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STORY TELLING:

WITH HUGE IMPACT

If you want to create an engaged audience, connect with potential clients, and grow your im-
pact and income, leveraging the power of your stories is a must. In Unleash Your Brand Story 
we talked about your bigger WHY and story behind your brand. The huge challenge that has 

led you to the core of your message. Stories that sell is all about telling the smaller stories that 
got you to where you are and continue to take you where you are going. The nuts and bolts 

of the whole operation. People are moved by our day to day lives, past and present. Learning 
how to tell your daily story, and weaving in selling your offerings can change the entire game 

of your business. It makes selling not only easy, but impactful and FUN. 

These next exercises take you through visualizations and questions to help 
you piece together parts of your day and past that are worth sharing.

LETS GET STARTED!



EXERCISE ONE: MICRO STORIES

LEARNING HOW TO SHARE 
YOUR DAY TO DAY

Take a moment to get comfortable and close your eyes. Walk yourself through the start of 
your day until now. Become an observer of each step and decision. Noticing anything that 

pops out at you. The color of the shirt you chose to wear. The first thought you had when you 
woke up. How you felt when your mother called you. The sadness that creeped in as you saw 

an older man not being able to open his own car door in the Target parking lot. Rage when 
you read a politician’s tweet. Notice. Observe. Take in what stands out to you the most.

Free write for five minutes what you just saw. Use as many details as possible: 

Technique tip

Be specific. If you went to the grocery store, use the name. Same goes for clothing items or 
food. Instead of colors, think of what the color looks like to you. Ex. Instead of, “He was wear-

ing a brown shirt,” write, “His shirt looked like mud.” 



EXERCISE ONE

EXTRA WRITING PAGE



EXERCISE ONE: MICRO STORIES

LEARNING HOW TO SHARE 
YOUR DAY TO DAY

After you finish your free write, answer the following Q’s: 

What pissed you off today?

What would, if you had to get on stage and talk about it right now, make you cry the most?

Looking back on your day, what happened that if you talked about it, it could help some-
one feel just a little bit better? (It can be as small as: I didn’t fold five mounds of laundry. So 
much guilt. Then I realized I’d still feel guilty tomorrow, if not about this, then something 
else. So I decided it’s ok to fold it then too. I pushed it all in the closet, gave my kid the iPad, 
unbuttoned the top button of my Levis and ate 1/2 a pint of Coconut Bliss instead.) This is 
the perfect moment to get really real. 

What happened today that was sad and funny all at the same time?   



EXERCISE ONE: MICRO STORIES

LEARNING HOW TO SHARE 
YOUR DAY TO DAY

Finish this sentence: When I woke up this morning I felt: 

What was the biggest take away from your day? What did you learn?

If you felt anxious, or off, or sad, or weird at any moment, what did you do to help yourself 
feel better? 

If you had to choose three words to describe your day what would they be?   



Take a moment to close your eyes and connect back in to your ideal client. Think back to 
her deepest desires, fear, and struggles. Her dreams and hopes. Now think back to your 
own life. Is there a moment that resembles exactly where she is now? If you were to tell 

her a story of your past to help her feel less alone what would that story be? Observe what 
comes up for you. Notice the details and feelings of your past. 

Take five minutes to free write what came through. Let it flow. 

EXERCISE TWO: MICRO STORIES

TELLING A STORY OF YOUR PAST: SPEAKING 
TO WHO YOUR IDEAL CLIENT IS NOW

Need more space? Use the next page for more flow. Then 
answer the remaining Qs for exercise 2 on page 9. 



EXERCISE TWO

EXTRA WRITING PAGE



EXERCISE TWO: MICRO STORIES

TELLING A STORY OF YOUR PAST: SPEAKING 
TO WHO YOUR IDEAL CLIENT IS NOW

In this memory/ vision, where were you? What did you look like? What were you doing? 
How did you feel?

If you could go back in time and give her any advice, what would that advice be? 

What is different about your life now compared to then? What is better? 



EXERCISE TWO: MICRO STORIES

TELLING A STORY OF YOUR PAST: SPEAKING 
TO WHO YOUR IDEAL CLIENT IS NOW

How did you get from there to here? How did you get from the spot that your ideal client 
is in, to where you are right now, where she wants to be?  What are two pivotal things/ac-
tions/thoughts/ experiences that got you to where you are? Example: Acknowledging that 
my feelings didn’t need to be fixed, but instead felt. Prioritizing my needs and feelings. 

