
Workshop Agenda
Icebreaker
Course Introduction and Learning Outcomes
Part 1 – Why is Brand Important? 
	What is a Brand?			
	An Individual as a Brand

Part 2 – Building Your Personal Brand
	Branding Activity			
	Your Brand

Recap of Learning outcomes

Part 1
Think of a Brand which you value and respect?


 What are the key characteristics you associate with this Brand?



If you were an item or commodity on sale, what terms would customers (peers, managers, colleagues) currently identify with your brand?





What would you like your brand to be?


Part 2
Some questions to ask yourself:


The 5 Steps to Building Your Brand:


The how well do you listen assessment.
Instructions: Think about your 1-2-1 interactions on the job and in your personal life. For each item, indicate how frequently you practice a particular behaviour. Place a tick in the appropriate column.
	
	Almost Always
	Sometimes
	Rarely

	1. I maintain eye contact with the person talking to me.
	
	
	

	2. I allow others to finish expressing their thoughts without interrupting.
	
	
	

	3. I refrain from engaging in other activities while someone is talking to me.
	
	
	

	4. I paraphrase what the other person has said to ensure my understanding of his/her message.
	
	
	

	5. I concentrate and focus on the other person’s message even if I’m not interested.
	
	
	

	6. I refrain from forming a disagreement in my head while the other person is speaking.
	
	
	

	7. I ask open-ended questions to clarify my understanding of the other person’s message.
	
	
	

	8. I refrain from thinking of other things or day-dreaming while the other person is talking.
	
	
	

	9. I use nonverbal cues such as head nodding to encourage the speaker to continue.
	
	
	

	10. I “tune out” sounds and other external distractions when listening to someone speak.
	
	
	

	11. I take notes, when necessary, to help me remember key points from the conversation.
	
	
	

	12. I do not overreact to emotionally charged words.

	
	
	

	13. I listen to the other person’s main message.

	
	
	

	14. I pay attention to the other person’s nonverbal cues that may contradict his/her message.
	
	
	

	15. I concentrate on the other person’s message, not on his or her appearance or mannerisms.
	
	
	





What do your networks look like?






What does your elevator speech include?





	
People who have helped/could help me to succeed.
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Personal Brand Management and Effective Communication

Activity 1: Create your own role map
· Put yourself in the center
· Continue the process to include all the people who can help you achieve your goals


When you have completed the grid consider the following.
Who are the most important people in your network and how can they help you achieve your goals?







Are there individuals groups missing from your network that are key to your success?







How can you form stronger links with those in your network that will be important to your success? 





Activity2:  Build your brand
Complete the table below with a view to sharing with the rest of the group.
To help you, think about your:
· Aspirations
· Competencies and Skills
· Values[image: http://blog.directorymaximizer.com/wp-content/uploads/2012/04/Build-Your-Brand.jpg]
· Personality traits
· Your role models 

	Where you are now
	How you can bridge the gap
	Where you want to be

	



















	
	


And finally:
The one thing I will do differently in the next week as a result of the workshop is:








Some things I will do differently in the long term as a result of this work shop are:









Some links you might find useful when developing your Linked-in Profile.
1. http://www.businessinsider.com/8-steps-to-creating-a-powerful-linkedin-profile-2013-12?IR=T
2. http://theundercoverrecruiter.com/perfect-linkedin-profile/
3. http://www.huffingtonpost.com/catherine-newhouse/8-secrets-to-building-linkedin_b_4710151.html
4. http://www.forbes.com/sites/laurashin/2014/10/20/how-to-create-the-ideal-linkedin-profile/




Purpose: 



Propisition:






Perseverance:














People:



Packaging:

























You

































































What are your goals?


What do you value?





What makes you remarkable?














What motivates you?



What are you passionate about?
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