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Chapter

1

You’re a Business 

The basis of our society is a monetary system, which means you need to have a way to make money. If you are looking for a job or shifting careers, the market always appears frightening.  When you seek employment or even access to a new industry, there is a challenge edged with insecurity. Will you have enough experience, enough education, enough personality?

This workbook will get you started on the right path and take some worry out of finding a job. After reading this chapter, you will begin the process of learning how to effectively market yourself, take financial care of yourself, and control your own destiny. Free yourself from worry. Even if you are faced with a layoff or major change in the future, you will know how to handle it.

Taking Control

Do you want to take control of your life? Many people do not know what it means to take control. You must first determine what it means to you. For instance, does taking control mean:

	Succeeding? 

	Being organized?  

	Having influence over your future?

	More free time?


No one in your life tells you how to take charge of your destiny, to be in control. Many people do not even think about it because they are too busy doing things, working or distracted. You may be so preoccupied with the external influences that you cannot focus on those areas that are controllable and can guide your destiny.

The first step is to begin to see yourself as a business. As a business you can achieve whatever success, riches and fame you want. The key is to define what success means to you.  Because if you don't know what you want, you will not know when it comes your way.  


“Whatever the mind can conceive and believe, the mind can achieve.” Napoleon Hill, Think Grow Rich, 1937


Let us go over the ways in which you and your career resemble a business. First, you have Accounts Receivable such as salary income, like paychecks, as well as dividends or interest on investments. Second, you have Accounts Payable like credit card bills, car payments, house payment or rent, etc. Third, you have a product that you sell for a price –YOU as a package of talent, skills, experience, and education. Finally, an essential of every business, the one thing that enables it to grow and prosper, is profit. As with every successful business, to thrive you must make a profit. Your receivables (paychecks) need to be more than your payables (bills) (See Activity 1). The following activity will help you to better understand your finances starting with estimating your monthly income and expenses. 
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Why do you need profit? 

Every business must have profit for three important things:


1. To enrich the current business environment with new technology, better working conditions, etc.

2. To reinvest in improving the product it sells so it can compete effectively in the marketplace over time. 

3. To fund growth as the business takes off, such as larger office space and more employees. 


To better understand how important profit is to you as a business, you need to evaluate the role it plays in you being able to take control. After running through the worksheet, did you come up with a positive number (profit) or negative number (loss)? Just like a business, profit will allow you to enhance your environment, such as your home, room, or apartment. 

Profit will also enable you to improve your product - you.  

Does a business merely release a product on the market and just leave it there, hoping no one will create a better one? No! The company markets its products to those people who are interested and continues to improve those products over time. The same thing applies to you. If you do not improve yourself through more skill development and education, how can you expect to raise your price, i.e., salary or to remain competitive as others improve their products – themselves?  


“I believe life is constantly testing us for our level of commitment, and life’s greatest rewards are reserved for those who demonstrate a never-ending commitment to act until they achieve. This level of resolve can move mountains, but it must be constant and consistent.” Tony Robbins (Blaydes, p.57)


Finally, your profit will allow you to fund your growth. For example, as you climb a corporate ladder or run a successful business, time for yourself will become hard to find.  So, with your profit you can hire house cleaners, gardeners, and others who will maintain your lifestyle while you continue to achieve your dreams and have time to develop your product.

Having a Dream

Do you have a dream? You may still be creating one, or you have some things that you want, like a new car. But consider what is really driving you into the future. Think for a moment about what you really would like to be, to do, and to have for a life.

In talking to some high school students, I once asked, “What is your dream? What are you here for? What's your vision?  What are you going to do with your life?” One young man in the back of the room raised his hand and said, “President of the United States.”  Someone kind of twittered and others joined in as they glanced at each other. However, one girl said loudly, “Don't laugh!”  That is what having a dream is all about. The young man can be president of the United States if he chooses to work hard for it, guide his own career, and take control of his destiny. 

Unfortunately, the response of the high school audience to his dream was classic, because the other young people acted as if it was too grandiose, too big for a kid in high school. If someone does laugh at your dream, the main thing is that you have the vision and a few people who do believe in you. 

Often, a dream or vision has an element of fame in it. People dream of being recognized for doing something special, being talented or making it big in an industry.  Andy Warhol, a famous artist, is known for his comment that we are all famous for at least fifteen minutes. If so, when will you have your fifteen minutes, when young, during a career or at the end of your life?  

Do you have an idea of what fame truly means to you? Is it making six figures in salary, recognition at an awards ceremony, or being on the cover of a magazine, perhaps? In your own mind, figure out what it will look like when you get there. Your own sense of fame may include being held in high esteem by your family. Or, it may be having friendships that last a lifetime. You just may want to be President, yet you must know what fame means to you, or you cannot create the path to it. Begin to describe fame in your mind.  