Take five minutes to free write and give us a detailed description of what the above actions/
thoughts/ experiences actually look like for you. How have you done these things? What 
have been the results? How has your life changed? Let it flow: 



EXERCISE TWO

EXTRA WRITING PAGE



EXERCISE THREE

MINI STORY ARCH FOR INSTAGRAM POSTS

Remember that 8 Point Story Arc we learned about in Unleash Your Brand Story? This is like 
that, only mini. And for Instagram. You only get 2,200 (which seems like a lot, but really isn’t) 
to tell your story. This will help you pinpoint what’s important, what isn’t, and how to struc-
ture your posts.  I’ve included four. Two for when you tell stories that aren’t pitching (you 

don’t want to sell in every post) and two for when you are.  You can also use this structure 
for your newsletters and other social media posts. 

Use what you’ve brainstormed in the first exercises to create four different posts. One pres-
ent day post with no pitch. One present day post with a pitch. One past post with no pitch. 

One past post with a pitch. 



EXERCISE THREE

PRESENT DAY POST WITH PITCH

Use the following story arc outline to plan a post that will tell a story from a present day 
experience. Use exercise #1 for ideas of what to write about. If you go over the sentence 

count, that’s fine. Just remember you might have to go back and take some parts out.  

Stasis/Rising Action 2-4 sentences: 

Start with a moment when not much is happening, but then take us quickly to when things 
are happening. Example: This morning I was naked. My partner’s hands clasped with mine. 
He was kissing my neck. I couldn’t move. I felt like mud. He told me I was beautiful. Then I 

saw a vision of two years ahead. 

Your Turn: 

Climax and Moment of Clarity 6-10 sentences. 
Write about the moment something shifted for you. And what you realized in the process: 

Example: A vision I couldn’t find him in. Costa Rica. A cabin. Children. He was not there. I 
could hear God under the sheets. She was whispering, “You have to leave. Things are so 

good, I know, but you have to leave.” I just remember thinking, Oh, the line doesn’t end here. 
This isn’t my final stop. If I stay it means I stop going in the direction I want to go. It means I 

stop serving at the level I’m meant to serve. 

Your Turn:



EXERCISE THREE

PRESENT DAY POST WITH PITCH
(Continued)

Falling Action, How Things Subsided, What Changed. How were you different? What deci-
sion did you make? 2-3 Sentences :  Example:  I didn’t tell him right then, but a few conver-

sations later I said I had to let go. For me, I said, I have to choose me. 

Your Turn: 

Resolution/Big Relevant Realization 10-15 sentences. This is the part that speaks to your 
main point. Your overall message and lesson. You can literally start with “I realized…”: 

Example: I realized this was the fiercest thing I had ever done. It was the moment I decided 
to go all in. Saying goodbye when things were really good. Ending something based on a 
vision. What a wild thing for a woman to choose herself. What a wild thing to say. “I did it 

because when we were having sex I got a nudge from God.” “She told me I had to go and I 
listened.” I realized today that THIS is why I do what I do. 

Your Turn: 



EXERCISE THREE

PRESENT DAY POST WITH PITCH
(Conclusion)

Conclusion/Pitch 8-10 Sentences: This is where you bring it all home. Notice how in the last 
example my last sentence starts to lead into my work. This is where you write about how 

your experience is relevant to the work you do. The way that you changed and shifted in the 
day is similar to the results your ideal client will receive through  working with you. Then you 
pitch in the last two sentences. You simply say this is what I do…and if you work with me you 
can receive x,y, & z, tying it back into your overall experience of the day. I always add some-

thing like: I’d be so so honored to work with you. 

Example: To help you remember your messages. Your nudges. So you can choose you. Over 
and over again. So you can be wild. So it is no longer a selfish act for a woman to choose 

herself, her work, her dreams.  So you can remember yourself. Right now I have a few spots 
open for my August 1:1 psychic strategy sessions. This is a space where I dive deep into all 

that is you  and help you come up with a plan to start living your wild. Your truth. To help you 
say no to things that are pretty good, and help you choose a life that you don’t secretly want 
to run away from. To help you choose great.  To get more info head to the link in my bio. I’d 

be so so honored to work with you. 

Your Turn:



EXERCISE THREE

PAST/OLD MEMORY POST WITH PITCH

Use the following story arc outline to plan a post that will tell a story from a past experience. 
Use exercise #2 for ideas of what to write about. Remember to think back to a moment 

when you were in a similar spot as your ideal client. If you go over the sentence count, that’s 
fine. Just remember you might have to go back and take some parts out.  

