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            This is dedicated to all the people who are visionary enough to recognize the enormous opportunities we’ve been given in this
               new digital age, and who are brave enough to demand and seek out happiness not only in their life but also in their work.
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            Introduction

         
         My eight-year old daughter, Misha, wants to be a YouTuber when she grows up. That probably comes as no surprise—many young
            kids find out what their parents do and decide that’s their ambition, too (in addition to becoming a firefighter and zoo keeper).
            My daughter sees me using online platforms to talk to people and build businesses, and she knows how much I love it. Of course
            she thinks she wants to do what I do.
         

         
         What might be more surprising is that if you ask other school-age children what they want to be when they grow up, many will
            reply that they, too, want to be YouTubers.
         

         
         Personal branding may not be an elementary school Career Day staple yet, but kids today know that making videos on YouTube,
            posting on Instagram, tweeting 280 characters, and snapping on Snapchat is a valid career path and that for some it can even
            bring fame and fortune. They dream of creating a popular online presence the way kids used to dream of becoming Hollywood
            stars. Unfortunately, unless they’re entrepreneurs themselves or deeply in the know, most parents will respond to this career
            aspiration with, “Huh?” or worse, narrow-minded cynicism: “That’s not a real job.” Even the few who smile uncomprehendingly
            and offer a mild, “Great, honey! Go for it!” will likely secretly shake their heads at the sweet naïveté of youth.
         

         
         It’s so frustrating to me.

         
         Obviously the first answers suck any way you look at them, but all of these responses reveal a total lack of understanding
            about what kind of world we live in. It’s the kind where an eleven-year-old kid and his dad can become millionaires by creating
            a YouTube channel where they share online videos of themselves cutting things in half.
         

         
         I knew this was the way things were going to go. For someone like me with a tendency to make over-the-top pronouncements,
            it’s ironic that one of the most prescient things I’ve ever uttered may also have been the biggest understatement of my life:
         

         
         My story is about to become a lot less unusual.

         
         I first made it when Misha was just a newborn, in the introduction to my first business book, Crush It! I was recounting how I had used the Internet to develop a personal brand and grow my $4 million family business, Shopper’s
            Discount Liquors, into a $60 million business. My strategy was simple and outrageous for the time: I spoke directly to potential
            customers through a bare-bones video blog and developed relationships with them on Twitter and Facebook, inviting a direct
            one-on-one engagement that had previously existed only between merchants and customers in the tight-knit small communities
            and neighborhoods of the last century. By the time I wrote the book in 2009, I had branched out from my first passion—wine
            and sales—to my all-encompassing one—building businesses. I was traveling the world spreading the word to anyone who would
            listen that the platforms most companies and business leaders were still labeling as pointless time wasters—Facebook, Twitter,
            and YouTube—were actually the future of all business. It seems impossible now, but the digital revolution was so young I actually
            had to define the platforms. Back then, I had to devote considerable time to explaining that Facebook was this online site
            where you could share articles and photographs and your feelings and thoughts, and Twitter was something like it except always
            public and limited to, at the time, 140 characters. Personal branding? No one knew what the hell I was talking about. It’s
            hard to believe it now, but not even a decade ago, the idea that more than a select few people could realistically build a
            business by using social media was considered far-fetched.
         

         
         I now run a massive digital media company with offices in New York, Los Angeles, Chattanooga, and London. I’m still engaging
            people on Twitter, Facebook, Instagram, Snapchat, and any other platform that catches people’s attention. I’m still invited
            to speak all over the world, but I also reach millions of people through my business Q&A YouTube show, #AskGaryVee; my daily
            video documentary, DailyVee; my role on Planet of the Apps—an Apple reality-TV show about app development—and books like the one you’re holding in your hand. I’m working more than
            ever. I’m having more of an impact than ever. I’m happier than ever.
         

         
         And I am anything but unusual.

         
         Today there are millions of people just like me who have used the Internet to build personal brands, thriving businesses,
            and a life on their own terms. Those who are truly crushing it have grasped the brass ring of grown-up-hood—building a lucrative business around something
            they love that enables them to do what they want every day. But while in 2009 that “something” might have been homemade preserves
            or custom tree houses, today it could also include being a mom, being stylish, or having an unorthodox world view. In other
            words, you can use your personal brand—who you are—to market your business, or your personal brand can actually be the business. Socialites, celebrity progeny, and reality-TV stars have been doing it for years. Now it’s everyone else’s
            turn to learn how to get paid to do something they were going to do for free anyway.
         

