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Writing a book has always been on my bucket list but the 
thought of it felt very daunting. Once I made the decision to 
step beyond my fear and take action, the first call I made was 
to my sister Janine asking for her support. We have always 
had very different personalities and took drastically different 
paths in our professional lives. She earned her Master’s de-
gree in education and taught English for over 20 years while 
I quit college and took the entrepreneurial route. This project 
has been a beautiful blend of our diverse talents, and it has 
been a most amazing experience. 

Janine, thank you for bringing your brilliance to the table by 
creating structure and flow to my words while allowing my 
true voice to be heard. I love you.
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The beautiful white marble floor of the luxury hotel bathroom 
shined up at me as I finished up in the restroom stall. I could 
hear the sink running while two conference attendees were 
discussing the upcoming presentation I would give right after 
the lunch break. Obviously, they didn’t know I was in the bath-
room because one of the women said, “I’m not sure this Juli-
Ann understands the issues ‘real’ women go through. I mean 
just look at her…she’s skinny and blonde and gorgeous.” My 
heart sank and of course, I felt a profound sense of sadness. 
However, I had a few responsibilities to take care of before 
the lunch break, so I didn’t have the luxury of remaining in 
the stall until they left. As I walked up to the sink to wash, the 
women blanched, smiled nervously and quickly left the ladies’ 
room.

After the salmon salad and lemon tart with coffee, it was 
time for me to hit the stage. I must say I felt a little insecure, 
knowing that I had already been dismissed based on my ap-
pearance and really wanted to make a connection with those 
women--a connection I knew would make an imprint on how 
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they were seeing themselves. I took a couple of deep breaths 
for confidence and calm, took the stage and gave it my all.

Later with the PowerPoint turned off, my mic unclipped from 
my lapel and the applause fading in my ears, I headed out to 
the lobby to meet and greet at my display table. Those two 
women from the ladies’ room made their way to the front of 
the line; they simultaneously hugged me and said, “We felt so 
bad that you heard us earlier. You really do GET us! We’re so 
sorry for what we said.”

They were not being mean and spiteful earlier in the restroom; 
they were just doing what we all do: making a judgment of 
someone based on an initial impression. I’m not saying it 
didn’t hurt hearing it, but thankfully it came at an opportune 
time for me. It was a dramatic illustration. Their impression 
of me was their reality of me, but I had the chance to expand 
their perception.

The raw truth is that people do judge you based on their per-
ception, and your personal branding is the lens through which 
you will be perceived, evaluated and eventually hired.

So let’s get right to the point. The Total Package: OWN Your 
Profitable Personal Brand is a book, my lifetime in the mak-
ing. For years, especially the last 20, I have dreamed that at 
some point I would put down in print the expertise I’ve gained 
from my experiences, both personally and professionally. At 
first, I wasn’t ready because who would read a book written 
by someone with an incomplete college education (apparent-
ly my own judgment of myself) and no ‘formal’ training in my 
industry (YIKES)? Once I got over those hang-ups, I wavered 
about what the book should really be. Was it a memoir of my 
rocky journey--a journey that doesn’t define me? Should it be 
a strategic ‘how to’ on style? Should I share my expertise on 
personal brand development?
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One afternoon my business coach, Lisa said, “JuliAnn, it’s 
time for the book.”

My response was, “But I’m not really ready. I haven’t figured 
out all of the pieces yet.”

She reminded me of something I tell my clients all of the time, 
“It’s not going to be perfect ever, but it will never happen if you 
don’t just do it!!” Okay, Okay.

I’m a ‘cut to the chase’ kind of woman who doesn’t like to 
waste time, so here we are. I’ve cherry picked the elements 
that are most critical to developing a successful personal 
brand—a brand that will attract, engage and monetize! The 
good news is that this book will not take you long to read, but 
it is packed with insightful, savvy tips, and, in the end, you’ll 
begin to see yourself in a renewed light. Then you’ll be a com-
plete and total package.

