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Our Agenda



1: What Do You Sell?


2: What Outcomes Do You Provide?


3: Can You Quantify Your Value?



About You.



1: What Do You Sell?



T-Exercise



pitchlab.io



Evolve


Order Taker —> Consultant



Transactional 

focuses on left


 



Transactional 

focuses on left


 
Consultative 


focuses on right



2: What Outcomes 

Do You Provide?







What’s the 

Ultimate Outcome?



Protect Your Hat Be Clutter Free



3 Types of Outcomes



1. Business Outcomes


2. Personal Outcomes


3. Emotional Outcomes 



What 3 Main Outcomes 

Do You Provide 

Your Clients?



Breakout
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Takeaways



- Revenue Growth


- Save Money


- Efficiency / Time Savings


- Peace of Mind / Certainty 


- Reduce Headaches 



What Is Value? 



Their Outcome

- Your Price 

The Value



Key to Authentic 

Sales Conversations



Nice-to-Have

vs.


Must-Have






3: Can You Quantify 

Your Value?





Your Turn to

Quantify Value





How?



Breakout
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Takeaways



“If a client is stuck on 
price, we didn’t do a 

good enough job 
selling the value.”



“Selling value is 
recession 
proof.”



“Value is in 

the eye of 

our client.”



“If we can’t 
differentiate, we 
can’t effectively 

sell value.”



Recap:



1: What Do You Sell?


2: What Outcomes Do You Provide?


3: Can You Quantify Your Value?



Your Next Step



1: Define your value 


2: Uncover value during discovery


3: Communicate your value 


(before pitch price)



How to Structure a

Stellar First Meeting



7 Magic Disco Questions



Big 
THANKS 

To



jay@pitchlab.io




