
sitting right there in the room with you. 

When customer obsession guides every stage of your business, from initial planning to daily operations, it makes your 
customers feel seen, heard, and valued. When they recognize this, they are not just likely to return but will also become 

advocates for your brand. In their satisfaction and loyalty, your business finds its most authentic and sustainable path to 
enduring growth and success.

For each decision, ask,
"How will this affect my customers?"

Customer-impact analysis

Sometimes the best choice for your customers may be a hard one for your 
business in the short term. Be brave enough to make those calls.

Long-term thinking

This perspective encourages: 

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
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How to Steer Your Business Towards Customer Obsession
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Embed Customer Obsession as a Core Value

24

Making customer obsession a core value ensures that it becomes a part of the company’s DNA. 
Establishing customer obsession as a core value means that customer needs and desires are the foundation upon which other strategies and tactics 

are built. When everyone, from the CEO to front-line employees, internalizes this value, the customer remains central to all business operations.

Steps:

1

Be specific and make it 
actionable.

Define What Customer Obsession 
Means for Your Company

2

Regular team meetings, emails, 
and internal communications 
tools can be used.

Communicate this Definition to 
Every Level of the Company

3

Look for it in the candidates you 
interview, make it a part of your 
onboarding process.

Integrate Customer Obsession 
into Hiring Practices

4

Make customer obsession a 
standing agenda item in team 
meetings, and encourage managers 
to do the same in their one-on-ones.

Regularly Revisit and 
Reaffirm this Value

5

Begin by evaluating your 
company's current values. Identify 
if and where the customer fits 
within these values.

Assess Current Values

6

Integrate customer obsession into your company's mission and values. 
Organize workshops and meetings to clearly communicate this shift to 
all team members.

Revise and Communicate

7

Hire and Train Accordingly

Hire and Train Accordingly

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
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Collect and Harness Customer Data

25

In today's digital age, data is an invaluable resource.
It allows businesses to truly understand their customers’ behaviors and preferences. Utilizing data effectively enables businesses to 

anticipate customer needs and personalize experiences, solidifying the customer’s connection and loyalty to the brand.

Steps:

These might include Net 
Promoter Score (NPS), 
Customer Satisfaction 
(CSAT), and Customer 
Lifetime Value (LTV).

Identify Key Customer 
Metrics and KPIs

01 02
Consider Customer 
Relationship 
Management (CRM) 
software, analytics tools, 
and customer feedback 
platforms.

Implement Tools for 
Data Collection

03
Schedule monthly or 
quarterly data review 
meetings.

Regularly Review and 
Analyze this Data

04
Adjust your business 
plan and strategies 
based on what the data 
is telling you.

Use Insights to Inform 
Strategy

05
This includes sales 
records, website 
analytics, customer 
surveys, and feedback 
forms.

Identify Data
Sources

06
Use CRM systems, 
feedback tools, or 
analytics software to 
consistently collect data.

Implement Tracking 
Tools

07
Hold monthly or quarterly 
reviews to discuss 
findings and insights.

Review
Regularly

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
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Refine Your Offerings Based on Customer Feedback

26

Customer obsession isn’t just about service;
it’s about offering products or services that customers genuinely want and need. Customer obsession means your 

products/services must evolve based on what your customers need and want. Customers feel valued when they see their 
feedback has led to tangible changes. This ensures the business remains relevant and competitive.

01
Use surveys, interviews, and focus groups.

Regularly Solicit Customer Feedback on 
Products/Services

02 Use analytics tools to understand how customers 
are using your products.

Analyze Customer Usage Patterns

03 Make regular updates to your products/services 
based on this feedback.

Iterate Based on this Feedback and Analysis

04 Show customers that their feedback is valued and 
acted upon.

Communicate these Changes to Customers

Set up multiple channels (e.g., surveys, feedback 
forms, social media) to gather customer feedback on 
products/services.

Feedback Channels

Include customer feedback as a primary agenda 
item. Use this feedback to directly influence product 
enhancements or new product developments.

Product Development Meetings

Before a full-scale launch, consider releasing new 
features or products to a select group of 
customers and gather their feedback.

