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Your Product

Last week, we discussed outflow and its importance as compared to inflow. Today, we're going 
to build on this by discussing the most important outflow that you generate or that your 
business generates, which is your product, or the service that you are providing society for your 

wherewithal to survive and prosper. 

Now, on the 19th of March 1972, Mr. Hubbard issued a policy where he gives a definition of the word 
product:

"A product is a completed thing that has exchange value within or outside the activity."
From an article entitled LEARNING TO USE DATA ANALYSIS

I think most of you would agree with that definition. And if I asked you for a definition, you would 
probably give me something along those lines. So, this is a very acceptable definition of a product, 
obviously.

But then, in a lecture, in March of 1972, around the same time, he expands on this definition, and it's 
a very significant expansion. Mr. Hubbard says:

"A product is a finished high quality service or article, in the hands of the being or group it 
serves, as an exchange for a valuable. That's a product. It's a finished high quality service 
or article in the hands of the consumer as an exchange for a valuable. In other words, it 
isn't a product at all unless it's exchanged. Unless it's exchangeable, it's not a product at 

1

Welcome to BusinessWISE. This is a series of articles created for 
entrepreneurs who are interested in expanding their companies by learning 

and applying the management system discovered and developed by 
humanitarian, philosopher, and administrative genius, Mr. L. Ron Hubbard.



E p i s o d e  1 -Vo l . 3 :   Yo u r  Pro d u c t

all. Even the individual has to put his service or article in the hands of some other staff 
member before it could be called a product. Product is exchange, exchange is product."

 
So, with this definition, you can see that Mr. Hubbard has added another factor here, which is the 
factor of exchange. In other words, if you view it from the fundamental of a cycle of action – which 
begins with start, has change in the middle of it, and then stop – now you are producing a product. 

This is a fundamental you can study in a book by Mr. Hubbard called The Problems of Work. A "cycle 
of action" is made up of start, change, stop. It can be manifested in different ways, and it can be 
expressed in different ways. But a fundamental expression of it is: start, change, stop.

Let's say you're producing a chair, an item of furniture. You have constructed the chair, you've 
varnished it, you've sanded it, you finished it. It's all there, beautifully complete. You say, "Wow, that's 
quite a product." Well, by the above definition, it's not a product. Because it's still in your hands, it's 
not in the hands of a consumer. 

So, you say, "Okay, well, I have a consumer. He wants a chair; he's ordered the chair. And I'm 
delivering the chair to him, so it's now in the hands of the customer or consumer. I've delivered it, the 
guy is very happy with it. Good. Now I've got a product." 

No, wait a minute, not quite so fast. Has it been exchanged for? If not, the cycle of action is not yet 
complete. 

Okay, when does that chair become a product? When he pays you. If he's paying you in thirty days, 
then it becomes a product in thirty days. It's not a product unless it's exchanged. And that is a 
nuance, a critical element, of the definition of "product." 

Your product is what you are providing society, through your business or through your career. Your 
product is what is guaranteeing your survival. What did you exchange with society? Why should 
society support you? Why should it give you the wherewithal to survive? Why should someone give 
you food or shelter or money? Because you are providing something to it: to society, or to certain 
elements of that society. Whatever it is that you're delivering is valuable to them. It's a product; we 
even call it a Valuable Final Product.

That's what you are now exchanging. There may be a bunch of earlier products you've got to get first, 
but the one you're exchanging, that's truly the product. The one that you're getting money for, the 
one that you're getting support for, that's your product. 

Now, if you view your career, or your organization, as providing a product, and you define product, 
as "having to have been exchanged for that wherewithal," then you can identify any issue with your 
business or with your career as either an abundance of product, or inadequacy of product. It's very 
simple. You're either providing a lot of product, or you're not.
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If you don't use that definition of product, you could be providing chairs all over the city, and still go 
broke. You know, you're saying, "The chair is in the hands of the consumer, that's a product. He hasn't 
paid me yet, but that's a product. I did my bit and he's got the product now." Yeah, well, but that's not 
a product by this definition. You deliver the chair and you still go broke. 

"I don't know what went wrong. I was producing all this product." No, it's not a product. By the above 
definition, it's not a product. So, you're looking at an inadequacy of product in that case. 

Or if you are extremely prosperous, you can say, "Wow, man, I'm getting out a lot of product." 

Now, don't confuse this with having a lot of money, because the reverse could be going on. You could 
collect a ton of money (that happens, you know; it's actually not that hard to accumulate money) 
and then not provide your end of it: your product, your part of the exchange, your service. Or maybe 
you're providing it, but that product, that exchange, is not adequate. Maybe it's actually not a very 
good product, not a very ethical product or not a very high-quality product. 

Reviewing the definition, Hubbard says: 

"A product is a finished high quality service or article, in the hands of the being or group it 
serves, as an exchange for a valuable. That's a product. It's a finished high quality service 
or article in the hands of the consumer as an exchange for a valuable. In other words, it 
isn't a product at all unless it's exchanged. Unless it's exchangeable, it's not a product at 
all. Even the individual has to put his service or article in the hands of some other staff 
member before it could be called a product. Product is exchange, exchange is product." 

 
That's the LRH definition from that lecture. So, a product can be unbalanced one way or the other. 
Either you're providing a high-quality product, but you're not getting exchange for it. Or you're 
getting exchange for something that's not a high-quality product, or maybe isn't even delivered at 
all. 

One of the interesting aspects of the Hubbard® Management System is that it's very self-protecting. 
In other words, it doesn't really work if the product isn't there. If the product is an inadequate 
product, or what we would call an "overt product" (meaning that the delivery of the product does 
more harm than good – like an atom bomb, to take things to an extreme), you will discover that the 
fundamental laws that you're applying from the Hubbard Management System aren't working.

