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			FOREWORD

			DJ Zinhle

			I have been running a DJ school for the last ten years and every time I have a Meet & Greet Workshop with my students, I ask them to introduce themselves and to tell the group anything they would like the others to know about themselves. Over and above that, before the next student introduces themselves, they are asked to tell the group anything they remember about the person who spoke before them. I’ve made two observations through this exercise: 

			
					Students usually tell a similar story to the person who sounded the most confident. 

					Most students are reticent about sharing something good about themselves and usually opt for something that might be unimportant or even demeaning. 

			

			Something else that stands out in these workshops is that students don’t remember much about the person who spoke before them, or they’ll remember only the things that interest them and, even then, the details are often not quite accurate.

			This exercise is only a drop in the ocean in achieving personal branding, but it is nonetheless important. If we pay attention we will realise that we engage in this type of activity every time we meet people. We introduce ourselves and then go on to tell them whatever we think is most interesting about ourselves. We are always, always branding ourselves.

			I always explain to my students that the reason we do this exercise is to make them aware that what they say about themselves will eventually form a perception in people’s minds about what sort of person they are. What is it that you want people to think of when they hear your name? What do you want people to associate your name with? Once you’ve answered these questions it is easier to come up with a strategy that will help you to communicate the right type of message about yourself consistently and in a way that will influence people’s perception of you. For me, that is personal branding.

			I have been very successful in developing my personal brand and the first thing I attribute to this success is authenticity. Building and maintaining a brand that is truly who you are makes the task much easier because you are doing something you understand completely; you’re not trying to replicate someone you’ve encountered elsewhere. Personal branding is just that – it’s personal. It’s about having faith in your brand, and being passionate and excited about it. You have to believe in your brand if you’re going to be successful.

			We all have a vision for our businesses but what will convince consumers to buy into our brands is if they can relate to our vision, and we communicate this vision through our personal brand. Well-planned, consistent and authentic personal branding is what will set your business apart from the others.

			Our country’s entrepreneurs are working harder than ever before, and the good news is that they are creating employment for others. We need more businesses to scale and succeed, and personal branding is vital to entrepreneurial success. The more entrepreneurs know about personal branding and how to build and maintain it, the greater the advantage they’ll have in the market. It is one of the most powerful tools they need to build credibility, gain consumers’ trust and establish a name as a leader in their field. 

			I am excited to see what entrepreneurs will achieve through this powerful tool by applying the lessons shared in Donna’s book Personal Branding for Entrepreneurs.
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			INTRODUCTION

			How this book came about

			I have been working in marketing for a quarter of a century now. When I put it like that, it makes me feel old! But after more than 25 years of investigating what makes brands successful and having the opportunity to work with a range of inspiring individuals, teams and companies, I feel equipped to share a few lessons. Specifically, I want to delve into branding and marketing for entrepreneurs because this is an area I am truly passionate about.

			Firstly, South Africa (and any economy that wishes to grow) needs successful entrepreneurs. They are the rule-breakers, the change-makers and optimists who keep us moving forward. More than that, they create opportunity – for job creation, inclusive economic growth and innovation. 

			Secondly, I am an entrepreneur myself. That means I have experienced some of the hard lessons personally, as well as the joy of success. I’d like to help shorten the learning curve of other entrepreneurs by sharing what’s worked for me and what hasn’t.

			Finally, because I’m interested in entrepreneurship, I’ve sought out career opportunities that allow me to nurture and grow entrepreneurs. I have had the privilege of being intimately involved in helping start-ups and growth-stage businesses to succeed through high-­impact business development support.

			As I’ve worked with entrepreneurs over the years, I’ve noticed that there are many resources available for new business owners covering topics like funding, business skills, leadership development and financial management. On the other hand, there is very little about personal branding and marketing. 

			Having sat through countless pitches, met with scores of entrepreneurs and helped run various incubator and accelerator programmes, I believe this is a massive gap.

			The truth is that people buy into people before they buy into a business idea.

			If you are not credible, I will not invest in your business – not financially, through mentorship or even as a supplier or customer. That’s the simple truth.

			As I’ve watched entrepreneurs with brilliant ideas struggle to get traction, and others who weren’t necessarily selling the best concept but made a success of their business anyway, I have come to believe that:

			
					As an entrepreneur, you are your biggest asset (or liability).

					You may be the best at what you do, but if nobody is willing to bet on you, your business is dead in the water.

					Knowing you exist is a precursor to people being willing to partner with your business.

					Investing the time and effort to build and market your personal brand is one of the single most important things you can do to give your business the best shot at success.

