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Here’s something no-one tells you when you 
start a heart-centred business… 

The hardest part isn't the work itself. 

The hardest part is knowing how to talk about it – so people understand
why it matters and want to work with you.

You know your work is valuable. You feel it in every session, and every
moment of transformation you witness. 

But when you need to explain it – to write your About page, create a
post, describe your offer, or introduce yourself in a conversation – the

words don't come easily. You fumble or sound like everyone else. 
And that gap – between what you know and what you can articulate – is

what’s missing when marketing feels hard.

What most people don’t realize ...

Marketing isn't difficult because you don't know 
how to post or write emails.

It's hard because you don't have the messaging foundation 
everything else depends on.

Without clear messaging, every piece of content becomes 
an exhausting decision:

•  Who is this for?
•  What do I want to be known for?

•  Does this reflect what I really believe?
•  Will this actually resonate with anyone?

You're not just writing a post - you're trying to figure out your entire
business philosophy in the moment. No wonder it feels overwhelming.



You have talking points you can return to.
You know what you stand for, who you're here for, and what you
want to be known for. 
Marketing stops feeling like guesswork – and starts feeling like
expression.
You show up with confidence because you're finally grounded in your
own truth. 
People understand what you do and why it matters – without you
having to work so hard to explain it.
Your content resonates more deeply because it speaks to what your
audience truly feels and needs.
And visibility becomes sustainable – because you're not reinventing
yourself every time you sit down to write.

But when your messaging becomes clear, 
everything shifts.

Suddenly, you’re not starting from scratch every time:

Let’s explore the three types of 
messaging that make such

a difference for 
heart-centred solopreneurs ...



The Three Pillars of Powerful Messaging

For heart-centered solopreneurs who want to connect deeply (not
manipulate or pressure), your messaging is truly your superpower.

Your messaging needs to be clear in three essential areas:

1 - You & Your Why - Your Foundation
 The beliefs, perspectives, and unique approach

 that make your work unmistakably yours

2 - Your People (Your Ideal Clients)
 A deep understanding of their struggles, desires, language, 

and what makes them say YES

3 - Your Offers
 Clear language that expresses the real transformation 

you create and why it matters

When you have clarity in all three areas, your marketing becomes
exponentially more effective because you're finally speaking to

something real. This is what creates connection, builds trust, and moves
people to take action from inspiration rather than fear.

In this guide, you'll explore 10 foundational messaging elements – your
starting point for the three pillars.

By the end, you'll understand these 10 foundational messaging
elements and have reflection questions to start exploring each one.

Let's dive in!



What it is: The principles, perspectives, and convictions that shape how
you see your work, your clients, and the world. These are the beliefs
that guide your decisions, inform your approach, and give your voice
authority. When you speak from your core beliefs, people can feel the
difference – because you're not repeating what you've heard elsewhere,
you're speaking from something real and rooted.

You & Your Why 
your foundation

1 - Your Core Beliefs & What You Stand For

How to explore this:

What's one belief you hold about your work or your clients that feels
different from mainstream advice in your field? It doesn't have to be

radical – just something you've noticed you approach differently than
others.

the best marketing... 
... doesn’t feel like marketing -  it feels 
like connection.



3 - Your Signature Story

What it is: The through-line that connects your lived experience,
challenges, and journey to the specific work you do now. It's not just
"your story" – it's discovering the meaningful patterns in your story that
show why you do this work and why you deeply understand your clients.

How to explore this:

Think about a client transformation you witnessed that felt especially
meaningful. What did you do or bring that made that possible – that
another practitioner in your field might not have done the same way?

What made working with you special or different?

How to explore this:

What challenge, struggle, or pivotal experience in your own life led you
to do this specific work? What did you learn or discover through that

experience that now informs how you help others?

2 - Your Unique Approach & Differentiators

What it is: The specific qualities, methods, philosophies, and
perspectives that make your work unmistakably yours – and different
from others in your field. It's what someone would experience or receive
when working with YOU that they wouldn't get elsewhere.



Your People
your ideal clients

What it is: The root causes and underlying emotional struggles beneath
what your clients say they need help with. It's the difference between "I
need help with marketing" (surface) and "I feel invisible and doubt
anyone really wants what I offer" (deeper). Understanding this deeper
layer is what creates real empathy and connection.

4 - Their Deeper Struggles 

How to explore this:

Surface struggles sound like: "I need a website," "I need to post
consistently," "I need clients." Deeper struggles feel like: "I feel

invisible," "I'm exhausted from trying to figure this out alone," "I
doubt my work really matters," "I'm afraid of being judged if I'm fully

visible." Think of a client you loved working with: What was their
surface struggle? And what deeper emotional reality do you think was

beneath it?

5 - Their Real Language & Voice

What it is: The actual words, phrases, and expressions your ideal clients
use when they talk about their struggles, desires, and experiences – not
the polished "marketing speak" you think you should use,  but the real,
unfiltered way they naturally communicate. This includes their
metaphors, their emotional tone, the specific words that carry weight for
them, and how they describe what they're going through.



6 - Their Values & What Matters Most

What it is: The principles, priorities, and deeper motivations that guide
your ideal clients' decisions and shape what they care about. This isn't
just about demographics or goals – it's about understanding what truly
matters to them, is it autonomy, integrity or creativity? Or is connection,
meaning, freedom or authenticity more important for them? When you
understand their values, you can speak to what drives them at the
deepest level.

How to explore this:

Think about a conversation with a client (or potential client) where
they opened up about what they're struggling with. What specific words
or phrases did they use? What metaphors came up? You can also look

at book reviews in your field, comments in online communities, or
testimonials – anywhere your ideal clients are speaking authentically
about their experiences. Pay attention to the actual language – not
what you think they meant, but the words they chose. That's your

starting point.

