
 

Defining Value Propositions 

In this video, we will discuss Value Propositions, with an emphasis on how you can develop your own – 
with the purpose of using them to help you get approved for wholesale accounts. Value propositions are 
one of the simplest things to think about, and identify with someone else, but for some reason often 
elude us in our own businesses. For some reason, it is hard to see the things that we do well. 

What are Value Propositions? 

Value propositions are simply value that you can bring to a vendor relationship beyond the expected 
value. The traditional vendor/vendee relationship dynamic is that a vendee pays a vendor for a product 
and then sells that product. With the rise of home based businesses, you have to realize that it is EASIER 
than ever for people to set-up wholesale accounts. However, this also works against us, as there is now 
an abundance of sellers shooting for the same products! So, our goal is to develop value propositions 
that allow our vendors to place us in a higher priority position than our competitors simply due to the 
fact that we will buy their products and bring ANOTHER factor to the table that has value to them and 
their brand. 
 
Value propositions help you in two ways. That help you get approved for accounts more often, and very 
strong value propositions can help you gets better pricing and bigger discounts on products you are 
purchasing. 

What are My Value Propositions? 

Quite simply, we cannot tell you this. You have to realize the value that you bring to the table. What 
makes you unique? Why should I sell to you, as there are people for days lining up to buy my product? 
What can you give me, that others can’t or won’t? Those are the questions you have to consider.  

The common confusion with value propositions is that you have to be amazing at them, essentially 
world class. That is just not the case. You simply have to be better than the person that you are talking 
to. You have to come across competently and show them results when necessary.  

Fortunately, most sellers make this INCREDIBLY easy for us, as they are lazy and don’t deliver ANY value 
whatsoever beyond product. We simply have to point this out to vendors, and show them the value that 
we can bring to the table – and we are heads and shoulders above the competition.  

To be more direct, while I cannot give you, your value proposition. I can, instead, give you examples of 
value propositions, how we would package them and how we would present them to our prospective 
vendors. 

 

 

 



 

The MOST Important Thing About Value Propositions 

 
First a warning 

THIS IS IMPORTANT! I wanted to dedicate an entire slide to what really amounts to ONE singular 
thought. 

DO NOT CLAIM A VALUE PROPOSITION THAT YOU CANNOT DELIVER ON! 

AGAIN, DO NOT CLAIM A VALUE PROPOSITION THAT YOU CANNOT DELIVER ON! 

This will destroy any relationship, and could go farther than that vendor. You don’t want to claim to do 
something only to NOT be able to deliver. Vendors love us, because we come through. We deliver 
results, and we SHOW them our value.  

Say it, Show it and they will come! 

Examples of Value Propositions 

As I said, value propositions are things that help bring value to someone else beyond the expected 
value. When you enhance their brand, protect their brand, or promote their brand in ways that they 
could NOT otherwise do so without your idea or expertise.  

PPC Advertising– working out a real PPC budget and explaining to them the costs involved, what you will 
do and how you will promote their products. Show examples of your work in the past, and what type of 
increase is possible (stress possible, that it is a long term building process). Fea 

Product Page Improvements – Pictures & Details. If their Amazon product page is soft or lacks good 
information that would help it sell better – TELL THEM. Tell them what you would do, show them, and 
give them something that might show and increase in sales. 
 
Product Page Key Word Improvements – Look at their keywords, and use Merchant Words or Google 
Analytics to develop a stronger key word set. Then, tell them what your ideas are, and what they would 
expect to see. Show them examples of their current keywords and the related search volume and then 
the related search volumes of the suggested key words.  

Related SEO Beyond Amazon – Show them you have VALUE beyond the confines of Amazon. If you have 
experience with SEO, back linking, etc. Show them examples of your work. Show them about traffic 
direction. 

Featured Product on Your Website – Create a featured products or Retail Partner tab on your website to 
bring additional highlights to their brand. If you show their product in a sleek setting, with good 
description and pictures – you are highlighting their product in a very respectable and presentable way.  



