
 

 

The 6 Steps to Being a Business Celebrity 
by Lucy Whittington 

Worked through in order you will build up an action and marketing 
plan focused on personality to make you and your business stand out in 
your market – or stand out in a new market if that’s your plan! 

Before we start: 

Who needs to know their business personality? 

If you’re an entrepreneur who knows all about business (and trust me I’ve read a LOT of 
books, have an MBA, and learned from many successful business owners) BUT if you’re 
still not getting the results you want, look at the personality of your business. Find out 
how to put yourself back into your business. Really IN your business.  

Having a clear business personality means you will always stand out in a crowd. Your 
business personality is YOU it’s what you bring to the business, and the best part is that 
it’s unique to you.  

What is Being a Business Celebrity? 

This is about creating a ‘stand out’ identity, a set of values, a personality for a business. 
Ultimately though, it’s about you as the business owner or manager, being a ‘celebrity’ 
attracting attention for who you and what you do that’s different. It’s about authenticity 
and making this clear in your business approach, messages and ethos. 

Everyone has something different to offer even if they are in a ‘crowded’ market place. 

The world is changing – people are buying from people and social media has blurred the 
boundaries of business and personal. If you can be ‘that person’ in your market that’s 
well known – famous (or infamous even!) then you can attract clients TO you.  

How you use ‘celebrity’ in business: 

You need to tell and share your story. And if you think you don’t have a story you are 
wrong – everyone does. 

You need to BE your story. You are your business, and if your business is big enough you 
need to bring out ALL the personalities in your business and use them.  

Your personality is important even if you doubt it is interesting or different enough – 
something you are is enough to make your business stand out. Everyone has a gift. 

Once you understand and accept that you are what makes your business, you’re able to 
be bolder, less afraid to stand out in a crowd, and you can create loyal fans. 



 
 

 

And what’s the result?  

More clients, who love you as fans, are loyal and will pay more to buy from you.  

Being a business celebrity does not mean you have to do everything in your business, 
but that your business reflects your personality and approach – in everything it does.  

A small business needs a personality just as much as a bigger business, and the 
results are the same – more, and loyal clients, buying from YOU because of who you are. 

If you don’t work with a clear business personality in mind, all the time, all your 
business actions will be disjointed. If you work in your own small business it’s going to 
be easy for you to personally ‘direct’ this, but in a larger business your personality is 
going to have to be documented and made into procedure. Don’t let this diminish its 
power and impact – allow this to make the business personality stronger by 
reinforcement and adding other personalities along the way – managers, staff, and 
agents. 

Why is it so important to be you? 

With social media blurring the lines between business and ‘real life’ you need to face 
this change head on and use it. Be you, be genuine, and be bold.  People will notice you 
for it, and they’ll want to buy from you. 

 



 
 

 

Here are the 6 Steps to Being a Business Celebrity 

1. Know your personality, and realise it’s all you need to succeed. Know what is authentic to 
you and what sets you apart and that’s your ‘celebrity’. 

You must have a reason for customers to buy from you and not from anyone else. In traditional 
terms this is known as having a ‘USP’ – unique selling point. I’m now saying you need to have a 
‘PSP’ (a PERSONALITY selling point). 

Now when you did your business plan and first marketing plan you no doubt sat down and 
‘worked out’ all the things you did as a business that makes you unique. You thought about 
what you do, how you do it, the process, the price, the name of your business, your strap line, 
your logo, the little touches you were going to add to make you stand out. And then what you 
probably ended up with is a business and marketing plan that, if truth be told, could work just 
as well for another company in your market (give or take a couple of features). 

What all this planning and thinking probably overlooked is that you already had an 
indisputable USP (PSP) – you. As a business owner or entrepreneur you know what you do is 
different and you have your own gift. And you know this because you do it. You are a unique 
person with your own thoughts, ideas, approaches, values and knowledge. You might ‘think’ 
you’re like other people in your market but you’re not. Fact: You are unique. 

