Discover and articulate what
makes you the best choice for
your ideal employer or

customer




Identifying Your Unique Value

What do people consistently come to you for help with?

s

What compliments do you hear most often about your work?

s

What problem do you love solving more than anything?
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List 3 key skills, 3 experiences, and 3 ways you uniquely apply them.
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List 3 key skills, 3 experiences, and 3 ways you uniquely apply them.
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The 3-Word Test

Ask 3-5 people (colleagues, clients, mentors) to describe you in three words.
Look for themes—these are clues to your differentiators.
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Draft Your
Unique Value
Proposition

REMEMBER: A Unique Value Proposition is a clear, concise statement that
explains what makes you unique and why your audience should choose you.

Your UVP =the what and how that makes you the best choice.
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Crafting Your Personal Brand
Statement

What problems do my ideal employer or customers struggle with?

How does my expertise solve those problems?

s

How can | position myself as their best choice?
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— | Creating Your

Personal Brand

e | Story
FORMULA =
“I help [WHOQO]
achieve [RESULT]
by [HOW]."
| help
N

achieve
oy
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Developing
Your Elevator
Pitch

What's your Hook (Grab Attention)
Start with a relatable problem or an intriguing fact.
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Who You Are & What You Do
Summarize your expertise in one clear sentence.

oz

How You Add Unique Value

Explain how you solve the problem differently.
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Call to Action (CTA)
Engage the listener with a next step (question or invitation).
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Your Elevator Pitch

®
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Notes:

-
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