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Eight Ways to Sell Value – Not Price!  

If you want to get paid what you're worth here are eight ways to sell value - not price: 

 

1. Be Unique. If there is nothing that differentiates you from your competition you 

become common. Webster defines the word common as, "ordinary or not 

special" and the only way buyers select one common service over another is 

price. Take inventory of your skills, experience, and knowledge. Are you a 

specialist in some area? Are you an expert in certain facets of your business? 

These and other differentiators can make you unique and valuable to a select 

group of clients. 

 

2. Choose Your Clients Carefully: Don't ever let your clients choose you or you 

will be at their mercy. If a deal is going to close successfully, the true 

professional should be in control, not the client. To begin controlling your 

business, write down the attributes of the people you want as clients and then 

go out and get them with targeted marketing. I hope the first item on your list 

of attributes is that they are people you enjoy spending time with. Being a 

business owner is far too difficult to work with people you don't like just to earn 

a living. Turn away people who don't meet your criteria. When you reject or 

refer clients it tells the world that you don't just work with anyone, you are 

selective which raises your perceived value. It also makes you unique from 

other businesses who will work with anyone who can bring them a paycheck. 
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“Watch your thoughts, 

they become words. 

Watch your words, they 

become actions. Watch 

your actions, they 

become habit.” 

 

~Laozi 

 

“When you want to 

succeed as bad as you 

want to breathe, you’ll 
be successful.” 

 

~ Eric Thomas 

 

“When obstacles arise, 

you change your 

direction to reach your 

goal; you do not change 

your decision to get 

there..” 

~ Zig Ziglar 
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3. Set High Standards: If you work with anyone and everyone your value 

drops. If people must qualify to work with you, your value increases. Of 

course, you know that there are prospects who will ask you to give them a 

bid with no intention of ever buying from you. They’re planning to use your 

bid to leverage a discount with their current vendor or any one of a dozen 

other reasons that they want your knowledge but not your services. Then 

there are buyers who will waste your time and then purchase through 

another vendor (probably a relative). Don't ever meet with a potential client 

until you ask a logical list of questions to determine their seriousness and 

loyalty. You need to know their motivation and if they are interviewing other 

vendors. You also need to know if they’re financially qualified. If you don't 

have serious, financially solvent, and loyal clients, why waste your valuable 

time with them? 

 

4. Compete On Value, Not Price: No disrespect intended to other business 

models, but it doesn't take any special skill, experience, or knowledge to 

compete on price. All you have to do is be the cheapest, but this is a losing 

game. Some people may remember the gas price wars of the 1960's and 

early 1970's when there seemed to be a gas station on nearly every corner. 

To gain market share, one would cleverly lower its price, but then all the 

others quickly followed suit and the only result was that everyone's profit 

margin was reduced. 

 

The way to get paid what you're worth is to visibly demonstrate your value to your 

clients. Competing on price does not create value. 

 

Create Value in The Eyes Of Clients: Frankly, most people throughout the country 

believe that people in sales do little to earn their commissions. This is our fault 

because we should be educating them about how hard we work before ever 

accepting them as clients. Keeping my prices firm was a problem until I started 

tracking all the different duties required to earn my pay. I developed lists of 

activities I do for customers. This amazes clients because most have no idea how 

complicated their orders sometimes can be (whether it’s manufacturing, servicing, 

fulfillment, etc.) Since I created these lists, I've never had to cut prices. If a prospect 

asks for a discount, I simply show them the list and say, "Here are just some of the 

activities I must complete to earn my money. Why don't you point out the things 

that you'd be willing to do instead of me? If you save me time, (continued) 
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5. then we can talk about saving you money because I earn every penny I get." When 

confronted with a list that runs nearly ten pages long their eyes glaze over and they usually 

respond with something like, "You're the expert, I expect you to do this work!" To which I 

simply say, "If you want me to do all of these activities on your behalf then you need to 

pay me what I'm worth. If you want to pay less, I'll see if I can find someone who will do 

less and maybe they can save you some money." 

