
CRAFTING YOUR 

WEBSITE + SERVICES



MODULE 3

This week is focused on creating your website outline and starting to 
bring it to life!  Use these questions to help you create your website 
content, but the main homework is to craft that beautiful website! 
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YOUR WEBSITE MAP

1. What pages are you including in your main navigation/menu bar? List 
them below. (Ex: home, my story, work with me, blog, contact, etc.) 

2. What other pages do you need on your website that won't be apart of 
the navigation/menu bar? (Ex: maybe from your work with me page, 
your different services are briefly show cased, and there is a 'learn more' 
button which opens up a new page for that service) 

3. How can you make your website on brand visually, and through your 
content? 
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YOUR HOME PAGE

Your home page is SUPER important because it will likely be your most 
visited page and also tells your ideal client a lot about you. Here are 
some things to keep in mind when crafting your home page: 

+ your logo and brand name  
+ a very appealing banner image that you LOVE 
+ a space for your newsletter block (where your ideal client can sign up 
for your freebie) 
+ who you are and what you do - this should be very obvious within the 
first 30 seconds of your ideal client visiting your page. It doesn't need to 
be your entire story - keep it short and sweet! This is where your 
elevator pitch comes in handy 
+ statements that really speak to your ideal client (touch on pain 
points/desires) 
+ the story behind your brand/what your brand means to you 

List down all the ideas you have for your home page: 
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CRAFTING YOUR STORY

Your story is your POWER!!! It's time to get real, raw and vulnerable 
with your audience. The more authentic you can be, the more you'll 
attract your soul clients - which is exactly what we want for you!!! Don't 
be afraid to share the less appealing things about your story. Your 
challenges and obstacles are what will allow others to resonate and 
connect with you. Let's get real. 

Use these questions to craft your story. 

1. Think back to a time where you weren't happy with your life. What 
challenges and obstacles were you facing? What was really shitty? What 
did you want to change more than anything? Write about everything 
that comes up for you. 

2. What was the turning point? Did you hit rock bottom? Did you say 
enough's enough? Did you have an ah-ha moment or moment of 
enlightenment? When did you decide things were going to change? 

3. What happened after the turning point? What action did you take? 
What changed for the better? What results did you have? 
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CRAFTING YOUR STORY

4. What does the future have in store? You don't need a crazy success 
story to inspire someone. What's important is that you're taking action 
to create the results you desire. What is happening for you in the next 6 
months and what are you declaring yours? 

Use this space to craft your story. Remember to speak your truth, and be 
authentic! 
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SELECTING YOUR SERVICES

Time to monetize!!! You have unique gifts. You may not realize they are 
unique, but they are. There is no one just like you and that is your 
power. You have value to give and it's time to get clear on what that 
looks like!  

When I launched my business I started with 2 different services/offers. 
This was great because it gave my ideal client options. I suggest starting 
with 2 as well, and as you work your business more, you can always 
tweak/adjust your offers! 

It's crucial that when you're selecting your services/offers, you always go 
back to the ideal client work! Your service/offer should be providing a 
solution to the problems/pain points of your ideal client. 

Use these questions to help gain clarity on your services/offers. 

1. What are your ideal client's top pain points, challenges, frustrations 
and problems? 

2. What does your ideal client NEED? 

3. What problems can you solve? 

4. What is exciting for you to help your ideal client with? 
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SELECTING YOUR SERVICES

5. How is your service/offer the solution? 

6. How can you turn your solution into a service? 

7. What is the length of this service? 

8. What does the service include? 

9. Who is this service for?  

10. What are you covering/working on during the length of this service? 

11. What results do you want your ideal client to have? 
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PRICING YOUR SERVICES

The factor that matters most with your pricing is your energy around it. 
How you feel about your pricing is everything. You must feel well 
compensated for your work to attract the right clients. 

If you price too low, you will attract lower-energy clients (not 
committed, excuse oriented, draining), because the clients will always 
reflect your frequency. You are never doing a client a favour by under 
charging. When you don't feel well compensated, you're not doing your 
best work and your client isn't getting the best results they can. Period. 

At the same time, if you price your offers so high that it feels 
unattainable, you'll likely find that the clients aren't showing up. The 
sweet spot is an amount that makes you feel well compensated, out of 
your comfort zone but attainable, and really really excited. This is where 
energetically, you'll be at your highest frequency, and attract soul mate 
clients. 

I always offer a pay in full option and payment plan option with my 
services. The payment plan works generally works out to be a few 
hundred more, which gives my ideal clients an incentive to pay in full. 

1. Quick! What number feels really awesome to be compensated at, 
based on the service/offer you just outlined? (Don't overthink it!! Write 
down what comes to mind before your ego sets in) 

2. What payment plan can you offer for your service/offer? 
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