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The Octopus Model of Brand relevancy

As you can see in Figure 4.1, the subject of personal branding, 
like an octopus, has eight “tentacles,” or subtopics. Each tentacle 
has “suction cups” for sensing and interacting with things around 
it. Personal branding connects to each related topic in a similar 
way. Your personal brand is like the head of the octopus, and each 
tentacle represents a key area that either impacts or is infl uenced 
by your brand. 
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Figure 4.1. The Octopus Model of relevancy
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Figure 4.2 highlights some other successful brand exten-
sions—individuals who have successfully extended their personal 
brands into corporate/product endeavors.

Even fi ctional characters like Mickey Mouse (Disney) and 
Ronald McDonald (McDonald’s) have personal brands that 
express their company’s brands. Th ese companies use these char-
acters to reach out to individuals on a personal level and to per-
sonify their brands. Th is goes to show that personal branding can 
be tied to success with product and corporate brands. 

Just as a personal brand can express a company brand, a prod-
uct brand can fortify a company brand name. A good example 
is the relationship between Microsoft’s Xbox and the Halo video 
game series. As the demand for Halo increased, so did that for the 

Personal 
Brand

Corporate/Product Brands
Feelings and 

emotions 
expressed

Jay-Z 
Roc-a-Fella Records, 40/40 Club, 

New Jersey Nets, Rocawear Clothing

Proud, cool, 
aggressive, and 

demanding

Sarah 
Jessica 
Parker 

Sex and the City TV show, 
Sarah Jessica Parker Fragrances, 

Bitten clothing line

Sexy, tragic, 
and supportive

Emeril 
Lagasse

Cookbooks, Food Network TV show, 
Emeril’s Gourmet Produce (grocery products), 

Emeril’s Restaurants, Cookware line

Flamboyant, 
passionate, 

and loud

Paris 
Hilton 

Hilton Hotels, Records, 
The Simple Life TV show, 

Just Me fragrance line, Club Paris nightclubs, 
Rich Prosecco Champagne

Spoiled, 
conceited, and 

dramatic

Paul 
Newman

Newman’s Own Food Company, 
Newman/Haas/Lanigan Racing Racing Team

Charitable, 
honest, and 

driven

Hugh 
Hefner

Playboy magazine, 
The Girls Next Door TV show

Confi dent, 
romantic, and 

compassionate

Feelings and 

Figure 4.2. Personal Brand Extensions
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Xbox, bolstering Microsoft’s brand. When consumers associate a 
particular product with a certain corporation, they tend to think of 
the corporation more positively. On the fl ip side, when Dell had to 
recall 4.1 million notebook computer batteries due to a safety risk, 
the battery recall created a negative perception of the Dell brand. 

The Power of Brand Image

Every company, whether a Fortune 500 company or a small fi rm, 
has a brand image. Companies that carefully manage this image 
increase their value. You can increase your own brand value by 
managing your own image, whether in the workplace—by taking 
the initiative whenever possible, working well with your peers, 
and fi nishing projects on time—or in your own venture—by 
controlling the look and feel of your website, logo, products, and 
messaging. To be successful, you don’t need to become a celebrity 
or endorse products. You can implement similar branding strate-
gies when looking for a good job, such as using business cards and 
portfolios to leave a lasting impression.

Figure 4.3, from Interbrand “Best Global Brands 2011” report 
(http://www.interbrand.com/en/best-global-brands/best-global-
brands-2008/best-global-brands-2011.aspx), shows some of the 
world’s largest global brands and the feelings and emotions they 
try to convey. Although you may never be as large as the corporate 
goliaths, you, too, can control your brand image, so make it true 
to yourself and your goals.

Brand 
Name

Brand Value ($ millions) measures fi nancial 
analysis, brand analysis, and brand strength

Feelings 
and Emotions 

Expressed

Coca-Cola 71,861
Prestige, strong, 
and built to last

IBM 69,905
Refreshing, hip, 

and sporty

Microsoft 59,087
Leadership, 
history, and 

novelty

Feelings 

Figure 4.3. Global Brand Images
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relationship is between you and another person, the higher up 
that person will be in your pyramid.

As you go from the bottom to the top of the pyramid, the 
chance of the individual going out of her way to help you get 
a job increases. Th is model suggests that family is the strongest 
connection. Nepotism aside, if your father is a director of market-
ing at Procter & Gamble and an entry-level job opened up in the 
marketing research department, you will have a very good shot at 
fi rst pass at that opportunity. 

Friends are the next strongest layer in this pyramid, because 
good friends are more than willing to help you accomplish your 
goals. In certain companies, they might even be compensated, 
with a referral bonus, for helping you get the job! 

