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			About Me

			At first, I wanted to write this book for myself. I wrote it because I kept seeing the same pattern (painfully and repeatedly) in my own life and in the lives of people I work with: people do what they value. It’s not what they say they value, nor is it what they post about. What we truly value shows up in our calendars, in our bank statements, how our time is spent and where we focus our attention when no one is watching.

			I learned this the hard way. Early in my career in executive search, I believed that effort alone would win, by making more calls, emailing more people and relentless chasing. I confused movement with progress. Once I focused on the outcomes, the truth was clear: that when I offered real value, people responded. Without value, no amount of noise made a spot of difference. Ultimately, relevance beats volume and alignment beats hustle.

			Years later when I started experimenting with starting a drinks brand, I found the lesson of value in a tiny kitchen with a borrowed Sodastream. I carbonated my formulation and handed it to a friend and said nothing. He took a sip, asked for more and expressed intrigue. Not an elongated explanation but simply wanted more of the drink I had just made. This was another moment I stopped guessing and started measuring value by behaviour. If it matters people come back. If it doesn’t, they don’t. It’s as simple and as unforgiving as that.

			This book was born from a variety of moments in my life and that of others. In it’s simplest form it’s a lens and a toolkit. The lens helps you look at your own life with less self-deception, asking where your time, money, and energy actually go. The toolkit offers practical ways to close the gap between what you say you value and what you repeatedly do. You’ll find short chapters, questions that bite a bit, and exercises you can complete without changing your entire life overnight. I’m not interested in perfection or performative routines. I’m interested in honest signals and steady alignment.

			A few promises. First, I won’t moralise - valuing rest, family, beauty, or building a business are all valid. The point isn’t to borrow someone else’s priorities, it’s to live yours on purpose. Second, I won’t sell you the fantasy that everything is easy if you just “want it enough.” Trade-offs are real and constraints matter. The work here is to decide what is worth the trade and then design your days to reflect it. Third, I’ll go first. Throughout the book I’ll share where I’ve got this wrong (chasing attention, confusing busyness with impact, saying yes when I should have said no) and how I course-corrected.

			How to use this book; read it straight through once, or dip into the sections that speak to your current season. Keep a pen handy, underline the sentences that annoy you slightly, as they often mark something true. Pick one area to align (just one) for the next thirty days. Maybe it’s moving your body or carving out ninety minutes of deep work before you touch your phone or spending the first hour of Saturday with someone that matters instead of your inbox. Track it and see what happens. The point is not a perfect streak, it’s to build evidence that you can live closer to what you value.

			In this book you’ll also encounter a theme about people. The company you keep nudges your values in one direction or another. Surround yourself with those who make the important things easier to do and the unimportant things harder. Sometimes the bravest act of alignment is changing the room you’re in.

			

			In order for the brain to absorb information so you can apply it in your daily life, I use subtle repetition in my examples - this is critical. Think of your brain like a dense forest. If you walk through it once, you barely leave a footprint, and the grass quickly grows back to cover your tracks. However, if you walk that same path every single day, you eventually carve out a clear, wide trail that is easy to follow. This is exactly how learning works biologically. Your brain is designed to constantly delete ‘useless’ information to save space. Repetition is the only way to signal to your brain: ‘do not delete this, it matters,’ turning a fleeting thought into a permanent superhighway.

			Finally, a confession, I am not writing as a finished article. I still say yes too quickly and still get lured by the urgent over the important. However, the more I align my actions with what I truly value, the calmer and clearer life becomes. Options expand, decisions simplify and momentum really does compound.

			If you show up honestly, this book will meet you there. My promise is to be practical and straight. Your part is to be brave enough to look, choose and act. If we both do our bit, you won’t just finish with insights, you’ll finish with different days, and different days lead to a different life.

			—Mathew Halford
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			Foreword

			In my work as a chartered international wealth manager and multi-business founder, I’ve spent years advising high-net-worth clients across the globe and managing billions of pounds in assets. I have also managed the hopes, fears, and ambitions that come with these clients, and if there’s one truth I’ve learned, it’s that people’s decisions (whether financial, professional, or personal) are driven less by logic and more by what they truly value.

			That’s why this book by Mathew Halford is so important. In People Do What They Value, Mathew captures a principle I see play out every day: money follows meaning, choices follow priorities, and outcomes follow the hierarchy of values each of us carries. What sets his work apart is the way that he translates this universal truth into practical insights anyone can apply. Whether you’re running a business, building a career, or simply trying to better understand yourself.