         
         A lot has changed since I wrote Crush It!, but surprisingly, a lot hasn’t. Anyone who follows me regularly knows she can fast-forward through the first ten minutes
            of my keynote speeches, because I’m just going to repeat the facts of my life and my opinion of the world in pretty much the
            exact same way that I have been for almost a decade. Once those ten minutes are up, though, you never know. And that’s what
            I’m going to share in this book—the part of the keynote that changes every six to nine months because that’s how frequently
            the platforms evolve. I want you to learn the most up-to-date information on how to best leverage Internet platforms to create
            a powerful, lasting personal brand.
         

         
         The biggest difference between my first book and the one you’re reading now is this: mine isn’t the only voice in this one.
            I want to introduce you to other entrepreneurs who have met with unbelievable success by following Crush It! principles to build their personal brands. Some are internationally well known, some are still climbing their way up. All
            of them are absolutely loving life. Though each is unique, I suspect you’ll be relieved and thrilled to see that they are
            not that different from you. How can I say that when I don’t know you? Because the secret to their success (and mine) had
            nothing to do with where they came from, whom they knew, where they went to school, or what field they were in. Rather, it
            had everything to do with their appreciation for the platforms at their disposal and their willingness to do whatever it took
            to make these social-media tools work to their utmost potential. And that, my friends, is something I can teach you to do,
            too.
         

         
         What worked for me won’t work for you, however, and vice versa. That’s why self-awareness is so vital—you have to be true
            to yourself at all times. What I can offer you is a set of universal principles. We’ll dissect every current major platform
            so that all of you, from plumbers (your pillar should be Facebook; see Chapter 12) to park rangers (yours is YouTube; see Chapter 11), will know exactly which platform to use as your pillar content, and how to use the other platforms to amplify your personal
            brands. We’ll dissect the social platforms that dominate the business world today. I talked about some of these in Crush It!, but they have evolved, and there are now even better ways to navigate them. I’ll offer theoretical and tactical advice on
            how to become the biggest thing on old standbys like Twitter, Facebook, YouTube, and Instagram; younger upstarts like Musical.ly;
            audiocentric platforms like Spotify, SoundCloud, and iTunes; and newcomer Alexa Skills. Those who have been at this for a
            while will find useful the little-known nuances, innovative tips, and clever tweaks that have been proven to enhance more
            common tried-and-true strategies.
         

         
         If you’ve been watching me closely for years and you think you know it all, please reconsider. I talk to thousands of people
            every year, and I hear the same questions over and over again. If so many still haven’t perfected their game, there’s a good
            chance you haven’t either. Today could be the day that you finally “get” that little nugget of info that’s going to help you
            pulverize whatever has been holding you back. Several of the people interviewed for this book said they read Crush It! multiple times. Entrepreneur and podcaster John Lee Dumas revisits it yearly. It’s only 142 pages long, not so dense that
            he couldn’t figure out the gist in an hour or so, and yet Dumas admits that he listened to the audiobook three times before
            he finally understood what I meant about personal branding. That eureka moment led him to found Entrepreneurs on Fire, his
            daily podcast interviewing the country’s most inspiring and innovative entrepreneurs. Today his show is one of the top-ranked
            business podcasts on iTunes, grossing around $200,000 per month. I know this because he posts his monthly financials on his
            site and shares the details about his expenditures in his podcast so other entrepreneurs can learn from his smart moves and
            avoid his mistakes. That’s just one example of the kind of surprise and delight the entrepreneurs in this book regularly conjure
            up to distinguish their personal brands from those of the competition and earn hordes of adoring, loyal fans.
         

         
         As always, I’m going to be real with you: even if you absorb every lesson and follow every piece of advice in these chapters,
            most of you reading this book will not become millionaires. Do not stop reading! None of the people interviewed for this book knew they’d become rich; they became rich because they were incredibly, ridiculously
            good at what they do and worked so goddamn hard, no one else could keep up. Most started out with modest ambitions of earning
            enough to enjoy the good things in life, finding stability, supporting themselves and their families, and living on their
            own terms. Achieve that kind of wealth, and you won’t need riches. And who knows, maybe in the process of getting there you,
            like John Lee Dumas and his cohorts, will discover that you do have the talent and marketing savvy to become a millionaire.
            There’s only one way to find out. Either way, you win. It takes pressure and fire to turn a lump of unremarkable metal into
            a finely crafted work of art. This book is filled with inspiration and advice from others who have walked through those flames;
            let them guide you so you can see what you’re capable of becoming.
         

