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How to convince  
your clients...  

 
They can’t  
get along  
without you 
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Why do you need to show your value to clients? 
 

  

You need to show your value to clients so that they can clearly see the difference you have made in 

their daily business. When you fail to show your value, decisions regarding the use of your services 

will be made on a dollar basis. Your clients will look for the provider who offers the cheapest services 

and see that as ‘value’.  

 

Do you realise what that means? It means that you are allowing them to purchase services which 

might be substandard. It means that you are allowing them to use a provider who won’t look after 

them as well as you do. Are you prepared to do that? What are you going to let them base their      

decision on - cost or results?  

 

By allowing your clients to see exactly what you will do, or what you have done for them, the cost  

issue becomes irrelevant. Don’t presume that your client can automatically recognise the value of 

what you do. They have more on their mind than just this one part of their business. You’ll need to 

spell it out in detail so they have a full appreciation of the actual benefit you are giving them. You 

need to show solutions and results in action. You need to prove that value is not just a matter of   

low-price services.  

 

When you are looking for the visible results, don’t forget that they won’t all be as measurable as dollars.  

 

Time savings, happy staff, smooth systems, reduced customer complaints and increased visibility are all potential results from your 

service. These are the ones that aren’t immediately obvious to your client so it’s up to you to show them.  

 

 

If you don’t tell them what you are really worth to their business, how will they ever know? 
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When should you show your value?  

 
There are two specific times that it is important to show your value. The first is when 

you are   negotiating with a prospective client. The second is once you have completed 

the job.  

 

When you talk to prospective clients in order to win their business you’ll need to show 

off your knowledge and experience. That’s how you’ll capture their attention and     

create the desire and opportunity to connect. When they are interested in what you 

have to offer, it’s time to start showing how you can solve their business problems. If 

you can be specific, use quantifiable measures. If you can’t, you can always talk in 

terms of proposed results and back them up with the evidence of your previous work.  

 

When you submit your proposal it’s important that you detail all the work involved so that your client clearly understands what you 

intend to do, but it’s more important to show how that work will make a difference to the business.  That is what will convince    

potential clients to take a chance on you.  How you do it isn’t half as important as the solution you give.  

 

Once the work is done your clients are going to be happy and very relieved but their focus will have now shifted to the next issue on 

their list.  In many cases your role will have finished.  You can risk being forgotten or you can position yourself as a ‘consultant-on-

call.’  Wouldn’t it be good if they kept coming back to you for your services?  The best way to make that happen is to remind your 

client that you did what you said you would do.  Point to the evidence, whether it is a dollar saving, improved systems or some 

other measure.  If you told them they’d save $1000 then show them where that saving is.  Seeing is believing.  You will earn their 

trust and that is what will bring them back to you.  

 

Don’t underestimate how important it is to show your value particularly when it comes to client retention or in the attempt to     

secure new clients for your business.    
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What stops you from showing your value to clients?  

 

 

 

 

 

 

 

 

 

 
It’s easy for me to tell you to get out there and show your value, isn’t it? Knowing it and doing it can be very different things.  

 

What is it that stops you from showing your true value?  

 

Many people confuse brandishing their value with bragging. You are not showing off when there is definite merit in what you are 

telling your clients. To claim, "I am the best", is bragging. To state, "I am worthwhile to your business because I can offer “this      

solution” benefiting your organisation in “these ways”, is clear proof of your value. Your clients will only be too happy to hear what 

you have to say because you are bringing them exactly what they need. Come to think of it, what better time to show off?  

 

Another thing which can stop you from showing true value to clients is your failure to understand what they really need. If you’re 

too busy trying to sell a solution without stopping to find out what a client really wants, then you’ll never be able to offer them true 

value. It’s like trying to give an answer to a question that you haven’t heard. You’re taking a stab in the dark.  Stop thinking about 

your business and start listening to theirs.  

 

If you are worried that you aren't as good as you think, or not as good as your competitors, then consider the reaction of your last 

client and the one before that and… Well you get the idea. Draw strength from the positive feedback you have received each time 

you have successfully finished a project. You have to be positive if you want to convince your client that you have something to    

offer.  If you don’t believe in yourself, why should they? 
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Easy ways to show your value online  

 
There are ways that you can show off your value without sounding like a big-headed boaster . 

 

The Internet has changed the way in which we do business and it allows the smaller fish to compete along-

side the big fish. Regardless of the size of the business you operate, it is relatively easy to show your value 

to your clients using online methods. However this will only work in your favour once you have established 

what information is valuable to your clients and target market. Again, it comes back to knowing what their 

problems are so you can show how you intend to solve them.  

 

 

Website.  

 

Your website gives you many opportunities to show off your own particular value.   

 

Your home page should be a quick snapshot of what you do. People have come to your site looking for something specific – an     

answer to their question or a solution to their problem. Does your home page give them something to catch hold of straight away?  

The “About Us” page should be one of these opportunities which you use to your own advantage. This page is all about connection.  

It should show off your personality and share enough of yourself that it opens the door to new relationships.  Remember that many 

of your prospective clients won’t have heard of you before.  The first thing many of them do is to click on “About Us” tab to see the 

person behind the business. You might be working online but the human interaction is still important. Use this page to talk about 

yourself as a person rather than purely as a business. Give your potential clients something to relate to so they are comfortable to 

pick up the phone and call.  

 

If you don't have one already, create a Testimonial Page allowing you to publish feedback directly from your clients. The more     

specific the feedback the better it will work for you.  If your client says, “working with ‘your business’ was an enjoyable and            

rewarding experience”, that is good.  A statement saying “our business improved because of these things ‘your business’ did for us” 

is much better.   