Beta Testing

05

06

07

Steps:

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
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Personalize the Customer Journey

27

Personalization makes customers feel valued and seen, which increases loyalty.
Treating customers as individuals, not just transactions, is central to customer obsession. Personalization – whether it’s in 

marketing messages or product recommendations – shows customers that a business understands and values them, fostering 
deeper connection and loyalty.

Steps:

Use data to create different customer personas.Segment Your Customer Base1

Personalize emails, targeted promotions, and all communication based on 
segmented audiences.

Tailor Marketing and 
Communication Strategies2

Train your customer service team to personalize their approach, such as using a 
customer’s name and preferences in interactions.Personal Touch3

Divide your customers into segments based on purchase behavior, preferences, or 
demographics.Segmentation4

Using segmentation, provide tailored product recommendations, content, or offers.Tailored Experiences5

Regularly check in with personalized messages, updates, or appreciation gestures.Consistent Engagement6

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
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Open the Doors for Feedback

28

Customer obsession involves continuous learning from your customers.
This is not a one-off but an ongoing dialogue. Making it easy for customers to provide feedback shows that the company values 

their opinions and is willing to adapt based on this feedback.

Steps:

Regular Surveys
Send out surveys post-purchase or post-interaction to gather insights. The timing, 
frequency, and type of questions are key. Surveys should be concise and timely to 
get the most accurate and actionable data.

Maintain active customer service through emails, chatbots, and helplines. Ensure 
these channels are staffed with well-trained personnel who can engage with 
customers effectively and empathetically.

Open Communication Channels

Ensure your website, app, or physical store has clear and simple ways for customers 
to leave feedback. This could be a prominently placed feedback form or a QR code 
that leads to a survey.

Accessible Platforms

01

02

03

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
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Act on Customer Feedback

29

Listening is just the first step; acting on feedback is where customer obsession really becomes apparent.
It sends the message that the company is both interested in what customers have to say and values their input enough to make changes 

based on received feedback.

Steps:

Feedback Analysis
Dedicate a team to analyze feedback and categorize it—understand what relates to 
product issues, service improvements, or general feedback. This team should 
regularly report findings to decision-makers.

Create a strategy to implement changes based on feedback and communicate these 
changes back to customers, showing that their feedback has led to real, positive 
changes.

Implementation Plan

Send an automatic response for any feedback received, ensuring the customer 
knows they are heard. Where possible, personalize the response to show genuine 
appreciation.

Immediate Acknowledgment

01

02

03

https://www.linkedin.com/in/weststringfellow/
https://howdo.com/
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Empower Your Team

30

Team members who feel empowered to solve customer issues are likely to
do so more effectively and proactively.

They need to have the authority and the tools to act in the customer’s best interest, underlining the company's 
commitment to customer satisfaction.

Steps:

Decision-making Autonomy
Allow front-line staff some flexibility to make decisions that benefit the customer, 
without needing layers of approvals. This empowers them to solve problems 
proactively.

Create a system where employees can share their insights and suggestions about 
the customer experience, fostering a sense of ownership and engagement in 
customer satisfaction.

Feedback Loop

Regularly train your team in customer service best practices, making sure they are 
equipped to handle various customer scenarios.

Training

01

02

03
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Celebrate Customer Success

31

This is about reinforcing positive behavior.

By celebrating when customers achieve success with your product or service, you’re making customers feel valued and 
appreciated, not just seen as a revenue source.

Steps:

Appreciation Gestures
Offer discounts, exclusive previews, or handwritten thank you notes to loyal 
customers. Gestures don’t have to be grand but should be meaningful and genuine.

Celebrate customer milestones or stories on your social media channels, tagging 
them (with permission) and expressing your gratitude for their business.

Engage on Social Media

Share customer success stories on your platforms to build community and show 
potential customers the value you deliver.

Testimonials
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Continuous Improvement

32

Markets and customer needs are constantly evolving.
A customer-obsessed company is never fully satisfied and is always looking for ways to improve the customer experience. This 

keeps the company agile and responsive to the changing landscape.

