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The 7 P’s to a Profitable Personal Brand Business 

This information is based upon the premise that you want to have a ‘personal brand 

business’, meaning that the identity of your business will revolve around you and your 

name (hence, www.tomclairmont.com). My business is an example of a personal brand 

business.  

The key to building a PROFITABLE personal brand business is to stair-step.  

The idea is that even if you have the correct elements, it’s better to build them in this 

logical order. Otherwise it’s like having the correct digits for a phone number, but having 

them in the wrong order.  

 

In the upcoming pages, we’ll go over each step one by one, and get into more details 

about how each step compliments the one before it and is in this particular order for a 

reason. No one step can be independent without all the others in place.  

The first step, Personal Story, is the foundation of your personal brand business. It all 

starts with having the right kind of story to tell instead of a sales pitch. Storytelling has 

become the new way of selling that is much more effective approach than ‘Here is my 

thing that I want you to buy. Isn’t it great?”  
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Personal Story 

 

People don’t really care about a story about your business and why it exists. People care about 

THEIR story and if you can/cannot help them.  In the book ‘Building a Story Brand’, Donald 

Miller says “Your customer should be the hero of the story, not your brand. This is the secret 

every profoundly successful business understands.”  

Pretty websites don’t sell things. Words sell things.  

So what’s your message? Can you say it easily? Is it simple, relevant and repeatable? How many 

offers are you missing because potential customers can’t figure out what your offer is within 5 

seconds of visiting your website?  

A lot of websites make two mistakes with the content that’s being used. 

The first mistake that brands make is that they fail to focus on the aspects of their offer that will 

help people survive and thrive. All great stories are about survival-either physical, emotional, 

relational, or spiritual. A story about anything else won’t work to captivate an audience. 

If we position our products and services as anything but an aid in helping people survive, thrive, 

be accepted, find love, achieve an aspirational identity, or bond with a tribe that will defend 

them physically and socially, good luck selling anything to anybody.  

The second mistake brands make with their message is that they cause their customers to burn 

too many mental calories in an effort to understand their offer. It’s just not simple enough. It’s 

like they have to run a mental treadmill to figure it all out. This is how you lose customers.  

The most powerful tool we can use to organize information so people don’t have to burn too 

many mental calories is a story.  

The key, is clarity.  
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Your customers will have questions. If you aren’t answering those questions, they’ll move on to 

another brand. If the story isn’t clear, the message just becomes noise. What we think we are 

saying to our customers and what they are hearing can be two different things.  

A good story can hold someone’s attention for hours. Why do I have attention problems and 

daydream far too often, but then when a good movie is on, don’t have attention problems at 

all? Because the story of the movie is meeting the criteria for giving my mind and emotions 

what it wants. The story of the movie (or book) is doing the daydreaming for us. 

Here is the structure of nearly every story you see or hear in movies and the most popular 

books, in a nutshell. 

 

 

 

Your personal story is the foundation for you, marketing your business in a voice that is 

unmistakably yours.  

What point of view will you tell the story?  

• Bird’s eye- giving the overview of your story in general terms 

• Eye to eye- giving the details from a more personal perspective 

Your Personal Story is the foundation to your brand. It’s what “aligns” all your products and 

services with you. To craft a compelling personal story, just use the “story portals” and you’ll 

have an infinite amount of story possibilities. To do this, take one (or maybe two) elements 

from each of the columns and write your story.  
 

• Paradise 

• Disaster 

• Reluctant Hero 

• Fleeting Victory 

• Devastating Defeat 

• Moment of Grace 

 

• Hero 

• Villain 

• Elephant in the Room 

• ‘Story Behind the Story’ 

• Breaking News 

• Little Known Facts 

For some people, their story might be that they left a great job (paradise) to start their own 

business solving a problem for people (hero). 

Someone else’s story could be that they went through a tragic event (disaster) but found a way 

for others to avoid the same event (breaking news/hero).   

What will your story be?  

A character who wants something, encounters a problem before 

they can get it. At the peak of their despair, a guide steps into 

action, helps them avoid failure and ends in a success. 
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Platform 

In this day and age, far too many people are relying on just Facebook or a couple of social 

media platforms as the sole basis for their business. Social media has its place, but should not 

be a substitute for a traditional, but necessary website. All the content that’s placed on the 

social media platform is owned by them. You don’t own it, and they can block you or take you 

down if they decide to do that.  

