
 



Chapter 1: Why Your Resume Is Already 

Outdated And What Hiring Managers 

Actually Google Before They Call You 

Your resume is a controlled document. It shows what you want people to see. 

Your online presence shows what people can verify. 

That distinction matters. A resume says, “I am strategic.” Your public work shows whether you 

actually think strategically. A resume says, “I am a strong communicator.” Your posts, articles, 

talks, comments, and portfolio show whether that is true. A resume says, “I have expertise.” 

Your body of work proves whether your expertise exists beyond job titles. 

The mistake most professionals make is treating their online presence like a personal diary or a 

promotional billboard. Neither works. A strong personal brand is not a collection of random 

updates. It is an evidence layer. 

When someone searches your name, they should quickly understand: 

1. What you know. 

2. What problems you solve. 

3. How you think. 

4. Who you serve. 

5. Why you are worth talking to. 

If they cannot understand that within a few minutes, your brand is not working yet. 

The Core Strategy: Build A Searchable Proof System 

Your goal is not to “look impressive.” Your goal is to make your expertise easy to discover and 

trust. 

Think of your personal brand as a public due diligence file. Every visible asset should answer 

one of five questions: 

1. Relevance: Is this person connected to the problem I care about? 

2. Credibility: Do they understand the topic deeply enough? 

3. Clarity: Can they explain ideas clearly? 

4. Consistency: Have they shown up long enough to be taken seriously? 

5. Fit: Do they seem like someone worth hiring, referring, inviting, or collaborating with? 

Most people optimize for attention. Professionals who get opportunities optimize for confidence. 



Your online presence should reduce uncertainty for the person considering you. 

The Career Signal Audit: Turn Your Online Presence Into 

Evidence 

Step 1: Search Your Name Like A Decision Maker 

Open a private browser window and search your full name. Then search your name with 

keywords related to your field. 

Use searches like: 

1. “[Your Name]” 

2. “[Your Name] [Current Company]” 

3. “[Your Name] [Job Title]” 

4. “[Your Name] [Industry]” 

5. “[Your Name] [Specialty]” 

6. “[Your Name] LinkedIn” 

7. “[Your Name] podcast” 

8. “[Your Name] article” 

9. “[Your Name] speaking” 

10. “[Your Name] case study” 

Look at the first page of results. Then look at your LinkedIn profile, website, portfolio, social 

profiles, and any public mentions. 

Ask: 

● Does the search result support my current career goal? 

● Is my strongest expertise visible? 

● Do outdated roles or irrelevant content dominate the results? 

● Can someone quickly understand what I want to be known for? 

● Is there proof beyond claims? 

Your goal is not perfection. Your goal is alignment. 

Speed Up Your Brand Audit With AI 

You don't have to analyze your search results alone. AI can quickly identify patterns that are 

easy to miss, such as inconsistent messaging, outdated profiles, missing credibility signals, and 

opportunities to strengthen your professional positioning. 



Copy the text from your LinkedIn profile, website, portfolio, or Google search results into 

ChatGPT or Claude and ask it to evaluate your online presence as if it were a recruiter, hiring 

manager, or potential client. 

Remember that AI should provide suggestions, not final decisions. Review every 

recommendation and make sure it reflects how you want to be known. 

New AI Prompt 

Act as an executive recruiter evaluating my online presence. Review the information 

below and identify inconsistencies, weak credibility signals, outdated messaging, and 

opportunities to strengthen my professional brand. Recommend the five highest-impact 

improvements I should make first. 

Free AI Tools To Use 

ChatGPT (Free) 

https://chatgpt.com 

Use it to analyze your online presence, improve positioning statements, rewrite your LinkedIn 

profile, and identify credibility gaps. 

Claude (Free) 

https://claude.ai 

Excellent for reviewing long profile sections, resumes, personal websites, and professional bios 

while improving clarity and tone. 

Google Gemini (Free) 

https://gemini.google.com 

Useful for brainstorming positioning ideas, career directions, and refining your professional 

messaging using Google's AI assistant. 

Step 2: Define The Opportunity You Want To Attract 

A personal brand must be built toward a destination. Without a target, your content becomes 

random. 

Choose one primary opportunity category for the next year: 

https://chatgpt.com/
https://claude.ai/
https://gemini.google.com/


1. Better job offers. 

2. Internal promotions. 

3. Consulting clients. 

4. Speaking invitations. 

5. Advisory roles. 

6. Book or media opportunities. 

7. Founder or investor visibility. 

8. Community leadership. 

9. Recruiting stronger talent. 

10. Becoming known inside a niche. 

Then write a clear opportunity statement: 

“I want to become known as a trusted voice on [topic] for [audience] so I can attract 

[opportunity].” 

Examples: 

“I want to become known as a trusted voice on product-led growth for B2B SaaS founders so I 

can attract consulting clients and speaking opportunities.” 

“I want to become known as a trusted voice on operational excellence for healthcare 

administrators so I can attract senior leadership roles.” 

“I want to become known as a trusted voice on AI adoption for legal teams so I can attract 

advisory work and workshop invitations.” 

This statement becomes your brand filter. 

Use AI To Explore Positioning Ideas 

Sometimes the hardest part isn't choosing an opportunity. It's seeing possibilities you haven't 

considered. 

Describe your experience, skills, and interests to an AI assistant and ask it to generate multiple 

reputation directions based on your background. Compare the suggestions, then choose the 

one that best aligns with your long-term goals. 

AI can expand your thinking, but your final positioning should always reflect the work you 

actually want to become known for. 

Step 3: Choose Your Reputation Category 

Do not choose a broad identity. Choose a reputation category. 

A broad identity sounds like: 



● Marketing expert. 

● Designer. 

● Coach. 

● Consultant. 

● Founder. 

● Product manager. 

● Finance professional. 

A reputation category sounds like: 

● Conversion strategy for bootstrapped SaaS. 

● Executive communication for technical leaders. 

● AI workflow design for small law firms. 

● Customer onboarding systems for B2B companies. 

● Personal finance education for first-generation professionals. 

● People operations for remote teams. 

Your reputation category should sit at the intersection of: 

1. What you know. 

2. What the market values. 

3. What you can discuss repeatedly. 

4. What you want future opportunities to involve. 

Use this formula: 

“I help [specific audience] solve [specific problem] using [specific approach].” 

Examples: 

“I help early-stage SaaS founders improve activation using lifecycle messaging.” 

“I help mid-career professionals turn expertise into visible career assets.” 

“I help operations leaders reduce team bottlenecks using process documentation.” 

Step 4: Build Your Public Profile Around Three Proof Points 

Your public profile should not read like a biography. It should function like a positioning page. 

Use three proof points: 

1. Problem Proof: What problem do you understand deeply? 

2. Process Proof: How do you approach solving it? 

3. Outcome Proof: What changes because of your work? 



For LinkedIn, your headline should include more than your title. 

Weak headline: 

“Marketing Manager At B2B SaaS Company” 

Stronger headline: 

“Helping B2B SaaS Teams Improve Trial Conversion Through Lifecycle Messaging And 

Customer Research” 

Weak about section: 

“I am a passionate marketing professional with experience across content, growth, and 

strategy.” 

Stronger about section: 

“I work on the problem most SaaS teams feel but struggle to diagnose: users sign up, explore 

briefly, then disappear. My work focuses on lifecycle messaging, onboarding friction, and 

customer research that helps teams turn more trials into activated users.” 

Step 5: Create A Minimum Viable Proof Portfolio 

You do not need a large website to start. You need proof that someone can inspect. 

Create five basic assets: 

1. A clear LinkedIn profile. 

2. Three strong posts or articles about your reputation category. 

3. One case study or project breakdown. 

4. One simple personal website or landing page. 

5. One professional bio written for introductions. 

Your proof portfolio should answer: 

● What do you know? 

● What have you done? 

● How do you think? 

● What should people contact you for? 

Practical Example: The Invisible Expert Versus The 

Findable Expert 

The Invisible Expert 



Maya is a data analyst at a retail company. She is excellent at forecasting inventory demand, 

but her LinkedIn headline only says “Senior Data Analyst.” Her posts are rare and mostly 

company reshared announcements. When recruiters search her, they find a basic profile and no 

evidence of her specific thinking. 

She is qualified, but invisible. 

The Findable Expert 

Maya updates her positioning: 

“Retail Demand Forecasting Analyst Helping Teams Reduce Stockouts And Overordering” 

She publishes one weekly LinkedIn post using the same format: 

● A retail forecasting mistake. 

● Why it happens. 

● A simple fix. 

● A short example. 

After six months, her profile clearly signals expertise. Recruiters looking for retail analytics talent 

see evidence before they contact her. Former colleagues can refer her more easily because 

they know what she is known for. 

She is not louder. She is clearer. 

Prompts You Can Use 

Prompt 1: Personal Brand Search Audit 

Copy and paste: 

“Act as a hiring manager or client evaluating my online presence. My target opportunity is 

[describe opportunity]. My current role is [role]. My desired reputation category is [category]. 

Review the following profile text, search results, or bio snippets and identify what signals are 

strong, what is unclear, what is outdated, and what should be changed to make me more 

credible for this opportunity. Give me a prioritized action list.” 

Prompt 2: Reputation Category Finder 

Copy and paste: 

“Help me define a focused reputation category. Here is my experience: [describe background]. 

Here are the opportunities I want: [describe opportunities]. Here are the topics I can discuss 

repeatedly: [list topics]. Generate 10 possible reputation categories using the formula ‘I help 



[audience] solve [problem] using [approach].’ Rank them based on clarity, market value, 

specificity, and long-term content potential.” 

Prompt 3: LinkedIn Headline Rewrite 

Copy and paste: 

“Rewrite my LinkedIn headline so it clearly communicates my expertise, audience, and value. 

Avoid buzzwords. Make it specific and credible. My current headline is: [paste headline]. My 

target audience is: [audience]. My reputation category is: [category]. My strongest proof points 

are: [proof points]. Give me 10 options.” 

Tools And Platforms To Use 

Google Search 

https://www.google.com 

 Use it to audit what appears when people search your name. This matters because search 

results shape first impressions before you enter the conversation. 

LinkedIn 

https://www.linkedin.com 

 Use it as your primary professional reputation hub. For most career-driven personal brands, 

LinkedIn is the fastest place to show expertise, connect with decision makers, and create 

searchable proof. 

