
 

The Vision to Voice™ Framework: Turn 
Your Scattered Experience Into One 
Clear Focus Statement 
 
Stop spinning. Start selling. Your scattered experience is about to become your 

signature strength. 
 
--- 

 
Let me paint you a picture. 
 
It's after work. You're sitting at your kitchen table, maybe the couch, maybe your 

makeshift home office. Your laptop is open. Your phone is beside you. There's 

coffee getting cold, or maybe you've graduated to wine. 
 
Your browser looks like a tornado hit it: Canva tab open with a half-finished logo. 

ChatGPT conversation where you asked the same question three different ways. 

That webinar replay you swore you'd finish. A folder bulging with screenshots and 

saved ideas that seemed brilliant at 2 AM. 
 
There's a notebook nearby with at least three different business names scribbled 

in it. 
 
And you're thinking: I know I'm supposed to be doing something more. I just need 

someone to help me pull it together. 
 
Here's what I want you to know: You are not behind. You are overloaded. 
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Your experience isn't random. It can become a product, a service, a message, or a 

movement — but first, we have to organize it. And that organization doesn't start 

with more research, more courses, or more saved posts. 
 
It starts with one decision. 
 

Stop Trying to Build the Whole Business in Your 
Head 
 
I spent years collecting ideas like some people collect shoes. Military experience? 

That could be leadership training. Corporate America insights? Maybe a 

productivity course. The way I naturally organize chaos? Perhaps project 

management consulting. 
 
Every idea felt important. Every possibility felt like I was missing out if I didn't 

pursue it. 
 
Here's what finally broke through that paralysis: I stopped trying to build the 

whole business in my head before making the first clear offer. 
 
The woman I'm talking to right now — you're not starting from nothing. You're 

starting from too much. And that's actually your advantage, once you know how to 

use it. 
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The Research Trap That Keeps You Stuck 
 
Let's be honest about what's really happening when you keep opening new tabs 

and saving new ideas. It feels productive, but it's actually avoidance. 
 
You're avoiding the moment when you have to commit to one direction. You're 

avoiding the vulnerability of saying "This is what I do" and having someone 

respond with "That doesn't make sense." 
 
But here's the thing: the clarity you're looking for isn't hiding in the next article or 

the next guru's framework. It's already sitting in your life experience. You just 

need someone to help you dig it out and organize it. 
 
That's where The Vision to Voice™ Framework comes in. 
 

What Makes This Different 
 
I'm not going to tell you to find your passion. I'm not going to make you fill out 

another ideal customer avatar worksheet. And I'm definitely not going to suggest 

you spend six months researching your market. 
 
Instead, we're going to pull the wisdom out of your life experiences and turn it into 

a clear business message that moves people. 
 
This isn't about finding something new to sell. It's about recognizing what you've 

already been solving for people and packaging it in a way that makes sense. 
 
 

 

 
 The Vision to Voice™ Framework 

 
3 
. 

 



 

Why Most Message Clarity Methods Fail 
 

Traditional Approach Why It Fails The Vision to Voice™ 
Difference 

Start with market research Keeps you looking outside 
yourself 

Start with your lived experience 

Create ideal customer avatars Feels disconnected from reality Identify who you naturally help 

Analyze competitor messaging Creates comparison paralysis Focus on your unique pattern 

Build complex funnels first Overwhelms before clarity exists Get clear first, then build 

 
 
 
The Vision to Voice™ Framework works because it helps you see the pattern that's 

been there all along. It's not about creating something from scratch — it's about 

organizing what already exists into something you can finally explain and sell. 
 

The Framework: Pain → Desire → Breakthrough 
→ Offer → Message 
 
This isn't theory. This is what worked for me, and it's what works for the women I 

help. We're going to move through this systematically, one step at a time. 
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The Vision to Voice™ Framework 
 

Pain → Desire → Breakthrough → Offer → Message 
     ├── What frustrated you repeatedly? 
     ├── What did you want instead? 
     ├── What insight changed everything? 
     ├── What can you now provide? 
     └── How do you explain it clearly? 

 
 
 

Step 1: Name Your Pain (The Real One) 
 
Not the surface-level stuff. The deep frustration that kept showing up in different 

jobs, different situations, different phases of your life. 
 
For me, it wasn't just "I had too many ideas." It was deeper: I felt like I had valuable 

insights from my military and corporate experience, but I couldn't translate them 

into something people would actually buy. 
 
I'd sit in those corporate meetings watching processes fall apart because nobody 

knew how to create structure without creating bureaucracy. I'd see talented people 

spinning their wheels because they lacked frameworks. I knew I understood 

something about organization and clarity that could help, but I had no idea how to 

package it. 
 