         
         Consider the experience of Louie Blaka (IG: @louieblaka), who explained in an e-mail how he went from art teacher to thriving
            artist by trusting his instincts and putting his passions to work.
         

         
         
            I’m a high school art teacher but a fine artist at heart. Three years ago I decided to give my art career a shot outside of
               my seven-to-three teaching job. My artwork took off but not as well as I had hoped. I didn’t give up, but I did become a bit
               discouraged. I listened to Crush It! two years ago, and it helped me think bigger than just selling paintings. I saw a trend of wine and paint classes taking
               over the country. I asked myself why I wasn’t hosting these classes if I had an actual teaching degree along with the experience
               of a professional artist (Duh!). So I took your advice of marketing through social and held a free wine and paint class for my alma mater, Montclair State. I posted a picture of the event on my Instagram, and I started to
               get inquiries for booking classes. I started with a class of ten people, with maybe one class every two or three months, and
               I’ve grown to at least three classes a month with my next class scheduled to host one hundred people. I’ve spent zero dollars on marketing, with everything going through IG and word of mouth. I’ve been able to market my paintings (as an artist)
               through my wine and paint class customers. I’ve taken all the unused materials or “waste” from my classes and used them for
               my personal artwork.
            

            I’ve been able to grow my personal career as an artist from selling a painting for $200 to having a painting auction for $1,300
               at NYC’s Coffee Festival this past September. I started my wine and paint business with a free event with about ten people
               at a college campus, and I’m now hoping to reach $30,000 in sales next year (I know it isn’t much, but for a full-time teacher
               and artist it’s huge).
            

         

         The explosion of YouTube and Instagram, the emergence of podcasts, the ubiquity of platforms like Facebook and Twitter—all
            have led us to the tipping point I predicted nine years ago. You already have the tools to build the kind of powerful personal
            brand that can change your future. If you’ve been at this for a while and haven’t gotten where you want to go, this book will
            explain why. If you’re a D-lister with your eyes on the A-list, I can help you climb that ladder (and I empathize—I was on
            the Z-list for years and know what the view is like from down there). If you’ve been making excuses, you’ll be exposed, at
            which point you can decide to stop dicking around and achieve what you set out to achieve—or admit that your version of crushing
            it looks a little different than you originally thought it did.
         

         
         See, this book is for two audiences. The first is people who know to the depths of their souls that they are born to build
            something great. Natural-born entrepreneurs should find all the information they need to improve their current efforts or
            start making plans of their own. The second audience is everyone else who wants to work. Not just the young, not just the
            tech-oriented. Not just professionals in established careers or those looking to renew themselves because they’ve outgrown
            their industry or, worse, their industry is shrinking. It’s in everyone’s best interest to build a personal brand, even if
            they have little interest in becoming rich or famous. You’re not computer savvy? Get the computer or tech skills you need
            to do this. It is not hard, and many of the people we talked to for this book had as little experience with computers as you
            do. In case you haven’t noticed, no job is particularly stable anymore. Imagine the security you would feel if you had something
            going on the side that you could blow up big if you unexpectedly had nothing but time (meet Pat Flynn in Chapter 5). Desperation
            can be a great motivator, but it’s a lot less stressful if you plan ahead so that you never know the feeling.
         

         
         If you’re earning what you need to live the life you want and loving every day of it, you’re crushing it. That’s all I want for you. I think of the friends I grew up with who loved video
            games but whose parents forced them to stop playing because the games were new and scary and distracted them from their studies.
            Those kids may have grown up to make a decent enough living, but by doing something they tolerate or even hate. If only their
            parents could have seen how the world would evolve. Maybe the child who became a lawyer to please his or her parents could
            be earning the same amount now as an eSports (competitive gaming) promoter—or earning millions as a professional e-gamer.
            Either way, that lawyer would be infinitely happier.
         

         
         Parents are trying to get their children off Pokémon Go when augmented-reality gaming is going to be huge for generations.
            They think their daughters should make less slime and do more algebra. Slime may be a fad; slime could also become the conduit
            through which a girl learns the dynamic of supply and demand on Instagram and builds a million-dollar personal brand and company.
            The crazy thing is that she wouldn’t be the first. Karina Garcia did it. She used to be a waitress; now she’s a successful YouTube star famous for making, you guessed it,
            slime. How successful? With six-figure earnings every month, she was able to retire her parents.1 In August 2017 she took a seven-week, fourteen-city tour to meet her fans. People paid $40.00 to $99.99 for VIP passes.2 Stories like that are no longer uncommon, and they illustrate why we need to give our children as much freedom as possible
            to gravitate toward what they love doing. Because in their world, nothing will be off-limits when it comes to how you can
            make a good living and build a stellar career. When I was a kid making straight Ds and I got caught reading baseball card
            catalogs in class so I’d know how much to charge for trades, everyone said, “You’re going to be a loser.” Today they’d say,
            “You’re going to be the next Zuckerberg.” When it comes to professional opportunities, this is the best time to be alive in
            the history of humankind. I don’t want anyone to waste it.
         