5 Keys to a Profitable Personal Brand

The 5 Keys are Identity, Image, Language, Online Presence 
and Customer Experience. They are meant to be addressed 
in exactly that order as you build your brand persona. In other 
words, don’t jump to online presence before you’ve had the 
opportunity to flesh out your identity or work on your image 
and language.

The Big Mistake

PLEASE READ CAREFULLY!! One of the biggest mistakes I 
see over and over is that professionals complete the brand-
ing process in the wrong sequence. Time after time, clients 
come to me after they’ve developed their logo, rushed to get 
business cards printed and launched a website. They have 
spent time and money on incomplete personal branding with 
a look and feel that is not them at their best. Then they decide 
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to ‘treat’ themselves by hiring a personal branding expert. The 
issue is that once they develop their personal brand, they be-
gin to see themselves in an entirely new light with more in-
sight, clarity and confidence and then they say, “Ugh! I would 
have branded my business with a very different look--one that 
is me at my best!” S(he) is frustrated, and rightly so, that she 
has wasted precious resources developing a brand without 
branding her persona first. Is personal branding a luxury or 
treat? Neither! It is the crucial foundation upon which your 
business brand should be built.

This book is about the practice of marketing yourself as a 
brand with some of the same strategies as the big guns like 
Nike, Coca-Cola or Apple. A well-executed personal brand is 
strong, consistent and specific. It encompasses all of the fine 
details that address the first impression to the follow-up and 
beyond. Personal branding is common among celebrities, 
politicians and sports figures. Think of Shark Tank’s Barbara 
Corcoran, or the jazz styling of Michael Buble ́, and also Vir-
gin mogul Richard Branson. Each has a reputation for their 
established and consistent personal brand, and they top it off 
with their signature look—a look in alignment with their brand-
ing, marketing, etc. and you better believe it’s by design.

Successful entrepreneurs understand that developing a 
strong personal brand is even more important than their prod-
ucts and services because while those goods and services 
might be top notch, no one will know about them if the person-
al brand representing them doesn’t capture the attention and 
curiosity of the prospective customer.

Your Total Package

Jenny and I were sitting in an elegant dressing room at Nord-
strom. We were discussing our shopping strategies for the 
day. Timidly, she explained that she was a little uncomfortable 
about getting undressed. First I asked some gentle but prob-
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ing questions about why she felt that way, and she went on to 
tell me that she wasn’t feeling very good about her body, all 
5’2’, size 4/6 of her.

I explained that I have never worked with a client who didn’t 
have some level of body image insecurity. Further, I told her 
that “the dressing room experience” is one of the most trans-
formative pieces of my work. It’s a space where I have the 
ability to unconditionally accept a woman, no matter how 
she feels about her body. As Jenny and I continued to talk, it 
struck me that it would be daunting for her to disrobe in front 
of me because, as usual, I was in my stylish business at-
tire. The vulnerability was so crystal clear that I needed to do 
something drastic. So for the very first time in front of a client, 
I pulled one of my boots off, and then the other. I continued 
taking off my pants and top as well. I stood boldly in the center 
of the dressing room in only my bra and underwear.

As I spun around, I asked her to take a good look. “My butt 
is a little jiggly, and I just can’t get my abs to firm up the way 
I want them too, but what defines me is not how I look. I am 
still a good person and a successful businesswoman even 
though I have cellulite. My tummy is bloated, but I’m a good 
person. I wish my legs were a little firmer and I didn’t have 
muffin top, but I’m a good person. What matters most is the 
impact I make in the world.” Jenny sat there with tears in her 
eyes and invited me to take part in her dressing room expe-
rience. She instinctively knew she could see herself through 
new eyes.

The next day, I received this heartfelt and powerful email;

Dear JuliAnn,

Good morning, Beautiful! I feel absolutely compelled and 
inspired to write you a note of gratitude to let you know 
how much I appreciate you.
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First, thank you so much for yesterday. What an incredible 
experience that was. Way, way outside my comfort zone, 
but so incredibly worth it. You have forever shifted my per-
ception about my personal brand and image.

