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Preface

This modest e-book is offered as a straightforward guide to help people who are new to social
networking get started successfully. My goal is to provide a very general overview, and some simple
step-by-step guidance to using social networking platforms effectively. The brush strokes are broad, and
deliberately so; the social networking arena evolves rapidly. A generous sprinkling of links to outside
resources is included, since so many people have written helpful instructions about specific tools and
approaches (and, that also means | have to write less!).

What is an “Opportunity Network™?

While much of what is presented here will relate to anybody
* “Safety net” — fear and circumstance-

looking to understand social networking (including businesses), driven

the main thrust of this guide is to help individual professionals « “Opportunity network” — confidence and

find their way in this fast-moving on-line wilderness and build futuresdriven

* Greatest opportunities, for you and
others, will be through ties of shared
interest, sympathy, and connections

their own Opportunity Networks.

Much of my consulting work is with people in the
phar maceuti cal mar k et p Iplarena-specific tedodrces|in this dodumentdor a hand f U
that audience; those will be found in Appendix A.

I f you're wondering how to present/ project yourse
going through a brief personal branding exercise (Appendix B).

This is very much a “version 1” document, more of an extended outline/booklet than a fully-formatted

production. If you find it helpful, and/or have suggestions for improvement, please feel free to contact
me.

About the Author

Steve Woodruff is a consultant —a solo entrepreneur whose main work
focuseson “ mat c Ipham@nk trainigg and marketing clients with
optimal outsource providers (sales training, eMarketing, social media).
Steve is very active in the social networking world, maintaining several
blogs (Impactiviti, StickyFigure, St e v e ' )sandkoetdbutidgsto a few
others. Steve can be found on Twitter at @swoodruff; the full gamut of
connection and contact information can be found at stevewoodruff.com.
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Let me begin with a confession..
| am not a natural networker.

You know the type | mean, right? They walk into the room and immediately light the place up. They

bounce from person to per s omndsmoathlysaimoogingtvitha know eve
gregarious smile. Perhaps you, like me, have viewed such personal magnetism and sociability with a

twinge of envy.

I I'i ke meeting @gebplenjandnét wer keagneexcept in n
my limits!) But | also value alone time, reading time, thinking time. Too much concentrated people
contact wears me out.

Her e’ s #HeR#E& W dan byiild 8igile& Network —you can be a great networker —
without a personality transplant. The tools now available for on-line social networking are designed so
that anybody can make valuable connections, and can start building out personal and professional
networks that will open up future opportunities (for you and others).

Is social media important? | say YES (why else would | be writing this??). And when you look at the

growth numbers of social networkingsites, and t he growing amount of ti me
conclude that this phenomenon is not a flash in the pan. It represents a convergence of many trends,

and weymuch in the early days of something that will quickly become the new normal. Just look

at how kids stay continually connected via Facebook and texting and you see that electronic-mediated

communication/connection is here to stay. Some of the biggest growth numbers for social networking
sites, howevei t ' aldeggdnedtions! he ki ds

Not only is it important because all the cool people are doing it — social media is a great avenue for
personal advancement. This Wharton article underscores why you want to build an opportunity network
of your own.

So what is social media anyway? For a great little animated overview, check out this quick video (Social
media in plain English-i n a f ew mi nut es, y 0 U 'of sdcial kegliatian mostr e a b o u
people you know! And if you like to thoroughly research a topicup-f r ont , here’s Robin Br

complete Social Mediabe g i n n e r— big ligy af linkd @vering the basic social media landscape.

What ' s the most di ff i ciudtdtartiagsitra ellseenvafbit oseonbelmingat net wo r
first. Wheredolbegi n? What are the f tdraisdwaysnbrdinptsambuotsos ucces s
time and suck me into a virtual vortex of on-line confusion?