         
         If you take away anything valuable or helpful from this book, I hope you will give a copy to someone you care about who is
            not happy in his or her current job or career. If you are a parent, please give it to your children as they start to imagine
            what and who they want to be. I say this not because I want to sell more books. Get it from the library; I don’t care. I say
            this because I want everyone to know that these opportunities exist, so that if someone is struggling or miserable or scared,
            they can do something to change that. If you care about the people in your life, you want them to be happy doing something
            they love. Life is short; its brevity and unpredictability is the one thing that scares me. It is also long; a fifty-year-old
            could still look forward to another forty or even fifty productive years. We owe it to ourselves and our loved ones to be
            as fulfilled and thrilled as possible every day so we are always ready to share our best selves with each other. There is
            so much in life that is uncontrollable, but our happiness doesn’t have to be, nor do our careers. We can have all the control.
            Every damn bit of it. The sooner we realize that, the better off everyone will be.
         

         
         I cannot do anything to make you more creative, but I hope that I can put you in the right frame of mind so that when you’re
            ready to unleash that creativity, you will succeed. We are often told we have to make a choice—settle and do something tolerable
            to make money, or follow our passion with the expectation that we will be poor. There are still people out there who believe
            that it’s a rare person who loves his or her job. That’s bullshit. Our choices are infinite when we understand today’s digital
            environment, as are our opportunities. We just have to find the courage to reach out and make them. You’re going to hear the
            stories of people who were scared, just like you. Who had obligations, just like you. Who were told they were being foolish,
            or reckless, or irresponsible, or immature. They did it anyway and reaped the rewards. If there’s anything this book should
            teach you, it’s that the only thing stopping you from achieving lasting career and life happiness is you.
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The Path Is All Yours

         
         
            An entrepreneur is someone who finds a way.

            —Shaun “Shonduras” McBride

         

         The promise of my first business book, Crush It!, was to teach entrepreneurs how to monetize their passion by using social media to build a strong personal brand to attract
            customers and advertisers to their websites, as well as transform them into such trusted experts or entertainment figures
            that brands and outlets would pay them to talk, consult, and attend events. In other words, it was all about building a personal
            brand around your business strong enough to make you an influencer. And yet the word influencer doesn’t appear once. The multibillion-dollar influencer marketing industry was still so new at the time, the concept hadn’t
            crystallized when that book was published in 2009. Yet today, influencer marketing is poised to eat a real chunk of traditional
            marketing’s lunch. Younger consumers spend increasingly less time on traditional media and more time consuming content online.
         

         
         
            	YouTube’s daily viewership is closing in on TV’s 1.25 billion hours per day, as television viewership falls every year.1

            
            	One in every five minutes spent on mobile is spent on Facebook’s apps and services.2

            
            	Every minute, 65,900 videos and photos are posted on Instagram.3

            
            	Over 3 billion snaps are created each day on Snapchat, where over 60 percent of ads are watched with the audio on.4

            
         

         
         Consequently, since 2009, brands have tripled the amount of money they spend on social media.5 With the explosion in the number of social networks available to anyone who wants to amass an audience, and vast sums of
            money being redirected toward those networks, influencer marketing has become a legitimate monetization strategy for anyone
            building an online profile, which means pretty much anyone in business.
         

         
         How legitimate? The top-grossing YouTubers earned a combined $70 million in 2016. Many fit a certain type—several are gamer
            dudes, for example—but Lilly Singh is a rapper-comedian who features Punjabi culture in her videos, Rosanna Pansino is a baker,
            and Tyler Oakley is an LGBTQ activist.6 In the past, the top-grossing list has also included dancing violinist Lindsey Stirling and makeup artist Michelle Phan.7 The most popular Instagrammers can earn seven figures per year from their social-media efforts alone. Even with only a thousand
            followers, an entry-level Instagrammer could earn about $5,000 per year with just two posts a week, and ten thousand followers
            could net almost $20,000 per year.8 Again, that’s with just two posts per week; imagine the earnings if that Instagrammer posted more frequently. Let’s think
            about that. The median salary for US employees is about $51,000.9 You can earn that as an office manager, or you can earn the same amount running your own business built around something
            you love more than anything else in the world. Want to play it safe? You can work as an office manager, go home, and then
            earn an extra $10,000 a year on Twitch letting people watch you play and comment on your favorite video game, because you
            really are that good at it. Or use YouTube to share insanely cool science experiments. Or post pictures on Instagram of your
            pet hedgehogs wearing tiny hats. Thanks to the proliferation of platforms and the migration of TV and magazine viewers to
            the Internet, there is room for many, many more experts and personalities to create a lucrative, sustainable ecosystem that
            promotes and grows their businesses or even side hustles.
         