If you do not have a dream to serve as a road map, you cannot possibly recognize your destination when you get there. The key is that if you know where you are going, then you and your support system can and will help you get there.   

The Vision

To market yourself and see yourself as a business, you must make sure that you have a mission, purpose or vision. Why? All successful businesses use a vision as a guiding light and from there engage in strategic planning to develop the way to achieve that vision.  


As Nathan Strauss, the president of Macy's Department Stores said in 1899 to Success Magazine, “To succeed, you must be honest, believe in your own ability, and after having selected your path in life, stick to it through thick and thin.” (Marden)


A strategic plan acts as a guide, and as a business you can use the same strategic plan for your product. It begins with your mission statement, identifying your purpose, or describing a vision, so that you can build a plan to help you achieve it.  


"Personal visions derive their power from an individual's deep caring for the vision," said Peter M. Senge in his book, The Fifth Discipline.


A big difference exists between having a vision and having goals.  If you are pursuing your overall vision, you need a guiding light to keep you on track. This guidance comes from accomplishing small goals over time to lead you into achieving the vision. 

Once on a long flight back from a speaking engagement, I decided to write down all the things that I wanted as goals. When reviewing them, I realized the goals seemed empty.  I found myself asking questions like why did I want to travel or why did I want a new home? There was no connection between my goals, future achievement or quality of life.  It hit me that I had been conducting strategic planning sessions for many client companies, so why not use the same process in my life? 

Everything you do today has an impact on tomorrow. If you direct every ounce of energy through a plan towards your vision, you will continue to meet goals and gain fulfillment.  Also, decisions you make about a job, places to live, or even hobbies will be in “synch” with what you want out of life.  Try the exercise provided to develop your vision.
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ACTIVITY 2: BEGINNING THE VISION
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The Mission or Purpose of Your Life 

While the vision is the ultimate achievement you want, you still need to describe your ongoing mission. Different from the vision, a mission is your purpose or why you exist in life. For example, a financial institution has a mission of providing financial services to a specific group of customers. Yet, the vision of what the bank ultimately becomes encompasses issues such as growth, the level of quality service it offers, the overall mix of services, and the type of work environment the employees enjoy.  

Another example is a non-profit company; United Way whose mission was to provide funding for social services in the community while its vision was “to increase the organized capacity of people to care for one another.” Ultimately, the mission forms the foundation for achieving the vision. The two are dependent on each other and are powerful pieces to your success. 

A mission statement has two parts. First is the service element of “doing good,” and second is the economic element of “doing well.” Both are very important because the mission is the building piece of your dream.  

Service is how you make a difference in your life and in the lives of others. You may just make a difference with one child's life. You may make a difference with thousands. It is the element that listens to your intuition and your heart, determining what it is that you really want to do.  

The


























What Are Values 






Connecting with the Past






Matching your values with the organization
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Ethics














The Climb to the Mountain Top






Self-Image





Make Sure to Celebrate





Creating Goal Statements










Self-Talk for Goal Statements



	Positive, written as if you have already done it, as in the example “I am.”

	Short enough to be easily memorized.

	Repeat habitually daily. 





	“I am a successful ______, working in a team-oriented company that values good communication, honesty and integrity.”

	“I am in a happy, passionate relationship with a man/woman who loves me, and I love him/her, too.”

	“I am running a 10K at an 8-minute pace feeling comfortable and energized.”




	Develop 3 “I am” statements using words from your mission, vision and values to resonate with the life you want to lead. 

	Each morning, say your statement 3 times using different inflections each time.

	If possible, record the statements with your phone with background music that is classical or slow jazz (rhythm is like our heartbeat which scientists have noted is better for anchoring in our subconscious. Domuschiev, The Quantum Effects of Music)

	Record new statements as original ones are achieved, stretching to new goals.

	Make it an easy habit by listening to them in the car on your way to work or running errands. 


Affirmations















	It takes around 6 months to create any habit, and while you may get results very quickly on some of your goals, the habit of continuing to set goals will take time.  

	Goal setting only works if you are truly committed because there are tests of your patience, setbacks, and other forces.

	You need to concentrate on your goals, self-talk and affirmations in a relaxed state of mind to allow the images to imprint in your mind.

	Goals that are measurable can also set limits, so keep moving the measures out farther if you want to keep growing[image: ]








	Product

	Price

	Place

	Promotion



You as the Product





The Competitive Advantage



	Why are you so good at what you do?  

	What is so unique about you?  

	Why should someone want to hire you, to be your friend, to love you?  