The good news is: it can be done. You can create your own extensive opportunity network. As we begin,

let’s spend a bit of time thinking through the Why and the What. Then we can move on to the How.
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Before we get to practical steps and suggestions, and discuss the specifics of various platforms,let’” s t ak e

a moment to consider three very foundational perspectives.

First, you need to have a clear purpose. Why are you building a :
social network? What are you seeking to accomplish? You may have :
goals that are professional or personal (or both) — either way, go :
into it with some sense of what you want to accomplish. If you start | * Help others
1
1
1
1
1
1
1

getting into social

number of
probably wasting your time.

Second, if you are seeking to project a professional image and, to
some extent, “brand” your sedf
goin
you create on-line profiles and start communicating with others. In
the Appendix B of this document, there is a brief overview of

Personal Branding, with a simple worksheet that you can you use to

to brainstorm how you’

think through your core identity and how you present yourself. This
post by Dan Schawbel has a number of other thoughts of interest on

Personal Branding.

Third, you’' |l |l deewdat oydecil evel

net wor ki
current fad, and with no nobler goal than accumulating a huge
(l ess than meaningf

Networking Goals

» Establish reputation
* Open connection channels

n'- Find professional opportunities

* Learn and grow
» Strengthen “strong ties” and create “weak

What's your “brand’?

Answer for yourself...

* Who am I?

* Where do | bring the most value?
* What are my professional goals?
* What's my ultimate ambition?

* How can all that be summed up and
expressed?

of participation

levels, as follows, each with greater or lesser degrees of interaction, transparency, and disclosure.

Communities

Lifestreaming

Transparency
Disclosure

Interaction

Participation Levels

OpenWeb Networking

Engaging with Private

Formal Connecting

I'm a member of
Social
Pharmer

A social network for anyone
interested or involved with...

Linked [[}J

0 info

People, Companies, Relationships

© 2009 Steve Woodruff (stevewoodruff.com). May be linked and forwarded freely, without change and without charge.

t he

r ki
y 0

wi l


http://mashable.com/2009/02/05/personal-branding-101/
http://mashable.com/2009/02/05/personal-branding-101/
http://mashable.com/2009/02/05/personal-branding-101/

Page |4

At the very least, you want to begin to get your identity and profile out via passive outposting. Why?
Because as s 0 me @Googleislyedirh@vmesume” pMiatnyi tpeodc'pl e now turn
do some background on potential new hires, co-workers, clients, suppliers, and other contacts (I

certainly do!) By pro-actively putting accurate profile information about yourself on sites such as

LinkedIn and ZoomInfo (and potentially others, like VisualCV and Plaxo) you can at- 1l east k
able” with some infor mat iobaativityih @adine goadalnetworkingtisr ol . The
being in the room, and this can be accomplished with very minimal privacy concerns through

establishing your presence on a few core sites.

I f you Googl e Steve Woodr uf f 'heyearg, bhaverotlonlys ee t hat w
becomealllfe nd but quite dominant in any <ikeaimr ch on |
California by that same name came up very high on a Google search! Not only has that Steve Woodruff

been i ncar cseor abteeediispldoeesin Google Fankings. And t hat’'s a good t
from my perspective! | f y 0 U -activedymputting aqeurate and helpful information about yourself

out there, then vy ewhdmagbeheihardcturatg noihtlpfl. 0 ot her s

I initially used Facebook as a fairly passive outpost, to be find-able by people from the past, but as often

willoccurwi t h t hese networks, my usage evol wegteto a so
below). You may start your on-line networking at a very modest level and then, as your comfort level

increases, you will likely move up the participation curve.

The next level up is formal connecting — LinkedIn is a great platform for this. You begin to find people
you know (many of them will already be on LinkedIn) and connect directly with them. This facilitates

keeping in touch with people you’ve met or worked
reaching out to other people in networks one or two degrees away through recommendations and
electronic messaging.Connecting with more people multiplies t

of connections), from which much of the power of an opportunity network derives.

