StoryBrand & Differentiator
Worksheet


Feedbackwrench Marketing, Web Design & Video

Please Upload Your Completed Guide To:

https://www.feedbackwrench.com/sb7


HERE'S THE DEAL:

Outline your answers, then type your brilliant first responses.

After that, use voice typing to give us as much perspective and helpful information as possible.

DO NOT USE AI to answer this - it gives us MOOSH MOUTH answers.

We need YOUR perspective.




1. CHARACTER (Customer as Hero)

Core Question: "What does your customer want?"
ANSWER Here:



3 Essential Discussion Questions:

Question 1.1: "Walk me through your customer's typical Tuesday - what frustrates them most?"
Why it's helpful: Gets specific about daily reality vs. demographic generalizations
ANSWER 1.1 Here:



Question 1.2: "Complete this: 'My customer wants _______ so they can _______ because _______'"
Why it's helpful: Forces clarity on desire, outcome, and deeper motivation
ANSWER 1.2 Here:



Question 1.3: "If your customer got exactly what they wanted, what would they brag about to their friends?"
Why it's helpful: Reveals the social/identity component of their desire
ANSWER 1.3 Here:





2. PROBLEM (Has a Problem)

Core Question: "What problem does your customer face?"
ANSWER 2 Here:



3 Essential Discussion Questions:

Question 2.1: "What's the villain in your customer's story - if this problem were a person, who would they be?"
Why it's helpful: Creates a focal point and makes the problem relatable/memorable
ANSWER 2.1 Here:



Question 2.2: "How does this problem make your customer feel about themselves?"
Why it's helpful: Uncovers the internal emotional dimension that actually motivates buying
ANSWER 2.2 Here:



Question 2.3: "Complete this: 'It's fundamentally wrong that _______'"
Why it's helpful: Elevates to philosophical level and creates moral urgency
ANSWER 2.3 Here:





3. GUIDE (And Meets a Guide)

Core Question: "How do you position yourself as the guide?"
ANSWER 3 Here:



3 Essential Discussion Questions:

Question 3.1: "What would you say to prove you truly understand your customer's frustration?"
Why it's helpful: Develops authentic empathy statements that build trust
ANSWER 3.1 Here:



Question 3.2: "What's the most impressive proof that you can actually solve this problem?"
Why it's helpful: Identifies the strongest competency evidence to feature prominently
ANSWER 3.2 Here:



Question 3.3: "How do you avoid making this about your story instead of their transformation?"
Why it's helpful: Keeps focus on customer while still establishing authority
ANSWER 3.3 Here:





4. PLAN (Who Gives Them a Plan)

Core Question: "What is your plan to help them?"
ANSWER 4 Here:



3 Essential Discussion Questions:

Question 4.1: "If a customer asked 'What happens next?' what would you tell them in 3 simple steps?"
Why it's helpful: Forces clarity and simplicity in the customer journey
ANSWER 4.1 Here:



Question 4.2: "What are customers most afraid of when working with someone in your industry?"
Why it's helpful: Identifies fears to address through agreement plans
ANSWER 4.2 Here:



Question 4.3: "What would you call your process to make it sound unique and valuable?"
Why it's helpful: Creates proprietary positioning and memorability
ANSWER 4.3 Here:





5. CALL TO ACTION (And Calls Them to Action)

Core Question: "What do you want them to do?"
ANSWER 5 Here:



3 Essential Discussion Questions:

Question 5.1: "What exact words on a button would make your customer immediately want to click?"
Why it's helpful: Gets specific about language that motivates action
ANSWER 5.1 Here:



Question 5.2: "What valuable information could you give away that would make someone definitely want to download it?"
Why it's helpful: Develops transitional CTAs that build relationships
ANSWER 5.2 Here:



Question 5.3: "Why should someone take action TODAY instead of thinking about it for a week?"
Why it's helpful: Creates urgency without being pushy
ANSWER 5.3 Here:





6. FAILURE (That Helps Them Avoid Failure)

Core Question: "What happens if they don't act?"
ANSWER 6 Here:



3 Essential Discussion Questions:

Question 6.1: "What will your customer's life look like in one year if this problem isn't solved?"
Why it's helpful: Creates vivid future pain that motivates change
ANSWER 6.1 Here:



Question 6.2: "What's the real cost - in time, money, and missed opportunities - of doing nothing?"
Why it's helpful: Quantifies the stakes to make inaction expensive
ANSWER 6.2 Here:



Question 6.3: "How does not solving this problem affect how they see themselves?"
Why it's helpful: Connects failure to identity and self-worth
ANSWER 6.3 Here:





7. SUCCESS (And Ends in a Success)

Core Question: "What does success look like?"
ANSWER 7 Here:



3 Essential Discussion Questions:

Question 7.1: "How will your customer feel about themselves after working with you?"
Why it's helpful: Captures the emotional transformation, not just practical benefits
ANSWER 7.1 Here:



Question 7.2: "Complete this: 'Our customers go from being _______ to being _______'"
Why it's helpful: Defines the identity transformation journey
ANSWER 7.2 Here:



Question 7.3: "What specific result could your customer share that would make others jealous?"
Why it's helpful: Identifies the most compelling, brag-worthy outcomes
ANSWER 7.3 Here:





8. BONUS: CONTROLLING IDEA

Core Question: "What's the one main message that ties everything together?"
ANSWER 8 Here:



3 Essential Discussion Questions:

Question 8.1: "If someone could remember only ONE thing about your business, what would it be?"
ANSWER 8.1 Here:



Question 8.2: "What's the shortest way to explain why someone should choose you over everyone else?"
ANSWER 8.2 Here:



Question 8.3: "Would a 10-year-old understand your main message, and would they want to tell their friends about it?"
ANSWER 8.3 Here:





9. DIFFERENTIATORS - Service, Your Unique Service & You as a Provider

Question 9.1: "Make a list of reasons people should choose you as the provider of this service?"
Build your value proposition as an operation or as a dealership, provider or company. What will they experience?
ANSWER 9.1 Here:



Question 9.2: "Make a list of reasons why your version of the service or product is superior?"
Why should they insist on your specific version of the solution?
ANSWER 9.2 Here:



Question 9.3: "Make a list of reasons why customers will love getting the service or product broadly?"
Why is getting this in general great?
ANSWER 9.3 Here:



