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Introduction
Individuals who have the ability to thrive in businesses are the ones who market themselves naturally to the right people and in a way that is effective. Self-marketing is usually the process of promoting a person rather than promoting the product. Self-marketing in the current day economy is effective due to the likeliness that leads might buy from a person who is already known to them rather than from a faceless brand. Over the years, the job market has competitively grown. Through self-marketing, individuals have the ability to improve their reputation and image. Candidates are able to effectively communicate experience, vision and skills through the opportunities provided by potentials employers. Successful self-marketing assists employees separate themselves from thousands of other applicants who are competing for the same job. The climate of the current day business has become more competitive than ever and there is a lot of competition by qualified individuals for the available jobs which seem to be few. Easy as it may sound, self-marketing is not usually easy for everyone.  “A harsh reality today is that for the jobs available, there is the tendency of many people applying for them. In these scenarios, some are less qualified, others are just qualified or even more." (Dooley, 2012) In such a volume of competition, selling oneself becomes essential in order to communicate the reason why a person is best suitable for the job. Although selling oneself might seem uncomfortable, it is usually essential. There is a dramatic shift in the employment market, and now more than any time since the recession occurred, a lot of employment opportunities require individuals to sell themselves. The once enjoyed leverage by employers over job seekers has completely faded. In my paper, I will give examples of how people sell themselves on new people and for jobs. Moreover, I will identify ways people can sell themselves for jobs and different jobs that individuals have to sell themselves to make a sell. (Dooley, 2012)
How people sell themselves on new people and for jobs
People tend to think it is the message that moves new people. However, it is what people do first to create a state of mind in their audience that makes them receptive
Being yourself
In the current day world of job searching, one of the biggest challenges for those selling themselves on new people is the inability to spate themselves from whom they are truly from who they are as a product. There's you- conflicted, fallible, and imperfect and then there's the "you" that you're selling- superhuman, cool, and awesome. In such a scenario where people sell themselves to new people, it is arguably not to sell themselves well. However, it is better to think like a superhero version of themselves. Making best qualities list and dressing the way superhero dress, talking the way super people talk like and being the super person in the roles playing is key in selling to new people. (Beckwith & Clifford, 2007)
Spotlighting the best feature
People effectively sell themselves to new people through an influence based on the best feature spotlighting. In the current day world, people can influence how much new people give to speed, service, quality or another future mainly through visual cues. In relation to selling to new people, drawing attention to the favoured future is effective in getting them to lend an exaggerated significance to the feature and getting audiences to consider it fully. 
Annoying others
There is too much competition when people are selling themselves on new people. People need to engage, communicate and network with people who are best suited for them and it won't be boring getting there. In cases about the job opening, it is usually cool working in an environment of cool workmates as the situation gives a person an opportunity to be selected through quality qualifications. One of the current common ways through which people sell themselves to new people is by being annoying. It is effective to keep bugging keep sending emails and even keep reaching out hence selling themselves as they will be the only people who come to the minds of the new people and the people will suggest them. (Dooley, 2012)
Unique questions asking
People can sell themselves to new people and for jobs through developing the secret of distinguishing themselves from other job candidates. It is important during the interview to ask important questions that seem to offer value to convince the new people to hire them. It should be known that people should ask questions that express interest in what the new people and the jobs are currently working on and weigh in tactfully. Having asked questions related to the new people and the job requirements, people then follow up with offering what they will do through creative thinking. People need to quantify achievements which will make them suitable for jobs. When describing accomplishments, there is a need to use hard numbers. So if it is in a job interview, it will be effective to say that there was cost reduction by 40% in the project that I led leading to the sustainability of the organization. Saying that the project I led was successful is too common and might to lack of success.
Being a unicorn
Almost all the time people try to sell themselves on new people and for jobs which almost end up failing. Mostly, what a lot of people do is to use emails and this method has a possibility of 99% failing since it is done wrong. One of the facts I know about emails is that they are boring due to the uninteresting products, pitch dull ideas and unoriginal versions used. Although people are adding a forward-thinking service or a new spin, it is the same old thing. The internet is one of the places where people can effectively sell themselves to new people and jobs. Important applications such as LinkedIn are key in giving key information. “People will effectively sell themselves to new people and jobs if they can offer sites where important information about them can be accessed.” (Dooley, 2012)
Ways people can sell themselves for jobs
It might seem easy by the word selling oneself for a job. However, it depends on how a person takes the information into consideration. Today, there are people who have been able to sell themselves effectively while others have afield to do so. Today, there are various ways through which people sell themselves for jobs. People need to sell themselves for jobs by focusing on getting out there and building a presence for potential employers to identify them.
