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See that guy in black and white to your left? 

That's me, Jonathan Leger.  

 

My professional background is in software 

development. Before I got into Internet 

Marketing I worked for a number of corporate 

software firms (yuck). 

 

It wasn't all bad, though, because you learn a 

few pretty useful things in big successful 

corporations (though how to not to be a 

stressed out, exhausted and over-caffeinated 

member of happy human society is not one of them). 

 

One very powerful piece of wisdom I learned as a software developer is in this 

little graphic you see on the next page: 

 

 

Take a look at that graphic and pick any two of the three points. You can have 

those two things, but you can't have all three. 
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So your product or service can be: 

 Fast and Cheap … but it won't be good. 

 Cheap and Good … but it won't be fast. 

 Good and Fast … but it won't be cheap. 

 

Get it? It's just not possible to have a product or service that is fast and cheap and 

good. As a businessperson, you need to decide which ones your business is going 

to focus on. 

 

Here's the thing about whichever two you choose: there's a market for it! 

 

 

 

FAST AND CHEAP 

 

When you go to a fast food restaurant, are you expecting a gourmet meal? Do 

you demand that the maître d' escort you to your booth and tell of today's fresh 

catch and the fine selections of wine 

available? 

 

Um, no. Of course not. It's fast food. It's fast, 

it's cheap. It tastes okay, but it's not great. 

But you weren't expecting great, were you? 
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The truth is that sometimes great doesn't fit the bill. You just need something to 

fill you up that won't break the bank. That's true in pretty much every market on 

the planet. I'm sure there are a few exceptions, but none come to mind (except 

maybe medical care). 

 

So whatever your market is, being the fast and cheap provider can serve you well. 

McDonald's has made billions from it! Now it could be your turn. 
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CHEAP AND GOOD 

 

The second business model option you have is cheap and 

good. The people who come to mind here are what we call 

“shade tree mechanics.” Maybe it's your cousin who's really 

good at working on cars. Maybe it's the family friend who 

fixes everybody's computer when it breaks down. 

 

These guys are good, and they're cheap, but they're not 

fast. They get around to you when they can, and because they're cheap they're 

usually so in demand that you have to wait in line for them to be ready for you. 

 

There's a market for this, too. Some people are willing to wait as long as they get 

a good deal. Some people have no choice because they simply don't have a lot of 

money. You as the businessperson can make up for being the lower price option 

with volume. 

 

The biggest obstacle of this kind of business is that people often want more than 

they deserve (no the customer isn't always right, even if you should always treat 

them like they are). People will demand your time, demand your services, 

demand answers... demand, demand, demand! 

 

If you go this route you should never forget that you're the cheap and good 

option. They came to you for that reason. Unless they want to pay a lot more 

money, they really don't have anywhere else to go! So don't let yourself be 

pressured by customers into trying to be faster than you can be to still make a 

profit. You'll soon go out of business if you do.  
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GOOD AND FAST 

 

This is the option everyone would love, 

but only a few people are willing to pay 

for. If a product or service is going to be 

good and fast, we're talking about the 

top notch product. 

 

An example of this is the iPhone or iPad 

versus the other smart phone and tablet options. Love it or hate it, Apple 

products cost more – but they deliver a fantastic experience to the consumer and 

are incredibly well built. 

 

So the good and fast market is the premium market. You cater to the guys willing 

to spend the money. You don't lower your prices to attract more customers, you 

increase your value.  

 

It may seem counter-intuitive, but it's been my experience that customers in this 

market are actually a lot easier to deal with (at least in the business world). They 

recognize that it takes money to make money. They recognize that sometimes 

things go wrong and have to be fixed. They expect results, but they are willing to 

give you the opportunity to provide it. 

 

The hard part about the good and fast market is getting them to buy in to begin 

with. With fast and cheap and cheap and good, people's expectations are a lot 

lower. It doesn't really matter if you go to McDonald's or Burger King, does it? I 
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mean, it's still a $3 burger and a bunch of somewhat-stale fries most of the time, 

isn't it? 

 

But in the good and fast market, the premium market, people are looking for 

specific benefits. They are willing to spend a lot of money, but they want to know 

that their money is well spent. 

 

So you need the best looking website, the best customer support, the most 

responsive sales people, the shiniest products with huge lists of benefits and 

flashy images. The people in this market want to be wooed, not sold to. So you 

better be prepared to do it. 

 

If you get it right, though, it is a lucrative world indeed. Think Mercedes versus 

Ford, Gucci versus Jaclyn Smith, First class verses Coach. 
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GOOD... FAST... CHEAP – WHICH WILL YOU 

CHOOSE? 

 

It's up to you to decide which two of the three points of the triangle you'll 

incorporate into your business. They all have pros and cons. So sit down and 

figure out which one appeals to you most as an individual. 

 

Are you more of a fast and cheap kinda person? 

Do you want cheap and good because you don't mind waiting a bit? 

Or will you settle for nothing less than good and fast? 

 

The kind of person you are is the kind of customer you're going to relate to best. 

And if you can relate well to your customer, then you'll have a good relationship 

with your customer. You understand what they want and how they feel, and that 

puts you in a much better position to help (and sell to) them. 

 

Here's to your success! 

 

Jonathan Leger 
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