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Let’s dive in.

Hello! I’m Shana Dewitt, I’m a business coach and strategist 
for women who want to launch or pivot their business.

I am also an entrepreneur just like you who has built three 
online businesses! I understand what it takes to grow a 
sustainable business and I can’t wait to share it  with you.

I love using my experience and expertise to help women 
create a sustainable business, that gives them the freedom and 
flexibility they want, to live life, their way. 

I often see entrepreneurs struggle to connect with new clients 
and create offers that sell. They feel discouraged and start to 
believe that entrepreneurship isn’t for them. The problem isn’t 
their skills or expertise it’s their foundation.  
 
You can’t create captions, blog posts, or services that sell, if 
you can’t clearly tell people who you are, what you do, and 
who you do it for. If you aren’t consistently making sales, 
THIS is the place to start. Let’s jump in!

I can’t wait to help you create the foundation 
that will build a sustainable business that you love! 
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What’s Inside 
Get clear on who you are and what you do!

Building a brand that stands out and feels 

like you, all starts with defining who you 

are, what you do, who you do it for, and 

why it matters. 

 

All to often, entrepreneurs are too vague 

about exactly what they do. This actually 

pushes potential clients away! 

 

When you can clearly communicate the 

problems that you solve and why someone 

should hire you, a funny thing happens, 

people WANT to hire you!  

 

D E L I V E R A B L E S

1

3

2

4

5

6

B R A N D  S T O R Y

 

Define your mission, vision, ethos and unique 

selling proposition.

Craft your brand story to tell people the why 

behind your business and make them feel seen 

and heard.

B R A N D  C O R E

Define who you are, what you do, and who you 

do it for, so that it clear what you want to be 

known for.

G E T T I N G  C L E A R

Create a framework for growing your business and

finding the overlay between who you are and what 

you do.

Put everything together and define how you 

will use your expertise and experience to 

serve others.

Define how you will use your voice to share your 

expertise with others.

D E F I N I N G  Y O U R  V A L U E S

D E F I N I N G  H O W  Y O U  S E R V E

S H A P I N G  Y O U R  C O N T E N T

Figure out who you are, 

and do it on purpose.

 - Dolly Parton
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How did you get here? What made you become interested in starting your own business?

What experiences or expertise do you have, that helps you help others and how do you do this?

Our brand story is the why behind our business. It’s the reason we get up everyday and do what we do, especially when 
those things are hard. It’s also one of the best ways to connect with potential clients. When people make an investment, 
they want to trust that they will get the results they want. 

Your brand story helps to build this trust, by telling people about how you gained your experience and expertise, as it 
relates to the problems you solve. Where they learn that you understand exactly where they are, because you have been 
there yourself, or helped so many with the exact same problem, they are ready to buy.

This is how your story can connect with your ideal clients, and builds a tribe of supporters just by being yourself. 

Your Brand Story. 
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How has your business changed since you first started?

Why is what you do important?

What do you love most about what you do?
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Write Your Brand Story. 
2
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VISION - What do you want for the future of your business and how does it support your mission?

ETHOS - What is the spirit behind your brand? How does your brand make people feel?

MISSION - What are you doing (or will be doing) right now?

UNIQUE SELLING PROPOSITION - What makes you different? What skill or experience gives you an unfair advantage?

2

This is your core brand purpose. It’s the reason for why you make the products that you sell, or 
provide the services you offer.

Define Your Brand Core. 
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It’s time to get really clear on what we do, who we do it for, and why it matters! Take your time to answer these 
very important questions as specifically as you can. Avoid flowery and words like empower, which have a great 
intention, but don’t clearly explain what you do. 

What is the #1 problem you solve?

What experience and expertise make you the perfect person to solve this problem?

Who do you solve problem for?

How do you solve it? 
 
 
 
 
 

Why is solving this problem critical for your potential clients success?

3

Getting Clear. 
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A positioning statement simply tells people who you are, what you do, and who you do it for. Your positioning 
statement is your foundational piece for all your content. It ensures that your captions, bios, and elevator 
speech always clearly communicates your expertise and what people can hire you for!  

Try this fill in the blank method to help you get started. 