So, let’s make this game of business easy. Let’s make it about you. Let’s shape your business 
around you, what you know, what you do, what you say, the way you work best, the results you 
can get. But you might be thinking – I already do this! Do you really?  

Are you completely visible in every part of your business? Do you know why your customers 
buy from  you and not your competitors? Have you explained in detail to your team, prospects 
and clients everything that you think about that goes into the product or service they receive? 
I’d be willing to bet there is a lot of detail that’s not shared – it might still be the reason people 
buy from you, but they might not always have the specifics of why! 

ACTION: Get yourself ‘out there’ fronting your business, being different, and attracting some 
attention. Act and think like a celebrity – literally celebrate your talent. Share what you think, 
know and do. Recognise in yourself what you have and tell people about it. Make sure you 
understand that you are enough, you are your business, and what you do is very valuable. 
When you know this, and understand it, then you can confidently share it. 

You want to be the name that everyone thinks of when they say I need a [insert what you do 
here]. You need to get ‘famous’ (or infamous!) for what you do. 

And don’t get hung up on numbers - you may only need 100 people to know who you are, or it 
may be 100,000. You will know how many fans you need to make you a ‘celebrity’ in your 
market – so just go out and get noticed!  



 
 

 

2. Find out exactly what makes you unique, what is going to set you apart from the 
competition (hint – it’s you!).  

You’ll need to look closely at what you do, who you are, what’s different. So you’ll need to look 
at your experience, approach, ideas, hobbies and loves.  Find out who you are and share the 
details. 

DETAIL is key. Now I’ve already mentioned that you’re working to be ‘famous’ for what you do. 
So the only way you are going to stand out is share WHY, HOW and WHAT you do that is 
different. And it’s likely you can’t do this with a logo, or a strapline.  You will need detail. 

Go through your website copy, your brochures, your PR and play the “Is it just me?” game. This 
game involves looking at all your marketing materials you have now (and also the sales 
conversations you have with people) and seeing if you can take out your name or business 
name, and put in someone else’s name or business name and it still make sense. I’m willing to 
bet in the majority of cases what you’re saying someone else can say. This means you’ve lost 
the ‘Is it just me?’ game! 

ACTION: look at everything you do and say about you, your business and what you do and add 
in detail that will making it ONLY apply to you. Make everything you say unique. Easy ways to 
do this are to: 

• Write YOUR review of something 
• Write YOUR guide to X,Y,Z 
• Share YOUR approach (step by step if it’s possible to list like that) of how you work, the 

quality checks you have, the attention to detail you have. 
• Document YOUR unique experience, where, when, why, what you learnt ad how you use 

this. 
• Share YOUR views on how things should be and are 
• Any unique services, recipes, approaches, products, standards you have that no-one else 

by definition can have – include those to (and explain them – in detail!) 

Now repeat all the above with members of your team too – as they are also all unique 
(individually and as a group). 

This step is all about detail. It’s about sharing. It’s about making it very clear what you do that 
is different, and unique to you and your personality.  

Time for the spotlight… 

  



 
 

 

3. Define what your business personality looks and feels like 

Spell out what it means and your values. Crystallise who you are. What does your business 
personality look and feel like in words, colours, pictures, clothes and media. It’s about the 
whole package of ‘you’. 

So literally this can mean you might need a haircut and a new wardrobe! As if you are going to 
be a business celebrity you need to know your ‘look’ and this is going to be focused around 
who YOU are, who YOU like to work with in business, what YOU like to wear and what makes 
you feel like the ‘big’ you (not literal size, but stature). I am not saying you have to wear an 
expensive suit, or a red carpet worthy dress – unless this fits with who you are as a business 
celebrity. What it does mean is you have to look like YOU. No more ‘days off’ when you can’t be 
bothered, no more wearing a ‘uniform’ (even jeans and a T shirt can be a uniform if you let 
them be). You know what you want to be ‘seen’ as so start being that person every day.   
Also examine your business ‘look’ – what’s your website saying, your logo, your brochures, 
your copy, your presentations, your office, your building, your staff – anything that is visual 
and ‘seen’ is all reflecting you and your business celebrity (or not!). 