Steps:

Iterative Process
Understand that refining the customer experience is an ongoing journey. Always look 
for ways to improve, and be willing to adapt as customer needs and market 
conditions change.

Conduct internal audits of the customer journey to identify bottlenecks or areas of 
improvement. Use these findings to inform your strategy and make necessary 
adjustments.

Regular Audits

Regularly research market trends, emerging technologies, and best practices in 
customer service to keep your strategies current and effective.

Stay Updated
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CUSTOMER OBSESSION
Mindset
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Conclusion
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CONCLUSION

In today’s competitive landscape, customer obsession isn’t an option—
it’s a fundamental necessity for sustainable success. As an entrepreneur or 
executive, your leadership in this area sets the tone for your entire 
organization. From opening wide channels for feedback to empowering your 
team to be customer champions, each step you take towards customer 
obsession is a step towards securing your company’s future. This is about 
more than just good service; it’s about building a company that’s in tune with 
its customers at every level, consistently delivering value that goes beyond 
the transaction.

Take a moment today to evaluate one area of your business through the 
lens of your customer. What’s one change you can make right now to better 
serve their needs? Start there, and commit to making customer obsession 
the guiding force behind your business strategy. Your customers will thank 
you, and so will your bottom line.
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Congratulations on Completing the Masterclass!

35

Your path to innovation doesn't stop here — it's just getting started.
Click below to continue learning with free world-class innovation masterclasses.

Develop the mindsets 
that drive business 
innovation and growth.

01

Mindset

• Growth Mindset
• Resilience
• Continuous Learning
• Data-Driven Decisions
• Customer Obsession

Grow your business by 
designing solutions that 
customers need.

02

Plan

• Customer Analysis
• Competition Analysis
• Market Analysis
• Solution Analysis

Boost growth using 
proven tools from top 
companies.

03

Tools

• Key Performance Indicators
• Weekly Business Reviews
• Product Management
• Startup Accelerator
• Business Incubator
• Mergers and Acquisitions
• Research and Development

Build talented teams that 
act with urgency to drive 
growth.

04

Team

• Talent Acquisition
• Corporate Culture
• Team Experience
• Mentorship
• Communities of Practice

Accelerate your growth with educational videos, full text, and masterclass updates.
Register today on https://howdo.com or follow HowDo on YouTube, LinkedIn, Facebook, X and Reddit

You Are Here
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West’s Closing Note to Innovators

36

Knowledge is Power. To empower you, I am sharing the knowledge I have gained from 27+ years of hands-on experience. Please do 
not stop learning here. 
→ Empower yourself with the right knowledge. Do not rely solely on my experience and knowledge. To determine what is right for you, your team, your 

business, investors, and customers, do your own research. To help, I have curated thousands of links in Business Evolution’s Masterclasses. Use this as 
the foundation for your further research. 

→ Seek multiple experienced perspectives. Follow relevant experts who share their insights on YouTube, LinkedIn, X, StackOverflow, Reddit, GitHub, or 
wherever they share their insights. The more you know, the more likely you are to make the right decision. 

→ Stuck? Get help. Others have solved your problem before. They may have even written about it. You may be able to hire them. Or use a generative AI to 
brainstorm (I'll show you how). In my experience, the joy of the journey is finding answers, learning and growing.

Innovation takes commitment and requires real time, money, and effort.
→ Innovation involves real risks. If you fail, you risk your professional reputation, your credibility, your mental health, and your personal wealth. 

→ Everyone fails at some point on their journey. But remember, every great success story 🎉  has its chapters of challenges overcome.

→ To reduce the risk of failure, hire experts and use data-driven decision making, customer-obsession, long-term planning, and continuous improvement.

→ When you fail, learn quickly from the lessons, ensure you don't repeat the mistakes, and forge ahead only if you assess it is safe to do so.

Time is our only non-renewable resource. Use yours wisely.
→ Please take time for yourself – especially your health and loved ones. It’s easy to get lost in innovation’s allure and lose track of what truly matters. 

