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Letter from Diane 
 
Welcome to Mini-Get Clear!   

The Goal:  
 

This workbook is a brief intro into my signature Get Clear process that I designed to give you clarity 

around your primary gifts and how you most want to get them out into the world.  The overall goal 

of Get Clear is to make running your business easier, more effective, and more profitable.  This short 

workbook outlines the first step to this process, discovering what you most love about what you do.   

The Structure:   
 
There’s a short intro, then the first step to my Get Clear process, What You Love, followed by some 
exercises.      

What to Expect:  
 
This workbook will show you where you might be scared or not showing up, where you’re hiding, 
and what you might be running from and toward.  This can be tough work.  Be gentle with yourself.   
 
The questions below will hopefully challenge you.  They’ll take time and effort to answer.  They will 
also show you where you shine.   
 
I believe that when we spend time learning how to make ourselves happier and more fulfilled, we 

help the entire world around us.  The more we each love and accept our true nature, the happier we 

will be, the happier our clients and customers will be, and the more stellar our products and services 

will be.  That can’t help but make the world a better place. 

 

Good luck, have fun, and never forget that you were designed for amazing. Be more of you—

amazing, incredible, wonderful you.   

 

Love and blessings,  

Diane  
 

 

 



Intro: Why Get Clear? 

In the nine years that I’ve been building websites and working with business owners, I’ve found that 
most of the problems they have—a lack of clients, not enough cash flow, poor productivity, 
confusion around positioning and branding, etc.—rarely stem from a lack of business knowledge or 
marketing strategy.   
 
Instead, these problems are caused from their own blocks, fear, and insecurity. 
 
The most successful entrepreneurs don’t necessarily have the most expensive website, the best PR 
campaign or the most sophisticated newsletter software.  Instead, they are simply crystal clear about 
what they most want to be doing, and they go after it. 
 
In my experience, success comes from clarity around four things:   
 

1. What you love most about what you do,  
2. Why you love it,  
3. Who you’re here to serve with it, and 
4. How you most want to do it.   

 
If you can clearly state your answer to each of those questions, you are extremely effective at what 
you do.  Most people struggle with one or all of them.   
 
The goal of this mini-workbook is to get you clear on those things.  (Or to at least get you started.)  
 

The Point  
 
We’re not just going through all of this so you’ll have great copy for your website or an elevator pitch 
for that upcoming conference; we’re re-defining the way you look at yourself and your world.  We’re 
changing the way you define what you do in the world so it changes the entire way you interact with 
it.   
 
My goal is not to teach you how to do a great elevator pitch; it’s to give you space to be more of you, 
everywhere, all the time, so that a great elevator pitch becomes natural and effortless.   
 
With that in mind, let’s look at a few common misconceptions around marketing.   

Myth #1 – Marketing is complicated.  
  
No, it’s actually very simple.  Marketing is not about convincing people to work with you, following 
someone else’s weird strategy that doesn’t make sense to you, or being/saying/doing anything that 
isn’t authentic to you.   
  



It is simply talking/speaking/posting/writing with confidence about the stuff you care about most .  
Do that well, and you can’t get better marketing.   

Marketing is simply talking with confidence about what you are  
passionate about. 

 

Myth #2 – Marketing is hard.   
  
Not only is it easy, but you’re probably already doing it in lots of ways you don’t even recognize.  You 
know how you talk about stuff in your industry to a friend or someone you trust?  You know how 
impassioned you get when you’re talking to someone about the stuff that drives you crazy in your 
industry, or about the people you know you can serve?  You know how you can wax poetic with a 
friend about your favorite parts of your work?  That’s all marketing.   
 
You wouldn’t have been drawn to your industry if you didn’t care about it in some way.  What are the 
ways that you care?  What motivates you?  Those things and the way you talk/write/blog/chit-chat 
about them—that’s marketing.   

Marketing is easy. 

Myth #3 – I don’t need to worry about marketing because I don’t go to 
networking events, have ads, or use a Facebook page.   
  
Marketing isn’t reserved for networking events, website ads, or talking to a potential customer.  It 
happens at the Thanksgiving table when your Aunt Martha wants to know how the new graphic 
design biz is going and cousin Eli, with the new widget he needs to sell, is listening in.   
  