 

Feature Product on Your Social Media – If your company has a Social Media page with a real following of 
people – this is an attractive set-up.  This needs to be a company page. 
 
MAP Enforcement – If you have a strategy to help companies identify sellers who are breaking MAP, or 
are willing to report them to the manufacturer when it occurs – this can be a huge boon for them. MAPs 
exist to protect Brick and Mortar interests. They want their Brick & Mortars to be able to maintain 
healthy operating margins – because Brick and Mortar provide real advertisement to customers.  

Scheduled Press Releases – If you are good at writing real value pieces and have the means/ability to get 
articles published – this has a HUGE value. This increases their brand presence and awareness, as well as 
provides positive press for their products/company. This is HUGE for brand owners.  

New Market Advertising – Anytime that you can bring their products to a NEW market, or help them 
take market share from competition provides a real value to them. For example, can you present their 
products in a manner that appeals to Spanish speaking, Chinese speaking or Japanese speaking 
population – if they don’t already have a market presence? If you can, then explain how you can do that. 
Write copy that makes your process appealing.  

Customer Interaction and Follow Up – Do you have a way to interact with your customers that is unique. 
Can you follow up with them, and find out satisfaction, encourage new buys or sell other products? 
Customer interaction and satisfaction is big concern for companies. They love to see that you know and 
interact with your customers beyond simply shipping them an order. It’s important to mention that 
while this is important – you have to stay within Amazon’s boundaries while doing so.  

Limited Access Amazon Programs – Are you a member of Small & Light, Subscribe & Save, Hazmat or 
have access to offer them Lightning Deals on their products. If this makes your company unique – it is a 
value. Look for opportunities to show off what you can do, from even inside the Amazon platform. 

These are mere examples of things that companies might find value in. Bear in mind, there are literally 
hundreds of things to do that can add value for the vendors you are working with. 

Value Proposition Redux 

The point with value propositions is that you are making yourself more attractive to companies than 
simply saying,  “Hey, I sell on Amazon – please sell your product to me. “ Instead, we focus on bringing 
something compelling to them to give them a REASON to sell to us. We want them to sell to us, we 
know their products are good. Beyond that, we want to develop a great relationship with them. 

Look at what company’s want – when they deal with you, eg. what is more important than sales: 

Brand Integrity – How does their brand appeal to new customers or prospective stores? This is the 
primary thing going through a manufacturers mind when you discuss carrying their product. Will this 
person improve my brand image or simply bring risk.  



 

Furthermore, this is why certain brands will NOT let you carry their products in a discount setting or 
capacity – as they have a premium image that they want to uphold. 

Brand Awareness – Does the fact that you carry their product increase their reach? Essentially, do you 
represent new sales OR are you simply taking sales from their already proven sellers.  Do you take them 
to a new market or new market segment? 

Most brands value this highly, in fact, it is their livelihood. Their goal is to expand their reach and acquire 
new customers for their products. Basically, this is paramount to you getting their account. 

Brand Presentation – Do you present their brand in a new way, or have a way to feature their brand? 
This is a very attractive quality if you can showcase their brand in a way that makes them appealing, OR 
you can highlight their brand to a new audience.  

Brand Protection – Can you help them police their brand, or protect it vs. unauthorized sellers? Brand 
Protection is very important as a lot of times, their goal is simply to reduce the risk involved with their 
brand. They want customers to have great customer experience.  They want their rules to be followed to 
protect Brick & Mortar interests as well as long term viability of their brand. 

Final Notes 

In a nutshell, value propositions are all about learning which values the vendor you are dealing with 
actually care about. It’s important to note here, that this ONLY happens at the manufacturer level. 
Distributors simply want to sell products – where as manufacturers care about promoting their brand 
over the long term. Our goal is pairing our strengths with what manufacturers want to see – and using 
that as a platform to create a partnership. Remember, like any partnership, you have to deliver on your 
promise. Make sure that you can do what you claim you can, as well as show it to them. This will form a 
bond between you and the company you are working with, and create a powerful  ally for future 
references.  

 