         
         It’s a great time to be a fashion model, for example. There was a time when there was room for only a handful of superstars
            to see themselves featured in editorial fashion spreads and on the runways. Then there were maybe a thousand in the middle
            getting steady commercial work in print and TV. The rest found themselves at the bottom, scraping by doing catalog and promotional
            work. But the Internet has opened a floodgate of opportunity for anyone willing to hustle to grow a fan base through blogs
            and video channels to attract the attention of the hundreds of thousands of brands eager to spend money supporting popular,
            good-looking, fashionable people by branded content and advertising. Not only that, people blessed with model good looks—or
            even just blessed with angle and filter savvy—don’t actually have to model to get paid. The huge shift in attention to social
            media means that beautiful people are no longer beholden to the magazines or talent agencies or anyone, really, to make money
            off their looks. They can look fabulous every day on their own platforms while engaging with a steadily growing audience,
            and brands will come begging for exposure. Just ask Brittany Xavier (see Chapter 13).
         

         
         We often define an influencer as someone who garners such a big audience on social media that brands offer to pay that person
            to attend events, take selfies with products, or talk about services. Brands have paid the famous people of the Internet billions
            of dollars to be their endorsers, sponsors, promoters, and product placers. Product placement is a natural fit with the YouTube
            and Instagram crowd, but it can leave the motorcycle-king bloggers or raspberry-jam-queen podcasters—those who might not feel
            photogenic or charismatic enough for constant selfies or video—feeling as if their options for growing their influence and
            building revenue streams are limited to selling ad space. I’m here to tell you, they are not. You just have to be smart and
            strategic about how you use your content. Look, I’ve been paid to write books and speak on national and international stages,
            and I’ve earned enough to make the kind of investments that could pay out for generations. However, I have not made one penny
            because an energy drink company paid me to say, “This is my secret to working eighteen hours a day.”
         

         
         I’m an entrepreneur who built a $150 million media company in part because of my personal brand, which I developed by first
            creating valuable content that grew my influence. That’s one way to crush it. By all means, though, go ahead and make money
            over time by running ads, for example by selling ad space to a candy bar company. As your star rises, you could get paid $10,000
            for placing a candy bar on your table while you work. But for God’s sake, don’t stop there. That’s where you start. Don’t
            leave money on the table because you don’t realize how much bigger you can get. How big? The Internet is an entrepreneur’s
            oyster, and you can use its pearly platforms to build a personal brand so powerful that the world is not only willing to pay
            you for your products or services or to promote other people’s products and services, but also it might even be willing to
            pay you to just be you. To me, that is when you’ve become a true influencer. At its height, influencer marketing is reality
            TV 2.0. I want you to think of yourself as tomorrow’s newest star.
         

         
         You the entrepreneur are no different from the organic mac-and-cheese brand that branches out into cheddar cheese crackers
            and chicken noodle soup. The brand was never about organic mac and cheese; it was about organic comfort food. You’re the expectant
            mom who starts a pregnancy podcast and then writes a book on raising kids suffering from anxiety. You’re the home cook with
            a beautiful Instagram stream who starts a podcast on canning and gets invited to write a column about urban gardening in a
            national magazine. You’re the boy who started a wine blog that wasn’t actually about wine but about making a name for himself
            as the person who could show other businesses better ways to communicate and sell. The home cook’s Instagram isn’t about food
            but about building her influence in the healthy-lifestyle category. The mom’s podcast on pregnancy is just the patty of a
            parenthood burger.
         

         
         Your personal brand can get you all the fixings you want. Its outsize importance in today’s business world means stardom is
            no longer limited to the most beautiful or telegenic among us; the field is open to many, many more players. It also means
            that most entrepreneurs still have lots of room to ratchet up their game to become influencers. I’m watching you out there,
            and it’s shocking to me how many entrepreneurs trap themselves into boxes of their own making, even though they have so much
            more power than they did before.
         