Now, this isn’t a time for head scratching and complaining that you’re ‘not into fashion’ or are 
not a designer. You don’t have to be – because you already know what you want to ‘look’ like, 
and you already know what feels right to you. But you have to be honest and say if you’re 
hiding. 

Many business people hide behind logos and glossy brochures, and uniforms because they 
‘think’ that’s how they SHOULD look. This is not how a celebrity thinks  - they are just 
themselves. If I picture Richard Branson it’s not in a suit, but I’d never question his ability as a 
business man. You know if you’re hiding, as when you put on your ‘work clothes’ they’re not 
‘you’ – they don’t make you feel the best you can be. Same when you look at your marketing 
materials – they might be shiny, but do they really show who you are and what you do that’s 
different. Really? In detail? So you couldn’t take your name out and use a competitors name…? 
(See the “Is it just me?” game in Step 2). 

ACTION: write down words, colours, emotions, looks, styles, that you know make you feel you – 
the BIG YOU. The you that you know puts you at the top of your game, and makes you proud to 
be standing in your spotlight. Trust your instincts, if you need inspiration look around and see 
how you react to other campaigns, looks, media – if it sits with you and gets you excited – take 
note! Being authentic is key, but being bold and authentic is what celebrities do.



 
 

 

4. Tell everyone about you 

Share your story. Convey and communicate your personality – get the words to use, the 
imagery. Do you film it, blog it, write it, present it? Make sure how you showcase your business 
celebrity story fits with your personality.  

So now we know it’s all about YOU – let’s hear it, let’s get your story out there.  Get known and 
get in the spotlight as an expert. 

You’ve already worked all the detail (in steps 1-3) about why and how you’re different, so you 
need to craft this into a story now. You need to demonstrate your uniqueness; you need to be 
able to establish creditability and expertise. Being an expert is a tried and tested method of 
marketing in business. And being a ‘celebrity’ takes it step further – embracing it and using it as 
much as possible.  

But you must be an expert in YOUR gift, in the special talent that you have – and that sits right 
with you and is very authentic and real. Being an expert for the sake of marketing and sales is 
never going to be as successful as being YOU and sharing the detail of what you just ‘are’ an 
expert in. So look at your experience, your passion, your interests and use the detail you’ve 
already got of what makes you unique and this is your area of expertise. 

And don’t worry if you don’t think you have the ‘kudos’ or the ‘qualifications’ in your area of 
expertise – you can borrow this! Let me explain – if you love a sport, for example golf, but you 
know with your handicap you’d never ‘be’ a pro, then ‘borrow’ a pro or 5 and set yourself up as 
the ‘business celebrity’ or ‘golf expert’ who brings all the pro golfers together to talk at an 
event, a webinar, or write a book. You still sit at the centre of these experts and gain the 
celebrity status and you’re right there in your spotlight which is for sharing expertise for that 
sport (or skill or service).  

Want an example of ‘borrowing’ expertise? Look at Oprah Winfrey (or closer to home Richard 
and Judy!) – Oprah gets celebrities together and shares their expertise, but is a celebrity in her 
own right. Both Oprah and Richard and Judy started ‘book clubs’ and none of them are fiction 
authors with the success of the authors they review and promote and yet they’re now ‘experts’ 
in fiction. 

Being yourself and being a celebrity will take the guise that’s right for you. It’s what you are 
brilliant at, and it’s what you know you want to be known for.  So get your ‘story’ ready to tell 
as this will form the basis of all your marketing planning and copy and sales conversations. 

And pick the media that works for you. You already know if you’re a video person, an article 
writer, a blogger, an author or a speaker (or all of these).  Make sure how you tell your story is 
also authentic to you, and feels right.



