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HI, I'M EWA, A DIGITAL
COMMUNICATION EXPERT AND
PERSONAL BRAND GROWTH
SPECIALIST.

I believe we all have a unique perspective and ability to
influence people to make a positive change. Sometimes, all we
need is a little help.
I have spent my career learning about digital forms of
communication and how we can utilise them to make a positive
change while remaining authentic.
My dyslexia was a reason I ventured into digital space and took
power into my own hands. I've mastered my skills and learned
about the digital forms of communication. I followed my
passions and built two successful businesses leveraging my
personality on social platforms.
In recent years I've become passionate about LinkedIn so when
I decided to change my business again I used this platform. If I
was able to shift my career and use LinkedIn successfully, so
can you. This is why I'm so passionate about helping servicebased entrepreneurs use their personal brand and digital forms
of communication because I know it's possible to successfully
build a business that will support the life you want.
On LinkedIn, you can create professional success for yourself
within a couple of months. Right now, LinkedIn is an effective
and efficient platform to build your personal brand and
business online.
To set you up for a good start here is a top-level framework of
what I teach in my signature program.❤❤⠀

VISION
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Before you start looking for opportunities you should create a
vision for yourself. Having it clear on paper will help you stay
focused on the opportunities and initiatives that support your
vision. You’ll be able to see clearly when something that might
sound interesting at the first encounter is, in fact, a distraction. If
you have never done that, it can be daunting and a slow process.
To help you out I want you to list your non-negotiables and
understand your unique perspective and way to impact people.
TASK ONE -YOUR NON-NEGOTIABLES.

List 3 things you need from your business/work in order to not be
dissatisfied. Here are some examples you might want to consider
but don’t limit yourself to those.
This could be the minimum you need to earn per year. Think
of what you have now and what you need or want to do next
year. How much this would cost?
The location. Do you want to travel or never leave your city?
The type of work. Who do you want to work with and what
do you want to do?

TASK TWO -YOUR UNIQUENESS.

Find your motivators and a unique perspective of influencing
others. Understanding yourself will help you make better choices
for your business and personal life.
What are you passionate about?
What do you find yourself speaking passionately about and
standing firm on?
Think about what people always come to you for? What
problems are you solving for your friends and co-workers?
TASK THREE - JOIN THE DOTS.

Now, take a look over your answers and note down any key words
or recurring themes. What seems to appear again and again?
TASK FOUR - VISION

Now, write a Vision Document. Write down where you want to be
in a year from now. Be specific but mostly focus on imagining the
process to get there. Write all the things you will do to help you
achieve the goal. You might want to think of some decision points
too.
You might have heard to focus your vision on the outcomes only
and write it in the past tense. This is a common and often
repeated formula. However, according to researchers at New York
University, visualising a goal creates an emotion similar to having
already accomplished it. The researchers believe this may demotivate you to actually do the hard work since it temporarily
provides the positive sensation you seek.

Shelley Taylor and Lien Pham, researchers at the University of
California Los Angeles studied ‘psychology of action’ they found
that those who visualised the process of achieving the desired
outcome rather than visualising the outcome of the goal become
successful as a result.
Researchers concluded that the mind becomes primed to follow
through on the things we visualise. Like an athlete practising a
jump shot in their mind, we can mentally rehearse our future
behaviours. Visualising an action leads to following through on
that action. And it’s our actions that get results.
Your Vision Document should be about your business goals and
personal goals. Business is personal so include the vision for where
you take your career or business but don’t forget about other
aspects too.
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CLARITY

You should simplify your personal brand message to amplify its
power.
Leveraging your personal brand for your success isn’t about
pretending to be something else, but about an authentic dialogue
with your Ideal Clients (IC). The dialogue focused on things that
matter to them.
In the program, we dive deeper into the Ideal Client Avatar (ICA)
but today I give you top-level steps to get you moving forward. It
is crucial to understand your clients because you can’t
communicate effectively without it. You can’t do anything in your
business effectively without clarity on what you offer and to
whom.
Ask yourself those questions to map your ICA and subsequently
the messaging. The more specific you get the louder your voice
will become.
What is the biggest headache your Ideal Client faces on a daily
basis? Be specific and use detail.