Carrd 

https://carrd.co 

 Use it to create a simple personal website or landing page. This matters if you need one clean 

destination for your bio, services, case studies, speaking topics, or contact form. 

Notion 

https://www.notion.so 

 Use it to create a proof portfolio, content bank, project archive, or public resource page. It is 

useful for beginners because it lets you organize assets without building a full website. 

Google Docs 

https://docs.google.com 

 Use it to draft bios, case studies, content ideas, and profile copy before publishing. This keeps 

your brand assets organized and easier to revise. 

https://www.google.com/
https://www.google.com/
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https://www.linkedin.com/
https://carrd.co/
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https://www.notion.so/
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https://docs.google.com/
https://docs.google.com/


AI Tools 

ChatGPT (Free) 

https://chatgpt.com 

Brainstorm positioning ideas, improve LinkedIn profiles, generate professional bios, organize 

portfolios, and evaluate credibility. 

Claude (Free) 

https://claude.ai 

Review long-form writing, improve clarity, and rewrite professional content while maintaining 

your voice. 

Google Gemini (Free) 

https://gemini.google.com 

Explore career positioning ideas, compare messaging options, and refine personal branding 

strategies. 

Perplexity (Free) 

https://www.perplexity.ai 

Research industry trends, competitors, and thought leaders to better understand how experts 

position themselves online. 

Mistakes To Avoid 

● Trying to sound impressive instead of being specific. 

● Using a job title as your entire brand. 

● Hiding your best expertise inside vague profile language. 

● Building a website before clarifying your positioning. 

● Letting old content dominate your search results. 

● Optimizing for likes before optimizing for trust. 

● Choosing a reputation category so broad that nobody remembers it. 

https://chatgpt.com/
https://claude.ai/
https://gemini.google.com/
https://www.perplexity.ai/


Chapter 2: The Content Pillar Method: How 

To Share Expertise Without Feeling Like A 

Narcissist 

Most professionals avoid posting because they think personal branding means talking about 

themselves all the time. 

That is the wrong model. 

Strong personal brands are not built by constantly saying, “Look at me.” They are built by 

repeatedly saying, “Here is something useful I know that can help you solve a real problem.” 

Content is not self-promotion when it teaches, clarifies, challenges, demonstrates, or documents 

useful thinking. 

The Content Pillar Method gives you a structure so you are never guessing what to post. It also 

prevents the biggest personal branding mistake: random content that attracts random attention. 

Your content must train the market to associate you with a problem, a perspective, and a 

process. 

The Core Strategy: Make Your Expertise Repeatable 

The common approach is inspiration-based content creation. People wait until they feel 

motivated, then post whatever comes to mind. That produces inconsistency and confusion. 

The better approach is pillar-based content. 

A content pillar is a recurring category of ideas that supports your reputation category. It gives 

your audience a reason to follow you and gives your publishing system structure. 

For personal branding, you need four types of pillars: 

1. Problem Pillars: The recurring problems your audience faces. 

2. Process Pillars: The methods you use to solve those problems. 

3. Perspective Pillars: The beliefs or contrarian views that make your thinking distinct. 

4. Proof Pillars: Examples, results, lessons, or stories that demonstrate credibility. 

Together, these pillars let you share expertise without becoming self-centered. 

You are not posting to announce your greatness. 

 You are posting to make your thinking useful in public. 



The Focus Rule: One Platform, One Format, One Year 

Before creating content pillars, choose your operating constraint. 

Do not start with five platforms. 

Choose one. 

Recommended options: 

1. LinkedIn Text Posts: Best for career visibility, recruiting, consulting, B2B services, and 

professional networking. 

2. Newsletter Essays: Best for deeper thinking, owned audience building, and future book 

or consulting opportunities. 

3. YouTube Tutorials: Best for visual teaching, software, technical expertise, and high-

trust education. 

4. Short-Form Video: Best for high-volume discovery, personality-driven education, and 

broad audience reach. 

5. Podcast Interviews Or Solo Episodes: Best for relationship building and long-form 

authority. 

For most professionals, start with LinkedIn text posts because the publishing friction is low and 

the audience is already career-oriented. 

Then choose one repeatable format. 

Examples: 

● “One lesson from my work each week.” 

● “One mistake, one fix, one example.” 

● “One framework every Tuesday.” 

● “One case breakdown every Friday.” 

● “One teardown of a common industry problem.” 

The goal is not to be everywhere. The goal is to become known somewhere. 

The Pillar Mapping Process: Turn Expertise Into A 

Publishing System 

Step 1: Define The Audience You Want To Help 

Your content gets sharper when you know who it is for. 



Do not write for “everyone interested in leadership.” Write for a specific person facing a specific 

problem. 

Use this sentence: 

“My content helps [audience] get better at [problem area] so they can [desired outcome].” 

Examples: 

“My content helps new managers handle difficult team conversations so they can lead with 

clarity and confidence.” 

“My content helps B2B founders improve onboarding so they can convert more trials into active 

users.” 

“My content helps finance professionals explain complex analysis so they can influence 

executive decisions.” 

Step 2: List The 20 Questions Your Audience Already Has 

Write down the questions your target audience asks before they trust someone like you. 

For example, if your category is executive communication for technical leaders: 

1. How do I explain technical tradeoffs to non-technical executives? 

2. How do I present bad news without losing credibility? 

3. How do I make meetings shorter and more decisive? 

4. How do I avoid sounding too detailed? 

5. How do I write updates that executives actually read? 

These questions become content ideas. 

A useful brand is built by answering questions your market already cares about. 

Step 3: Create Your Four Pillars 

Use your questions to build four pillars. 

Pillar 1: Problems 

These posts name the pain clearly. 

Examples: 

● “Why Most Executive Updates Get Ignored” 

● “The Hidden Cost Of Unclear Project Ownership” 

● “Why Your Team Keeps Repeating The Same Mistakes” 



Pillar 2: Processes 

These posts teach your method. 

Examples: 

● “The 3-Part Status Update That Gets Faster Decisions” 

● “A Simple Meeting Reset For Cross-Functional Teams” 

● “How To Turn A Vague Request Into A Clear Project Brief” 

Pillar 3: Perspectives 

These posts explain your point of view. 

Examples: 

● “Clarity Is A Leadership Skill, Not A Writing Skill” 

● “Most Team Bottlenecks Are Decision Bottlenecks” 

● “Documentation Is Not Bureaucracy When It Prevents Rework” 

Pillar 4: Proof 

These posts show evidence. 

Examples: 

● “A Before-And-After Example Of A Better Project Update” 

● “What I Learned From Fixing A Broken Handoff Process” 

● “How One Clear Decision Log Reduced Meeting Loops” 

Step 4: Build A 12-Week Content Calendar 

A content calendar should be simple enough to use. 

For one platform and one format, publish one to three times per week. 

Beginner schedule: 

● Monday: Problem Post 

● Wednesday: Process Post 

● Friday: Proof Or Perspective Post 

If three posts per week feels unrealistic, publish once per week using the same format every 

time. 

Example weekly format: 



1. Name the problem. 

2. Explain why it happens. 

3. Give a practical fix. 

4. Show a simple example. 

5. End with a useful takeaway. 

Consistency beats volume. 

Step 5: Use The 70-20-10 Rule 

Your content mix should support trust. 

Use this ratio: 

1. 70 Percent Teaching: Frameworks, tips, explanations, checklists, examples. 

2. 20 Percent Perspective: Opinions, lessons, beliefs, industry commentary. 

3. 10 Percent Proof: Case studies, wins, testimonials, announcements, behind-the-scenes 

credibility. 

Most people reverse this ratio. They post too many achievements and not enough usefulness. 

Useful content earns permission for promotional content. 

Step 6: Track Signals That Matter 

Do not obsess over likes. 

Track: 

1. Profile views from relevant people. 

2. Comments from decision makers. 

3. Direct messages. 

4. Connection requests from your target audience. 

5. Newsletter subscribers. 

6. Discovery calls. 

7. Referrals. 

8. Invitations. 

9. Recruiter outreach. 

10. Repeat language people use to describe you. 

A post with 30 likes and two serious opportunities is better than a post with 3,000 likes and no 

relevant action. 



Practical Example: Turning Expertise Into Non-

Narcissistic Content 

Bad Post 

“Excited to announce that I am passionate about leadership and helping teams succeed. I 

believe communication is everything.” 

This is vague. It says nothing useful. 

Better Post 

“Most project updates fail because they report activity instead of decisions needed. 

A weak update says: 

 ‘We are working on the implementation and should have more soon.’ 

A stronger update says: 

 ‘Implementation is 70 percent complete. We need a decision on vendor approval by Friday or 

launch moves by one week.’ 

The difference is simple: 

 Activity creates awareness. 

 Decision framing creates progress.” 

This post demonstrates expertise without bragging. 

Prompts You Can Use 

Prompt 1: Content Pillar Builder 

Copy and paste: 

“Act as a content strategist for my personal brand. My reputation category is [category]. My 

target audience is [audience]. My desired opportunities are [opportunities]. Build four content 

pillars: problems, processes, perspectives, and proof. For each pillar, give me 15 specific post 

ideas that demonstrate expertise without sounding self-promotional.” 

Prompt 2: Weekly Post Generator 

Copy and paste: 

“Using my content pillars below, generate a 4-week LinkedIn content plan. I want one platform, 

one format, and a consistent publishing rhythm. My format is: problem, why it happens, practical 



fix, example, takeaway. My pillars are: [paste pillars]. Make each post idea specific, useful, and 

tied to my reputation category.” 

Prompt 3: Narcissism Filter 

Copy and paste: 

“Review this draft post and make it less self-promotional while preserving credibility. Shift the 

focus from me to the reader’s problem, the lesson, the process, and the practical takeaway. 

Keep the tone professional and direct. Draft: [paste post].” 

Prompt 4: Idea Expansion Prompt 

Copy and paste: 

“Turn this content idea into 10 sharper angles. For each angle, include the target reader, the 

problem being solved, the main insight, and a practical example I could use. Content idea: 

[paste idea].” 

Tools And Platforms To Use 

LinkedIn 

https://www.linkedin.com 

 Use it to publish professional content, connect with decision makers, and build credibility 

around your reputation category. 

Substack 

https://substack.com 

 Use it if you want to publish deeper essays and build an email audience. This matters when 

your brand benefits from long-form trust. 

Medium 

https://medium.com 

 Use it to publish evergreen articles that can be discovered beyond your immediate network. 

