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INTRODUCTION 

Hello and welcome to the world of branding. Why this book? 
When I started my journey as an entrepreneur in 2009, I would 
have liked a book just like this; a book which explains the 
benefits of branding and how to get started. 

Having such a book would have saved me a lot of money 
in trying to apply traditional ways to market myself, gain an 
edge over the competition and be a pioneer in the way we do 
business. 

Ten years later, is it too late to gain an edge? Since 2008 
the Internet world has opened up a lot of opportunity for us, but 
also to our competitors.  We all feel overwhelmed when trying 
to stand out in a very crowded market, lost among a flood of 
people shouting and making a lot of noise in order to be heard.

I’m not asking you to shout or scream to get noticed. What 
I’m asking for is, for you to do the work.  No wishy-washy 
branding, putting some elements together at random, setting 
up a business just because you have a dream without a clear 
strategy behind it. 

You might be one of the lucky ones, with a business that 
had overnight success and organic growth. For the rest of us, it 
didn’t work out that way! 

You know by now that business is not so much down to luck, 
but strategy and hard work. These are key, the most crucial 
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element? Problem-solving elements for your clients. Without 
these, you won’t have a solution to offer, and therefore nothing 
to sell. 

This book is here to help you have a clear strategy from 
beginning to set up your business. I aim to help you stand out 
from the crowd, work out what makes you unique, and nail your 
branding.

Why is branding so important?
Seth Godin the “marketing guru” who wrote ‘The Purple 

Cow’ knew what was coming before anyone else saw it. With the 
emergence of the Internet, consumer’s attitude has changed. 
For him, the old ways of marketing can’t work anymore. Before 
the Internet we used to have a few TV, channels pushing 
advertising directly to us when we were having dinner. We 
passively ingested all advertising flashed at us and reacted to 
the ones targeted directly at us. 

It doesn’t work anymore. You can find information anywhere 
and when you have a problem to solve, you visit Mr Bing, 
Google or Ms Pinterest. 

It’s where problem-solving comes into place. By solving a 
specific problem for a specific niche, you have a greater chance 
of connecting with the right audience. The ones who are looking 
to solve a problem which you have the solution for. 

That’s a start but it’s not enough! You have to communicate, 
attract, connect and engage with the right audience, with the 
idea of developing a community around your brand.

When there is no value and a story attached to a product, 
it becomes a commodity. For your product and/or services to 

become valuable for someone in need, you have to be more 
than just an interchangeable product that they can find cheaper 
next door and for that you need to develop a brand.

This book is here to help you develop an amazing brand. 
You’ll be able to stand out from the crowd by focusing on what 
makes you unique and then develop a community around your 
brand story.

I will help you navigate through the maze of information out 
there, starting with what branding means and then help you 
helm through brand clarity, using the power of storytelling with 
a strong focus on making your visuals count and getting you 
noticed.

Another book about branding in a saturated market? The aim 
of this book is to give you more than just a few tips and tricks. 
The idea is to make you think deeper about this business/brand 
that you’re so passionate about. 

What you do is valuable to someone and your unique story 
will appeal to the right people. So, let’s get started!
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1.
Branding Buzz

This chapter is your very first introduction to branding. It’s a 
word you can’t ignore anymore as everybody’s talking about it, 
but somehow branding is still associated with a logo. I’m sure 
you know that already. You also want to have a purpose behind 
your brand, otherwise you might miss the whole point of having 
a brand. When I say ‘purpose,’ I mean a story. A story about why 
your brand exists and how you want to make a difference.

So yes, branding, is a buzzword. How many branding coaches 
have you come across lately? Have you met any designers or 
strategists out there? It’s all to do with a buzz because these 
new professions are spreading like mushrooms. Okay, nothing 
to do with mushrooms really, but you get me.

As I explained in the introduction, the marketing game has 
changed. Seth Godin knew a long time before the rest of us 
that the old school marketing tricks did not work anymore.

