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Target Your Message
See	yourself	as	someone	with	valuable	experience	who	specializes	in	offering	specific	solutions	to	those	who	seek	them.	 

Increase the flow of prospects moving through your pipeline by identifying the network you feel drawn to serve and then find ways to 

connect with them. You do not need permission or prerequisites to do what you love. You just need to be able to show your customers 

how to get results. Journal the following answers to identify who you are in your business, who and how you serve, the messages you 

are passionate to communicate, and the problems you empower others to solve.

Seek

Get	clear	on	how	to	lead	with	the	mindset	of	seek	to	serve.	
• Who are you? Think about all you’ve been in your life, who you’ve become, and what comes naturally to you. List your  

unique life experiences, expertise, community involvement, connections, passions, skillsets, business experience, and 

influence that impact who you are.

Serve

Choose	to	be	a	solutions	provider.
• Who do you serve? Who needs your message? Who do you best connect with? Service that’s not nervous comes from a 

passion for serving those who need your solutions. Describe your tribe.

• What do you feel driven to be a part of? What is your message or cause? How you solved your mess becomes your message. 

What health challenges have you overcome with dōTERRA? How have you become a solutions provider in your home?  

What are you now passionate about sharing?

• Where do they hang out? Where can you find them? 

• How do you best connect with them? What brings you joy to share and do with others? What is your message?

Write	out	your	best	stories	to	date	on	page	36.	Then	draw	on	them	to	feed	your	thoughts	and	feelings	while	you	complete	

this page. Feeling pushy or salesy is overcome when you are clear about your cause and message.
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The	courage	to	share	comes	from	understanding	the	needs	of	others	and	knowing	 
you	can	create	value	with	your	solutions.
• What specific problem(s) do you show others how to solve? Identify what you solve in your own way.  

How can you help others find solutions just like you did?

Solve

I help   		(who)	

to  		(do	what)	

so that   		(result),	

unlike   		(less	favorable	alternative),	

because   		(distinction/what’s	different	about	what	you	offer).	

Value	Articulator	Statement	
As	Taught	by	Mel	Abraham

What	You	Do 
Now	it	can	be	helpful	to	write	out	what	is	known	as	a	Value	Articulator	Statement.	A	Value	Articulator	Statement	states	what	you	do	and	 

how	others	will	benefit	from	working	with	you.	Read	the	examples	below	and	then	follow	the	template	to	write	out	your	own.	

A	wife,	mother,	teacher,	postpartum	doula	who	is	into	green	living	might	say: 

I help mothers discover essential oil solutions so they can have their babies at home, as an alternative to the traditional medical approach, 

because birthing can be beautiful and natural.

A	female	fitness	guru	who	is	a	mom	and	into	healthy	living	might	say: 

I help women take control of their health and wellness by moving, eating well, and staying healthy with natural products so they feel 

better, move more, and live their best life, different from living with low energy, discomfort, and poor self-esteem, because my purpose is to 

empower them to make themselves a priority, even when it’s easy to put everyone else first.

Do you have solutions for: fitness, nutrition, detoxing, mind, mood, immune, digestive, respiratory, or children’s health,  

weight management, skin health & beauty, green living, organic gardening, natural pet care, DIY, financial gaps, the need  

for	additional	household	income,	or	something	else?

• Why do they choose you? Why should people learn and buy from you? What can you do that others can’t or won’t? What 

community can they join or classes can they attend? How will you surprise and delight them? How is their world better because  

you served? What sets you apart and/or makes you different? 
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