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Step 3: Serving Your Community Module 5
Believing in Yourself and Your Business

Do you cringe at the thought of marketing and sales? Many entrepreneurs – especially 
women – have a difficult time when it comes to marketing or selling themselves. We 
find it easier to sell someone or something else, but not our own products and services. 
Often we dismiss our adversity to sales by contributing it to our humble nature. But 
as an entrepreneur, this fear of sales and marketing is a recipe for failure. How can 
we expect others to value or appreciate our work if we can’t express confidence in it 
ourselves? 

There are two beliefs that contribute to this discomfort when it comes to selling and 
marketing our businesses:

1. Somewhere along the line we are led to believe 
that “sales is sleazy” and the idea of “pushing” 
our products or services on others is distasteful. 
When we hear the word “sales,” we conjure up 
images of the used-car salesman or the persistent 
telemarketer, and we don’t want to be associated 
with either of those stereotypes.

2. As women, and mothers, we also tend to be a bit 
sensitive. Even the most polished professional 
women make the simple mistake of taking 
rejection personally. We equate “no” with “I 
don’t like you.” When it comes to business, this 
notion can unravel our confidence and destroy any 
possibility of success. 

Consider this: Just because you are a business owner, does that mean that you are a 
natural at sales? 

Chances are, if you’re a gifted salesperson, you’ve 
probably had excellent training and risen to the top 
ranks of a corporate sales professional. On the other 
hand, if you’re an entrepreneur, most likely you have 
a skill, passion, craft or talent of some kind and you’ve 
decided to make it a business. You may have held a 
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sales position at some point in your career, but your strength is in the work you do 
in the business itself – not in the sales and marketing of that work. Believe it or not, 
this holds true even for those of us in the business of marketing and public relations. 
Sometimes we excel at promoting others but we struggle to position ourselves in a 
positive light. 

So instead of standing confidently in our own power, we muster up the courage to 
meekly “suggest” our product or service, not knowing if it’s the appropriate time or 
place, or even the right person. And then, when people decide not to buy from us (or 
to work with us), we take rejection personally and begin to doubt our entire business 
purpose. 

Is it because we’re modest? Humble? Insecure? No, it’s because we don’t have the 
proper perspective. Here’s a little secret for setting the foundation for a healthier view 
on sales and marketing: 

Marketing = Building Relationships with Your Community
Sales = Serving Your Community

When we realize that marketing is about establishing relationships and building a 
community, it takes the pressure off the “sales goal.” Which one sounds like more fun: 
networking with potential clients at a tradeshow, or creating something of value that 
your potential customers will rave about for years

Let’s say you create funky jewelry out of recycled material. You could reserve a booth 
at every craft fair in the region and spend your weekends selling directly to customers. 
Or…you could create an inspirational video featuring the stories of women who 
purchased your jewelry in connection with a charity that is near to your heart. Then 
you could post the video on YouTube with a promotional code that offers a discount and 
explains that a portion of the proceeds will 
be donated to the charity. You could partner 
with the charity for maximum exposure. 
It will probably cost less to produce the 
video, and it may result in more sales, 
more conversation, more enthusiasm and 
ultimately, more “members” of your loyal 
following. Then you can relax and select only 
a few craft fairs that you want to attend. 
Plus, you will be supporting a charitable 
organization! When you look at marketing as 
a way to develop relationships with clients, 
regardless of whether or not they purchase, 
you will enjoy the process, and ultimately 
attract more customers. 

And when we begin to shift our thinking from sales to service, we understand that sales 
is merely a tool we use to serve our clients and make it easier for them to work with us. 
Sales is not about convincing others to buy, it’s about listening to their needs, creating 
something that exceeds their expectations and letting them know what we have to offer. 
When we are selling from the perspective of service, we don’t even realize we’re selling. 
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For example, if you are a whole foods coach, which strategy better serves your 
community: placing an ad in your local paper with a discount coupon, or presenting a 
free lecture at the library with tips on how to cook for your family using whole foods? 
And which strategy might attract more people who are truly in alignment with your 
business goals? In the marketing world, we call these people Qualified Leads – but I like 
to think of them as your Inner Circle.

When we are passionate about what we do, and we are clear about our purpose, we 
easily attract others who want to know more. So instead of “pushing” our products and 
services on them, we are “pulling” them toward us by providing something of value and 
serving them in an authentic way. If you’ve mastered these basic philosophies of sales 
and marketing, all of a sudden, the work becomes a bit easier. 

