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Welcome to How to Knock Out Your Competition and Stand Out
in A Saturated Market.
 
This eBook will cover the strategies I have used to grow my stay
relevant and profitable in my niche despite the stiff competition.
 
Running an online business is a process that can be both
fulfilling and stiffling at the same time especially when one has
to battle with so many others doing the exact same thing.
 
Before I delve deep into the matter, allow me to introduce
myself.
 
Hello! I'm Temi Ajibewa, better known as The Electric Temi. I am
an online business coach and personal brand strategist with
specialisation in helping personal brands to create digital
products and online sales funnels to sell same.
 
I started my company as an online business owner popularly
called The Millionaire Housewife in 2014. I went from being a
broke housewife to making over a million naira within 4 months
of starting my online business which was reselling mobile data
bundle.
 
Seeing the success I recorded in such a short period of time, I
was inspired to begin to train fellow housewives to start their
own businesses from home by leveraging on the internet.
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Since 2015, I have trained over 2000 women on several online
businesses that can do but I have also evolved to a business
coach with a passion for helping savvy and passionate
individuals to create wealth and impact doing what they love.
 
I do this through my books, mentoring programs and my
signature coaching program - The Business of Coaching (aka
Inner Circle with Temi).
 
In 2018, I was awarded the Business Coach of The Year and I have
been featured on several media platforms as an authority in my
niche.
 
In this book, I’ll share with you five indisputable and irrefutable
ways to stand out in a crowded market, especially online, as an
entrepreneur or as a personal brand.
 
The lessons I will be sharing with you in this book, resting on the
obvious grace of the Almighty God, are largely responsible for
my success so far.
 
Enjoy!
 
 

https://temiajibewa.com/innercircle


Step 1 -
IDENTIFY YOUR CORE VALUES.
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In business these days, people are looking for originality. In
defining originality, the first thing to do is to clearly look for or
define your core values. 
 
These are a set of philosophies or ideologies that guide you and
that you hold dear to your heart as an entrepreneur. As a result,
your business represents these values and should stay true to
them. 
 
I cannot begin to tell you how much peace that will give you on
the whole idea of competition. The moment you know who you
are and what you're clear on, your core values become very
definite as to what you really want out of your business and you
won't be easily thrown here and there.We should know that we
are not all on the same line. 
 
 Sometimes, some entrepreneurs compromise just to make sales;
that's what they stand for. What do you stand for? For me, one of
my core values is KNOWLEDGE. 
 
I do my best to acquire and to impart knowledge, so I invest
heavily in my brain. I was deliberating on a program that cost ₦1
million recently and I was excited because all I saw was what was
involved in it. I could see the return on investment — there was
no way I'll run that program and make less than 10 million from
the knowledge I'll gain from it.
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Whatever training I invest money in, I know the money is
coming back to me in million folds. Knowledge is a core value for
me so I'm not shy about spending money to acquire it. 
 
Also, once anyone comes in contact with me, they can literally
feel my knowledge around them.  My mouth is filled with
knowledge, I pay attention to knowledge and information
because that is my core value. 
 
This is why whenever I want to run a coaching program, I go all
out. I'm not a person that holds back on information once I
decide to share it; I go all out. I like to ensure that everyone
learns enough once they are in my training, and so I put in my
best into my content. 
 
The second value I hold dear as a personal brand is EXECUTION. 
 
Actually, I love to over-execute. If I plan to hold something to
share and help people to learn, it’s not unusual for me to stay up
all night preparing the content and I would end up delivering not
just a webinar but a world-class masterclass. 
 
This is one of the reasons I limit the number of people I coach or
mentor per time because execution of what you have learnt is
very important. When you don’t execute, we fight.
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The third is EXPERTISE and it is a direct result of execution.
There is a rule that 10,000 hours spent doing a particular thing
makes you an expert in it. 10,000 hours divided by 24 hours gives
416.67 days i.e. approximately 417 days. 
 
Let’s imagine you work for ⅓ of the day which equals 8 hours,
that would be 417 x 3 which equals 1,251 days. If we break this
into years, it would be 3 years and 4 months. So, it is safe to say
that it takes just about 5 years of doing something repeatedly
daily to become an expert in it.
 