Here are a few results I feel already:

• More confidence in who I am and what I do
• An increased feeling of self-worth
• A deeper appreciation for myself and my time
• More pride in my appearance
• A desire to have more in my life - like suddenly the old 

way of being is no longer acceptable
• An increased feeling of generosity - for example, now 

that I have more, I can let go of some of the old stuff and 
one of the first thoughts I had was I’m not going to hoard 
old stuff in my closet that I now know doesn’t work for me 
- l’ve donated it to someone who needs it more than I do

• More excitement about living a higher quality of life

I am forever changed after that transformative experience.

And with regards to you and the experience of working 
with you - what you did for me in the dressing room was 
the most incredible display of commitment and customer 
service that I could ever imagine. You are an absolute art-
ist and creative genius when it comes to the craft of your 
work. You are intuitive and have an innate ability to sense 
how I felt and what I liked and didn’t like, to come up with 
the perfect outfits.

I was also so impressed with the way you took care of me 
as a client during the day - thank you for pampering me. 
It’s really nice to be taken care of and to remember how 
good that feels, so thank you for reminding me. I want you 
to know that it made a really big difference to me.

I can’t say thank you enough. You are really a gift. And you 
are so very talented! It was truly a privilege to spend the 
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day with you. I already knew you were fabulous before, 
but having the experience of working with you in that way 
elevated my understanding and appreciation for you and 
what you do, and took it to the next level.

And on a professional level - since I now know exactly 
what you do I could not be more excited to share you with 
others. I am beyond excited to send business your way. 
And the service you provide is so far beyond what you 
charge for your services. (How can you even put a price 
tag on the results I listed above?) I am excited to commu-
nicate that to others.

And one last thing - as a role model - you are the most 
beautiful example of who I aspire to be. Thank you for 
that. It’s so much more than just how you look and how 
your carry yourself - it’s the fact that you are this beautiful, 
classy and elegant woman who lights up the room, com-
mands the respect of others and comes across as some-
one who is and should be well taken care of by others, 
but at the same time you have the humility and the heart 
of a person who is truly of service to others - to be able to 
really take care of someone else and treat them like they 
are just as valuable as you are. I don’t think I’ve ever seen 
that modeled before by anyone. It’s important to have the 
personal experience of being around people who inspire 
you and show you what to aspire to - and you have defi-
nitely done that for me.

What more can I say beyond thank you and I love you and 
completely adore you :)

Jenny

It is not coincidental that I received this message just as I 
sat down to write the introduction of The Total Package. The 
beauty of her words was a confirmation that I am walking my 
walk and not just teaching others to walk it. My brand expe-
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rience exemplifies that my values are expressed throughout 
my personal brand identity.

Jenny had a shift in her own perception and image even be-
fore she donned her new duds for others to see. She now 
knows her true transformation wasn’t just her outward ap-
pearance. She can see the beauty and possibilities within 
herself. She now has more clarity and an elevated mindset 
in the language she will use whether non-verbal, written or 
spoken.

She’s excited for her upcoming photo shoot, new branding 
and online presence because she now has complete clari-
ty about who she is at her ultimate potential, and she has 
the confidence to show it! Finally, realizing ‘suddenly the old 
way of being is no longer acceptable,’ Jenny will model that 
in working with her clients. No doubt that will transform the 
customer experience her clients have.

There are five key elements to developing a personal brand 
people will love. In this book I’ll unpack each item with re-
al-world examples* which will help you apply the elements in 
your own unique way. As someone born with an entrepreneur-
ial spirit, my mindset has always been to jump into action and 
figure it out along the way. Yes, I’ve made many mistakes, but 
I’ve learned valuable, applicable lessons from each one. So 
this book is my gift to you. You can learn from my experience 
and develop your Total Package in a strategic and profitable 
way.

