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What is personal branding and 
why it’s important
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Why personal 
branding is 
needed

In both our look-at-me cultural shift and evolving job market -  it’s 
both helpful and often necessary to stand out when applying for a 
job or starting your own company
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Why it is important Gone are the days when employers were limited to learning about you 
through the carefully controlled environment of your resume or CV 
and an interview

A quick Google check of your name could bring up all of your social 
media profiles for any curious potential employers or potential clients. 
They could see not only your social media profiles but any posts, 
tweets or updates that are publicly shared. You might be judged by 
what they see including the tone, frequency and quality of your posts 
and shares.

Whether you are seeking new clients, new projects, finance or 
searching for a new job, don’t neglect the opportunity you have to 
impress and convince potential employers or clients - that you are 
“the” person they need
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Some examples Ville Tolvanen
Antti Holma
Arman Alizad
Andrei Koivumäki
Tommi Tervanen
Jutta Gustafsberg
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https://www.google.com/search?q=ville+tolvanen&oq=ville+tolvanen&aqs=chrome..69i57j0l5.2288j0j4&sourceid=chrome&ie=UTF-8
https://www.google.com/search?sxsrf=ACYBGNR77uMoxqg8RKQ5Wo4l-gDArOg84Q%3A1567949574789&ei=BgN1XbrmL6OyrgS2pIrYAQ&q=antti+holma&oq=antti+holma&gs_l=psy-ab.3..0i203l10.26493.27633..27818...0.0..0.150.1310.0j11......0....1..gws-wiz.......35i39j0j0i67.-c_w_Cg-Jjc&ved=0ahUKEwi6gbmrq8HkAhUjmYsKHTaSAhsQ4dUDCAs&uact=5
https://www.google.com/search?sxsrf=ACYBGNSFA0DR7djszparbkufvKZDQu-TxA%3A1567949604325&ei=JAN1XdmXE6KvrgShgY-4Aw&q=Arman+Alizad&oq=Arman+Alizad&gs_l=psy-ab.3...10907.10907..11211...0.0..0.0.0.......0....2j1..gws-wiz.SWhFRnZ8j6M&ved=0ahUKEwjZucO5q8HkAhWil4sKHaHAAzcQ4dUDCAs&uact=5
https://www.google.com/search?sxsrf=ACYBGNSkW9Jfxz0MN3DfPEJvBaYIE5SZcw%3A1567949616931&ei=MAN1Xe2mOIvIrgTPzoCQBA&q=Andrei+Koivum%C3%A4ki&oq=Andrei+Koivum%C3%A4ki&gs_l=psy-ab.3..0i203l10.9573.9573..9918...0.0..0.114.114.0j1......0....2j1..gws-wiz.3vH20IAkv-I&ved=0ahUKEwjt_sS_q8HkAhULpIsKHU8nAEIQ4dUDCAs&uact=5
https://www.google.com/search?sxsrf=ACYBGNQ8kTekALuHILbRQ2-mHR59eodiug%3A1567949628291&ei=PAN1XYi-EcqJrwSkmIh4&q=Tommi+Tervanen&oq=Tommi+Tervanen&gs_l=psy-ab.3..0i203l6j0i22i30l4.14244.14244..14598...0.0..0.115.115.0j1......0....2j1..gws-wiz.rFoieWOMM9o&ved=0ahUKEwiIzPrEq8HkAhXKxIsKHSQMAg8Q4dUDCAs&uact=5
https://www.google.com/search?q=jutta+gustafsberg&oq=Jutta+Gustafsberg&aqs=chrome.0.0l6.371j0j7&sourceid=chrome&ie=UTF-8
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Please google 
yourself - What do 
you find?
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Seven signs of 
strong brand in 
general