			I’ve had the privilege of knowing Mathew personally for some time, and I can attest that this book is not a product of theory, but of lived experience. His journey from building companies against the odds to navigating complex human relationships, has given him a perspective that is both rare and refreshing. He doesn’t just write about value, he’s lived the consequences of misunderstanding it and the rewards of embracing it.

			For anyone who wants to make better decisions, strengthen relationships, or unlock new levels of success, this book is more than worth your time. Read it closely, reflect on its lessons and don’t be surprised if you come away seeing the world (and yourself) differently.

			— Dan Thompson
International Wealth Manager & Multi Business Founder
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			The Moment I Realised People Only Do What They Value

			Early in my career I worked in executive search, which is basically top tier recruitment. At the time I believed that if I reached out to enough people, sent enough emails and dialled enough numbers, eventually someone would respond. I was taught that success was a numbers game that included chasing, pushing and knocking on doors left, right and centre. However, the reality of wasted time and effort hit me hard and fast.

			No matter how many people I contacted, if I didn’t have something of real value to offer them they simply were not interested. If I didn’t have a compelling job opportunity to dangle, candidates wouldn’t bother sending their CV’s. Why should they? In their eyes, I had nothing they needed. Worse still, they needed to trust that I’d represent them well in a market full of cowboys and shysters. If I spoke to the wrong company, made the wrong pitch, or misread the market, it could hurt their reputation as much as mine and that wasn’t a chance I could take.

			The same was true with clients - they wouldn’t even take a call unless they believed I could deliver. I had to build trust, show integrity, be relentlessly professional and protect their confidentiality. Only then would they even consider signing a contract.

			It hit me like a bus in realising something more authentic and more valuable was needed and I then began to change direction.

			People only act when they see value.

			Once I shifted my focus from chasing people to creating value, I started to move mountains. The more value I offered (real, tangible, no-BS value) the more they responded. Clients referred me and candidates introduced others. My inbox began to slowly fill without me begging for attention. This was because I had something that people actually wanted and more importantly, valued. That realisation stayed with me, not just in business, but in every area of life, across friendships, relationships and even in minimal interactions with people in everyday life. This truth hit me hardest in my personal life and enabled me to re-evaluate everything I was doing and not doing.

			When I first moved to London, I was ready to date. Online apps were still in their infancy, so the name of the game was old-school. It was a case of getting out there, meeting people face-to-face, having conversations and seeing where it went. Quite honestly, despite all of the dating apps, I still think that meeting people organically is the best way.

			My scatter-gun approach back then was to speak to as many potential partners as possible, cast a wide net and hope that someone liked what I had to offer. In theory, it sounded logical. In practice, it was exhausting and painfully ineffective.

			The fundamentals of attraction are straightforward at first. There is usually some level of physical chemistry, but beyond that, it becomes about what you offer (humour, energy, eye contact, tone of voice). 

			

			In my rushed, youthful ambition to “get a girlfriend,” I was offering... nothing. Or worse, I was offering desperation. I wasn’t showing up with confidence or clarity. I wasn’t letting people see who I was and was far too focused on the outcome, not the experience. Too focused on being wanted, rather than being valuable.

			At that time in my life, I thought my work status and appearance would be enough. I was successful, my boss valued me, my team relied on me, but romantic relationships require a different kind of value – they require emotional availability, presence, curiosity and depth. I had not yet figured out how to offer these.

			It was a wake-up call, because just like in business, no one is going to invest in something they don’t see value in. In dating, people might be attracted at first, but they stay (or leave) based on what they feel they’re receiving and what they’re willing to give in return.

			The same truth applies everywhere:

			People do what they value. They choose who they value and, crucially, they love what they value.

			This book is here to help you understand all of this.

			Once you truly grasp the principle that value drives every decision, every interaction, every connection, you begin to view everything through a different prism. You will then start creating the kind of value that aligns with the life, the love, the business and the self-respect that you actually want. From this starting point, everything starts to shift in a profound way.

			We’re constantly told that chasing people is a superpower and that persistence is the key to success. However, if we are to be honest, chasing without offering value is just desperation in disguise. It’s both exhausting, demoralising and worst of all, it simply doesn’t work. When you chase someone – be it a client, a romantic partner, a friend, or a collaborator, without giving them a clear reason to care, you don’t inspire interest, you spark suspicion in the other person.