*In my client examples, the names have been changed.
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Chapter Two
Key One: Identity
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-2-
Key One: Identit

“Hide not your talents. They for use were made. 
What’s a sundial in the shade?”

Benjamin Franklin

I was raised in a textbook Southern California middle-class 
home, but still I grew up with a sense of needing to hide. My 
loving, hardworking, committed father owned a wheel align-
ment business and my warm, dedicated mom worked with 
my father, volunteered in the PTA, and had a hot homemade 
dinner on the table at 6:00 pm sharp every night, except for 
the nights we treated ourselves to Taco Bell, Billy’s Deli or 
Bob’s Big Boy. Most Sundays we attended church, then went 
to brunch at Du-Par’s, and later watched Mutual of Omaha’s 
Wild Kingdom followed by The Wonderful World of Disney 
while we ate popcorn and sipped root beer floats for dinner! 
School came fairly easy to me as did making friends of all 
kinds. I usually had a big smile on my face and was able to 
bring the sunshine into a room…or a thunder cloud.
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If you looked at me from the outside, you would have thought 
I had it all, and I did- for the most part. What you wouldn’t 
have seen was the fact that I kept the shameful secret of sex-
ual abuse to myself. It happened at such a young age that I 
was genuinely unaware of anything different and so I didn’t 
even think to tell my parents. I became keenly adept at hiding 
who I was on the inside by ‘looking perfect’ on the outside so 
others would not know the shameful truth of who I perceived 
myself to be. I became fascinated by all things hair, makeup, 
and wardrobe. I knew how to look the part of having it all to-
gether which covered the suffering on the inside. As I entered 
adolescence, it became more and more difficult to stuff the 
feelings of inadequacy and pain, so I turned to drugs and al-
cohol for relief. It worked for a while.

As I grew into adulthood, married and had children, I realized 
that the poor choices I was making were hurting more than 
just me. They were hurting my husband and children, and I 
wasn’t willing to continue living that way. So I reached out for 
the spiritual guidance, professional services and group sup-
port I needed to begin the healing process and get healthy… 
mentally, emotionally, physically and spiritually.

I wanted to be known, heard and feel like I mattered. Isn’t that 
what we all want deep down inside?

During this time, my professional life was picking up. Without 
really knowing it at the time, my mission and passion were to 
help others love themselves and reflect that to the world. All 
marketing language aside, I never actually realized the ben-
efits I was delivering. I never knew that by championing and 
advocating for them, I was healing myself as well.

So here I am, someone who wanted to be known from a heart 
space… very successfully teaching others how to make them-
selves known. Oh, the irony of it. There were times I even 
questioned my ‘credentials’ because I felt like a complete and 
utter fraud. Who was I to be teaching something I struggled 
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with myself? What I now know is that is exactly why I’m so 
effective in my craft and why my clients know that I care for 
them personally as well as their professional success.

What does that have to do with YOUR personal brand identi-
ty? It has everything to do with it.

What Defines You?

The first step in developing your personal brand identity is to 
clearly define who you are. Once you understand who you 
are as an individual, then the brand will flow from there. Of 
course, you have your own personal journey and you are dy-
namic and changing, but there are fundamental truths about 
who you are, what matters to you and of course… what you 
love. It is crucial that you be as authentic as possible. You 
brand your persona because YOU are the common thread 
that can create a consistent and cohesive brand identity--one 
that is as unique and compelling as you are.

Defining who you are allows you to lead naturally from your 
experiences and strengths. I am an artist. I am an outgoing 
introvert. I am passionate and heart-centered. I love dogs, 
country music and reading. I am also open-hearted, compas-
sionate, playful and have a childlike curiosity. These ‘defini-
tions’ are woven throughout my personal brand identity, the 
particular language I use in marketing and creating content 
for my social media posts, and the personal examples I share 
from the stage.