The brand is:
1 Clear. You have a clear message (mission) and your dream client 
understand what you are here to do
2 Relevant. You speak directly to your client´s  current situation 
and biggest struggles
3 Passionate. Your dream client can sense your vision, what you 
believe in, and what you stand for
4 Distinct. It´s obvious how you are different and why you are the 
best fit for your dream clients
5 Credible. Your dream client trusts you and believes you can 
deliver what you promise
6 Consistent. Your Dream client can easily recognize you  based on 
your consistent voice and visuals
7 Visible. Your dream client sees you frequently because you show 
up in the right places

8



9

Personal branding 
cornerstones
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10 cornerstones 
(½)

1 Have focus, a niche
Best personal brands are very specific, and being specific you 
became memorable
2 Be genuine
It´s necessity and it makes your life also much easier
3 Tell a story 
No one wants to hear you shout  about your brand  into the 
social media void. Written content and video are the best ways 
to tell your story
4 Be consistent
Like having a focus, keep your brand promise consistent 
5 Be ready to fail
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10 cornerstones 
(2/2)

6 Create a positive impact
Helping others will only help healthily grow your brand in the 
long run
7 Follow a successful example
Study trends and popular individuals
8 Live your brand
9 Let other people tell your story
Best PR is word of mouth
10 Leave a legacy
What are the keywords and actions you want to be known for?
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Jacob Shwirtz, head of social 
partnerships at WeWork
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Skills required
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Skills you need in 
journey

Writing. You may be a good writer or an indifferent one. Or photographer.

Public Speaking. Most experts are comfortable speaking to their target audience 
and fellow professionals. 

Blogging.  It’s not difficult to learn, but this is another skill you will need to master

SEO. Search engine optimization is an entire discipline in itself, but you can learn 
the fundamentals in a day or two — enough to begin thinking more strategically 
about what you write.  The most challenging part will be learning how to research 
keywords that are relevant, attract enough search volume to be worthwhile and 
not too difficult to rank for on the first page of Google’s search results page.

Outreach to blogs and publications. There’s more to SEO than keywords. To 
get the most from your blogging and SEO investments, you’ll need to generate 
outside links to your posts. 

Social media. Social media has made social networks visible. You must master 
the essential platforms, setup accounts and keep networking

14
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Personal branding, 
development steps
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1 Identify values 
that define you

family 
friends
nature
recycling
etc
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2 Find a niche
a single subject that aligns 
your values (and vision)
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3 Create a vision
what is your career going to be
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4 Develop a story of you
share carefully chosen details where are you 
from and where you going
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4 Develop a story of you
share carefully chosen details where are you 
from and where you going
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5 Get your social profiles and websites in sync: 
url, usernames

twitter.com/anttileino
facebook.com/anttileino
slideshare.com/anttileino
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6 Communicate well
How quickly
What information you are prepared to share 
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7 Connect with others
and groups
write a guest blog
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8 Convert the curious
24
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8 Convert the curious
25
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9 Embrace 
your idols

26

James Brown
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10 Be credible Credibility = Values + Action

Do not lack hard evidence!
Seek testimonials
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11 Be active

Consistent posting in social media is a very 
important factor to build your brand
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QUESTION

Would you go date 
with yourself? Why? 
Why not? What do 
you discuss with 
yourself on date?

29
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Critical tools
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1 Social media 
account: 

Linkedin profile 

WHAT

1. Describe what is your passion

2. Explain your present role

3. Frame your past

4. Highlight your successes

5. Reveal your character: choose 

stories and words that show who 

you are as a person, not just a 

professional

6. Show life outside of work

7. Add rich media

31

HOW

8. Make your first sentence count

9. Pump the keywords - listing 

‘Specialties’ at the end of your 

summary is one way to pack them in.

10. Cut the jargon, like “strategic,” 

“motivated,” and “creative.”