How to explore this:

Think about the clients you most love working with. What do they
value that makes them different?

For example: two people might both want to grow their business, but
one values gentle, heart-centered marketing – while another is

motivated by rapid growth and status.
What values drive your favorite clients beyond the practical results?



7 - Their Decision-Making Patterns

What it is: The underlying factors, emotional triggers, and readiness
signals that influence when and why your ideal clients decide to invest
in support – beyond what they say they're looking for. This isn't about
manipulation; it's about understanding what needs to be true internally
for them to feel ready, safe, and aligned enough to say yes. It's
recognizing the difference between someone who's "interested" and
someone who's truly ready to commit.

How to explore this:

Think about 2-3 clients who said YES to working with you. What do
you think finally tipped them over from "interested" to "ready"? Was it

hitting a breaking point? Feeling truly seen by your messaging?
Needing permission or validation? Seeing proof it works for someone

like them? What patterns do you notice across the people who actually
commit – what made them ready when they were ready?

Marketing is the generous act of helping someone
solve a problem. Their problem. It’s a chance to
change the culture for the better.
Marketing involves very little in the way of
shouting, hustling, or coercion. It’s a chance to
serve, instead.

~ Seth Godin

on marketing...



Your Offers
how you help your people

8 - Practical Outcomes & What's Included

What it is: The concrete components and deliverables of your offer –
what people will actually receive, create, or have by the end. This
includes the structure (how many sessions, what resources), the
tangible outputs they'll walk away with (documents, clarity, specific
skills), and the practical results they can point to. While transformation
is about WHO they become, this is about WHAT they have and can do.

How to explore this:

What will someone walk away with after working with you? Think both
tangible (documents, resources, skills) and practical (ability to write

their About page, clarity on their niche, a pricing strategy). What can
they DO or HAVE that they couldn't before? What's the concrete

evidence of their transformation?

9 - Your Offer's Structure & Delivery 

What it is: How your offer unfolds over time – the experience, the steps,
the journey someone goes through when they work with you. This isn't
just logistics (how many sessions, what's included) – it's about
understanding the arc of transformation: where someone starts, what
happens along the way, and where they end up. When you can see and
articulate this journey clearly, your offer becomes more tangible, more
compelling, and easier for people to say yes to.



How to explore this:

Think about a client who completed your offer (or imagine an ideal
client going through it). What did they need first? What had to happen

before they could move to the next step? What was the natural
progression of their transformation? Try mapping out the journey:
Beginning (where they start) → Middle (what unfolds) → End (where

they arrive). What makes this sequence make sense?

10 - The transformation your Offer creates 

What it is: The deeper, lasting change your clients experience through
working with you – beyond the surface-level outcome or deliverable. It's
not just "I got a website" or "I learned marketing strategies" – it's "I
finally feel confident showing up" or "I trust myself to make decisions
about my business." This is the shift that happens at an identity,
emotional, or belief level that makes everything else possible.

How to explore this:

Think of a client who had a breakthrough while working with you. Yes,
they got a tangible result – but what shifted internally? Did they start

trusting themselves more? Feel less alone? Stop second-guessing?
Believe their work matters? That internal shift is your real

transformation.



A unique program that helps you clarify all your messaging and
articulate the true value of your work through a 

guided but self-paced process 
– no need for expensive 1:1 coaching but 

the same transformational results!

Luckily, there is now a new way:

Messaging clarity …

Gives you the confidence to show up with your unique
approach and solutions
Helps you build authority around your expertise
Makes marketing easy because you have key talking
points to return to
Makes your marketing effective - your message lands
and makes people want to hear more
Makes ethical, gentle, connection-based marketing
truly possible

But messaging Clarity is not easy to get on your own... And
months of 1:1 high end coaching is not accessible or

affordable for everyone.

The Messaging in this guide is just the starting point, there
are dozens of additional elements that can help you connect
with your clients and articulate the true value of your work.
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This is what creates messaging that feels true, resonant, and
powerful – because it's not just fragments. 

It's a complete picture of 
who you are, who you're here for, and what you offer.

→ Your story connects to your values.
→ Your values connect to your unique approach.
→ Your approach connects to who you serve and why.
→ Your clients' struggles connect to the transformation
your offers create.
→ Your offers connect back to your deeper purpose.

This program is tailor-made for heart-centred
solopreneurs who reject hustle culture 

and want gentle, ethical marketing 
and a business that works from flow, not force.

Everything about your business
becomes one coherent whole

This program won’t just help you clarify 
each messaging element in isolation...

 It helps you weave them together

Ready to get Crystal Clear?

explore the clarity program

https://thebloompreneurprogram.com/clarity/


I'm a dreamer and a do-er who moved to wild, pristine Eastern
Europe to create a life and business close to nature.

For more than 15 years, I've supported heart-centered
solopreneurs like you – helping them build businesses that feel

aligned, grounded, and true. I call this the Bloompreneur Way: a
business that works from flow, not force.

I know the inner struggles that come with running your own
business, because I've lived them too. The pressure of marketing.

The uncertainty of what to say.

When AI arrived, I saw an opportunity to make deep, clarifying
messaging support – that usually costs thousands – finally

accessible.

That's what led me to create the Bloompreneur Clarity Program.
Because I believe that when you're free to follow your calling and

supported to share your gifts, you become part of something
bigger. 

A more beautiful world begins when we live our purpose 
and share our work with the people who need it most.

explore the clarity program

Hi, I’m Helena
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