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John Niland 

"I was able to hold my value" 
                                                   

 

 

 

Jean (not her real name) is an 

executive coach. We worked 

together a few years ago when she 
was setting up her business; last 

month, we finally got around to that 

(overdue) catch-up call.  
 

We talked about today's crowded 

marketplace for coaches, and the 

effect this is having on rates. Jean 

described a particularly forceful 

negotiation with a client who had 

pulled out all the usual stops ("We 

don't have the budget", "We need 

to look at others" etc).  

 

Nevertheless, Jean proudly 

reported to me that "she was able 

to hold her value". And win the 

contract. 

 

Interestingly, she didn't say "I was 

able to hold my rate". Her choice 

of words intrigued me.  

 

The distinction is not merely 

semantic; it's very, very real. Our 

rate is just a number, a cost, an all-

too-frequently-discounted fact of 

our professional existence. But 

our value: now that's something 

else entirely.  

 

What do I talk about when I talk 

about value? First, I don't talk 

about self-esteem.  That's far too 

precious to ever be on the 

negotiating table. No, self-esteem 

must be nourished and perfected 

irrespective of marketplace forces. 

It doesn't matter whether we win 

or lose.  

 

Second, I don't talk about our 

experience, or qualifications, or 

uniqueness or any other attribute 

about ourselves. Not because our 

talents and experience are not 

valuable: they are. They are vital 

ingredients of the quality dish we 

are going to cook for the client. 

But we don't go to a restaurant 

just because they buy high-quality 

ingredients: we go for what they 

do with them. 

 

The formula for your value can be 

described as the sum of two 

considerations:  

 

A: What will happen if they 

don't hire you (or follow your 

unique approach)? 

Into what pitfalls are others falling? 

Here's where you share the latest 

horror-story from the 

marketplace. If you don't know 

that story, find it. Your greatest 

friends are the consequences of 

not hiring you (or someone very 

like you).  Risk is compelling; often 

more compelling than benefit. 

 

Sure, the client can find a cheaper 

coach or consultant. But what 

usually happens? How will that 

impact the credibility of the 

programme? The reputation of 

HR? The likelihood of achieving 

sparkling results?  What happens if 

your unique insight (e.g. that the 

programme needs to be 

incorporated into core business 

deliverables) gets ignored? 

 

B: What's the benefit? 

The benefit is the "outcome of the 

outcome". So if the outcome is 

"better productivity", the benefit 

(the outcome of the outcome) 

might be higher sales, earlier 

results, reputation with clients or 

time for strategic development. 

This is where the value lies: the 

difference we make (together).  

 

The value is whatever the client 

thinks it is... which can surprise us, 

at times. The anticipated benefits 

need to be established early on in 

the conversation - long before we 

get to budget and fees. By then, 

you need to be able to quote their 

own facts back to them. This is 

the foundation on which you "hold 

your value": not attributes of you. 

Your total value = A plus B.  It has 

little to do with you... and lots to 

do with the client and their world. 

Jean was able to hold her value 

because she has mastered her 

knowledge of the client world: not 

because she waved her coaching 

certificate at them.  

 

© Copyright, John Niland 

 

About the Author 
John Niland is best-known as a 

conference speaker on doing 

higher value work and creating 

more opportunity via better 

conversations. His passion is 

energising people: boosting 

growth through higher energy 

levels, that in turn leads to better 

dialogue and business growth. 

 

Since 2000, John has been 

coaching others to achieve 

success, with a particular passion 

for supporting professionals “who 

wish to contribute rather than just 

to win, and hence do higher value 

work via better conversations 

with clients and colleagues”. 

 

In parallel, John is one of the co-

founders of the European Forum 

of Independent Professionals, 

following twelve years of coaching 

>550 professionals to create more 

value in their work. Author of The 

Courage to Ask (together with Kate 

Daly), Hidden Value and 100 Tips to 

Find Time.  
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Important Notice 
© Copyright 2016, Bizezia Limited, All 

Rights Reserved 

 

This article appeared in Better Business 

Focus, published by Bizezia Limited ("the 

publisher"). It is protected by copyright law 

and reproduction in whole or in part 

without the publisher’s written permission 

is strictly prohibited. The publisher may be 

contacted at info@bizezia.com (+44 

(0)1444 884220). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss howsoever 

occurring as a consequence of any action 

which you take, or action which you 

choose not to take, as a result of this 

article or any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at 

the time of publication, it is not a substitute 

for obtaining specific professional advice 

and no representation or warranty, 

expressed or implied, is made as to its 

accuracy or completeness. Any hyperlinks 

in the article were correct at the time this 

article was published but may have changed 

since then. Likewise, later technology may 

supersede any which are specified in the 

article. 

  

The information is relevant primarily within 

the United Kingdom but may have 

application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in accordance 

with English Law. 
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