Stasis/Rising Action 2-4 sentences: 

Start with a moment when not much is happening, but then take us quickly to when things 
are happening.

Climax and Moment of Clarity 6-10 sentences. 
Write about the moment something shifted for you. And what you realized in the process:

Falling Action, How Things Subsided, What Changed. How were you different? What deci-
sion did you make? 2-3 Sentences: 



EXERCISE THREE

PAST/OLD MEMORY POST WITH PITCH
(Resolution/Conclusion)

Resolution/ Big Relevant Realization 10-15 sentences. This is the part that speaks to your 
main point. Your overall message and lesson. You can literally start with “I realized…”: 

Conclusion/ Pitch 8-10 Sentences: This is where you bring it all home. Notice how in the last 
example my last sentence starts to lead into my work. This is where you write about how 

your experience is relevant to the work you do. The way that you changed and shifted from 
the past experience  is similar to the results your ideal client will receive through the work 
with you. Then you pitch in the last two sentences. You simply say this is what I do…and if 
you work with me you can receive x,y, & z, tying it back into your overall experience in the 

memory. I always add something like: I’d be so so honored to work with you:  



EXERCISE THREE

PRESENT DAY POST NO PITCH

Use the following story arc outline to plan a post that will tell a story from a past experience. 
Use exercise #1 for ideas of what to write about. If you go over the sentence count, that’s 

fine. Just remember you might have to go back and take some parts out.  

Stasis/ Rising Action 2-4 sentences: 

Start with a moment when not much is happening, but then take us quickly to when things 
are happening.

Climax and Moment of Clarity 6-10 sentences. 
Write about the moment something shifted for you. And what you realized in the process: 



EXERCISE THREE

PRESENT DAY POST NO PITCH
(Continued)

Resolution/ Big Relevant Realization 10-15 sentences. This is the part that speaks to your 
main point. Your overall message and lesson. You can literally start with “I realized…”: 

Conclusion 8-10 Sentences: This is where you bring it all home. But this time to a resolution 
that is relevant to your work, instead of mentioning your work directly. This is the space for 

you to share your story as a way to connect. To show your humanness and process. To show 
how you have shifted and changed. To express. 

Falling Action, How Things Subsided, What Changed. How were you different? What deci-
sion did you make? 2-3 Sentences: 



EXERCISE THREE

PAST/OLD MEMORY POST NO PITCH

Use the following story arc outline to plan a post that will tell a story from a past experience. 
Use exercise #2 for ideas of what to write about. Remember to think back to a moment 

when you were in a similar spot as your ideal client, but this time you wont be talking about 
your offerings at all. If you go over the sentence count, that’s fine. Just remember you might 

have to go back and take some parts out.  

Stasis/ Rising Action 2-4 sentences: 

Start with a moment when not much is happening, but then take us quickly to when things 
are happening.

Climax and Moment of Clarity 6-10 sentences. 
Write about the moment something shifted for you. And what you realized in the process:



EXERCISE THREE

PAST/OLD MEMORY POST NO PITCH
(Conclusion)

Falling Action, How Things Subsided, What Changed. How were you different? What deci-
sion did you make? 2-3 Sentences:

Resolution/ Big Relevant Realization 10-15 sentences. This is the part that speaks to your 
main point. Your overall message and lesson. You can literally start with “I realized…”: 

Conclusion 8-10 Sentences: This is where you bring it all home. But this time to a resolution 
that is relevant to your work, instead of mentioning your work directly. This is the space for 

you to share your story as a way to connect. To show your humanness and process. To show 
how you have shifted and changed. To express. 



EXERCISE FOUR: SELL THROUGH STORY

HOW TO PITCH FROM THE HEART

Ok. So I know selling is scary. And that you don’t want to come off as sleezy, or pushy, or in-
authentic. The best way to not do any of those things is to genuinely believe in the the work 

you do and the value you’re offering. And an amazing way to convey this to your readers/
potential clients is to show how your work has already helped you and other people. The 

easiest and most engaging way to do this is through telling a story. It’s instant access to the 
heart.  

Take a deep breath (because these questions are equally as deep) and answer the Qs on 
the next page.   



When you think back to your past, what aspect of your work has helped you feel better? 
Has it changed your life? How so?  

