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The  reason  i t ' s  important  that  we  look  a t  market ing  in  l i ght  o f  our  core  tenant
of  v i s ib i l i ty  i s  because  I  know that  th i s  i s  o f ten  the  par t  o f  the  c reat ive
process  that  we  want  to  sk ip .  
 
We want  to  do  the  c reat ing ,  have  peop le  in teres ted ,  engaged ,  buy ing  and  not
have  to  do  the  b i t  in  the  midd le  where  we  te l l  them about  i t  –  am I  r i ght?
 
I f  we  cou ld  jus t  sk ip  over  that  b i t ,  we  wou ld  en joy  th ings  a  lo t  more ,  r i ght?
 
Wel l  –  we  a re  go ing  to  go  there !  I  am not  a  market ing  guru  or  exper t  but  l i ke
everyth ing  we  cover  in  Assembly ,  th i s  i s  l ess  about  be ing  an  exper t  and  more
about  f ind ing  ways  to  do  th ings  to  suppor t  our  ideas  and  dreams  that  fee l s
t rue  to  us .   

In  th i s  worksheet ,  we  a re  go ing  to  exp lore  a l l  the  d i f fe rent  percept ions ,
s t rugg les  and  maybe  even  awkwardness  that  we  have  a round  market ing  and
hopefu l l y  work  towards  have  a  s t rong  sense  of  assurance  about  any  market ing
that  we  need  to  do  and  how we can  do  i t  w i th  ease  –  sound  good?
 
I  th ink  what  i s  o f ten  our  f i r s t  bar r ie r  i s  that  we  a re  bombarded  wi th
consumer i sm r ight  now.  There  a re  ads  in  our  faces  a l l  day  long  and  i t  can  be
t i resome.  And  because  we  fee l  that  way ,  we  may  conc lude  that  shar ing  our
own work ,  ideas  or  p roducts  may  jus t  be  add ing  to  that  no i se .  Or  maybe  we ' re
jus t  fa t igued  by  i t  a l l  and  don ' t  fee l  l i ke  we  know enough  to  get  our  work  out
there .
 
I  th ink  the  key  th ing  for  us  to  unders tand  i s  that  we  c a n  market  in  a  way  that
i s  d i f fe rent  than  the  ma ins t ream.  The  ways  that  we  see  market ing  done ,  o r  the
negat ive  ways  that  we  have  exper ienced  i t  don ' t  have  to  be  the  ways  that  we
do  i t .  We don ’ t  need  to  make  peop le  fee l  bad  about  themse lves  to  get  bus iness
or  to  serve  in  the  way  we  want  to .  
 
Warm,  va lue-cent red  market ing  i s  about  bu i ld ing  t rus t  and  re la t ionsh ip  w i th
the  peop le  you  want  to  serve  or  connect  w i th .  I t ’ s  about  prov id ing  va lue  and
inv i t ing  them in to  what  you  a re  c reat ing .  
 
M a r k e t i n g  i n  i t s  t r u e s t  s e n s e  i s  r e m i n d i n g  p e o p l e  o f  t h e  v a l u e  o f  y o u r
w o r k / s e r v i c e  o r  p r o d u c t  a n d  c r e a t i n g  a n  i n v i t a t i o n  t o  j o i n  y o u .  T h a t ’ s  a l l  i t  i s .   

Le t ' s  d ive  in  w i th  some re f lec t ions  in  your  worksheets  that  w i l l  he lp  d i sso lve
some of  our  cur rent  s t rugg les  w i th  th i s  so  we  can  es tab l i sh  new ways  o f  do ing
th ings .



W H A T  A R E  S O M E  O F  Y O U R  C U R R E N T  B E L I E F S  A R O U N D  M A R K E T I N G ?  W H E R E  D I D  T H O S E
B E L I E F S  C O M E  F R O M ?

W H O  A R E  T H E  P E O P L E  Y O U  R E A L L Y  W A N T  T O  C O N N E C T  W I T H ?  
I F  Y O U  C O U L D  I M A G I N E  Y O U R  D R E A M / P E R F E C T  C L I E N T  O R  C U S T O M E R  W H O  A R E  T H E Y ?   

