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In the ten years since writing "Hidden 

Value", I've grown more and more 
aware of how professionals don't - or 

can't? - see the full value of their 

work.  Most recently, this was 

brought home to me in China and in 
Sacramento, during workshops on 

negotiation. 

 
What makes your services really 

valuable? You may want to take a 

moment to answer the question 

before reading further. Perhaps 

your answer has evolved since 

you last asked yourself this 

question? 
  

Level One: Many people answer 

in terms of expertise, or skill. 

They may define this by their 

specialism(s), their qualification(s), 

their unique methodology... but 

the common intention behind all 

of these narratives is to show 

what they know. 

  

Level Two: This group focuses 

on what they do... i.e. their 

achievements, their results. This 

is usually more powerful than a 

straight expertise-level 

description, so not surprisingly, 

people are usually coached to 

format their CVs (and LinkedIn 

profiles) in this way. 

  

Level Three: There is however 

a higher level than expertise and 

achievements; I call this the 

"insight" level. This is where you 

reframe (or change) how your 

clients see their problems, even 

before you start talking about 

achievements or solutions. 

Perhaps you point out pitfalls, 

risks or trends in their market. In 

any case, you educate them.  

  

It's not that expertise and 

achievements are not important. 

They are. But these strengths are 

easier to understand and relate 

to, when wrapped inside a 

teaching story that educates 

clients to see their challenges 

differently.  

  

The ability to engage clients in this 

way transforms websites and 

LinkedIn profiles from being 

merely self-promotional ego trips. 

You can be passionate about your 

approach with no loss of 

credibility: you are after all 

campaigning for your purchaser to 

choose the best approach, and 

not just to choose you as the best 

suppler. You differentiate yourself 

from your competitors and you 

lay the basis for premium fees.  

 

To reserve a place for John's 

masterclass "Getting Paid What You 

are Worth", in London on Sept 23rd, 

please click here. Limited to 20 

participants. 

 

© 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.  

 

Co-ordinates 
Tel:  

Belgium (0032) 32 2 201 1121 

London: +44 (0) 845 644 3407 

Email: john@vco-global.com 

Web: 

http://www.johnniland.com/about   

John Niland 

Describing the value of your services 
 

                                                                                                                                             

“What makes your services really valuable? You may 

want to take a moment to answer the question 

before reading further. Perhaps your answer has 

evolved since you last asked yourself this question?” 
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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. 

 

Publication issued on: 1 June 2016  
  

 

 


