Value Selling
It amazes me how many sales people do not sell value like they
could or they should. By value, I mean “worth or importance, or
usefulness of something to somebody.” (Encarta dictionary) It focuses on
the main question which people ask every day when they buy
things: What’s in it for me? If I spend this money, what value to I
get?
Sales wizards have a clear understanding of the answer to these
questions and are able to clearly present this to each customer.
Average sales people don’t fully understand why people would
choose to buy their products or service over other ones. Of course
if the salesperson doesn’t fully understand, the customer won’t
either.
To succeed in sales you must know your value proposition, and be
able to present this to the customer clearly so it meets a need that
you have identified they have.
Let’s have a look an example of how this works:
‘Let’s say you sell widgets. The widgets you sell are different to
other widgets on the market. In order to sell your widgets,
customers need to understand why they should buy your widgets.
Is it cheaper? Are they new and improved? Are they better quality?
Do you have after sales support? Do you provide a money back
guarantee?’
If the value in your solution to a customer’s needs is perceived to
be greater than the cost (or investment) then there is a good
chance the customer will buy your product or service. Be careful if
the only reason why people buy your product is based on price as
there is always a strong possibility that someone will underprice
you. In this scenario, margins are cut and profits can tumble.
Customers often associate price with quality so you must be
careful. The lower the price; the lower the perceived quality in most
cases.
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Here are a couple of questions to help you gain clarity on what it is
you offer that buyers need to know: (If you have multiple products and / or services
you might consider doing this for each one)

By buying your product or service, how will this improve my life?
Why should I buy this from you?
By spending this money, will I get any satisfaction guarantees?
What advantage is there to buying from you now?
Can you show me how the benefits far outweigh the costs?
If you can answer all of these questions with clarity, you are well
on the way to becoming a sales wizard. Good luck!
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