EXERCISE FOUR: SELL THROUGH STORY

HOW TO PITCH FROM THE HEART

If your clients hadn’t found you, how would their lives be different? If you haven’t had any 
clients yet, don’t fret. Imagine if your ideal client never finds you or someone who does work 
similar to you. How would her life look if she never gets to do this work? 

If you hadn’t found the work that you do now, what would be different about you? What 
would your life look like if you hadn’t done the work you’re teaching/ sharing/ facilitating/ 
offering? 



EXERCISE FOUR: SELL THROUGH STORY

HOW TO PITCH FROM THE HEART

Imagine you are buying from someone who is offering what you offer and who is the best at 
what they do. What do you want from the experience? How do you want to feel after? How 
does your work give similar results? 

If your work could be bottled up into one unicorn of a psychedelic pill and after someone 
takes it they are forever different and get all of the benefits of your work instantly….what 
symptoms would be alleviated? Would they look different? What about their mental state? 
How would they feel? What would their external reality now look like? 

What about the work you do makes you feel like you could cry? 

If you were to die tomorrow, what piece of your work would you want to make sure the 
world finds in order for it to become a better place? 



EXERCISE FIVE

SOUL ALIGNED SALES PAGE 
TIMELINE & OUTLINE

If you have an offering, you’re going to want to have a sales page. A sales page can feel 
super daunting to write. But it isn’t as complicated as it seems. I like to think of it as telling a 
story through your offering. You take your ideal client on a journey of who she is now, with-
out what you are selling, to who she will become if she decides to buy from you. Writing 

a sales page is about painting a picture of who your ideal client will become after working 
with you. Taking her from where she is now to where she wants to go. The following exer-

cise is designed to help you get super clear on that.    



EXERCISE FIVE

SOUL ALIGNED SALES PAGE 
TIMELINE & OUTLINE

Who your client is now?

Her age: 

Occupation: 

Her biggest fears: 

Desires: 

Hopes& Dreams:  

Pain: 

Let it flow. What is she thinking as she reads your sales page? What is she wearing? What 
does she look like? Feel like? : 



EXERCISE FIVE

EXTRA WRITING PAGE



1 MONTH

2-6 MONTHS

SOUL ALIGNED SALES PAGE TIMELINE 

Who your client is after 1 month of working with you, or implementing the tools you've given her  : 



1 YEAR

3 YEARS

SOUL ALIGNED SALES PAGE TIMELINE 



What Is It That You’re Selling and For Whom? 

This is a big one, possibly the biggest. On the first fold of your sales page (meaning what  
potential clients or customers can see before they scroll down) it needs to be crystal clear 

what you’re selling and who you’re selling it to. 

If you don’t know who you are selling your product or service to, go back to the exercises in 
Unleash Your Brand Story, then come back. 

 Do not continue this outline until you KNOW who your ideal client is. 

The easiest way to make it super clear what you’re offering right off the bat, is to have a 
title and  subtitle that’s captivating and concise.

This should be the first thing we see when we go to your sales page. 

Your title should hint at what we’d be doing and what result we’d receive from 
purchasing your offering.     

Your subtitle is where you should be super clear about what exactly your offering 
entails. 

EXERCISE FIVE

SOUL ALIGNED SALES PAGE OUTLINE
(That Actually Sells)

Cpywritting Hint

Lose the Jargon. If it sounds too woo woo or wordy, it’s probably too woo woo and wordy. 
Clear. Simple. To the point.



EXERCISE FIVE

SOUL ALIGNED SALES PAGE OUTLINE
(That Actually Sells)

Now It’s Your Turn

Brain storm your ideas for titles. Don’t think too much. Pen to paper. Let it flow out of you. 
Think back to the words that stood out to you in your womb timeline and brand story ex-

ercises. When you visualized your ideal client, what did she need most? What would catch 
her interest if she read it?

CHOOSE TWO POSSIBLE TITLES

EXAMPLE

Title: Rock Your Worth

Subtitle: A 12 WEEK  1:1 MENTORSHIP, FEATURING: YOU, ME, AND THE UNIVERSE



CHOOSE TWO POSSIBLE SUBTITLES

Brainstorm Your Subtitle: Again, let it flow. But this is the part to be super clear about what it 
is that you’re offering. Think: Length. What it is. How it works and what makes it unique.

Try this out

Ask a loving friend to read your possible titles and subtitles. Or better yet, ask someone who 
you think is pretty similar to your ideal client. Ask her (or him) if it is clear. Ask her (or him) 

to tell you what she thinks it is that you’re selling. If she can answer without you telling her, 
you’ve nailed it. 

