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CEO, Keystone Executive Coaching 

Value selling is, in the simplest

terms, the art of selling a high-

value, relatively intangible service.

It is in my opinion often the

missing link not just in consulting

services but, in all sincerity, any

high-value service provision. 

 

With an articulate and firm sales

process, one can guide a customer

to engage readily and easily, or

with a clunky and cold one turn

the customer away to our

competitors.

 

This is not an acquisition-of-

knowledge style solution. No one

person learns to sell and can then

simply sell thereafter, especially

in the value marketplace. Given

the emotive and trusting nature of

a high-value sale, the craft must

be revisited and resharpened

again and again. 

 

Simply put, if your sales are low,

sharpen your axe. 

 

Why is it important and what

problem does it solve?

Value
Selling 
and Your
Positioning
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The reason value selling and

positioning is so important is that

it is, simply put, the doorway to

cash flow. It ignites the engine

and sets the precedent for

engagement. 

 

If you are unable to sell for the

right price, you are unable to

deliver it with profit and

subsequently start a nasty chain of

events that in an intermediate

service provision is fine, but in a

value market would be laying the

foundations for future discourse.

 

The simplest example of this

would be my mentoring of a small

consulting service where the

providers were highly adept in

their capacity to provide

consultative advice and, in all

sincerity, had a robust and clear

course of delivery for their clients.

But they could not sell it. They

were continually faced with

phrases such as: 

 

Let me think about it.

I’m not sure if we can afford that.

Can we get back to you?

Or the dreaded “Let’s look at it in

the future.” 

 

Now, too many skilled

professionals never reach their

full potential, be it in a career or a

business, purely because of a

variant of the above objections.

 

When these phrases are used, they

are rarely what the person means,

but rather a polite way of saying:

“This is not important enough for

me to really want to do anything

about it .”

 

In working with this client, we 
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installed the stages of sales and
built an accountability process
to core sales performance
within the team, with some
great results.
 
What did we do? 
 
The first stage of selling
effectively is to accept that
selling something is NOT
making someone buy
something. Rather, sales is: 
 
“Helping someone understand
what it is you are selling to see
if it is a fit for them, and if it is
a fit for them, help them feel
comfortable about investing in
it with you.”

When you approach a sales
conversation like this, not only
does the pressure to convince
the buyer dissipate, but the
enormous potential of
relationships, rapport-building,
and friendship becomes
unlocked.
 
The key to execute a sales
process is to lead a customer,
not dictate to a customer. The
sales process is an
amalgamation of several key
sales processes and systems
refined into one universal high-
performing road map. It is
specifically designed for your
standard person, not your
“salesperson.”



“Sales is helping
someone
understand what it
is you are selling to
see if it is a fit for
them, and if it is a
fit for them, help
them feel
comfortable about
investing in it 
with you.”
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Most people see “salespeople”
as bright and charismatic
individuals, in some cases
pushy, but regardless, likeable.
Now whilst that helps, this sales
process does not require it in
the slightest. 
 
This sales process is designed
for the careful and considerate,
perhaps even reclusive, human
being. 
 
It works because it elicits trust
above all else. 
 
We must be more concerned
with being a fit for them then
they are concerned about
fitting us.



Consultative
Sales Hygiene
Follow these rules to keep the cleanest,
highest-converting and most efficient sales
process. They are the “rules of
engagement” of a consultative sale.
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Revisit these rules from time to time,
especially if you feel a sale that should
have closed, but didn’t.

Clients do not pay for
your service with money,
they pay with trust.

Never skip a phase.

Focus on the client, not
your thing.

Start a sale only when
you know you can finish
a sale.

 
5

Be more concerned
about being a fit for your
client than they are.

 

6 Sell the outcome, not
the service.

 
7 If it feels pushy, you are

being pushy.

 
8 If it feels hard, you are

not selling.

Sales is an emotional decision
underpinned by logic.

10
Never disclose price out of
order.

11 Always act with integrity.

12
You do not get to decide if
someone can afford your
service but you do get to
decide if you sell it to them.

13 Sales should be fun.

14 Make a friend, not a sale.

15
Set a standard of engagement
in the sale that is an insight
into the service provision.

16
If they are talking, they are
buying.

17
If they pay a little bit, they can
pay a little bit more.

18 Be competent, not urgent.

19
Decisions occur in the
presence of emotion, not in
the presence of logic.
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We like to think we are rational creatures, but the way we shop

reveals we are not always that reasonable. A customer will agree to

pay a few dollars more for a cup of coffee because of the way a

coffee shop smells. Some will pay more for a mobile phone because

of the way it feels in their grip.  But customers all over the world

will refuse to pay more for their breakfast cereal.

 

To sell, we need to know when to appeal to a potential customer’s

logic, when to appeal to emotions, and when to use a combination of

these two. Understanding the three markets is the first step.
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Master the 3 Markets



In a competitive market, price is

the only factor that makes

customers choose one supplier over

others. When buyers want to buy

commodities that have almost

identical qualities, such as petrol or

wheat, the first thing they’ll look at

is price. Not features or branding.

Price. 

 

To sell to this market, focus on

showing a potential buyer just how

much they’ll save by choosing your

product. Appeal to the buyer’s logic.