11. Write how you speak

12. Tell stories

13. Create white space

14. Ask for what you want
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32 Hooks her readers and then 
connects the dots in her 
non-linear career path

Explains what drives him 
as a recruiter and why 
he’s successful
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Ties her job to her company’s big 
picture and shows pride in what 
she does

She uses a numbered list 
to highlight her main 
career achievements and 
defining moments



Social Selling
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What is social 
selling

Selling that does not feel like selling
Being present, helpful, supporting
Being open

Social selling is always personal, human and personal
Social selling is needed because buying process always 
starts before your sales process 

Check your Linkedin Social Selling Index
www.linkedin.com/sales/ssi 

35

http://www.linkedin.com/sales/ssi
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Content 
marketing

Personal 
branding

Social selling

Personal branding needs 
content marketing and 
vice versa to help social 
selling
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WHY
What do we want to 
achieve?

TO WHOM 
we want to talk to?

WHAT  
do we want to say?

HOW  
do we get message 
thro?

WHEN
do we communicate?

WHO 
is in charge?

   

   

   

   

   

Hint
Content marketing publishing calendar
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Other social media 
accounts

Twitter
Facebook
YouTube
Instagram
Vimeo
Pinterest
TikTok
Slideshare
MeetUp

Xing (Germany)
vKontakte (Russia)
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2 Blog platform ➔ Every expert should be blogging

➔  It’s the most accessible way to demonstrate your 
expertise

➔  It’s also one of the easiest ways to start building a loyal 
following
◆ And when you apply search engine optimization 

(SEO) principles to your posts, you open up a whole 
new world of prospective clients who, for the first 
time, will find you through online search

http://lowreality.blogspot.com

40
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3 Personal 
website

If you are part of a larger firm, you’ll want to focus first on your bio page. It 
should present sufficient credentials to convince people that you really know 
your stuff. Here are a few things it might include:

Detailed personal bio

Academic degrees

Certifications

Awards

Publications

Presentations

Important projects

Associations

Affiliations

Speaking videos
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4 Slideshare ➔ Slideshare is a great platform to show your expertise 
through presentations and documents (pdf)a

➔ Again a good SEO tool

www.slideshare.com/anttileino

42

http://www.slideshare.com/anttileino
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5 Speaking 
engagements

➔ Public speaking is an important platform for building your

reputation and personal brand
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6 Webinars If you have solid personal site and blogging paltfrom, webinars are 
good tool to engage with your followers and prospects

Google Hangout
Wherby.com
Facebook Live
Linkedin Live
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7 Podcasts Similar to blogging and webinars, there are several good reason 
to try podcasting, for example

➔ Explaining Your Story
➔ Polishing Your Speaking Skills
➔ Becoming a Thought Leader
➔ Improving Your Reach
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+ A book - ? ➔ A book is a critical credibility builder. 
➔ It helps to  address your area of expertise. 
➔ A book can be  self-published. 
➔ Traditionally published book can deliver instant credibility, 

but self-published books - for which you can set the price 
or give away for free -  offer more flexibility. 

➔ A book can be a heavy lift, so don’t feel like you have to 
tackle it right away.
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Option: Media kit Experts get requests for bios, speaking samples and photos 
all the time

So it makes sense to have those things ready to go at a 
moment’s notice

Even better, put them up on your website bio page where 
interested parties can find them without asking. 

47
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Social media in personal 
branding
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Decide your social 
media

➔ Decide which social media account(s) you are going to 
focus on

➔ Delete any old accounts that you are no longer using

➔ For the networks you will be using, make sure all of your 
information is complete and accurate

➔ This will help you to build traffic to the networks you want 
to showcase your work

➔ It can also remove any potential “questionable” content 
from years past that doesn’t have a positive effect on your 
professional image

49
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Social media 
usage in Finland, 
2018

50

Source: 
https://www.statista.com/statistics/560262/share-of-social-med
ia-platform-users-by-app-in-finland/
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Make posting easy 
with apps

Forgotten passwords, busy day jobs and content creation; 
maintaining an online presence can be time-consuming; but 
there are many social media apps at hand to make life easier. 

➔ Sprout, Buffer, and Hootsuite all connect to your social 
media networks and allow you to cross-post across 
different social networks and schedule posts; removing 
the need to login to multiple websites

➔ Most major social media networks, including Twitter, 
LinkedIn, and Facebook are compatible with these 
applications

➔ Make sure you learn how to use mobile versions of the 
networks admin tools!

