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Educating your customers should be the focus of all your marketing efforts. Failing to tell your
customers why they should be buying form you is pure mistake. The more you explain the them how
your product or service work, the more value they will perceive and the more they will appreciate what
you can do for them. This is especially true if you are doing something different than your competition.
Just tell them how you manufacture the products, the material you use, the process, to get to the
product, if you travel, if you have to study, how many people you employ, performance, technical
investment etc.. People cannot appreciate the investment, education, or all you have gone through
until you share this information with them.

Marketing is educating and creating a desire for a product or service.

If you decide to sell something at a ridiculous low price you need to give them a reason why. You just
can't cut the price.

How would you respond if I was telling you have a Rolls Royce and only 50 models were created. I
was made 5 years ago and worth $1 million dollar. Since the price went down and the car is worth
$400,000. On top of that the car was custom design with additional options worth $40,000. There is
only 10 of those cars in the U.S one of them is owned by Bill Gates. The car has only 53,000 miles,
new paint, new rims, new sound system. I only want $150,000 for it and the last one was sold an an
auction for $250,000. Wouldn't you be interested?

Of course you would be. This is to demonstrate how much more desirable it is when you make the
effort to educate your prospects. Now they can appreciate the value of your offer and understand why
it is so inexpensive.

If you do not tell them what your product or service can do for them they won't guess. If you do not
explain why your offer is so inexpensive they won't appreciate the value of it. If you want to succeed
you have to communicate the value of your product.
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If your price and offer present an incredible value then explain why you are making such an offer. Is it
for first time buyers, is it because you purchased 1000 of them and you got a great deal from the
manufacturer, is it because you need to get rid of them and you want to pass on the savings?

Tell them why they should buy from you instead of the competition. Tell them all the reasons and the
more believable, and credible you are the more appealing your offer will be and the more sales you will
make. Ever wondered why something was so incredibly low priced? Didn't you wish you had known
why? Wouldn't you have been more attracted to that offer if you had known the reasons why it was so
inexpensive? Same thing if you have a product that is more expensive than your competition, describe
to them why you are selling it for more money.

If you are selling something with a big discount why not tell them the reason. May be it's slow season

and you'd rather offer a room at 75% discount, you will attract more people and you will make your
money on the food and drinks while they will still enjoy a 75% on a room. It's better for you because
you will still make money and they will offer huge discount. Everybody is happy.

If you offer 2 items for the price of 1 tell them why. Did you receive a huge discount from the
manufacturer or are you trying to move your inventory? May be you want to give them a great deal
because they'll come back and then you will make your normal profit? Wouldn't you feel better if each
time an advertiser wanted to do business with you, gave you the reason why? I would say so!

The more honest and explicit you are gives customers more compelling reasons to favor your
business.

Andre Plessis

Andre Plessis
Author & Marketing Expert
http://smartbizconnection.com
We Can Teach You How To Triple or Quadruple Your business. The Rest is Up To You!
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If you're in a sales position of any sort, or you're a
customer or client of someone "selling" you, you know that
the most common response to an objection or concern from a
salesperson is to cut price.
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I know. I've been "in sales" since the age of eleven. And,
when it got tough to sell what I had to offer, the very
first thing I did was cut the price on the very thing of
value I was offering.

It wasn't that I didn't think what I was offering was valuable.
It was that I just never thought to give the "reasons why" they
would benefit from what I was offering.

Well, I'm here to tell you that if people percieve you as being
like everyone else, all they have to go on is comparing price.

The job then, is to educate your prospects on the enormous
value you deliver. Otherwise, it seems, you're just another
company delivering another commodity product or service.

The secret to establishing value for your product or service
and building credibility with your prospects and customers
is simple: Tell the truth.

* If your product or service costs more than your competitors,
tell them why. It will create value that they didn't see
before.

* If your product is made with a stronger material than your
competitor's, tell them why. It will let them know that your
product is more durable than your competitions.

* If your guarantee is longer than the competition, tell them
why. It will show that you truly believe in your product and
are willing to stand by it no matter what.

* If you're having a private sale for existing customers, tell
them why. It will show them how special they are and how much
you care about them.

* If you do business differently than anyone else in your
industry, tell them why. It'll show that you're not just
another commodity and copy−cat business.

* If you're selective about who you'll do business with, tell
them why. It'll revere them as special and increase their
confidence in doing business with you over and over again.

You see, it's very simple. Educate them. Tell them the reasons
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why, and you become not only the leader in your field of expertise,
but you become the resource that your customers want to follow and
respect.

How many businesses you do you know that actually tell you the
"whole truth" about a product or service or special they're
offering? Not many. And the one's that DO explain the "method
to their madness," are the one's that are very successful.

Honesty and education breeds credibility and trust. Avoid being
vague when you communicate an offer. The truth and nothing but
the truth will help you become the business leader you know
you can be.

Craig Valine is the publisher of the The AwfulMarketing Alert Newsletter, "Where you learnGOOD
marketing strategies by looking at those who do it really BAD."To subscribe his free newsletter, go
to:http://awfulmarketing.com/ezinesubscribe.htm
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