Acquaintances are the weakest form of networking. Individu-
als who are hiring usually prefer to hire someone with whom they 
have closer ties over someone they just met. You have made many 
acquaintances throughout your life. Many will forget you over 
time, but you never know if one might come back into your life 
one of these days. You should strive to build relationships with 
your acquaintances and convert them into friends, but family 
members will often be your most valuable assets and can never be 
replaced. Th e networking guide in Figure 4.5 will show you how 
to network with each layer and what to watch out for.

Family

Friends

Acquaintances

Figure 4.4. The Network Strength Pyramid
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Th e importance of networking is growing every single day. 
For the fi rst time in history, the size of your network is visible 
to the world. A decade ago, if you met someone, you would have 
no idea whom they knew and how many people they were con-
nected to. Th ose days are over. Soon, your network will be the 
only diff erentiator, when all expertise is equal. Th e size, activity 
rate, and reach of your network is becoming a job qualifi cation, 
especially in this competitive environment. Best Buy posted a job 
listing at its website with a requirement of 250+ Twitter followers 
(Banerjee 2009). If you were a hiring manager and you stumbled 

Layer How to Network What to Watch Out For

Family •  First, tell them what type 
of job you’re looking 
for and then fi nd out 
whom they know in those 
positions or companies. 

•  You usually don’t have to 
convince your family to 
help you out!

•  If you are hired by a family 
member, your colleagues 
might be jealous or 
resentful. 

•  Be sure to keep proving 
yourself and don’t mention 
how you got the job, unless 
someone asks. 

Friends •  Meet with your friends 
and fi nd out what they do, 
how they like it, and if they 
can recommend you for a 
position. 

•  Use your best judgment 
as to when and how you 
contact them. This is also 
a good test to see how 
tight your friendship is!

•  Your friends might not 
have enough pull in their 
companies, especially if 
they just graduated college. 

•  Just as with your family, 
your success or failure 
is directly tied to their 
credibility and ability to 
select the right people.

Acquaintances •  When fi rst meeting 
someone you don’t know, 
fi nd out as much as you 
can about him, before 
talking about yourself. 

•  See if you can help them 
fi rst; try to strengthen the 
relationship so they may 
become your friends.

•  Don’t be surprised if you 
never hear from them or 
if they aren’t aggressively 
fi ghting for you to get a 
job. 

•  It can be diffi cult to trust 
new acquaintances and for 
them to trust you, so set 
reasonable expectations.

Layer How to Network What to Watch Out For

Figure 4.5. Networking Guide
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Five Tips for Succeeding as a Young Entrepreneur

1.	 Have	a	plan—and	a	backup	plan. Let’s face it; there is a chance 
that your business could fail, but knowing that, you can protect 
yourself. Some entrepreneurs juggle a full-time job and a business 
on the side, in hopes the business idea will take off and become 
the full-time job. Even if the business fails, you will gain many 
new experiences, extend your skills, and learn from mistakes, 
which can shorten the learning curve for your next business. 
Diversification, like investing in different stocks, is important to 
your success. Although some stocks might plummet, others may 
grow to balance off your returns. So if your first idea doesn’t work 
out, try another one!

2.	 Surround	yourself	with	greatness.	If you are looking for a partner 
to help you start your business or to hire employees, try to recruit 
people who are capable and intelligent and offer something that 
complements your skill set. Your business will be stronger as a result.

3.	 Be	up	for	the	challenge.	If running a business were easy, everyone 
would do it. But as you may have noticed, most people are working 
for other companies. When you own your own business, you have 
to deal with customers and clients contacting you at every hour of 
the day and always be analyzing market trends and competitors 
to stay ahead of the curve—among a ton of other things. If you’re 
going to do this, make sure you’re ready for all the work that you 
need to put into a business to make it successful.

4.	 Gather	 available	 resources.	 Many young entrepreneurs don’t 
have a lot of capital, but there are many other resources out there 
for you. Use your existing network to help you (maybe you have a 
friend who can develop your websites or family members who can 
help fund your business?) and use your networking skills to meet 
others who are in a position to help.

5.	 Keep	organized.	You never want to miss a deadline, especially if 
your excuse was that you flew to Cancun with your college bud-
dies. Try to separate your professional and personal lives and keep 
track of all the things you need to get done each day (prioritizing 
your to-do list is a great idea) while overseeing the daily operations 
of your business. Purchase a calendar or personal digital assistant, 
or use Microsoft Outlook or another online calendar tool, to mark 
down appointments, goals, and pending tasks.
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Negative
How to Correct

the Negative Positive

Lazy •  Communicate with your 
manager regularly, clearly 
citing all the work you have 
fi nished. 