			“Why are they chasing me this hard?”

			“Are they just desperate to meet a target?”

			When you eventually become someone who offers real value, through your product, your presence, your energy, or even your integrity, everything will change for the better. Because then, you don’t have to chase. People will come to you.

			So let me be blunt; people don’t do what you wish they’d do. Neither do they act based on what’s fair, what’s reasonable, or what makes sense to you. They act based on what they value and what is important to them as an individual. That’s the reality of it all.

			How many times have you been told you’ll get a call back and it never happens. If someone does call you back, it’s because they value the conversation. If they invest in your idea, it’s because they see what it gives them. If they disappear, don’t reply, or let you down, it’s not always personal, it’s just that, in that moment, they don’t value it enough to act on it. It doesn’t matter how valuable you think you are. If someone doesn’t perceive value in you, your effort, your offer, your presence, they won’t engage. This truth isn’t here to hurt you; it’s here to free you. Once you understand this principle deeply, life gets a lot lighter.

			Stop chasing, begging, and trying to convince people to care. Do something far more powerful: create value, move with purpose, and align yourself with those who already recognise your worth. Without animosity or resentment, turn away from those who don’t recognise your worth, and find peace in that decision. This clarity serves you now and positions you better for the future.

			

			I’ve written this book to enable you to take back your time, your energy, your sanity and most of all, your self-respect. It’s a book about building a business, building relationships and most importantly, building a life based on shared value, not blind effort. It’s about learning to stop trying to convince people of your worth and start creating valuable foundations. In every area of life (business, love, family, friendships) the truth remains that people do what they value and so should you. The book is not about becoming hard or closed off, it’s about becoming free, having clarity and building a strategy. It boils down to having agency and choosing your focus, energy and effort with intention. Once you do that, you become more effective, influential, magnetic and far more confident. You will walk into a room and command attention. Welcome to the truth that changed my life and once you are finished reading this book, it will change your life too. Let’s begin.
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			The Core Truth - People Do What They Value

			People always act on what they value.

			There’s a well-known saying in investing: “Buy the rumour, sell the news.” Borrowing from that wisdom, I offer this: “Ignore the claim, follow the commitment.” It’s not about what people say, promise, or post online. It’s about what they consistently do, because actions reveal what they truly value, including whether they value you.

			Picture the person who runs into you and says with total enthusiasm, “Oh my god, we absolutely have to grab dinner soon! I miss you so much!”

			They sound sincere. They look happy to see you. That is the claim.

			But when you text them two days later to pick a date, they are “swamped,” or they leave you on unread for a week, or they cancel at the last minute. That is the commitment.

			The claim says you are a priority, but the commitment proves you are just an option. Ignore the warm greeting and follow the empty calendar for the answer.

			Every choice you make, every boundary you either enforce or ignore, every late night spent working on something or every distraction you indulge in, it’s all a reflection of what you currently value most. Whether it’s peace, approval, comfort, or maybe it’s growth. Either way, your values show up in your actions more clearly than in your words. That’s why this principle is so powerful. It’s not just a nice phrase to put on a wall or repeat like a mantra. It’s a diagnostic tool, a type of lens you can hold up to friendships, relationships, business deals and career moves. Instead of being confused by mixed signals, you get total clarity and no grey areas. Instead of believing excuses, you see evidence. Instead of getting caught in the endless cycle of “but they said…” or “maybe I misunderstood…”, you have a solid framework to test the reality of the situation.

			Once you internalise this, life gets clearer, sharper and leaner. It will stop you from making up stories in your head about why someone didn’t show up, why they went quiet, ghosted you, or why they let you down. You will stop over-explaining, over-apologising, or over-working just to bridge a gap that was never yours to close. You begin to understand that someone’s actions are not a personal attack on your worth, they’re simply a reflection of their values. That type of distinction frees you.

			Once you see this truth, you can finally stop wasting your time and energy on people, situations, and opportunities that were never aligned with you to begin with. You can redirect your energy toward the spaces where mutual value exists. Where what you bring is not just tolerated but celebrated. Where you no longer feel like you’re auditioning for a role in someone else’s life or business, because your value speaks for itself.

			Again, making these shifts is not about resentment, cynicism, or cutting everyone off for the sake of it - it’s about discernment. It’s about creating a filter so sharp that you no longer get tangled in the noise or cling to people’s potential while ignoring their patterns. You stop confusing effort with outcome and start seeing clearly who is aligned, who isn’t, and where your energy belongs.