			

			That’s why I’ve written this book.

			It’s packed with practical advice and real-life lessons from entrepreneurs who have experienced the benefits of building and marketing a personal brand. 

			While it’s written for entrepreneurs, anyone with aspirations of building a business or taking their career to the next level will benefit from the lessons offered here.

			I hope you enjoy the book, and that you come away from reading it feeling energised and ready to take action.

			Donna

			

In loving memory of my inspirational mother, Eve Baron

			7 August 1929 - 28 July 2018

			



The people 
profiled in this book

			During my decades working in branding and marketing, I have come to believe in the power of story and of personal testimonials.

			The fact that people trust people before they trust brands, companies or products is central to the concept of personal branding. I’ve noticed how people will remember a personal anecdote long after they’ve forgotten the statistics mentioned in the same presentation. Or how people will choose to support a business based on a testimonial rather than an advertisement.

			This is why I include insights from real people in all of my books – it helps to demonstrate the concepts being communicated in a practical way, and it helps people to connect more deeply with ideas and to remember things better.

			Most successful entrepreneurs realise the benefit in learning from the journeys of other entrepreneurs. The best business people are also able to take lessons from one context and apply them in their own.

			We also find inspiration in the stories of others – how they have overcome obstacles, unlocked opportunities and moved forward at different stages in their entrepreneurial journey.

			That’s why I wanted to include a range of perspectives from a diverse group of business owners – people of differing backgrounds, ages, genders, races, industries and experience levels. I hope you’ll find inspiration in their stories and garner some key ideas to implement in your own ventures.

			Here are the people whose input I’ve included in Personal Branding for Entrepreneurs:

			Gil Oved

			Gil is a passion-fuelled optimist, an entrepreneur, a chartered financial analyst, investor, author, mentor and TV personality.

			He is currently the co-founder and chief operating officer of LLH Capital, a high-impact, empowering pan-African ICT investment holding company that partners with and invests in businesses to enable the digital transformation of the African continent whilst yielding superior returns to shareholders.

			Previously, Gil co-founded and was co-CEO of The Creative Counsel Group, one of South Africa’s largest sales, marketing and advertising agencies, founded in 2001, and sold to Publicis Groupe in 2015. He is a non-­executive director of one of South Africa’s most exciting venture capital tech funds, Kalon Venture Partners, and has invested in many businesses through his association with the hit reality television shows Dragons’ Den and Shark Tank. He has won various accolades, including the 2016 South African EY World Entrepreneur of the Year award.

			Gil was an obvious choice for inclusion in this book. Not only is he one of South Africa’s most respected entrepreneurs, but he has experienced entrepreneurship from all sides – as a business owner, as an investor and as someone convinced of the importance of entrepreneurship in growing economies and in addressing socioeconomic issues.

			His clearly defined personal mantra of being a ‘passion-fuelled optimist’ is developed from his belief that realists make bad entrepreneurs because they see the inevitable problems and obstacles that will arise. This means they often choose not to lay everything on the line. Optimists, on the other hand, have a rosy view of the world. Combining that optimism with the belief in being fuelled by passion, Gil says that when he comes up against inevitable obstacles, his passion allows him to somehow find a way through. He also believes that passion attracts people – they are naturally drawn to want to support a brand or help solve a problem.

			He includes hunger, tenacity, a desire to make a difference and to pay things forward as other key traits of his personal brand.

			Gil has developed this personal brand so successfully that it has attracted global attention, and he’s used it as a springboard to create new opportunities. He has experienced success and failure, and his passion for entrepreneurship and his natural positivity means that he is able to see the lessons learned from both and be willing to share them with other entrepreneurs.

			Mogau Seshoene

			Mogau Seshoene grew up in Polokwane and studied at the University of Pretoria. She was working in finance at an auditing firm when a friend approached her to teach her how to cook some traditional African dishes. She’d been unable to find anyone who offered classes. All the cooking courses available were for French, Italian or Asian cooking. She knew Mogau had a love of cooking and asked her for help. Their cooking weekend went so well that she started recommending Mogau to other people, and so The Lazy Makoti was born in 2014.

			The name means ‘the lazy bride’, which is what Mogau’s friend thought she would be labelled if she couldn’t cook. As Mogau’s reputation grew, she found herself giving classes every weekend and struggling to accommodate everyone who was interested. She registered the business and began charging for her services. She eventually quit her job and enrolled in a culinary school.

			Mogau completed a diploma in Culinary Arts from the Chefs Training and Innovation Academy in Centurion and garnered industry training under Chef Werner at The Saxon Hotel in Johannesburg.

