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Tailored Messaging Exercise 

Introduction 
The goal of this exercise is to create messaging that resonates deeply with your 
target customers. Using the Problem → Solution → Results → Story framework 
and integrating elements of storytelling, this exercise will help you craft compelling 
and effective messaging for outreach, proposals, and conversations. 

Objective 
Develop tailored messaging that: 

• Addresses specific pain points of your Ideal Client Profiles (ICPs) and Buyer 
Personas. 

• Demonstrates how your offerings solve their problems and deliver 
measurable results. 

• Builds trust and connection through storytelling. 
 

 

Exercise Instructions 
Identify a Target Audience: 

• Select an ICP or Buyer Persona from your client base (e.g., small business 

owners, mid-sized financial services firms, or SaaS companies looking to 

scale). 

Understand Their Pain Points: 

• Consider challenges they typically face, such as struggling to scale sales 

efforts, optimizing workflows, or improving client retention. 

Craft Messaging Using the Framework: 

Use the template below to structure your message: 

 

Messaging Template 

Problem: Clearly state the challenge your target client is experiencing. 

• Example for SaaS Companies: "Scaling sales while maintaining efficiency and 
consistency is challenging as teams grow." 

• Example for Financial Services Firms: "Sales processes are often too manual, 
leading to missed opportunities and slower growth." 
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Solution: Explain how your services or products address the problem. 

• Example for SaaS Companies: "We help SaaS companies implement scalable 
sales processes and frameworks to ensure consistent performance." 

• Example for Financial Services Firms: "We optimize sales workflows with 
automation and training to boost efficiency and win rates." 

Results: Quantify the outcomes your solution delivers. 

• Example for SaaS Companies: "Increased pipeline conversions by 20% within 
the first quarter of implementation." 

• Example for Financial Services Firms: "Reduced time-to-close by 15% while 
improving the quality of client engagement." 

Story: Share a real-world example to enhance credibility. 

• Example for SaaS Companies: "We worked with a 50-person SaaS company to 
redesign their sales process, leading to a 25% increase in annual recurring 
revenue." 

• Example for Financial Services Firms: "After implementing a new workflow 
for a regional financial institution, they saw a 30% reduction in missed 
follow-ups and a 10% increase in closed deals." 

Call to Action: Encourage the recipient to take the next step. 

• Example: "Let’s explore how we can achieve similar results for your team. 
Are you available for a quick call this Thursday at 2 PM or next Monday at 10 
AM?" 

 
 

Next Steps 
 

• Use this exercise to create 2-3 tailored messages for your target ICPs and 

Buyer Personas. 

• Bring your results to the next workshop session to refine and integrate them 

into your sales strategy. 

 


