
Principles of Self Prom
otion



Are you being recognized for your greatness?
Do people know

 w
hat you do and how

 w
ell you 

do it? 
W

hy have you been passed over for that brief or 
prom

otion tim
e and again?

The answ
er is sim

ple but probably not w
hat you 

w
ant to hear…

…
 

.…
.no one is thinking about you.



Are you exchanging contact details or adding people to 
social m

edia netw
orks?

If not, w
hy not?

If you start developing useful contacts now, you m
ay 

find it far easier to find w
ork w

hen you graduate.

O
ne of your fellow

 students m
ay have skills that w

ill 
help you, and you m

ay have skills that w
ill help them

.

H
ow

 w
ill you ever know

 if you don
�t 

com
m

unicate w
ith them

?



Are you looking for professional contacts outside of the 
university?

If not, w
hy not?

D
on
�t leave it until you graduate, start m

aking those 
potentially valuable contacts now.

People w
on
�t know

 w
ho or w

here you 
are unless you tell them

.



H
ave you started researching the industry you w

ant to 
w

ork in –
do you know

 w
hat kind of w

ork there is out 
there?

If not, w
hy not?

H
ave you bookm

arked w
ebsites that m

ay help you to 
learn about the opportunities that exist in your industry?

D
o you read industry m

agazines or belong to online 
creative com

m
unities?

If not, w
hy not start now

.



Try to m
aintain som

e consistency across the sites in 
your w

eb presence.

B
rand Identity

W
e have looked at brand identity during this m

odule.

But doesn
�t m

arketing yourself m
ean that you should 

consider yourself as a �brand
�?  Start getting involved in 

online com
m

unities now
 and establish a w

eb presence.

M
ake sure all your sites link to each other. 

C
reate a business brand for yourself! 



These m
ake it easy to m

eaningfully connect your sites 
together.

B
rand Identity

M
any sites allow

 you to integrate content from
 other 

places.  E.g. Tw
itter feed, blog linking.

But be professional and rem
em

ber that that m
eans an 

em
barrassing Tw

eet could show
 up all over your w

eb 
presence.... 

N
ever m

ix business and pleasure! 



Keep your professional lives aw
ay from

 personal 
content.

B
rand Identity

M
aintain a strict separation of content on the sites you 

m
aintain.

D
ontw

rite about that aw
esom

e party on your 
professional tw

itter account, for exam
ple; 

You know
 the one, there w

as that guy dressed as a 
sheep, and you dow

ned that bottle of tequila and 
w

hen you w
oke up.... O

h hi, potential em
ployer!



Here are som
e tips to help you earn the clients 

you deserve and the prom
otion you w

ant:

Open your m
outh.

You’ve heard the term
 the squeaky w

heel get 
the grease? W

ell, unless you open your m
outh, 

no one w
ill know

 w
hat’s troubling you.



Know
 exactly w

hat you w
ant

Before you say anything, know
 w

hat you w
ant. 

If you don’t have a vision and a goal for 
yourself don’t expect som

eone else to have 
one for you.



Optim
ism

 and enthusiasm
 go a long w

ay
No one w

ants to be around a dow
ner. Sm

ile. 
Be enthusiastic in your delivery and people 

w
ill notice.



BQE: Be quick and excellent
M

ake yourself indispensable and reliable. In 
any field, if you do your job quickly and  to a 
high standard you w

ill alw
ays be in dem

and.



Know
 Yourself

In order to prom
ote yourself effectively, you 

m
ust know

 (and be able to articulate) w
ho you 

are and w
hy you do w

hat you do.



Do your Hom
ew

ork
Know

 your industry thoroughly; w
ho’s doing the 

best w
ork? W

ho’s hiring? Don’t m
iss those 

opportunities through lack of know
ledge.



Keep It Sim
ple

W
hether you're w

riting a press release or building 
a W

eb site, keep it sim
ple.

Don't lose your m
essage in a jum

ble of 
jargon or JavaScript.



Double Check Everything
Nothing underm

ines a good im
pression 

faster than m
isspeeld

w
erds, poor gram

m
ar 

or incorrect accounting. 

Since none of us is perfect, the only defense 
is to check and recheck our w

ork.



M
ind Your M

anners
Cultivate sim

ple good m
anners. Everyone 

appreciates a “please” and “thank you.”



Listen
Prom

otion is com
m

unication, and 
com

m
unication is a tw

o-w
ay street. 

Learn to listen and really hear w
hat others 

are saying to you. 



Set Goals, M
ake Choices

Set w
ritten long and short term

 goals for your 
personal and w

ork practice. 



Ask for W
hat You W

ant
Once you know

 w
hat you w

ant, ask for it. Ask for 
help from

 friends, colleagues, clients, and fam
ily 

m
em

bers. 

Ask m
agazines to w

rite about you. 
Ask your clients for feedback and referrals.



Don’t Take Yourself Too Seriously
Though it’s im

portant that you do your best to 
com

m
unicate your values and vision, keep your 

efforts in perspective. 

A healthy sense of your ow
n im

portance w
ill 

grow
 your practice; a healthy sense of hum

our
w

ill help you rebound w
hen you encounter 

tem
porary setbacks.