W H A T  A R E  3  C H A L L E N G E S  Y O U R  I D E A L  C U S T O M E R / C L I E N T  F A C E S  T H A T  Y O U R  O F F E R I N G
C O U L D  H E L P  T O  S O L V E ?  ( i . e .  n e e d s  a  p h o t o g r a p h e r  f o r  s p e c i a l  o c c a s i o n ,  s t r u g g l e s  w i t h  t i m e
m a n a g e m e n t ,  n e e d s  a d v i c e  o n  b e s t  n a t u r a l  r e m e d i e s  f o r  s k i n  i s s u e  e t c )
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W H A T  V A L U E  D O E S  Y O U R  W O R K / O F F E R I N G / P R O D U C T  A D D  T O  P E O P L E S '  L I V E S ?

W H A T  A R E  5 - 1 0  W O R D S  T H A T  E N C A P S U L A T E  W H A T  Y O U  H A V E  T O  O F F E R / Y O U R  W O R K ?

I N  O N E  S E N T E N C E ,  D E S C R I B E  W H Y  Y O U  D O  W H A T  Y O U  D O . . .
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H O W  M A R K E T I N G  H A P P E N S :  T H R O U G H  C O N T E N T

Market ing  happens  through  prov id ing  content  o f  var ious  k inds  to  connect  w i th  your  idea l
customer  or  communi ty .  The  type  of  content  that  you  share  wi l l  va ry  depend ing  on  what
you  have  to  of fer  and  where  your  idea l  customer  hangs  out .  Shar ing  content  i s  how you
communicate  who you  a re ,  what  you  do ,  the  va lue  you  of fer  and  how peop le  can  connect
wi th  you  -  to  bu i ld  t rus t ,  c red ib i l i ty  and  communi ty .  

K E Y  T H I N G S  T O  A S K  W H E N  D E V E L O P I N G  C O N T E N T :
-  W h a t  i s  t h e  p u r p o s e  o f  t h i s  c o n t e n t ?
-  W h o  i s  i t  f o r ?
-  W h a t  i s  t h e  a c t i o n  I  w o u l d  l i k e  p e o p l e  t o  t a k e  f r o m  t h i s ?

3  T Y P E S  O F  S H A R I N G  T H A T  A R E  I D E A L L Y  W O V E N  I N  A N D  O U T  O F  Y O U R  C O N T E N T :

+ C o n t e n t  t h a t  b u i l d s  t r u s t  w i t h  y o u  t h e  m a k e r / c r e a t o r / b u s i n e s s  o w n e r  ( e . g .  b e h i n d  t h e
s c e n e s ,  a  d a y  i n  t h e  l i f e ,  a s p e c t s  o f  y o u r  p e r s o n a l i t y ,  o p i n i o n s  e t c )

     
+  C o n t e n t  t h a t  s h a r e s  y o u r  e x p e r t i s e  a n d  h e l p  ( e . g .  i n f o r m a t i o n  o n  t o p i c s  y o u  k n o w  a  l o t
a b o u t ,  t i p s ,  h e l p  w i t h  c o m m o n  i s s u e s ,  a n s w e r i n g  q u e s t i o n s  e t c )

+  C o n t e n t  t h a t  o f f e r s  s o m e t h i n g  t h a t  w i l l  b e  s i g n i f i c a n t l y  v a l u a b l e  t o  s o m e o n e  e l s e  ( e . g .
w h a t  y o u  h a v e  t o  o f f e r ,  h o w  w h a t  y o u  m a k e / c r e a t e / o f f e r  w i l l  h e l p  o r  b r i n g  t r a n s f o r m a t i o n  t o
s o m e o n e  e l s e ,  o p p o r t u n i t i e s  t o  w o r k  w i t h  y o u  e t c )

W H E R E  M Y  I D E A L  C U S T O M E R  H A N G S  O U T       T Y P E  O F  S H A R I N G           W H A T  I ' L L  S H A R E

e . g .  I n s t a g r a m ,  F a c e b o o k ,  E t s y ,  L i n k e d I n ,
E m a i l ,  T w i t t e r ,  B l o g s ,  L o c a l  C o f f e e  S h o p s

e . g .  b u i l d s  t r u s t ,
s h a r i n g  e x p e r t i s e ,
s i g n i f i c a n t  v a l u e

e . g .  b e h i n d  t h e  s c e n e s
s t o r i e s ,  b l o g  p o s t  o n  X  i s s u e ,
n e w  p r o d u c t  I ' m  d e v e l o p i n g .