 Exercises 
This week’s exercises are designed to help you shift your view of marketing and sales 
to become one of developing relationships and providing service. We’ll begin by getting 
clear about our business and exactly WHAT we offer and HOW we serve others. And 
we’ll honor ourselves by documenting our own journey as a mompreneur, which is often 
an authentic part of marketing and selling your business.
 
Exercise #1: The Power of Belief

Apprentice Business Rule #13: Believe in your product.  - Donald Trump

No matter how you feel about The 
Donald, you must admit he is a 
brilliant businessman. One of the 
lessons he shares with Apprentice 
candidates is the idea that you can’t 
succeed in selling something if you 
don’t believe in it. As mompreneurs, 
we need to continually assess and 
reconfirm our commitment to our 
business purpose in order to succeed 
in moving our business forward. This 
is why some of the questions in the 
early modules of this program may 
have been particularly thought 
provoking. This work we are doing 

here can be powerful and transformative; especially if you are questioning your own 
beliefs. 
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What do you REALLY offer? Consider these questions in your business journal:

1. What are your limiting beliefs about the product or service you provide or your 
abilities as a business owner? Write these down and then READ THEM ALOUD 
in front of a mirror. Yes, I’m serious. There’s nothing more powerful than hearing 
your own voice to determine if there is truth in your words.

2. Now, if you were your own best friend, what would you say to yourself about these 
limiting beliefs? Write down the response. Now say it aloud in front of a mirror. 
Try to really mean it when you say it! Humor me, and just give it a shot.

3. Write down three positive beliefs about your product or service or your own 
abilities as a business owner. For inspiration – find an email, letter, voice mail or 
comment that one of your current or previous clients or customers had made to 
you. Surely you have a glowing review from a raving fan! Pull your favorite quote 
and write it down.

4. What are the benefits of your product or service? Write down 10 ways in which 
you provide a valuable service to your community.  Remember – it’s not about you. 
Focus on the results that you bring to your clients – think about what’s in it for 
them. 

A Note about Features vs. Benefits: One of the most common mistakes small 
business owners make in their marketing is to focus on all the wonderful FEATURES of 
their business. These are things like: good customer service, quick turnaround time, 
latest technology, most experienced, extended hours, best prices, etc. Now, depending 
on your business, these features may be important, but they don’t usually drive sales. I 
have clients who REFUSE to believe this simple truth. They insist that their clients need 
to know all of these important features. Sadly, they are missing an opportunity to attract 
more clients with a simple tweak in their positioning. 

What people really want is a SOLUTION to a 
problem. They are interested in the BENEFITS 
or RESULTS that your product or service 
provides. They want to know how they will 
FEEL when they purchase and use the product 
or service. They want to know if your product 
or service will help them make more money, 
save time, be healthier, make life easier or make 
another significant transformation in their lives. 
So take some time to consider what your clients 
walk away with when they purchase from you. 
What do they REALLY receive? How do you 
REALLY serve them? Make a list of the tangible 
results and measureable benefits you deliver 
with your product or service. 
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Example:

1. Limiting belief: “I’m not qualified to do this work.”

2. Best friend’s advice: “You are much more qualified than anyone I know! You 
are being called to do this work and you are good at what you do. Just because 
someone has a bunch of initials after their name, doesn’t make them any better at 
this work. You don’t have to be the world authority on the subject, you just have 
to provide value to your customers.”

3. Positive belief: “My customers appreciate me for the work I do.”

4. Benefits: “After working with me, my clients are happier, feel less stressed, earn 
more money, lose weight, feel better about themselves, have more time for family, 
etc.”

Exercise #2: Embracing Your Unique and Wonderful Mompreneur Story

I praise you because I am fearfully and wonderfully made; your works are wonderful, 
I know that full well.”  - Psalm 139:14 

Despite the global economy and the explosion in internet marketing, people still buy 
from people they know, like and trust. Even large successful companies like Apple 
Computer and Disney personify their brands in order to communicate on a more 
relatable level. No matter what your business is, as a mom entrepreneur you have a 
unique and wonderfully made story that you can share with your community. By telling 
that story, you create a relationship of familiarity and trust with clients.  

Many of you joined this program 
because you knew me and trusted me. 
Some of you learned about me on my 
website or a teleseminar, in which I 
shared my story. All of you resonated 
with what I had to say, and wanted to 
be a part of the group. If I had not had 
the courage to put a face and a story 
behind the name, would you have been 
attracted to the Christian Mompreneur 
Mastery Program? Maybe not.
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What’s Your Story?