As a big movie fan, I never miss awards season--The Oscars, 
Golden Globes, etc. Without fail, when George Clooney takes 
the stage the reception is one of smiles, generous applause 
and a real sense of love from his colleagues. His interactions 
are warm, authentic, and full of laughter. He stands out as 
classy, friendly, approachable, self-deprecating and a team 
player, and that’s exactly what makes him compelling, too. 
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Others are attracted to him for those very reasons--not to 
mention his good looks and style (I would have been remiss 
not to mention that!). From Clooney’s humble Kentucky up-
bringing where he worked as a shoe salesman and a tobacco 
farmhand before his rise to fame, it is his family’s values and 
strong work ethic that have served him so well. Clooney is 
an actor, icon, activist, and humanitarian. Although a man in 
the spotlight, George Clooney seems to have the ability to 
protect most of his personal life from the public. This adds to 
his mystique-- another asset of his personal brand. It’s also 
in alignment with his sense of humility. Clooney stands for 
supporting others, whether it’s his philanthropic efforts in Dar-
fur or his passion for spotlighting other artists, ushering them 
forward in their careers. This work enables fans and peers to 
connect with him in a meaningful way. He provides no reason 
for people not to like him. There are few superstars or icons 
who can match this aspect of Clooney’s persona.

Defining who you are can be a challenge because you can’t 
see the label from inside the bottle. Also, many of us spend 
more of our time fixing what’s wrong with us rather than devel-
oping what’s right. Chances are you may not know the depth 
of your strengths. That’s why all of my personal clients begin 
their process with exercises and assessments.

Begin to think broadly about your personality and how others 
experience you. Do others call you ‘the plan maker’? That 
might mean you have great leadership and organizational 
skills. Do people like being around you because you make 
them laugh? That might mean you inspire others to see the 
bright side of life.

Your client testimonials are a treasure trove for defining your 
brand identity. After all, the words of praise are from your ide-
al clients- those that have chosen to hire you already. What 
speaks to them about your brand experience will no doubt 
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speak to others, too. Take note of their key language or phras-
ing and repurpose that into your brand.

If you’re short on customer testimonials, it’s time to ask for 
them. You can request them from existing clients by letting 
them know you would like to include theirs on your website. 
Be sure to ask them specifically how they’d like to be identi-
fied and let them know you’ll include a link to their website. If 
you’re asked how long their quote should be, give them the 
leeway to write as little or much as they’d like. Then you can 
pull out the key phrases you know will speak to your potential 
clients.

When a customer expresses happiness with my services, I 
immediately ask more pointed questions and then ask per-
mission to quote them. Here are some examples:

Joan: “JuliAnn, I’m so happy I worked with you.”

JuliAnn: “What specifically are you happy about?” 
Joan: “I look and feel great. I have a renewed sense of 

myself and my confidence has increased.”
JuliAnn:
 

“I’m thrilled you are feeling that way. Joan, may I 
use your words as a testimonial?”

Joan: “Absolutely!”

Susan: “JuliAnn, I am being perceived on a higher level 
now.” 

JuliAnn: “How is that benefitting your work?”
Susan: “Now, I’m attracting the clients who value and 

can afford my services.”
JuliAnn: “I love hearing that! May I quote you?”
Susan: “Please do.”
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Two independent assessments I suggest my clients take are: 
The Fascination Advantage Assessment by Sally Hogshead, 
author of #1 bestseller How the World Sees You. This assess-
ment identifies your archetype and how others perceive you 
at your best.

The second evaluation that will help you define yourself at 
your best is Gallup’s Strengths Finder 2.0 assessment. The 
Strengths Finder 2.0 assessment is a revised version of the 
1998 assessment developed by the father of strengths psy-
chology, Donald O. Clifton, Ph.D. and his associate Tom Rath. 
I love their philosophy of focusing on what people excel at 
rather than what needs fixing.