That frustration followed me everywhere. Different companies, different roles, 

same pattern: I could see the solution, but I couldn't explain it in a way that made 

people say "Yes, I need that." 
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Your turn: 
 
Think about the frustration that's been most consistent across your professional 

life. Not the situational stuff — the deep pattern. The thing that made you think 

"There has to be a better way" over and over again. 
 
Write it down. Don't edit. Just name it. 
 

Step 2: Identify Your Desire (What You Really Wanted) 
 
Underneath every persistent frustration is a desire for something different. Not just 

for you, but for the people around you who were dealing with the same thing. 
 
My desire wasn't just personal clarity. It was: I wanted to help capable women 

stop feeling like their experience was worthless just because they couldn't 

articulate it clearly. 
 
I'd watch brilliant colleagues undersell themselves in meetings because they 

couldn't explain their ideas concisely. I'd see friends with decades of experience 

feel like frauds when trying to start their own businesses because they couldn't 

translate their knowledge into marketable skills. 
 
My desire was to help women like me — women with real experience and valuable 

insights — finally be able to say exactly what they do in a way that makes people 

lean in, not tune out. 
 
Your turn: 
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What did you want to be different? Not just for yourself, but for the people around 

you who dealt with the same frustration you did? 
 
Don't think about market size or business viability right now. Just identify the 

change you genuinely wanted to see. 
 

Step 3: Recognize Your Breakthrough (The Moment It 
Clicked) 
 
There was a moment when something shifted. Maybe it was gradual, maybe it was 

sudden, but there was a point where you realized something important that 

changed how you approached the problem. 
 
For me, the breakthrough was recognizing that most women aren't struggling 

because they lack talent or experience. They're struggling because they can't 

clearly translate their experience and insights into one focused offer they can 

act on. 
 
Once I saw that pattern, everything changed. The problem wasn't that we needed 

more skills or more ideas. The problem was that we needed better organization of 

what we already had. 
 
That led me to develop what became the Vision to Voice™ Framework: a way to 

systematically organize scattered experience into clear, actionable business 

messaging. 
 
Your turn: 
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What was your breakthrough moment? The insight that changed how you thought 

about this problem? The realization that helped you (or could help others) 

approach it differently? 
 
This might be a specific technique, a mindset shift, or a way of organizing 

information. Write down what clicked for you. 
 

Step 4: Define Your Offer (What You Can Provide) 
 
Now that you've identified your pain, desire, and breakthrough, what can you 

actually offer to help others? 
 
This isn't about creating something new. It's about packaging what you already 

know and do into something others can benefit from. 
 
My offer became clear: I help overwhelmed professional women organize their 

scattered experience into one clear Focus Statement they can use immediately 

to explain what they do, who they help, and why it matters. 
 
Notice how specific that is. It's not "I help with business clarity" or "I help women 

find their message." It's exactly what I do, for exactly who, with exactly what result. 
 
Your turn: 
 
Based on your pain, desire, and breakthrough, what can you offer? What specific 

help can you provide to people dealing with the same frustration you dealt with? 
 
Be specific. What's the concrete thing you help people achieve? 
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Step 5: Craft Your Message (How You Explain It) 
 
This is where everything comes together into something you can actually say out 

loud. 
 
Your message isn't marketing copy. It's not a tagline. It's a clear explanation of 

what you do that makes sense to the people who need it. 
 
Here's mine: "I help 40+ professional women who feel overwhelmed by their 

scattered ideas use The Vision to Voice™ Framework to organize their experience 

into one clear Focus Statement they can use immediately to explain and sell what 

they do." 
 
It's conversational. It's specific. And it makes the right person think "That's exactly 

what I need." 
 
Your turn: 
 
Now put yours together. Don't worry about making it perfect — worry about 

making it clear. 
 

The Experience Excavation Process 
 
Before you create your Focus Statement, let's dig deeper into your experience to 

make sure you're seeing the full pattern. 
 
This is where most people get stuck. They look at their background and see 

randomness: "I worked in marketing, then switched to project management, then 

did some consulting, then tried to start a blog..." 
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But what if that's not random? What if there's a thread running through all of it? 
 
 

Experience Pattern Analysis 
 

Experience/Role What Problem Did 
You Solve? 

What Frustrated 
You? 

What Came 
Naturally? 

Role 1:    

Role 2:    

Role 3:    

Role 4:    

Pattern:    

 
 
 
Fill this out for your major professional experiences. Don't just think about job titles 

— think about what you actually did, what problems you solved, what frustrated 

you, and what came easily. 
 
Look for the constants. What themes show up across different roles and situations? 
 
For me, the constants were clear: I was always the one organizing chaos, creating 

structure, and helping people turn overwhelming information into actionable steps. 

Whether it was military operations, corporate processes, or helping friends with 

their businesses, I was always doing some version of the same thing. 
 