Notion 

https://www.notion.so 

 Use it as your content operating system. Store ideas, pillars, drafts, hooks, examples, and 

published links in one place. 

https://www.linkedin.com/
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Google Sheets 

https://sheets.google.com 

 Use it to track post ideas, publishing dates, performance, comments, opportunities, and follow-

up actions. 

Canva 

https://www.canva.com 

 Use it to create simple visuals, carousels, diagrams, and framework graphics when your ideas 

benefit from visual explanation. 

New AI Prompt 

Act as a personal brand content strategist. I will give you a raw professional insight, 

example, or lesson. Turn it into a useful post using this structure: problem, why it 

happens, practical fix, example, and takeaway. Keep the focus on the reader. Do not 

invent facts, results, experience, or stories. Ask me for missing details before filling 

gaps. Raw material: [paste notes]. 

AI Tools To Use 

ChatGPT 

https://chatgpt.com 

Use it to brainstorm angles, organize rough notes, draft posts, and repurpose one useful 

idea into several formats. 

Claude 

https://claude.ai 

Use it to review longer notes or drafts, improve structure, and preserve a natural 

professional voice. 

Google Gemini 

https://gemini.google.com 

Use it to expand a topic into audience questions, examples, outlines, and alternative 

content angles. 

The Focus Rule: One Platform, One Format, One Year 

Before creating content pillars, choose your operating constraint. 

https://www.canva.com/
https://www.canva.com/
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Do not start with five platforms. 

Choose one. 

Recommended options: 

LinkedIn Text Posts: Best for career visibility, recruiting, consulting, B2B 

services, and professional networking. 

Newsletter Essays: Best for deeper thinking, owned audience building, and 

future book or consulting opportunities. 

YouTube Tutorials: Best for visual teaching, software, technical expertise, and 

high-trust education. 

Short-Form Video: Best for high-volume discovery, personality-driven 

education, and broad audience reach. 

Podcast Interviews Or Solo Episodes: Best for relationship building and long-

form authority. 

For most professionals, start with LinkedIn text posts because the publishing friction is 

low and the audience is already career-oriented. 

Then choose one repeatable format. 

Examples: 

“One lesson from my work each week.” 

“One mistake, one fix, one example.” 

“One framework every Tuesday.” 

“One case breakdown every Friday.” 

“One teardown of a common industry problem.” 

The goal is not to be everywhere. The goal is to become known somewhere. 

The Pillar Mapping Process: Turn Expertise Into A Publishing System 

Step 1: Define The Audience You Want To Help 

Your content gets sharper when you know who it is for. 

Do not write for “everyone interested in leadership.” Write for a specific person facing a 

specific problem. 

Use this sentence: 



“My content helps [audience] get better at [problem area] so they can [desired 

outcome].” 

Examples: 

“My content helps new managers handle difficult team conversations so they can lead 

with clarity and confidence.” 

“My content helps B2B founders improve onboarding so they can convert more trials 

into active users.” 

“My content helps finance professionals explain complex analysis so they can influence 

executive decisions.” 

Step 2: List The 20 Questions Your Audience Already Has 

Write down the questions your target audience asks before they trust someone like you. 

For example, if your category is executive communication for technical leaders: 

How do I explain technical tradeoffs to non-technical executives? 

How do I present bad news without losing credibility? 

How do I make meetings shorter and more decisive? 

How do I avoid sounding too detailed? 

How do I write updates that executives actually read? 

These questions become content ideas. 

A useful brand is built by answering questions your market already cares about. 

Use AI To Expand Your Audience Question Bank 

Start with five real questions you have heard from clients, colleagues, customers, 

managers, or online conversations. Ask an AI assistant to expand them into related 

questions, objections, mistakes, and decision points. 

Keep only the ideas that fit your reputation category and that you can answer with 

experience, evidence, or a clear point of view. Delete generic questions that could 

belong to anyone. 

Step 3: Create Your Four Pillars 

Use your questions to build four pillars. 

Pillar 1: Problems 



These posts name the pain clearly. 

Examples: 

“Why Most Executive Updates Get Ignored” 

“The Hidden Cost Of Unclear Project Ownership” 

“Why Your Team Keeps Repeating The Same Mistakes” 

Pillar 2: Processes 

These posts teach your method. 

Examples: 

“The 3-Part Status Update That Gets Faster Decisions” 

“A Simple Meeting Reset For Cross-Functional Teams” 

“How To Turn A Vague Request Into A Clear Project Brief” 

Pillar 3: Perspectives 

These posts explain your point of view. 

Examples: 

“Clarity Is A Leadership Skill, Not A Writing Skill” 

“Most Team Bottlenecks Are Decision Bottlenecks” 

“Documentation Is Not Bureaucracy When It Prevents Rework” 

Pillar 4: Proof 

These posts show evidence. 

Examples: 

“A Before-And-After Example Of A Better Project Update” 

“What I Learned From Fixing A Broken Handoff Process” 

“How One Clear Decision Log Reduced Meeting Loops” 

Step 4: Build A 12-Week Content Calendar 

A content calendar should be simple enough to use. 

For one platform and one format, publish one to three times per week. 

Beginner schedule: 



Monday: Problem Post 

Wednesday: Process Post 

Friday: Proof Or Perspective Post 

If three posts per week feels unrealistic, publish once per week using the same format 

every time. 

Example weekly format: 

Name the problem. 

Explain why it happens. 

Give a practical fix. 

Show a simple example. 

End with a useful takeaway. 

Consistency beats volume. 

Build Your Calendar Faster With AI 

Once your pillars are clear, ask an AI assistant to turn them into a 12-week plan using 

your chosen platform, format, and publishing rhythm. Tell it how often you can 

realistically publish and require a balanced mix of problem, process, perspective, and 

proof content. 

Treat the calendar as a starting point. Remove repetitive topics, replace invented 

examples, and adjust the plan around real conversations, current projects, and the 

opportunities you want to attract. 

Step 5: Use The 70-20-10 Rule 

Your content mix should support trust. 

Use this ratio: 

70 Percent Teaching: Frameworks, tips, explanations, checklists, examples. 

20 Percent Perspective: Opinions, lessons, beliefs, industry commentary. 

10 Percent Proof: Case studies, wins, testimonials, announcements, behind-

the-scenes credibility. 

Most people reverse this ratio. They post too many achievements and not enough 

usefulness. 

Useful content earns permission for promotional content. 

Step 6: Track Signals That Matter 



Do not obsess over likes. 

Track: 

Profile views from relevant people. 

Comments from decision makers. 

Direct messages. 

Connection requests from your target audience. 

Newsletter subscribers. 

Discovery calls. 

Referrals. 

Invitations. 

Recruiter outreach. 

Repeat language people use to describe you. 

A post with 30 likes and two serious opportunities is better than a post with 3,000 likes 

and no relevant action. 

Use AI To Review What Is Working 

At the end of each month, paste a simple table of your posts into an AI assistant. 

Include the topic, pillar, format, profile views, relevant comments, direct messages, 

calls, referrals, and other opportunity signals. 

Ask it to identify patterns and recommend what to continue, stop, and test next. Make 

sure it prioritizes relevant outcomes over raw reach or likes. 

Practical Example: Turning Expertise Into Non-Narcissistic Content 

Bad Post 

“Excited to announce that I am passionate about leadership and helping teams 

succeed. I believe communication is everything.” 

This is vague. It says nothing useful. 

Better Post 

“Most project updates fail because they report activity instead of decisions needed. 

A weak update says: 

 ‘We are working on the implementation and should have more soon.’ 



A stronger update says: 

 ‘Implementation is 70 percent complete. We need a decision on vendor approval by 

Friday or launch moves by one week.’ 

The difference is simple: 

 Activity creates awareness. 

 Decision framing creates progress.” 

This post demonstrates expertise without bragging. 

AI could help shape the draft, but the credible part is the real observation, clear 

contrast, and specific example supplied by the professional. 

Prompts You Can Use 

Prompt 1: Content Pillar Builder 

Copy and paste: 

“Act as a content strategist for my personal brand. My reputation category is [category]. 

My target audience is [audience]. My desired opportunities are [opportunities]. Build four 

content pillars: problems, processes, perspectives, and proof. For each pillar, give me 

15 specific post ideas that demonstrate expertise without sounding self-promotional.” 

Prompt 2: Weekly Post Generator 

Copy and paste: 

“Using my content pillars below, generate a 4-week LinkedIn content plan. I want one 

platform, one format, and a consistent publishing rhythm. My format is: problem, why it 

happens, practical fix, example, takeaway. My pillars are: [paste pillars]. Make each 

post idea specific, useful, and tied to my reputation category.” 

Prompt 3: Narcissism Filter 

Copy and paste: 

“Review this draft post and make it less self-promotional while preserving credibility. 

Shift the focus from me to the reader’s problem, the lesson, the process, and the 

practical takeaway. Keep the tone professional and direct. Draft: [paste post].” 

Prompt 4: Idea Expansion Prompt 



Copy and paste: 

“Turn this content idea into 10 sharper angles. For each angle, include the target 

reader, the problem being solved, the main insight, and a practical example I could use. 

Content idea: [paste idea].” 

Prompt 5: Human Voice And Accuracy Review 

Copy and paste: 

“Review this AI-assisted draft before I publish it. Identify generic language, unsupported 

claims, clichés, repetition, invented details, and sentences that do not sound like a real 

professional. Rewrite it to be clearer, more specific, and more natural without adding 

facts or experience I did not provide. Preserve my point of view and include one 

practical example only if it is already supported by my notes. Draft: [paste draft]. Source 

notes: [paste notes].” 

Tools And Platforms To Use 

LinkedIn 

https://www.linkedin.com 

 Use it to publish professional content, connect with decision makers, and build 

credibility around your reputation category. 

Substack 

https://substack.com 

 Use it if you want to publish deeper essays and build an email audience. This matters 

when your brand benefits from long-form trust. 

Medium 

https://medium.com 

 Use it to publish evergreen articles that can be discovered beyond your immediate 

network. 

Notion 

https://www.notion.so 

 Use it as your content operating system. Store ideas, pillars, drafts, hooks, examples, 

and published links in one place. 

Google Sheets 

https://www.linkedin.com/
https://www.linkedin.com/
https://substack.com/
https://substack.com/
https://medium.com/
https://medium.com/
https://www.notion.so/
https://www.notion.so/


https://sheets.google.com 

 Use it to track post ideas, publishing dates, performance, comments, opportunities, and 

follow-up actions. 

