
How to sell yourself?
Objectives of the block
•	 define the added value, one gives to the customer and define the advantages they bring 	
	 over the competition
•	 organize the importance of added values and unfair advantages
•	 be able to prepare a short and effective presentation with emphasis on customer needs
•	 know how to accept and incorporate feedback from the trainer and participants of the 	
	 activity
•	 know how to set practical milestones that help participants sell themselves better in the 	
	 future
•	 be able to define competencies that add value to participants and their unfair advan-	
	 tages and develop them
•	 be able to set measurable values according to which progress and success are recorded 	
	 and then choose a visualization or other tool to record them

Group
6–20 people

Material
•	 flipchart board, labels, A4 papers, printed text, colored markers

Length in minutes
420 min.

Summary
1.	 The definition of oneself – 60 min.
2.	 Self-presentation – 180 min.
3.	 The road to success – 180 min.

Instructions
1.	The definition of oneself − 60 min.
The block will consist of three parts. In the first, a stick figure will be created to represent 
integrity. In the second part, participants will describe their advantages over others. In the 
third, participants will conduct scaling and reflection.

A stick figure
Draw a stick figure on a flipchart that will represent you:
•	 draw the stick figure in a way to show what you want to offer others and what represents 	
	 your integrity
•	 what makes you special
•	 due to which are your friends with you
•	 what you can do differently than others
•	 what you can do better than others
•	 For which of these aspects would people pay you? Each participant shall draw a stick figure 	
	 that represents their own integrity.

Advantage
Advantage or unfair advantage as a term is used while we self-reflect when starting a busi-
ness. We use it to describe the competitive edge, the thing we do better than others while 
competing in the same field (knowledge of marketing, premises, tools, etc.). In this part, 
participants make a list of unfair advantages they have over potential competitors.
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Scaling and reflection
Participants rate all their added values (drawn on the stick figure) and advantages they have 
in their list from 1 to 4 in order of importance (1 – not important, 4 – most important). Partic-	
ipants shall comment on their ratings, advantages, and competitive edges with other partic-	
ipants. Each participant will explain why they chose these aspects of themselves and solicit 
feedback.

2.	Self-presentation − 180 min.
Participants will create a short presentation through which they will try to sell themselves, 
their added value, or a product or service.
•	 Creation of a structure: what should be mentioned in my short presentation?
•	 Creating an introduction: What is the most interesting thing that can engage the audience	
	 /customer? Would it be appropriate to put an open-ended question at the beginning? 	
	 Would it be appropriate to introduce oneself? Would it be appropriate to say something 	
	 shocking? An assertion? A catchphrase? What would be an introduction that will be un-	
	 missable and create a need to listen further?
•	 Creating the body of the presentation: What must I say for the customer/audience to gain 	
	 the basic information and want to buy the service/product? Or for them to want to commu-	
	 nicate with me further and develop cooperation?
•	 Creating a punch line for the end: What should close the presentation? Should there be 	
	 some sort of a challenge mentioned? An open-ended question? A shout-out? Additional 	
	 information? A thank you? What is most appropriate for the presentation? What tone 	
	 of voice should I use?

Each participant will present the created presentation. Other participants will provide feed-
back on the presentations in the following structure:
•	 Facts: What was said, what was not said, what should have been mentioned, and what 	
	 parts did I not like.
•	 Interpretation: What would it mean if I did not mention the missing information. What 	
	 would happen if we used this tone of voice, etc. 
•	 Motivation: Why is it appropriate to change the approach? Why can it help?

Presentations – Round 2
Based on the feedback, the participants shall correct their presentations and present them 
again. The participants will again provide feedback. At the end of the activity, there will be a 
summary: Each participant should say how this activity helped them and what they learned 
and realized thanks to it.

3.	The road to success − 180 min.

Today I am at the beginning of my journey. I now know what my strengths and my added 
value are. I have learned to appreciate them and their appropriateness, but life is dynamic 
and ever-changing. That is why I also need to improve myself and constantly keep up the 
momentum so I can sell myself in the future. What milestones stand in my journey through 
life? What do I want to achieve, and in what time frame? What should be the smallest meas-	
urable unit of success, so I know I am making the desired progress?

Activity No. 1: 
Participants draw a path with boulders on it. Each boulder is to be marked with a milestone 
that it represents (learn how to code, improve in communication, create a flyer, reach out 
to loved ones, gain a first customer, start a business account, etc.). We should identify the 
smallest measurable unit of success that confirms that we are moving and progressing the 
right way at the beginning of the journey. At the same time, one should try to determine 
the time to achieve it (a week and the deadline when that week is to end). According to 
this, after passing the first level of success, one can tell if they are going fast enough or too 
slow. If the progress is not fast enough, the milestones can be re-evaluated in the future. 
The output of this activity should be for each participant a filled-out piece of paper or a flip-
chart paper with the journey and marked out individual points - milestones that represent 
where the participants should be going in their lives from the perspective of being able to 
"sell themselves".
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Activity No. 2:
Which competencies should I develop on this journey? And what do I need to do that? For 
some competencies, a YouTube video, a course, school, or training is enough. For others, we 
need to consciously work and gain real-life experience and insight. Which competencies do 
I want to consciously influence and control their development? How do I want to achieve 
this? All competencies, activities, and insights are to be written by the participants on sticky 
notes (post-its) and stuck around the path from the first exercise.

Activity No. 3:
On the paper/flipchart paper in front of me, chaos ensued. I have stickers, as well as a pic-	
ture on that paper. The short notes are descriptive and measurable – the time I want to 
achieve them. But if I want to make real progress and motivate myself, I need to record 
my work more conveniently and efficiently. How do I want to do that? Do I want to use a 
mind map? A spreadsheet? A list? Sticky notes? A journal? Digital tools? Participants choose 
a form of visualization and share their chosen form with other participants. They should 	
explain the added value. Why is this the most effective tool and form for them? They should 
also explain how often they want to use it and what they want to record. 
At the end of the activity, participants give feedback to the trainer. In what aspects was the 
activity good? What did it help them to realize? What will be the first step they will work on?
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