Once I saw that pattern, my Focus Statement became obvious. 
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The Breakthrough Recognition 
 
Here's what I want you to understand: You stop seeing your experience as 

random and start seeing the repeatable problem you were built to solve. 
 
That shift — from "I've done a lot of different things" to "I've been solving the same 

core problem in different contexts" — changes everything. 
 
Suddenly your varied background isn't a weakness. It's proof that you understand 

this problem deeply and can help people in multiple situations. 
 
Take your time with this. Look at your completed table. What's the thread? What's 

the problem you keep solving? What's the capability that shows up everywhere? 
 
That's your gold. 
 

Creating Your Focus Statement 
 
Now we're going to capture that insight in one clear statement you can use 

immediately. 
 
This isn't complicated, but it is specific. We're going to complete this sentence: 
 
"I keep helping people with _______ because I understand _______, and I can help 

them get to _______." 
 
Let me show you how this works with my example: 
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"I keep helping people with organizing their scattered business ideas into clear, 

actionable messages because I understand what it's like to have valuable 

experience and insights but struggle to explain them in a way that makes people 

want to buy, and I can help them get to having one clear Focus Statement they 

can use immediately to explain and sell what they do." 
 
Notice three things: 
 
1. The Problem (what I keep helping people with) is specific, not general 

2. The Understanding (because I understand) comes from personal experience, 

not theory 

3. The Outcome (I can help them get to) is concrete and achievable 
 
Your turn. Don't overthink this. Just complete the sentence based on what you 

discovered in your Experience Pattern Analysis. 
 
"I keep helping people with _______ because I understand _______, and I can help 

them get to _______." 
 
Write it down exactly as it comes to you. We'll test it in the next section. 
 

The 5-Question Foundation Test 
 
That first "aha" moment when you complete your Focus Statement? It's raw gold, 

but it's slippery. If you don't test it immediately, you'll start overthinking, polishing, 

doubting, comparing, and asking "But what about this other idea?" 
 
No. We're not doing that. 
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Instead, we're going to test your Focus Statement against 5 reality-check 

questions to make sure it's not just a pretty idea, but something you can actually 

build a business around. 
 
 

Focus Statement Foundation Test - Part 1 
 

Your Focus Statement: _________________________________ 
_____________________________________________________ 
 
1. Have you solved this problem more than once? 
   □ Yes - List 2-3 specific examples: ________________ 
   _______________________________________________ 
   □ No - Might be too narrow or not based on experience 
 
2. Can you explain the problem in plain language? 
   □ Yes - Write it in one simple sentence: ____________ 
   _______________________________________________ 
   □ No - You might be using jargon or being too abstract 
 
3. Can you name who feels this problem? 
   □ Yes - Describe them specifically: _________________ 
   _______________________________________________ 
   □ No - Your audience might be too broad or unclear 
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Focus Statement Foundation Test - Part 2 
 

Your Focus Statement: _________________________________ 
_____________________________________________________ 
 
4. Can you describe the quick win? 
   □ Yes - What's the immediate result they get: _______ 
   _______________________________________________ 
   □ No - Your outcome might be too vague or long-term 
 
5. Is it specific enough for someone to say "That's me"? 
   □ Yes - It clearly identifies a specific situation 
   □ No - It could apply to too many different people 
 
Final Assessment: 
__________________________________________________ 
 
All "Yes" answers = solid foundation. Continue to next steps. 
Any "No" answers = focus refinement there before proceeding. 

 
 
 
This test isn't meant to discourage you — it's meant to strengthen your foundation. 

If your Focus Statement doesn't pass all 5 questions yet, that's normal. Most don't 

on the first try. 
 
Here's what to do with each "No" answer: 
 
Question 1 - "Have you solved this problem more than once?" 

If no, either broaden your problem definition to include related situations where 

you've helped, or narrow your focus to something you have more direct experience 

with. 
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Question 2 - "Can you explain the problem in plain language?" 

If no, you're probably using industry jargon or being too abstract. Pretend you're 

explaining it to someone completely outside your field. How would you describe it 

then? 
 
Question 3 - "Can you name who feels this problem?" 

If no, get more specific about the situation, life stage, or context where this 

problem shows up most clearly. 
 
Question 4 - "Can you describe the quick win?" 

If no, identify the smallest meaningful result you can help someone achieve. 

What's the first thing that would change for them? 
 
Question 5 - "Does the message feel specific enough?" 

If no, add more context about the situation or eliminate words that could apply to 

everyone. 
 
Revise your Focus Statement based on any "No" answers, then test it again. 
 

Implementation: Making It Real 
 
You now have your Focus Statement. You've tested it. But here's where most 

people stumble: they think the work is done. 
 
It's not. Now you have to use it. 
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The difference between women who succeed with this framework and women who 

don't isn't the quality of their Focus Statement. It's whether they actually 

implement it consistently. 
 