I am a ____________________________________ who loves working with _________________________________ 

and helping them ________________________________________________________ so that they can 

 ________________________________________________________________________________________________.

I am a ____________________________________ who helps _________________________________ who need

 _________________________________________________________________________________ so that they can 

 ________________________________________________________________________________________________.

I am a ____________________________________ who loves working with _________________________________ 

and helping them ________________________________________________________ so that they can 

 ________________________________________________________________________________________________.

A

B

3
Write Your  
Positioning Statement. 

( your ideal client )

( client’s pain point and transformation that you give )

( problem that you solve )

( what you call yourself )

See if you can get even MORE clear An example would be, “I am a marketing strategist for women entrepreneurs 
who need help growing their business. “

Even more clear, “I am a Pinterest strategist, who helps coaches who want to get more visibility online so that they 
can reach new clients.”
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Abundance

Acceptance

Accessibility

Accomplishment

Accountability

Accuracy

Achievement

Acknowledgement

Activeness

Adaptability

Adoration

Adroitness

Advancement

Adventure

Affection

Affluence

Aggressiveness

Agility

Alertness

Altruism

Amazement

Ambition

Amusement

Anticipation

Appreciation

Approachability

Approval

Art

Articulacy

Artistry

Assertiveness

Assurance

Attentiveness

Attractiveness

Audacity

Availability

Awareness

Awe

Balance

Beauty

Being the best

Belonging

Benevolence

Bliss

Boldness

Bravery

Brilliance

Buoyancy

Calmness

Camaraderie

Candor

Capability

Care

Carefulness

Celebrity

Certainty

Challenge

Change

Charity

Charm

Cheerfulness

Clarity

Cleverness

Closeness

Comfort

Commitment

Community

Compassion

Competence

Competition

Completion

Composure

Concentration

Confidence

Conformity

Congruency

Connection

Consciousness

Conservation

Consistency

Contentment

Continuity

Contribution

Control

Conviction

Conviviality

Coolness

Cooperation

Cordiality

Correctness

Courage

Courtesy

Craftiness

Creativity

Credibility

Cunning

Curiosity

Daring

Decisiveness

Decorum

Deference

Delight

Dependability

Depth

Desire

Determination

Devotion

Devoutness

Dexterity

Dignity

Diligence

Direction

Directness

Discipline

Discovery

Discretion

Diversity

Dominance

Dreaming

Drive

Duty

Dynamism

Eagerness

Ease

Economy

Ecstasy

Education

Effectiveness

Efficiency

Elation

Elegance

Empathy

Encouragement

Endurance

Energy

Enjoyment

Entertainment

Enthusiasm

Environmentalism

Ethics

Euphoria

Excellence

Excitement

Exhilaration

Expectancy

Expediency

Experience

Expertise

Exploration

Expressiveness

Extravagance

Extroversion

Exuberance

Fairness

Faith

Family

Fascination

Fashion

Fearlessness

Ferocity

Fidelity

Fierceness

Financial independence

Firmness

Fitness

What you believe in, shines through in what you do, why you do it,  and how you work with people. Your values create 
the framework for the business you build and helps identify the crossover between WHO you are and WHAT you do. 
Circle any words that stand out to you. Don’t think too much. You may be surprised at what comes through.

4

Defining Your Values. 