Canva 

https://www.canva.com 

 Use it to create simple visuals, carousels, diagrams, and framework graphics when 

your ideas benefit from visual explanation. 

AI Tools 

ChatGPT 

https://chatgpt.com 

Use it to generate content angles, convert notes into outlines, draft posts, repurpose 

finished content, and organize a publishing calendar. 

Claude 

https://claude.ai 

Use it to review long drafts, summarize source material, improve flow, and make AI-

assisted writing sound more natural without losing the main idea. 

Google Gemini 

https://gemini.google.com 

Use it to brainstorm audience questions, compare post angles, and create variations for 

different professional formats. 

Perplexity 

https://www.perplexity.ai 

Use it to research current industry questions and supporting sources before writing 

posts that depend on timely facts. Verify important information before publishing. 

 

New AI Prompt 

Act as a personal brand content strategist. I will give you a raw professional insight, 

example, or lesson. Turn it into a useful post using this structure: problem, why it 

happens, practical fix, example, and takeaway. Keep the focus on the reader. Do not 

invent facts, results, experience, or stories. Ask me for missing details before filling 

gaps. Raw material: [paste notes]. 

https://www.canva.com/
https://www.canva.com/
https://chatgpt.com/
https://claude.ai/
https://gemini.google.com/
https://www.perplexity.ai/


AI Tools To Use 

ChatGPT 

https://chatgpt.com 

Use it to brainstorm angles, organize rough notes, draft posts, and repurpose one useful 

idea into several formats. 

Claude 

https://claude.ai 

Use it to review longer notes or drafts, improve structure, and preserve a natural 

professional voice. 

Google Gemini 

https://gemini.google.com 

Use it to expand a topic into audience questions, examples, outlines, and alternative 

content angles. 

The Focus Rule: One Platform, One Format, One Year 

Before creating content pillars, choose your operating constraint. 

Do not start with five platforms. 

Choose one. 

Recommended options: 

LinkedIn Text Posts: Best for career visibility, recruiting, consulting, B2B 

services, and professional networking. 

Newsletter Essays: Best for deeper thinking, owned audience building, and 

future book or consulting opportunities. 

YouTube Tutorials: Best for visual teaching, software, technical expertise, and 

high-trust education. 

Short-Form Video: Best for high-volume discovery, personality-driven 

education, and broad audience reach. 

Podcast Interviews Or Solo Episodes: Best for relationship building and long-

form authority. 

For most professionals, start with LinkedIn text posts because the publishing friction is 

low and the audience is already career-oriented. 

https://chatgpt.com/
https://claude.ai/
https://gemini.google.com/


Then choose one repeatable format. 

Examples: 

“One lesson from my work each week.” 

“One mistake, one fix, one example.” 

“One framework every Tuesday.” 

“One case breakdown every Friday.” 

“One teardown of a common industry problem.” 

The goal is not to be everywhere. The goal is to become known somewhere. 

The Pillar Mapping Process: Turn Expertise Into A Publishing System 

Step 1: Define The Audience You Want To Help 

Your content gets sharper when you know who it is for. 

Do not write for “everyone interested in leadership.” Write for a specific person facing a 

specific problem. 

Use this sentence: 

“My content helps [audience] get better at [problem area] so they can [desired 

outcome].” 

Examples: 

“My content helps new managers handle difficult team conversations so they can lead 

with clarity and confidence.” 

“My content helps B2B founders improve onboarding so they can convert more trials 

into active users.” 

“My content helps finance professionals explain complex analysis so they can influence 

executive decisions.” 

Step 2: List The 20 Questions Your Audience Already Has 

Write down the questions your target audience asks before they trust someone like you. 

For example, if your category is executive communication for technical leaders: 

How do I explain technical tradeoffs to non-technical executives? 



How do I present bad news without losing credibility? 

How do I make meetings shorter and more decisive? 

How do I avoid sounding too detailed? 

How do I write updates that executives actually read? 

These questions become content ideas. 

A useful brand is built by answering questions your market already cares about. 

Use AI To Expand Your Audience Question Bank 

Start with five real questions you have heard from clients, colleagues, customers, 

managers, or online conversations. Ask an AI assistant to expand them into related 

questions, objections, mistakes, and decision points. 

Keep only the ideas that fit your reputation category and that you can answer with 

experience, evidence, or a clear point of view. Delete generic questions that could 

belong to anyone. 

Step 3: Create Your Four Pillars 

Use your questions to build four pillars. 

Pillar 1: Problems 

These posts name the pain clearly. 

Examples: 

“Why Most Executive Updates Get Ignored” 

“The Hidden Cost Of Unclear Project Ownership” 

“Why Your Team Keeps Repeating The Same Mistakes” 

Pillar 2: Processes 

These posts teach your method. 

Examples: 

“The 3-Part Status Update That Gets Faster Decisions” 

“A Simple Meeting Reset For Cross-Functional Teams” 

“How To Turn A Vague Request Into A Clear Project Brief” 

Pillar 3: Perspectives 



These posts explain your point of view. 

Examples: 

“Clarity Is A Leadership Skill, Not A Writing Skill” 

“Most Team Bottlenecks Are Decision Bottlenecks” 

“Documentation Is Not Bureaucracy When It Prevents Rework” 

Pillar 4: Proof 

These posts show evidence. 

Examples: 

“A Before-And-After Example Of A Better Project Update” 

“What I Learned From Fixing A Broken Handoff Process” 

“How One Clear Decision Log Reduced Meeting Loops” 

Step 4: Build A 12-Week Content Calendar 

A content calendar should be simple enough to use. 

For one platform and one format, publish one to three times per week. 

Beginner schedule: 

Monday: Problem Post 

Wednesday: Process Post 

Friday: Proof Or Perspective Post 

If three posts per week feels unrealistic, publish once per week using the same format 

every time. 

Example weekly format: 

Name the problem. 

Explain why it happens. 

Give a practical fix. 

Show a simple example. 

End with a useful takeaway. 

Consistency beats volume. 

Build Your Calendar Faster With AI 



Once your pillars are clear, ask an AI assistant to turn them into a 12-week plan using 

your chosen platform, format, and publishing rhythm. Tell it how often you can 

realistically publish and require a balanced mix of problem, process, perspective, and 

proof content. 

Treat the calendar as a starting point. Remove repetitive topics, replace invented 

examples, and adjust the plan around real conversations, current projects, and the 

opportunities you want to attract. 

Step 5: Use The 70-20-10 Rule 

Your content mix should support trust. 

Use this ratio: 

70 Percent Teaching: Frameworks, tips, explanations, checklists, examples. 

20 Percent Perspective: Opinions, lessons, beliefs, industry commentary. 

10 Percent Proof: Case studies, wins, testimonials, announcements, behind-

the-scenes credibility. 

Most people reverse this ratio. They post too many achievements and not enough 

usefulness. 

Useful content earns permission for promotional content. 

Step 6: Track Signals That Matter 

Do not obsess over likes. 

Track: 

Profile views from relevant people. 

Comments from decision makers. 

Direct messages. 

Connection requests from your target audience. 

Newsletter subscribers. 

Discovery calls. 

Referrals. 

Invitations. 

Recruiter outreach. 

Repeat language people use to describe you. 

A post with 30 likes and two serious opportunities is better than a post with 3,000 likes 

and no relevant action. 



Use AI To Review What Is Working 

At the end of each month, paste a simple table of your posts into an AI assistant. 

Include the topic, pillar, format, profile views, relevant comments, direct messages, 

calls, referrals, and other opportunity signals. 

Ask it to identify patterns and recommend what to continue, stop, and test next. Make 

sure it prioritizes relevant outcomes over raw reach or likes. 

Practical Example: Turning Expertise Into Non-Narcissistic Content 

Bad Post 

“Excited to announce that I am passionate about leadership and helping teams 

succeed. I believe communication is everything.” 

This is vague. It says nothing useful. 

Better Post 

“Most project updates fail because they report activity instead of decisions needed. 

A weak update says: 

 ‘We are working on the implementation and should have more soon.’ 

A stronger update says: 

 ‘Implementation is 70 percent complete. We need a decision on vendor approval by 

Friday or launch moves by one week.’ 

The difference is simple: 

 Activity creates awareness. 

 Decision framing creates progress.” 

This post demonstrates expertise without bragging. 

AI could help shape the draft, but the credible part is the real observation, clear 

contrast, and specific example supplied by the professional. 

Prompts You Can Use 

Prompt 1: Content Pillar Builder 

Copy and paste: 



“Act as a content strategist for my personal brand. My reputation category is [category]. 

My target audience is [audience]. My desired opportunities are [opportunities]. Build four 

content pillars: problems, processes, perspectives, and proof. For each pillar, give me 

15 specific post ideas that demonstrate expertise without sounding self-promotional.” 

Prompt 2: Weekly Post Generator 

Copy and paste: 

“Using my content pillars below, generate a 4-week LinkedIn content plan. I want one 

platform, one format, and a consistent publishing rhythm. My format is: problem, why it 

happens, practical fix, example, takeaway. My pillars are: [paste pillars]. Make each 

post idea specific, useful, and tied to my reputation category.” 

Prompt 3: Narcissism Filter 

Copy and paste: 

“Review this draft post and make it less self-promotional while preserving credibility. 

Shift the focus from me to the reader’s problem, the lesson, the process, and the 

practical takeaway. Keep the tone professional and direct. Draft: [paste post].” 

Prompt 4: Idea Expansion Prompt 

Copy and paste: 

“Turn this content idea into 10 sharper angles. For each angle, include the target 

reader, the problem being solved, the main insight, and a practical example I could use. 

Content idea: [paste idea].” 

Prompt 5: Human Voice And Accuracy Review 

Copy and paste: 

“Review this AI-assisted draft before I publish it. Identify generic language, unsupported 

claims, clichés, repetition, invented details, and sentences that do not sound like a real 

professional. Rewrite it to be clearer, more specific, and more natural without adding 

facts or experience I did not provide. Preserve my point of view and include one 

practical example only if it is already supported by my notes. Draft: [paste draft]. Source 

notes: [paste notes].” 

Tools And Platforms To Use 

LinkedIn 



https://www.linkedin.com 

 Use it to publish professional content, connect with decision makers, and build 

credibility around your reputation category. 

Substack 

https://substack.com 

 Use it if you want to publish deeper essays and build an email audience. This matters 

when your brand benefits from long-form trust. 

