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Hi! I’m Sharon Jurd and welcome to my Biz Blitz video. Thanks for joining me 
today and I want to talk to you about your product. You have more to sell than 
you think. I know this for sure because I see heaps and heaps and heaps of 
businesses or business owners come to me talking about their products and I 
can always identify and it’s never failed me yet but I can always identify more 
ways that they can sell their products within their business. So I want to talk to 
you about this today.  
 
Firstly, the thing that I want to talk to you about is know the cost of your 
product. A lot of people are selling a tangible product or even a service but 
don’t know how much that costs to produce. Because some people say, “Oh 
mine’s a service”, but there are still costs around producing that service. If 
you’ve got for example online programs that you need to deliver your service, 
you might do them over an online video program. That’s a cost to delivering 
your service. So make sure that you know how much it costs before you 
actually put a price on what you’re selling because what’s happening in a lot of 
businesses is that they are selling the product for the incorrect price. And I do a 
lot of work with my one-on-one coaching to make sure that they are priced 
correctly in their service and product.  
 
Secondly, what will your customers pay? And there is this real fear with 
people that I talk to about holding their price. They go, “Oh people won’t pay 
that.” Tell me why. And I really challenge beliefs in people around what they 
are charging because the first default that they go to is, “People won’t pay that 
much.” Now I have seen businesses who take my advice and have gone and 
doubled their fees and have not lost any amount of work. Now if you do 
double your fees you would expect to lose some but when you work out the 
differences of losing even ten percent of your business, by doubling your fees, 
on the bottom line that is a huge increase to your income. So don’t be scared 
of losing a few people to gain better fees. And you will actually attract better 
types of customers if they are paying more because what happens is they go, 
“That sounds a little too cheap for me so it’s probably not for me.”  
 
And a lot of people that I see who are struggling to sell a product sometimes 
have undervalued themselves so much people think that it is a product or a 
service that is substandard. So make sure you have that price according to  
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what you are delivering because you go, “I’m delivering this wonderful 
program and I’m only charging $97. When people are looking for a wonderful 
program they are going to pay you more than $97, right? So make sure you are 
in the right price range.  
 
Thirdly, what other products can you sell your current customers? People go 
out marketing for new customers and new customers but don’t actually 
diversify into some other products that you could sell to your current raving 
fans. Those customers who come back time and time again don’t wait for your 
sales, they are raving fans. They come to you when you need them to buy off 
you, what other services can you offer? Now you may have other services or 
products in your business but I can assure you right now your customers don’t 
know all of the products you offer.  
 
I hear it time and time and time again where business owners have their 
clients go elsewhere for a product or service that you offer and they come back 
and say, “I didn’t know you did that.” That is the worst and I hear it time and 
time and time again in businesses. So please make sure that your customers 
know every product or service you are offering. And you’ll be surprised the 
people who are closest to you don’t know what you do. So make sure you’re 
telling them all the time. Even if they don’t want that product or service from 
you they may be talking to other people and go, “Oh that’s right. Sharon offers 
that service or product. I don’t need it but now that you mentioned it, you 
need it so I’ll refer you on.”  
 
So the three things I want to recap on today is one, know the cost of your 
product or service upfront before you start setting prices. When you do set 
those prices make sure that you haven’t undersold yourself or undervalued 
yourself. Make sure that it is at the price point where people have the respect 
of what you are delivering to them. And thirdly, what other products can you 
sell to the people you are already dealing with and make sure that either you 
sell them a product or give them knowledge about your product or service that 
they can share with somebody else.  
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So there’s my three tips today. Making sure that you are getting the best out of 
your business is making sure that you’re getting the best out of your products 
and services. 
 
I’m Sharon Jurd, please if you think that this video will add value to your family, 
friends and colleagues please share the video with them. I would love to help 
as many people as I can and I need your help to share it out to more people. 
Thank you in advance for sharing my video. I’m Sharon Jurd, this is my Biz Blitz 
video and I will talk to you very soon. 
 


