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Let’s talk a little bit about what you do when you make an offer of your product or 
services, and some tips for making sue that your offer feels useful for your prospect. I’m 
going to tell a little story about the purse you see to the right. 
 
You might see that this is a straw bag, has holes in it all the way around. When I was in 
high school I was an exchange student to Colombia, in 
South America. So I was gone for a while my senior 
year, living in Barranquilla. One day I went to the 
straw market and I bought this purse to bring home to 
my Mom. To this day I remember how excited I was to 
have this purse for her. I thought she would really like 
it. I was happy to bring her something from a foreign 
country. I felt very sophisticated - a high school kid 
standing in the straw market in another country, 
picking out something for her. I was very emotionally 
attached to this purse. 
 
I got back to the United states and was unpacking and I came across the purse. Right 
away I found my mom to give it to her. I was so excited to give her something from 
where I had been living in South America. She took one look at it and I could tell from 
the look on her face she didn’t like it at all. The only thing she said was, “well, it’s open 
weave, the stuff that I have in my purse would show and it might fall out.” So that was 
the end of the purse. I don’t think in her entire life she used the purse. But, guess what, 
she kept the purse. She kept it because she didn’t want to hurt my feelings, even though 
to be truthful, she never used it.  
 
I didn’t even realize she had kept it. Even when we moved her out of her home and into 
assisted living, that purse must have been in a box I didn’t go through, because she had it 
with her. When she passed away, Bill and I had to go move everything out of her little 
apartment in assisted living and sure enough I found the purse. Even though she never 
used it, she kept it.  
 
Mom didn’t use it because she didn’t see the usefulness of it. To her it didn’t have the 
benefits that she wanted in a purse. She wanted to be able to keep everything in a purse 
where her stuff did not show. And in this purse, it was going to show. Plus, she didn’t 
consider this purse to be secure.  



 
What does that have to do with being in business and making an offer? Everything!  As 
business owners, we craft our offers of products and services believing that buyers will 
like what we offer. We get very emotionally attached, and we don’t understand 
sometimes why people don’t race to buy.  
 
The reason propects don’t race to buy is that they don’t see the usefulness of what we 
offer. They need to see the usefulness, for them, of the product or service that you are 
offering.  They’re not emotionally attached to it the way you are. They’re going to be 
thinking, “What will this do for me? How will this be useful to me? Is it worth the money 
that I’m going to pay?”  
 
You want prospects to see the usefulness of what you offer. Otherwise, you might talk 
them into buying even though they don’t see an immediate need, and that means they will 
buy but never implement. How many times have you bought a product or service and 
you’ve never used it? Probably you have courses that you’ve bought that you’ve never 
opened, or books that you’ve bought but you’ve never read. Maybe you have clothing 
that you’ve bought that you’ve never once worn. If your prospect buys from you and 
never uses what she buys, just sits it on her shelf, that’s not good. Because, guess what, 
more than likely that person will never buy from you again. Why? Because the first thing 
they bought wasn’t useful.  
 
As a business owner pitching your product or service, you really have to talk about the 
benefits, the very specific benefits of your product or your service. Don’t spend your time 
talking about the features (what is in your product or service). Take about the features, 
the usefulness. Talk about what it will mean to that person, how it will transform them. 
Talk about how it will make their business or their life easier, or how to save them money 
or save them time or bring more clients in the door. Just remember that when you make 
offers to people you might be emotionally attached, but they are not emotionally attached.  
 
It’s our job to do the very best we can when we talk to a prospect about what it is we 
offer. We must listen well and craft what we say in such a way that they will take us up 
on our offer. This is our responsibility, and if we shirk this we should feel guilty. We 
need to give this our very best. But after that offer is done, it’s up to a prospect to buy. 
We have to be emotionally unattached to the outcome. Otherwise, our business is where 
our emotions are, high when somebody buys and low when somebody doesn’t buy. This 
is not a steady and even keel for our business. We then we can’t take a look at what’s not 
working and fix it, because we are emotionally wrought up, on a rollercoaster. This does 
no good for our clients, our prospects, or our bank account. It’s not client attractive. Our 
work is to be useful, do the very best job possible to craft and present what we offer. And 
then step away. Don’t be emotionally attached to the outcome.  
 
The reason we get attached to the outcome is because inside ourselves we are afraid that 
the way we presented the offer isn’t good enough. So we are looking for approval in 
terms of an acceptance and a buy. But that’s really not what buying and selling is about. 
Be emotionally unattached but do your very best job. Be sure that you are able to explain 



the usefulness of your product or service so that if you get an objection like “this isn’t 
secure, or it has too many holes in it” you’ll know what to do. I needed to be better at 
talking about how this purse would work if I wanted my mom to use it.  
 
That’s my tip for today. Make sure that you craft your offers in such a way that your 
prospect immediately sees the usefulness. That’s what will sell. That’s what will make 
your business grow bigger.  
 
You are invited to go to my website, http://confidentmarketer.com. You’ll find many 
other resources on my blog that can be helpful for your business. Also, you can leave 
your name and email address there, and I will send you my e-book “20 Ways to Build 
your Business without Frustration and Overwhelm.” I’m happy to give it to you, and wish 
you much success in your business. 
 
I work with small business owners who want to succeed and live from a solid ground of 
emotional and business clarity. If that would support you, I invited you to schedule a time 
to chat with me by dropping an e-mail to mailto:sue@confidentmarketer.com. 
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