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1. Your Why?
Your Why is the driving force behind what you do. It’s the essence of your story and is all 
about what inspires you to do the work you do and what drives you to show up each day to 
serve your clients.

What is your why?

What was your catalyst moment?
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This is the catalyst that spurred you to start your business and do what you do. It’s that 
moment that something happened or you realised something that lead you away from what 
you were doing before to make a big change to do what you do now? What was that moment? 
How did you feel?

2. The Big Change moment



3. The Rising Moment
What happened after your catalyst moment? How did you rise like a phoenix from the ashes to 
overcome the obstacle or start again from scratch?
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What is your rising moment?

What is your superpower?

What is your biggest talent or superpower? What are the benefits a client gets from using your 
product or service? What is the transformation you offer?

4. What do you do, really?



5. Paint a Picture
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How does your superpower relate to the pain points and wants and needs of your clients? 
Paint a picture of the journey your product or service will take them on and how their lives will 
be better for it.

How do you address their pain, wants and needs?

6. Power of Six
Can you sum up your story - what you do, your message - in just a few words?

How do you address their pain, wants and needs?



7. Inspired Action
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What is the next step you want those who have read or heard your story to take? What is your 
call to action to move them a step closer to doing business with you?

What’s the next step?

You can now incorporate your story into all aspects of your marketing, including your 
networking pitch and social media.

Don’t forget, you are likely to have a number of stories relating to different products or 
services you offer, different clients and different catalyst moments.

Your business story will evolve and you can add new elements to it as you experience new 
things in everyday life.

If you feel a bit “icky” about sales, using stories is a great way of moving the attention away 
from “selling” your product or service to focus on how you can help your clients and trasnform 
their lives.

DON’T FORGET...

Share your story in The Business Connection Facebook group. I’ll look forward to seeing what you 
come up with after using this tutorial.



By the side of small business owners
www.traceysweetland.co.uk | connect@traceysweetland.co.uk


