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Step 3: Serving Your Community

Module 6
Knowing WHO You are Called to Serve

What I do you cannot do; but what you do, I cannot do. The needs are great, and 
none of us, including me, ever do great things. But we can all do small things, with 
great love, and together we can do something wonderful.” – Mother Teresa

Take a quick inventory of your clients or customers. Who do you serve? Do you work 
with anyone who can afford to pay you? Or do you work with a specific type of client 
whose needs best match your gifts? Do you offer any kind of service that you are 
qualified to do? Or do you offer only those services that you feel called to provide? 

I remember when I first began 
freelance writing. I didn’t want to 
select a “niche” for my business 
because I thought it was limiting. I 
didn’t want to be “typecast” in the 
healthcare market or as a feature 
writer. I wanted to be everything 
to everyone – a one-woman show! 
For some reason, I was under 
the misguided perception that 
this positioning would open more 
opportunities for me. Rather, 
I believe it prevented me from 
stepping fully into God’s purpose 
for me. And my fear of narrowing 

my market created a business in which I worked for people who drained my energy 
and dampened my spirit. It created a world of resentment and fear in which I was not 
serving clients in the way that God planned. I wish someone had encouraged me at an 
early age to be bold and brave – to claim my niche by asking God WHO I was meant to 
serve and HOW he intended for me to serve them. 

When you get very clear on WHO you are called to serve, and WHO you are called to 
work with, it enables you to attract clients who are a perfect match for you. By opening 
your world to these clients in a BIG way, you are also closing the door on individuals 
and companies who don’t fit your ideal image of a client or customer. Think about it…

12 Weeks of Strategy, Support and Success
for Moms Who are Serious About

Faith, Family and Business

by Theresa Ceniccola

Mompreneur
Mastery Program



2 of 5©2010 TGC Communications, LLC 

if your ideal clients are decisive, honest and joyful…respectful of your time and willing 
to make payments on time…if they value what you have offer and bring out the best 
in you…don’t you think you are more likely to serve them to the best of your ability? 
If your clients or customers are filled with excuses and blame, or seem confused or 
chaotic, do you think you will serve them to the best of your ability? Do you think the 
same concept holds true for the colleagues, mentors and partners you have in your 
business? 

 Exercises 
This week’s exercises are designed to help you build a meaningful and authentic 
relationship with your ideal client and better serve your community. We’ll begin by 
getting clear about WHO we are called to serve. And we’ll create a simple script for 
speaking with them in a way that resonates with them as your ideal client or target 
market. 

Exercise #1: Creating Your Ideal Client Profile 

One of the lessons I’ve learned over the 
years is that in order to be fulfilled in my 
work and in my life, I need to surround 
myself with other faith-filled, brilliant, 
inspirational women. I thrive on the 
support I receive from others and there is 
no limit to my success when I am fueled 
by the energy of others who encourage 
and uplift me. Conversely, I suffocate in 
an environment of negativity. I would not 
survive in an office (or home) filled with 
complaints, criticism, backstabbing and 
cynicism. Knowing this about myself, I am 
selective about who I spend my time with 
– personally and professionally. I strive to 
create a Circle of Success and Support 
around me at all times. This doesn’t 
mean I neglect others who are in a place 
of discouragement – it simply means I 
consciously seek out the companionship of like-minded women whom I admire. And…
it means that I choose to work ONLY with people who are in alignment with my values 
and beliefs. 

Imagine what your life would be like if you worked only with people who belong in 
your Circle of Success and Support. When you begin to put yourself in the position of 
choosing to work with specific people, you give yourself the gift of empowerment. 
You make a statement to yourself (and the universe) that you do not welcome toxic 
relationships in your life and that you deserve to surround yourself with positive energy.
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If you are truly creating a business that is in alignment with your values, you must 
consciously attract others who belong in your Circle of Success and Support. You do 
this with Clarity. With Awareness. And with Intention.

1. Outside My Circle: The first step in identifying who you want to work with, is 
to be fully aware of who you do NOT want to work with. Consider the clients or 
customers (or even business partners) who you have worked with in the past.  
Focus on the ones who leave you feeling frustrated or upset. What are some of the 
common traits or behaviors of the people you do not enjoy working with? Perhaps 
they don’t appreciate your work? Or they don’t pay on time? Or they expect too 
much? Maybe they don’t follow your advice? Or they don’t respect your time? 
Explore this concept in your journal and identify the most irritating behaviors 
of the clients or customers you will place Outside your Circle of Success and 
Support.

2. Inside My Circle: The traditional marketing method of portraying the ideal 
customer is to identify the Target Market – a group of people who would be 
most likely to purchase from you. I like the more personal approach of painting 
a picture of an individual you would enjoy working with – an illustration of your 
ideal client. When you accurately depict the precise person you want to work 
with, it becomes a lot easier to develop a relationship with her (marketing!) and 
to serve her (sales!). In fact, whenever I write copy for my website or deliver a 
teleseminar, I have a clear mental picture of my ideal client and I simply have 
a conversation with her. It’s much easier than trying to write or speak with 
hundreds of women!

