
5 SECRETS TO 
SUCCESSFUL 
STORYTELLING AND 
BRAND BUILDING



Competence has an important role in success, but history shows 
us that it’s not enough by itself. Whether you’re an entrepreneur or 
working within a corporate environment, being skilled alone does 
not guarantee  greater success. An equally important factor, one that 
is often not given enough attention, is your personal brand and your 
ability to promote it, calling attention to those skills you worked so 
hard to develop. 

In a recent webinar as part of the IAW Virtual Summit in 2017, 
Novateur Partners CEO Debby Stone provided key insights into 
becoming more confident, graceful, and authentic as a self-
promoter. In this eBook, you’ll find several of those insights, as well 
as the benefits of self-promotion for your business, career, and 
personal life. 

Through storytelling and developing a clear sense of what the 
people you interact with will find most valuable, you will learn to 
build a powerful brand that resonates with others.
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INTRODUCTION
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THE CORE OF SELF-PROMOTION
Self-promotion is about confidently, gracefully, and 
authentically telling your story – the story of who you are 
and how you contribute to the world around you. Of course, 
being good at something is a private endeavor. It requires 
time and careful attention, and it is something you do alone. 
But telling the story of how you accomplished these things is 
a different process entirely. 
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It is therefore a major challenge, especially for many women. They cannot 
tell their stories as well as they want to and are not comfortable in situations 
where such a story could benefit them. The result: they hold back, and their 
brands suffer for it. 

Women face several challenges when it comes to self-promotion – 
seemingly small road blocks that make it more difficult than it might be for 
their male counterparts, including:

The taboo against talking about yourself – This is a cultural value 
that figures strongly in how some people are raised. It can feel 
awkward or uncomfortable to talk about yourself – a major obstacle 
in telling your story. 

The mindset for self-promotion is missing – For many, the mindset 
you need to promote yourself effectively isn’t established yet. You 
may have assumptions and beliefs that you hold to be true that in turn 
shape your actions or prevent you from acting. 

Negative mindsets – We all have preconceptions about almost 
everything in our lives. Who can go to which colleges and 
universities, what it’s like in different countries, and unconscious 
mindsets about how people see us and how we see ourselves. These 
negative mindsets, deeply held and often hidden away, can keep 
you from being proactive in promoting yourself to others. 

Masterful self-promoters hold seven key mindsets to help them build future 
success. In this book, we’re going to discuss three of them in detail, and 
explore how they can help you achieve the kind of self-promotion success 
you desire. 



TELLING YOUR 
AUTHENTIC STORY
The first mindset that we will focus on is 
about how you tell your story. It’s about 
sincerely and authentically telling your story, 
using your own voice and leveraging your 
own sense of humor to highlight your unique 
way of being you. 

That’s the first lesson here. There’s no need 
to change who you are: rather, find the 
best way to tell your own story. The most 
effective self-promoters are truthful about 
who they really are. This is immensely 
important, because without sincerity, you 
can quickly cross the line into arrogance. 

We all know that person – the one 
who walks into a room eager to share 
their most recent accomplishments. The 
obnoxious, over-the-top self-promoter 
who will bulldoze their way into almost 
any conversation to spout the scripted 
lines they’ve prepared in advance. This is 
not who you want to be. You want to be 
someone better. Someone more interesting 
and sincere. 
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SHIFT FROM “STORYSELLING” TO 
STORYTELLING
The second mindset shift that will help you build your brand is the 
transition from “storyselling” to storytelling. 

Many people equate brand-building with selling yourself. For the most 
part, the hard sell is a turnoff. Just like the obnoxious self-promoter at 
parties, the sell, sell, sell mentality can push people away and make 
them actively avoid a conversation with you next time they see you.

What self-promotion is about is telling a story and sharing 
information that is engaging and relevant to your listeners. It should 
be about who you are, what you do, and how you do it, and 
provide all the information they need to make an informed decision 
about whether to work with you, hire you, or be your client. 

This is an art, not a science – and while the product is you, it’s more 
than just a hard sales pitch whenever you meet a prospective client. 
This is where an entrepreneurial mindset can help. Even if you don’t 
own your own business, thinking as if you do will help guide you to 
make the right decisions in these situations. When you sell something, 
you need to know the core features of that product, but also how 
they would benefit a potential buyer. In this case, the product you 
are marketing is you, and the features are your accomplishments. 