[image: ]Your Visual Statement






	What image does your style of dress, and your tone of voice show others about you?  

	Who do you appear to be—a person that is quiet and conservative, a determined risk taker, or gregarious and ambitious?  



[image: ]Matching Your Image of Tomorrow –Today!




Acting the Part



Improving the Product


























Price: What Are You Selling?











Key Elements of Price
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Supply and Demand



What to Expect - Average Salaries


The Market Analysis





An Issue of Quality





The Importance of Time Management












Triangle of Balance Exercise 


Place: Distributing Your Product














Where You Work: Factors Influencing Your Decision

	A large employer is looking for specialists.

	A small employer will look for self-motivated, multi-tasking individuals.

	Being self-employed requires goal-oriented, visionary, self-motivated individuals with business skills.

	Service industries need people who are good communicators and those who can motivate others.

	Technology firms looking for software and online expertise.

	Manufacturing firms look for process-oriented, technical people.





Get Your Foot in the Door 


Where Do You Want to Live and Work



Getting the Product to Market








Promotion: Setting up the Communication Plan



To Inform



	Tangible Evidence of Your Product - Because our skills, education and talent are intangible to others, they need to be captured and described within a resume. By noting the types of jobs or positions held, the education achieved, and other certifications, awards and highlights in your career, you give tangibility to your product attributes.

	Provides Insight into Your Professionalism – In marketing yourself, the resume is your "brochure" that offers the benefits and features of you as a product beyond education and work experience. You can include awards, published articles, speaking gigs, good reviews on Google or other platforms, and achievements. 

	Great for Success Network Referrals – If someone refers you to a potential opportunity, one thing that is usually requested is to send a resume to show your qualifications for the referral. With a nicely written and designed resume, your best foot forward lands on their desk or in their email.






To Persuade


















	By phone, you must project your image by your tone, pitch and articulation. The tone needs to show energy and interest. The pitch needs to be moderate (not too low to be hard to understand or too high to be disingenuous). Plus, your articulation should be crisp and avoiding slang to be easily understood.

	In person, the first thing any interviewer pays attention to is appearance. Your style of clothing, hairstyle, grooming and the neatness of your overall appearance will be quickly assessed. Walking into the interviewer's office, your image is declared by the care you have taken in your appearance. While we all hate to be judged by your external appearance, it is still important to recognize the ability of your appearance to persuade others of your sincerity and respect.

	By video chat, the same issue of appearance including grooming, choice of clothing and your posture are key to the first impression. In addition, pay attention to the background to make sure it is clear of anything that would be distracting for the interviewer.



To Remind




To Show and Tell





	Your resume

	Diploma(s)

	Recognition letters from employers

	Certificates of membership in organizations 

	Photos or letters of your involvement in the community

	Awards and recognition certificates

	Articles written by or about you

	Reference letters

	Performance evaluations.  

	Reviews posted online about your work  



To Keep Connected 

























Personal SWOT


Strengths



	What are your talents, your abilities to do things easily and well?

	What job skills have you acquired?

	Do you have hobbies or are avid in some sport(s)?

	What level of education have you achieved and what are some of the key courses you feel offer some critical expertise?

	Do you have certifications in areas that provide special expertise?

	How are your written and verbal communication skills?

	What software programs are you proficient in using?

	Do you personally own technology such as a computer, smart phone, tablet?

	Do you have a personal email address?

	What is your financial position?

	Are you physically fit to keep up with new demands on your time and energy?

	Do you have your vision for the future defined to be able to tell someone else?

	What kind of jobs/projects have you been working on currently that might lend you to future positions or promotions?

	Have you kept moving toward your goals and charting your progress?




Weaknesses 


	What skills do you lack that would assist you in achieving your goals?

	Do you need additional education or certifications to be able to qualify for other job positions or promotions?

	Do you have the tools necessary to manage your time effectively?

	Are you utilizing all the available technology to make yourself more accessible and efficient?

	Do you need a diet and physical fitness plan that helps you stay on course?

	If you didn’t have to worry about money, what would you need for your product to be the most competitive?  (i.e. a new wardrobe, internship, classes?)


Opportunities


	What demographic changes are happening that will impact my choices in a career?  

	How competitive is the area of interest for a career and what opportunities are there now? 

	What are the major changes in the marketplace that are creating a shift in the way consumers view and use the products/services of the industry I am interested in?

	What is the business climate like today and what are the projections for the future?  Is the economy up, down or flat?

	What will new changes in technology require of me and my skill levels?

	Is there anything that the politicians are proposing that will affect the industry I am interested in pursuing or the type of work I want to do?

	What is the general mood of the people? Are consumers upbeat, confident in the economy or worried?  