It happens when you start chatting with the stranger in the line at Space Mountain about how you 
hate roller coasters, and you end up talking about your marketing business and trading cards for a 
business chat later, assuming you survive the ride.   
 
It happens on social media, when you’re having coffee with a friend, when you drop your business 
card in a fishbowl for a free lunch at that Indian place.  It happens all the time.   

Anytime you talk about what you do or why, you’re marketing.   
 
Anytime you hand out a business card, share your branded e-mail address, or post about your new 
grandbaby on your business Facebook page, you’re marketing.   
  
And here’s the kicker:  it’s not just what you say, or how your logo is designed…   

Marketing is also how you act.  
  
 Do you demonstrate confidence in what you do?   
 Do you give yourself credit for your skills, education and talents? 
 Are you willing to say no to opportunities that aren’t in line with your values?   



 Do you devalue your services with self-deprecation, giving away services for free, or 
undercharging?   

 
Guess what?  All those are marketing, too.   

Marketing happens all the time. 
 
So, this is why we get clear.  Getting clear on our message and who we most want to serve honors 
our gifts and gives us confidence.  That confidence seeps out into everything that we do.  Simply by 
showing up, we are showing the world that we value and appreciate our gifts.   

There is no Right Way to Do Your Business 
 
Over and over again, I tell people that there is absolutely no single Right Way to do anything in your 
business.  If the internet has taught us anything, it’s that anything is possible.   
 
Don’t want a Facebook page?  You don’t have to have one.  Don’t want to send a weekly newsletter?  
You don’t have to.  Not interested in Pinterest?  No worries.   
 
You can create a business that looks exactly how you want it to look.  When you’re driven by passion 
instead of fear, your clarity creates a rock-solid business and marketing plan, even if it doesn’t look 
that way to someone else.   
 
That’s because your business only needs to be structured to serve you.  You’re going to be the one 
to run it and give it life.  It’s going to take everything you’ve got, but if you do it in a way that is 
sustainable, easy and fun for you, it will give everything back to you.  It’s imperative that you stick to 
what your heart really wants, rather than what you think you should be doing.   
 
Getting Clear gets you out of the shoulds—I should write a blog, I should have an ebook, I should 
offer consulting, I should do my own bookkeeping, I shouldn’t expect work to be too fun, I shouldn’t 
outsource the hard stuff.  Can you just feel how painful and limiting those kinds of thoughts are?  In 
fact, just the use of the word should shows us where we’re probably not honoring ourselves.  If we 
really loved it, we’d already be doing it; we wouldn’t need a should to get us there.   

What you do matters less than how you do it.   
In work, as in all things, follow the fun. 

 
Having fun and valuing what we have to offer attracts clients and opportunities.  It shows people 
that we’re worth working with and for.  It demonstrates to others and to ourselves that we have a 
wonderful business, and it inspires people to hire us and work with us.  So with that, let’s begin.   

  



Section 1: WHAT You Love  

What is your Unique Selling Proposition?  What are your Gifts?   
 
This part is based on a foundational marketing concept, your USP.  That stands for Unique Selling 
Proposition, and it’s basically defined as whatever you do that is different—and probably better—
than what everyone else in your field is doing.   
 
These are things you do easily and with delight.  They’re also things that you’re very good at.  They 
are your gifts.  And the specific combination of your gifts adds up to be WHAT you do.  
 
I don’t want you to focus on your job description here.  This isn’t about what you think you should 
do, or even how you currently define your job.  This WHAT comes so easily and naturally to you that 
it’s a part of what you do all the time.  You’ve probably unknowingly built your business around it, 
and the parts of your business that aren’t flowing well probably don’t have enough of your WHAT in 
them.   
 
Your WHAT is comprised of your special combination of awesomeness, skill, talent, personality and 
flair.  You do it well, and you pretty much do it all the time.  You naturally bring it to every client 
interaction, and it even shows up in conversations with friends, family, and random people you meet 
in line at the grocery store.  It’s a part of you—a big part.   
 
That doesn’t mean you haven’t had to work for it, or that it didn’t take discipline to master, or even 
that you’ve been good at it your entire life.  It just means that right now, at the present time, this 
combination of greatness, skill, and brilliance adds up to your personal brand of awesome.  That’s 
Your WHAT.      
 

