ANDREW GRIFFITHS



I'VE TAKEN ALL THE

MYSTERY OUT OF MY
PRESENTATION WITH
THAT TITLE RIGHT?




S0 WHAT ARE WE GOING
T0 TALK ABOUT FOR THE
NEXT 99 MINUTES?




IT'S EASY TO THINK I'M
JUST HERE TO TALK ABOUT
MONEY, BUT IT'S ACTUALLY

30 MUCH MORE.




BUSINESS HAS BECOME A
LITTLE COMPLIGATED IN
RECENT YEARS...










| HUNTED HIGH AND LOW FOR
AVIDEO THAT REALLY
CAPTURES WHAT IT'S LIKE
T0 DO BUSINESS IN 2025...







ANYONE HERE FEEL LIKE THE
LIZARD ON MOST DAYS?
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HOW DO WE NAVIGATE THE
CHALLENGES, THE CRISIS
AND OF COURSE, THE

OPPORTUNITY?







SOUNDS SO SIMPLE
RIGHT?



WHY DON'T WE DO IT?
BECAUSE WE'RE TOO
BUSY RUNNING FROM
THE SNAKES.




MAYBE A FRAMEWORK
FOR FUTURE PROOFING
MIGHT HELP YOU AVOID
THE SNAKES IN THE
FIRST PLACE...
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NYK HAVE BEEN AROUND FOR
ABOUT 150 YEARS. THEY ARE IN
CYCLE OF CONSTANT PROACTIVE

ADAPTION AND EVOLUTION BY

ASKING BIGGER QUESTIONS.




THEY WERE COMMITTED TO
BEING THE MOST RELIABLE,
THE MOST TRUSTED AND THE
MOST FUTURE PROOF. NOT
THE CHEAPEST.




BECAUSE IN A WORLD
WHERE UNGERTAINTY IS THE
ONLY CERTAINTY, PREMIUM
ISN'T A LUXURY, IT'S A WAY
T0 GUARANTEE THE FUTURE
OF YOUR ORGANISATION.
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S0 WHILST I'M TALKING ABOUT
CHARGING MORE, I'M REALLY
TALKING ABOUT CREATING A
FUTURE PROOFED MINDSET.




BUT FIRST OF ALL, WHO
AM 1 TO BE SOAP
BOXING AND TELLING
YOU WHAT TO DO?






















Entrepreneur

MINDFOOD

_ THE
SundayMail  _euis
AGE





































THINK ABOUT A PROMOTING
COFFEE. SPEND A SECOND
IMAGINING WHAT A
COMMERGIAL WOULD LOOK
LIKE. WHAT DO WE EXPECT
THE MESSAGE T0 BE?







HAVE THE COURAGE TO SWIM
AGAINST THE TIDE AND THE
RIGHT GUSTOMERS WILL FIND

YOU AND BE PREPARED TO
PAY YOU WHAT YOU'RE
WORTH.




THE ABILITY T0 ZIG
REQUIRES A GURIOUS
APPROACH. WHIGH MEANS
WE NEED TO ASK MUCH
BIGGER QUESTIONS.













THAT'S HAVING THE
COURAGE TO ZIG WHEN
EVERYONE ELSE IS
ZAGGING.













BUSINESS IS RAPIDLY MOVING TOWARDS
HOMOGENISATION.



WE LOOK THE SAME..



WE SELL THE SAME STUFF.



WE USE THE SAME LANGUAGE.



WE UNDER ESTIMATE OUR CUSTOMERS.



AND WE MAKE IT HARD FOR THEM TG
DIFFERENTIATE US.




WE BECOME A TRANSACTION.



ALL OF THIS AT A TIME
WHEN EVERYONE IS

CRAVING UNIQUE. AND
REWARDING UNIQUE.







WE LIVE IN FEAR OF A
BAD ONLINE REVIEW..







MY ADVIGE? KNOW
WHAT MAKES YOU
UNIQUE AND EMBRAGE
T FULLY.




LET IT SHINE THROUGH
YOUR BUSINESS IN
EVERYTHING YOU DO.



AND GET REMARKABLE AT
TELLING THE WORLD WHAT

MAKES YOU UNIQUE AS
OPPOSED TO WHAT MAKES
YOU THE SAME.













D0 YOU KNOW HOW
YOUR CUSTOMERS
REALLY VALUE YOU?




WE OFTEN HAVE A VERY
PRODUCT FOCUSED VIEW OF
VALUE THAT ISN'T REALLY
WHERE WE ARE TRULY VALU.



WE NEED TO
LOOK DEEPER AT
THE WAYS WE
GAN BE VALUED...






MAN WITHOUT A SMILING FAGE SHOULD NEVER OPEN A SHOP



OVER TIME WE
NEED T0 BE
CONSTANTLY
REDEFINING THE
VALUE WE BRING.







THE QUESTION
WE ALL NEED TO
ASK?




HOW CAN | BECOME EVEN
MORE INCREDIBLY,
DEEPLY, TRULY VALUABLE
T0 MY GLIENTS IN AS
MANY WAYS AS
POSSIBLE?














































TREAT YOUR
CUSTOMERS AS
INDIVIDUALS NOT

AS NUMBERS.











































GOING SLOW IS A STATE
OF MIND MORE THAN A
TANGIBLE SPEED.





























































YOU GAN'T JUST PUT LIPSTICK ON A WOMBAT






























50 MY CHALLENGE T0 YOU

TODAY?
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