 

Quantifiable testimonials will enhance your value dramatically because they show the specific results you achieved.  It’s real life  

evidence.  
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Blog.  

 

Blogs are wonderful tools for business. They let you build up a huge repository of information which shows off what you do and 

how well you do it. You can write posts that are case studies or stories. You can talk about products and you can promote clients 

that you have worked with.  

 

You don’t have to write sales posts to sell. You can sell through stories and examples. Remember that your potential clients are 

reading your posts and they have a problem that needs solving. Write a case study showing how you solved a similar problem for 

previous clients and show the difference you made to the business. Telling a story is probably one of the best techniques that you 

can use.  Tell the story of a particular client and what effect the problem was having on their business. Talk about how it made them 

feel and what their main worries were. Tell how you flew in like a superhero and solved their problems single handedly!  

 

What you want is for the reader to emotionally connect with your story so that they will start to want you and your solutions.    

 

 

 

 

 

 

 

 

 

Articles  

 

If you enjoy writing, then you can publish articles on your website, blog or other relevant websites. If you don’t, you could hire 

someone to write an article for you. Either way, you are demonstrating your expert status in your particular field. Tips and ‘how to’ 

articles are always sought after because they are short and simple but still informative.  

 

You can target specific sites or magazines. A little research will give you good information about what their readers really want to 

know. Then you can be sure that what you are writing about will actually be read by people in your target market.  
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Interviews.  

Interviews published online are another avenue for you to advertise and promote your services. Often online magazines or groups 

will be on the lookout for an expert to interview.  It will add content to their site while promoting the expert. Why shouldn’t it be 

you? If you can, make sure the questions are structured so that you are able to give specifics about the way you have assisted your 

clients.  Seek permission from happy clients and give mention to companies who you have worked with successfully in the past. It’s 

all about building your reputation and proving your value.  

 

Not all interviews are in print.  Don’t forget about webinars and teleseminars, too. Make yourself available as a guest speaker. What 

a great way to connect directly with your potential clients.  

 

If you can’t find someone to interview you, write one up for yourself. You can also create your own videos or audios to add to your 

website. Upload your video to YouTube and watch the viewer numbers increase.  

 

 

 

Newsletters.  

 

Often a potential client will subscribe to your newsletter so that they can find out more 

about you before they commit to your services.  Don’t make it a sales pitch because that 

won’t work.    

 

Newsletters are a great way to add value to your client relationships by sharing content.  

By simply adding helpful information or tips you can build the relationship while at the 

same time demonstrating your extensive knowledge of your industry. Short articles on 

relevant topics will catch reader  interest.  Don't forget that you can use your newsletter 

to again promote happy clients with quantifiable results.  It’s all evidence, isn’t it?  
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Social Media.  

 

Social media is a great tool. It is designed to help build social relationships so it is well positioned to work with business                   

relationships too.  

 

Do you have a Facebook page or Twitter account?  These are excellent ways to encourage your clients and potential clients to chat 

with you. Talk about your work.  Talk about your day.  Encourage people to ask you questions. Give out free tips. This is a perfect  

platform for a quick and easy display of your knowledge and abilities.  

 

Social media can also be used to enhance all of the other methods that we have talked about. Link any third party articles or inter-

views, testimonials or stories back through Facebook, Twitter and your blog to notify your past, present and future clients of your 

achievements.  

 

 

Remember that it isn’t only potential clients who will be reading about what you have been able to do. Current clients will also be 

watching you. By showing your value to others you will reinforce your value to them, too. You will be convincing them that they 

really can’t get by without you.  

 

The most important thing to remember is this.  

 

 

If you don’t tell your clients what you have done for them, who will?   

 

 

If you know that you care about your clients, do great work for them and that you truly make a difference in their business, it 

should be something that you shout from the rooftops!  

 

Don’t let your clients be lured away by showy businesses who talk well but don’t follow through. Use all the tools that you can find 

to convince your clients that they need you.  It’s your responsibility.  
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Need help?  

 

Like what we have said but worried about your ability to do it?  Let us help you out.  

 

We have two solutions for you.  

 

 

Solution 1 - Beginners Writing Course.  

 

 

If you are concerned about your writing ability why not look at our online writing 

course for beginners, called Finding Your Voice? 

This course is designed especially for business owners and will show you how to start 

connecting with your customers through your newsletters, blogs and articles.  It will  

introduce you to the different forms of writing that we have talked about.   

“Finding Your Voice” is packed full of practical information and comes with a series of podcast interviews with experts in each of the 

fields.    

This is not about grammar and spelling.  It is purely about connecting with people.  It is fun but it is practical, too. 

 

 

 

 

 

 

http://cleverstreak.com/free-report/
http://cleverstreak.com/free-report/
http://cleverstreak.com/free-report/
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Solution 2 - Writing Done For You.  

 

We specialise in supporting businesses that don’t have the time, interest or opportunity to do their own writing.   

 

If you’ve been in business long enough to find that you have more work and less time, you’ll know that your time is best spent in 

making money rather than writing.  When you understand the importance of getting your message out but just can’t get it done, 

call for Clever Streak’s help.    

 

We offer:  

 

Newsletter Packs  

Article Packs  

Blog Posts  

Social Media Maintenance and more.  

 

We free up your time so that you can get on with earning your income.  We work to suit your needs and guarantee that you will 

build better relationships with your clients and prospective clients.  

 

 

Contact Anne now and let us make your life easier.   

  

Website: www.cleverstreak.com     

Email: info@cleverstreak.com  

Ph.: 03 5783 1322  

 

http://cleverstreak.com

