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1) Record your experiences  
2) Identify patterns or themes in 
your experience 
3) FOCUS on your best 
performance  
4) Refine the message  
5) Tell your story  

 
The exercises that follow are those laid out in the roadmap in the session. In other words, 
how our clients, as shared in the examples, focused their attention on what they did best, 
how it added value to their audience and made their stories come alive.  (How they got 
from the BEFORE to the AFTER to the STORY.) 

To discover your focus -- where you’re at your best – you need to identify the patterns in 
your experience. As a bit of context, when you are successful, it’s usually because you are 
applying your skills and strengths. A key element of this analysis is the identification of 
recurring patterns or themes. These skills are what we call Irrepressible Skills. 

Irrepressible Skills represent your sweet spot. They are likely the things you do so naturally 
and instinctively that you may or may not even be aware of them.  

Therefore, an analysis of your achievements, accomplishments, and successes can lead to a 
clear definition of these skills and traits. This is foundational to telling a story that comes 
alive.  

Step 1: Write out examples of your experiences. We recommend a format called S-T-A-R-S. 
How do you come up with the content to write S-T-A-R-S stories? Here are tips to help you 
generate ideas; the template follows.  

Brainstorm a list of experiences you’ve had: 

 Anything of which you're proud in your life (professional and personal) 

 Awards or Accolades (sometimes others appreciate what we do more than we do) 

 Performance Appraisals / Reviews (what you did well in any given year) 

 Old Résumés / CVs (to remind you of work experiences) 
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S-T-A-R-S Story Template  

Describe the scope or 

problem 

S (Scope) 

 
 
 
 
 
 

Explain the task … what was 

your challenge and / or why 

it was so important 

T (Task)  

 
 
 
 
 
 

List the specific actions to 

show you how you resolved 

the problem  

A (Action) 

 
 
 
 
 
 

What was the result or 

accomplishment and what 

were the benefits? Can the 

result be quantified or 

qualified?  

R (Result) 

 
 
 
 
 
 

Why did it matter? What 

skills were you using? What 

traits and strengths did you 

employ?  

S (Significance) 
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Steps 2 + 3: Identifying patterns and focusing on your best performance go together. Once 
you have your stories in writing, you’ll have a broader view to help you identify those 
patterns – that is, where you’re at your best. Note, it’s important to complete these next 
steps as thoroughly as you can.  

First, looking at the stories you’ve created, organize them in order of your preference 
(starting with #1, 2, and so forth). Even if you liked all the experiences, the first story should 
be your favorite or the one you’d replicate given the chance.  

 
The last stories on your list might represent those experiences that although you may have 
enjoyed them when you did them, your instincts either say “I’ve been there, done that” or 
they were great, but not as good as the other experiences.  

 
Once you have ranked your stories, note any similarities in the top 3 stories; the same with 
the final 3 stories. As another option, consider contrasting them.   

Next, reflect on the following questions looking for patterns where applicable. Note, 
sometimes your answers will have significance, other times they won’t.  

Where have I been at my best?  

 Were you FIXING / REPAIRING a problem or business pain? Helping to AVOID a problem 
or business pain? Or, were you helping to reach an ASPIRATIONAL GOAL, that is, helping 
to reach an articulated vision? (Typically, we do all 3, but one may be more evident than 
the other.)  

 What strengths were present? Are these stories examples of experiences where you 
lost yourself in your work and even lost track of time?  

 Are there themes in terms of: 
o The process you used? 
o The functional expertise you offered? 
o The outcomes or impact you delivered? 
o The reason you were consistently selected over other colleagues / team 

members?  

 Where was the organization in its organizational lifecycle? Startup? Mature? 
Turnaround? Is that important? 

 What was the organizational problem you were helping to solve? What value were you 
offering? In other words, what were you paid to deliver? 
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Step 4: To refine the message, building off the focus of you’re at your best, describe 

BENEFITS of your experience. In other words, how it adds value. Remember:  

Features tell, while Benefits sell. 

Perhaps this non-related example will explain that concept more fully. If when selling a new 

smartphone, the salesperson touts that it features a 20-megapixel camera, it will mean 

nothing if the buyer isn’t technical. Instead, if the salesperson says that phone features a 20-

megapixel camera which means you can take a photo with your phone and enlarge it to 

poster size with crystal-clear clarity, then the benefit of that feature becomes clearer.  

Step 5: It’s time to tell your story and make it come alive. Think about your audience.  

When asked: “What do you do?”, ask them a question. Think about how you can connect 

what you do to something to which they can relate. By engaging them, you hook their 

attention.  

As a reminder, look to model your story after the following example: 

WHERE I’M AT MY BEST:  

I’m a financially-savvy Contracts Manager and my biggest strengths lie in my ability to negotiate 
contracts that minimize costs, increase savings, and gain efficiencies, and ultimately, maximize 
revenue returns.  

HOW I TELL MY STORY:  

At work, have you or any you know ever wondered why a product or service your company is 
using on a such a large-scale, costs so much -- why they don’t have bigger discounts?  

Imagine if there were a way that the company could save money by better negotiating those 
contracts. 

That’s what I do. I’m a contracts manager with COMPANY, and I negotiate contracts that help us 
better control costs, increase our savings, and ultimately, increase our revenues.   

If you can relate what you do to something that connects to them, you can make them 

curious and hook them into wanting to know more.   


