
 

 

 

Module 4 – Intro 

Hey guys, welcome to Module 4.  In this module, we are going to cover one of the key components of 

our business, value propositions.  You’ll learn how to define your very own set of value propositions and 

how to use them to greatly benefit your business.  Let’s get started. 

So, what is a value proposition? 

Value propositions or value props are the specific services we provide to make our business look more 

attractive to potential brand owners.  They are the things we do that can positively impact brands and 

they are one of the many key features of our business that helps separate us from the competition.   

We use value props to get prospective brand owners to say “yes” to us.  They help us secure new 

accounts, and the more brand owners you get to say “yes,” the more money you can bring home. 

Why do we need them? 

Our value props help address common problems that many brand owners are constantly struggling with. 

An example of one of our value props is MAP enforcement.  MAP is an abbreviation for minimum 

advertised price; it’s the lowest price a brand allows their product to be sold.  We help enforce this price 

by reporting all sellers who break the MAP to the brand owner.   This helps brands to keep violators to a 

minimum which helps uphold the value of their brand.  That makes sense, right? 

It might come as a surprise, but many times we find issues of which brand owners are completely 

unaware.  This is where we really get to show off our expertise.  What we do is build something called 

an epiphany bridge.  You see, when a brand owner is unaware of their problems, it is our job to make 

them aware of those problems.  You take them from being unaware of the problem to problem aware, 

and you do that through an epiphany bridge.  Once you show them that they have a problem, they’ll say 

“wow, you’re probably right; that issue has never crossed my mind!”  You’ve helped them have an 

epiphany.   

Then, once they are problem aware, you are able to then make them solution aware.  You can build 

another epiphany bridge by showcasing your value prop that solves their problem.  Then, once they 

realize that you’re the expert they need to help solve their problems, the account is usually yours.  You 

make them solution aware and then they have an epiphany that you are the answer to their 

problems.  And don’t worry, brands almost always have some sort of issue we can help them with.  Is all 

of this making sense? 



 

 

We go above and beyond just selling someone’s products by helping them address their problems to 

strengthen their brand which is a win / win for both us and the brand owner.  

I know it seems counterintuitive, but your goal isn’t to secure more accounts to ultimately make more 

money.  Your goal is to help brand owners grow their brand.  When you can do that, you’ll be adding 

real value to their company and that’s what brand owners are looking for in retail partners; mutually 

beneficial relationships.   

That’s what this module is all about and it’s one of the main reasons we’ve been so successful.  Making 

more money is simply one by-product of establishing these meaningful relationships.  Granted, it’s a 

pretty great one… 

To truly understand the power of value props, you have to understand the perspective of the brand 

owner.  Their top priority is their brand.  It’s their baby.  It’s their livelihood.  It means everything to 

them and their business.  So, brand owners are very protective of their brand.  Which means when John 

Doe reaches out asking to sell their brand on Amazon, they usually tell John “no.”   

That is because just like most of the brand owner’s current account holders, John Doe doesn’t add any 

value to the brand.  He just wants to sell that brand’s products.  Brand owners aren’t sitting at their 

phones hoping another Amazon seller calls them asking to open an account.  They perceive them as 

unprofessional, a potential threat to their brand, and a non-value add.   

BUT, when we develop value propositions to show the brand owner that we are professionals who are 

extremely knowledgeable and want to help grow their brand, then they see us as valuable.  We can use 

value props to sell ourselves to the brand owner, and this is why they are so important. 

Where do we use value props? 

We can use our value props in any of our communications with a brand.  Whenever an opportunity 

presents itself for you to start building that first epiphany bridge, use those value props.  Whenever you 

can uncover a problem a brand is having, you’ve found an opportunity to help them solve their 

problem.  We frequently use value props when talking with brand representatives over the phone and in 

email, but one of the most important places to use value props is on your very own business website.   

That’s right, in this module, we’re going to show you how to create your very own website complete 

with your value props.  A professional value prop website is an essential asset we use when dealing with 

prospective brand owners.  It is a great tool that allows brand owners to see exactly who you are and 

the many ways you can help them.  Imagine having an awesome website you can show prospective 

brand owners that represents you and makes you look like an ecommerce rock star.   

Right now, you’re probably thinking “I have no clue how to build a website” or “how can I possibly help 

brand owners grow their brand?”  Don’t worry, we’re going to show you how to both, and they’re a lot 

easier than you might think. 

 



 

 

Alright, so the main takeaway from this video is that I want you to try and put yourself in the right 

mindset.  Your focus should be helping the brand owner.  That’s one of the biggest secrets to succeeding 

in this business.  By helping brand owners, you help yourself, and, therefore, you both win.  And in doing 

so, you show them that you aren’t like the other sellers because you actually care about them.  That’s 

the key to getting brand owners to say “yes.”  That wraps it up for video.  Thanks for watching and I’ll 

see you soon. 

 


