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how will this e-book help you?

If you're in sales, then selling based on value isn't a luxury, it's survival. You must know what value your
company offers and communicate this value to customers with polish and enthusiasm.

That's why selling is hard. If it were easy, everyone would be doing it. But the fact is most people choose not to
sell — either because they have tried it and failed, or they aren’t game. And the thing that prevents people from
successfully selling is usually how well they deal with value.

This is an article about how value forms the lifeblood of sales. And it features the greatest investor of our
lifetime, Mr Warren Buffett.

At Natural Training we spend a lot of our time in front of our clients helping them to recognise the value that
they bring to clients. Because our clients are so close to their own value, they can’t see it clearly. We help sales
teams to see that value and then we work out how to communicate it to the right market. This isn't easy - but
it is extremely valuable.

Please enjoy this short article about how you can build value and thrill customers.
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This article is inspired by a quote from Warren Buffett's approved autobiography, The Snowball. Released in 2008, it is a
truly remarkable book and highly recommended reading about the most successful financial investor of our time.

Halfway through this book is the following quote from Buffett:
“It's far better to buy a wonderful company at a fair price than a fair company at a wonderful price.”

This statement about price is more than an insight into Buffett's investment strategies. It is a mantra that directly relates to
selling, price and most of all value.

Pricing is a subject that regularly comes up in our sales training. In sales, we all tend to get a bit passionate, and more
than a bit nervous, about price.

When price is mentioned in our selling skills workshops, it's bound to get a big reaction from our delegates.
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* What should | do when | get a pricing objection?
» Our customers never want to pay the price we set — they think we are too expensive.
* | always seem to lose out to competitors because of price.

Pricing objections, setting prices and establishing value are all indeed some of the trickier sales issues.

But it's made that much clearer with Buffett’s line. Here it is again: “It's far better to buy a wonderful company at a fair
price than a fair company at a wonderful price.”

Now, extend that to the product or service that you are selling. ‘
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Customers feel the same way as Buffett: for them, it's much better to feel like they are buying a wonderful product
from you at a fair price, than to feel they are getting just an OK product at a knock-down price.

So the answer to all of your pricing concerns is si mple: you have to position your solution as the most wonderful
option available, and your price as fair for that option. We call it building value, or value selling.

Value selling is best imagined with the following analogy: imagine a set of weighing scales, because this is usually
how customers assess you.

On the right set of scales is the price. Onthele ftis value.

If the price on the left is £100, then there better be at least £100 worth of value on the right, because the customer will
believe that is balanced, or fair.

If you can build more value on to the right set of scales, then the balance starts to work in your favour and you are
much more likely to get the deal.

Fair is good, for customers won't think they are getting ripped off.
But value is better.

Ideally you want the right “value” side of the scales much weightier than the left. That way customers will know they
are getting a great deal, and will buy quickly before you change your mind.

Try this simple exercise when you are shopping: when you look at an iPad, a new shirt, or a holiday, work out consciously
whether you think the value exceeds the price. Picture the scales in your mind. Which side is weighed down?
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TK Maxx for example is a fashion house that consistently builds the value side of the scales. Shoppers literally can’t
believe their luck paying £80 for a pair of Jimmy Choo shoes that Scarlett Johansson was photographed wearing.
This is a retailer who understands value selling.

So your job when selling, according to Warren Buffett who knows a thing or two about successful selling, is to focus
on value.

Your job is to think of ways to build value into the sale.

Don't forget that value arrives at the ball dressed as many things — guarantees, positive relationships, after sales
service, care and consideration, future discounts, price guarantees...the list goes on.

Warren Buffett is a man who could count on one hand the amount of times he has paid a wonderful price for a fair
One of our clients is a massive food company. Instead, he pays fair prices for wonderful companies. Likewise your customers will want to pay a fair price

distributor. One of their key clients is the for one of your products or solutions.
prison service, and one way they add value

to this client is to ensure all apples provided . . . A . .
are exactly the same size, in order to avoid By living out his mantra in the way you sell you will find that customers will want to pay you the price you want

any fighting in the prison cafeteria. simply to get their hands on what you have.

Your value to your customers is always there
—you just have to find it.




next steps

The mission of Natural Training is to provide a learning experience that focuses on your natural style.

That's why in our training you will find more hands-on experience, simulation, live sales calls and more full-
immersion than any other European training provider.

We create heat in all of our training experiences, and we will help you to keep the heat in the sale for all of your
clients too.

For more useful resources on value visit:

e Natural Training’s Blog: www.naturaltraining.com/blog & http://www.naturaltraining.com/resources/

At Natural Training we play to your . . i . .
strengths buildinggtranSfo)r/mat)i/on * Subscribe to our One Minute Pause newsletter by emailing oneminutepause@naturaltraining.com

programmes that work.
e Email Author of this E-Book and Founder of Natural Training Matt Drought for some more information and
further reading quides: gift@naturaltraining.com

e Come along to some of our training — visit: our website for more — www.naturaltraining.com
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TRANSFER INFO

You are welcome to pass this PDF on to others, and to print it out, share it around and if you like make a little
pair of trousers out of it. When you do all of those things, just remember that you can’t charge for it, alter any
of the words or reprint any part of it in other articles without permission from Matt Drought.

COPYRIGHT INFO
The copyright in this work belongs to the author Matt Drought, who is solely responsible for the content.

Please direct content feedback or permissions questions using the form on this page:
www.naturaltraining.com/contact

This work is protected under the Copyright, Designs and Patents Act 1988.




