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LEARN MORE. VISIT:WHAT IS PRICE? A LESSON IN VALUE FOR YOUR SERVICES

Are your customers overly concerned with price to the point that they can’t see the 
value of your products, services, and solutions? Are they continually pressuring you to 
provide discounts? Have you informed customers that your company is delivering value-
added solutions and services, but they still perceive you delivering commodity printing? 
If customers get too wrapped up with price, they won’t recognize the value of your 
products and services. A demand for discounts is based on a perception that printed 
products are a commodity. This perception can be quite frustrating for print service 
providers. The solution is to communicate about the things that set your offerings apart  
so that your customers can have a clear understanding of the value you deliver.

What Do Customers Want?
Let’s start with a simple question—what do your customers really want? An 
InfoTrends’ study entitled Understanding Vertical Markets: Enterprise Communication 
Requirements revealed a not-so-secret discovery about corporate marketers and 
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Figure 1: How important are the following criteria when choosing a print service vendor? 

N= 896 Respondents who use print vendors
Source: Understanding Vertical Markets: Enterprise Communication Requirements; InfoTrends 2012
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executives who buy a range of printed materials and 
communication products—they don’t just want print. 
They want things like mailing and fulfillment, graphic 
design, email services, and strategic marketing services. 
Moving toward the future, mobile marketing and multi-
channel communications are expected to become 
increasingly important as well.

How do you price for these value-added services? You 
consider everything that you’re delivering. Although price is 
a component of value, it is only one part. There are actually 
seven components of value, and the trick is shifting the 
focus away from price and toward the other components 
that combine to represent the actual value delivered. 

Figure 2: The Seven Components of Value
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Adding Wide Format to the Mix  March 19 | 2:00–2:30 pm est

Wide format isn’t just for digital sign shops. More commercial printers are eyeing wide format as a means to 
significantly increase their profitability and grow their businesses without a big stretch in expertise or capital 
equipment investments. A commercial printer’s existing customer base provides a great starting point for selling 
wide format. From there, it’s a combination of repeat business, word-of-mouth, demonstrating new applications, 
and building awareness in the community such as open houses, and advertising. This webinar will highlight the 
investments that commercial printers are making in wide format while also sharing strategies for success.

TUNE IN FOR THE NEXT  
PRESSGO WEBINAR! MYPRESSGO.COM



Communicating the Value of Your Offerings
You can read more about price and pricing influencers in 
the white paper entitled Transforming Price into Value 
for Your Services. For now, though, let’s talk about how to 
communicate value. There are actually three steps in fully 
communicating your value, and they are outlined below.

1. Establish a New Reality Benchmark  
At the end of a well-managed sales process, your job is 
to create a new reality that will be the best option for 
the client in question, given the client’s needs and the 
challenges associated with implementing a solution. 
One of the first steps in this process—which will 
ideally occur even before you have engaged a complete 
needs discovery and solution crafting process—is to 
ask your client how they would like things to look once 
the work is done.

2. Translate the New Reality 
Whatever the new reality is, you need to describe it 
to the prospect. This doesn’t involve merely throwing 
a bunch of numbers out there because they seem 
impressive—it’s about results! If a prospect selects 
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your service, what results are reasonable to expect? 
Selling professional services is always a challenge 
because the results are often intangible, so be as 
specific as possible when you communicate the 
new reality. Make the results more tangible for the 
prospect by telling stories and providing examples of 
the results you’ve achieved.

3. Paint the Picture 
Now it’s time to put the new reality into a proposal. If a 
picture is worth a thousand words, then a chart, graph 
or table is worth at least that many! A simple chart 
outlining the value of your services will sell a prospect 
better than paragraph after paragraph of prose. In 
other cases, a table of figures might be the right 
approach. 

When it comes to selecting a provider, 
the key criteria for buyers include 
value-added services, price, and a quick 
turnaround.
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ABOUT CANON SOLUTIONS AMERICA, INC.
Canon Solutions America provides industry leading enterprise, production, and large format printing solutions, supported by exceptional 

professional service offerings. With the technology offerings of the Canon and Océ brands, Canon Solutions America helps companies of all 
sizes improve sustainability, increase efficiency, and control costs through high volume, continuous feed, digital and traditional printing, and 

document management solutions. A wholly owned subsidiary of Canon U.S.A., Inc., Canon Solutions America is headquartered in Melville,  N.Y. 
and has sales and service locations across the U.S.  For more information on Canon Solutions America, please visit csa.canon.com.

PRODUCTION PRINT RESOURCE CENTER 
Canon Solutions America helps you stay on the leading edge of our  
quickly changing  industry with free access to our robust Print Resource 
Center including:

• Customer videos • Webinars
• Press demos • White papers

VISIT PPS.CSA.CANON.COM

The Bottom Line
When it comes to selecting a provider, the key criteria for 
buyers include value-added services, price, and a quick 
turnaround. In an environment that has seen cutbacks 
to corporate marketing personnel, corporations are 
expecting more from their service providers. They are 
seeking full-service partners that offer a variety of 
integrated marketing solutions. Today’s organizations 
are using internal resources for integrated marketing 
and this creates an opportunity for more cost-effective 
outsourcing. Print service providers must communicate 
value to their customers and provide a clear picture of 
the benefits that can be delivered. Price is only one of 
seven attributes that deliver value, and success in today’s 
market requires more than just offering the lowest price. 
So define your company’s distinct value and communicate 
it effectively!

VISIT POWERFULPRODUCTIONPRINT.COM

Help your customers and 
prospects clearly understand the 
value your firm can deliver. Learn 
about the seven components 
of value—of which price is only 
one—and how to transform a 
price discussion into a meaningful 
value-based conversation.

WATCH THE WEBINAR: TRANSFORMING PRICE 
INTO VALUE FOR YOUR SERVICES
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QUESTIONS? 

PRESSGO! 
Already a customer? PressGo! is the business development program 
exclusively for Canon Solutions America customers. Tap into  robust business 
development resources by logging into your PressGo! account to access: 

• Valuable development resources • Training invitations
• Free marketing templates • Peer engagement opportunities

REGISTER OR LOGIN AT MYPRESSGO.COM


