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M O N TH L Y  Q U O TE S  

What Are Your Customers Really Buying 

When prospects are considering purchasing from your organization, price will inevitably be a factor, but what is 
likely more  important to them is high quality products, services and the value that accompanies it. Your ability to 
outsell lower-priced competition is vital to maintaining your bottom line in an overcrowded marketplace - that’s 
not big news, but how do you make it happen? 

The key to maintaining higher margins falls hinges on your ability to justify your price by offering value that can’t 
be beat. 

Here are 7 things you can provide to your prospects other than lowest price. 

1. An Effortless, “No-Brainer” Relationship 

If you can provide your prospects and customers with a relationship in which they get what they want, when they want it, they will 
be willing to pay a premium price. Make sure you are doing whatever it takes to eliminate your customers stress and make their lives easier. 
Given the choice most human being value eliminating stress and saving time over saving a few bucks. (You should read this several times 
and sear this truth into your subconscious.) 

2. Reliability and Dependability 

People like to do business with people they trust. It’s not likely that a customer will choose to partner with a less credible provider 
just to save a few pennies, so communicating dependability is a must. A solid history of reliability and dependability can be the dif-
ferentiating factor when your prospects are comparing you and your competitors side by side. 

3. Predictability 

Your customers, like the rest of us, like to know what they’re going to get (and pay for). Previous behavior is a pretty decent predic-
tor of future behavior, and this affects the way people choose to buy. If all of the interactions your customers have had with you 
have been consistently professional, effective, and efficient, your organization will acquire that reputation. Just be sure that your 
customers always receive the same excellent service they have come to expect from you. (continued on back page) 
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Why Are People So Fried, So Frazzled and Out of Control  
 
Why do people seem so frustrated, so out of control?  They seem to be spiraling out of control at warp speed and go-
ing in many directions simultaneously. 
 
Today, we are faced with endless choices and alternatives that are all clamoring for our time, our attention and en-
ergy.   
 
When I was growing up, there were three television stations you could watch; NBC, ABC and CBS.  And that was it; 
you didn’t have any more choices. When I was growing up, we didn’t have 14 hamburger joints in a three-mile 
stretch.  We didn’t have 121 models of vehicles you could buy.  You bought a Ford, you bought a Chevy, you bought 
a Buick, you bought an Oldsmobile, a Pontiac and a few others, and that was about it.   
 
Today, we have too many choices about what to do with the allotted time that we have on this earth. Everywhere we 
turn, somebody wants a piece of us.  They want our attention.  They want our money.  They want our energy.   
 
It’s endless, constant and unrelenting. 
 
Every waking moment there are demands on our time and energy. If we’re ever going to have any peace of mind, we 
must get a grip on what we’re doing and figure out how to insulate ourselves from all of the people and all of the or-
ganizations that demand and suck up our time and energy. 
 
In my coaching and training, I teach my clients that there are only two positions in life that you can take.  You can 
either be part of your plan or by default, you will become part of someone else’s plan.   
 
Here’s an example.  If on Saturday morning, my wife says to me, “what are you doing today”?  If I say to her,” I 
don’t really have anything planned today”; she will find something for me to do.  In that case, I didn’t have a plan so 
she made one for me.   
 
I don’t know how it is in your household, but I would imagine it’s probably the same.  Now, if I have something 
planned and something scheduled, what she might want me to do gets put on the back burner because I had some-
thing scheduled.  But, if I don’t have a plan, she’s going to find one for me. 
 
If you wake up in the morning and you don’t have a plan of what you’re going to do today and you don’t have your 
day planned out about what you’re going to do from 9:00 to 10:00 and 10:00 to 11:00 and 11:00 to 12:00; if you 
don’t have it planned out and lined out and scheduled about what behaviors you’re going to do during that time pe-
riod, that time will be filled with someone else’s agenda.  And that someone else could be an employee, a client, a 
spouse, a child, or whomever, will find something for you to do.   
 
When you’re unscheduled and you don’t have crystal clarity about what you want to do and what you want to 
achieve today, then your life simply becomes one of reacting to all of the forces that are vying for your time and at-
tention.  So, that’s why it’s important to have clarity about what it is that you want to accomplish.   
 
Another important principle I teach is, if you’re ever going to escape this feeling of overwhelm and feeling like eve-
rybody wants a piece of you and that you’re being pulled in a lot of different directions; if you’re ever going to have 
any peace in this world, you must get very good at saying the word NO.   
 
You must become comfortable telling a lot of people; be they family, be they friends, be they associates, be they em-
ployees, be they customers, be they clients, whatever the case may be; you must learn to get good at saying NO to 
them.   
 
To improve personal productivity, you must look carefully at every situation and determine whether or not that 
situation calls for you to change what you had scheduled today in order to accommodate what someone else wants 
from you.   
 
If you want to improve your personal productivity, you must develop extreme personal discipline. Doing so will al-
low you to escape the Hamster Wheel, achieve greater peace of mind and allow you to work less and make more. 
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Dear friends,  
 
It is spring ! I love this time of year. Spring is here and it is glorious 
and I can stretch out in the sun on the warm pool deck and think lofty 
thoughts.  
 
Thank goodness I am on the job because the two legged ones under 
my supervision are all over the place. Charleen keeps muttering about 
" new beginnings" and spring cleaning and other disturbing things.  
 
This translates to moving furniture around and tossing out some of my 
favorite blankets, pillows and toys. Well not tossing exactly. She 
washes things until they are good as new and then hauls them to the 
mission thrift store. Is that logical ? Don't get me started about the fur-
niture...I do not know where I can safely relax or if my favorite chairs 
will still be there if I do manage to close my eyes.  
 