Some social networking tools are designed to enable lifestreaming, which should be thought of as a
sharing of many aspects of life (often more on the personal level) with your audience. Lifestreaming is

the aspect of soci al net wor ki nglwinhtakhow whatyamo st of t e
had for breakfast?”), but rightly handl ed, it has
connections even for the professional networker. Did you know that Facebook is now the largest on-line
repository for photographs?l t °' s because they’'ve made it so easy t
and now with ubiquitous digital cameras, you can immediately upload and make available something we

all liketoshare—our pictures. That'’'s | ifestreaming.

You can also participate in private communities. These walled gardens exist for every area of interest
imaginable, and in fact, you can create one yourself in no time, for free, with a tool like Ning. These
communities are often private and invitation-only, which enables a freer environment for sharing since
identities and information are not exposed to marketers, lurkers, or the wider web. An example of this is
the site Sermo, available only to physicians, who can share peer-to-peer in a protected environment.
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Finally, there is open web networking. If you blog (or comment on blogs), your writing is open to the

world at large. If you use Twitter, you have (potentially) a global audience —even though you may select

t we e-thadcterpra t we et
less message distributed via Twitter). This can actually be tremendously advantageous in creating an

opportunityn et wor k , but for many, it’s a gradual evolut
type of transparency and connectivity.

your followers, many others may followyou,andre-<p 0 st your

The good thing about social networking is that you start wherever you wish, and go as deep and wide as
youwant.Youarefreet o st art, grow, evolve, phase out things
you' Il find that a whole bunch of -stmaste wbople Obe
most active in social networks all went through (and continue to go through) the learning process. The
greatest reward is not the pursuit of connection
meeting” great people, and somet i mlégnsategealti ngnto m
having a mere electronic network. L (ib@il#ing community.

7

[ SGQa 3SG adl NISRH

| dirhpossible to cover the many social networking sites in this littlee-b o o k | e t so we' |l jus
of the most popul ar. [ p-board; dndllieks ty tipsranyd adbi@ s i ¢ di r e
created by others that will provide plenty of additional guidance.

How to get started on: Basic profile sites

I f you’'re inter est e doonksprofiemferindtion gn sites like ®enstem@m,0or b ar e
VisualCV, Plaxo, orthelike,i t ' s pretty simple. Just register at t
little profile information as -maiul daddldkess Ypiun mag

Gmail, for instance) that can be used for your contact information; this keeps your primary work/home
e-mail private, and you can set up your Gmail inbox to auto-forward all messages to your primary
address.

Just by this small stepintothewo r | d o f -albd ietihg, sofimd hava rchd new professional
opportunities presentedtothem.l t °' s t he very | east that any profes:
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How to get started on: Linkedin

LinkedlIn is a professional networking platform. You can create a very robust profile of your skills,
experience, and job history on LinkedIn, and you can also give and receive viewable recommendations
to/from others you know. Many HR people and recruiters —as well as job-seekers —use LinkedIn to
scout out new positions or candidates.

This little animated intro video will give you a great sense of how LinkedIn works. LinkedIn also has a
complete learning center for those starting out.

Registering at the site is very simple. The key is to be as complete as possible when you fill out your
profile. This BNET post is a great guide to getting you started. And your best bet in finding your initial
batch of connections is to import your e-mail address book (from Outlook or other programs)—d o n ' t
worry, nobody gets spammed. LinkedIn shows you, once your contacts are imported, who is already on
LinkedIn, and makes it absolutely simple to start connecting.

Two other powerful features of LinkedIn: Recommendations, and Status updates. Overcome any

shyness about asking people you’' r ethcigavatzyect ed t o f
important element of your profile. One good method is to write up recommendations of people you

think highly of —you can visit their profile and click the Recommend this Person link (upper right). And,

on a regular basis (every day or two or three), put something interesting in your Network Update status

box (What are you working on now?). It can be something about a work project (non-proprietary, of

course), or a link to a news article, or an inter
in your network, as these status updates show up on the LinkedIn homepages of your connections, and

it gives you the opportunity to be a value-adding resource.

