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This worksheet has been developed based on Donald Miller’s “Building A Story Brand” and the SB7 framework described inside of the book. 
[bookmark: _heading=h.30j0zll]A Character
Your customer is the hero of your story. What do they want as it relates to your product or service?

	Distributors of high quality natural supplements want their products developed and manufactured in a way that makes them proud to be honest about the products they sell.
They want quick delivery times and high-quality products.
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VILLAIN
Is there a root cause of your customers' problems? Can you personify this root cause as a villain? What is the villain in your customer's story?

	Manufacturers who are slow and/or not 100% honest about making high quality products



EXTERNAL
What is a problem your customers deal with as it relates to your product or service?

	 Products take too long to manufacture and are lower quality than they expect



INTERNAL
How is this villain making your customers feel?

	Impatient, frustrated, disappointed, discouraged, and unable to give their clients the high-quality products they deserve



PHILOSOPHICAL
Why is it "just plain wrong" for your customers to be burdened by this problem?

	Because people who have the knowledge, skill, and talent to help others be healthy should quickly have access to the products that will do the most good for their clients.



[bookmark: _heading=h.3znysh7]
And Meets a Guide
EMPATHY
What brief statement can you make that expresses empathy and understanding?
	We understand that you need high-quality products as quickly as possible, and we work hard to make that happen.



AUTHORITY
How can you demonstrate competency in solving your customer's problem?
	We are NSF certified with 0 findings on our audit (We follow all cGMP regulations and will pass any FDA audit)
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Who Gives Them a Plan
PROCESS
Are there 3 or 4 steps your customers can take that would lead them to a sale or explain how they would use your product after the sale?
	1. Submit a request on uintahbasinherbals.com
2. Accept the quote that you will receive within 1 business day.
3. The legal stuff – Accept manufacturing agreement and NDA
4. Give feedback/approval on samples we produce for you.
5. You don’t pay for samples, you only pay once product is approved
6. We ship products out to you in about 6-8 weeks.





AGREEMENT
List the agreements you can make with your customers to alleviate their fears of doing business with you.
	We will deliver your high-quality healing herbal supplements as quickly as possible.
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DIRECT
What is your direct call to action?
	Submit a Request



TRANSITIONAL
What transitional calls to action will you use to on-ramp customers?
	





That ends in a Success
List the positive changes your customers will experience if they use your product or service.
	Peace of mind, confidence in their products, increased ability to help their clients heal
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That Helps them Avoid Failure
List the negative consequences your customers will experience if they don't use your product or service.
	Loss of business, inability to achieve the success they desire and deserve



Character Transformation
FROM
How was your customer feeling about themselves before they used your product or service?
	Discouraged and unable to do the good they know they have the ability to do



TO
Who will your customer become after they use your product or service? What is their aspirational identity?
	Confidently and successfully helping others heal 
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