My fourth core value is PASSION. This is quite obvious once you
come close to me, and everyone knows this, which is why I am
tagged “the electric Temi”. When you're clear on your values,
competition will become non-existent to you. I was worried
about competition with the people in my niche until I
understood the difference in our values and our expertise level. I
like to go deep and see results with tangible deliverables. 
 
I'm bent on helping people reach their goals and seeing what
more I can do for them. This is why I add much support to my
courses. I attend to individuals’ questions one after the other,
and I check their pages and content amongst other things.When
you don't share the same core values with someone, there's no
point envying them. 
 
Own your values and stay true to them.
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CALL TO ACTION: List out 5 things you want your customers to
experience when they come in contact with your brand. These
will serve as your core values in business going forward.
 
 
 

VALUE #1

VALUE #2

VALUE #3

VALUE #4

VALUE #5



Step 2 - BE IN COMPETITION
WITH ONLY YOURSELF.
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The second way to stand out is to have only one competition
which is yourself. Being in a competition with the previous
versions of yourself is you getting better with every single feat
you achieve. It is when you keep beating your previous goals over
and over again. 
 
The person you should be trying to outwit is who you were
yesterday. This must come from a place of knowledge of where
you are going. So for me, the girl I am trying to outwit is the girl
who used to stammer terribly on stage. Currently, I speak for 30
minutes and stammer up to 3 or 4 times. That is an improvement
on who I was last year and I am looking forward to the day that I
would speak for hours without stammering at all.
 
I am in competition with myself who made almost $42,000 in
2018. I’m in competition with myself who has about 16,000
members in her Facebook group currently and have directly
mentored over 5000 individuals to launch their personal brands;
I am in competition with myself whose group coaching cost
$1000 only. 
 
That’s the girl I am trying to beat, not some stranger
somewhere!
 
I realised comparing yourself with some stranger is foolish
because no two people are the same nor have the same
experiences.
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So, I strive to make the woman I was yesterday jealous of the
woman I am today. 
 
I look forward to a day when I would be paid a million dollar per
day to speak or consult for organisations. My goal is to hold a live
workshop and make at least $1 million from it. I have done it
before in naira — I ran a training for 6 hours and made over a
million naira. 
 
So, I know it’s possible to do it in dollars too; that’s the girl that I
am in competition with.
 
You have to know the parameters and set your goals accordingly.
Not as social media is dictating to you but as you want to achieve. 
 
Again, the first way to stand out in a crowded market is to
identify your core values and the second is to be in competition
with only yourself.
 
CALL TO ACTION: List 5 successes you have achieved in your
business in the last 2 years and then use them as the benchmark
to set bigger goals.



Step 3 - KEEP EVOLVING.
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Evolving yourself is a way to manage your competition. It is
being able to bend and be flexible or adaptable. It is when you're
not judging, saying you can't learn from someone or you can't do
this or that — these are stereotypes that keep you under your
competition. I
 
If you take note of the people that do well in life, they are people
who are creative and not those who are only doing one thing.
They are able to evolve and express themselves in different ways
and are creating new things around their businesses.
 
So, for example, as a coach I do one-on-one, I do digital
products creation and sales funnels consulting. I run training for
organisation and mentoring programs for individuals who want
to build personal brands. 
 
These are all aspects in which I've evolved. I used to do lots of
coaching programs which I have now collapsed into two major
ones. So, it's either you’re on my mentoring program - Temi
Ajibewa Mentoring Experience (TAME) or The Business of
Coaching Program (aka Inner Circle with Temi Ajibewa) if you
want me to work with you now. Or else, you hire my services as a
consultant for your business. 

https://www.temiajibewa.com/innercircle
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Before, I used to run different things which only left me drained.
When I started the business, I looked very modest for someone
who claimed to be running a profitable business because I
wouldn't spend money on myself.  I would think only about
putting the money back in my business, however, people started
judging me by my looks. 
 
There were times I would design my fliers myself, but they didn't
look ok because I'm not an expert at it. This continued until a
lady challenged me about how my house looked in the
background of a video (we had just relocated from Lagos to Abuja
and couldn't afford a better place at the time).
 
This lady judged me and left a comment on my page that people
should be wary of me. I heard things like “how can you call
yourself a millionaire when you look like you don't make
anything?”
 
I didn't know better at the time, so I wasn't the best I could be.
This just shows how much people will judge you based on what
you show on social media so you have to be really deliberate
about the brand you are building. It’s one thing to be yourself
and it’s another to be acceptable as the brand you are trying to
project.
 