You can access your own Fascination Advantage Assess-
ment and Strengths Finder 2.0 Assessment on links through 
my website: http://www.TheTotalPackageBook.com/gifts

A basic marketing principal is to identify your very narrow tar-
get market, connect with them, and the rest will follow. Once 
I began to strategically weave my own brand identity into my 
brand presence and marketing strategies, my target market 
started to appear and my visibility and bottom line accelerat-
ed substantially.

The value of ‘defining who you are’ is apparent in my client 
Rebecca’s brand. She is a marketing consultant who devel-
ops strategies which her team then implements for her clients. 
However, if you had seen Rebecca’s website, you would have 
thought she was executing everything herself which mud-
dled the representation of who she is and what she stands 
for. Based on our Identity work, Rebecca clarified her role in 
her company as the leader and strategist. Taking that to her 
website, she presented herself as the leader of a strong sup-
port team involved in the implementation of those marketing 
approaches. She changed nothing within her company, but 
rather simply revealed her true role as the strategist. Once 
we clarified her strengths and role throughout her brand per-
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sona, she quickly began attracting the clients she had always 
dreamed of.

What Do You Value?

Every single one of us lives according to our highest values. 
Try as we might, we will never escape our values, many of 
which are instilled in us during our formative years. Your val-
ues define you in an even deeper way as they are the most 
important things in your life. Consider the people, experienc-
es and emotions that fulfill and drive you the most, and you 
will find your values there. Discerning your values helps you 
tap into a more heightened and authentic personal brand.

My client Linda loves all animals and highly values the kind 
and loving treatment of them. This value is the cornerstone 
of her vegan health coach practice. She is incredibly effec-
tive at portraying her passion because it’s a truth to her value 
system. Her values are clear throughout her brand as well. 
The philanthropic organizations she supports align with her 
values, her best-selling book highlights her heart for animals, 
and she regularly features her pets in her social media con-
tent and live presentations.

What are some of your highest values? Take some time to 
review the following list. There will be many that will resonate 
with you but try to narrow it down to a maximum of ten. That 
way you can focus your branding choices and marketing lan-
guage around those that matter the most.
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Now that you’ve identified your key values, it’s time to weave 
them throughout your personal brand identity. My original 
value statement was “Aligning your personal brand and im-
age with the level of success you desire.” This statement 
highlighted my values of consistency, self-actualization, and 
success. However, the more I worked with my clients since 
creating that statement, the more I have become aware that 
this declaration didn’t highlight self-actualization enough— a 
value I consistently strive for, and is most important to my 
work with clients. I changed the statement to, “Aligning your 
personal brand and image with your ultimate potential.” Now 
it’s in alignment with what I value most for my clients—seeing 
them develop their brand in accordance with their ultimate 
potential.

Ask For Feedback

You may want even more clarity about how others experi-
ence you. Firsthand, feedback is a valuable tool to craft your 
personal brand. Of course, you want to seek guidance from 
trusted professionals, but you can also reach out to others for 
their take on what you represent. They will see things that you 
don’t and can help you eliminate your blind spots.

Here’s an exercise I give my clients. It’s called 5 & 5. Think 
of five individuals - business colleagues, clients, or simply ac-
quaintances - people who are able to be objective. That way 
you’ll get a clear picture of how you’re perceived. Ask them 
to describe you using five adjectives. Some examples might 
be: smart, professional, funny, engaging, down-to-earth, or 
in-the-know, passionate, strategic, welcoming, enlightened. 
Get the idea? There’s usually a common thread or two, so 
when the same (or similar) descriptors repeat themselves, it’s 
important to take note.

Send a simple email like the one below to your trusted sourc-
es. Then be sure to print the results and post them so you can 
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be reminded of the exceptional and accomplished person you 
are! In addition weave them throughout your brand identity.

Dear Friend/Colleague,

I’m reading JuliAnn Stitick’s book The Total Package and 
am hoping to get some feedback on how you experience 
me as a person. Will you do a quick brainstorm and come 
up with five words that best describe me?

