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MODULE 1: The “One-Sentence Success Story” 

The basis of the “One-Sentence Success Story” is you must first 

understand the real value you provide to/for people. Focus on the 

impact and value you provide to others not the features and benefits.  

Create your “One-Sentence Success Story(s)” with the following steps.  

 

Step 1 

Don’t label yourself, e.g. I’m a massage therapist or I’m a coach.  

Drop the words “I am a…” and use action verbs such as help, teach, 

assist, create, etc.  One of my favorite ways to start is “People come to 

me when…”            

             

              

 

Step 2 

What makes you and/or your product what they want?   

The term tossed around in marketing in USP— unique selling position / 

proposition.  

What do I do better than anyone else?  

             

              

 

What do I cure / help / solve / create…?   
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Step 3 

How do I convey what I do to my target audience so that they feel it?  

Feel it is the key word and people relate to and feel stories.  Write out 

your top three most compelling success stories in 100 words or less. 

Yes, it’s not easy.  

Write out your stories as if you were talking, then slowly edit and 

remove all parts of the story that are not necessary.   

For example, “Joe had been out of work in the auto industry for over a 

year, he had spent all his money and had no savings left, he didn’t 

know what to do, he was very sad all the time….”  The key points to 

someone who doesn't know or care about Joe are: 

A client, Joe came to me when he’d been out of work for over a 

year and broke.  Together, we…. 

All too often we get caught in all the details and so does the person 

listening. Honestly, I don’t care that Joe was sad etc. I don’t know Joe 

and I want my problem fixed — the point of the story is not your past 

client or his/her story – it’s about the transformation that you created.   

This takes a “bigger vision” type of thinking.  An easy way to develop 

more benefits is to list a feature and add a “so that” after each 

feature.  Example: “My tripod has a level bubble so that is it easy to 

level on uneven ground so that they can maintain good footing so that 

they enjoy their walk in the woods so that they reduce stress so that 

they maintain good health so that they have a high quality of life...” 

___________________________ , so that, 

___________________________  

___________________________ , so that, 

___________________________  
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___________________________ , so that, 

___________________________         

Keep doing the ‘so that’ to get to the deep benefits and away from 

features. 

Another way to approach this question is to first ask: What don’t 

prospects want anymore—frustration, poor service, etc.?    

             

              

Then turn that answer into a desire—focusing on that one compelling 

desire that will put you forefront in your market’s mind. What are two 

of their most compelling desires?        

             

             

              

Step 4 

 Finally, be sure and use numbers. They are a universal language and 

easily understood. Your numbers can be dollars saved, dollars made, 

percent, length of time, whatever fits the transformation you provide. 

Numbers are concrete, so even if you “do” something that sounds 

abstract, adding real numbers will make the answer to “What do you 

do?” concrete, credible, connective and exclusive.  

Step 5 

My One-Sentence Success Story is: 
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Play with this, tell it to others, get feedback and revise as you go. If 

it’s perfect right out of the gate here’s a huge WAY TO GO! Like most 

of us though our one-sentence success stories are a work in progress. 

Come up with several so you can have one for every occasion.  

 

Final Thoughts 

Thanks for listening to the Ditch Your Pitch audio program and 

completing your action sheets. 

Doesn’t this way of doing business feel so much better?  By having a 

framework, a roadmap if you will, you’ve been able to craft in your 

own words multiple ways to talk about your product or service that will 

instantly attract people to say “I want that!” 

These tips and techniques are great, now it’s up to you to play with 

your words and behaviors to create the change you are seeking — 

feeling completely comfortable and integrated when making a sales 

presentation to be of service and create new business relationships. 

In order to get good, you must put into practice what you’ve learned 

here. Go through the homework and Practice, or as Sharon likes to say 

“PLAY” with these new techniques. 

People come to Sharon when they want to discover shortcuts to 

growing their income and influence.  If you are not getting the notice 

and money you know you deserve - it’s not you – it’s just that you’re 

not talking in a way that your potential clients can understand– so let’s 

learn how to have real connection conversations! 

If you really feel a strong connection to Ditch Your Pitch and want to 

work with Sharon, on a deeply more comprehensive level she has 
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special “alumni rates” to work one-on-one with her 

at sharon@sharonSayler.com 

Before we finish this program, I challenge you to send Sharon a note 

letting her know just one thing you plan to implement in your business 

from the Ditch Your Pitch Program. 

www.SharonSayler.com/DitchYourPitch  

 

 


