
You Know Your Value...But Do Your
Customers?
A friend on Facebook posted this recently, and I could tell from the comments that it struck a
chord with even some veteran sales and business professionals I know:

A father said to his daughter who’d just finished school, “You’ve graduated with honors and I
want to give you a car I bought a long time ago. But it’s pretty old now...so before I give it to you,
I want you to take it to the used car lot downtown. Tell them I want to sell it and see how much
they offer you for it.”

The girl drove it to the used car lot, returned
to her father and said, “They offered me
$1,000 because they said it looks pretty worn
out.”

The father said, “Now take it to the pawn
shop.” The daughter returned and, looking
offended, said, “The pawn shop only offered
$100. They said it’s just an old car.”

The father then asked his daughter to go to a
car club with the car. The daughter returned
and said, “Some people in the club offered
$100,000! They said a Nissan Skyline R34 is
an iconic car sought by many collectors!”

The father nodded knowingly and told his
daughter, “The right people will value you the
right way. If you are not valued, don’t get
angry—it just means the people you’re with
don’t understand how much you’re truly
worth. Those who know your value will
appreciate you...surround yourself with those
people who can see your value.”

This story is such a great example of how value lies in the eyes of the beholder. Where some
people see a dusty old car, others see an incredible investment. Which begs the question:



How do your customers see your value?

It’s up to them to decide whether there’s enough value to pay what you charge, but it’s up to
you to clearly and effectively communicate just how much value they’ll receive if they do decide
to buy.

And that’s where I see some women struggle in their businesses—they know the value their
products and services could bring to the people they serve, but they still struggle to
communicate just what that value means for their customer.

Part of selling involves presenting the features and benefits of what we’re offering. But if we fail
to connect those benefits to what our prospect wants to achieve, then we fail to make the
sale.

The only way we can make that connection is by asking thoughtful
questions and listening intently to our prospect’s answers.

When you’re able to find out what it’s really costing your customers to NOT have your product or
service, you can communicate the value you’re able to bring to their lives.

So get curious and find out...

● What’s not working in your customer’s life, as it relates to your business/offering?
● How long have they been struggling with/settling for that?
● Who else in their life is affected as a result of this being an issue for them?
● How much different or better would things look for them [30 days/6 months/a year from

now] if their problem was solved by buying your product or service?

When you have those answers, you can draw a straight line between what they value and how
you can provide it for them...and when you do that, objections over price (and just about
anything else) disappear and you’re both able to move forward—confidently knowing your
value.