			

			Once you truly absorb this principle, decision-making gets easier, relationships get cleaner, work becomes more intentional, and life as a whole feels less like chaos and suddenly becomes calmer. Do not underestimate the power of having peace of mind: your success and health depend on it.

			So, let’s start by breaking this down.

			The Psychology Behind Value-Based Action

			At first glance, it might feel cold or even selfish, but the reality is this: every decision a person makes (including you) passes through one filter: what’s in it for me? Whether consciously or subconsciously, our brains are survival-driven machines. They’re wired to conserve energy, avoid unnecessary risk, and pursue some form of reward. That reward might look different for different people (money, security, connection, status, growth, or even just comfort) but the mechanism is the same.

			As human beings, it is innate that we are constantly scanning for value, for gain, for advantage, for relief, for pleasure, for belonging, for progress, for survival. For example, when a partner or boss walks into the room with heavy footsteps or a sigh, the brain immediately scans for danger. “Are they angry? Is it my fault? Do I need to fix it or stay quiet?” This is scanning for survival (emotional safety) and relief from potential conflict. It is a defence mechanism designed to protect peace of mind.

			That’s why people’s actions are such powerful indicators of what they care about. If someone responds to your email right away, it’s because they perceive your message as valuable to their priorities. If they ghost you or keep cancelling, it’s not always personal, it’s a reflection of where your request sits on their value hierarchy. If a customer makes a purchase, they’re not rewarding your hard work, passion, or story, they’re investing because they believe the product delivers something they want. If a friend consistently makes time for you, especially when life is inconvenient, it’s because they genuinely value the relationship. Watch what they do, as opposed to what they say.

			I can give a clear example from my own life. I went into business with someone I considered a good friend, and we had been close since high school. When we conceptualised our business and planned the launch, I genuinely believed we shared values and were aligned on mission, purpose and vision, both in business and in our friendship. To me, this was not just a venture to make money; it was two friends building something meaningful and creating shared wealth. We were well positioned to succeed. The strength of our friendship made me confident we could weather any storms.

			While the business was thriving, my friend engaged fully. We were pulling in the same direction, sharing energy, tenacity and passion for what we were building. But when the business reached its natural end, so did all contact from him. Over several weeks, he gradually disappeared, despite my attempts to maintain the friendship, calling, messaging, sending a birthday gift and even exploring new business opportunities we could work on together. I knew it was truly over the day I bumped into him while out shopping. The interaction was cold. We exchanged pleasantries, but the warmth and authenticity I once knew were gone. His responses carried a dismissiveness and aloofness that left me feeling inadequate. I accepted it and moved on, recognising that some things are beyond our control.

			A few months later, when I launched a new solo business venture, communication from him suddenly resumed, initiated by him. I was surprised but agreed to meet for coffee. In that short conversation, it became clear he assumed he would automatically be involved. I made no commitments and took time to reflect on how he had treated me before. Eventually, I told him that I valued our friendship more than a business partnership and did not want to enter into business together again. At that point, the contact stopped once more. His actions revealed what he truly valued, not me, not the friendship, but only the opportunities the business offered.

			As painful as it was, this experience forced me to re-evaluate my friendships and connections. I believe we should all take time to do the same, but it is equally important not to let that reflection turn into cynicism. Learning to see people for what they truly value can be uncomfortable, but it gives you the freedom to focus on the right connections and invest your energy into relationships that are mutually beneficial, equal and balanced.

			The truth about this is that people don’t always act out of fairness, or even effort. They act out of perceived benefit. The word perceived is critical. It doesn’t matter how much you know your worth, how hard you’ve worked, or how much effort you’ve put in. If the other person doesn’t see the value in what you bring in that moment, and in their current priorities, they won’t move. The friend I mentioned earlier acted purely out of perceived benefit. Who in your life might be doing the same? Where are you investing time and energy to fuel a relationship, and getting little in return? The chances are that the person on the other end does not see the perceived benefit of the relationship in the same way that you do, so it may be the right moment to re-evaluate how much effort you are putting in and focus your time and energy elsewhere.

			It’s not a reflection of whether you’re “good enough.” It

			
			
			
			
			
			
			
			
			
			
			
			

			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			
			

			
			
			
			
			
			
			
			
			
			
			
			
					Where are you giving your best only to be met with indifference?

					Which interactions consistently leave you drained because the exchange is unequal?
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