Week 1: The Foundation Week 
 
Days 1-3: Integration 

- Update your LinkedIn headline with your Focus Statement 

- Use it to introduce yourself at one networking opportunity (virtual or in-person) 

- Write one social media post explaining what you do using this language 
 
Days 4-5: Testing 

- Have three conversations where you explain what you do using your Focus 

Statement 

- Pay attention to people's reactions: Do they ask follow-up questions? Do they say 

"That's interesting" and change the subject? 
 
Days 6-7: Refinement 

- Adjust the language based on what felt natural and what didn't 

- Notice if you're already wanting to add complexity or expand the scope (resist 

this urge) 
 

Staying Focused: The Biggest Challenge 
 
Here's what's going to happen: You'll start seeing other opportunities. New ideas 

will pop up. Someone will suggest a slight pivot that "would be even better." 
 
This is where the discipline comes in. 
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The rule is simple: Master your Focus Statement before you expand it. 
 
That means getting comfortable saying it out loud. Using it consistently. Having 

people respond with recognition instead of confusion. 
 
Once you can confidently explain what you do and have people regularly say "I 

know someone who needs that" or "That sounds exactly like what I've been 

looking for" — then you can think about expanding. 
 
But not before. 
 

Common Implementation Obstacles 
 
"It feels too simple." 

Good. Simple works. Complex confuses. Your job isn't to sound sophisticated — 

it's to be understood. 
 
"I'm worried I'm leaving money on the table." 

You're not. You're creating a foundation you can build on. Trying to capture every 

opportunity at once captures none of them. 
 
"What if I choose wrong?" 

You can't choose wrong if you're choosing based on real experience helping real 

people solve real problems. You can only choose unclear. 
 
"People keep asking about other things I could help with." 
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That's a good problem to have. It means your Focus Statement is clear enough that 

people understand it and can see related applications. Stay focused on your core 

statement for now. 
 

Your Next 30 Days 
 
The Vision to Voice™ Framework gave you clarity, but clarity without action is just 

pretty thinking. 
 
Here's your 30-day implementation plan: 
 

Week 1: Foundation 
- Complete your Focus Statement using the framework 

- Test it with the 5-question assessment 

- Use it in 3 real conversations 
 

Week 2: Integration 
- Update all your professional materials with your Focus Statement 

- Have 5 more conversations using this language 

- Notice what questions people ask 
 

Week 3: Refinement 
- Adjust the language based on real-world feedback 

- Start developing answers to the most common follow-up questions 

- Continue using it consistently 
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Week 4: Expansion Planning 
- Document the patterns in people's responses 

- Identify the most common next question people ask 

- Begin planning how to serve the people who respond with interest 
 

The Foundation Test 
 
At the end of week 1, you should be able to: 

- State your Focus Statement confidently without referring to notes 

- Explain what you do to a stranger in under 30 seconds 

- Have people respond with understanding, not confusion 
 
If you can't do these three things, spend another week on integration before 

moving forward. 
 

What Changes When You Get This Right 
 
The transformation isn't just external — it's internal. 
 
When you can clearly articulate what you do, you stop feeling like a fraud. When 

people respond to your Focus Statement with "That's exactly what I need," you 

start believing you actually have something valuable to offer. 
 
That confidence changes how you show up in conversations, how you price your 

services, and how you think about your own capabilities. 
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But here's the deeper shift: You move from being someone with scattered ideas 

to someone with focused expertise. 
 
That identity change affects everything. You stop collecting every interesting idea 

and start evaluating opportunities against your core focus. You stop feeling behind 

and start feeling strategic. 
 
People begin to see you as the person who helps with this specific thing, which 

leads to more opportunities to help with this specific thing, which builds your 

expertise and confidence in this specific area. 
 
It's a virtuous cycle that starts with one clear Focus Statement. 
 

Your Foundation Is Set 
 
You came into this feeling overwhelmed by scattered ideas and unclear about how 

to turn your experience into something sellable. 
 
You're leaving with a clear Focus Statement that explains exactly what you do, who 

you help, and what result you provide. 
 
More importantly, you have a proven framework for organizing future insights and 

opportunities around this core focus instead of letting them scatter your attention. 
 
The Vision to Voice™ Framework gave you more than clarity — it gave you a 

systematic way to turn your lived experience into business messaging that moves 

people. 
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Your scattered experience wasn't a disadvantage. It was raw material waiting to be 

organized. 
 
Now it is. 
 
Your Focus Statement is your foundation. Everything you build next builds on 

this. 
 
Don't complicate it. Don't expand it yet. Don't second-guess it. 
 
Use it. Master it. Let it work. 
 
Then, when you're ready for what comes next, you'll know exactly what that is 

because you'll have a clear foundation to build from. 
 
The spinning stops here. The building starts now. 
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