			While studying, she won R100 000 of seed funding for her business from SAB KickStarter and The Hookup Dinner, which she used to cover her study costs and to set up her business.

			Through The Lazy Makoti, Mogau offers a series of cooking classes targeted at young, modern Afropolitans who have a keen interest in learning how to navigate the kitchen with ease and flair. In addition to being in demand for her real-live lessons, Mogau has become Instagram-famous, with thousands of foodie followers. Her first recipe book, The Lazy Makoti’s Guide to the Kitchen, was published in 2018. It immediately became a best-seller and was reprinted three times in less than three months. The book was also selected for The Gourmand Cookbook Awards, in two categories – Best First Cookbook and Best Photography.

			Mogau hosted a season of a TV show entitled Cooks For Life and was listed on the M&G top 200 Young South Africans list in 2015. She took part in the Mandela Washington Fellowship for Young African Leaders at the University of Wisconsin-Stout in the USA and has made the Forbes Africa 30 Under 30 list. She is a Brand SA Play Your Part Ambassador, and in May 2018 received a USIBA Creative and Cultural Industries Award. She is a contributing food editor for the weekly newspaper Sunday World.

			Mogau is passionate and even obsessed about telling the African narrative. Currently, she does that through food, but in future she may expand into new business ventures that tap into that passion. 

			I wanted to include Mogau in this book because ‘entrepreneurship’ tends to be a word that gets boxed into certain contexts. When I ask you to think of what a successful entrepreneur might look like, you might picture a person in business attire in the corner office, or someone checking in on emails from an exotic location, or maybe someone presenting a TED Talk. We tend to overlook the success of entrepreneurs in a number of industries, from chefs and restaurateurs in the food sector to commercial artists (like photographers and musicians) and health professionals (from doctors to biokineticists). Mogau shows us how growing one’s personal brand can help transform a skill into a thriving business.

			Dr Dory Neu-Ner

			Dr Dory Neu-Ner is an ophthalmic surgeon who has a special interest in cataract surgery, retinal work, glaucoma and paediatrics. He has a solo practice based at Fourways Life Hospital. Dory was always interested in science and biology, and medicine was a natural fit for him when it came to his choice of study. After completing medical school, he had to work out his next step of specialisation. He was drawn to technical surgical work and he knew he had ‘good hands’. He found his calling in ophthalmology because of how central technology is to the practice and advancement of the specialisation; because of how fulfilling assisting people with their sight is; and because his day would probably be less marred by death and grave illness than other doctors’ daily routine.

			Unusually, Dory took the leap straight from qualifying in the public hospitals to opening a practice on his own. He was able to set up his business in a way that fits his gentle and technical style and approach to the practice of medicine and the treatment of patients, rather than latching on to another group practice that was already set in its ways. This freedom and autonomy allowed Dory to pursue his special interests within the field of ophthalmology, develop his personal brand and set himself apart from peers. He was also fully dependent on himself to develop a reputation for excellence and to gain credibility.

			One of the things I thought entrepreneurs might find valuable about Dory’s story is to understand how important personal branding is in fields with very strict and regulated marketing and advertising allowances, like the medical industry. If your business is operating in a tightly controlled environment where advertising and marketing is tricky, building your personal brand can help you to boost credibility and gain awareness for your business outside of traditional marketing activities.

			Dory’s rooms at Life Hospital look different from the usual drab doctors’ rooms you expect to find in a hospital environment. There is artificial grass instead of carpeting, stylish and comfortable furniture, a library of local educational children’s books, and a giant lollipop holder on the wall. 

			Dory has learned to differentiate himself. His personal brand is distinctive and authentic and manages to stand out, even within the constraints of his profession.

			Simon and Desiree Steadman

			Simon and Desiree (Des) Steadman are husband and wife co-owners of Ultimate Adventures, a self-drive 4x4 tour company and the official tour operator for SA4x4 magazine.

			Simon is a registered Professional 4x4 Trails and Overland Tourist Guide, 4x4 driver training instructor and assessor, and has sat on the founding committee of OGATO (Overland Guides and Tour Operators). 

			He has been guiding off-road trails and tours since 2006 to some of Africa’s wildest destinations, including a 44-day expedition to the Serengeti. One of his greatest assets as a tour guide is his ability to remain calm in the most trying of circumstances and to think clearly and logically while under pressure.

			He contributed two chapters to 4x4 Routes of Southern Africa, published by Mapsource in 2011, and is the host and executive producer of Ultimate Off-Road Guide Volume 1 DVD, with Volume 2 in the works.
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