AUDIO TRANSCRIPT	   |   VALUE ARTICULATOR STATEMENT      	               2

	VALUE ARTICULATOR STATEMENT


Transcript
00:00:01
This is a bonus training that I am so pleased to share with you because it's going to invigorate all sorts of marketing communication. There's a whole bunch of mind stuff that goes on here, and it also helps you formulate your messages and your creative inspiration in a different way.

What I'm talking about is the value Articulator statement, which is something that I have learned. I can’t claim the credit.
 I have learned from my business, coach James Wedmore and his program called Business by Design.
00:00:47
Because it really has fine-tuned the way I position what I do. Who I serve, how I serve, and how I add value? And I that’s what i want for you.
It's the elevator pitch on steroids and I want to share with you how you construct your value articulator statement.
Before we go ahead, you're probably wondering why do you need this? What? What are you going to do with it?
It is a statement to use in BIOS for social media; on your about us page on your website; even just to create posts to explain what you do and who you help you can actually use portions of it in posts; and to introduce yourself at networking events.

00:01:39
And let me tell you something. It is never done. You will keep developing and improving and changing this thing as you develop and improve and evolve what you do. 

So let me take you through the steps basically.

00:01:57
WHO  I or we help
who is your ideal prospect?
Niching down is more important than ever Because lots of people are out there with lots of noise, lots of messages.
00:02:12
You want to Call out your ideal customer so that they pay attention.
00:02:18
And if somebody goes, oh, they're talking to me, they lean in to listen. 
So we'll go through an example in a minute. 
But you call out your ideal prospect Or a group. 
So for example, stay at home  moms versus real estate agents.

00:02:36
Next
so you help X do what?
So what are you going to help them do? What are you going to?
show them to do what new skills or behaviour they going to adopt as a result of what you do? 
It's always about them, remember.
00:02:56
One of the big mistakes that people make Is spending time saying what they do
So, for example my course has got 8 modules. It includes this, this and this.
00:03:09
what people actually want is to create better content, more professional content in less time and less expensively.
00:03:20
It's what they get, what they get to do that people aspire to. After all you are solving a problem and people are buying a solution.
00:03:31
They're not buying the way you create the solution. 
What we like to call the vehicle, so they are not buying.
00:03:40
For example, Canva, from me they are buying great content on a budget in Leicester.

00:03:48
So that.
What is the promise you deliver what? 
Why does it matter what's in it for them? 
Remember your ideal customer or your prospect is always saying so what's In it for me.
00:04:01
They want to save time, save money, you take headaches away. You reduce worry. You give Peace of Mind so that what?
And it's either the result or the transformation they get. It's a benefit driven.
Result they are buying, and it may be a consequence, to get better and better.

00:04:27
These next two points are the Kickers. 
Unlike what other options have they got out?

00:04:36
Unlike the alternative option or what everyone else is doing, so unlike outsourcing it, paying somebody else to create content and having to brief and make people understand what is in your mind because.
What do you do differently and is the reason people should be choosing you? 

Because I show you how from experience, I am a content creator. I'm a marketer. I know what works, and I know how to help you get your message out there.

00:05:15
I need you to create that for your business or your services and you're going to share it.
Share Your value, articulator statement for us to comment on and to help you refine.

 So, let me give you a bit of an example of one that I've created and remember I said it keeps evolving and it also depends on which niche market you're talking to, because if you're Talking to a different niche and what they do? 
The results they want might be different. 
So, one might be saving money.
One might be saving time. 
There's lots of different reasons, so every value articulator statement for a niche market should be tweaked to really talk into that particular person. 

as I've said when they hear it, they go. Oh, they're talking exactly to me.

HERE IS MY EXAMPLE
00:06:14

WHO
I help time poor and even cash strapped business owners who feel uninspired. 

DO
Create professional looking social media content and marketing communication inexpensively quicker.

SO THAT
So that they stand out and get noticed and attract the attention of their ideal customers 

UNLIKE
unlike all the Run of the mill, me-too Content out there that is simply adding to the noise 

BECUASE
Because Nothing connects more than authentic, passion driven content and owners can really deliver their passion for what they do and the solutions they believe they offer. 

And I help do this because I personally create content 
I know about the challenges that is involved in creating content, and with over 1000 posts on Canva I know how to leverage the Canva tool to help achieve best results.

00:07:28
I hope it really helps you with developing your marketing communication to be that much more effective and to connect with your ideal customer. 
See you in the next training.
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