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Introduction
This is your workbook for the "Packaging” chapter of the book, Business in Blue Jeans:

How to Have a Successful Business on Your Own Terms, in Your Own Style.

I'm super-impressed that you're already into the third workbook. Amazing!

Two Kinds of Packaging

First we're going to focus packaging your fire and expertise into a business model, then
we're going to talk about packaging everything into an awesome brand that draws in your

ideal customers and clients. So here we go!



Section 1: GETTING YOUR DUCKS IN A ROW

Newbies:

Assemble the information from the exercises in your previous workbooks. Look for

patterns and themes in your responses and list them:




Existing Business Owners:

Does your existing business work within the patterns and themes you've identified as

important to you?

Can your business reach the profitability that you require for the lifestyle and dreams

you identified?




Section 2: WRITING A MISSION STATEMENT

Looking back over the values that you identified that you wanted embodied in your

business (“Discovering the Heart” exercise in the Fire workbook), for each value that you

chose, what action can you take to express that value?

Here’s an example of what I did for Business in Blue Jeans:

VALUE ACTION

Independence

Teaching entrepreneurs and small business
owners to create businesses that are
structured to make their dream lifestyles
possible.

Prosperity

Showing entrepreneurs how to grow their
businesses.

Joy of being

Helping entrepreneurs to create businesses
they love.

Authenticity

Taking a public stance against cookie-cutter
“gurus,” “one-trick ponies,” and get-rich-
quick scam artists.

Here’s a chart for you to complete:

VALUE ACTION




Then, translate the information you collected into a single mission statement.

Here’s an example of what I did for Business in Blue Jeans:

The mission of Business in Blue Jeans is to teach entrepreneurs and small business owners
how to authentically create and grow businesses that they love and that are structured to

make their dream lifestyles possible.

Now write your mission statement:

11



Section 3: DRAWING A LINE IN THE SAND

Newbies

Are you interested in taking a stance?

Does it make sense to your brand?

What are the possible consequences of taking this stance?
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Existing Business Owners:

Have you taken a stance with your brand?

Could adding some industry-related controversy help your business gain visibility or

market share?

13



Section 4: DEFINING YOUR TARGET MARKET

Newbies

Who do you love working with?
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Who wants what you have to offer (what'’s in that sweet spot of your business)?
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Who can pay for what you want to offer?
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Now write a thorough description of your target market:
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Existing Business Owners:

Who's in the top twenty percent of your client base?

Is your target market defined well enough? If not, work on improving your target

market definition.
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Section 5: UNDERSTANDING YOUR TARGET MARKET
Write out a thorough description of your target market that brings together all of the

information you've gleaned from them.
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Create a profile of your ideal client or customer:
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Who can you ask to be in your “The Ten” for your business? Make your list here and

then go out and contact them and give them the invitation to join your “Ten.”
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Section 6: UNDERSTANDING YOUR PEERS

Make a list of your current peers.
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Make a list of your future peers.
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Section 7: ANALYZING YOUR PEERS

Use the information in the Packaging Chapter to do your “detective work” and
research your peers. Then assemble the data you’'ve compiled about your peers into a
comprehensive report. What are your findings? Summarize what you've learned. What did

you learn that you liked? What did you learn that you didn’t like?
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Section 8: PRODUCT AND SERVICE DEVELOPMENT

Newbies:

Begin brainstorming products and services that you can offer in your business.
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Do you want to create a product of your own or sell items others have created?

If you want to create your own product, is it a tangible product (something your

customers can touch) or a digital product?

If you want to sell items that others create, what kinds of things do you want to sell?
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Do you want to offer services?

What kinds of services do you want to offer?

Are there other outside-the-box ways to deliver the services that you want to offer?
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Existing Business Owners:

Examine your existing product and service offerings. How can you expand on what

you're already delivering?
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If you offer tangible products or in-person services, are there ways to transform what

you offer into digital products or web-based services?
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Are there other outside-the-box ways to deliver what you're offering?
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Section 9: YOUR BUSINESS MODEL

Describe your business model in its entirety:
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Where will you find your customers and clients?

How will they find you?
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What's the best way to deliver your products and services?
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How do you charge your clients and customers?

Are there ways to innovate on what your industry currently does?
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Section 10: PERSONAL VS. CORPORATE BRAND
Which do you choose, personal brand or corporate brand? Which makes the most sense

for your business and for attracting your target market?
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Section 11: THE WORDS THAT REPRESENT YOUR BRAND

Newbies:

Come up with a list of words that represent your business. Even if the words seem like

they’re in disharmony, include them on the list.
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Existing Business Owners:

Come up with a list of words that represent your business:
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Compare your existing brand to your list. Do your existing brand and the words you

listed match up?
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SECTION 12: NAMING YOUR BUSINESS

Newbies and Re-branding Existing Business Owners:

Add to the list of words that you began in the last section. Now you're adding words that

coming from your target market.

Take all of the words you’ve written down and transfer them to 3x5 cards. Mix and

match these cards to come up with various combinations. Play around and come up with
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options that you like. Mess with the 3x5 cards until the words lose all meaning and you can

just work with sounds and the way the words look together.

What did you come up with?
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SECTION 13: YOUR BRAND STYLING AND INTEGRATION

Newbies:

What is the style of your brand? List adjectives that describe your brand.
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Conduct an inventory of yourself.

Do you represent your business appropriately?
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Existing Business Owners:

Check your brand style. Does it match up with the visual aspects of your brand?

Do you and your employees represent your brand well? Conduct a full inventory.
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Is your brand integrated across your business? Do your logo, marketing materials, web

site, and any other visual aspects of your brand match up?
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You Did It!

You did it! You made it to the end of the third workbook. Congratulations! You're doing so

well!

By now, you should have packaged your business into a solid business model and a brand

that attracts the right people.

Don't stop! Keep making progress toward your goals by reading the rest of the book and
doing the "homework assignments"” that ['ve put throughout the book. Remember, the
longer you wait to make progress, the more momentum and motivation you'll lose toward
achieving your goals. Make it your mission to do one thing every single day to start or grow
your business, and before you know it, you'll be closer than ever before to living the life

you've imagined.

Don't let anything get in your way. As my mom used to tell me, "You can do anything you

put your mind to." And you, my friend, absolutely can.

* If you found this section to be particularly challenging, remember...walk away when you

need to. And if you find that you need some help, visit http://businessinbluejeans.com and

find out how I can provide expert guidance to you and your business through this process.
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