If you were marketing a car, you wouldn’t sit them down with a 
sheet of boring statistics about its specifications. You’d present the 
car in an exciting, visually arresting way that spoke to the needs and 
desires of the buyer. 

Do that for yourself. 
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How do you practice?
The truth is that opportunities to tell your story and practice self-promoting 
show up constantly in your life. Exercise classes. Community or PTO 
meetings. Trivia night. Lunches with clients. These are all opportunities to push 
yourself to practice your storytelling and self-promotional skills. They can 
better prepare you for more critical self-promotion opportunities, including:

Job interviews – How do you answer the most common inquiry in a 
job interview, “Tell me about yourself”? 

Performance reviews – A perfect opportunity to talk about where 
you’ve been, how you succeeded, and where you want to go next. 

Networking and client development – This is crucial if you plan to 
be an entrepreneur and build a network of fellow professionals and 
future clients. 

Internal brand building – This is an everyday opportunity to share 
with the people around you what you (and your team) are doing, 
why you are doing it, and how it benefits the company. Your work 
does not always speak for itself, so speak up on your own behalf. 

Every one of these situations is an opportunity to tell your story in an 
authentic, interesting way. You can even take some time to script your stories 
and practice. Don’t recite what you wrote – take the time to hear yourself 
saying these words so that they sound natural and you feel comfortable 
saying them. 

PREPARATION IS CRITICAL 
The third mindset, which you can adjust and improve to make 
yourself more successful, is preparation. You cannot just wing it 
when telling your story because, in many situations, the presentation 
and the context of that presentation will make or break you. 

You’ve spent countless hours honing your craft and learning 
how to do it better than anyone else. You wouldn’t walk 
into a job interview for an entirely different position and 
expect to figure it out as you went along. The same is true 
of your storytelling abilities. This is about presenting yourself 
in a clear, direct way that you have practiced and feel 
comfortable with. 



STANDING OUT IN A WORLD OF 
SOUNDBITES
We live in a Twittersphere – a world of soundbites that require you 
to capture someone’s attention very quickly if you want to be heard. 
When you’re telling a story, you have about 20 seconds to capture 
their attention before they are mentally gone. They might be standing 
in front of you, smiling and nodding, but they’ll be lightyears away 
thinking about something else if you don’t catch them immediately. 

To make the most of your 20 seconds, you need to immediately 
establish and reinforce credibility. What makes you credible at what 
you do? How long have you been doing it, who have you done it 
for, and what major accomplishments have you achieved? Get right 
to the point so they know why they should listen to you. 

Second, create curiosity. Credibility is important, but unless you are 
in the top 0.1% in your field, it’s not particularly exciting. This is where 
curiosity comes in. How can you make them interested in what you 
do on a fundamental level? How can you make them engage and 
ask questions, where they’re truly interested in learning the answers? 
This is where things like jargon, self-congratulation, or stories 
referencing people or things they don’t know can really kill your self-
promotion and hurt your chances. If you can get someone to ask 
how or why you do what you do, you know you’ve hit the jackpot 
and planted the seeds of curiosity. 
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SELF-REFLECTION TO 
SUCCEED  
IN 20 SECONDS OR LESS
The big question you’re probably asking 
right now is, “How do I establish credibility 
and create curiosity in just 20 seconds?” 

This is where the real challenge comes in for 
many people who have not practiced self-
promotion through storytelling before. The 
four points of self-reflection in the following 
pages can help you to better understand 
yourself and learn how to engage with 
people about yourself. 
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KNOW YOUR STRENGTHS
Everyone has strengths, but few people own them. You 
might acknowledge they are there, but do you use them? 
Do you really believe that this is a core strength, to the point 
that you are comfortable sharing it with people you just 
met? Self-promotion relies on that comfort level. 

1
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When we get a compliment, most of us will not only say thank you, but we 
will also do one of two things. Either we will give a compliment right back to 
the other person: “Hey Debby, I like your dress”, “Oh, gosh, thank you; I 
love your necklace.” It evens the score, since no one likes to be indebted to 
somebody else. The second thing that we often do is to say, “Thank you,” 
and then downplay what they complimented us for: “Hey, Debby, good 
job putting together that event!” “Oh, thanks. It really wasn’t that big of a 
deal. I was just part of a team; it was really nothing.”

Start accepting compliments by saying “thank you” and then stopping. Don’t 
say anything else and you’ll build your self-promotion muscle – your ability 
to accept the recognition of others and own your strengths. 