	What are the new social changes that are sweeping the country? 


Threats



	Will Boomers staying longer in the workplace affect my chances of promotion or better positions within the company or industry that I choose?

	Will technological advances replace the type of work I enjoy?

	If the economy shifts dramatically, like it did in The Great Recession in 2007-08, how will that affect how I make a living?

	With the shift in types of jobs, work at home options and flatter management teams within larger organizations, what kind of flexibility will I need to have a quality lifestyle?

	If health care becomes more expensive and companies back away from offering many benefits, how will that impact my lifestyle?


The Marketing Planning Worksheets


Timeline of Objectives/Goals 
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ACTIVITY 1: PERSONAL ACCOUNTING WORKSHEET

Gain Control over Your Financial Situation:
Estimate Your Monthly Income and Expenses

Accounts Receivable (Income):
Paychecks
Dividends/Interest (savings & investments)
Other

Total Accounts Receivable

Accounts Payable (Expenses & Bills):

House Payment/Rent
Car Payment & Insurance

Utilities (telephone, electricity, ete
Clothing & Grooming (average)
Household Upkeep (cleaning, repairs, etc.
Entertainment (movies, dinners, etc.)
Credit Card Payments

Other (i.e. student loans)

Total Accounts Payable
Subtract Payables from Receivables

Monthly Profit (or Loss)
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The Price Assessment Worksheet

« What amount of money are you willing to work for in your job?

+ What time are you willing to commit to work, family, friends and volunteer actvities?

« How are you managing your time?

0 Date book, time management tool
O Calendar
O Seat-of-your-pants
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Your Image

‘The choice of the car you dream of having
relates to the dreams you have, and to what
you would like others to know about you. Our
cars are tangible statements of the images we
‘want to have. If you could have any kind of
car, what would it be?

Year:
Make:
Model:
If that's what you want, are you dressing to

match that car? Are you reflecting the same
style as the car you would love to have?
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ACTIVITY 5: CREATING A VALUES STATMENT

Using the values you prioritized In the last exercise, write a
staternent that reflects them. Since values guide your decisions,
try to create one that is active, not simply *I value

" The values statement can become a script for
interviewing and in personal relationships, particularly as an
opener for more conversation about what is Important to you
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Characteristics of an Achiever

Have you ever heard; you make your own luck? Well,
there is a difference between those who achleve and those

who don't. If you truly want to get ahead and reach your

concept of fame and fortune, consider these
characteristics of achlevers

1. Have a personal continuing education program (i.e.
attending seminars, taking college courses, using
self development books and tapes, and joining
professional organizations)

2. Utiize other people’s experience by taking
advantage of learning from their mistakes!

3. Recognize the LEARNING/EARNING RATIO, which is
the more you learn, the more you'll earn. (Reading is
considered very important to an achiever)
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Disclaimer
The information and viewpoints in this book are those of Nicolette
Lemmon. Asthe owner of a marketing agency for over 35 years, the
intention of this marketing handbook is to share key marketing processes
and Ideas to enable job seekers to suiccessfully promote themselves and
gain career opportunities.

During the writing and editing of this handbook, every attempt has been
made to verify the information, examples and customer storles provided
toillustrate ways to effectively create personal marketing. Neither the
author nor the publisher assumes any responsibility for errors, omissions,
or contrary interpretations of the subject matter herein. The views
expressed are based on the author’s personal experiences within the
corporate world, education, and everyday life
This book Is for guiding readers In their understanding of marketing only.
The Views expressed are those of the author alone and should not be
taken as expert instruction or commands. The reader Is responsile for his
or her future action. This book makes no guarantees of future success
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ACTIVITY 6: MY PRODUCT ASSESSMENT
Things I will need to achieve my vision:

Values such as:

Skills such as:

Education [] High School [] Associates [] Bachelors []
Masters[] Doctorate

Things I have already as part of my product:

Talents which are: R

Physical Attributes which are:

My Competitive Advantage is:






d2d_images/image015.png
Ac

Be:

ni the

on

The point of this exercise is to help you visually develop a vision
that encompasses your dreams, goals, aspirations and interests
all at once. First, decide how far out Into the future you want to
set the vision. Even for Just five vears out, and you can always
return to this exercise later to expand the timeframe once the
ideas start to flow.

Write the year for your vision at the top ofthe circle. Within the
circle, write down statements describing what you have achieved,
what types of things you did to be so successful and the things
you have around you because of your success. Remernber to
include your personal life and your career

After you have written several achlevements, see if you can find
common threads and try to boil these down into two or three
sentences about what your future success looks like. This
will help you identify the things that are most Important to you and
enable you to focus on a direction
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