
The Importance of Personal Branding 
in Growing Your Business



Connection 
is Currency.

Building authentic relationships fosters trust and credibility



Your Ticket onto 
the field isn't 
due to your 
technical 
ability.  It's the 
referral from 
someone the 
client knows, 
likes and trusts



Who you are is 
more important 
than the jersey 
you wear



Like all great 
teams, it's 
important to 
have a 
Playbook and 
strategy on 
how to grow 
your business



OVERVIEW

1. CREATING YOUR PERSIONAL BRAND

2.DEVELOPING A NETWORKING STRATEGY

3.HOW TO APPROACH RELATIONSHIP SELLING



What is 
Relationship Selling?

an approach that focuses on 
building strong, long-term relationships with customers 

and referral partners that make up your network.



"Referrals are the foundation 
of  Relationship Selling. They don't 
just bring in new customers - they 
bring in the right customers, the 
ones who are already pre-sold on 

your brand value."



Strong Connections Are Powerful
By effectively building your network and meaningful relationships, you can increase your business growth and reach

80%
of new business comes from referrals and networking



Relationship Selling 
Starts with Building a 

Personal Brand

Your personal brand is the story you communicate to 
the world, reflecting your niche, your core values, and 

your exceptional capabilities.



PageUption Sales Promotion

CLIENT 
ISSUES YOU 

SOLVE

DIFFERENTIATION

WHAT YOU 
DO

Three Elements of A Personal Brand





Summarize Personal Brand Story in 
a 30 Second Commercial

• Who you are.

• What you do.

• Who are your clients? (your ICP)

• What are your clients pains?

• What are the problems you solve?



“I'm SC with GWC.  I'm a Fractional CRO helping 
SMB’s between $3M and $50M to design high-
performing sales teams. I do more than just 
‘consult’, I do the work by implementing a proven 
Sales Operating and Management system to drive 
sustainable revenue growth.

The business owners I help are frustrated with flat or 
declining revenue, upset about employee turnover 
and nervous about their future and ability to grow 
sales.”  

Do you know any businesses dealing with these 
challenges?



PageUption Sales Promotion

Next Step:
Defining Your "ICP"
Ideal Client Profile
Your ICP (Target Customer) will influence the types of 
ideal Referral Partners that you want to meet.

Buyer is someone who has the authority to sign 
a contract by/ from you

Examples: Owner, CEO, COO, CFO, CPO, CMO, 
CTO, VP of Sales, etc.

1.  Buyer / Customer

Referral Partner is someone who has 
relationships with ideal clients and are open 
to making an introduction when a need is 
identified

Examples:

Other Fractional, Coaches, business service 
providers, etc.

2.  Referral Partner







3 Steps To A Successful Referral Partner Meeting

Scheduling A Meeting
Be intentional- determine the best Referral 

Partner source

Time blocking:  set specific days/times for 
networking

Take initiative to send the calendar invite

Zoom/Coffee

Due diligence prior to call:  LinkedIn, company 
website

Come prepared:  list of questions

Hosting The Meeting
Show respect:  30 minutes for calls

30 sec. elevator pitch then turn to them

Ask how you can help them

Offer to make introductions, understand 
their ICP and how they help clients

Schedule 2nd in person if values aligned

Always help, give more than you can get

Following Up
Send thank-you email or text

Follow through by end of week with 
introductions

Calendar/commit to next meeting

Organize your connections:

-Ambassadors

-Advocates

-Acquaintances



Networking Strategy:  
Categorize Your Referral Partners

"A" Referral Partners

AMBASSADORS (min 15-20)

Open to connecting every 4-6 weeks

"B" Referral Partners

ADVOCATES (min 20-30)

Open to connecting every 8-12 weeks (in-
person or online)

"C" Referral Partners

ACQUAINTANCES (min 50+)

Add to monthly newsletter or blog

Connect at networking events



Distracted Destiny Betty the Banker Last Minute Larry



Networking Strategy/Referral Partners

Designate A/B/C categories for  RP’s  in your network

2.  Set Monthly Accountability Goals

3.  Be Intentional in your Networking Give Value

1.  Establish a Networking Strategy

Define your Personal Brand

Write and memorize your 30 sec. commercial

Define your ICP- Ideal Client Profile and Ideal Referral 

Partner (RP).  





Optimize Your Professional Profile

Headline

Differentiate Yourself

Highlight your skills and achievements

Current professional profile picture and background

CONTACT RHONDA SHER FOR HELP WITH LINKEDIN



TodayIn the beginning



Your smile is your logo

Your personality is 
your business card

How you leave others feeling 
after an experience with you 
becomes your trademark



Business Building Tools

1. 30 Second Elevator Pitch Worksheet

2. ICP/Buyer Persona Worksheet

3.Networking Strategy Template

4.LinkedIn Profile Optimization Tools

5.CRM & AI Tools for your Tech Stack- will be 
the last page in the deck that Bill will post



Thank You
Susie Cashion

GrowthWiseConsultingInc.com

949.545.8570

SCashion@SalesXceleration.com



Tech Stack For Solopreneurs

• CRM (low cost or free options)

• Lead Gen Tools

• LinkedIn Profile

• Email (don’t use Gmail if solopreneur)

• Website

• Google Docs or One Drive
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