Here are some examples JuliAnn gave:

warm, funny, smart, successful, advocate 
kind, spirited, savvy, heart-centered, philanthropist

edgy, powerful, attractive, sharp, motivated

Your input is valuable to me. Thanks so much for your 
time and insight.

Sincerely,

You

When Gina completed this exercise, she was pleasantly sur-
prised to know that her five sources see her as a leader and 
innovator in her field of expertise. This feedback allowed Gina 
to confidently weave those descriptors throughout her brand 
presence in images, marketing language and choice of con-
tent. But even more importantly, her own confidence factor 
multiplied!

Be Bold and Authentically You

I feel a sense of sisterhood with any self-made woman, and 
Barbara Corcoran definitely fits that bill. Her spunky, color-
ful, smart, bold and straightforward approach has served her 
well. The first I had heard of Corcoran was from my hubby 
Joe when he came home from a conference at which he’d 
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heard her speak. He told me she was someone I’d love, and 
he was right. Most people know her as a television person-
ality--a “Shark” investor on ABC’s Shark Tank. However, as 
always there’s more. She is a wife, mother, businesswoman, 
investor, speaker, consultant, and author. Whew!

When I first clicked on her site www.BarbaraCorcoran.com, 
I was greeted with a cheerful, colorful, simple, elegant site. 
Her message was clear and her personal brand (or image) 
reflected a fun, sharp, warm woman. There were two things 
that really stood out for me, and I have since applied them in 
my own business as well as those of my clients. These two 
principals have resulted in oodles of success.

First, is Barbara’s ‘say it like it is’ attitude which is evident on 
the ‘About’ page of her website. The first sentence highlights 
her terrible grades in school and her inability to find a job that 
was right for her. When you read further, you’ll see how she 
was able to turn that around and become one of the most 
successful women in the world.

Another example of her spunky, straightforward approach is 
the title of one of her books If You Don’t Have Big Breasts, Put 
Ribbons on Your Pigtails- and other lessons I learned from my 
Mom. Barbara is not afraid to be who she is and people LOVE 
her for it.

I use to temper who I was based on my audience, and while it 
can be argued that elements of that are strategic, I now show 
up as JuliAnn--a woman who is far from perfect, but invested 
in others looking and feeling their best and achieving great 
success in doing so! How can you elevate your ‘say it like it 
is’ attitude?

Barbara Corcoran is also very bold! She’s not afraid to take 
risks and was willing to ‘fake it’ until she inadvertently built a 
very successful brand. Don’t misunderstand me here. There 
was no wrongdoing on her part. She was willing to take ac-
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tion based on the belief of what was possible until it actually 
happened.

A year ago I was inspired to begin making very bold requests. 
A well-known business coach offered me a spot to speak at 
his event, but it would cost me $15,000. While that business 
model is common in some circles, it didn’t work for me. He 
went on to say that he’d offer me an opportunity based on 
sharing the profits from my product sales that day. That still 
didn’t work. His response was, “JuliAnn, this needs to be a 
win-win.” My response back, “It is! I’ll be bringing 20 years 
of expertise to your audience, and that will be your win.” He 
ultimately agreed, and it was an incredibly successful event 
for both of us.

What is one bold action you can take today? This week? This 
month? This year?

What makes YOU stand out? The simple answer is reflected 
in the unique combination of what defines you, how others 
experience you, your strengths and your values. Incorporate 
this clarified Identity into your brand to more easily attract 
your ideal clients. When you are clear about who you are and 
what you can accomplish, your customers will reap the re-
wards, too.



To receive JuliAnn's complete book, please 
visit Amazon.com

For more personal brand & image 
strategies, please visit our website at 

www.JuliAnnStitick.com

http://www.amazon.com/gp/product/1944177108?keywords=JuliAnn%20stitick&qid=1452904959&ref_=sr_1_1&s=books&sr=1-1
http://www.juliannstitick.com
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