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Introduction

“If we all did the things we are capable of doing, we would literally astound ourselves.”

Thomas A. Edison

There is a broad choice of business and self-development books on the bookshop shelves. These books can “help you win friends and influence people,” achieve “confidence,” be a “brilliant manager” and show you “how to get rich.” It is now even possible to read books purporting to provide a “30-Day MBA,” a “10-Day MBA” and—for the really time-strapped—an “80-Minute MBA.” This is even more startling knowing that many reputable business schools would charge in excess of $100,000 in fees and require attendance of a one- or two-year full-time course before awarding an MBA.

So, why have we had the audacity to write The Art of Selling Yourself? The simple answer is that learning how to “sell yourself” is the most important skill you can have in your working life. Selling yourself is crucial to influencing people, to having confidence, to being a brilliant manager and to becoming rich. (It won’t, however, give you an MBA!)

Selling yourself is the key to success

The impact you have on your life will be fundamentally determined by how well you sell yourself. Selling yourself is the single most important skill you could have in your career. It is vital to every aspect of commerciality, and convincing others to “buy you” is the secret to unlocking your full potential.

Ask yourself:

• Do people recognize your full potential when they meet you?

• Are all your qualities truly utilized at work?

• Are you having the impact on your life that you aspire to?

Selling yourself is essential in the corporate world

Consider all the times you need to promote yourself directly in your working life: writing a résumé, attending a job interview, convincing your colleagues of a new idea, attaining more responsibility from your boss, gaining a promotion, receiving a raise, etc. However, selling yourself is also necessary in all aspects of business, as people do not just buy your company, products or services, they buy you. It is vital in winning a new client, managing teams, public relations, establishing a strategic partnership, to name just a few examples.

Selling yourself is crucial as an entrepreneur

To be an entrepreneur it is essential that you have the ability to sell yourself to others. Initially, you have to sell a concept to the world, with the only physical representation of the business being you. When seeking funding for your venture, selling yourself is absolutely key—venture capitalists or angel investors do not just assess your great business idea, they also assess you.

People at the top sell themselves all the time

Business leaders or CEOs are generally experts at selling themselves. Their role is to profitably grow a business, and how they sell their own values, vision and strategy is vital to that success. Likewise, political leaders do not only present policy programs; they also need to “sell” themselves so that you choose to “buy” them through voting for them.

The modern politician also sells his/her nation on the international stage. For example, in 2010 British Prime Minister David Cameron led a sales expedition of forty-three British business leaders to China. Cameron pledged to sign forty trade deals—but he was outdone by French leader Nicolas Sarkozy, who had secured 12.48 billion euros of French goods to China shortly before. Many celebrities now “sell themselves” so effectively that they have become a “brand”; for every big company like Apple or McDonalds, think of J.Lo (Jennifer Lopez), David Beckham or Madonna.

The world is shaped by people selling themselves

The economy is a marketplace in which goods and services are transferred. However, there is not an objective criterion for what makes a good product or an excellent service. Everything in the business world is entirely subjective—that is, its value is based completely on what other people think. The most flourishing people in business have convinced others that they themselves, or the products and services they can provide, are highly valuable.

These people are not necessarily any more intelligent or any more capable than anyone else. In fact, many successful people have a number of flaws and weaknesses. For example, the celebrated entrepreneur Richard Branson failed to achieve any academic qualifications at school and was arrested by the police, before setting up a lucrative corporation. However, these people—and Richard Branson especially—are highly skilled at selling themselves.

Selling yourself is now more important than ever

In the modern world it is paramount that you know how to promote yourself no matter what job you have. The “job for life” model of the 1950s, in which you could stay in one company for most of your career, has ended. It is now just as important to be “employable” as it is to be employed. You will need to sell yourself into a number of different jobs, and then into a number of different businesses. The people you deal with will not just buy from you out of convention. They will be spread across the globe, and will have their own approach to business. New businesses are emerging—and old businesses failing—every day. Even giant investment banks such as Lehman Brothers, or entrenched high-street shops such as Woolworths, can disappear overnight. In the digital age, business models are changing more quickly than ever before.

We know this works

As business professionals, we know the importance of selling yourself from our own careers. We have studied and worked at some of the best business schools in the world such as ESCP Europe, ranked number one in the world for Master in Management by the Financial Times, and IESE, ranked number one in Europe and number five in the world for MBA by The Economist. We have raised hundreds of thousands of pounds in investment from venture capitalists. We have sold to leading organizations in the private, public and voluntary sectors. We have established our own company, MBA & Company, and been featured in The Economist, Business Week and the Financial Times. Our company is based on an understanding of how people can sell themselves, as we enable highly skilled MBA holders to sell themselves directly to leading companies for different projects. We believe that in the future individuals may not be tied to one company, but will instead sell their skills and knowledge for the highest price through new media platforms.

So how do you sell yourself? Should you blow your own trumpet to everyone who will listen? Boast at every opportunity? Mass e-mail a list of your qualities to all your contacts? Rent a billboard and poster your face across the city? Perhaps not…

This book will help you do it

This book will give you the tools you need to sell yourself and achieve success in your life. It will show you exactly how truly accomplished people—from Julius Caesar to Warren Buffett—have achieved success. It will provide you with the latest management knowledge from leading academics and universities. It will teach you a simple step-by-step process to sell yourself successfully every time. Follow the steps presented in the book and you will:

• Gain more confidence

• Learn how to recover more swiftly from challenging setbacks

• Take control by letting go of your anxieties

• Network effectively for business and pleasure

• Converse on topics you previously felt were beyond your reach

• Move outside your comfort zone and thrive in previously “no-go” areas

• Form good, impactful connections with others

• Discover how to enjoy your job and find satisfaction in the workplace
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