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In this chapter you will learn four different Grab your Increasing Customer Lifetime Value worksheet.
techniques for improving your product and
increasing your LTV. At the end, you will choose one of these techniques that will help you reach your goals.

It is important to note that you are still in "manual-solution mode." By staying in manual-solution mode,
you will be able to reach out to your customers more easily and make small changes more easily that could be

critical to increasing your LTV.

Strategy 1: Measuring Emotional Delta
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