•  Take the initiative; go 
above and beyond your 
current assignments 
to emphasize your 
productivity.

Productive

Obnoxious •  Show respect by being 
courteous to others, not 
interrupting in meetings, 
and not bothering your 
coworkers when they are 
busy.

Courteous

Messy •  Make sure your work 
area is clean at all times, 
using fi le folders to sort 
papers and putting them in 
drawers if possible.

•  Avoid being the person 
who’s always forgetful, 
late to meetings, and ill 
prepared.

Organized

Distracted •  Avoid work distractions 
whenever possible and 
close all non-work-related 
websites at work unless 
you are on a lunch break. 

•  IM only if your coworkers 
are doing so to 
communicate.

Focused

Reliant Ask for work that is outside 
of your usual tasks and 
comfort zone.

Take charge of projects 
to learn how to be self-
suffi cient.

Self-suffi cient

Figure 5.1. Workplace Descriptors
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Situation
Appropriate
Appearance

Inappropriate 
Appearance

Wedding Tuxedo

Dress

If you show up in 
a bathing suit or a 
ripped shirt, you might 
get asked to leave 
immediately. A wedding 
is a serious event, 
and people set high 
expectations for clothing 
and behavior.

Rock Concert Jeans

Hat

T-shirt

Anything too formal 
will be judged harshly. 
Plus, you may stain your 
clothing. Rock concerts 
are social venues and 
usually not a place for 
business.

Business Presentation Suit

Tie

Blouse 

Skirt

If you wear a dirty, 
wrinkled shirt or a too-
short skirt, management 
will be distracted by your 
poor choices and not 
focus on your delivery.

Company Party Button-down shirt

Dress pants

Blouse

Skirt

When you go out with 
your fellow employees, 
you want to appear 
fun and gregarious—in 
moderation. If you show 
up too formally, then you 
may be implying that you 
don’t know how to have 
fun.

Figure 5.2. adapting Your appearance
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Men Business suit. For men, this is a set expectation 
for an interview, unless the hiring manager 
tells you otherwise. I’ve personally been asked 
to dress business casual in a few interviews 
where the company culture is more relaxed. 
Your suit should be well tailored and of precise 
size and length. You can’t afford to be sloppy, 
and investing in a quality suit will enhance your 
confi dence and help you make that great fi rst 
impression.

Suit colors. Acceptable colors are dark shades 
of grays, blues, and black. You can wear pattern 
designs as well, with pinstripes or plaids. Pay 
special attention to the season and climate, 
because you should wear lighter clothing in the 
summer and darker in the winter.

Shirt. Wear a plain white or off-white shirt or 
pastel shades of blue, pink, or yellow. Look 
conservative and not too fl ashy.

Necktie. A striped, dotted, or paisley tie in any 
color that complements your suit, shirt, or both 
will work just fi ne.

Shoes and socks. Make sure your shoes are 
shined before your interview. Loafers are too 
casual, so wear laced shoes if you can. The color 
of your socks should complement the rest of your 
outfi t. Don’t wear argyle or see-through socks.

Women Business suit. Just like males, females should 
dress conservatively to present a professional 
image. Your skirt length should not be too long 
or short.

Suit colors. Women can get away with wearing 
brighter colors, including reds, blues, and greens. 
You can also wear different fabrics and still be 
professional.

Blouse. It should complement your suit and be 
conservative. That means it shouldn’t be too 
revealing, high around the neck, or have many 
ruffl es. White is your best bet to complement 
your suit colors.

Stockings. Wear fl esh-toned stockings and avoid 
any distracting colors.

Shoes. Don’t try to make a “statement” by 
wearing overly high heels. Go for the professional 
look to match everything else.

Figure 5.3. attire for the First Interview
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The following exercise should make it clear how important 
it is to ensure that others have a positive initial impression of 
you. Your personality is like a magnet, attracting others to your 
brand—or repelling them.

Personality Trait Exercise

In the following table, write down what you feel your initial impres-
sion would be as you started working with someone with each of the 
following personality traits: 

Personality Trait Initial Impression

Dense

Egomaniacal

Conscientious

Demanding

Dependable

Detail-oriented

Personality can be developed over time, as you gain life expe-
rience and maturity. Ideally, your personality should suit the situ-
ation in which you envision yourself: if you are a comedian, you 
need a charismatic and humorous personality, whereas if you are 
a librarian, your personality should convey seriousness, thorough-
ness, and professionalism. 

Keep the following tips in mind: 

•	 Analyze	your	audience.	Make a quick decision about how 
you should act based upon the first few seconds of your 
interaction. You can tell a lot by someone’s facial expression 
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Six Qualities of a Successful Sales Pitch

Even if you don’t think you’re a salesperson, you should learn the fol-
lowing qualities of a successful sales pitch, because you will have to 
sell your brand to achieve your goals. 