Now Steve is another story. I am seriously concerned about his mental 
health. He seems to spend a lot of time watching something called 
March Madness. I do not understand the appeal and think he is the one 
who is mad. 
 
If that were not annoying enough, he yells at the TV, as if they could 
hear, and sometimes uses words that offend me. This madness is cen-
tered around those big chickens, "Gamecocks" he calls them.  
 
To ice the cake, he goes on and on about being a South Carolina fresh-
man basketball manager in 1968-69 for the legendary Frank McGuire. 
This seems to stimulate a lot of discussion and tall tales among his 
playmates; but get real folks, it's ancient history! That was fifty years 
before I was born !!!! I know that it is difficult or uncomfortable for 
you to envision a time before The Jake, but it is true.  
 
I certainly did not intend to whine or complain; although I hope that 
you dear readers do have compassion for me and understand how diffi-
cult my task is keeping these two in line. I, of course, am able to han-
dle it with grace and  fortitude although it is not easy. It is almost 
enough to give an overworked canine spring fever.  
 
Please forgive Steve if he screams "Go Cocks" at you. He does not 
intend to be rude or crude , it is simply a symptom of his condition.  
 
 Your long suffering but always cheerful friend, Jake  
 

 

  
AN ACTUAL CRAIG'S LIST 

PERSONALS AD 
 

To the Guy Who Tried to Mug Me in Downtown 
Savannah night before last. 

  
I was the guy wearing the black Burberry jacket that 
you demanded I hand over, shortly after you pulled 
the knife on me and my girlfriend, threatening our 
lives. You also asked for my girlfriend's purse and 
earrings. I can only hope that you somehow come 
across this rather important message. 

 
First, I'd like to apologize for your embarrassment; I 
didn't expect you to actually crap in your pants 
when I drew my pistol after you took my jacket.  
 
The evening was not that cold, and I was wearing the 
jacket for a reason.. my girlfriend was happy that I 
just returned safely from my 2nd tour as a Combat 
Marine in Afghanistan.  
 
She had just bought me that Kimber Custom Model 
1911 .45 ACP pistol for my birthday, and we had 
picked up a shoulder holster for it that very evening.  
 
Obviously you agree that it is a very intimidating 
weapon when pointed at your head ... isn't it?! 

 
I know it probably wasn't fun walking back to wher-
ever you'd come from with crap in your pants. I'm 
sure it was even worse walking bare-footed since I 
made you leave your shoes, cell phone, and wallet 
with me. [That prevented you from calling or run-
ning to your buddies to come help mug us again]. 
 
After I called your mother or "Momma" as you had 
her listed in your cell, I explained the entire episode 
of what you'd done. Then I went and filled up my gas 
tank as well as those of four other people in the gas 
station, -- on your credit card. The guy with the big 
motor home took 153 gallons and was extremely 
grateful! 

 
I gave your shoes to a homeless guy outside Vinnie 
Van Go Go's, along with all the cash in your wallet. 
[That made his day!] 

 
I then threw your wallet into the big pink "pimp 
mobile" that was parked at the curb ..... after I 
broke the windshield and side window and keyed the 
entire driver's side of the car. 

 
Earlier, I managed to get in two threatening phone 
calls to the DA's office and one to the FBI, while 
mentioning President Obama as my possible target. 
 
(continued on back page). 
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(continued from page 3)  
 
The FBI guy seemed really intense and we had a nice long chat       
(I guess while he traced your number etc.). 

 
In a way, perhaps I should apologize for not killing you ... but I 
feel this type of retribution is a far more appropriate punish-
ment for your threatened crime.  
 
I wish you well as you try to sort through some of these rather 
immediate pressing issues, and can only hope that you have the 
opportunity to reflect upon, and perhaps reconsider, the career 
path you've chosen to pursue in life. 
 
Remember, next time you might not be so lucky. Have a good 
day! 
 
Thoughtfully yours, Semper Fi! 
 
Alex 
——————————————————————
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(continued from page 1)  always receive the same excellent service they have come 

to expect from you. 

4. Reaction to Their Needs 

If you can find ways to acknowledge your customers’ uniqueness and be flexible 

and responsive to their specialized needs, your organization will be seen as a 

strategic partner that is worthy of investing more resources in. If your price is 

higher than your competitors’, you must provide a customized experience that 

builds value in the eyes of your prospects. 

5. Breadth and Depth in Quality 

Providing quality products and services will strengthen customer satisfaction, 

but you can really demonstrate the value your organization provides by ensuring 

that customers are getting the most out of the dollars they are spending with you. 

Are there benefits that are going unused by any of your customers? Allowing 

clients to maximize your services will show them that their investment is well 

worth it. 

6. Knowledge, Competence, and Follow-Up 

We all like to know that we’re in good hands. Salespeople who are serious 
about following up on orders, making sure that every-
thing’s right, and are thorough in processing, expedit-
ing requests, and being available after the sale is made, 
find that these activities give them an opportunity to 
sell at a premium price…and the opportunity to make 

more sales to their existing accounts. 

7. In-Depth Knowledge of Your Product Line 

Your customers want to feel confident in the fact that they are actually receiving 

the best solutions, and in order to instill that trust you need to be experts on your 

product offerings. While customers are paying your organization for the prod-

ucts you provide, they are also paying for advice on how to find the best answers 

for their unique challenges. When this knowledge and consulting are high-level, 

it adds value and legitimizes a higher price. 

The bottom line? Your prospects are realistic enough – 
and smart enough – to know that they are going to get 
what they pay for. They know that if they buy from 
your lower-priced competitor, they will probably be 
setting themselves up for problems. Instead of compet-
ing on price, make sure you are focused on selling 
value and relationship.    