INNOVATION IS HIGH RISK

For those driven by a passion to make an impact, solve large problems, and reap significant rewards, 
successfully innovating stands as one of the most exhilarating and fulfilling pursuits. That said, just a friendly reminder:

“Best Wishes Innovating! I hope the Business Evolution Masterclasses help you on your journey.” – West Stringfellow

https://www.linkedin.com/in/weststringfellow/
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Legal Disclaimer

37

This video, audio and/or written presentation (the “Presentation”) is presented to you by Potintia, Inc. (dba HowDo) (“HowDo”) and its use by you is governed by HowDo’s Terms of Use located here.

The information contained in this Presentation is solely for your personal, non-commercial use and is for educational and informational purposes only.

No Warranties.  The information contained in this Presentation is provided on an “as is” basis, with all faults.  To the extent permitted under applicable law, HowDo and its officers, directors, owners, 
employees, agents, representatives, suppliers and service providers (collectively, the “HowDo Parties”) expressly disclaim all warranties, representations, and conditions of any kind, whether express or 
implied.    

No Liability; Release.  To the extent permitted under applicable law, HowDo and the other HowDo Parties disclaim any and all liability to any party for any direct, indirect, implied, punitive, special, 
incidental or other consequential damages arising directly or indirectly from any use of the information contained in this Presentation. TO THE EXTENT PERMITTED BY APPLICABLE LAW, YOU AGREE TO 
RELEASE AND WAIVE ANY AND ALL CLAIMS AND/OR LIABILITY AGAINST HOWDO AND THE OTHER HOWDO PARTIES ARISING FROM CONNECTION WITH YOUR USE OF THE INFORMATION CONTAINED 
IN THIS PRESENTATION.

No Advice or Reliance.  The information contained in this Presentation is not intended to be, should not be understood or construed as, and does not constitute business advice, innovation advice, financial 
advice, investment advice, trading advice, or any other advice. You should not rely on the information contained in this Presentation as a basis for making any decision.  You are solely responsible for 
evaluating any such decision to determine the appropriate course for you in light of all relevant circumstances and factors. Any use by you of the information contained in this Presentation is solely at 
your own risk. We disclaim all liability and responsibility arising from any reliance placed on information contained in this Presentation by you or anyone who may be informed of such information.

Without limiting the prior paragraph, the information contained in this Presentation does not constitute professional or expert advice in any regulated field, such as, but limited to, the financial, legal, or 
medical fields, and does not provide guidance in any such field.  You should always consult with a qualified professional or expert for any such advice or guidance.  Never disregard professional or expert 
advice or delay in seeking it because of something you have read or seen in this Presentation.

No Guarantee of Results.  This Presentation relates to innovation, which is inherently risky. There is a high likelihood that any innovation will fail. Any case studies, testimonials, financial or other results or 
other examples contained in this presentation are for illustrative purposes only, and do not guarantee any future performance or results.   Each circumstance is different, and your results may vary.  You are 
solely responsible for, and HowDo and the other HowDo Parties take no responsibility for, your work and its success or failure.  

No Guarantees of Accuracy, Applicability, Fitness or Completeness.  The information contained in this Presentation is believed to be accurate, but HowDo and the HowDo Parties make no warranties as to its 
accuracy, applicability, fitness, or completeness and take no responsibility for any errors or omissions. 

No Endorsement of Third Parties or Third-Party Opinions or Materials. Reference or links to any other person or entity or any product, service, website, content or other materials (collectively “Materials”) of 
any other person or entity does not imply endorsement by HowDo of such person, entity, or Materials. Any individuals or companies referenced or quoted have no official affiliation with HowDo unless 
explicitly stated, and their opinions do not necessarily reflect the views of HowDo.    HowDo assumes no liability for any third party or their opinions or Materials. 

Copyright Protection.  This Presentation is protected by U.S. and international copyright laws.  You may not reproduce, distribute, modify, create derivative works of, publicly display, publicly perform, 
republish or transmit any portion of this Presentation without the prior written consent of HowDo.  Notwithstanding the foregoing, you may print one copy of any written portion of this Presentation for your 
permitted personal, non-commercial use and not for further reproduction, publication, or distribution.  Copyright © 2024.   All rights reserved.  
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