With a website, you own the domain name, the account, the content, and you control the 

uptime and visibility (if you keep paying for the account). You control who has access to the 

information you’re putting on the website as well. When you have your own website with an 

internal blog, you control the content and don’t have to worry about another service forcing 

your hand with how your information is managed.  

There are some pretty generic elements that need to be in place to having a solid platform for 

your startup business. This next step will go over these elements from a high level perspective 

only.  

 

If you don’t have a website and a blog in today’s online world, you don’t exist. Using 

WordPress, these two things can be easily set up in short order if you have the textual content 

and images to use in advance.  
 

If you need help with that, email me at tom@tomclairmont.com and we can talk about what 

you need and who I can connect you with to help you through that part of the process.  
 

Remember to use the story part of the message that we just went through above.  
 

The nuts and bolts of getting a website and blog installed and configured can be a daunting 

task. A brief overview of what’s needed are: 

• Purchase a domain name 

• Purchase the hosting account for the website to be seen on the Internet 24/7 

• Install WordPress onto the hosting server account (usually through an admin panel) 

• Install some WordPress plugins for extra functionality 

• Create the pages you want to have on the website and enter in the content 

Again, this is a very brief list, but these major components are necessary.   
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Positioning 

Understanding where we stand relative to the competition. 

 

What do I give that my competitors can’t provide?  

• Personal touch 

• Customized strategic insights 

• Approachability 

• Care 

What I can’t give that my competitors can: 

• Large number of blog postings 

• Strategic insights for large corporations 

• One new E-book per week 

Use the chart below to think about where you want your business to reside and what kind of 

position you will have in the industry. 
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There are two things necessary for positioning: 

• Strategies (master plan, grand design) a ‘how’ and not a ‘what’  

• Tactics (plans, procedure) 

 

 

 

 

 

What are the differences? 

 

My goal is to ‘position myself as a sought after small business coach’ 

 

The strategy is the ‘how’ the goal will be accomplished.  

• Website 

• Social media marketing 

• Blog 

• Podcast 

• Videos 

• Speaking 

 

Tactic: 

• Create content for the blog and podcast and social media 

• Play one type of ‘music’-one continuous message that stays on the same theme 

• Connect with leaders in the same space as where I want to go in the industry 

 

Goal- increase income stream 

Strategy:  create affiliations with services that my clients may want (Bluehost, Ooma, Kall8 etc.) 

Tactic:  point clients needing specific services to my affiliation links 

 

 

 

 

  

“Strategy without tactics is the slowest route to victory. 

Tactics without strategy is the noise before defeat.” 
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Product /(Service) 

To profit from your personal brand, you (obviously) need something to sell. In my business, I 

primarily ‘sell’ labor and services in small business startup coaching as well as digital downloads 

of documents.  

 

Conversely, you may have a product (book, widget of any sort, even food!) to sell so it’s just a 

matter of positioning your products or services to the right market. 

 

There are 4 types of products that I can promote: 

1. Affiliate income-promote the tools I currently use and have others sign up for them also 

2. Document/Swipe files- documents/forms and templates that your customers could use 

3. Mini-Training-short videos that teach helpful strategies and tactics 

4. Online Coaching program-simple way to generate both content and revenue 

Your business plan will have the details of how you will be marketing and promoting these 

services. Each one should have a completely different approach. Some will be promoted 

through your blog. Some products will be more appropriate through a webinar. You may have a 

book that you’re promoting and will need an individual marketing plan for that product only.   
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Packaging (Pricing) 

 

There are 3 types of pricing: 

1. Product-digital or physical products, course created 

2. Value- fees can be set in 3 different ways 

3. Hourly 

Some people will set pricing based on what the market will bear; what is the highest price point 

they can set it at so people will still buy it. The first tier will fall under $100 (Ex. $29, $49, $97)  

and will usually be some sort of document or easy download.  

The second tier will be under $500 (Ex. $197, $297, $497)  For these products, they might come 

with a little support behind it.  

