
 

Here is part two of 7 exercises to uncover your                                           

Unique Value Proposition …….and so much more. 

 

A Creative Entrepreneur’s  

Unique Value Proposition  

Is Just the Beginning. 

5- Stay positive.  

 It’s good to let your client know what the problem is that you are going to solve but keep the problem 

 short and then expound on the solution.  Give your client so much great free information that they will 

 think to themselves “If this is their free stuff, the stuff they are selling must be incredible.”   

 This also positions you as the expert. 

6- Be yourself and share that. 

 People want to know that you have had the same problem that they are experiencing and that you have 

 figured out a way to get through that problem faster and more efficiently.  You want your client to see 

 what you have in common and then lead them to the common future you both have.  Sit down and write 

 out what you hope the customer will get out of hiring or buying from you. 

7- Call to Action. 

 Whenever you are talking to a perspective client, make sure you always have a call to action.  A call to 

 action doesn’t necessarily mean they have to buy right now.  It might be asking them to sign up for your 

 monthly “whatever you offer of value to stay in touch with your clients” ie. Newsletter/Flavor of the 

 month/Expert Advice, etc.  It can be to exchange business cards, then it’s up to you to follow up.  Decide 

 ahead of time what different calls to action you can use and what will be comfortable using for your  

 clients or customers. 

There are more tips and tricks to promoting yourself, these are a short 

list of our favorites at Better, Smarter, Richer.                                               

Check back regularly for more  

Be sure to share this information with any Creative Entrepreneur or   

Solopreneur that wants to be Better, Smarter, Richer. 

http://www.bettersmarterricher.com/blog/