 
 

 

5. Plug your personality into your business 

This is about integration. It’s about how you add your personality to your brand, your team, 
your marketing, your website, everything! This is the marketing part. Use your website, online 
marketing, social media, networking, speaking, PR and more to turn personality into business 
results. 

You now know your unique detail, your area of expertise and your story – it’s time to make a 
plan! 

This is where you need to take a look at your current marketing and sales strategy and plan, 
and review it (or write one!). 

The most important thing you need to do is look again at your ideal customer and make sure 
you’re absolutely clear who they are. You’ll know this as it won’t necessarily be the clients you 
ARE working with, but the ones you LOVE working with (who you might not have met or 
experienced yet!). 

You’ll ideal customer must always be in your mind when you’re working on your marketing. 
You need to know who they are, what they look like, what they do, who they are, but most of all 
you’ll know that they are ‘about to be fans’ – they are LOOKING for you. So you need to make 
sure you tell them everything they need to know to realise YOU are the person they’ve been 
looking for. 

Now, get yourself into your marketing. Look at everything you’re doing in your business from 
your website to your business card, to your advertising, the targets and training your team 
have – is all of it authentic to you? Is the detail about what you do that’s different clear? Have 
you shown YOU in your marketing. Really? 

You’ve decided what your ‘celebrity’ or business personality looks like so use this as a check 
list to run through everything you’re doing now. And I realise you can’t do everything 
overnight, but here’s some quick fixes to get started: 

• Add a personal message onto your website (as video, words, photos) 
• Tell your team the detail that makes you and your business different so that they 

understand it, and can use it day to day 
• Get your photo ‘out there’ – on your website, on social media you’re your business card - 

anywhere you ‘show up’ make sure people can ‘see’ you. 
• Write a guide or review that you can share with clients and prospective clients that’s 

YOUR views or your words on a topic of interest or about your business 

Start being YOU every day. Get the haircut, buy the clothes, walk the walk and talk the talk. You 
ARE a celebrity already when you do this.  



 
 

 

6. Use the power of celebrity to draw people to you 
 
This is about attracting loyal fans like a ‘celebrity’. When you’re a celebrity it means you’re not 
a commodity any more. You aren’t the same as everyone else. YOU bring something different. 
So you can charge what you choose, work in the way you want to, and with the people you 
want to. You are known and sought after – that’s the ‘pull’ of a celebrity, not the ‘push’ of 
advertising marketing campaigns. 
 
Being yourself is authentic, it’s comfortable, and if you let it be, it’s very powerful. Being 
yourself (and yes this does mean often not listening to or worrying about what other people 
say or think!) will allow you to shine. 
 
Once you know what it is that you do that’s different – it becomes you. You’re sharing in your 
marketing and sales and your team know what it is, so now you just ‘be’ it.  
 
That’s not to say you put your feet up and be you quietly, all tucked away somewhere cosy. You 
have to DO something. You have to take action! 
 
I’ve already said being a business celebrity is not about asking other people’s permission to get 
in the spotlight – there are no auditions – but you do have to get on the stage. By yourself, as 
yourself you have to go stand in your spotlight. And yes, sometimes you have to go find the 
spotlight, plug it in, point it where you want it to be and THEN go stand in it, but it is there 
waiting. It just might take a few steps to get there. 
 
So be bold, be different, listen to yourself, and then just shine.  Don’t shout, just put yourself out 
in the world being bright. Tell people what you do but don’t force them to listen. Use social 
media and contacts you already have to share what you’re doing now. Go join in where your 
ideal clients are already – networking, online groups, meetings, organisations. 
 
And ask some fellow business celebrities for help. Seek out other people who are already in the 
spotlight and go join in with their fans, you need to know what it’s like to be a fan, to know how 
you want to treat your own.  
 
You’re not going to become a business celebrity just sitting behind your desk (or at least not as 
quickly) so get up, dress up, share you story and go and BE you.  
 

See you on the red carpet! 

 


