
PERSONAL BRANDING
for Energy Brokers



All seasoned professionals know that a
personal brand can make a difference in a
good career. Yet, a lot of us don't end up
creating the time needed to make it happen.
While you may already be a stellar energy
broker, strong personal branding is critical
for differentiating your skills and retaining a
competitive edge in a crowded
marketplace. 

We hope this guide can help you quickly
move through some thoughts and create
valuable actionable insights. 
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WHAT YOU ARE — your morals,
ethics, and values.

WHO YOU ARE — your
qualifications, backstory, and
unique value proposition. 

 

PERSONAL BRANDING:  THE  FOUNDATION
Let’s start with the fundamentals. What exactly is personal branding?

Personal branding is how your brand is perceived, as well as all elements associated with you. The
stronger your personal brand, the better your business results.
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HOW YOU ARE PERCEIVED — your
trustworthiness, reputation, and
credibility.

AUTHENTICITY — your ability to stay
genuine and honest with your
audience.

Your personal brand consists of four key components



A personal brand
makes it easier for
your audience to
determine if they’ll 

WANT 
to work with you.
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That’s great, but….why does personal branding matter?

Aside from solidifying your unique identity in the market, personal branding is
important for a few reasons. 

It makes it easier for
your audience to 
DIFFERENTIATE
you from the
competition. 

Personal branding
builds long-lasting

TRUST
with prospective
new clients.



1. Determine your positioning statement.
As an energy broker, you’re most likely familiar with positioning
statements. Instead of describing what you’re selling, your positioning
statement strategically describes you. It should be aimed at your
target audience, so keep them in mind as you describe how you differ
from the competition. Use punchy verbs to illustrate how you add
value to your clients.

HOW TO BRAINSTORM YOUR PERSONAL BRAND

Example: “I am an experienced energy broker who discovers cost-effective energy solutions for small
businesses seeking renewable energy contracts.”

Ready to build your personal brand? 

Start with these six steps. 
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2. Select keywords relevant to your brand.
Think about keywords and phrases that capture your brand’s essence.
You’ll want to select a few keywords so your audience can find you
online. Conduct thorough industry keyword research (Google Search +
Social Media), then infiltrate those words throughout your LinkedIn bio,
website, and the rest of your online presence. (More on building that
online presence later!)

3. Define your voice and core values.
How do you communicate to your clients? Is your tone friendly,
approachable? Is it more buttoned-up and businesslike? Research your
target audience to discover how they prefer being communicated with. 
You’ll also want to determine the core values that shape you as a brand.
Core values act as a beacon for how you conduct your business, with
whom, and for what causes. 

Example Core Values: Commitment to clients, Accountability, Innovation & quality

Example Keywords: Energy brokerage, Energy brokers near me Energy brokers
in [your city]
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4. Assess the unique value you bring to your customers.
Every energy broker possesses a unique background and skill set. How do you
leverage those to communicate the highest quality value to your customers? If you
are uncertain about the uniqueness of your services, simply ask some of your
clients why they prefer to do business with you. Regardless of what the answer is,
this is a great exercise to understand how your current clients perceive you (and
your brand), how well your branding plan has been working, or pinpoint areas for
improvement in communication. 

5. Tell your audience who you are.
People want to work with relatable people, not cold businesses. Do share your
passions, hobbies, interests, and projects where appropriate. This creates a human
connection beyond the business side, opening for additional conversations, and
introductions.

There is also value in communicating the causes you believe and/or fight for. It will
bring some people closer to you by affinity and give clients a sense of working with
another "good person". If the cause is considered controversial, you must weigh
carefully if it detracts more than aligns with your audience.
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6. Communicate effectively with powerful messaging.
Think about the world’s most famous brands, logos and slogans. Their
binding characteristic is their simplicity. Most brand names consist of only
one word. Lots of brand names have only a few letters. Most logos have very
few visual lines and are limited to one or 2 colors. When you look at slogans
and famous used advertising sentences, they are short, easy, and repeatable. 

That means that when you are writing for your website, social media, or
marketing collateral it is okay to have repeatable or similar complementary
messages, as long as it is short and consistent. Most people will not
remember your services on the first touchpoint, so repetition and storytelling
is important. And remember, we all get bombarded with hundreds of
messages a day, so make it simple and clear.
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Grab a piece of paper, google yourself and your services,
research some keywords and start writing down some
ideas on how you would like to expand or start working on
your personal brand.

From your ideas, you should establish a routine, like a day
of the month to execute simple tasks and another day of
the month to check on the outcome. Depending on the
result, add another task the following month or tweak it to
obtain better results.

HOW TO HARNESS CREATIVITY  TO BUILD YOUR
PERSONAL BRAND
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HOW TO HARNESS CREATIVITY  TO BUILD YOUR
PERSONAL BRAND

START WITH
GUIDELINES

DRAFT
IDEAS

EXECUTE SMALL
PLANNING

TEST ONE
IDEA

ANALYZE RESULTS
& FEEDBACK

OPTIMIZE (GROW
OR CHANGE)
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1. Build A Website
A well-functioning website produces the most desired
results. Those results will vary depending on your goals,
but most businesses count on websites to deliver new
quality leads and prospects. You could achieve that with
contact forms, blog sign-ups, online bookings, resource
downloads, etc. But that alone cannot guarantee success.

