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I just did the
math, and
every year

I spend over
$500 on coffee.
Yikes! That’s
enough to wake
me up in the
morning. How-

ever, the reason I buy coffee every 
morning from my favorite store is
based entirely on quality and ser-
vice and not price. The product 
is consistent, and the service is
fast.

In the triangle of selling -- mean-
ing price, quality, and service --
you never get all three at the same
time. You get two. If you get price
and quality, you may have to wait 
for the service to be available to
fit your schedule. If you get price
and service, you may not get the
best quality. If you have quality 
and service, you tend to pay more
in the price.

Do you sell your product or buy 
work for your prod
sure your customer s
place” cost benefit b
your company.

Ever hear the s
ing, “You get wh
you pay for.” Whe
I sell concrete, I
make sure my cus-
tomer is aware that 
although I’m not the
lowest price when
everything is said
and done, the sav-
ings will be seen 
in the end.

If a project 
manager buys bas
the quoted price p
bic yard, I work ex
to convince them t

money and I can save them both.
 When I sit down with a customer, 
I make sure to highlight how I can 
make their company profitable. 
I don’t mention my competitor’s 
negatives, only my company’s pos-
itives. For example, I will remind 
them that our company only uses 
front discharge trucks which will 
come in handy when they are not 

pumping concrete. If it is winter 
have no poz-

 ash or slag, I 
e the benefit is 
l point out our 

plant locations 
n reference 
o the job site. 
will mention 

ur past suc-
ssful projects, 
specially if I’ve 
orked with 

e construction 
ager’s com-

y or the owner 
e past.

hether you sell 
-mix, precast, 
oncrete prod-
nciples of the 
hold true. 

 Recently, our company was 
awarded a project even though 
we were $10 more per cubic yard.
However, this project manager un-
derstood that based on the tight 
deadlines our company would make 
them the most money. They were 
dependent on high early strengths 
and a high yards per hour delivery 
demand. They were willing to pay 
extra for quality and service.
 You get what you pay for in 
life as well. Ever turn down a free 
sample? Only if it is destructive 
to your goal. That’s why when my 
favorite coffee shop offers me a 
donut, I must decline. The reason 
being I’m allergic to them – they 
make my hips swell.
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