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A personal brand description
[bookmark: _GoBack]To make in the world of business and coming up with a brand that stands out has become a profoundly difficult task that has seen many people struggling in business. One of the major reasons is because people tend to overlook branding efforts and view themselves as businesses and not a brand (Murphy, 2016.). My brand has taken me quite a long time to create, and it has taught me a lot, and I believe some of my efforts have worked to get me where I am at the moment.
My interactions with the people I meet be it customers or any other audience that asks or want to know something about my brand has been so personal but professional at the same time. I am usually extroverted socially for professional purposes because this has got me interacting with a wide range of people linked in one way or another to my brand. I explain to them how my brand can meet their needs; this has proven to be fruitful because many customers have gained trust in my brand and I have been able to win loyal clients who have chosen my brand over my competitor`s.  
My work preferences are always simple but with one objective of making the customer feel valued, and this has been successful through providing a state of the art customer service which was backed up by having a separate section in my enterprise that deals with customer service only. This has even encouraged my employees to work outstandingly with minimal supervision because they become self-motivated and work because they want to and not because they have to.  I have also developed a habit of customer satisfaction survey whereby there is a form customer are given once they make a purchase of a given commodity to fill and then submit it on their next purchase. In the form, they can give their compliments and complaints about the product and we as the brand owners together with my team; we go ahead to ensure the concerns are met and this has improved our customer satisfaction in a good way since their needs are well catered for.  
I have received compliments from our clients and our competitors who have gone ahead to ask how we manage to create an outstanding brand. We have gone ahead to share some ideas and kept some confidential; we still do more research to ensure I meet the evolving needs of clients. My actions of giving my customers the priority has benefited my employees and even the clients themselves because they get a chance to get information about products they are buying.
What I am proud of myself about is my ability to interact with people I meet and end up making them feel part of my brand and enterprise without much struggle. It has worked out well because it has made marketing less tedious and created trust. It has also enabled me to be an indirect personal seller and using emotional marketing as a strategy to have an outstanding brand to get clients believing in my brand for the longest of time and giving the reason to buy my brand. I usually get excited about customer feedback since it has given us a chance to address our weaknesses, this will make clients feel cared about at the end of the day as well as diversifying to meet their needs.
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