EXERCISE FIVE

SOUL ALIGNED SALES PAGE OUTLINE
(That Actually Sells)



EXERCISE FIVE

SOUL ALIGNED SALES PAGE OUTLINE
(That Actually Sells)

Who

Your next piece of copy should talk about who your offering is for. You want to be result ori-
ented. It helps to think of 3-4 pain points (again refer back to the ideal client exercise) and 

speak to them directly, while still being clear about what they will get from working with you. 

EXAMPLE

For women that want to break free from a lifestyle that isn't working. Gain psychic wisdom 
and soulful strategy about what will.  And harness their worth to create a life of ease, joy, pur-

pose, and freedom.

Hint: What does your Ideal Client want to get away from? Where does she want to end up? 
How will you help her get there? How will she feel once she does? 

Brainstorm Sentences That Could Work. Write at least ten. Let it flow: 

Helpful design tip

Think of each part of this outline as a section of your sales page. Break up each section and 
sub section with a design element. Like a line, or a color strip, or images.  



EXERCISE FIVE

SOUL ALIGNED SALES PAGE OUTLINE
(“Think Of It Like This”, “Here’s The Deal” Section)

Start your next section with Think Of It Like This, Or, Here’s The Deal, Or Both. 

This is where you speak even more about what it is that you’re offering and how you come 
into the picture.

Start more simply with “Think Of It Like This…” Then go into “Here’s The Deal:” 

EXAMPLE: 

THINK OF IT LIKE THIS: 

FOR 12 WEEKS
 YOU’LL HAVE THE UNIVERSE AS YOUR COACH

(Cool, Right?) 

And Me! Psychic, Soulful Business Strategist, Self Worth Expert, And Friend, Guiding You 
Every Step Of The Way.

What makes you unique? Why would your ideal client choose you over someone else?
Let it flow:



EXERCISE FIVE

SOUL ALIGNED SALES PAGE OUTLINE

Then It’s Time To Go Deep. Start your next section with “Here’s The Deal” and go into the 
thick of your work. Focus on why your work is different and the results that stem from it. Be 
detailed. Think of your ideal client and where she is. How she is feeling. And how you can 

help her. Use the Sales page timeline and all of the other exercises as a reference. 
Let it flow:  

Testimonials: You’ll want to break up the sales page with multiple testimonials. The more 
testimonials the better. Reach out to women you have worked with in the past and ask them 

what they thought of your work. Pull from social media comments and emails. Always ask 
for permission. The more testimonials the better. But three is also enough! 

Write down the names of three people you can ask for testimonials from:



EXERCISE FIVE

EXTRA WRITING PAGE



EXERCISE FIVE

SOUL ALIGNED SALES PAGE OUTLINE

If you want to/ This Is For You if Section: This is where you speak directly to your client’s 
needs. What she wants. You can start this with This                   is for you if... Or, If You Want 

To... 

EXAMPLES

This Mentorship Is for You if: 

You feel stuck, trapped, exhausted, and weighed down by life. 
 
You want a life that excites you, you want to feel free and and energized and purposeful 
when you wake up in the morning. 
 
You think you aren't smart enough, talented enough, creative or savvy enough, to have 
a successful business and life.

Brainstorm 10 This is For yous or 10 If You Want Tos: 



EXERCISE FIVE

EXTRA WRITING PAGE



EXERCISE FIVE

SOUL ALIGNED SALES PAGE OUTLINE

How It Works Section: This is where you go into detail about what your potential client will 
actually get if she works with you. How much 1:1 time they receive, class details, bonuses. 

Etc. Be super super clear here



EXERCISE FIVE

SOUL ALIGNED SALES PAGE OUTLINE

Your Investment Section: This is where you talk price. It can be helpful to break down the 
actual value in the “how it works” section and then display the price you are offering that is 

lower than the total cost of what massive value they would receive. This is called “Justifying 
The Price” is copywriting speak. Another helpful hint is to add in an urgency factor. 

EXAMPLES

This program is only open to four women that are ready for big change in their lives. 

Enrollment ends May 20th. 

One last helpful tip: 

I love to add a bunch of buttons throughout the page for my new clients to sign up. My 
motto: you can never have too many buttons. The last thing you want is for whoever wants 

to buy from you not be able to find the button to click purchase. 
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