Medium 

https://medium.com 

 Use it to publish evergreen articles that can be discovered beyond your immediate 

network. 

Notion 

https://www.notion.so 

 Use it as your content operating system. Store ideas, pillars, drafts, hooks, examples, 

and published links in one place. 

Google Sheets 

https://sheets.google.com 

 Use it to track post ideas, publishing dates, performance, comments, opportunities, and 

follow-up actions. 

Canva 

https://www.canva.com 

 Use it to create simple visuals, carousels, diagrams, and framework graphics when 

your ideas benefit from visual explanation. 

AI Tools 

ChatGPT 

https://chatgpt.com 

Use it to generate content angles, convert notes into outlines, draft posts, repurpose 

finished content, and organize a publishing calendar. 

Claude 

https://www.linkedin.com/
https://www.linkedin.com/
https://substack.com/
https://substack.com/
https://medium.com/
https://medium.com/
https://www.notion.so/
https://www.notion.so/
https://www.canva.com/
https://www.canva.com/
https://chatgpt.com/


https://claude.ai 

Use it to review long drafts, summarize source material, improve flow, and make AI-

assisted writing sound more natural without losing the main idea. 

Google Gemini 

https://gemini.google.com 

Use it to brainstorm audience questions, compare post angles, and create variations for 

different professional formats. 

Perplexity 

https://www.perplexity.ai 

Use it to research current industry questions and supporting sources before writing 

posts that depend on timely facts. Verify important information before publishing. 

Mistakes To Avoid 

● Posting about too many unrelated topics. 

● Copying creators outside your field without adapting to your audience. 

● Confusing personal updates with strategic proof. 

● Publishing only when inspired. 

● Treating likes as the main performance metric. 

● Over-polishing posts until you stop publishing. 

● Sharing advice without examples. 

● Making every post about your achievements. 

● Switching platforms before your first platform has had time to compound. 

  

https://claude.ai/
https://gemini.google.com/
https://www.perplexity.ai/


Chapter 3: The Signature Framework: How 

To Create A Distinctive Intellectual 

Property That People Associate With You 

A strong personal brand is not just a collection of posts. It needs a mental shortcut. 

People should be able to associate you with a specific framework, phrase, method, diagnostic, 

or way of solving a problem. 

That is what a signature framework does. 

A signature framework turns your expertise into intellectual property. It gives your ideas 

structure. It makes your content easier to remember. It gives people language to repeat when 

they refer you. 

Without a signature framework, your content may be useful but forgettable. With one, your ideas 

become portable. 

People can say: 

“You should talk to her. She has that decision clarity framework.” 

“He is the person who teaches the onboarding friction audit.” 

“She created the content pillar method for professional visibility.” 

Your framework does not need to be complex. It needs to be useful, named, repeatable, and 

connected to a valuable outcome. 

The Core Strategy: Package Your Thinking Into A 

Repeatable Method 

Experts often underestimate what they know because their process feels obvious to them. But 

what is obvious to you may be valuable to someone else. 

A signature framework extracts the pattern behind your work. 

The common approach is to create random tips. The better approach is to create a named 

method. 

Random tip: 



“Be more consistent with your content.” 

Signature framework: 

“The One Platform, One Format, One Year Rule” 

Random tip: 

“Improve your meetings.” 

Signature framework: 

“The Decision-First Meeting Reset” 

Random tip: 

“Talk about your expertise.” 

Signature framework: 

“The Content Pillar Method” 

A framework works because it gives your audience three things: 

1. A diagnosis of the problem. 

2. A sequence for solving it. 

3. Language they can remember and share. 

AI can help you recognize patterns in your experience that are difficult to see on your own. 

Paste your past articles, presentations, client work, or project notes into ChatGPT or Claude 

and ask it to identify recurring methods, themes, and problem-solving approaches. Review the 

suggestions carefully and choose a framework that reflects your real expertise rather than 

something AI invents.  

The Signature Framework Builder: Turn Your Expertise 

Into Ownable IP 

Step 1: Identify The Repeating Problem 

Your framework should solve a problem that appears repeatedly in your field. 

Ask: 

● What problem do people keep misunderstanding? 

● What process do I explain over and over? 

● What mistake do I see repeatedly? 



● What do beginners overcomplicate? 

● What do intermediates fail to systematize? 

● What result do people want but struggle to create? 

Examples: 

● Professionals want visibility but scatter their effort. 

● Teams want faster execution but lack decision clarity. 

● Founders want more customers but do not understand activation. 

● Consultants want clients but sell services too vaguely. 

● Managers want accountability but avoid hard conversations. 

Pick one problem with clear economic or career value. 

Step 2: Define The Before And After 

A strong framework creates movement. 

Write: 

“Before this framework, the reader is [state]. After this framework, the reader is [state].” 

Examples: 

“Before this framework, the reader posts random content and hopes someone notices. After this 

framework, the reader publishes focused expertise that compounds toward a reputation 

category.” 

“Before this framework, the team has long meetings with unclear outcomes. After this 

framework, every meeting ends with decisions, owners, and deadlines.” 

If the before and after are weak, the framework will feel decorative. 

Step 3: Extract Three To Five Core Components 

Most signature frameworks should have three to five parts. Fewer than three may feel too thin. 

More than five becomes hard to remember. 

Common structures: 

1. Three-part model. 

2. Five-step process. 

3. Diagnostic checklist. 

4. Ladder or maturity model. 

5. Matrix or quadrant. 

6. Scorecard. 



7. Rule set. 

8. Operating system. 

Example: 

The Reputation System could include: 

1. Positioning. 

2. Proof. 

3. Publishing. 

4. People. 

5. Paid Opportunities. 

Example: 

The Content Pillar Method could include: 

1. Problems. 

2. Processes. 

3. Perspectives. 

4. Proof. 

Step 4: Name The Framework 

Your name should be clear before it is clever. 

Good framework names are: 

● Specific. 

● Easy to say. 

● Connected to the outcome. 

● Memorable without being gimmicky. 

● Flexible enough to support multiple pieces of content. 

Weak names: 

● The Ultimate Success Method. 

● The Growth Formula. 

● The Excellence System. 

● The Visibility Blueprint. 

Stronger names: 

● The One Platform, One Format, One Year Rule. 

● The Content Pillar Method. 

● The Decision-First Meeting Reset. 



● The Proof Portfolio Audit. 

● The Brand Monetization Ladder. 

● The Offer Clarity Scorecard. 

Use one of these naming patterns: 

1. The [Outcome] Method 

2. The [Problem] Audit 

3. The [Number]-Step [Result] System 

4. The [Concept] Ladder 

5. The [Before-To-After] Framework 

6. The [Distinctive Phrase] Rule 

If you struggle to name your framework, AI can generate dozens of professional naming options 

in seconds. Compare the suggestions, then choose a name that is simple, memorable, and clearly 

connected to the outcome your framework delivers.  

Step 5: Build The Framework Page 

Create one page that explains your framework. 

Include: 

1. The name. 

2. The problem it solves. 

3. Who it is for. 

4. The promise. 

5. The steps or components. 

6. A visual diagram. 

7. A practical example. 

8. A checklist. 

9. A call to action. 

This page becomes a reusable asset. You can link to it in posts, send it after calls, include it in 

proposals, use it in workshops, and build future products around it. 

Step 6: Turn The Framework Into A Content Engine 

Your framework should generate content. 

For each component, create: 

1. One teaching post. 

2. One mistake post. 

3. One example post. 

4. One checklist. 



5. One story. 

6. One objection-handling post. 

7. One case study. 

8. One short video or visual. 

A five-part framework can easily become 40 pieces of content without repetition. 

 

AI can quickly repurpose a single framework into LinkedIn posts, newsletters, presentations, 

videos, checklists, and workshop outlines. Always review the output to make sure the examples, 

stories, and recommendations reflect your own experience and voice.  

New AI Prompt 

Act as an intellectual property strategist. Review my experience, projects, and 

expertise below. Identify recurring patterns, recommend three signature framework 

ideas, explain the problem each solves, suggest memorable names, and outline the 

three to five core components for each framework. Prioritize ideas that are practical, 

easy to explain, and valuable to my target audience. 

Step 7: Test Whether People Repeat It 

A framework is working when other people use your language. 

Look for signs: 

● People mention the framework in comments. 

● People ask for the template. 

● People say, “I used your method.” 

● People describe you using the framework name. 

● You get invited to explain it. 

● It becomes the topic of calls, workshops, or interviews. 

Do not judge the framework only by launch response. Judge it by repeat usage. 

Practical Example: Creating A Signature Framework From 

Everyday Expertise 

Scenario 

Daniel is an operations manager who helps remote teams reduce confusion. 

At first, his content is generic: 

● “Communication is important.” 



● “Document your processes.” 

● “Meetings should have agendas.” 

These ideas are useful but not ownable. 

He notices that most team confusion comes from unclear handoffs. So he creates: 

The Handoff Clarity Checklist 

It includes five questions: 

1. What is being handed off? 

2. Who owns the next action? 

3. What does done mean? 

4. What context is required? 

5. What deadline or decision point matters? 

Now his content has a center of gravity. He can write posts, create templates, run workshops, 

and pitch himself around handoff clarity. 

He did not invent a new discipline. He packaged a valuable pattern. 

Prompts You Can Use 

Prompt 1: Signature Framework Discovery 

Copy and paste: 

“Act as an expert intellectual property strategist. I want to create a signature framework for my 

personal brand. My reputation category is [category]. My target audience is [audience]. The 

recurring problem I solve is [problem]. My approach usually includes these steps or principles: 

[list]. Help me identify 5 possible signature frameworks. For each one, include the name, 

promise, target audience, steps, why it is memorable, and what content I could create from it.” 

Prompt 2: Framework Naming Prompt 

Copy and paste: 

“Generate 30 names for a signature framework that helps [audience] achieve [outcome] by 

solving [problem]. The framework has these components: [components]. Make the names clear, 

professional, memorable, and easy to say. Avoid hype, clichés, and vague words like success, 

excellence, and mastery.” 

Prompt 3: Framework Page Builder 



Copy and paste: 

“Create a one-page explanation for my signature framework. Framework name: [name]. 

Audience: [audience]. Problem: [problem]. Desired outcome: [outcome]. Steps: [steps]. Include 

a concise promise, explanation of each step, practical example, checklist, and call to action.” 

Prompt 4: Framework Content Repurposing Prompt 

Copy and paste: 

“Turn this signature framework into a 30-day content plan for [platform]. Framework: [paste 

framework]. For each post, include the pillar, headline, main idea, example, and call to action. 