Take some time to journal about the clients and customers you enjoy working with. 
What is it that you like about working with them? Describe in detail the type of person 
you choose to interact with every day. Make it a personal relationship – give your client 
a name and a history including age, marital status, education, geographic location, 
income level, past experiences of relevance, etc. Use the following questions as 
guidelines:

• How do you describe your ideal client? 

• What struggles or challenges is she/he facing?

• What are your client’s beliefs?

• Where does she/he shop? Eat? Relax?

• What does she/he like to do in her spare time? 

• What does she/he read? Buy? 

• Who does she/he respect and admire?

• What organizations or groups does she belong to?

• Where does she ‘hang out’ – online or in person?
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3. My Contribution in the Circle. Now let’s examine your unique qualifications to 
serve the needs of this ideal client. Use your business journal to respond to and 
reflect on the following questions:

• Who are your competitors? Include not only the obvious competitors of 
companies that provide the same service, but also the competition of 
distraction – what other options and choices exist that would distract your 
ideal client from working with you or purchasing from you?

• How are you different? What makes you the best person to serve your 
clients? Or what makes your product superior to others? This is called your 
Unique Selling Position, your Value Proposition or your Differentiating 
Statement. 

• How can you help resolve the challenges your client is experiencing? What 
are results that you can promise (see the benefits you outlined in last week’s 
module)? How are you the SOLUTION to her PROBLEM or challenge?

Circle of Success and Support Handout

Feel free to use the Circle of Success document as you consider where your clients or 
customers belong as it relates to your circle. 

 

Exercise #2: Perfecting Your Elevator Speech 

Now that you know who you choose to work with, you 
will be able to recognize this person when you see her/
him. But what will you say when the opportunity presents 
itself? If you meet your ideal client on the soccer field or 
at a church function, will you be prepared to invite her/
him into your circle? How will you answer that often 
dreaded question, “So, what do you do?” 

Let’s practice introducing ourselves and our businesses 
by perfecting our Elevator Speech. This is the 30-second 
window that you have to spark an interest in your client. 
That’s the entire purpose of the elevator speech – to give 
the other person something that piques his/her interest 
and leaves him/her wanting to know more. 

The biggest mistake people make with their Elevator 
Speeches is to recite their credentials. They define 
themselves by their job title or area of expertise. 

You know what I’m talking about…it sounds like this: “Hi, my name’s Theresa. 
I’m a vice president in a very important company and I’m certified to do all this 
extremely intricate work that nobody else in the country knows how to do.” That’s an 
exaggeration, but it’s not really any more helpful than the normal response, which 
sounds more like this, “I’m an interior designer with a specialty in home staging.” 
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Newsflash: nobody really cares if you are a CEO or a junior associate. And they don’t 
care how many degrees and certificates you have (unless of course you are going 
to perform brain surgery or fly an airplane). When you meet someone at a social 
gathering, they want to know how you help people. They want to feel the energy and 
hear the enthusiasm when you describe your work. 

Wouldn’t it generate more interesting conversation if the interior designer said 
something like this:

“I work with people who are selling their homes and are overwhelmed or don’t know 
how to prepare them for sale. I help them see their homes from the buyer perspective 
and create incredible first impressions so they can sell them more quickly and get their 
asking price.”

Do you see how that statement works? It specifies the ideal client and his/her 
challenges, offers a solution and then describes the benefits or results of the work. It 
doesn’t even mention a degree or job title. 

Now it’s your turn. Create your own Elevator Speech and practice it often so that you 
are comfortable using it in conversation. You may determine that you need more than 
one version depending on the ideal client. 

Mompreneur Mad Libs: If you want some help, use the template in the Membership 
Area of the website to get started in crafting your Elevator Speech.

 

Bonus: For extra credit, review your elevator speech and combine it with a few 
pertinent facts about your credentials and experience to create a short bio you can use 
on your website. This will become what is called your Boilerplate Copy – the concise 
message you use consistently throughout your marketing materials – in press releases, 
on articles you contribute to blogs and magazines, as an introduction at speaking 
engagements, in your enewsletter, in brochures or flyers you distribute, etc. You won’t 
have to recreate it every time you need something. Consider it your mompreneur 
resume. 

 

Action Assignment: 

Set one small goal – something you want to accomplish before our next module. Make 
it something that will help you build a meaningful and authentic relationship with your 
ideal client and better serve your community. You don’t have to make it a huge goal – 
maybe just take the first step toward a larger goal.  

For example, let’s say your goal is to distance yourself from a particular client or 
customer who does not fit your ideal client profile. Draft a short statement that you will 
use to kindly (yet firmly) alter your professional relationship. Then practice saying it 
aloud so you will be prepared the next time you hear from him/her. 

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