         
         Let’s say you’re killing it on Twitter. What are you going to do the day you realize you’re tired of Twitter? What are you
            going to do if Twitter disappears? What if you’re the country’s favorite beekeeper and you develop a deadly allergy to bees?
            It’s a matter of survival to think beyond your current successes and constantly look for ways to create new ones so that you’re
            never limited to any one platform or even one topic. How do you do that? By creating a personal brand so powerful that it
            transcends platforms, products, and even your passion.
         

         
         Take cultural icon Julie Andrews,* the rosy-cheeked star of multiple Broadway and Hollywood masterpieces like Camelot, The Sound of Music, and Mary Poppins. Her entire career—her entire identity—was built on the soaring soprano voice that made her a household name. “I thought . . .
            my voice was what I am.”10 Then about twenty years ago, she had surgery to remove precancerous cysts on her vocal cords. When she awoke, the cysts were
            gone, but so was her voice. But because she was Julie Andrews, that wasn’t the end of her career. She has since written dozens
            of children’s books, starred in the blockbuster movie series The Princess Diaries, and most recently, in conjunction with Jim Henson Company, produced and starred in a Netflix series that teaches arts appreciation
            to preschoolers.
         

         
         Oprah was not just a talk show host. Muhammad Ali was not just a boxer. The Rock is not just a wrestler. A strong personal
            brand is your ticket to complete personal and professional freedom. I want you to become the Julie Andrews or Muhammad Ali
            of your industry. Of course, for this to work, you have to start with phenomenal talent. Unlike these celebrities, though,
            you won’t need an agent to get you noticed by the right people and start making better money. In 2009, a comedian who amassed
            thousands of followers cracking jokes on Twitter started making real money only when she got signed by Creative Artists Agency
            and landed a “real job” writing jokes for David Letterman. Today, however, you don’t need to write jokes for other people
            when the maker of M&M’s, Mars, could pay you $10,000 to tweet your own M&M joke. And you don’t need to sell your material
            to a television network to land a lucrative deal. Let’s remember that back in 2009, people still used their phones as phones. We were still using flip cams to film our videos, and our phones hadn’t metamorphosed into our televisions and movie screens.
            That’s all changed. The Internet became the ultimate middleman, allowing every industry to go direct-to-consumer, from music
            and publishing to taxis and hotels. Snapchat, Instagram, and Facebook are the NBC, ABC, and CBS of our day. Your audience
            is waiting for you. What you need to do is figure out how you’re going to become the next Empire.
         

         
         In 2009, I was trying to get you to understand that you could make some money in the online world or use it to catapult yourself
            to the mainstream if that was your end goal. Today, the Internet is the mainstream. You are in complete control of how the world sees you, how often, and in what context. Social-media phenom
            John “The Fat Jewish” Ostrovsky had been on the entertainment circuit for years, signing with a record label in college and
            hosting a celebrity interview show on E!, but it wasn’t until he amassed half a million followers on Instagram that he was able to parlay his comedy and performance
            art into a book deal, a wine label, and appearances on reality TV (which led to his gaining ten million followers on Instagram).
            Superstar filmmaker Casey Neistat started making online films as far back as 2003, but it was the high-quality short films
            and creative daily vlog he posted on YouTube that cemented his personal brand in the minds and hearts of eight million followers.
            With that audience, he was able to sell his company to CNN for $25 million, launch a new project there that aims to bridge
            “the gigantic divide” between his young-skewing audience and the mainstream news media,11 and become the face of a Samsung commercial that aired during the 2017 Oscars.
         

         
         
            Personal Brands Are for Everyone

            Strategically developing a personal brand through social media works brilliantly for creatives, as proven by the high number
               of photographers, artists, and musicians who offered to share their stories for this book when I put the call out for submissions.
               However, it can work for anyone in any industry who wants to put in the hustle. You no longer have to toil incognito behind
               someone else’s name or logo until you build enough cred to strike out on your own. Of course you can, and many do, often to
               build up their knowledge, life experience, and savings accounts before taking that entrepreneurial leap. Several of the people
               interviewed for this book said that the experiences and skills they gained in their former jobs—even the ones they hated—were
               essential to helping them become the entrepreneurs they are today. Take, for instance, Dan Markham, who cohosts YouTube’s
               What’s Inside? channel with his son, Lincoln.
            

            
            
               As a sales rep, oddly enough, learning how to convince doctors to use certain drugs taught me how to be a YouTuber. I would
                  practice with the other representatives. We’d practice and practice and practice and practice. I’d never been on camera before,
                  but I feel like the camera is just like talking to one of those other drug reps or in front of the doctor. And so, my job
                  actually helped me. I knew I wanted to be an entrepreneur, I knew I wanted to own my own business. But I was working so hard
                  going to college and going to my day job and learning all I could from being a sales rep. And then doing all the little things
                  on the side. And failing and succeeding. And then finally, it just kind of came together.
               