Make the content useful and avoid repeating the same point.” 

 

 

Tools And Platforms To Use 

Miro 

https://miro.com 

 Use it to map your framework visually. This matters because visual structure helps you see 

whether your ideas are clear, sequential, and memorable. 

Canva 

https://www.canva.com 

 Use it to create framework diagrams, slide graphics, one-page PDFs, and carousel visuals. 

Notion 

https://www.notion.so 

 Use it to store your framework page, templates, examples, and content derivatives. 

Google Slides 

https://slides.google.com 

 Use it to turn your framework into a workshop, webinar, internal training, or speaking 

presentation. 

Gumroad 

https://miro.com/
https://miro.com/
https://www.canva.com/
https://www.canva.com/
https://www.notion.so/
https://www.notion.so/


https://gumroad.com 

 Use it to package framework templates, guides, or mini-products once your audience starts 

asking for implementation help. 

Mistakes To Avoid 

● Naming a framework before you understand the problem. 

● Creating something clever but not useful. 

● Using too many steps. 

● Copying another person’s framework structure too closely. 

● Creating a framework that does not connect to your desired opportunities. 

● Treating the framework as a one-time post instead of a reusable asset. 

● Making claims without examples. 

● Overcomplicating the visual. 

  

https://gumroad.com/
https://gumroad.com/


Chapter 4: The Network Effect: How To 

Turn Online Connections Into Real Career 

Opportunities 

Visibility creates awareness. Relationships create opportunities. 

A personal brand that only publishes but never connects is incomplete. You may attract 

followers, but followers do not automatically become clients, referrals, collaborators, hiring 

managers, speaking hosts, or mentors. 

The Network Effect is the process of converting public expertise into private conversations, then 

turning those conversations into real-world opportunity. 

Most people get this wrong in two ways. 

Some people only consume content and never reach out. Others reach out too aggressively and 

treat every connection like a transaction. 

The professional approach is different. You build familiarity before asking. You create value 

before pitching. You track relationships instead of relying on memory. You move from public 

visibility to useful conversations with intention. 

The Core Strategy: Convert Attention Into Trust Through 

Sequenced Interaction 

Online networking works when you understand the relationship ladder. 

The ladder looks like this: 

1. They see your content. 

2. They recognize your topic. 

3. They notice your comments. 

4. They accept your connection. 

5. They engage with your ideas. 

6. They have a low-pressure conversation. 

7. They understand what you do. 

8. They remember you when an opportunity appears. 

9. They refer, hire, invite, partner, or recommend you. 

Most people skip from step one to step nine. 

That is why their outreach fails. 



The right approach is to build a simple relationship system that includes: 

1. Strategic target selection. 

2. Public engagement. 

3. Low-friction connection. 

4. Useful conversation. 

5. Follow-up. 

6. Opportunity tracking. 

Your goal is not to “network more.” Your goal is to become easier to remember and easier to 

refer. 

 

Use AI To Research People Before You Connect 

AI can help you understand a person's work before reaching out. Paste their LinkedIn profile, 

company website, recent posts, or interview transcripts into ChatGPT or Claude and ask for a 

summary of their interests, priorities, and areas of expertise. Use those insights to personalize 

your engagement, but always verify the information before starting a conversation. 

 

The Opportunity Network System: Turn Visibility Into 

Conversations 

Step 1: Build Your Target Relationship Map 

Create a list of people who are connected to the opportunities you want. 

Use five categories: 

1. Decision Makers: People who can hire, book, buy, or approve. 

2. Connectors: People who know many people in your category. 

3. Peers: People building similar credibility. 

4. Mentors: People ahead of you who can offer perspective. 

5. Audience Members: People who experience the problem you solve. 

For each person, track: 

● Name. 

● Role. 

● Company. 

● Platform. 

● Why they matter. 

● What they care about. 



● Last interaction. 

● Next action. 

● Opportunity type. 

Start with 25 people. Do not build a massive list you will never use. 

 

Build A Smarter Relationship Map With AI 

Instead of manually organizing dozens of contacts, ask AI to group people by industry, 

influence, buying authority, shared interests, or opportunity type. It can also recommend which 

relationships to prioritize based on your career goals, making your networking efforts more 

intentional. 

Step 2: Engage Before You Ask 

Before sending a message, create familiarity. 

Spend one to two weeks engaging with their public work. 

Good engagement: 

● Adds a useful example. 

● Expands the idea. 

● Asks a thoughtful question. 

● Shares a relevant resource. 

● Clarifies an implication. 

● Connects their point to a real-world situation. 

Bad engagement: 

● “Great post.” 

● “Totally agree.” 

● “Love this.” 

● “Check your DMs.” 

● Copy-paste compliments. 

● Hijacking the post to promote yourself. 

Your comments should make the other person think, “This person understands the topic.” 

 

Generate Better Comments With AI 

If you're unsure what to write, use AI to brainstorm thoughtful comments based on someone's 

post. Rather than copying the response, personalize it with your own experience or perspective 

so your engagement feels authentic and adds real value. 

 



Step 3: Send A Specific Connection Message 

A connection message should be short and relevant. 

Bad message: 

“Hi, I’d love to connect and explore synergies.” 

Better message: 

“Hi Priya, I’ve been following your posts on customer onboarding. Your point about activation 

metrics was useful. I work on lifecycle messaging for B2B SaaS teams and would enjoy staying 

connected.” 

The message works because it includes: 

1. Context. 

2. Specificity. 

3. Relevance. 

4. No immediate ask. 

Step 4: Create Conversation Without Pitching 

After someone accepts, do not immediately sell. 

Start with a useful, low-pressure note. 

Examples: 

“Thanks for connecting. Your recent post about onboarding handoffs made me think about a 

pattern I see often: marketing owns signup, product owns activation, and nobody owns the 

transition. Curious if you see that too.” 

Or: 

“Thanks for connecting. I noticed you focus on technical leadership. I’ve been writing about 

executive communication for engineering leaders. Your post on tradeoff conversations was 

especially relevant.” 

This opens a conversation around shared interest, not a transaction. 

 

Draft Personalized Messages Faster 

AI can help you write professional first messages that reference a person's recent work, shared 

interests, or industry challenges. Review every message before sending it so it sounds like you, 

not a chatbot. 



 

Step 5: Move To A Call When There Is A Reason 

Do not ask for calls randomly. Ask when there is a clear reason. 

Good reasons: 

1. You are exploring similar problems. 

2. They asked about your work. 

3. You can exchange useful information. 

4. There is potential collaboration. 

5. You can help them with something specific. 

6. They mentioned a challenge you understand. 

Use a low-pressure invitation: 

“This may be easier to compare notes on live. Open to a 20-minute conversation next week? No 

pitch, just a useful exchange on what we are both seeing in this space.” 

Step 6: Follow Up With Value 

After a conversation, send a useful follow-up. 

Include: 

1. A thank you. 

2. A specific point you appreciated. 

3. Any resource promised. 

4. A next step if relevant. 

5. A reason to stay in touch. 

Example: 

“Thanks again for the conversation today. I appreciated your point about activation being a 

cross-functional ownership problem, not just a product metric. Here is the onboarding checklist I 

mentioned. I’ll also send over the article on lifecycle triggers. Let’s stay in touch as you refine 

the customer education work.” 

Step 7: Track Opportunities Without Being Robotic 

Use a simple relationship tracker. 

Columns: 

1. Name. 



2. Category. 

3. Relevance. 

4. Last interaction. 

5. Conversation notes. 

6. Possible opportunity. 

7. Next follow-up date. 

8. Warmth level. 

9. Referral potential. 

10. Status. 

Review it weekly. 

Your future opportunities often come from people you already know but forgot to nurture. 

 

Let AI Identify Relationship Patterns 

As your network grows, AI can analyze your notes to identify people you haven't followed up 

with, recurring topics, referral opportunities, and industries where your expertise is gaining 

traction. These insights help you maintain stronger relationships without relying on memory 

alone. 

AI Relationship Research Assistant 

Act as a professional networking strategist. Review the information below about this 

person, including their LinkedIn profile, recent posts, company, and role. 

Summarize what they care about, identify shared interests, suggest three thoughtful 

comments I could leave on their content, write a personalized connection request, 

and recommend a natural follow-up message if they accept my invitation. Keep 

everything professional, authentic, and relationship-focused. 

 

Practical Example: From Comment To Consulting Call 

Scenario 

A consultant wants to work with HR leaders on remote onboarding. 

Instead of cold pitching HR directors, she does this: 

1. Chooses LinkedIn as her one platform. 

2. Posts weekly about remote onboarding mistakes. 

3. Comments thoughtfully on posts by HR leaders. 

4. Connects with people who engage with her content. 

5. Sends a note referencing the shared topic. 



6. Offers a simple onboarding checklist when relevant. 

7. Tracks conversations in a spreadsheet. 

8. Follows up when companies mention hiring growth. 

After three months, one HR leader asks if she offers workshops. Another refers her to a 

founder. A third invites her to speak on a panel. 

The opportunity did not come from one viral post. It came from repeated signals and intentional 

relationship movement. 

Prompts You Can Use 

Prompt 1: Relationship Map Builder 

Copy and paste: 

“Help me build a target relationship map for my personal brand. My reputation category is 

[category]. My desired opportunities are [opportunities]. My target audience is [audience]. 

Generate five relationship categories: decision makers, connectors, peers, mentors, and 

audience members. For each category, describe who belongs there, where to find them, what 

they care about, and how I should engage with them.” 

Prompt 2: Thoughtful Comment Generator 

Copy and paste: 

“Write 5 thoughtful LinkedIn comments I could leave on this post. My goal is to add value, not 

promote myself. My reputation category is [category]. The post is about [topic]. Here is the post: 

[paste post]. Make the comments specific, concise, and credible.” 

Prompt 3: Connection Request Prompt 

Copy and paste: 

“Write 10 short LinkedIn connection requests for this person. Context: I want to connect 

because [reason]. Their role is [role]. Their recent content or work is about [topic]. My reputation 

category is [category]. Make the messages specific, warm, and non-salesy. Keep each under 

300 characters.” 

Prompt 4: Follow-Up Email Prompt 

Copy and paste: 



“Write a professional follow-up message after a networking call. The person is [name/role]. We 

discussed [topics]. I promised to send [resource]. A useful next step may be [next step]. Make 

the tone warm, concise, specific, and not pushy.” 