The third tier of products will be of higher value that may come with bonus products or even a 

live event included into the price like giving a seminar or workshop.  

Hourly pricing isn’t normally recommended because both sides end up watching the clock 

instead of concentrating on the coaching session, which will be counterproductive.  

Value Pricing: How do you set fees? 

1. Create pricing options 

2. Groups of time or items (3 coaching sessions for $XXX, minimum) 

3. Set a single fixed price 

4. Set payment terms 
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When thinking about your pricing options and price points, consideration should be placed on 

how much time and effort you will need to spend on each product/price point. Some products 

being sold may bring a lower level of return for the client and some product (or service) may 

bring a higher level of return for them (thus, a higher price point).  

If I’m going to sell some small business document templates that helps a client save time by not 

having to create these things themselves, yes, they save time, but the value isn’t as high as if I 

spent 3-4 hours of my time in proofreading material for a course someone is putting on where 

they make many thousands of dollars. That would justify having a higher price point.   

When it’s time for the client to see the proposal, don’t send it to them, present it to them. If 

they’re having a bad day and they’re opening it up after they’ve been in an argument or they’re 

stuck in traffic, this will give your proposal a bad taste in their mouth and hurt your chances for 

success. Present the proposal to them by using a video call and share your screen, revealing one 

page at a time while you talk them through it.  

Setting Payment Terms 

1. 100% up front 

2. 50% up front, 50% when the project is almost completed (most common for me) 

3. Payment terms (monthly payments, install payments etc.) 
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Pitch 

It’s very important to pay close attention to the quality of the copy you’re using and that the 

message that’s being conveyed is clear and concise. Whenever a title or heading is being used, 

the message needs to grab their attention. 

If you are creating content, or have a blog, use titles that draw people in, in a way that they 

WANT to click on the post and read it. 

Pictures being used need to be of high quality and match the text of the heading and blog post. 

This also rings true for other situations a

Every page of your website, product or services information etc. You can refer to my blog to see 

what I’m referring to at: www.tomclairmont.com/blog   Below
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very important to pay close attention to the quality of the copy you’re using and that the 

message that’s being conveyed is clear and concise. Whenever a title or heading is being used, 

the message needs to grab their attention.  

, or have a blog, use titles that draw people in, in a way that they 

WANT to click on the post and read it.  

Pictures being used need to be of high quality and match the text of the heading and blog post. 

This also rings true for other situations as well when pictures are being used with copy text. 

Every page of your website, product or services information etc. You can refer to my blog to see 

what I’m referring to at: www.tomclairmont.com/blog   Below, is a screenshot of my blog

 

very important to pay close attention to the quality of the copy you’re using and that the 

message that’s being conveyed is clear and concise. Whenever a title or heading is being used, 

, or have a blog, use titles that draw people in, in a way that they 

Pictures being used need to be of high quality and match the text of the heading and blog post. 

s well when pictures are being used with copy text. 

Every page of your website, product or services information etc. You can refer to my blog to see 

is a screenshot of my blog page. 
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Partners 

 

Normally, when the topic of ‘Partners’ comes up, people naturally think about someone that will be a 

partial owner of the business and share the expenses or risk involved. This isn’t the intent for what we 

mean here, in this document.  

Establishing a team of people that you can rely on and collaborate with to reach your business goals is 

crucial to your success. It’s not possible for you to know how to accomplish every function necessary for 

your business and you’ll need to rely on others to handle critical tasks. This team of professionals you’ll 

need goes beyond the concept of having others do things that you cannot do. It deals with the concept 

of having others do the tasks that you should NOT do.  

Knowing your ‘zone of genius’ through  a personal evaluation (one of the tools I use) is important here 

because some tasks could be done by you, but some tasks could ONLY be done by you. These specific 

tasks are what separates you from others in your business space and makes your business unique. If 

you’re able to focus on your ‘zone of genius’ and delegate the tasks that an office administrator could do 

(either in person or virtually), then you won’t be bogged down with the host of menial tasks that you 

should NOT be doing.  

There will also be others in your realm that you could recommend clients to, if you’re not able to 

produce the products or services that they’re looking for. Recommending someone else and passing 

business along will build your reputation and trust in the business world and may bring repeat business 

back to you in the future.    


