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Have you ever sat down at your computer to write content for your business only to get up an hour 
later with the same blank page you started with? Sometimes churning out content for your audience 
can feel like such a chore.

When you struggle to get something share-worthy written down it can not only make you feel 
discouraged about not completing the task at hand. It can also leave you wondering if you even have 
what it takes to make it as an entrepreneur. {Let me just set your mind at ease - you DO!}

Those kinds of negative thoughts can send you in a downward spiral before you know it. And that 
spiral is not going to end up with you changing lives or swimming in cash. So let’s not head down that 
road anymore.

You want to SERVE your audience while gently taking their hand and guiding them into a relationship 
with you so they will eventually become your customer, which will SERVE you as well. To do that, you 
need to write compelling and shareable content on a regular basis so you can grow, grow, grow that 
audience {and their trust in you}!

That’s why I’m sharing my easy-to-use, always effective formula with you. So you can banish writer’s 
block, stop wondering how to be more engaging, and write content that makes your audience feel 
connected to you.

The SERVE framework is a simple formula you can use every single time you share content with your 
audience. Whether that’s a blog article, a Facebook post, a video, or anything else you might want to 
put together.

It’s a way to structure messages so they GET ATTENTION. GET INTEREST. GET LIKED. GET SHARED.

I want you to GET so many things...and ignored is NOT one of them!

You ready? Let’s dive right in!

*Here’s a little secret for you...this page was written using the SERVE framework. Once you learn what 
each letter in SERVE means, come back and see if you can spot how each section of this page fits into 
the formula.

Introducing: 
The SERVE 
Framework
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In order to have people talk 
about you and your ideas, 
you must resist the urge 

to hype your products and 
services. Instead, create 

something interesting for 
your audience. 

~ David Meerman Scott
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The S in the SERVE formula can stand for one of two things: Shared experience OR Story.

When you begin a message with an experience that you’ve had that your audience has also likely experienced, you put 
yourself in the same arena with your readers. They feel like you know them because you have found yourselves in the 
same kind of situations.

Growing that know-like-trust factor begins with the knowing part. Your audience has to feel like you GET them. Shared 
experiences are a great way to convey that message.

Your other option is to start with a story.

The human brain LOVES stories. It’s how information was passed along from generation to generation before there was 
written language. Our brains still crave story and when a story is being told, we’re instantly intrigued to see where it goes.

You can use this natural curiosity-booster to your advantage by immediately jumping into a story with your content. 
Before they know it, your readers will be on a journey with you and you can lead them right to where you want them.
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The next step in the framework, the first letter E, is for Emotion.

Whether you start with a shared experience or a story, the second section of your content should lean heavily on the 
emotion that the shared experience causes or the person in the story is feeling.

Describing the emotion someone is feeling is a trigger for empathy. The reader will move into that emotion, too.

The more you can describe the emotion, the feelings, and even the surroundings (if they enhance the feeling of the 
emotion you’re including), the more your audience will get pulled into your message.

Keep in mind that each section doesn’t have to be a particular length. Shared experience or story and emotion can be 
closely tied together. They can even live in the same paragraph.

Just be sure to lean in if you really want to grab your readers where it counts. {I’ll let you determine where it is that 
counts.}
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The R in the SERVE framework is for the Real Reason you’re writing.

Many marketers start with this when they write content. The problem with starting with the real reason is that it ends up 
feeling like a sales message right at the beginning.

But people don’t like sales messages. We don’t like being sold to. We LOVE to buy, but we want to feel like we made the 
decision to buy something, not that we were sold.

So starting a message with the real reason you’re writing in the first place will get your piece ignored. 

You just need to do a little hand-holding.

Just think about how you would address an issue with a toddler. If you want them to eat more broccoli, would you say to 
them, “Hey, I want you to eat more broccoli, and here’s why?” Or would you start with something more interesting that 
might grab their attention? Something like, “Have you ever heard about the little boy who ate trees?” Which do you think a 
toddler would be more interested in hearing? The same concept works for people bigger than toddlers, too. 
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Once you’ve revealed the real reason you’re writing, include the Values that you share with your audience that back up 
your reason for sharing what you just did.

You’ve led them to the real reason, but once you get there, their mind starts to feel skeptical about continuing to read or 
listen. Once they hear a “pitch,” they start to question your motives.

That’s when you hit them with the values that you know they hold close. Your reason for writing the message needs to 
reinforce the values you share with your audience.

Be clear that you are on their side. You are looking out for their best interests. You’re not sharing information with them 
for any other reason than you believe it can help them. 

You can communicate this by sharing WHY this information is relevant to them. You do that when you tell them why they 
should value this information.
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Your core values are the deeply held beliefs that authentically 
describe your soul.

~ John C. Maxwell
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To really hit your point home and wrap things up, you’ve got to end your message with an Enemy that you both stand 
against. 

This will reinforce their belief that you know what’s best for them - because you share enemies.

“The enemy of my enemy is my friend” is a powerful quote that is absolutely true. We are bonded together by hating the 
same things. That’s why so many people contribute comments to posts about something they hate.

It makes them feel like part of a community. We’re typically much more passionate about the things we hate than we are 
about the things we love. Revealing that you know what your audience fights against (whether it’s real or imagined) and 
standing side by side with them to join the fight will garner you a sense of camaradarie and many fans.
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Start with a Shared Experience or a Story

Lean into the Emotion

The Real Reason you’re writing

Relate your message to the Values you share

Stand together against the same Enemies

at a Glance
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Lori is the founder of BrandStrength. For the better part of the last 10 years, she’s been a freelance web designer and 
copywriter. She has worked with many small businesses and solopreneurs who were working hard to improve their 
businesses. But while they believed they had a need for copywriting or web design, she found that what they really 
needed was a stronger business foundation. Lori used the experience she gained helping those businesses address the 
foundational issues they had to launch BrandStrength, which is like personal training for small businesses. Her dream is 
to help those with a vision of changing the world and impacting lives to see that vision become a reality. The world today 
needs visionaries and Lori is doing everything she can to help them succeed.
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