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Businesses that fail to quickly and clearly articulate their uniqueness and value have failed at the 
most simple and critical business requirements—de�ning why you. This is holding many advisors 
back. For advisors who nailed it, they do these things well: 

So how do advisors overcome this critical gap in their businesses? 

Start with a framework for developing and sharing your value proposition. 

1. Their marketing is simple, compelling, and direct.
2. You can quickly see who they work best with.
3. How they prefer to engage people.
4. Their marketing and expertise has depth and value for their ideal audience.



STEP 1:   “INTRIGUE” STATEMENT
If you start a conversation with an intriguing statement, that conversation is more likely to carry on 
and with a greater degree of interest. 

An intriguing statement about how you label yourself is a great start. It should, if nothing else, make 
a statement that you are interested in being interesting. 

You might actually choose to complete this section last, since answering the following sections could 
help you arrive at the right title. 

Some simple title examples:

FINANCIAL CLARITY ADVISOR
WEALTH PURPOSE ADVISOR
WEALTH COACH
FINANCIAL BEHAVIORIST
WEALTH EFFICIENCY STRATEGIST

COMPLETE THIS STATEMENT:

Hi, I’m a <intriguing title>.
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STEP 2:   “WHY ME/WHY YOU” STATEMENT
What is it about what you do, who you do it for, and how you do it that is most compelling? 

Ask yourself these questions:

List your answers here:

What are your core strengths?
What do you do best? Do you do it better than most of your peers?
Who is your ideal audience? The more speci�c and clear, the better. 
What does your ideal audience care about?
What are the key bene�ts you provide that they care deeply about achieving?

Core Strengths Better At (from core strengths)ss

Ideal Audience Audience’s Biggest Priority

What are the Key Bene�ts I want to achieve?

5 Steps to Creating A Powerful Value Proposition - WORKBOOK
© Influencer Academy. ALL RIGHTS RESERVED 4

CARMINA
Text Box

CARMINA
Text Box

CARMINA
Text Box

CARMINA
Text Box

CARMINA
Text Box



Identify the top one to three items in each category above

Core Strengths

Ideal Audience

Key Bene�ts to achieve

Next, give your audience a look at why they should consider choosing you. The idea here is to give 
them enough to want to continue a conversation with an open mind. 

COMPLETE THIS STATEMENT:

I help <ideal audience> with <key bene�t> by/through
<core/special strength>.
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STEP 3:   “ENEMY” STATEMENT
It’s good to know who your enemy is. Knowing about your competitors will help you to communicate 
with your target audience, distinguish your business from competitors, improve your processes, and 
navigate challenges in your market.

It is important to know who you don’t want to be. In what way do you want to be di�erent or better 
than your most clear competition? Be careful with this phrase though; you don’t want to come across 
as negative or advisor bashing. Stick to the facts and your key point of di�erentiation or value. 

Take a moment to consider the following:

List your competitor(s) What they do, that you do not 
want to be known for.

Identify the key competitor (the person/company which is your closest competition). Then 
identify the statement that best describes what they do, and that you did not want to be 
known for.

COMPLETE THIS STATEMENT:

Most other <key competitor> <whatever you don’t want to be>.
I take a di�erent approach.
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STEP 4:   “I SOLVE FOR” STATEMENT
It’s always important to attach emotional hot buttons to your value proposition. Your ideal audience 
will have several. Identify the most pressing and perhaps the lesser recognized ones and think of how 
to leverage those in your value statement. 

Brainstorm your answers for the following questions:

What are your client's “hot buttons”
 what are your client's most painful 
experiences?

What they do, that you do not 
want to be known for.
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COMPLETE THIS STATEMENT:

Have you ever experienced <list 1-2 key hot buttons>? I solve this by
<list 1-2 key/unique strengths> so you can <achieve these 1-2
compelling outcomes>.

What do your clients want?  What is the outcome they desire?  
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STEP 5:   “I SOLVE FOR” STATEMENT
This section is already scripted for you. You can shorten or modify it as it suits you, but the key point 
here is to separate yourself from others by how you prove your expertise and value. Most advisors do 
not have a podcast, a blog, or a whitepaper. It’s critical that you work to complete these items 
because they are the part of your value proposition that proves you are the real deal.  

Before I ever work with anyone, I ask them to visit my website, read my blog posts, download my 
whitepaper, <“name”> and listen to my podcast, <“name”>. Then and only then can people truly 
appreciate what I’m about, how much I understand them and their needs, and most importantly, 
decide whether we’d work well together, both personally and professionally.

COMPLETE THIS STATEMENT:
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STEP 1: "INTRIGUE" STATEMENT

THE FORMULA:

What do you do? Hi, I’m a <intriguing title>.

STEP 2: "WHY ME" STATEMENT

What is that exactly? I help <ideal audience> with <key bene�t>
by/through <core/special strength>.

STEP 3: "ENEMY" STATEMENT

How are you di�erent? Most other <competitor> <whatever you don’t
want to be>. I take a di�erent approach. 

STEP 4: "SOLVE FOR" STATEMENT

What’s your approach? Have you ever experienced <list 2-3 key hot
buttons>? I solve this by <list 2-3 key/unique
strengths> so you <achieve these 1-2
compelling outcomes>.

STEP 5: "NEXT STEPS" STATEMENT

How do I learn more? Before I ever work with anyone, I ask them to: 
Visit my website. 
Download my whitepaper. 
Listen to my podcast, “Beyond Conventional”. 
And, when you’re ready to have a conversation, schedule a 
time here for us to chat.
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The Formula Works Best When:
This section is already scripted for you. You can shorten or modify it as it suits you, but the key point 
here is to separate yourself from others by how you prove your expertise and value. Most advisors do 
not have a podcast, a blog, or a whitepaper. It’s critical that you work to complete these items 
because they are the part of your value proposition that proves you are the real deal.  

Ideal Audience is as niche as possible and their needs are clear and spot on. 
Key Bene�t resonates with Ideal Audience and is obvious to them. 
Core Strength is positioned as di�erent, better, and most importantly, relevant. 
Whatever You Don’t Want To Be is seen as a negative to your ideal audience and they‘ve likely 
experienced it. 
Hot Buttons are brief, powerful, and believable.  
Unique strengths yield compelling outcomes. FYI, “peace of mind” is not compelling. 
Advisors have brand depth in the form of blog, podcast, and whitepapers to refer to in this. It 
really sets the table when you sound and look professional. A podcast is the best brand depth 
option here because they get people talking and listening. 
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