Prompt 5: Referral Ask Prompt 

Copy and paste: 

“Write a respectful referral request to someone who knows my work. Context: I help [audience] 

solve [problem]. I am looking for [type of opportunity]. The person I am asking knows me from 

[context]. Make the request easy to say yes to, include a short blurb they can forward, and avoid 

sounding entitled.” 

Tools And Platforms To Use 

LinkedIn 

https://www.linkedin.com 

 Use it for professional discovery, public engagement, connection requests, direct messages, 

and opportunity research. 

Google Sheets 

https://sheets.google.com 

 Use it as a lightweight relationship CRM. Track people, interactions, follow-ups, and opportunity 

stages. 

Airtable 

https://www.airtable.com 

 Use it if you want a more flexible relationship database with tags, views, attachments, and 

pipeline tracking. 

Calendly 

https://calendly.com 

 Use it to make scheduling easier once a conversation has a clear reason. This removes friction 

from moving online relationships into live conversations. 

Hunter 

https://hunter.io 

 Use it to find professional email addresses when appropriate. This matters when LinkedIn 

messaging is not the best channel. 

https://www.linkedin.com/
https://www.linkedin.com/
https://www.airtable.com/
https://www.airtable.com/
https://calendly.com/
https://calendly.com/
https://hunter.io/
https://hunter.io/


Clay 

https://www.clay.com 

 Use it for advanced relationship research, lead lists, enrichment, and workflow automation. This 

is more useful once your outreach system becomes more sophisticated. 

Mistakes To Avoid 

● Sending a pitch immediately after connecting. 

● Treating networking like a numbers game only. 

● Commenting with generic praise. 

● Asking for time without a clear reason. 

● Failing to follow up after useful conversations. 

● Keeping relationship notes only in your memory. 

● Chasing famous people while ignoring accessible decision makers. 

● Confusing audience growth with relationship depth. 

● Asking for referrals before people understand your value. 

  

https://www.clay.com/
https://www.clay.com/


Chapter 5: The Brand Monetization 

Ladder: From Free Visibility To Paid 

Speaking, Consulting, And Book Deals 

A personal brand becomes valuable when it creates options. 

Those options may include better job offers, consulting clients, paid workshops, advisory roles, 

speaking invitations, sponsorships, courses, books, newsletters, or partnerships. 

But monetization fails when people try to sell too early or sell the wrong thing. 

Your brand must first create trust. Then it must create demand. Then it must offer a clear next 

step. 

The Brand Monetization Ladder helps you move from free visibility to paid opportunity without 

confusing your audience or damaging your credibility. 

You do not need to monetize everything immediately. You need to understand the sequence. 

The Core Strategy: Monetize Trust, Not Attention 

Attention is not the same as demand. 

A large audience that does not understand what you do is difficult to monetize. A smaller 

audience that strongly associates you with a valuable problem can generate meaningful 

opportunities. 

The monetization ladder has five levels: 

1. Visibility: People see your ideas. 

2. Credibility: People trust your expertise. 

3. Conversation: People ask for your perspective. 

4. Offer: People understand how to work with you. 

5. Leverage: Your expertise becomes scalable through speaking, products, books, or 

licensing. 

Most people jump from visibility to offer. That creates weak sales messages because the market 

has not been educated yet. 

The better sequence is: 



Teach first. 

 Demonstrate proof. 

 Invite conversations. 

 Package offers. 

 Scale what already works. 

 

Use AI To Validate Demand Before Building An Offer 

AI can help you evaluate whether your ideas solve problems people are actively trying to fix. Ask 

ChatGPT or Perplexity to analyze industry discussions, frequently asked questions, and common 

pain points related to your expertise. Use these insights to strengthen your offer, but validate them 

through real conversations with your target audience before investing significant time. 

 

The Brand Monetization Ladder: Build Paid Opportunities 

In The Right Order 

Step 1: Define The Opportunity You Want First 

Do not monetize randomly. 

Choose one primary monetization path for the next six to twelve months. 

Options: 

1. Career Advancement: Better roles, promotions, recruiters, executive visibility. 

2. Consulting: Strategy, implementation, advisory, audits. 

3. Workshops: Team training, company education, internal programs. 

4. Speaking: Conferences, panels, webinars, podcasts. 

5. Digital Products: Templates, guides, courses, toolkits. 

6. Books: Traditional publishing, self-publishing, lead-generation books. 

7. Retainers: Ongoing advisory or fractional work. 

8. Community: Paid membership, cohort, mastermind. 

Decision rule: 

Choose the path closest to your existing credibility and easiest for your audience to understand. 

If people already ask you for advice, consulting may come first. 

 If people ask for templates, a digital product may come first. 

 If people invite you to explain your ideas, workshops or speaking may come first. 

Step 2: Create A Clear Offer Page 



Even if you are not aggressively selling, people need to know how to work with you. 

Your offer page should include: 

1. Who you help. 

2. What problem you solve. 

3. What outcome you create. 

4. What format you offer. 

5. What is included. 

6. Who it is best for. 

7. Proof or credibility. 

8. Call to action. 

Example: 

Customer Onboarding Audit 

For B2B SaaS teams with strong signups but weak activation. 

In two weeks, I review your onboarding emails, product entry points, lifecycle triggers, and 

activation data. You receive a prioritized friction report with recommended fixes. 

Best for teams that already have traffic and signups but need more users reaching first value. 

Call to action: “Book a 20-minute fit call.” 

 

Build Your First Offer Faster With AI 

Instead of staring at a blank page, use AI to generate a draft of your consulting page, workshop 

description, or service overview. Then edit the copy so it reflects your experience, voice, and the 

specific outcomes you can realistically deliver. 

Step 3: Use Content To Create Demand For The Offer 

Your content should educate the market around the problem your offer solves. 

If your offer is a workshop on executive communication, your content should cover: 

● Why updates get ignored. 

● How leaders evaluate clarity. 

● Common mistakes technical teams make. 

● Before-and-after examples. 

● Meeting and memo templates. 

● Decision framing. 

● Case-style lessons. 



Then the offer feels like a natural next step. 

Bad content-to-offer fit: 

You post about productivity, travel, AI tools, hiring, mindset, and books, then suddenly sell a 

workshop on executive communication. 

Good content-to-offer fit: 

You spend months teaching executive communication, then invite teams to book a workshop on 

that exact problem. 

 

Let AI Turn One Idea Into Multiple Content Pieces 

AI can transform one article, framework, or client lesson into LinkedIn posts, newsletters, videos, 

podcast outlines, and social media updates. This helps you stay consistent while reinforcing the 

same expertise across multiple pieces of content without constantly starting from scratch. 

Step 4: Start With Conversations Before Building Products 

Before creating a course, book, or large product, have conversations. 

Talk to: 

1. People who engage with your content. 

2. People who ask questions. 

3. Past colleagues. 

4. Potential clients. 

5. Managers or decision makers. 

6. Conference organizers. 

7. Newsletter subscribers. 

Ask: 

● What problem are you trying to solve? 

● What have you tried? 

● Why has it not worked? 

● What would a useful solution look like? 

● Who approves spending on this? 

● What would make this urgent? 

● What result would justify paying? 

Use the answers to shape your offer. 



Do not build a product from assumptions when conversations can give you evidence. 

 

Use AI To Identify Common Customer Patterns 

After several discovery calls, summarize your meeting notes with AI and ask it to identify recurring 

problems, objections, desired outcomes, and buying triggers. These patterns can help you refine 

your offer based on real customer feedback rather than assumptions. 

Step 5: Package Your Expertise Into Three Offer Levels 

Create a simple ladder. 

Level 1: Low-Friction Offer 

Examples: 

● Paid template. 

● Audit checklist. 

● Mini guide. 

● Recorded workshop. 

● Office hours session. 

Purpose: 

Validate demand and help people take a first step. 

Level 2: Core Service Offer 

Examples: 

● Consulting project. 

● Strategy sprint. 

● Workshop. 

● Advisory package. 

● Done-with-you implementation. 

Purpose: 

Generate meaningful revenue and proof. 

Level 3: Leverage Offer 

Examples: 

● Paid speaking. 

● Corporate training. 



● Book deal. 

● Licensing. 

● Certification. 

● Cohort program. 

● Retainer. 

● Scaled course. 

Purpose: 

Expand reach and increase earning power. 

Step 6: Build Proof At Every Level 

Proof is not only testimonials. 

Proof can include: 

1. Before-and-after examples. 

2. Case studies. 

3. Screenshots of feedback. 

4. Metrics. 

5. Client quotes. 

6. Workshop evaluations. 

7. Public recommendations. 

8. Media mentions. 

9. Repeat invitations. 

10. Results from your own work. 

For early monetization, use process proof if you do not yet have outcome proof. 

Process proof shows how you think and what someone gets. 

Example: 

“Here is the exact audit structure I use to identify onboarding friction.” 

This is more credible than saying, “I help companies grow.” 

 

Organize Success Stories With AI 

AI can help organize testimonials, project results, client feedback, and case studies into clear 

proof assets for your website, proposals, and presentations. Always confirm that every statistic, 

quote, and result is accurate before publishing. 

Step 7: Create A Simple Inbound System 



Your brand should make it easy for the right people to reach you. 

Set up: 

1. A clear profile call to action. 

2. A simple offer page. 

3. A contact form. 

4. A scheduling link for qualified calls. 

5. A short intake form. 

6. A response template. 

7. A tracking sheet for inquiries. 

Do not make people guess what to do next. 

Profile call-to-action examples: 

● “For workshops on executive communication, contact me here: [link].” 

● “I help SaaS teams improve activation. Book an onboarding audit here: [link].” 

● “Speaking and consulting inquiries: [email].” 

Automate Routine Responses With AI 

AI can draft replies to common inquiries, create discovery questionnaires, and prepare follow-up 

emails after consultations. Automation saves time, but every important client conversation should 

still receive a final human review. 

Step 8: Know When To Raise Your Level 

Move up the ladder when you see repeated demand. 

Signs you are ready for consulting: 

● People ask for help applying your ideas. 

● Your posts create direct messages about specific problems. 

● You can describe the problem and outcome clearly. 

● You have a repeatable process. 

Signs you are ready for paid workshops: 

● Teams ask you to explain your framework. 

● Your topic applies to multiple people at once. 

● You have exercises, examples, and templates. 

● The problem is common inside organizations. 

Signs you are ready for a book: 



● You have a distinct point of view. 