You also want to start exploring LinkedIn Groups. Just plug in keywords of interest to you (you company
name, or market sector, etc.) —there are likely groups of like-minded people who have joined LinkedIn
sub-communities. You can find a lot of targeted contacts this way.

More LinkedIn tips? Sure: Using Linkedin ( f r om Guy K alwapssa kfir’osm blLhioorgk)e.d | n’ s
Smart Ways to use LinkedIn. And, of course, Robin Br 0 i t BSua@enlist f LinkedIn resources.

At the very least, make LinkedIn a robust passive outpost, with some close connections (be sure, under
Settings/Public Profile, that you enable your profile to be visible ontheweb—h e r e ' dor exaimpled
But you can also steadily become a very valuable connector on LinkedIn and broaden your opportunities
considerably. You may want to participate in the Answers section to make your profile more visible on
the platform. Use LinkedIn to send messages to people you know, and to reach out to people you should
know. Be helpful, courteous, and pro-active. You know —the stuff your mother told you. Usually
LinkedIn will be an approved site on your company servers (which may not be the case with other, more
social sites below).
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Facebook is generally used as a more personal/social platform, though some people use it as a hybrid of

both personal and professional contacts (as | do). Many professionals shy away from Facebook, but the

fact is, you can make a personal/professional separation by only accepting connection requests from

one group or another, depending on your strategy. Also, Facebook has a number of privacy settings that

you can play with, so that certain information you post on the site is only visible to specific groups you

designate.

So..here

s h o w sdtting ugacFdcebaoK peofilet Heedr eb’ys finb-tonw it. Thig set of 10

video tutorials (Facebook for Grownups) is a great place to start. Like LinkedIn, you can import contacts

from an e-mail system, and find others that you know already on Facebook.

Facebook is great for friends and family and formers from the past (classmates, colleagues, old flames

and prom dates..)

re[@feyquieworkl andygur approach, Yolemaywmaést tol use it to

deepen ties with those you
taken here, as people tend to share more freely on the platform.

re

Here’' s some good i

n s Buiddingyouif Persmral BrBnd using Sacehoakw b e |

C. However, cateenabtbavi t h |

on

How to get started on: Twitter

Twitter has been in the news a lot lately, yet many do not understand its value or utility. So what is

Twitter? Start with this quick Commoncraft animation video, one of the best quickie overviews of the

platform: Twitter in plain English. This quick overview by Chris Brogan is also a nice intro.

Twitter is a way of connecting with people through short messages (tweets —max. 140 characters) —i t

S

like a virtual water cooler/neighborhood fence, where you can interact with a variety of folks you know,

and meet others. Yes, some peopl e
Twitter share quite a bit of valuable information, and engage in some thought-

t we e tthostani

Vi a

n

(-

provoking dialogue.

Twitter i s a wonderful pl atform f of
to make new ac g-ing@ducthbose whom ywu folli @ w)s; ogn
lot of fun. There is a professional side, however —new business partnerships are
being formed; collaborative efforts enabled; resources shared; new jobs found.
Twitter has actually become my primary Help Desk.

Those who follow me on Twitter get the most complete picture of me, because |

share professional, personal, philosophical, political, and photographic facets of
my life there.

\
[\

@ @swoodruff Thank you Steve
/

@ awolk Fri 15 May 12:59 via Search

- http://twitpic.com/582i6 - Our

N | back window garden...can you
i find the cat??

swoodrutt, Fri 15 May 12:57 via Search

RT @JeanneMale: Pharma tweeps
should check out @swoodruff's
summary of Annual Training

Convention http://ow.ly/75f4

RS

Step-by-s t e p, holv ® seteup vur Twitter account. T h i S pretty kelpfsi
also!
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There is even a blog devoted to Twitter stuff (Twitip), which you may find helpful as you become more
active. And here are 13 very helpful links to help you maximize your Twitter experience, along with this

list of 10 great pieces of advice.