Most websites maximize results with 3 main
components: WHO is reaching your site, HOW they
understand what you offer, and WHAT clear actions
they should take from there.

Energy brokers need a stellar online and offline presence to attract new clients. This means crafting
a consistent image across all print and web collateral. These touchpoints are considered very
valuable as they compliment each other and build a story around your brand, and ultimately why
someone should work with you.

CREATE  YOUR PRESENCE ,  BOTH ON AND OFFLINE
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Remember those keywords and core values we talked about earlier? Those should be shining
through on your website homepage. That is because if people come across your social media, or
an ad for your services looking for a specific subject or keyword, they want to feel they landed in
the right place.

Your homepage tells a story
immediately. According to Hubspot, 55%
of visitors spend less than 15 seconds
on your site. Using the right keywords
has never been so important. Your first
goal is to get people to stay and be
curious to interact further.

CREATE  YOUR PRESENCE ,  BOTH ON AND OFFLINE
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Graphics and Visuals
The visuals on your homepage (color scheme, fonts, header
images, and logos) should be consistent throughout the
entire website. These graphics will play a role in shaping
other collateral, too. 

Consistent design helps in brand recognition. Although it
seems like overkill for small businesses, it helps
tremendously in social media, for example. People learn to
associate shapes and colors with your business and will at
least keep you top of mind when mindlessly scrolling their
feeds. If something catches their attention, they will at least
give it a thought to the information, or even click through for
more.
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Here is a great example of great personal branding in
action. 

Neil Patel: Online Marketing Expert 
Marketers and bloggers alike flock to Neil Patel for his credible
marketing tips and easy-to-use website. Neil leverages his
marketing expertise to add value for his audience, and
packages it in a signature orange website with clean, eye-
catching design throughout. It’s instantly recognizable, easy to
navigate, and packed with real-world insight that his audience
benefits from.

Consider a Blog
Writing daily, weekly, or even just monthly blog content is not only great for SEO. It’s a chance for
you to speak to your audience in a clear, authentic voice. It helps build credibility and trust with
prospective clients while providing your readers with added value. 
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Now that you have your website up and running, it’s time to give your LinkedIn some love. Your
LinkedIn is where prospective clients will go to discover who you are and whether they want to
work with you. 
Be sure to optimize your headline and summary with your keywords. Choose a professional
headshot (ideally the same one you’ve put on your website, if you include a photo of yourself
there). 

Ryan Holmes is on the list of Top 10 Influencers of
the year on LinkedIn. His profile is a great example of
excellent online personal branding. His headshot is
clear and professional, his headline and summary
are informative and compelling, and he establishes
his unique value proposition from the very start with
captivating storytelling skills.

2. Optimize Your LinkedIn Profile

Here is a great example of great personal branding in action. 
Ryan Holmes: Chairman and Co-founder at Hootsuite
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https://ca.linkedin.com/in/rholmes


The same icons or logos you create for your online
presence should manifest themselves in real life, too.
Visual elements that remain consistent across your
website, blog, downloadable content, business cards,
and letterheads can add a unique and personal touch
to your personal brand.

This can have a positive impact on your business as
you consider sponsoring local events, or business
associations. Keep branding simple for maximum
visibility and recall.

3. Create Branded Physical Collateral
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1. Use good storytelling skills.
With vivid and compelling language, entice
your audience with a narrative that
demonstrates what makes you and your
services unique. 

PERSONAL BRANDING BEST  PRACTICES
Keep these best practices in mind as you continue to refine and improve them. 

3. Be consistent.
Consistency is key across all
mediums. It offers your audience a
streamlined experience and
enhances your credibility. 

4. Touchpoints
Most clients need between 7-21 touch points before taking
an action. This is where consistency comes into play. You
need both multiple touch points with your audience and a
consistent, repeatable, easy to understand message.

5. Speak to your audience in terms they can understand and relate to.
Energy is complex, but that doesn’t mean your messaging should be! Keep industry jargon to a
minimum. Stay accessible and inclusive by speaking to your audience in clear, relatable terms. 11

2. Drive home your positioning
statement.
With vivid and compelling language, entice your
audience with a narrative that demonstrates
what makes you and your services unique. 



Dash Energy is developing the next set of tools
that helps energy brokers and energy suppliers
work faster and more efficiently. Our technology
platform will empower brokers and suppliers to
speed up the manual processes, deliver additional
value to clients, and close more contracts, faster.

Launching soon.

ABOUT DASH ENERGY

SCHEDULE A DEMO WITH BRET

www.Dash.Energy

https://calendly.com/dash-bret/demo-dash-energy
https://calendly.com/dash-bret/demo-dash-energy