               I’m thirty-seven, and I’ve been working on this since I was nineteen years old, trying to develop myself. It took all of those
                  years for it to happen. But now I feel like I’m finally at a place where I wanted to be. It’s crazy that this is where it
                  is, but I love it.
               

            

            Isn’t it cool to know there is no prescribed route? If you’re a project manager who’d rather be a beekeeper, for example,
               tomorrow—yes, tomorrow—you could launch a nature-oriented podcast and blog with perceptive, humorous, creative content, and amplify your voice in
               all kinds of arenas beyond bees. Then you could start producing how-to videos or write a book about starting in the biz, ensuring
               that your knowledge is passed on to the new generation of beekeepers. You’d be sharing important information and growing your
               personal brand at the same time. And then, you could be asked to host a special on Animal Planet, or National Geographic could call and say they want to do a feature. As your personal brand grows, you might develop a recipe for a new honey-flavored
               candy, lip balm, lozenge, or yogurt. You might create a new bug spray or skin regimen, or design bee-branded tote bags and
               gardening materials. Or you may get a direct message on Instagram from fashion model Karlie Kloss, who, it turns out, is super
               into bee culture, and the tagged selfie you take together not only boosts your book sales from three hundred to thirty thousand,
               but also it sparks the next chapter of your career. That shit is really happening. Use today’s social-media platforms to develop
               your brand and expand your influence, and you can build a business that could continue to grow even if you never touched another
               hive.
            

            
            That’s just a hypothetical example, but you’ll read lots of real ones in the following chapters. This book is a celebration of
               all the people who have put the Crush It! principles to work and seen massive success in return. I want you to learn from their examples. Some represented here are
               my friends; many are just random people who, when given the chance, stepped up to share with you how they did it. It was nearly
               impossible to choose from among the inspiring stories we heard, and I wish we could have featured everyone who reached out
               to me and my staff. There just wasn’t room.* We heard great stories from entertainers, fitness professionals, fashion bloggers, and of course, marketing consultants—people
               you might expect to be crushing it on social media—but we also heard from a dentist, a financial planner, a dog trainer, a
               LEGO convention planner, and a quick-lube oil-change business owner, among scores of others. Many started out young and single,
               but some already had kids when they decided to double down and crush it. Several gave up lucrative jobs to devote themselves
               to their passion. What this should tell you is that if you’re not crushing it, it’s not because you’re too old or poor or
               have too many other responsibilities. It’s because you haven’t fully committed to making the leap yet. You’re making excuses,
               like, “Gary makes it seem so easy, yet this is really almost impossible.” It’s not, actually, but you can’t half-ass this.
               It will require big risks. It will take all your mental capacity, your time, and your leisure. You’re going to eat shit for a long time, but I promise, the sacrifices will be worthwhile. I also promise that once you’ve developed a robust personal brand, you
               will be able to enjoy as much or as little leisure as you want—because you will be entirely in control of your own life.
            

            
            Don’t look for a nine-step program to success here, though. I can’t give you one. The principles are universal; the path is
               all yours. I will give you examples of how to use the platforms, as will the people who shared their stories with us. But
               they’re just examples, not commands. You can do it my way, or you can do it your way. Chart your path in the spirit of Crush It!, if not by the letter. You just have to make the choice to actually do it. I am so tired of excuses. Why not try something
               new? Be optimistic, exhibit patience, shut your mouth, and execute.
            

            
            The most exciting thing about the business world we live in is that it is still in its infancy. There is so much room to succeed
               here. Unbelievably, a lot of you still seem to balk at experimenting with new up-and-coming platforms. You don’t want to waste
               your time if it turns out to be just another fast-fading trend, but then you wonder why influencers like the ones you’re about
               to meet are succeeding so much better than you are. That disconnect is what gives entrepreneurs like you such an early advantage.
               Now there is even more opportunity to cash in on your passion than there was back then. Grab your spot, make your mark, and
               start living in the Crush It! universe.
            