What does your Ideal Client need to know about you and your
product/service to buy from you?
What is the one thing your Ideal Client needs to know about
your business?
Finally, you want to get familiar with your Ideal Clients’ language
because it’ll help you be listened to, understood and acted upon.
Don’t try to sound creative or smart in your communication.
Remember, people buy products and services they understand the
fastest. You want to be the most profitable business owner, not the
most creative.
HOW TO LEARN THE LANGUAGE OF YOUR CLIENTS’ USE?

Look into your emails and direct messages they sent you and list
three ways they described their problems or transformation they
are looking for. Are you using the language they understand in
your communication or do you use industry jargon?
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OPTIMISATION

Now it’s time to OPTIMISE your LinkedIn profile for the future
you want and for your ideal clients to find you. Without the Vision
and Clarity you would create a profile that shows your
achievements [your past] and who you are today rather than one
which supports your forward journey. Again we dive into every
element of your profile in detail during the Four-Week LinkedIn
Bootcamp program but here are some key elements you can
change based on the work you have already done.

Your contact information and your position. Make sure your
Ideal Client can understand your job title. If it works for your
business use a descriptive form for your position. It is not
good for everyone but for service providers, it often works
wonders as clients are not familiar with the industry jargon.
Eg. paid social specialist vs I help accountants use paid
Facebook ads to attract clients.

Skills - those work as keywords so use all 50 and make them
relevant to your current role. Prioritise the skills you want to
be found for not necessarily the ones you are most endorsed
for.
Write appealing, ‘about’ section, which showcases your
personality. This is the place where you communicate directly
to your Ideal Client so write it in the first person. It shows
courage. Use easy to understand language. Imagine this section
as an opportunity to look the reader in the eyes, and explain
how you are able to help them. Things you might want to
include are: why you do what you do, how you do it and what
you do to help them. Have a call to action too.

Other elements to express your expertise and show your
personality which you should also optimise are featured section,
references, courses, publications. When you are optimising them
keep your goal and your ideal client in mind. We discuss all of
them in detail during the Four-Week LinkedIn Bootcamp.
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CONTENT

Content is a leading part of your personal brand presence online
and LinkedIn. This is your PR, your advertising, your everything.
Post by post, comment after comment you write your history.
Make it a good one!
WHY IS CONTENT IMPORTANT ON LINKEDIN?

Because roughly only 1 in 600 LinkedIn members creates content,
so it’s easy to shine when you shift from a consumer to a creator.
The good news is that LinkedIn engagement equals content. What
does this mean for you? That you don’t always have to create
original content. On LinkedIn, you can achieve results by
strategically engaging with your connections and other content on
the platform. As a service-based entrepreneur, you can use content
to showcase your expertise without having to brag. Instead, use
content to educate and support your ideal clients. Give freely and
give generously.

DECIDE WHAT TO SHARE TO SHOW YOUR EXPERTISE?

Think back to the clarity and your goal. Where do you want
to be in 1 year from now and what kind of person do you need
to become to get there?
What would that person share and talk about?
What content can give your brand more visibility and put you
in front of the right audience that is not part of your network?
What does quality content mean to you? What does quality
content mean/is to your client? - Are they the same? Have
you been sharing what you like or what your clients need?

When you have a deep understanding of your Ideal Client pain
points you should be able to answer this question with ease.
However, if your vision is a little hazy or you use words like ‘I
think’ instead of’ I know that my IC needs to hear about x ‘ set a
survey or go back to emails and ASK them. Put the work to
understand your Ideal Clients the best you can, don’t rush this
process because it is beyond powerful in building foundations for
your business.