51

https://sproutsocial.com/
https://docs.google.com/document/d/1NdBm2kDxV7-BMbB1TiFzST1WF8xRGaWaZ9nJOn5Y-V8/edit?usp=sharing
https://hootsuite.com/
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Share content on 
regular basis

In the early days of social media, the more you posted, the more 
engagement you could drum up

➔ A once-weekly Twitter post or monthly Instagram photo are not going to 
accomplish much, if anything 

➔ For this reason, its best to focus on two or three carefully chosen social 
networks and try to be active on them, rather than posting sporadically 
to a half-dozen

➔ Over-posting leads to fatigue and annoyance
➔ The sweet spot seems to be posting around 3-4 times per week for 

individuals
➔ There will be days when you don’t post, and that’s perfectly fine 

➔ Analyse the data associated with your posts and identify a pattern that 
works for you

➔ If you’re having trouble finding content to share and want more insight 
into what’s popular among users, try searching via hashtag on Twitter, 
using news aggregator sites like Feedly, or signing up for Google Alerts

52

https://feedly.com/
https://www.google.com/alerts
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Import your 
contacts

Import your email contacts from Gmail or Outlook, or contacts 
from your phonebook, into your social networks to find out how 
many connections you’re missing
Linkedin, Instagram, Facebook and Twitter all allow for a free 
import of a certain number of contacts
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Keep it positive ➔ Think of your social media interactions and content creation as 
part of a resume of your work and a reflection of your professional 
attitude and overall personality

➔ Be careful when making political commentary that others may 
consider offensive (avoid inflammatory religious or racial 
comments!)

➔ If you have concerns about not being able to voice your opinions to 
the extent you wish, consider creating two sets of social media 
accounts: one for private use (say whatever you want), and one for 
personal use (in which your responses and shares are heavily 
calculated)

➔ Keep your personal pages private to just close friends and family 
➔ Use your professional accounts to build new connections and 

career opportunities
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Keep your voice 
and tone 
consistent

➔ Sticking to your defined persona is important

➔ You should remain consistent with your ideas and the ways you present 

them so that you’re memorable and trustworthy.

◆ Personal branding guides 

➔ Following your brand guidelines helps to control people’s perceptions

➔ You can damage an otherwise flawless reputation if one of your profiles 

shows up with content or images that don’t match up with your brand’s 

voice.

55

https://www.distilled.net/tone-of-voice/
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Find and join 
groups

Facebook and LinkedIn both offer thousands of opportunities to join 
groups focused on specific industries or topics

➔ Use the search bar on each network to find groups that are linked to 
your specific area of expertise, then you’ll be able to share your 
insights and build authority around your personal brand 

➔ Industry groups may be overcrowded with your competitors - 
topic-based groups may be more fruitful in terms of reaching your 
audience 

➔ Once you’re a member of your preferred social media groups, don’t 
be afraid to jump into discussions and add your unique insights
◆ Don't be afraid to have conversation
◆  If you simply join a group and don’t participate, you won’t gain 

any of the benefits listed above
◆ Showing that you’re responsive will help you build your personal 

brand in larger communities beyond your own
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https://www.quicksprout.com/the-complete-guide-to-building-your-personal-brand/
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Social media 
groups are 
inspiration for 
many things

Challenge and motivate yourself
 Push you to achieve your goals
Keep you accountable
Get ideas
Receive feedback
Gain confidence
Test your knowledge
Help others
Do some good
Make friends

Discover new opportunities 
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Study influencers Connecting with and collaborating with influences is a great way to 
get your brand known, but it does take some time. 

You have to spend time developing relationships with influencers 
before they’ll see you as an expert.

➔ LinkedIn is a great place to find and engage with other 
experts in your industry

➔ As are several influencer marketing tools

Once you’ve found the top influencers in your area, check their 
networks, posting habits and content to determine what you could 
be doing better. Notice how their followers respond to what they 
post, and learn best practices
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https://nichehunt.com/10-influencer-marketing-tools-to-amp-up-your-social-media-presence/
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Personal branding strategy, 
roadmap
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Now it’s time to 
bring everything 
together into a 
coherent plan of 
action!