1.	 Confidence. The most important factor when engaging anyone, 
from influential executives to potential investors in your brand, 
is to have confidence in yourself and your abilities. You need to 
be confident in your personality, appearance, skills, and overall 
presentation and project this at all times. 

2.	 Preparation.	You should always be prepared to represent your 
brand; you never know when you will be placed in a situation that 
might be advantageous. To be prepared is to be ready for success 
at all times.

3.	 Research.	Learn about your audience—whether it’s a client, man-
ager, or investor—before you even meet her. Google her name 
and try to learn who she is and how you should engage her. Your 
audience will be impressed if you can show you’re aware of her 
achievements.

4.	 Delivery.	To deliver a successful pitch, remember to say some-
thing concrete, important, and achievable. 

5.	 Speed.	Sometimes you are given very little time to deliver your 
pitch, so make the most of it. This means you have to be ready to 
unleash your best ideas quickly and get to the point. 

6.	 Follow-up.	Whether you succeed or fail with delivery, there is  
always opportunity for follow-up. Showing that you are interested 
in a person or the company is seen as positive. 

Your audience has to embrace your brand for you to achieve your 
dreams. Think of an interview as you selling yourself (the product) to 
a hiring manager (audience)—if you’ve developed a convincing pitch, 
you will be a valuable and marketable brand.
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Name: Dave Jordan

Age: 20

Occupation: Student at the University of Michigan

Life goals: 

1) To be the leading authority in Web strategy consulting for small 
businesses

2) To be a respected and wealthy venture capitalist

3) To be happily married with two children and live in Los Angeles, California

Short-term goals: 

6 months:

1) Research the Web strategy consulting fi eld and take courses that will help 
me succeed in this fi eld. 

2) Purchase a new suit for professional networking. 

3) Develop a professional blog and profi les on social networking sites.

4) Work on improving my confi dence and verbal communication skills for 
interviews. 

5) Get an internship in my chosen fi eld.

1 year:

1) Complete a successful internship and get an entry-level job in Web 
consulting. 

2) Meet key people through blogging and social networking. 

3) Improve my Excel, PowerPoint, and HTML skills.

Long-term goals:

5 years:

1) Climb the corporate ladder in a respected Web development company.

2) Build management and leadership skills from executive-level management 
courses, mentorships, and work experience.

3) Continue to develop my brand through my website and blog and by 
attending various networking events. 

4) Find a brand niche, maybe as a dynamic, young Web consultant expert 
who specializes in serving fi nancial institutions. 

15 years:

1) Become a manager with several employees under my leadership.

2) Work on establishing my own successful Web development company. 

3) Seek out investment opportunities in other key business ventures. 

4) Travel the world and speak to different colleges and companies about 
everything I’ve learned. 

5) Meet a woman with a great sense of humor and with whom I share 
interests and values and start a family

Figure 5.4. Sample Development Plan
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•	 Opportunities.	 Th roughout your career, you’ll need 
opportunities to progress and gather new skills. Never 
miss out on an opportunity that fi ts into your develop-
ment plan.

•	 Th	 reats.	 Th reats come in all shapes and sizes. A threat 
could be another individual competing for the same job, 
an environmental factor that may hinder your chances to 
succeed, or anything that could possibly make your brand 
irrelevant or outdated. Some threats can be avoided; others 
cannot. By building on your strengths and developing your 
weaknesses, you can anticipate and negate such threats.

Try fi lling out your own personal SWOT analysis in Figure 
5.5. It’s an invaluable exercise as you develop your brand. 

Strengths

_______________________________

_______________________________

_______________________________

Weaknesses

_______________________________

_______________________________

_______________________________

Opportunities

_______________________________

_______________________________

_______________________________

Threats

_______________________________

_______________________________

_______________________________

Strengths Weaknesses

Figure 5.5. My SWOT analysis

COMPETITIVE aNaLYSIS

After recognizing your audience’s needs and what you can deliver, 
you need to assess your competition. Again, who your competition 
is will depend on your specifi c goals. If you’re a doctor, lawyer, 
or dentist, you will most likely be competing based on location, 
reputation, and word-of-mouth referrals. If you’re in college, you 
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interactive website is standard for your particular business or 
brand, spending the money needed to keep up with the competi-
tion may be a wise investment. Don’t forget: the more knowledge 
and time you have, the less you have to pay others for these services. 
Why pay someone else to develop and maintain your website 
when you can learn to do it yourself? 

