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Continuity Circles

Sustainable Personal Branding and Successful Social Selling for Small Businesses

competency curiosity

creativity consistency

Setting the
basics

client-centric communication
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connect ... into Social curate

Selling

create call to action






Company Branding

Definitions also apply for Personal Branding

MISSION




Competency

How do you solve which problem for whom?

What is an Engaging Executive?

An Engagng Executve & someone who has both technical skils and

peopis skils

ce in 3 room

Excellent Awesome

1echn,'cal People »  Have masterad the art of small tak ing events
< . + Be partof the ingrcup’. wihere the a2 mads
Skills Skills + Achieve mutually beneficial outcomes using 3 variety of influgnce

achnigees

Manage tough conversations or confiict
Truly understand and relate to people who
you

Motivate and empower the peonole you manage
Capturs someons's interest and leavs 3 Bstng mp

An Engaging

Executive =

Meet Duncan Fish

) was an neraditly sk cward young man and having

my purpses o

2r you decde to watch my free webinar senss, enrel

Exssutive Coachng ar smbark an fia &

day Ergaging Execuive Progranme, | wi

W 10U how 10 Biieg Gt urs and
thentic.

the ‘peop! 507 in you




Creativity

Being different and speak the language of your target audience
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Legal advice to
empower business

—

Hello! We're a boutique
of non-lawyery lawyers
turning the complexity
of business law into
commercial advantage.
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Unconventional Available Relational Flexible

Contact Us
For lawyering with a difference

Forget swimming with
the sharks. Our lawesome
service is flexible,
unconventional and
uncompromisingly good.
Get in touch for a

free consultation.

9 WHERE YOU'LL FIND US

401, 46 Kippax Street,
Surry Hills NSW 2010,

0 GIVE US A CALL,
WE DON’T BITE

Ersel 0405 727 447
Katie 0405785 332

3 or EMAIL US AT
hello@lawthentic.com_au
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Check Your Personal Brand

www.brandyourself.com

e —

My Reputation Score: Very Good

Your online presence is moderately helping your
career opportunities, but it could be helping more.

+ Hurting you the most: We didn't find anything that could cause vou to
fail an online sareening

» Helping you the most: Excellent positive visibility in search engines

7 3 2 UPDATED: an hourago  MEXT UPDATE: in 7 days 'L] UPDATE NOW @ EXPLAIN SCORE

Personal Brand: Y e

NO POSITIVE IMPACT HIGH POSITIVE IMPACT

@ Risk Factors: Y O

LOW NEGATIVE IMPACT HIGH NEGATIVE IMPACT

(%) Google Results - Yo

NEGATIVE IMPACT POSITIVE IMPACT






QR Code

Connect

Two New Practical Methods = Q search

Remember Find Nearby

* |deal for an event like this

Linkedin Code

My code

* Afterwards view the profile Q. search
of every new contact 3,413 @

View connections Find nearby Add contacts ’\\
* Send an individual message g
to them with the hook »

* You can use templates
stored in Evernote etc. ﬁ\

* Surprise with new voicemail

Gunnar Habitz CMgr
Helping small & mid-sized enterprises
protect their data in the cloud

_-.' I ll--\_

. . Gunnar Habitz CMgr
b Ll n ked I n |S nOt a Cemete ry Nearby members can only discover you

when you're on this page.

Quantity of quality




Create
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Check Your LinkedIn Social Selling Index (SSl)

www.linkedin.com/sales/ssi

Social Selling Index — Today

Your Social Selling Index (S51) measures how effective you are at establishing your professional brand, finding the right people, engaging with
insights, and building relationships. It is updated daily. Learn more

Establish your professional brand
] 25
24
Find the right peoplc |

9 o 25
20
out of 100 Engage with insights
1l 25
25
Build relationships

19
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Conclusion

Four takeaways to implement asap

* Create a client-centric profile

consistent with your personal brand incl. readable LinkedIn URL

* Check how others introduce you
to find out how your personal brand is perceived

* Connect constantly with professionals

providing targeted value by writing and curating content

* Commit to 30 min social selling daily
and you will see the difference in positioning and prospecting




Congratulations

Two lucky door prizes

Social Selling Mentoring Activity My new book contribution

* Two calls/meetings including the story “Lead not Manage”
Checkpoint personal brand & social selling

Apply provided worksheet activities

. . DERS
* Correct actions 3 weeks later after first results - LEAO,; . - §
* (regular value $297) INFLUEN” |
@ GUNNAR HABITZ

Sent after launch event (27 August)



Concrete Tips

For Personal Branding and Social Selling

The Engaging Executive, Duncan Fish (Sydney), www.engagingexec.com.au
great example for competence and social proof

Lawthentic, Boutique Law Firm, Ersel Akpinar (Sydney), www.lawthentic.com.au
great example for creativity and being different

Pixelfish, Web Design Agency, Kevin Fouche (Sydney), www.pixelfish.com.au
great example with blog and social media posts to keep in the news with up to date content

Dare Group, Sue Parker (Brisbane), www.daregroupaustralia.com.au
Professional Branding Expert for corporate and SMB clients

Samantha Jansen Publishing (Melbourne), www.samanthajansenpublishing.com.au
Publisher of new book “Leaders of Influence” with my story “Lead Not Manage”



http://www.engagingexec.com.au/
http://www.lawthentic.com.au/
http://www.pixelfish.com.au/
http://www.daregroupaustralia.com.au/
http://www.samanthajansenpublishing.com.au/

Tk gose

gunnar@gunnarhabitz.com.au, www.gunnarhabitz.com.au, 0481 232 126

SmaiiESiz Leading well — better sell brofessional Services
Mamrs MARKETING CONFERENCE
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