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MAIN IDEA

Whether you're in business for yourself, or working
for a company, you need a personal brand which
showcases the value you provide. Everyone needs
a powerful and distinctive personal brand.

So how do you build a great personal brand? The
Brand You Blueprint has eight steps:

"I’m going to guide you through an 8-step
framework I call the Brand You Blueprint. This
blueprint isn’t something I “created” as much as it
was something that was revealed to me, both
through my own journey and in working with my
clients over the past seven years. I’ve used the
Brand You Blueprint with everyone from
side-hustle startups to multi-million-dollar personal
brand businesses. As Gary Keller says, 'Success is
sequential, not simultaneous.' You won't build your
business overnight but the blueprint will guide you."

– Mike Kim

Why build a personal brand? . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Page 2

There's nothing finer than building a business or a career around what you believe and
stand for. Achieving this will inject energy and passion into everything you do. It's worth it.

Step #1 – Have a personal point-of-view. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Page 3

You have to build your brand on a clear point-of-view which cuts through the background
noise. The only way to have that is to live and act from your core beliefs. Clarify exactly
what you stand for first.

Step #2 – Tell engaging personal stories . . . . . . . . . . . . . . . . . . . . . . . . . . . . . Pages 3 - 4

Personal stories give context to who you are, and bring to life what you can do for people.
Be ready to tell three stories at the drop of a hat: (1) Your founder story; (2) Your business
story; and (3) Your customer story.

Step #3 – Use a platform to build your likability . . . . . . . . . . . . . . . . . . . . . . . . . . . . Page 4

You need a platform for your brand to stand on. Choose whether you're going to build a
great blog, a world-class podcast, an engaging social media channel, or whatever. Excel
at the platform of your choice.

Step #4 – Position yourself against competitors . . . . . . . . . . . . . . . . . . . . . . . . . . . . Page 5

Positioning is where you sit relative to your competitors. Make smart moves to
differentiate yourself. Do that well and you open up new markets and future opportunities.

Step #5 – Create robust products which align . . . . . . . . . . . . . . . . . . . . . . . . . . . Pages 5 - 6

Don't create products nobody wants. Validate what the market wants first, and then
create products which align with your brand. This is the better way to move forward.

Step #6 – Price so people want to buy, not be sold . . . . . . . . . . . . . . . . . . . . . . . . Pages 6 - 7

When you're clear on your positioning and your products, you can then set prices which
show you're a professional. Set fees at levels that build your brand.

Step #7 – Pitch the truth about what you stand for . . . . . . . . . . . . . . . . . . . . . . . . . . Page 7

Never forget people love to buy, but hate to be sold. Learn how to pitch your offerings in
ways which build rather than dilute your brand.

Step #8 – Form great relationships with partners . . . . . . . . . . . . . . . . . . . . . . . . . . . Page 8

The better the job you do in building your personal brand, the more you will attract
high-quality partners. Build strategic partnerships which skyrocket your brand.
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