It takes a little while to get the hang of Twitter, and you need a certain critical mass of people you

follow, and people following you, before the value starts to emerge. Many dialogues begin on Twitter

and extend into phone calls, e-mails, and face-tof ace meeti ngs at conmpseifences
(meetups of Twitterers). Tools like Twellow (a Twitter directory) can help you find people to follow, but

you generally build your network by connecting with some key people, then finding out who they are

connected with that seem to be interesting as you read their tweets.

Paul Chaney (who | met on Twitter, of course!) has published a helpful free Twitter for business eBook

that provides some nice guidance on getting started, and some perspectives on using Twitter for
business purposes.

How to get started: Blogging

While Linkedln is the platform |’ ve been using th
took off when | started blogging in 2006. It was through blogging, and reading/commenting on other
people’s blogs, that | started networking more in

many fine people throughout the world.

Not everyone is cut out for blogging, however. You need to have a passionate interest; some ability to
express yourself coherently in writing; time; and determination. It takes 10 minutes to launch a blog. It
takes long-term commitment to be a blogger. A blogger wants to communicate and connect.
Fortunately, the tools are now quite mature and easy to use.

I f vy oingtostat blggging on some topic, | suggest starting out with the free hosted platform at

WordPress.com. |l " ve usedi Blogihiene asb witlek eripgitkeideco Wor d Pr e s
intro for setting up a blog in WordPress. If you want to get serious, spend 10 bucks and get Gavin
Heaton’s (bl ecgger | hvAusbwame Bialubtb GaiddtaBloggiegadh, | i f e a

you want to get even more serious? OK — Problogger (Darren Rowse) has some advice for you.

I f you want to begin blogging on a topic or theme
other blogs (Google will help you!) on similar themes and start reading them (interested in Marketing? —

her e’ s ofdlogfeeds for pol). Get a feel for how bloggers write. Begin to leave comments on

posts. Reach out to the authors (bloggers are generally a friendly and helpful lot) and introduce yourself.

Look and listen first. Below you will find a recommended list of some bloggers you might want to start

following.

Interestingly enough, some blogging templates can actually be used to create the look and feel of a
more traditional website. My main Impactiviti site is actually built using a WordPress blog template, as is
SteveWoodruff.com, my umbr el dstaydu cah tretate your dwa websitepanddor a few
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dollars a year, you can purchase your own URL (www.YourName.com if it is available, or something
similar) and pointittoyourwebsite. Thi s i s a ni c elinepeesencd, kecoriempréfindf our on
able, and consolidate your social networking footprint.

How to get started: People

You can learn a lot from those who have walked the path before you. Chris Brogan has this helpful post,
looking back on his social networking venture: If | started today. There are many smart, experienced,

and helpful people who can help you on your journey. This would be a VERY long e-book if | listed ALL
the peopl e | now net wor Kingwdlidtdhhandfilas s@ci @af asmtedi apad |
you follow and interact with these folks, you’'l/

Liz Strauss — Liz runs an annual social networking conference, advises people on web stuff, and is an
overall great networker. Her blog is here. On Twitter: @lizstrauss

Mike Sansone—Mikei s a q u a |l ibeenyinvolyad in sociahnbtworkiag for a long time. He can
bef ound in |l owa meeting wi t Hinefat@dnderstatient. OnPwattere r a U, bu

@mikesansone.