 

In an intermediate market, buyers

are willing to pay more for certain

advantages, such as better product

design. 

 

In 2018, the marketing research and

data company Nielsen found out

that 49 percent of consumers in

Asia-Pacific were willing to pay

extra for personal electronics.

Other items they were willing to

pay more for were clothing, shoes,

cosmetics, jewellery, and dairy

products. 

 

To sell to this market, use a

combination of appeals to the

customers’ logic and emotions.
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3 Types 
of Markets
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In a tertiary market, price isn’t even a consideration. It’s all about

emotion: how a specific car makes its owner feel more successful, or how a

personal cabin with real leather seats in first class makes a traveler feel

more special.  

 

“Understanding which categories and products consumers are more

willing to pay a premium for, as well as identifying those where they are

not, is critical," Nielsen advised in its Changing Consumer Prosperity

Report 2019.



For more insights on sales leadership and mastery, call 0401 264
339 to find out more about our signature pay on results business
coaching program.
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Pay on Results Business Coaching
is designed specifically for the
business owner who is ready to
scale, refine and grow their
business over a 12-month period.
 
We become fully invested in the
success of your business, working
side by side to ensure we hit our
targets. Simply put, if we don’t hit
them, we don’t get paid in full.

This is the gold standard of
business consulting in Australia. 
 
We incorporate the psychology of
success behind business
development, blending both
practical tasks and coaching to the
exact recipe that your business
needs to achieve its ultimate
outcomes.
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Pay on Results 
Business Coaching



Upon your agreement, our team develops
an action plan to reach those goals,
providing a clear road map for your
business.
 
 
Each 90-day activity block is guided by
your dedicated business coach, who works
with you to provide tailored training and
mentoring to help you achieve your goals.

H E I M A N  S O F T W A R E  L A B S P A G E   1 0

How does it work?
Upon acceptance into the program, you will
receive a full business appraisal and
implementation plan after a 30-day
assessment period. Our team of experts find
the areas that will give your business the
biggest growth in the shortest amount of time,
and then set tangible goals with you for the
next 90-day block.

In addition, you will undergo quarterly round
table reviews of your business progress from a
team of experts, giving you a complete view of
your business.
 
 
We provide the business owner a personalised
experience, placing them back in the driver’s
seat of their business, with clear measurable
outcomes to complete for business results.
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Clients
receive:
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This program is for the business owner who
wants a highly successful, scalable business
that gives them the lifestyle they want. 
 
It is suited to businesses with 10 employees or
above and a turnover of over $750,000
annually, that are seeking to create more
sustainable sales and marketing growth and
an outstanding team culture.
 
The program is delivered via phone or Skype.
However, every quarter your consultant will
fly to your workspace for the review process
to ensure your goals are met and a
comprehensive review takes place. 
 
Alternatively, we will fly you to our location
and host you at our offices.

The Keystone 18-point
full business appraisal
Business growth and
development plan
Personal business
consultant on call 24/7
Live in-house training as
required
Representation and
support during
negotiations and sales if
required
Unlimited access to all
Keystone resources
including:

Project management
software
Marketing and sales
training
Leadership mentoring
Business planning
and staff retention
resources
Financial growth
programs and
training

A complimentary seat at
all live Keystone
Workshops



5  Pillars  of
Business
Excellence

SALES  AND  CONVERSION

Closing on cue

Emotional attraction

Building a sales team

Tender mastery

Turning objections into closures

FINANCIAL  MANAGEMENT

Managing numbers

Dashboarding and financial control

Defensive accounting

Creative accounting

LEADERSHIP  AND  AUTOMATION

Building the leader that runs your

business

Building the team that runs itself

Hiring your first to your last

Creating business cultures

Becoming the chief

MINDSET  AND  PERSONAL

DEVELOPMENT

Endless motivation

Building a business that builds a

life

Personal and business satisfaction

Executive reasoning and control

Performance precision
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MARKETING  &  LEAD  GENERATION

Marketing and media mastery

Offline and local area explosion

Magic marketing numbers

Beating the competition



AIDAN PARSONS
 
Aidan Parsons is a man who stands on the shoulders of his results. He is an
expert in profitable, controlled, and consistent business growth. 
 
Combining insights into human behaviour and best business practices, he
specialises in the rapid and repeatable acquisition of new work with a
higher profit margin and lower cost-to-service.

Over the past five years, Aidan's strategies and mentorship have helped
Keystone's clients generate over $630 million in additional revenue. Over
70 percent of Aidan's seven- and eight-figure clients began working with
him when their revenue was less than $300,000.
 
Aidan prides himself on meeting business owners where they are and
walking with them in a considered and paced way to their business targets.
Working with Aidan is not about doing everything, but doing the one
right thing that improves everything.
 
He charges his fees after his clients hit their financial targets. In short, if he
does not hit his target with you, he doesn't get paid. No other business
mentor in Australia is backing themselves with such rock-solid conviction.

KEYSTONE INS IGHTSPAGE |  15



Let's talk
soon.
 
Would it be wrong to suggest that
through mastering sales, marketing,
leadership, finances, and mindset, you
could have total executive control of
your business?
 
Send your enquiries to:
admin@keystoneexecutivecoaching.com
 
Or call 0401 264 339 to book a free
strategy session with Aidan Parsons.