Before you can begin to share your story, you must explore it on your own. You don’t 
have to share the whole story with the universe, but you should still honor your journey 
by documenting it for yourself. I invite you to take some time over the next several 
weeks and sit with your business journal and begin to tell your story. Some questions 
you may want to consider are:

• What did you dream of becoming as a child?

• What did you study in school?

• Why did you start your company or choose your profession? 

• What steps did you take to get to the place you are now?

• What are the key milestones and turning points in your professional life?

• What challenges or struggles did you have along the way?

• How did you overcome those obstacles?

• Who are the people who influenced, inspired or mentored you?

• How did you feel when you began this work?

• Why are you so passionate about what you do?

• What is the one thing that makes you absolutely certain that you are called by 
God to do this work?

• How do you feel when you work with a client and are able to provide a product 
or service of value?

Write your story in detail, recounting everything that contributed to your journey as 
a mompreneur. After you have finished writing, just sit with your story and read it 
several times over a period of weeks, tweaking it as you see fit. Go back and highlight 
important passages that you want to share or pull out some consistent themes that 
emerge on the pages. 
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Tiny Moments of Inspired Wisdom  

Notice if there is a milestone or defining moment 
in your story. This may be something so trivial 
you didn’t even include it in your writing. It 
may be a story you’ve told friends and family 
countless times and it doesn’t even seem 
relevant. It’s the moment in your life when 
you realized that you were CALLED to do 
the work you are doing. The moment when 
you knew that you had to dedicate your 
professional life to the work you are doing 
now. You may have several of these moments, 
so be sure to document them all. These are the 
interesting stories that help your prospects 
identify with you – the stories that show them 
how you went from THEN to NOW.

You may have heard me share one of my defining moments as part of my story. I’ve 
talked about the time I lost my one-and-only client during a recession. I went from 
earning six figures working part time to being unemployed. I decided right then and 
there that I would build a diverse revenue stream and a profitable business that served 
MANY clients and that I would never again rely on one client to sustain my business.  

I’ve also shared my “worst” motherhood stories – like the time I looked in my baby’s 
eyes as I changed his diaper and saw straight through to his heart, eager for my 
attention. I had carried him on my hip most of the day while I did a million other things 
and I hadn’t even looked him in the eyes once. I realized I had spent an entire day 
caring FOR my children but not BEING with them. I vowed to create a business in 
which I could work on MY TERMS and succeed in MY TIME so that I could honor my 
role as a mother. These tiny moments of inspired wisdom from above helped shape my 
business and are a critical part of my story. What are your tiny moments of inspired 
wisdom? 

Your Story is Your Brand

As you review your story, consider the following components that become part of your 
brand and your message: 

1. Your Inspired Vision – what are you called to do and who are you called to 
serve?

2. Your Passions, Blessings and Calling – what are your gifts and how are you 
called to serve others through them?

3. Your Image – what do others think, feel or say about you? What is their 
perception of you and your work?

4. Your Promise – what makes you unique and different? What do you promise to 
deliver in your business that is distinctive and valuable?
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We will work on this more in the next module when we explore our Ideal Client Profile 
and our Elevator Speech. But for now, consider these pieces of your story and how they 
fit together in a way that is compelling and valuable to share with others. 

When you feel comfortable with the story, then consider writing a shorter version 
that you can share in some way with your community. Perhaps you can include a few 
sentences on your website or create a 2-minute video introduction of yourself. You may 
want to produce an audio recording of your story or draft a new bio that includes your 
story along with your qualifications. Begin to share your story with others in casual 
conversation as a way to practice becoming comfortable telling it to potential clients. 
Eventually, your story will become a succinct paragraph that immediately establishes a 
sense of connection and trust with potential clients. 

Each one should use whatever gift he has received to serve others, faithfully 
administering God’s grace in its various forms.”  - I Peter 4:10 (NIV)

 

Action Assignment: 

Set one small goal – something you want to accomplish before our next module. Make 
it something that will help you tell your story and communicate the benefits of your 
business to others authentically and effortlessly. 

For example, let’s say your goal is to get a better sense of the results you provide 
for your clients. Then set aside a couple of hours to conduct a focus group or survey. 
Identify 5-10 of your most satisfied clients and ASK them why they choose to work 
with you (or purchase from you). Ask them how they feel when they buy your product 
or service. Ask them about the results and benefits they experience. Find out the 
transformation you provide for them. You can do this via phone or a personal interview 
by taking them out for lunch. Or set up a free online survey through Survey Monkey. 

Let us know what your goal is so that we can help keep you on track!

 


