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Startled, the man looked again at the crumpled piece of paper wedged between the 
sticks  in the gutter.   Reaching down,  he picked it up,  firmly clasped between finger 
and thumb to minimise  contact with the mud  and who knows what else that it was 
smeared in.  Gingerly,  he  carried it  to the nearest puddle  and rinsed  the  worst of 
the mud  out,  then  smoothed  out  the  creases.  Rain  poured  relentlessly  over his 
shoulders unheeded as he peered through the dim  light at the paper.  He was right. 
It was a hundred dollar note. 

Value.  What is it  and how  do you give it?  Like a 
hundred dollar note, does  your business retain its 
value,  give its  value,  no matter  what challenges 
and victories it goes through?   

Ask them what they  value about your product or 
service.  And listen  to their answers.  It will help 
you  find  the answer  to how  you can add more 
value to them.Value comes without obligation.  It 
just is.  Value is not dished out like payment for a 
service, where you purchase an expected service 
or product.  I like this quote by Kalada R. Anga - 
Giving value isn’t a business transaction.  It’s not 
about popularity and it’s not about recognition. It 
shouldn’t  come  with  an  ego and you shouldn’t 
expect to get anything in return.  Giving value is 
about making a difference because you can. 
Value  is  given  freely,  generously,  with  the 
knowledge that you will be richer for the gift, not 
poorer.  Randy  Gage  comments  “Wealth  is 
created from creating value.” True wealth is not 
counted  only  in  financial terms,  but  in  terms  
of satisfaction   with   life,  in   respect   of  team, 
customers,   family   and  friends  alike,  in  the 
knowledge  that  the  world  is  a  better  place
because you passed through that place at that 
time.  Where can you add value today? 

The  dictionary  defines  value as  “the regard that 
something  is  held  to  deserve;  the  importance, 
worth, or  usefulness of something.”  Those words 
regard, importance, worth, usefulness hold the key. 
Run  your products or services  through the value 
acid-test.  How  do  your clients regard you?  How 
does  the  community?  What  importance  do you 
have in your customer’s daily lives?  What benefit 
do you deliver to them?   

Value varies  from person to person –  what you 
find valuable, I may find inconsequential, or vice 
versa.  Even a hundred dollar bill varies in value 
depending  whether  you’re  a  millionaire  or  a 
beggar.  That’s why it’s important to be in close 
communication with  your customers, to ensure 
that  their needs and  wants are being met, and 
that you are giving them the value that will keep 
them coming back.  
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