KNOW YOUR 
ACCOMPLISHMENTS
You have hundreds of accomplishments in your life, but 
do you fully accept them? Most people don’t. They 
acknowledge the big stuff, the items that make the cut 
to be included on their resume, but the other, smaller 
accomplishments often hit the cutting room floor. 

2
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We are very good at looking up the mountain and seeing how much further 
we need to climb, but we’re not very good at stopping for a moment and 
appreciating how far we came to get there. Take some time to recognize 
your accomplishments by keeping a log. If someone asks you what you did 
this year, you should be able to answer immediately and highlight the most 
important milestones. 

Not only will this help with self-promotion, but it will help put your efforts into 
perspective. It will act as rocket fuel, making you feel good about what you 
do and how you accomplished it. 



KNOW YOUR PASSION
What do you love about what you do? What gets you 
excited, pulls you out of bed every morning, and drives you 
to do the work that you do? People are innately attracted 
to working with people who are passionate about what 
they do. That energy is infectious and is engaging in a way 
that few things can be. 

3
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By tapping into that passion, you can tell stronger stories that captivate 
people in new and exciting ways. Passion is not necessarily a big, loud thing 
that you share with the world from the rooftops. It might be a quiet thing. You 
can show passion in many ways – from the excitement you communicate 
when talking about a subject, to the sheer breadth of your knowledge on a 
topic. 



KNOW YOUR UNIQUE 
EXPERIENCES
Finally, what are the experiences that have shaped your 
life? This fourth piece of self-reflection will manifest in many 
ways, depending on what you have done and where you 
have been. How did you choose to do what you do? 
What events happened in your life that shaped the person 
you are today and the direction you are heading? 

4
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These are the questions that, when you can answer them in a striking, 
engaging way, will captivate people. This doesn’t have to relate to your 
career path. The summer you spent in Peru, cooking classes you took 
after graduate school, or the long nights spent building box cars with your 
children can all have an influence on your outlook in ways that affect 
your career. We have lots of unique experiences, and if you’re thinking to 
yourself, “Hm, I don’t know... my life hasn’t been that interesting,” trust 
me, it is. Other people connect with you because of the experiences that 
you’ve had.



These four unique identifiers can help you to better understand why 
someone would be interested in talking to you and, in turn, how you can 
present yourself in the most engaging way possible. 

There are hundreds of books written about how to build and promote a 
personal brand. This eBook is one of them, of course! But in this case, we 
reframe promotion as storytelling and show how the impact of that story you 
tell will build your brand over time. 

A brand is what people think about you when they see your face or hear 
your name. A brand is the promise we make and how we deliver on that 
promise. Everyone reading this has a brand, whether it’s been created by 
design or by default. 

By knowing yourself and presenting yourself authentically, you can 
extrapolate on what you’ve created as your brand, building on the things 
that people recognize as being uniquely you. More importantly, you can 
start setting goals for the year ahead and acting on them in ways that will 
allow you to take ownership of that brand. 

Takeaways
As you plan your own personal next steps, there are three things you should 
take away from this guide. 

Page 10 Page 11

Make a conscious effort to know yourself and understand how others 
perceive you, and work to build your skills to better present the aspects you 
want them to see. If you set clear goals for the next few months, and are 
accountable to yourself about meeting them, then you can build a clear and 
memorable brand. 

Be Prepared – Devote time to engage in self-reflection. Build your 
self-promotion muscle. Invest in knowing your accomplishments and 
practice speaking about them to other people. 

Be Yourself – Authenticity is incredibly important. Don’t try to be what 
you think others want you to be. Honesty, sincerity, and authenticity 
will make you a hundred times more interesting than a hard sell. 

Be Accountable – Set actionable goals for the future. Take some time 
to write down what you want to achieve in the next 12 months, how 
much time you will spend each day working toward these goals, and 
how they will get you to where you want to be in the future. 



The International Association of Women (IAW) is  
a global in-person and online professional networking 
platform that provides nearly one million women 
with the forum, education, and services to thrive in an 
interconnected world.

IAW members have diverse backgrounds, beliefs, 
perspectives, and lifestyles, but with one common 
bond — their ability to succeed. Through over 100 local 
chapters and via in-person and virtual events, our 
community empowers each member to realize their 
dreams, acquire the connections and knowledge 
needed to rise, and helps them build better work–life 
integration and the confidence that is vital to lead.

Visit https://hubs.ly/H0dnC3p0 
to learn more and join today

https://hubs.ly/H0dnC3p0