Common Objections… 
 

But what if I don’t do anything very well?  Or at least not better than anyone else?   

Keep in mind that we often dismiss our gifts because they come to us so easily.  Don’t overlook 

something because it seems too simple or obvious.  A common response I get to these questions is, 

“Yeah, I enjoy that, and I do that pretty well, I guess, but … don’t a lot of people?  Everyone can 

listen well/organize their thoughts/motivate people/work in a team/work alone/sketch a 

drawing/etc.”  No, they really can’t.   

I know people who love to be in a crowd and people who can be alone in a room for days at a time.  I 

know people who are wonderful listeners, storytellers, and communicators, but rarely is someone all 

three.  I know people who love to cook and people who love to clean, but rarely both.  Some people 

are completely at home speaking to a group of 500 and some people can write 5,000 words a day.    



We are all different, and the things that come the most easily to us are the easiest to discount 

because we feel like everyone can do them.  They can’t.  By looking at all the things that come 

naturally to you, you’ll probably get closer to figuring out what you really love to do.   

Your unique loves and talents create a unique picture of YOU.   
That’s what your gifts are all about. 

 

Desires are Divine 
 
Trust that if you really love to do it, people are out there looking for it.  What you are seeking is 
seeking you.  Right now, people are looking for Your WHAT, but they can’t find it because you’re 
either not providing it or not broadcasting that you are, so they’re settling for someone else.   
 
Remember, the Universe wants you to succeed and be happy.  Every star, leaf, blade of grass, and 
mountaintop is rooting for you to do more of what you love to do.  That’s the only way the earth will 
work.  The more that everyone does what they love, all the work and services in the world will get 
better, things will run more efficiently and effectively, and people will be happier.  The entire world 
will know a little more peace.   
 
I know.  That sounds like a lot can happen just from doing what you love, but that’s how big a deal 
this is.   
 
Doing what you know you came here to do is your own path to enlightenment/bliss/party-
time/whatever you believe.  It’s important.   
 
So approach this section’s exercise with a sense of responsibility and obligation to yourself and all of 
your current and future customers, with a belief that you are incredibly supported and trust that 
doing more of what you love is the best way to serve you, your business, and your clients.  
 
Let’s begin.   
 

   



Section 1: Exercises 

Exercise #1: What Do You Love to Do?   

Make a list of all the things in life that you love to do.  Take your time and 

trust your first responses.   
 

It doesn’t matter what it is.  If you love to do it, write it down, even if it doesn’t have to do with 

your business.  Hobbies and other pursuits are important, too.  We are here to discover more 

about all of you.   

Take several minutes here.  As long as the ideas are free-flowing, write them down.  When 

you’re ready, move on to the next exercise.   
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



Exercise #2: Going Deeper 

Identify what you love and what your gifts are. 
 

These questions will help you widen the scope of what you really love.     

 

Read through these questions and answer any and all that speak to you.  If one gives you 

trouble, you can skip it, but take a breath first.  You might discover beautiful insights 

underneath your resistance.   

 

1. What are you really, really good at?  What’s your super-power?  (If this is tough to 

answer, think of what you feel ridiculously qualified to teach someone right now.) 

 

 

 

 

 

2. What gives you more energy when you do it?   

 

 

3. What do you repeatedly give away for free because you’re happy to do it, even to 

friends and family?  What do people always come to you for that you’re happy to do for 

them?   

 

 

 

 

4. What do you want to be known for, whether it’s a legacy to the world, or just your 

reputation among friends and family?   

 

 



5. What qualities and/or emotions do you want to express more of, e.g. how to you want to 

be out in the world?   

 

 

 

6. If you’re already in business, what do your clients/customers already say about you?  

Look at a few of your testimonials.  What words/themes do you see over and over 

again?  If you’re not in business yet, think about what your friends say about what it’s 

like to spend time with you.   

 

 

 

7. What was your inspiration to start your business, or what got you interested in your 

field? 

 

 

 

8. What do your competitors do that really ticks you off?  How do you address that in your 

business?   

 

 

 

Exercise #3: Getting Specific  

Let’s drill down. 
 

Look at your answers to the above questions.  What’s the common theme?   