            
            
               
                  How I’m Crushing It

                  Amy Schmittauer, Savvy Sexy Social

                  
                     IG: @Schmittastic

                  

                  Amy Schmittauer became an Internet sensation because she got picked last to be a bridesmaid. It was 2007, and though she was
                     the last one chosen, she wanted to be the favorite, so she thought about what she could do to make the bride feel special
                     and came up with the idea of making a video with one of the other bridesmaids. She had fun making it and was sure the bride
                     would appreciate the gesture, but it wasn’t until she played it at the rehearsal dinner that she realized the power of the
                     medium. The bride wasn’t the only one crying over the video; the whole room was moved to tears.
                  

                  
                  “I got hooked immediately. I loved the idea of telling a story and being able to have an emotional control over an audience.
                     It engages all the senses at once.”
                  

                  
                  The video Amy had made for the wedding was burned onto a DVD. She was thrilled, however, to discover the existence of online
                     platforms onto which she could upload videos and share them. She started filming pieces of her life, taught herself how to
                     edit, and displayed the results on YouTube. The process became her creative outlet.
                  

                  
                  In the meantime, while majoring in political science at The Ohio State University, thinking she might want to go to law school,
                     she managed to get a dream job at a law firm, where she eventually got involved in lobbying, fund-raising, and public policy.
                     But she also became known as the person who knew how to edit videos and could help you figure out the privacy settings on
                     your Facebook page, which would not have been remarkable in Silicon Valley but was unusual in Ohio at the time. It was friends
                     living on the West Coast who informed her that social-media management was a real job. And she thought, I could get paid to do this?

                  
                  That’s when the side hustle started. After getting home from her day job, sometimes as late as seven p.m., she’d buckle down
                     to the freelance work. The first small businesses she approached were already overwhelmed by all the content they had to create
                     for Facebook and Twitter, and now here’s this person telling them they had to make videos, too? They didn’t want to hear it.
                     Amy realized that the only way she was going to get small companies to take her seriously was to show them why social mattered.
                     She got her first client, a local sustainable food magazine, by sending an e-mail explaining that although she didn’t have
                     any formal social-media experience, she was sure she could help them develop their brand. Oh, and she was willing to do it for free. It didn’t take a lot of convincing for them to take her on as their social-media manager.
                  

                  
                  She had been working the side job along with her full-time job at the law firm for three or four months when Lewis Howes,
                     also from Ohio, who was by then making a name for himself with LinkedIn (see Chapter 2), suggested they meet. He didn’t find
                     her through the work she was doing for the sustainable food magazine; he had noticed the photo and video blogging she was
                     doing on YouTube and other social-media sites, and wanted to know more about what she was doing. They met over burgers in
                     the spring of 2010, and he gave her two pieces of advice if she wanted to start getting paying clients:
                  

                  
                  
                     	Go to Las Vegas and attend BlogWorld, the new-media conference where the leaders in blogging, podcasting, and video content
                        creation gather to talk about their craft and businesses.
                        Not a problem. The magazine had already helped her purchase a badge.

                        
                     

                     
                     	Read Crush It!, by Gary Vaynerchuk.
                        That was easy, too. Amy went to the library and picked up a copy. She read it, and that’s when she knew she wasn’t going to
                           become a lawyer after all.
                        

                        
                     

                     
                  

                  
                  
                     I would have been happy to do this as a side job forever. I didn’t know that I could be powerful enough to make this happen. Crush It! made me able to envision what my future could look like. I’d been thinking that I first needed to become a prestigious company
                        to get other businesses to hire me, and I didn’t give enough credit to the fact that I was already being watched, asked for
                        advice, trusted, and considered a mini–thought leader because of the personal brand I’d developed through the videos about
                        my life.
                     

                     It made me realize how important personal branding is to growing a business, and I was already doing it without even knowing
                        it. So maybe I was further ahead than I thought! Maybe I could turn this thing I was doing for fun into something else by
                        simply leveraging what I knew really well—how to use video, how to talk to a camera like it’s a person—and then craft the
                        messaging for a very specific type of person. It was the only fire I ever really needed to hit the ground running because
                        I knew what to do at that point.
                     

                  

                  Now she knew that social-media management wasn’t going to be her sector of the online world. She was going to go after vlog
                     and personal brand consulting. And she was going to ask for what she was worth.
                  

                  
                  
                     Obviously, the definition of devaluing yourself is working for free, but I also think I would have stayed too low in my pricing
                        because of how much it was devalued as an industry in the beginning. Crush It! allowed me to wrap my mind around the fact that my skill was a major, major asset, both in marketing and customer service
                        for businesses. That’s what made me a lot more confident in my pricing and monetizing on my terms. And my confidence, believing
                        that I’m worth more, has helped me get paid much more over my career. I just kept taking the chance, because I knew I was
                        doing good work.
                     

                  

                  She started her vlog
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