➔ I assume you are committed to a long-term 
program to build your personal brand

➔ If you are serious about building your personal 
brand over time, turn this roadmap into a formal 
plan
◆ That means writing it down, mulling over your 

answers and updating the plan as you think of 
new ideas or decide to make course 
corrections!
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A Your strategy Step 1: Determine where you are today. You need to know where you are 
starting

Step 2: Identify your specialized area of expertise. You are already an 
expert in something, but is that “something” fairly broad (“family law,” for 
instance), or is it very specialized (such as, “child custody law”)?

Step 3: Define your audience. Who will be buying your services? Who will 
influence your buyers? What industries do you serve? What roles in the 
companies buy your services? 

Step 4: Find your angle. This step isn’t absolutely required, but it can really 
help your personal brand stand out. If you can become associated with an 
issue, or if you take a controversial or counterintuitive point of view, it’s often 
easier to gain notice

Step 5: Decide which tools you will use. Sites. Blog. Social media. Sharing 
platforms. Something else?

Step 6: Assess your skills. Where are you good at?

Step 7: Determine who is going to help you. Most of us will need at least a 
little help along our journey, and many will need a great deal of it
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B Tools Step 8: Create your media kit

Step 9: Enhance your bio/build your website

Step 10. Get set to blog

Step 11. Set up your conversion tools. To turn web visitors and blog 

readers into leads, you’ll need to offer them something that’s 

compelling enough they will provide their name and email address in 

exchange for it.

Step 12. Set up your social media profiles. 

Step 13. Select and prepare your email platform (optional)
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C Develop your 
skills

Step 14. Set aside time each day to work on new skills. The 
most effective way to tackle a long-term project is to make a 
habit of it.  That means carving out a little time each day to 
work on one or two pieces at a time. 

➔ Never forget that this is a business commitment - devote 
part of your workday to upgrading your personal brand

➔ You may commit some of your personal time to it, as well, 
but it’s an ongoing project, one that will never end

➔ Start building your job around it
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Five levels of visibility: what is your goal?
note these are from USA

65

Level 1: Resident 
Experts

Level 2: Local 
Heroes

Level 3: Rising Stars Level 4: Industry 
Rock Stars

Level 5: Global 
Superstars

These experts are 
well respected within 
their firms and by 
their clients, but they 
have little visibility 
outside of those 
audiences. 

Most Visible Experts 
start their journey 
here

These individuals are 
beginning to become 
known outside of 
their firms. They are 
more active in their 
local business 
communities, often 
speaking at business 
functions and 
blogging. 

They may even bring 
a little new business 
to their firm

These experts have 
developed a regional 
reputation. They are 
fairly well known 
among peers in their 
area, and they speak 
and write frequently 
on their area of 
expertise. 

Rising Stars tend to 
bring in higher-quality 
business and charge 
higher fee

These names are well 
known across the 
nation for their niche 
areas of expertise. 

They attract premium 
clients and fees. As a 
result, they become 
significant assets to 
their firms.

Global Superstars 
have broken out of 
their niches and 
become recognized 
more broadly in their 
industries. 

They command the 
highest fees, and 
firms around the 
world want to be 
associated with them.
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Exercise
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Please think following question and write your plan

★ Who am I
★ What do I do
★ What do I sell
★ Who is my target
★ What is my competitive advantage
★ Why choose me
★ How can I promote
★ How can I grow my network
★ How can I improve my experience
★ How do I measure my reputation

Exercise. Personal 
roadmap
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Finally
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A personal brand is a lifelong project that constantly evolves 
and changes!
Even the experts who build or enhance the biggest brands in 
the business know that there are no hard-set rules for creating 
a personal brand!
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#tomorrowbound | avidlyagency.com 

Have great personal life!
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