 

In particular, notice your answer to number 3.  That is definitely something you want to charge 

for.  It’s okay to do it for free for friends and family, or for business reasons like building your 

portfolio, but this should definitely be in your Services list.  Anything you’re happy to do for 

free is something you’re probably amazing at.  Don’t discount it.   



 

And look at your answer to number 5.  My experience is that whatever people put as the very 

first quality is something that they already do very, very well.  It’s usually something that 

they’re working on and have probably been working on their whole lives because it’s a soul 

lesson.  Look at yours.  Does that resonate?  Have you been working on that quality for a while?  

Because of that, you probably already have more mastery there than you’re used to 

acknowledging.  Take note of that.   

 

And how about the rest of your answers?  What do you see as a theme?  It’s okay if it’s a 

combination of several things.  In fact, the more you can list, the more specific you can be and 

the more power your statement will have.  It’s the combination of them that is so unique to you. 

 

So what is your unique brand of awesomeness?  What do you most love to do, either for 

yourself or for others?   

 

1. What is Your WHAT?   

 

 

 

 

 

Your answer to the above question is the outward expression of what you’re all about.  It’s how 

you reveal yourself to the world.  Doing more of this will bring more ease into your life and biz, 

and it will feel good—really good.   

 

If you struggled with this question, revisit your answers to the first two exercises and think 

about what you have to offer the world.  Think about what you bring to the table over and over 

again.  This is an important way to honor yourself.  Give it value by writing it down.   

 

Now, think about how you do that.  How do you make it happen?  How do you accomplish it?  

How does it primarily show up in the world?   

 

2. How do you do your WHAT?   

 

 

 

 

This is your delivery method for your WHAT.  This is how you do your WHAT.  Do you work 

with people one-on-one to do it?  Do you write every day?  Do you create?  Do you dance?  Do 

you work with your hands, cook for your family, or pick flowers to do it?  What’s your vehicle 

for getting your WHAT out into the world?   



Exercise #4: Putting it to Work 

How can you put more of this into your business?   
 

Now let’s figure out how you can put more of this into your life and business.   

 

1. What specific things can you do to bring more of your WHAT into your business?   

 

 

 

 

2. What can you change, add, or begin to be doing even more of what you love?   

 

 

 

 

3. What specific things that aren’t in alignment with your WHAT can you stop doing?  

 

 

 

 

4. What can you outsource, change, or stop doing altogether?   
 
 
 
 

 

Awesome!  Great work.  I hope you have a much better idea of what you love to do.  Now, let’s work 

on getting clear on WHO most needs it.    

 

 

 

 

- 

Keep reading for a peek at the next part of Get Clear, WHO Needs You…  



Section #2: WHO Needs You 

Now that we know what you really love to do, it’s time to figure out who really needs it.   

Who are Your Right People?  
 
Your Right People are the people who will love you, follow you, friend you, talk with you, get on your 

list and buy from you.  They love your product or service, and they show up to all of your events and 

buy all your swag, even the weird hippopotamus bumper stickers you had printed that you weren’t 

sure anyone would like.   

Your Right People are the backbone of your business.  They refer their friends and talk you up on 

social media.   

They also show you who you are.  Because they love you and value what you offer, they are 

continually showing and telling you how awesome you are.  You get good, clear feedback from 

them, and your confidence grows from working with them.   

In short, you want more of them, which is good for you because they are out there actively looking 

for you.   

Your Right Person’s Traits 
 
Your Right People always meet three qualifications:   

1. They need exactly what you listed as WHAT You Love. 

2. They need it now.  

3. They have money to spend on it.  

#1. They need exactly what you listed as Your Thing.   
 
Your Right People are looking for exactly what you love to do.  They love the thing you do, how you 
deliver it, and everything about it.  They love the way you talk about it and the way you conduct 
yourself in business.   
 
If you wrote down that you love to offer acupuncture to people who are sick and tired of the 
ineffectiveness of Western medicine to solve their health problems, then you’re looking for people 
who probably have a chronic illness or injury and have been in and out of doctors’ offices for years….      

Did you enjoy the process so far?  I hope this workbook has served you and your business.   
 

To get more of the Get Clear process, visit my Get Clear business coaching page or reach out to me 
at diane@novelwebsitedesign.com.  Thank you! 
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