Value Proposition

Encarta definition: statement of business strategy: a statement of the way a business proposes to use its resources to deliver superior value to its customers
To simplify this:

A Value Proposition is a clear statement of the tangible results a client gets from using your services.
It is important to take time to get it right or else you could find your sales are not living up to the level you forecasted of the level you deserve. An on-target value proposition enables you to separate your offering from the competition. If you are perceived to have the better solution, one that meets the client’s needs better than anyone else, you can not only win more deals, but you can get the price you want. 

What steps do you take to ensure that your value proposition is on target?

1.) Clearly define your target market

2.) Specify what you believe are the benefits

3.) Compare your benefits against the competition

4.) Survey Clients and Prospects

5.) Compare your List of Benefits versus the Survey

6.) Build the Value Proposition

The value proposition will tell the client what’s in it for them. There are several ways to assemble key words that quickly and succinctly tell the client why your solution is the one they should look at to meet their needs and wants. 

The goal of getting the value proposition right is to give your services a magnetic quality – one that quickly draws the client into wanting to know more. Once they are satisfied that your services lives up to the value proposition, you have given them the reasons to use you versus the competition. You have made it easy for them to build the bridge from where they are in terms of needs and wants to where you are in terms of a solution. You have told them “what’s in it for them.”
Leverage the wealth of information you already "own". The Financial service firm owners are living, breathing value propositions - much can be learned from getting "inside their heads" and understanding the subtlety of their communications. 

Be a Diplomat. Financial service firm owners are sometimes loathe to admit what they don't know (the Superman effect) and are much less inclined to share their inadequacies and needs with Marketing types (the Silo effect). Be careful HOW you ask questions - never put them on the defensive.

When targeting a client type - GO OUTSIDE for research and information. Try to network with folks with experience in that industry. Look inside for employees who have worked in that vertical. Think of alliance partners who work in your target area - pump them for knowledge. If you have the ability - do a target survey. (we can this an environmental scan)

LISTEN to the TARGET for NEEDS. I know this sounds trite, but targets rarely talk in product or service features - they talk in terms of business problems and desired results. Learn their unique vocabulary - throw out any terms or expressions you might have borrowed form other industries - walk the walk AND talk the talk.


FOCUS ON BENEFITS versus FEATURES. Again, a trite comment - but when we go into new areas - we all tend to retreat into our comfort zones. In marketing - this tends to be descriptions of features and service attributes.

Work the elevator pitch TO DEATH before you do ANYTHING else. If you cannot start with one paragraph that makes people stop and listen - you will not succeed in the project. Start with your TARGET, agree on your DIFFERENTIATION, and this will help you distill your POSITIONING. Then work HARD on the end-user benefits - ask the "5 Why's" (WHY will they be more successful, etc. etc.). Get it right - test it out with knowledgeable people - and then go forward.

BE TRUE TO YOUR ELEVATOR PITCH. I am constantly amazed how a clear message can be diluted in sales collaterals and pitches. When marketing gets involved - end user focus can sometimes lose out to "pretty collaterals". Be highly critical of yourselves - anything you do MUST reinforce the end-user benefit.


Let’s take a look at a couple of ineffective value propositions.

· Our award-winning solution is affordable, quick to implement, easy to use, customizable and scalable. 

· We help clients more effectively plan and execute strategic financial investing. 

· We provide the infrastructure and tools to dramatically increase clients' leverage, allowing them to focus on higher-value activities. 

· We provide the following value proposition to our current and potential clients: 1) Proximity to our clients is part of our strategy; 2) We are organized that our company has the local representation and required industry specialization; 3) At the same time, consideration has been taken to ensure that our staff possess the most appropriate competencies, that are specific to our industry sector focus and client's requirements
A value proposition needs to resonate on your customer’s radio frequency WII-FM – “What’s In It For Me?” Answering that question with measurable results will increase your target’s interest in what you have to offer. And if you do, you have a much better chance of turning them into a customer. 

It is important to develop a value proposition that is compelling, whether it is a product, service, the way the product is delivered, or even the way the customer is treated. Strong value propositions deliver results: increased revenue, faster time to market, decreased costs, improved productivity, increased market share, or improved customer retention levels. When prospects can realize value from your products and services, you increase sales, you generate quality leads, your customer becomes your business partner, and your people truly understand what your company does.

Here is an effective value proposition. This statement alone encourages the prospect to read further:
“Utilizing [our] state-of-the-art technology and combined industry-specific experience of over 22 years, clients can develop financial focus to their situation and needs and implement a unique wealth management strategy by utilizing our wide range of financial advice and investment solutions. We believe most clients will achieve higher investment growth rates and realize their financial goals more quickly when they have focus and discipline to their investment strategies. Ultimately, we provide our clients with peace of mind.

Structure:

· Assertion – Earlier retirement: XYZ Company helps clients- leverage their financial resources and achieve their goals quickly. 

· Meaning – Efficient investment techniques combined with  ‘state of the art’ financial and estate planning solutions enables clients to reach their financial goals sooner than if they did not have these tools to work with.
· Proof – Utilizing our state-of-the-art technology and combined industry-specific experience of over 22 years, we can accelerate our clients path toward their financial goals by making most efficient use of their existing resources.
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