In this article series, we haven't yet talked about sales or dissemination, but just know that when you 
are using Mr. Hubbard's technology on enlightening a potential customer, it's all based on truth. So, 
if you're trying to deliver a product that is not a high-quality product, you're not going to be able to 
use Hubbard's management technology.
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Let's say you are trying to sell a car, and the car is a lemon. If you want to use Hubbard's technology, 
you'd have to tell the customer, "Look, I want to enlighten you on something: this car is a lemon." If 
the guy is in the market for lemons, he's going to be okay. If he's not in the market for lemons, he's 
not going to buy that thing. 

You're not going to be able to use the Hubbard Management System to promote and sell your 
product if it's not what you're presenting it to be. Because, as I said, the system is self-protecting. 
In order for it to work, there has to be a basic assumption that the product or service that you're 
offering is valuable.

So, it's not a bad idea, when you are engaged in implementing Hubbard's management system, and 
that you do a thorough – or at least fast – review of your product or service. 

"Hey, you know, this doesn't seem to be working; our statistics don't seem to be changing. We're 
doing this, we're doing that, we're hiring good people and we're training them and so forth." Well, 
take a look at the product or service. The basic assumption is that the product or service is valuable. 
And if it's not, you're going to have all kinds of trouble with this system. So, tackle that early on.

Many years ago, as a licensed consultant in Hubbard Management, I always operated on the 
assumption that the client was producing a good product. I didn't always know how to evaluate the 
product, it wasn't necessary for me to be an expert in whatever service or product they were offering, 
so I just worked on that assumption. Well, it didn't take very long before I discovered that some of my 
clients weren't doing as well as others. Finally, I got the bright idea to start inspecting their product 
or service. And I discovered, of course, that they weren't that crash-hot, and we had to work on the 
product first in order to get other things to function correctly. 

You can still promote, and you can still sell, with a product that's less than perfect. You can get along 
that way for a bit. But it will always dead-end. At some point or another, you have to confront that 
product and bring it up to a proper standard, or you will dead-end on that particular outflow. 

On the other hand, if you have an extraordinary product, and if it's delivered extremely well, and 
graciously and comfortably to people, and if it's easily accepted, and if people love it – not just the 
product, but they love the service, too – wow. Of course, don't neglect promotion, marketing and 
sales, but that outflow of high-quality product or service, almost by itself, can practically assure your 
prosperity. Just on that one outflow alone. 

As I said, you definitely don't want to neglect things like promotion, marketing and sales, but do 
keep in mind that the quality of your product and your service is an outflow in itself. 

So, I highly urge you, after reading this article, to make a review of the service or product that you're 
delivering, and see how it measures up. It's not a bad idea to create a checklist for the quality of your 
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product or service. Are all these points being maintained? Are all these points being put in on every 
product that's rolling off the assembly line, on every service that's coming off that assembly line?  

It's either going to be a material product or it's going to be a service, and you want to make sure 
that product or service fits the above definition of "product." Bear in mind that the cycle of action is 
not complete until the product is exchanged for. Whatever methodology or system you're using to 
deliver that product, make sure that the exchange factor is in place. 

I'm going to give you one other little tip, here. We'll cover this topic more in a future article, but until 
then, remember this: every Valuable Final Product is made up of a series of earlier products which are 
completed in a sequence. 

Those earlier products aren't necessarily Valuable Final Products for the business. However, in many 
cases they are Valuable Final Products for an individual staff member or employee, within that 
business.

So, identify for yourself: what defines a Valuable Final Product within the organization or business? 
What is that organization or individual delivering to the other members of the group, or to society, 
for support and the wherewithal to survive? What is that finished, high-quality product? 

If we're talking about a receptionist, the product might be "communications easily, pleasantly 
and swiftly received and accurately delivered," or something along those lines. That might be the 
receptionist's product. And if he or she is not getting that product, you're going to have endless 
trouble getting out your business's Valuable Final Product. 

There's nothing worse than doing a huge marketing and promotional campaign, and having all this 
inflow come in as a result, but having all that inflow funneled through a receptionist who doesn't 
know their product. Maybe they think their product is "a quiet scene," or "the boss not being 
overwhelmed by too many people calling," so they get a little rude to callers after a while. 

Go around and ask your employees or your staff: "What's your product? What is your product? What 
are you providing the rest of the group here that you are getting your paycheck for?" And you'll 
be surprised, probably kind of stunned, at some of the answers you're going to get. But it's a very 
valuable exercise because if they don't know their product, how in the hell are they supposed to get 
it? 

If you can get them to name the product, or you can name it with them, then you can clear it up 
with them. This is a very, very smart action to do when you're bringing on employees, because 
remember: your Valuable Final Product is the result of a succession, or – to use a million-dollar word – 
a concatenation of earlier products. 

If your Valuable Final Product is not coming off properly, you can surmise that there must be an 
earlier product (or what we would call a sub-product) which is not being produced in adequate 
quality, quantity, or viability. And you can inspect for that. 
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And if you're really on top of things, and you're really using the Hubbard Management System, you 
will have all of these earlier products staticized. So you will be able to see: "Whoops, that statistic 
isn't going anywhere. That statistic is going down. Therefore, I must have an issue with an earlier 
product. I need to now handle that issue so that our Valuable Final Product is once again coming off 
the 'assembly line' properly."

So, there you have it. Go inspect your products, go inspect your services. And let me know how you 
do with this. 

I do appreciate and enjoy your feedback. I’ve been getting a lot of feedback on these articles. 
Go ahead and tell me what you’re getting out of this one.  You can send your feedback to: info@
wiseeastus.org

 

*The Hubbard College Reference Set can be purchased from the Hubbard College International at www.hubbardcollegepress.org.
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