Writing
To build credibility, one of the best ways for people to sell themselves is writing and sharing thoughts to the public. LinkedIn is one of the platforms where people write posts about their careers. There is a wider audience around the world that receives the information. Information might also be shared online on various social media platforms. People need to write about achievements in life that have been influential in their success stories. If people put themselves out there they become searchable. People need to write important information on what they are likely to offer when employed in various organizations in a clear and elaborate manner to convince organizations hiring teams. Creativity should be a top notch for people in developing ideas that will lead to the development of solutions needed by hiring organizations. (Beckwith & Clifford, 2007)
Speaking publicly
People need to sell themselves for jobs by identifying opportunities to share their thought and expertise formally. People should already have ideas about topics on which they could speak and who need to know about them and what they have to offer. People need to maximize on opportunities and convince why they deserve the jobs. If a person is searching for a product manager job, speaking at an event where audience members want the products is quite impressive. On the other hand, a lawyer may speak at an event that the American Bar Association hosts. Whatever people do and work, they should have an identification of speaking opportunities that allow them to sell themselves and what they will offer once employed. (Miletsky, 2010) 
Knowing your brand
The most successful brands already know themselves. Take for example brands like Nike, Red Bull or even Chipotle. These brands already know their purpose, values and mission. Likewise, people need to know their brand purpose when selling themselves as employers are looking for people who are knowledgeable and live their brand purpose. It is as a result of clarity that passion emerges.
Show without telling
When people are selling themselves for jobs it is recommendable to illustrate what they are sharing through the use of examples. When selling themselves, it is important to have a work style that is collaborative. If people only say that they are collaborative, it will not be easy to sell themselves due to the empty sounding. People need to say much more than a word to give organizations an idea of what it means by employing them.
Different jobs that you have to sell yourself to make a sell
Modern day world jobs have so much in common when it comes to selling. To effectively make a sale, there are certain jobs that require the person making the sale to sell him/herself first. As a result, there leads to an increase in purchase leading to sustained in the modern day competitive market.
Fashion blogger
The must-have LBD by the perfect OOTD. Fashion blogging is a career that highly depends on how people sell themselves to make a sell. Fashion bloggers must use pretty pictures and perfectly styled shoots on social media platforms such as Facebook, Snapchat and Facebook. Hard work is the key to enhancing wider audience coverage. It is through reaching a wider audience that fashion bloggers sell themselves making it easier to sell that lifestyle to companies. “As a result, they are rewarded with major swags and opportunities.” (Beals, 2008)
Stockbroker
Stockbrokers require to have a strong background in both finance and sales. Stockbrokers is a job career where individuals need to have the ability to sell themselves to the public to develop fame. The role of the stockbrokers is to purchase and sell stock and another form of securities for institutions or individuals.  Stockbrokers have to sell themselves first in terms of what they are offering to people to increase their sales. Through this, stockbrokers are able to keep the economy running through assisting companies and individuals receive the capital needed to start businesses. 
Sporting agent
The sporting agent job is one of the most competitive in the world today. In America, there are a variety of sporting agents due to diversification in sports. The wide range of competition requires one to sell him/herself to win the job positions. As a result, a sporting agent sells through securing a job position by being able to sell themselves first.
Contractor
Contractors need to sell themselves first to make dream homes. Contractors have to first sell prospective buyers on the fairy tale. The ability of contractors to market themselves and their services sets apart from those others who just build houses. Through selling themselves first, contractors are able to win more consumers leading to sustainability in the operations that they carry. 
Conclusion
Marketing is a process of awareness spreading about certain products offered by individuals in the market share. Sales increase due to the information ability to reach the right individuals. The internet and creativity when it comes to selling to new people and for jobs are influential due to the ability to compose the best ideas into a reality. Today, the job market is very competitive and what is required is that one ability to do things differently from others who have the same qualities. Moreover, the ability to sell oneself to make a self is an achievement by individuals and should be taken important since being successful in business is a thing that should be taken with much concern and respect. (Beals, 2008)
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