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How to master your personal brand

Now that the foundation has been set you can push the boundaries and
build your personal brand.

Compel
Perfect your communication skills to deliver impact in every situation.

It's time to perfect the delivery of your personal brand story so that it creates an emotional impact with your
customers. Using stories that resonate, speak with passion and make use of the mediums that play to your
strengths will ensure your meetings and presentations have a lasting impact on your customers and increase
the influence your personal brand has.

Harness Stories — When Steve Jobs initially left Apple they lost market share. Why? In his words - they stopped
telling stories and started talking about computers. By learning how to find and tell compelling stories in your
listing presentations and marketing collateral you will immediately stand out. Gather case studies and testimonials
that tell compelling stories about your customers. They should describe their initial problem and how you

solved it for them as well as the positive impact this had on their lives. Refer to these in your meetings and

your presentations.

Use Your Strengths — A big part of being a compelling communicator is using the tools that sit most comfortably
with you. Many agents find it hard to put pen to paper but are very comfortable speaking in front of others!
Experiment with using video to get your ideas and stories across! Video naturally lends itself to bringing powerful
stories to life. Prepare a piece of content to camera — make sure you watch the footage before you send it to
make sure you are being natural and authentic.

Passion vs Polish — Communication that is straightforward, authentic and honest is far more engaging than

a perfectly polished script. When was the last time you found someone really compelling? Chances are, that
person stood out because they spoke with authenticity and conviction. Forget about looking or sounding clever.
You know your space and why you have the right to own it, so let your passion shine through.

Collaborate
Co-create with other influencers to accelerate your personal brand’s growth.

Building strategic partnerships with key influencers in your space will deliver a win/win for your personal brand
and your tribe. Whether they are a blogger with a highly engaged network or a local business that your tribe flock
to, collaborating on projects that will deliver new and engaging information to your tribe will cement your status
as the go to expert in your market.

Find The Eyeballs — Who currently has the eyes and ears of your tribe that you can team up with? Bring it up in

conversations by asking your customers if there are any blogs they recommend, what journalists or social media
experts they follow or what influencers they subscribe to on LinkedIn.
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Share Networks — reach out to a few of these influencers via email or the preferred methods of contact listed
on their site and ask if they would be open to working together on a few projects that would benefit both of you.
Remember to go in with a plan; most true influencers are busy, so you need to get clear fast on why it's of
benefit to both of you.

Own The Platform — YouTube channels and podcasts are effective ways of speaking directly to your busy tribe,
in a way they can then access on the move via any device. What new platform can you create to host great
collaboration content? YouTube channels are simple to set up and free to use, upload your content regularly
and make sure to add a link to your channel in your email signature and on your website.

Consistency
Delivering your brand at every touch point builds trust and loyalty.

Strong brands are built over time, and it's this consistent and ongoing application of your brand that will ultimately
grow your influence. From the initial phone call to the final exchange, every moment your customers have can
either make or break their trust in your personal brand.

Seal It In — Conduct an audit of every touch-point your customers and prospects come in to contact with,
think about everything from the phone conversations they have with you to the documents they have to sign -
the devil is in the detail. Is every touch point aligned to your personal brand? Keep a list of these interactions
and how you think they could be dialled up to align with your brand. Then it's time to get to work and start
checking these brand moments off.

Involve Your Team — Brands are built from the inside out, so your team needs complete clarity on what it is
your brand stands for. Conduct a brand engagement session - educate your team on your brand story and
what you stand for — then ask for their ideas on how you can further bring your brand to life for your customers.
Involving them in the process will increase ownership and help them be fully engaged.

Love The Problems — Seeing common problems as opportunities to bring your brand to life is actually one

of the most underutilised personal brand tools. Think about this local plumber from Victoria. He knew plumbers
were notorious for lateness and it drove his clients nuts. So he promised to hand over $50 cash if he or his
team were ever late. Was he late again? Actually yes, but only by 2-3 minutes so he was still streets ahead of the
competition. His customers weren't ever inconvenienced but he still delivered on his promise and handed over
that S50 note — showing that he was a plumber you could trust.

Pick a common bug bear of your customers; perhaps it's lateness, poor communication, or overly complex jargon
in customer agreements. Make a public promise to take a stand against it and provide a form of ‘compensation’,
like a reduction in fees or marketing costs if it ever happens to your clients. Post this promise online, bring it

up with prospects, publicise it on your social media channels.
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