 

6. Educate Your Clients About How Much You Make. After speaking to thousands of agents 

all over the country for the past 15 years it's clear to me that the average prospect is 

clueless about how your prices are determined, factoring in overhead and other expenses 

that we have to run our businesses. Most business owners face the reality of having to 

pay 33% federal, 10% state and 13.2% self-employment costing a total of 56.2%. As a 

result, clients often say, "Wow, you are underpaid for handling all these activities for me!" 

This was exactly my intent by taking the time to explain how I earn my money and how 

little I actually keep. This way they never try to cut my prices because they know that, like 

them, I earn my money and I don't make as much as they may have previously thought. 

 

7. Provide value that no one else offers. When prospects do business with me, they get a 

complete outline that explains my process from start to finish. It also includes samples, a 

list of service providers that could be involved in the process and much more.  No other 

competing business offers any of these benefits, so if a client wants to work with me they 

must pay what I ask. 

 

8. Reject price shoppers. Studies show that only 15-18% of people make their decision to 

purchase a product or service primarily based on price. This means that the majority of 

clients appreciate value and are willing to pay for it - if they see it. 

 

Don't forget that real professionals earn their money by helping clients maximize value, 

minimize costs, save time, and much more. If potential clients don't appreciate this, then 

feel free to refer them to your competition. 

 

*** 
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Nothing Ever Stays the Same 

Nothing ever stays the same. On the one hand we despise change yet on the other we don’t want 

to stagnate and become boring. Yet our habits keep us locked into a course of action day after day, 

year after year. The way we think, the way we behave, the way we experience things, the way we 

react to incidents, all are dominated by our habits. They are so strong that most do not even know 

what they are. Whatever our habits are, they keep us fixed in a particular perspective or behavior. 

They stop us reaching our potential. 

 

Our habits are basically involuntary acts we perform unintentionally and without thinking. We just 

are them. Yes. We are our habits. Whether you lack confidence, find it difficult to make decisions, 

always arrive late for an appointment, can’t say no …, feel lonely, feel stupid, think others always 

know best…… These are all habits. That’s the bad news.    

 

The good news is that you can change. Change is based on choice. Once you realize what your 

habits are, you have more chance of changing them. It may not be easy. It may be painful, 

sometimes. But it is also fun and rewarding because you are changing your life. You are opening 

yourself to see the possibilities of your potential. What you are capable of.  

 

History shows us that there are four key ingredients to successfully change habits: 

 

Reflection, Realization, Resolve and Sustained Effort. 

(continued) 
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In other words, all you have to do is imagine you are the gardener of your life: 

 

✓ Reflect on the state of your garden. 

✓ Realize what are weeds and what are flowers. 

✓ Remove the weeds 

✓ Replace the weeds with flowers  

✓ and make a sustained effort to keep the garden clear of weeds you don’t want. 

 

What is the largest weed in your garden? Which habit causes you the most pain? 

 

What is keeping this weed in place? What stops you from pulling it out? 

Look at all the obstacles and think of the best method for eradicating the weed. Remember some 

weeds do not come out at first pull. They leave a little root behind. Some are better killed off with 

weed killer rather than a tortuous pull. Look for the best method for your weed.  

 

Now, what flower would you like to plant in its place? What behavior would you like to put in instead 

of the habit? You will need something because all of us that have changed habits are aware of the 

need for transitory behavior. A good example is giving up smoking. The transitory behavior is either: 

something to do with your hands, instead of holding a cigarette; gum to chew when you would light 

a cigarette or a sweet to pop into your mouth when you feel like a cigarette.  

 

So what flower would you like to put in place of your weed? 

 

The next phase is the key to success. 

 

For all gardeners the next phase is the easiest and yet the most difficult. Make a sustained effort 

to keep the weed out of your garden. This is the key. It is so easy to say I’ve done it and walk away. 

Sustained effort can also be called zeal and enthusiasm. Be passionate about clearing your weed. 

Tell others what you are doing. Avoid incidents that would automatically set the weed off. Keep 

looking at your new flower. Have zeal and enthusiasm for your new flower. Keep focused on the 

flower. Make a sustained effort to keep the new flower watered and the area around it free from 

weeds. Nourish it. Fertilize it. Talk to it. Gradually the new flower will blossom, and the old weed 

will disappear.  

*** 