Why? Because we have moved from a collective society to 
an individual one. We’re more interested in ourselves “What’s 
in it for me?” than by someone trying to shovel their latest 
product down our throat. We want to be in control and are clever 
enough to make our own decisions. 

To buy from a specific brand we base our choices on values 
we’re sharing with this brand and how we want to show ourselves 
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to the world. When you select an Apple iPhone, you’re buying 
much more than a phone; you’re buying a lifestyle.

Don’t believe me? So, tell me, why do you choose to shop 
at Anthropologie? You can’t ignore branding in your business 
anymore. Many creative’s brands do understand this, but 
unfortunately at networking events I still meet entrepreneurs 
from small businesses who don’t get the concept of having 
a brand, the benefit of narrowing down their offering and 
understanding who their client is. They’re just serving whoever 
comes along and usually they attract their clients based on 
cheap pricing. Interestingly, for the one who get it, there’s still a 
lot of confusion.

What is branding all about?
It’s so much more than a logo, a few graphics and a website. 

I like to think about it as a presence, a soul! 

Imagine your brand as an experience of entering a house 
you’ve never been in before. Sometimes you get an instant feel 
of being ‘at home’ even if it’s not your house. There’s instant 
harmony. This is how you want your ideal client to feel when 
they come to your website or across any of your brand touch 
points.

We all know about iconic brands, such as Coca- Cola, Apple, 
Adidas, the V&A, etc. These brands are long established and 
have built their presence not only around legacy and trust, 
but also about the message they convey and the story they’re 
telling.

To gain a better understanding about branding, let’s take 
three of youy favourites ‘go-to’ brands.  

What attracts you to these brands? What are their 
values? What are the three top words you attach to these 
brands and why would you buy from them?  Write these words 
down. For example, my ‘go-to’ brands are Dolce & Gabbana, 
Dior and Burberry.

The words I attached to them are, sophisticated, modern 
classic, joyful, authentic and bold. What are your iconic 
brands? I will show you how it makes perfect sense to 
understand the values you are communicating with your brand 
and the story behind it. 

If, like me, you became an entrepreneur because you 
transformed a passion into a business, you might not have 
realised it, but you already have a powerful brand. However, 
does it make sense in your communications? 

Now, just like my business, yours is obviously not the only 
one in your sector which serves clients. Having a clear, concise 
vision for a brand based on your values, makes you unique and 
is one of the best ways to differentiate yourself in a saturated 
market. Your brand should be created from:

•	 Authenticity; what are your values?
•	 Being driven from the heart.
•	 Clarity about your individual beliefs.
•	 Benefits you’re providing to your clients.

The first step to developing your brand is having a deliberate 
sense of differentiation and knowing where to position yourself 
in the market.

•	 Who is your brand for?
•	 Who is your ideal client?
•	 What problems are you solving? 
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You want to emphasise the benefits you’re providing to your 
customers with a magnifying glass! Make it easy to understand 
what you can do for them, how and why! Still unclear about your 
brand? Don’t worry. I will help you go through the concept of 
branding step by step.

What to retain from this chapter?
There’s been a massive shift in marketing and the old ways 

of promoting yourself no longer work.

2.
Brand Clarity

Brand Clarity. When I think about it sounds crazy, but I love 
the word ‘clarity’ as it has taught me so much, not only in my 
work but also in my personal life.

For years I was the most inconsistent, unfocused persona 
you could meet. Why? I was too scared to make choices. So, 
instead of being focused, I was running in a hundred different 
directions, applying a bit of that, or more of this, creating 
something that only I could understand. This would deter any 
client. A confused mind always says no! I was so confused and 
too scared to make choices.

What was I doing wrong? Everything! I was so scared to miss 
a client that I wanted to appeal to everyone, and we all know the 
adage, ‘if you’re for everyone, you attract no one.’ 

Before I launched my own business, I didn’t trust my abilities, 
so I set out with a business partner. I thought she knew better! 
It sounded so exciting, although rather overwhelming. The big 
mistake I made was to set out in business with someone I hardly 
knew and had met through an event! 