Ann Handley — Ann is a blogging/marketing maven who runs MarketingProfs, one of the best known on-
l ine destinati ons f o MarketimgPrifeDhileFix blogis Sfdb@oussesoarce,g e m. The
and Aersanal blog (Annarchy)isahoot. On Twitter: @marketingprofs

Chris Brogan — Chris is a leading social media thinker, doer, sharer, and writer. His blog is a must-read if
you're serious abou@chsloogan al media. On Twitter:

Lisa Hoffmann — Social media consultant. Blogger. Regular gal. Nice person. On Twitter: @lisahoffmann

Beth Harte — Marketing and communications consultant. Experienced in social media, and very helpful.
Great person. Her blog: The Harte of Marketing. On Twitter: @bethharte

Mack Collier—-Mack gi ves, i nstruct s, thi nks, shares. He'’ s
Follow him, read his blog, and you’' Il | ear n -bpewampleoOn Twitters o c i a l net
@mackcollier

Karen Swim —Karen is a wonderful example of transparency, caring, and sharingon-line.Sh e’ s qui t e a

good writer as well. On Twitter: @karenswim

Tom Clifford — Director Tom is a filmmaker who is using social networking in very creative and engaging
ways. He' s also one of the nicest ¢g@tgomasdifforde met t hr

Doug Meacham —Doug is a savvy user of social tools and he also appreciates fine BBQ. His blog focuses
on customer experience; he tweets on all kinds of interesting stuff. On Twitter: @dougmeacham
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http://twitter.com/bethharte
http://moblogsmoproblems.blogspot.com/
http://twitter.com/mackcollier
http://wordsforhirellc.com/blog/
http://twitter.com/karenswim
http://www.directortom.com/
http://www.directortom.com/
http://www.directortom.com/
http://twitter.com/thomasclifford
http://nextup.wordpress.com/
http://twitter.com/DougMeacham/
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Getting started in social networking may seem a bit daunting at first, but if you simply take a few steps,

you' Il find that the people you interact with are
you can create your own on-line community, your own neighborhood, your own opportunity network.
The old “safety nets” are torn and unreliable. Bu

your best resource for mapping out your professional future, and they provide great companionship on
the journey.

Overwhelmedyet?Hey , t her e’ s a | Boebtheteep;jump indnd gethhetworked.t 0 | ear n
The water’'s fine!
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Appendix A: Social Networking Resources for Pharmaceutical Professionals

My Stuff
Impactiviti blog - News, commentary and resources for pharma professionals.
Impactiviti Collection (e-newsletter) — free newsletter with updates, news and links (plus some fun

stuff) for pharma sales/marketing/training professionals (about every 2 weeks or so). Subscribe at the
link.

Impactiviti SocialRx Links/Resources page — loads of links to Pharma-oriented blogs, Twitter-people, and

other social networking resources.| f you’'re |l ooking to get started co

your place.

Pharmacentral portal —one-stop view of multiple pharma-oriented blogs

LinkedIn networking group for pharma sales/training professionals

hi KSNJ LIS2L) SQa adGdzF¥

J on Ri DdserafDigitaldViki —lots of pharma social media links

Pharmatweetical - a running collection of tweets from pharma-related Twitter-people.
Shwen Gwee started up a Ning group for pharma folks interested in social media: SocialPharmer

Other pharma-related LinkedIn Groups: Pharmaceutical Sales and Marketing, Pharmaceutical Marketing

Coach, US Biotech Sales Professionals

J ohn P& Masketing Network Forums

I would urge all/l phar maceuti cal mar keters who are
promotional plans to first get involved — professionally and personally —in social networking. Join

communities. Build relationships. Understand the culture. Learn the ropes. Gain credibility. That is how
you will begin to understand what will be the value-add of a brand presence.

H e r eSupsrlistaof what NOT to do in social media —learn from mistakes made by others! And, a
Superlist of (more successful) Case Studies.
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http://impactiviti.wordpress.com/
http://ui.constantcontact.com/d.jsp?m=1101393080092&p=oi
http://impactivitillc.wordpress.com/socialrx/
http://www.pageflakes.com/pharmacentral
http://www.linkedin.com/groups?gid=997277
http://www.doseofdigital.com/healthcare-social-media-wiki/
http://pharmatweetical.com/
http://www.socialpharmer.com/
http://www.linkedin.com/groups?gid=110230
http://www.linkedin.com/groups?gid=1830546
http://www.linkedin.com/groups?gid=1830546
http://www.linkedin.com/groups?gid=1830546
http://www.linkedin.com/groups?gid=134326
http://www.forums.pharma-mkting.com/
http://www.mpdailyfix.com/2009/02/social_media_salsa_meets_pharm.html
http://www.interactiveinsightsgroup.com/blog1/superlist_of_what_not_to_do_in_social_media/
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Appendix B: Networking and your Personal Brand

People often question if they -youakeeddHAVEa pegodal s on a l b
brand. The only questions are: what is it? And are you projecting it effectively?

