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Presents: 
 

“So, What Do You Do?”  
Getting Potential Customers to Remember You 

 
Have you ever been to a networking event where dozens of people tell you what they do and how they 
can help you? Did you ever remember what anyone said? How do you stand out in all of the noise?  
When someone asks you what you do, can you answer them in 30 words or less with a statement that 
will stick with them? Will they remember what you told them or did their eyes glaze over as you went 
into a long, drawn-out explanation? 
 
Did you know most people are exposed to over 3,000 marketing messages every single day? Boy, it 
makes me tired even thinking about that. So, how do you make your message different? Especially if you 
have less than a minute to make an impact. We are going to develop your message in such a way that 
you can use it at that next networking event, as a tag line on our Facebook page, or on any marketing 
material you send out to customers and potential customers. 
 
You need clarity so the person you are talking with has clarity. You need to be clear about what you do 
AND what you can do for them. 
 
3 C’s for communicating your transformational message 
 

1. Clear – no hype, no jargon, nothing you have to explain. Just, keep it simple 
2. Compelling – you want them to want more. You want to draw them in and be interested in what 

you have to offer.  
3. Concise – I would like to see it be 30 words or less. If you want people to do business with you, 

you can’t waste their time the first time you introduce your business to them. 
 
If someone asks you what you do and you tell them, “I am a coach and mentor.” That’s pretty concise 
but it’s not clear or compelling. If you ask me what I do, I say… 
 

“I help aspiring entrepreneurs birth the business in their hearts so they can make their deepest 
dreams come true. I am like a midwife for future millionaires.” (27 words) 

 
Notice, here is what I did: 
 

1. I told you who I help – aspiring entrepreneurs. 
2. I told you the outcome for my customer – birth the business in their hearts so their deepest 

dreams come true 
3. I told you a marketing metaphor (a memorable, cute, word picture) – I’m like a midwife for 

future millionaires. (Note, it’s a little funny since I’m a guy. People remember me after I use this 
metaphor.) 
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Now it’s your turn. Fill in the blanks and have fun with it. Try a few and pick the one you like. Keep it 
under 30 words! 
 
 
 
I help ________________________________ (your customer) 
 
 
To _________________________________________________ (address their top-of-mind problem) 
 
 
So they can __________________________________________  
 
 
I’m like a __________________________________ for ________________________________ 
 
 
 
 
 
I help ________________________________ (your customer) 
 
 
To _________________________________________________ (address their top-of-mind problem) 
 
 
So they can __________________________________________  
 
 
I’m like a __________________________________ for ________________________________ 
 
 
 
 
 
I help ________________________________ (your customer) 
 
 
To _________________________________________________ (address their top-of-mind problem) 
 
 
So they can __________________________________________  
 
 
I’m like a __________________________________ for ________________________________ 
 
If you have your access to the “Ignite Your Life” private group on Facebook, post your marketing 
message for feedback from the staff and other students. Have fun!!!! 