During LinkedIn Bootcamp, we dive deeper into
content and how to use it to establish your
expertise or show personality. My clients love
some of the templates like the 'questions you
should ask yourself before posting to LinkedIn'
because it helps them create valuable content.
We analyse types of content and learn about
algorithms and what it means for you. I also will
give you an inside to Direct Response
Copywriting, so that you know how to use
words to call your audience to action.
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CONNECTIONS

Connections are an important part of your online professional and
personal presence. They are also often overlooked because we tend
to focus on ourselves.
LinkedIn - it is in the name so make sure you do utilise your
network.
LinkedIn is very unique when it comes to building connections
because of the mental state we are in when we enter the platform.
We are open to people reaching out to us. We want to grow our
network. However, we all are looking for genuine connections so
be mindful and honest about your intentions when you are
sending a connection request.
WHAT MEANINGFUL CONNECTIONS LOOK LIKE IN PRACTICE?

Have a dialogue and be altruistic in your approach. Simple, yet
hard to do. Listen before you pitch. Ask questions and truly have a
desire to get to know your clients and shift from thinking ‘how can
I sell’ to ‘how can I help’ then watch the magic happen.

When connecting and engaging with your network, remember
who you need in your network to bridge the gap between
where you are today and where you want to be.
Engage strategically with people and subjects that support
your journey and help you showcase your personality and
skills. Use it to show the skills and aspects of your personal
brand that your Ideal Client needs to hear to feel like they
want to do business with you.
In front of whose network you want to get? Think about the
people you need in your network and the ways you can get in
front of them.
You want to keep your business goal, the role of LinkedIn and
CLARITY in front of your mind in everything you do. Clarity is
the key to make better business decisions. Clarity enables effective
communication with your clients, regardless of the medium

HOW TO APPROACH COMMUNITY BUILDING
STRATEGICALLY AND AUTHENTICALLY?

START WITH LOW HANGING FRUIT

Every month ask yourself; in front of whose network, I
want to get? Choose no more than three people and
keep an eye on their content. Can you engage with
anything in a way that will support your goal or
objective? Can you give a piece of valid advice, share a
resource or simply give them a shout out into your
network. This might feel counter-intuitive, but by
shining the light on someone else, you also put a
spotlight on yourself.
MAKE IT INTENTIONAL

Whenever you outreach or engage, make it intentional.
Ask yourself if this will serve you? How is this
interaction going to help your IC? Will it move the
needle in your business? Ask yourself, does it feel right
to me? Is this going to support my goal?

HOW TO APPROACH COMMUNITY BUILDING
STRATEGICALLY AND AUTHENTICALLY?

ASSESS THE QUALITY OF YOUR NETWORK

Review your network and old connections. Yes, you can
manually remove connections on LinkedIn. Ever so
often you might want to tidy up your network.
LinkedIn’s social selling index will help you assess the
quality of the network you’re building on LinkedIn. To
access this information, log into your LinkedIn profile
and go to www.linkedin.com/sales/ssi.

Use this mini-course as a foundation to start building
your online presence and to use LinkedIn effectively
and efficiently.
If you want to fast-track your personal brand online
presence enrol to LinkedIn Bootcamp course.
There are people less experienced than you who are
creating success for themselves only by strategically
positioning themselves online. You are enough!
If I was able to shift my luck in less than three months,
so can you.

MY LINKEDIN INTENSIVE WORKSHOP IS A FOUR-WEEK PROGRAM
DESIGNED TO TEACH YOU HOW TO LEVERAGE WHO YOU ARE TO
BUILD YOUR PROFESSIONAL, PERSONAL SUCCESS WITH INTEGRITY
AND AUTHENTICITY.
ARE YOU READY TO SECURE SPEAKING ENGAGEMENTS, FIND
CLIENTS REACHING OUT TO YOU, AND BE ABLE TO CHARGE WHAT
YOU ARE WORTH?
ENROL NOW! - WWW.UANDEVE.COM