Another thing is, when you are busy evolving, you won't have
time for your competition and even your competition won't be
able to catch up with you.  You owe it to your customers and to
yourself to evolve.
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That's how you can be at the top of your game and above the
competition. So, if you're wondering what the standard should
be, list out five of your international competition; people who
are doing the same thing with you and see how they are doing
those things and how you can do it better. 
 
Evolving also has to do with building systems in your business.
You can't afford to keep working all through life. You have to
grow a system which will outlive you and do what you cannot do
in your absence. This is why you need to evolve and grow. It’s
been 5 years since I started my business and I now have a
dependable team. 
 
When I first started, I worked alone for the first two years. Later,
I got an assistant and then employed more people only about 2
years ago. 
 
It is said that the success of a business is tied to the first two
years of existence and if you don't build systems, you won't
know the next level you can reach because you'll be tied down
with mundane activities. However, the moment you start
building systems, you will have the free time to attend to your
goals and you will begin to notice that you get so much more
done in less time.
 
EXERCISE: List out 5 steps you need to take in order to
significantly turn your business around. 
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Step 4 - COLLABORATE AND
BUILD CONNECTIONS

You need to know that you can work with your competition in a
beneficial manner and learn how to. This way you won't have to
disrespect them or think that they are taking your customers. 
 
Personally, I befriend my competition. I often invite them to
come and share on my platform and this way of connecting
means a lot to my brand.Create and build connections. Don’t see
people who are doing the same thing you are doing as your
enemy. 
 
You can work with your competition in a mutually beneficial
manner, so befriend them. If you're hosting an event, invite
them to speak as a means of building connection. Also, attend
their events to connect more with people in your niche.
 
Your brand is only as powerful as the company it keeps.
Perception is reality so it's not about what you think but what
people think of you. Look for ways to manage perception or
create what you want people to see. Build the perception you
want people to see you as. 
 
Besides, when you're just building your brand or when you're
just starting out, you need to put extra effort into what you're
doing and your appearance. Perception management, in terms of
physical appearance matters a lot in my kind of niche, 
so you can decide yours.
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As a public speaker, trainer, and author, I want to attract
multinationals to my brand so I must look international myself.
It is the person that is busy that gets busier. When you get jobs,
you get more automatically. 
 
When you hit one, it creates a ripple effect, so you have to look
the part because your brand is being judged. Be careful who you
befriend online; be careful that they are people who can add
value to your brand. 
 
CALL TO ACTION: Do a Google search of your brand name, go to
images and see who else comes up. Those are the people your
brand is keeping company with. Determine if that’s good for
your branding or not.
 
Study at least 5 of your competition and see how you can
collaborrate with them. Then reach out to them one by one.
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Step 5 - 
BUILD CHARACTER

What people will remember the most about you is how you treat
them. Can you out-love or out-care your competition? Do you
nurture your client and over-deliver?
 
In doing business, you want to be careful that you are a person of
character. Say what you mean and mean what you say. People are
watching and it boils down to brand perception because it’s not
only about what people say you are but what they perceive you to
be. 
 
So, before you focus on the tangibles like colors and fonts, focus
first on the intangibles like core values, vision, mission, and
goals. My goal for my business is to be the best and most
preferred business coaching and consulting company in Nigeria
in the next 10 years. 
 
Your vision is where you want to get to, and your mission is how
you want to get there. For example, helping thought-leaders to
create wealth and impact doing what they love is our vision at
Win or Win Academy, while our mission is to provide them with
the education and strategies via coaching, mentoring,
consulting, and authoring (as strategies to get to our vision).



It's A Wrap!
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So, that's it. I hope by now you have realised that there really is
no competition you need to knock out except your past
successes.
 
If you can stay focused on yourself and those you are serving
with your brand, you can stand out head high in any market.
 
I'd love to hear about how this book has helped you to gain new
insights on how to knock out your competition and stand out in
your market.
 
If you have any question, want to send your feedback or share
what you have learned from the eBook with me, send a mail to
temi@temiajibewa.com
 
Visit www.temiajibewa.com to access other amazing resources
you can use to grow your business.
 
Connect with me on social media:
Instagram: @temiajibewa
Facebook group: Ignite Her Africa
Website: www.temiajibewa.com
 
Be unstoppable!

https://temiajibewa.com/