A budget and strategy are useless unless you can execute them 
with an action plan. An action plan has several line items contain-
ing the title of the task, the time frame by which the task must be 
accomplished, and the cost. As you build your action plan, keep 
a checklist for completing necessary goals as you follow the 
development of your brand. Use the sample checklist in Figure 
5.6 to help you develop your plans. 

Task Time Frame Cost Complete?

Purchase domain name. 8/9/2010 $6.95 ✓

Acquire logo. 8/9 to 8/27/2010 $25.00 ✓

Construct professional website. 8/27 to 10/1/2010 $52.95 ✓

Run Google AdWords. 10/1 to 11/1 2010 $100.00 ✓

Total Cost:	 $184.90

Task Time Frame Cost Complete?

Figure 5.6. Sample Budget and action Checklist

Brand discovery is often a challenging process, yet it is 
rewarding. As you discover the key elements of your brand and 
shape them to achieve your goals, you will learn more about who 
you are and what you want out of your life. Although you have 
the option to shape and reshape your brand as you see fi t, if you 
skip the brand discovery step, you may end up rebranding 
yourself more times than necessary, which can confuse and 
annoy your audience, not to mention creating a lot of work 
and frustration for you. Stay focused and remain committed to 
achieving the goals you have for your personal brand, and you 
can make your vision of a successful future a reality.
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Interviewing Skills

Eff ective interviewing skills are a powerful part of your toolkit. 
Th ey’re essential to achieving your career goals—you have to get 
your foot in the door before you can show a potential employer 
what you have to off er. 

When approaching an interview, students and professionals 
tend to ask many questions. How should I dress? What should I 
say and bring? How should I follow up? Is this job the best fi t for 
me? Would it be worth relocating if I get an off er? 

My advice is to be ready for anything. During an interview, 
it’s a safe bet you’ll be asked a mix of traditional and unorthodox 
questions. Make sure you’re professional, polished, and confi dent 
and that your verbal and body language are communicating your 
brand positively. Th e chart in Figure 6.1 summarizes my advice 
for handling some common interview questions.

Question How to Respond

How would you describe yourself? •  List your top brand attributes. 
Examples may include determined, 
energetic, intelligent, insightful, 
outgoing, and being a team player.

What do you know about this 
organization?

•  Before interviewing, research the 
organization. 

•  Learn about the executive 
management team, as well as the 
products and services sold. Being 
aware of any specifi c milestone dates 
and interesting facts will make you 
look good.

What are your long-range goals 
and objectives?

•  Include the company where you’re 
interviewing as part of your goals. 

•  Employers want to hear how you can 
align both short- and long-term goals 
and that their organization is part of 
your plan.

Question How to Respond

Figure 6.1. Common Interview Questions
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Question How to Respond

What are your strengths, 
weaknesses, and interests?

•  Although people detest mentioning 
weaknesses, we aren’t perfect; 
speaking to your weaknesses and how 
you will overcome them will help you. 

•  Listing your interests and strengths—
and how they play off each other—is 
also beneficial.

How do you think a friend or 
colleague who knows you well 
would describe you?

•  Be truthful and mention an instance 
when you received positive feedback 
from someone. 

Describe a situation in which 
you had to work with a difficult 
person. How did you handle the 
situation? Is there anything you 
would have done differently in 
hindsight? 

•  If possible, name a specific project 
where you had a management role 
and had to change your leadership 
tactics to adjust to difficulty. 

•  Even if you couldn’t accommodate 
the difficult team member, explain 
how you were able to manage the rest 
of the team despite that one group 
member. 

•  Teamwork is essential in 
organizations, so shine a light on 
your project management and team 
participation skills.

In what ways do you think you 
can make a contribution to our 
organization?

•  Match your personal value to your 
prospective employer’s needs. If the 
organization is looking for someone 
to develop its website, you will want 
to mention your coding ability, as 
well as showing samples of your best 
design work.

Beyond focusing on what you can offer a prospective employer, 
you should think about what the job can offer you. Take the time 
to ask yourself the following: “Does this job match my brand?” 
Think about how you will profit from a possible job offer, includ-
ing compensation, benefits, and the value of the work experience. 
If you feel that the job will serve as a stepping-stone or you would 
like to have a long-term career there, then it may be a good fit for 
your brand. If you’re not sure, proceed carefully. Be cautious: don’t 
get sidetracked on your road to success!
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Wordpress.com

• Memb ership is free and you 
get your own URL—
website.wordpress.com.

• You get spam protection from 
Akismet. 

• Wordpress ranks high in Google, 
and there is a support forum for 
the product.

• There are certain limitations—
you can’t edit the site’s overall 
structure, you are not permitted to 
use JavaScript, and you can’t add 
plug-ins. 

TypePad.com 

• It costs $49.95 for the year for 
a personal blog, and you receive 
a URL—website.typepad.com. 