She pretended she already had a successful business by 
showing me some juicy numbers. She was very astute and had 
already all figured out that I was completely naive and blinded 
by the numbers she threw at me! If it’s looks too good to be 
true it probably is!
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Not only was the business we set up together a big scam, but 
all the money I had invested to buy wholesale clothing, she had 
used to renovate her rented flat with the aim of renting it out as 
an Airbnb. When I finally listened to my gut feeling, it was all a 
big shock! It didn’t deter me from trying again though! Once an 
entrepreneur always an entrepreneur!

My first solo business was an online jewellery shop that 
failed dramatically. Why? Because I applied the old lessons of 
marketing.

01. I believed “have a website,” and customers 
will find you. You know what happened? They didn’t, 
because I was for no one.

02. I had no idea who I was serving; it means you’re 
not selling value but a commodity. I was trying to sell 
quality costume jewellery which came with a price tag 
attached. The result? No one bought from me. Why?

They didn’t know me. We all know that people will not spend 
past a certain amount of money online from an unknown brand 
as trust hasn’t been built up. I made every mistake in the book. 

The other mistake was not to follow my heart. I believed 
that opening a jewellery shop would make more money than 
following my passion - photography. 

After the scam experience, I was so obsessed with not failing, 
that I invested more money in the business of buying jewellery 
wholesale and then trying to sell it at more than double the price! 

A lot of my general daily income was spent on Chiffons-et-
Breloques (I didn’t think that the name was unpronounceable 
for English speakers!). Do I regret it? Let’s consider this period 
as a massive learning curve, I learned so much about marketing 
and branding. 

How will my story help you?
By telling my story, I hope I can help you to avoid all the 

mistakes I made. The obvious one is never to set up a business 
with someone you don’t know. Before you spend any money on 
your business, consider whether ‘is it going to make my ship go 
faster?’ 

I also want to show you that when setting up in business, 
your focus must be on clarity. When I say clarity, I don’t only 
mean your business. I mean YOU as well. You have to be clear 
about your WHY; your purpose and why you’re doing it!

If you’re not honest about why you choose a specific direction 
and why you’re doing what you do, you won’t follow suit; your 
heart will not be in it.  

You have to be crystal clear about where you want to go, or 
you will carry on trying to change directions when you see your 
business is failing to succeed. As a result, you’ll feel lost. 

Begin by asking yourself, ‘Why am I doing this?’ The reasons 
behind your WHY will make you stick to your guns when the 
going gets tough. Trust me it will!
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Before you start any business:
Take stock of your personal and professional life and ponder 

over these critical questions:

1. What do I want to do?
Why do you want to do this? What is the trigger? Again, you’ll 

have to ask yourself these simple questions, why, how, what, 
where, when. Start to draft some ideas on paper. Write without 
censoring yourself and start dreaming. Develop a vision of how 
you imagine this business to be and how you’re serving clients. 
Imagine the expression on their faces when working with you. 
How does having a successful business make you feel? This 
is what I would call the ‘big picture,’ and it will require a lot of 
fine tuning. I do think that it’s important to start with a dream 
and not stop at little details when you start imagining your new 
life. You need solid foundations before you start bricklaying on 
top, and your mindset will be the strongest foundation of all to 
keep you going and stay focused on doing the work with a lot 
of determination.

2. If you’re still unsure, stay put.
Are you clear with your motivations? Hurrah! You’ve made it. 

You know what you want and you’re super clear about your next 
step. Now let’s tackle this gorgeous brand of yours.

What to retain from this chapter?
•	 Be honest on why you started your business.

•	 Create a vision board to project yourself in the next 12 
months, 2 years, 5 years where do you see yourself? 
Can you imagine doing what you do for the long term?

•	 Let me introduce you to the most important steps for 
setting up and developing your brand. There’s so many 
of us doing the same thing so how can you stand out?


