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The Problem & The Myth

The Growth Plateau The Loyalty Myth

The goal is not retention, but rather penetration. Penetration requires two key levers: Mental Availability and 
Physical Availability. The 3-Core Iterations system will address these fundamental drivers of growth.



The Plateau Problem



The Big Myth (The Loyalty Trap)

80%

Brand A (Large)

75%

Brand B (Small)

85%

Repeat Purchase Rate
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The Scientific Solution

The Goal: Penetration, Not Retention The Two Levers of Penetration Mental Availability

Physical Availability The Adaptive Advantage
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Introducing the 3-Core Iterations

The 3-Core 
Iterations

Core 1: 
Calibrate the 

Container

Core 2: 
Forge the 
Difference

Core 3: 
Optimize the 

Exchange

The Adaptive 
Difference
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Core 1: Calibrate the Container

Calibrate

Container

Buyer Primacy

CEPs Mapping

Market Definition

Opportunity Sizing

Clustering

Positioning
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Core 2: Forge the Difference

Distinctive Asset Difference Test Mental Availability
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Achieve Physical Availability: Ensure your products and services 
are easily accessible through all relevant channels.

1

Optimize the Customer Journey: Conduct a Friction Audit to 
identify and eliminate any barriers or friction points along the 
customer journey.

2

Implement Adaptive A/B Testing: Continuously test and 
optimize your marketing assets, offers, and customer 
experiences to improve conversion rates.

3

Maintain Continuous Adaptation: Gather feedback from 
customers and monitor market trends to continuously refine and 
adapt your exchange strategy.

4

Leverage Data and Analytics: Utilize data-driven insights to make 
informed decisions and continuously improve the effectiveness of 
your exchange tactics.

5

Core 3: Optimize the Exchange

1

2

34

5



The Adaptive Difference

Continuous Refinement

Data-Driven Adaptation

Market Alignment

Sustainable Growth
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Why Choose the Adaptive Approach

Campaign 
Relevance

65%

Market Alignment

75%

Agility to Pivot

45%

Customer 
Acquisition Cost

85%

Long-Term Growth

70%



Call to Action (The Low-Commitment Offer)

3-Core Iterations Checklist Unlock Sustained Growth

Low-Risk, High-Impact Aligned with Market Realities
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Final Thoughts & 
Contact



In conclusion, the 3-Core Iterations of Growth is an adaptive, 
evidence-based system that guarantees sustained market 

penetration. By continuously calibrating the container, forging a 
distinctive difference, and optimizing the exchange, you can build 
true mental and physical availability in your market. This iterative 

approach ensures your growth strategy aligns with the 
fundamental laws of consumer behavior, not just the latest 

marketing fads.



Fractional Marketing Services

Partner with Business901 and unlock your full growth potential.
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