• If you want to use your own 
domain name, it costs $89.95 
annually. 

• This host is spam protected, 
contains various design templates, 
and integrates your social 
networks. 

• You can invite guest bloggers 
to your blog who are already 
members of the TypePad 
community.

WordPress

• You can download the client 
at wordpress.org and host it 
somewhere else. 

• After purchasing your domain 
and space on this system, you can 
upload the WordPress template 
you choose to the server via FTP 
(fi le transfer protocol, a way to 
move fi les between your computer 
and the Internet). 

• You can load new plug-
ins (applications with extra 
functionality) within your blog and 
are not subject to the boundaries 
that WordPress presents.

Movable Type

• You can download this platform 
for free from movabletype.org 
and upload it to a host, which will 
charge hosting fees. 

• Much as with WordPress, you 
have a great deal of control 
over the layout, design, and 
technical aspects of your blogging 
experience.

Blogger

• Blogger (www.blogger.com) is a 
free hosting service run by Google. 

• It offers a few templates, and 
getting started is quite easy. 

• You can only use JavaScript and 
HTML, and there are very few 
customization options to fi t 
your brand. 

• The comments section of each 
blog post opens up a new window, 
making navigating less user-
friendly than it might be.

Tumblr

• Tumblr (tumblr.com) is a personal 
“life-streaming” service, which is 
a record of your daily activities on 
all social networks. 

• This type of format is more about 
short-form, mixed-media posts 
rather than full-blown blog posts.

Figure 6.2. Blog Hosting Options
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1. Get a feed reader and subscribe to ten blogs. 

2. Determine your niche. 

3. Register YourName.com. 

4. Select a platform. 

5. Choose a logo and theme. 

6. Create an “About” page. 

7. Add an RSS subscription link to your blog. 

8.
Add a blogroll widget and link at least fi ve of your favorite 
blogs. 

9. Write at least fi ve blog posts before you publish them. 

10. Guest post on another blog. 

11. Start a game or contest with your community. 

12. Podcast yourself, others, or an event. 

13.
Write an article for a popular online resource, link it back to 
your blog, and promote it as a post within your blog. 

14.
Join two or three social networks and add your blog’s URL to 
your profi les. 

15. Add your blog’s URL to your email signature. 

16.
Join one or more online discussion forums and add your blog’s 
URL to your signature. 

17. Interview your favorite blogger. 

Figure 6.3. Blog Success Checklist
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things change fast. A site may be hot today only to be forgotten 
tomorrow. Also, the key features of each site change all the time. 
My advice is to do your research and try to stay on top of the latest 
Internet happenings.

Name Type Description

Facebook Social 
community

• Facebook is currently the dominant social 
network, giving you free access to a variety 
of events, groups, and profi le pages from 
around the world. 

• Facebook’s audience was once college 
students but has since gravitated toward 
businesses, allowing users to fuse their 
personal and professional lives together.

• Remember to set privacy controls, as it is an 
open platform where your coworkers as well 
as your friends can access your information.

Google+ Social 
community

• Google+ gives you control over who sees 
your content and who you interact with in 
real-time.

• It allows you to put different people in your 
life into various circles that you can share 
content with, as well as your daily activities.

LinkedIn Professional 
network

• This network was built for users to make 
professional contacts.

• As your friends and colleagues develop in 
their careers, LinkedIn allows you to follow 
their path with updates. 

• LinkedIn acts as a virtual resume and venue 
for expressing your personal brand.

YouTube Video • This is the number one video-sharing site on 
the Internet. 

• Aside from the parameters it gives you on 
fi le size (1 gigabyte) and length (less than 
ten minutes), it’s a great place for podcasts, 
video resumes, or for creating a viral video 
that can stimulate traffi c to your website.

Figure 6.4. Popular Social Networking Sites
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Name Type Description

Viddler Video • The difference between Viddler and YouTube 
is that with Viddler, you can upload only 500 
megabytes. 

• A big plus is that your videos can be over ten 
minutes long.

Flickr Photos • Flickr is a photo-sharing website where you 
can tag pictures of your friends, store them, 
and use them in your website or blog. 

• You can even arrange the pictures in various 
categories and display them to your liking. 

Pinterest Photo sharing • Gives you a visual pinning board where you 
can post your work portfolio.

• Use your board as a timeline that reflects 
your resume so people can see your work 
history.

Del.icio.us Bookmarking • As you browse the Web, you will land on 
sites that serve as training modules or areas 
of interest to you. Del.icio.us will help you 
bookmark and organize these sites.

• You can even use a Del.icio.us widget on 
your blog so that your readers can add your 
posts to their Del.icio.us page.