● Your content has a clear body of ideas. 

● People repeat your framework. 

● You have stories, case studies, and a market. 

● Your topic can sustain 40,000 to 60,000 words. 

Signs you are ready for speaking: 

● Your ideas can be taught in 20 to 60 minutes. 

● You can explain a clear transformation. 

● You have a signature framework. 

● Your topic fits events, companies, or communities. 

Practical Example: From Free Posts To Paid Workshop 

Scenario 

A product leader posts weekly on “activation design for B2B SaaS.” 

For six months, she shares: 

● Activation mistakes. 

● Onboarding teardown examples. 

● Lifecycle messaging tips. 

● Product analytics lessons. 

● A signature framework called “The First Value Path.” 

People start asking for her checklist. She creates a free PDF. 

Then companies ask if she can review their onboarding. She offers a paid audit. 

After three audits, she notices the same problems across teams. She turns the audit into a half-

day workshop. 

Later, a conference invites her to speak on “The First Value Path.” 

She did not start by selling a course. She followed the ladder: 

Visibility. 

 Credibility. 

 Conversation. 

 Offer. 

 Leverage. 

AI Offer & Monetization Builder 



Act as a business strategist for my personal brand. Based on my expertise, audience, 

and signature framework below, recommend the most appropriate monetization path. 

Create a clear offer statement, identify the problem it solves, explain the 

transformation customers receive, suggest pricing ideas, list common objections, 

recommend supporting content topics, and generate a simple 90-day action plan for 

attracting my first paying clients. Keep every recommendation practical, ethical, and 

aligned with my professional reputation. 

 

Prompts You Can Use 

Prompt 1: Monetization Path Selector 

Copy and paste: 

“Act as a business strategist for my personal brand. My reputation category is [category]. My 

audience is [audience]. My current proof includes [proof]. My desired opportunities are 

[opportunities]. Recommend the best monetization path for the next 6 months. Compare 

consulting, workshops, speaking, digital products, and career advancement. Rank them by 

credibility fit, speed to revenue, audience demand, and execution difficulty.” 

Prompt 2: Offer Page Draft 

Copy and paste: 

“Write a clear offer page for my personal brand. I help [audience] solve [problem] and achieve 

[outcome]. My process includes [steps]. The offer format is 

[consulting/workshop/audit/advisory/product]. Include headline, who it is for, problem, outcome, 

what is included, timeline, proof points, and call to action. Keep it professional and specific.” 

Prompt 3: Discovery Call Questions 

Copy and paste: 

“Create a discovery call question list for potential clients interested in [offer]. I need to diagnose 

their problem, understand urgency, identify decision makers, evaluate fit, and determine next 

steps. Include 15 questions grouped by problem, current situation, desired outcome, budget, 

timeline, and decision process.” 

Prompt 4: Speaking Pitch Prompt 

Copy and paste: 



“Write a speaking pitch for me. My topic is [topic]. My signature framework is [framework]. My 

audience is [audience]. The event or organization is [event/company]. The talk should help 

attendees [outcome]. Include a concise email pitch, talk title options, session description, 3 

audience takeaways, and a short speaker bio.” 

Prompt 5: Book Concept Prompt 

Copy and paste: 

“Help me turn my personal brand into a book concept. My reputation category is [category]. My 

signature framework is [framework]. My audience is [audience]. My core belief is [belief]. 

Generate 5 book positioning options with title, subtitle, promise, table of contents, audience, 

competing idea, and why the book needs to exist.” 

Tools And Platforms To Use 

Carrd 

https://carrd.co 

 Use it to create a simple offer page. This matters because people need one clear place to 

understand how to work with you. 

Calendly 

https://calendly.com 

 Use it to schedule fit calls, discovery calls, podcast interviews, and speaking conversations. 

Typeform 

https://www.typeform.com 

 Use it to create intake forms for consulting, speaking, workshops, or advisory inquiries. 

Gumroad 

https://gumroad.com 

 Use it to sell templates, guides, recordings, and simple digital products. 

Stripe 

https://stripe.com 

 Use it to accept payments for consulting, workshops, retainers, and products. 

Google Slides 

https://carrd.co/
https://carrd.co/
https://calendly.com/
https://calendly.com/
https://www.typeform.com/
https://www.typeform.com/
https://gumroad.com/
https://gumroad.com/
https://stripe.com/
https://stripe.com/


https://slides.google.com 

 Use it to build workshop decks, speaking presentations, and sales presentations. 

ConvertKit 

https://convertkit.com 

 Use it to build an email list and nurture people who want more than social posts. 

Mistakes To Avoid 

● Selling before your audience understands your expertise. 

● Creating a course before validating demand. 

● Offering too many services at once. 

● Using vague offer language like “strategy consulting.” 

● Charging only for time instead of outcomes. 

● Ignoring small proof signals. 

● Failing to ask people what they actually need. 

● Making it difficult to contact you. 

● Treating monetization as separate from content strategy. 

● Chasing book deals before building a body of work. 

Reputation Compounds When You Stop 

Chasing Attention 

A personal brand is not a performance. It is a reputation system. 

The goal is not to be everywhere, post constantly, or become famous. The goal is to become 

known by the right people for the right thing, with enough proof that opportunities can find you. 

The central rule is simple: 

One Platform, One Format, One Year 

This rule works because it forces focus. 

Focus creates consistency. 

 Consistency creates recognition. 

 Recognition creates trust. 

 Trust creates opportunity. 

Your resume tells people what you have done. Your reputation shows people how you think, 

what you understand, and why your work matters now. 

https://convertkit.com/
https://convertkit.com/


The system in this guide has five parts: 

1. Positioning: Choose the opportunity you want and the reputation category that supports 

it. 

2. Proof: Build visible evidence that makes your expertise searchable and credible. 

3. Publishing: Use content pillars to share useful expertise consistently. 

4. Intellectual Property: Package your thinking into a signature framework. 

5. Relationships And Monetization: Convert visibility into conversations, then 

conversations into paid or career-building opportunities. 

This system rewards patience. It may not produce instant results in week one. But over months, 

it creates a body of work that compounds. 

A post becomes a conversation. 

 A conversation becomes a referral. 

 A framework becomes a workshop. 

 A workshop becomes a speaking invitation. 

 A speaking invitation becomes a consulting opportunity. 

 A consulting opportunity becomes proof. 

 Proof strengthens the brand. 

The mistake is thinking one viral moment will change everything. 

The better strategy is building a reputation so clear and useful that people know exactly when to 

think of you. 

Final Action Plan: Your First 90 Days 

Days 1 To 7: Clarify Your Reputation Category 

Complete these actions: 

1. Search your name and audit what appears. 

2. Choose one primary opportunity you want to attract. 

3. Write your opportunity statement. 

4. Define your reputation category. 

5. Rewrite your LinkedIn headline. 

6. Update your about section. 

7. Create a simple proof inventory. 

Use this statement: 

“I want to become known for [category] among [audience] so I can attract [opportunity].” 



Days 8 To 14: Build Your Content Pillars 

Complete these actions: 

1. Choose one platform. 

2. Choose one format. 

3. Commit to one year. 

4. List 20 audience questions. 

5. Build four content pillars: problems, processes, perspectives, and proof. 

6. Create 12 post ideas. 

7. Draft your first three posts. 

Decision rule: 

If you are unsure where to start, choose LinkedIn and one weekly text post using this format: 

Problem. 

 Why it happens. 

 Practical fix. 

 Example. 

 Takeaway. 

Days 15 To 30: Publish And Collect Signals 

Complete these actions: 

1. Publish once or twice per week. 

2. Track profile views, comments, messages, and relevant connections. 

3. Save every useful question people ask. 

4. Reply thoughtfully to comments. 

5. Comment on 10 relevant posts per week. 

6. Improve your content based on real audience response. 

Do not judge success by likes alone. Look for relevance. 

Days 31 To 45: Create Your Signature Framework 

Complete these actions: 

1. Identify one recurring problem your audience faces. 

2. Define the before-and-after transformation. 

3. Extract three to five steps. 

4. Name the framework. 

5. Create a one-page explanation. 



6. Turn the framework into five posts. 

7. Create one simple visual. 

Your framework should be easy to explain in one sentence. 

Example: 

“The Content Pillar Method helps professionals turn expertise into repeatable content without 

sounding self-promotional.” 

Days 46 To 60: Build Your Relationship System 

Complete these actions: 

1. Create a target relationship map of 25 people. 

2. Sort them into decision makers, connectors, peers, mentors, and audience members. 

3. Engage before reaching out. 

4. Send specific connection requests. 

5. Start conversations around shared problems. 

6. Track every meaningful interaction. 

7. Follow up with value. 

Relationship rule: 

Never ask for an opportunity before creating context. 

Days 61 To 75: Build Your Proof Portfolio 

Complete these actions: 

1. Create one case study or project breakdown. 

2. Create one framework page. 

3. Create one simple personal website or Notion page. 

4. Add proof to your LinkedIn featured section. 

5. Collect testimonials or informal feedback. 

6. Save screenshots of useful comments, messages, and outcomes. 

Your proof portfolio should make it easy for someone to trust you quickly. 

Days 76 To 90: Design Your First Opportunity Path 

Complete these actions: 

1. Choose one monetization or career path. 



2. Draft a clear offer or opportunity page. 

3. Add a call to action to your profile. 

4. Create a simple intake form or contact method. 

5. Have five conversations with people in your target audience. 

6. Use those conversations to refine your offer. 

7. Continue publishing around the problem your offer solves. 

Start small. 

A first paid audit, speaking invite, consulting call, recruiter conversation, panel invitation, or 

referral is evidence that the system is working. 

The 90-Day Scorecard 

At the end of 90 days, review: 

1. Did I stay focused on one reputation category? 

2. Did I publish consistently on one platform? 

3. Did I use one repeatable format? 

4. Did I create four clear content pillars? 

5. Did I build at least one signature framework? 

6. Did I start conversations with relevant people? 

7. Did I create proof assets? 

8. Did I receive stronger inbound signals? 

9. Did people begin associating me with a specific problem? 

10. Did I create a clear next step for opportunities? 

The Practical Takeaway 

You do not need to become louder. 

You need to become clearer. 

Choose one platform. 

 Choose one format. 

 Choose one year. 

 Teach what you know. 

 Package how you think. 

 Build real relationships. 

 Make your value easy to find, trust, and refer. 

That is how a personal brand opens doors. 

 