Influence

Ingenuity

Inquisitiveness

Insightfulness

Inspiration

Integrity

Intellect

Intelligence

Intensity

Intimacy

Intrepidness

Introspection

Introversion

Intuition

Intuitiveness

Inventiveness

Investing

Involvement

Joy

Judiciousness

Justice

Keenness

Kindness

Knowledge

Leadership

Learning

Liberation

Liberty

Lightness

Liveliness

Logic

Longevity

Love

Loyalty

Majesty

Making a difference

Marriage

Mastery

Maturity

Meaning

Meekness

Mellowness

Meticulousness

Mindfulness

Modesty

Motivation

Mysteriousness

Nature

Neatness

Nerve

Noncomformity

Obedience

Open-mindedness

Openness

Optimism

Order

Organization

Originality

Outdoors

Outlandishness

Outrageousness

Partnership

Patience

Passion

Peace

Perceptiveness

Perfection

Perkiness

Perseverance

Persistence

Persuasiveness

Philanthropy

Piety

Playfulness

Pleasantness

Pleasure

Poise

Polish

Popularity

Potency

Power

Practicality

Pragmatism

Precision

Preparedness

Presence

Pride

Privacy

Proactivity

Professionalism

Prosperity

Prudence

Punctuality

Purity

Rationality

Realism

Reason

Reasonableness

Recognition

Recreation

Refinement

Reflection

Relaxation

Reliability

Relief

Religiousness

Reputation

Resilience

Resolution

Resolve

Resourcefulness

Respect

Responsibility

Rest

Restraint

Reverence

Richness

Rigor

Sacredness

Sacrifice

Sagacity

Saintliness

Sanguinity

Satisfaction

Science

Security

Self-control

Selflessness

Self-reliance

Self-respect

Sensitivity

Sensuality

Serenity

Service

Sexiness

Sexuality

Sharing

Shrewdness

Significance

Silence

Silliness

Simplicity

Sincerity

Skillfulness

Solidarity

Solitude

Sophistication

Soundness

Speed

Spirit

Spirituality

Spontaneity

Spunk

Stability

Status

Stealth

Stillness

Strength

Structure

Success

Support

Supremacy

Surprise

Sympathy

Synergy

Teaching

Teamwork

Temperance

Thankfulness

Thoroughness

Thoughtfulness

Thrift

Tidiness

Timeliness

Traditionalism

Tranquility

Transcendence

Trust

Trustworthiness

Truth

Understanding

Unflappability

Uniqueness

Unity

Usefulness

Utility

Valor

Variety

Victory

Vigor

Virtue

Vision

Vitality

Vivacity

Volunteering

Warmheartedness

Warmth

Watchfulness

Wealth

Willfulness

Willingness

Winning

Wisdom

Wittiness

Wonder

Worthiness

Youthfulness

Zeal

List if values pulled from StevePavlina.com



I love this exercise because it’s interesting to see how things that are important in our life can also be applied to our 
business. One of mine is adventure. In life it’s about finding ways to add the element of adventure to my week. In 
business, it’s getting a new client and the excitement I feel as we start our journey together, to make their business 
dreams come true. Out of the Values you circled, which five are your most important? 

5 DEFINING VALUES                                                              HOW THEY RELATE TO YOUR LIFE AND BRAND

1.

2.

3.

4.

5.

 

4

Finding Your Framework. 

© S H A N A  D E W I T T



Defining what services you offer, the problems they solve, and why people need them, is the key to actually selling 
and making money. Try this simple formula to write down your services. 
 

Service Name:

Problem that it solves:

How you solve the problem:

 
 
 
Why you are the perfect person to solve this problem:

Who is this perfect for:

The transformation they will get: 
 
 
 
 
 
 
 
 
 

5

What You Do. 
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Shape Your Content. 
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BOOK TITLE:

SUBTITLE:

CHAPTER TITLE:

3 key takeaways

1.

2.

3.

CHAPTER TITLE:

3 key takeaways

1.

2.

3.

CHAPTER TITLE:

3 key takeaways

1.

2.

3. 

CHAPTER TITLE:

3 key takeaways

1.

2.

3.

Sharing content is so important because its a non icky way of selling our brand. Our Content gives us the chance 
to share our expertise in a way that builds trust and promotes our skills. Our content allows us to share the values 
and personality behind our products and services, to connect with our customers, in a way that builds fans. This 
exercise will help you define what to say in the content you share, to support your brand message. 

Think of your business like a “how to book.” The title is the main transformation you want to give your clients, 
and the chapters are how you do it.  If you are feeling stuck, try doing the chapters first and the title last. 



Next Steps
I’m ready to challenge you,  

believe in you, encourage you, listen to you, and help you 

create the biz of your dreams!

Whew! You finished your homework! I hope you are already feeling a lot more clarity and 
confidence. In our two hour intensive we will develop a custom strategy to help you con-
nect with clients and grow your business! Only one more step to go!

Click here to email this workbook back to me. 

Instagram: @shana_dewitt / Facebook: The Magnetic Entrepreneur / Podcast: Be Heard Podcast 
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mailto:shana@shanadewitt.com
http://shanadewitt.as.me/consultation
http://instagram.com/shana_dewitt
http://facebook.com/groups/TheMagneticEntreprenur
https://apple.co/2x3grms
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