• AddThis (addthis.com) offers a widget for 
your visitors to add your blog to any social 
bookmarking website. 

Digg Bookmarking • Submit and rate news content to increase 
the traffic to your blog posts. 

• Digg users have full control over what 
content makes the homepage, so be 
clever when it comes to the title of your 
submission. 

• There are also plug-ins that you can 
integrate into your blog so that your readers 
can submit posts for you.
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Name Type Description

StumbleUpon Bookmarking • Discover and share content from any site on 
the Internet and make recommendations to 
the rest of the network.

• By downloading StumbleUpon’s toolbar, you 
can submit your rating for the websites you 
visit. 

• You can also give your blog a StumbleUpon 
plug-in so that your community can rate 
your posts and share them.

Twitter Microblogging • Broadcast your current activities or 
thoughts, either by typing or using your 
phone to text up to 140 characters per 
message. 

• Twitter distributes your message to everyone 
who is following your account name and 
allows you to get updates as your friends 
send messages as well. 

• This is a great way to notify your network of 
changes in your life or what you’re currently 
pondering. 

• It’s also great for networking because you 
can use the “@” symbol, followed by an 
account name, to send direct messages to 
others.

When it comes to social networking, there is a still a digital 
divide. A September 2009 report by Pew Internet found that 
73 percent of teens 12–17, 72 percent of young adults 18–29, 49 
percent of adults over 30, and only 7 percent of adults over 65 use 
social networking (Lenhart, Purcell, Smith, & Zickuhr 2010). 
The fastest growing demographic is the baby boomers because 
all Gen Yers are already using social networks and parents and 
grandparents want to see what their children are doing!

If you aren’t actively involved in social networks, you will be 
at a competitive disadvantage in both being recruited profession-
ally and interfacing with your friends, family, fellow employees, 
and potential key contacts. Take social networking seriously and 
use it to your brand’s advantage!
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I was shocked by these gestures and was really excited that the 
world had become a friendlier place—until I realized that giving 
was a great strategy for getting things in return. Use the Internet 
culture to your brand’s advantage. The following sample message 
can serve as a guide for constructing your own strategic emails.

From: Dan Schawbel

To: Mr. Matthews

Subject: News Story—Conquering the Recruitment Process Using  

Social Media

Dear Mr. Matthews,

I just read your article in the Wall Street Journal about personal 

empowerment in the workplace. I not only agree with your findings and 

analysis but have discovered that social media can build confidence 

and personal branding can bridge people with opportunities. 

Recently, I was able to reverse the roles of recruitment and was hired 

internally as a firm’s first social media specialist based on my external 

work. By leveraging the reach of social networks and blogs, individuals 

can be empowered, network, and display their talents in a way never 

before possible. Below is my success story as I confronted and com-

manded the recruitment process after being its victim during college. 

More information can be found here:  

www.PressReleaseHomepage.com.

Best wishes,

Dan Schawbel

As you’ll notice in this email, the subject line should capture 
the attention of the intended audience. Let them know exactly 
what they are getting in the email before they risk wasting their 
time opening it. Remember that journalists, reports, bloggers, and 
producers receive hundreds, sometimes even thousands, of emails 
every single day, so you want to stand out. Next, I direct the email 
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to the person I’m sending it to, in this case Mr. Matthews. I then 
acknowledge that I’ve already read an article he’s written, which 
shows that I care about his writing and that this email is targeted. 
Finally, I summarize the pitch and then include a link to where he 
can find more information. If you receive no response in your pitch, 
make sure your follow up twice in the next week before moving on.

As a blogger and writer for multiple media outlets, I receive 
many pitches on a daily basis. Most are poorly written and not 
customized, while a few I end up using in my stories. Here is an 
example of a very poor one and an explanation of why it needs 
improvement:

From: XXX 

To: dan.schawbel@gmail.com 

Subject: NEWS: Job loss triggers more eBay, yard sales

Unemployment and job loss is still high and so are healthcare costs…

so individuals are taking matters into their own hands by generating 

income on eBay, yard sales, bargain leasing of retail space, etc. 

With retail numbers so low…people are buying excess inventory from 

major retailers at the public-bidding online auction site, XXX, which 

sells bulk at bargain prices of overstock, customer returns, discon-

tinued items, etc. XXX receives product from 7 out of the 10 largest 

retailers, wholesales, and online sites. HDTVs, IPods, exercise equip-

ment, home goods, do-it-yourself hardware, apparel, jewelry, cosmet-

ics, shoes, and more.

We can arrange for you to speak with people who are doing this with 

success…retirees/seniors making extra money, cancer patient who is 

subsidizing medical costs, laid off workers making money until they 

are working again, even families selling together on weekends or hav-

ing neighborhood parties similar to old-fashioned tupperware events. 

