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Agenda

• What a Value Proposition is and why is it important?

• What “The New Normal” is in the COVID-19 era?

• Practical steps in building a New Value Proposition

• Some tools that will help you build a New Value Proposition

• Some recent New Value Propositions I’ve worked on

• A checklist to How To’s...and Tips you can apply to your business
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What is Value Proposition?

“The Value Proposition is our process for showing what’s different 

about us: it’s describing the promises we keep, it’s showing clearly 

how we keep these promises while tackling head-on real and 

perceived customer concerns about the effort they need to make 

and the risks of doing business with us.” 

Michael McIntyre: The Sales Practice Ireland© 
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What is Value Proposition?

Here’s a clear statement of what FreshBooks Do: “Non-accountant software for SME’s”
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What is Value Proposition?
They keep rebooting their Value Proposition  

FreshBooks Rebooted Value Proposition: 

They’re constantly evolving messaging  to 

reflect the conditions, concerns customers 

have and reducing Risk Reduction 

through  Free Trail / 50% Off.
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What is Value Proposition?
Here’s a clear statement of what FreshBooks Do: “Non-accountant software for SME’s”

A clear statement of FreshBooks's Costs, Prices 

and Options.

See how they make it easy for 

prospects to:

“call us for an online chat, schedule

a live online demo, try it out yourself

- free, buy now for 50% less, pick 

the option that suits you best”. 
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Uber’s Proposition explicitly sets out 

its core Differences from a traditional 

Taxi experience. 

Uber sets out the Promises it aims to keep

What is Value Proposition?



Practical Export Skills

The Sales Practice Ireland
10

What is Value Proposition?

Most customers, when asked are 

usually delighted to tell the story of 

why you’re different and how easy 

you are to do business with. Video 

testimonial is a widely used 

affordable Selling tool. Also, when 

created correctly customers rate 

them as “highly believable”. 
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What is Value Proposition?
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Developing and Deploying Value Proposition

Developing and deploying a winning Value Proposition has helped these businesses get 

their messages across. 

The next Question is: 

What tools did they use to get their Value Proposition in the right shape to give them a 

competitive advantage?
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Building Value Proposition

A great place to start: wear your customer’s shoes and ask:

• What Do You Do, for me? 

• What is the Difference, for me? 

• How much Risk am I taking? 

• Show me? 

• How much Effort is involved, for me?  

• How much will this really Cost me?
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Rebooting Your Value Proposition
Value Proposition Reboot Process: Six steps for you to follow

What You 
Do

Your 
Differences

Customer 
Risks

Show

Me

My

Effort

Cost 

Real Price
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Rebooting Your Value Proposition
VP Reboot Action Plan Template 
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Rebooting Your Value Proposition

Successful Value Proposition 
Reboots within Financial Services
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Successful Value Proposition Reboots
Financial Services Business: Views from a Rebooted VP 

• We held a features/benefits/proof session to outline desired 
message

• We spoke to some customers
• Drafted (14 versions!) the statement of what we do 

from the customer viewpoint
• We developed LinkedIn statements
• We developed a one-minute video
• Started posting messages regularly and updating 

every month
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Successful Value Proposition Reboots

We introduced the clear proposition “..get 

funding for business projects” into the sales 

materials and dropped it into social media, 

which we ramped up with the help of an 

external agency.
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Successful Value Proposition Reboots

The owner produced simple one-minute 

videos posted on LinkedIn explaining in 

practical terms: “what we do” and “how easy 

it is to get risk-free help” by explaining the 

engagement process to sales prospects. 

Uptake has been encouraging and referrals 

are up significantly.
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Successful Value Proposition Reboots
Financial Services: A Rebooted VP 

• We role played pitching Price to the 
customers

• We produced a Price Objections Log
• We produced a Funding Need Tool / Survey
• We offer Return on Investment reports
• We tried out V2.0 Pricing on some customers 
• We refined and simplified the V3.0 Pricing 

model
• We re-tested it on some customers
• It’s under constant review
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Successful Value Proposition Reboots
We more than doubled the VP Reboot Score, increased clarity, confidence and improved 

conversion. We’ve increased competitiveness and are better positioned to win more 

business in 2020+
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Rebooting Your Value Proposition

Successful Value Proposition 
Reboots within Food & Drink 

Industry
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Successful Value Proposition Reboots
• Surveyed customers to find out what they were most happy 

about – it was the Yield increases and their improved profit 

margins

• The increased yield performance was the BEST in the 

industry – supported by Govt. data

• The increased yield was converted into a clear statement 

of the £ cash value

• Developed case studies underlining the extra £ profits 

earned and quicker payback for money invested

• Produced case studies and testimonials, posted online

• Invited prospects to contact recent customers directly – “satisfy 

yourself – call them for a chat – they’ll take your call”



Practical Export Skills

The Sales Practice Ireland
24

Successful Value Proposition Reboots
• An engagement process graphic was developed

• An engagement process walk-through video was produced

• A new build & remediation case study was developed – demonstrating ease of effort on the 

part of the customer to engage

• Price Objection Log was developed and rolled out

• Sales conversations were scripted and rehearsed 

• Risk was reduced at sales stage as the customer was “under no obligation – we’re just 

talking”

• “Satisfy yourself – it’s a big investment” mantra was rolled out

• A new Premium-price position script was developed

• Price Discounting was STOPPED

• Conversion AND Referral rates increased
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Successful Value Proposition Reboots
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Start Your Value Proposition Reboot

Value Proposition Reboot Process: Six steps for you to follow

What You 
Do

Your 
Differences

Customer 
Risks

Show

Me

My

Effort

Cost 

Real Price
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Start Your Value Proposition Reboot
VP Reboot Action Plan Template 
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Value Proposition Checklist & Top Tips
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Rebooting your Value Proposition
What people say during their Value Proposition Rebooting Journey:
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Thanks for coming



The Sales Practice Ireland
31

Get Started, Now

I really do want to hear how you're getting on – Get Involved !

How did you find the session

How are you getting on with your VP Reboot

How has the VP Reboot influenced S&M Activity Planning and spend

If you get stuck: connect with me on LinkedIn

If you want to chat: Call me – 07840120931

linkedin.com/in/michael-mcintyre620663142

https://www.linkedin.com/in/michael-mcintyre-620663142
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Questions



The Sales Practice Ireland
33

Useful Links

www.investni.com/events

www.investni.com/newsletter

www.nibusinessinfo.co.uk

http://www.investni.com/events
http://www.investni.com/newsletter
http://www.nibusinessinfo.co.uk/