When people see you, think of you, and relate to you, words and images and feelings come to mind.

That is your personal brand. I f peoplhentheyhee know vy
you and talk about you, you are well on your way to possessing a positive personal brand. Of course, you

can easily see the flip side of this as well if the top-of-mi nd descriptive terms aren’
So, you have a brand. Do you know what it is? What distinguishes you from the teeming masses of

humanity? What are you known for?

What vyou’' Il find is a c¢ onschamdtelistctthaorenlly gahdogt.ual i t i es,
Those are what you build your brand on. And, once you really have a grasp of it, you can communicate

to people much more effectively what you’'re al/l a
endeavors should look like. You project your brand NOW as you network - but you can project it more

effectively when you actually know what it IS, and feel comfortable in your own skin.

As you build a personal and professional network, it becomes much easier when you can distill what

you' ' re about. People need mental | Thogoks$TtTeonsiwmpil gh
person, you may be easily forgotten. I f you’' re a
with a passion to eventually createacrossc ul t ur al advertising firm, now vy

Let’ s make o0ne durpertonalbiartd ésseree, whithlis ehat grouping of pedonality
traits, character traits, strengths, and capabilities that make you YOU. Then there is your role, which is
how you function in the world and marketplace. Your role may change, but your essence remains the
same, and hopefully, your functional and professional role will increasingly be aligned with who you
(essentially) are.

Think of it this way. Your personal brand is You - Projected.

You - the real you. Not some faux image you want to project . Not some imitation. | f
it's worthless as a “personal brand."”

Projected - pro-actively. Personal brands can "“just happen” to
kind of branding knows that you need to actively put forwardyourid e nt i t y . I won’t go in

ways in which this is accomplished; just note that building a personal brand, like building anything, is not
a passive endeavor.

Projected - by others. Here’ s your reputation. dd multiptiea t e | vy , t h
when you have a great reputation among others. And when others actually do have an accurate
knowledge of you, and talk about you to others, your brand is on its way to being well-established.

When you begin figuring out your "personal brand," you're identifying where you add value. And you

should think about your value-add on at least 2 levels - the professional level (how do | help my
employer and clients succeed and make money?), and the community level (how do | help my
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family/church/neighbors/network grow and succeed?). Usually, you'll find quite a bit of overlap,
because you are you in both realms, and your strengths carry over.

Below is an exercise- six questions for you to answer - to help you think through your unique strengths
and abilities, and how you might express your personal brand with others. You might want to print this
out and use it as a worksheet to jot down your thoughts:

What (in my opinion) are the terms that most accurately describe me (try to find 5-8 adjectives or nouns
that summarize what you do best). What is my value-add?

What are the words that others most commonly use to describe me?

What are the activities in my professional role(s), and in my personal life, where | seem to add the most
value to others (and enjoy myself the most)?

If a friend or co-worker was describing me to someone, what would | want them to say about my
character/ personality/strengths? What wo+arddd
so is the go-to personfor ")
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If the sky was the limit, what would | REALLY like to do professionally for the rest of my life?

What ' sseantoenmrece summary of my “personal brand” that
that summary and weave into the various ways that | present myself?

Now, take what accurately describes you as you ar
ways to project that, including your summaries (selff-d e s cr i pti ons, “About Me” sec
networking sites.

For further reading —the original personal branding article by Tom Peters —The Brand Called You.
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