You may also visit any of the 6 warehouses and take photos of the 

merchandise stocked 4 to 5 shelves high across 100,000 sq. ft. ware-

houses in NJ, TX, CA, IN, and AR.
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of working for someone else, and are hungry for much more than 
a full plate of routine work assigned to them by their bosses. Is 
this you? Take the quiz in Figure 10.1, which will help you deter-
mine if you might be an entrepreneur. Place a check next to each 
description that fi ts you.

Does your quiz contain more checkmarks than blanks? If so, 
then you might be a natural entrepreneur! Entrepreneurs are lead-
ers, self-starters, and risk takers who collect the most profi t—but 
often assume great risk and responsibility. Any aspiring entrepre-
neur should be mindful about taking a leap from the day job. But 
if you’re up for the challenge, then this chapter will help you deter-
mine how to take brand YOU out on its own—and be successful!

Brand Characteristics 
of an Entrepreneur

After meeting many entrepreneurs, I’ve come to realize that they all 
share similar characteristics. Some people are born with an entre-
preneurial spirit, while others acquire it through life experience 

1. I don’t like conforming to the status quo. 

2. I want control and power over my life. 

3. I am on a constant search for new opportunities. 

4. I like to create things. 

5. I prefer not to be managed and enjoy being in control. 

6. I hate not coming in fi rst. 

7. I have a strong personal vision for my career path. 

8. I like the challenges of starting a new project. 

9. I don’t like taking no for an answer. 

10. I am a forward thinker and look to the future. 



Figure 10.1. am I an Entrepreneur?
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Emerging Entrepreneurs—
You are the Company!

When you start your journey as an entrepreneur, you will wear 
many diff erent hats. You will be the CEO, CPO, CIO, CFO, 
and, of course, CMO of your personal brand! Even if you build 
an entire organization, you will still have to be knowledgeable 
in these areas to manage the people who do them, stay on top of 
things, and sustain your business growth. Figure 10.2 shows your 
responsibilities as an entrepreneur.

Role Tasks

Chief Executive 
Offi cer (CEO)

• You are in charge of yourself and your company, 
which makes you the CEO. 

• At the end of the day, personal failure or success lies 
in your hands. 

• You make the fi nal decision as to which company 
you want to start. 

• You are the decision maker in every aspect of life. 

• As the decision maker, you can choose your own 
destiny—and that is empowerment.

Chief People
Offi cer (CPO)

• Whom you surround yourself with represents who 
you are. As the CPO, you must recruit and retain 
powerful allies. 

• You need to meet people who have shared interests 
but also have skills that complement your own. For 
instance, if you are a talented musician, then you 
need to connect with a business expert to further 
your career. 

• The more people you can recruit to be part of 
your network, the better equipped your business 
will be to succeed. Think about it, we are all in 
human resources (HR) because we have to locate 
and befriend people to have a social life and 
professional network. 

• The hardest part is fi nding the right people and 
giving them the right compensation and benefi ts 
so you can have a substantial business advantage.

Figure 10.2. responsibilities of a Personal Brand Entrepreneur
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Role Tasks

Chief Information 
Officer (CIO)

• As CIO, you need to know how to create a website 
to share your brand with the world. If you don’t, you 
are placing your brand at a severe disadvantage. 

• You need to be able to pay attention to your 
industry (area of interest) and follow it. Follow the 
trends and do research on a continuous basis to 
stay abreast of the competition.

Chief Financial 
Officer (CFO)

• Everyone in the world has to be his or her own 
CFO, because at some point in our lives, we will be 
accumulating wealth. Don’t solely rely on financial 
advisers; start learning how to control and invest 
your money. 

• Consider all options for using your resources to 
establish and promote your brand and make wise, 
cost-effective decisions. 

• Utilize the strength of your network for financial 
advice and planning. Whenever possible, ask the 
experts you know.

Chief Marketing 
Officer (CMO)

• A CMO typically owns the PR arm of a business as 
well. As your own “personal PR” person, you need 
to represent yourself at all times. 

• You are the key spokesperson for your personal and 
corporate brand. Everything you say and do can be 
used for or against you. 

• You need to put on your marketing hat and never 
take it off. Every new person you meet can change 
your life, so have your best marketing pitch ready. 

• Learn about online marketing, direct marketing, 
public relations, and advertising—this knowledge 
will only play in your favor.

Getting Started

Financing Your Business

Starting your own business is a challenging but rewarding pro-
cess. One of the biggest challenges any new business venture faces 
is securing the necessary funding to get it off the ground. It really 
depends on the nature of the business and the start-up costs. For 
instance, if you want to start your own restaurant, you will have to 
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