Writing About Yourself Without Being Arrogant or Apologetic
This post
· was part of a sales cycle geared towards writers
· drove hundreds of readers to a landing page and led to a 10 percent 		
conversion for newsletter sign ups
· led to a request for future guest posts
I wrote my first sales page in the third person. I was young, naive and desperately wanted to
be taken seriously — and I thought ‘we’ sounded more professional than ‘I.’ After all, it would
be sheer arrogance to assume that anyone wanted to hear what ‘I’ had to say.
The ebook sold okay, but I got an email at least a thousand words long, lambasting me for
claiming to be a ‘we’ when it was so obvious that it was just me.

Who Wants to Write About Themselves?
Writing what you know is supposed to be easy. What do we know better than ourselves?
In theory, writing about ourselves should be easy. But even if you’re a full-time writer,
pounding out thousands of words at a time, writing about yourself can be incredibly difficult.
A short bio can be agonizing, while a sales page about your expertise can be the cause of
writer’s block so severe that you never want to write again. After staring at a blank screen
long enough, it seems tempting to put the bare bones and an apology for even trying to
convince the reader that you’re worth the time it takes them to scan your words.
Of course, this isn’t universal: There are a few lucky people around us who can pour words
about their experiences and expertise on to the page without a qualm. Those are the folks that
are prone to a very different temptation. Arrogance can creep into such writing very easily.
I’m not about to point to any particular person as apologetic or arrogant, but think about the
about pages and sales pages of some of the bigger bloggers you know. There are some blogs
where it’s obvious that the person writing is able to just start typing and work with what
comes out, not always toning down any arrogance that shows up. There are others where,
especially in early posts, you can see more starts and stops — more thought and stress goes
into the work. The really great writers leave some signs of thought in their work (even if we’re
just talking about a simple bio), while polishing off rough corners. Those are almost always
writers who have been at their craft for years.

Learning to Write About Yourself in Less than a Decade
If you don’t have years to dedicate to honing your writing craft, there are techniques that you
can use to learn the skill significantly faster.

One of the first issues you have to resolve is getting comfortable with telling other people
how awesome you are. I’m not the sort of person to get particularly concerned with the more
mystical aspects of writing, but when it comes to writing about yourself, you have to be in the
right mental space. There are lots of options, but since we’re all different, you ‘ll likely need to
go through some trial and error to find the right way to see yourself.
· Write a list of why you’re the perfect expert or writer for this project.
· Meditate before you write.
· Ask other people to tell you why they think you’re good at what you do.
· Recite some affirmations.
Personally, I find that writing out a bulleted list is one of the best ways to tackle this sort
of problem. That’s because not only does it remind me of why I’m a good fit for what I’m
working on, but it also gives me a head start on the actual writing. I may have to rephrase
things to avoid any awkward arrogance, but that’s easier than starting from a blank page.
Next, you need to build awareness of who will be reading what you’re writing. If we’re just
talking about a bio to attach to the end of a blog post, it’s generally not tough: the audience
is the same as the post you’ve just written. They’re going to want to know if you’ve done
anything else on a similar topic and where they can find more of your excellent writing,
provided that the post was good.
But if we’re talking about something a little more in-depth — like sales copy — your reader
probably has a very specific problem or concern that she’s hoping that you (and whatever
you’re selling) can fix. You have to be aware of those concerns and figure out how you can
reassure your reader. A ‘Mama Knows Best’ attitude isn’t going to cut it. You’ve got to put
together something that directly addresses potential problems and doesn’t solely rely on
expressing your own abilities. Write out the questions you think someone would have, if you
need to, and answer them. Include examples from your own experiences if you can (and if
they’re a little humbling, so much the better).
The more you can focus on the reader and getting across what she needs to know, the less you
need to worry about your own voice. You’re an expert (otherwise, why would you be writing),
but you’re also more concerned with making the reader comfortable than with talking about
your own greatness.

Write in Drafts
Especially with the fast pace of writing online and publishing instantly, it’s easy to get out of
the habit of writing first for review and then for the general public. But when you’re writing
about yourself, you’re literally too close to the topic. Even if you’re comfortable with the
process, it’s easy to make assumptions that someone will know exactly what you’re thinking
when they read your work.
That makes writing a first draft and showing it to someone especially important. We can get
stuck inside our own heads far too easily, but if you can find someone who preferably has no
involvement in the project at all to look over what you’ve written, you can avoid a lot of the
potential problems that go along with writing about yourself.

LinkedIn: 5 Ways to Target Recruiting
This post
· led to interviews for the client as an expert on online recruiting
· landed the client a $2k+ consulting project
LinkedIn can be a recruiter’s dream: thousands of potential candidates listing their work
histories online for recruiter’s to browse through, providing links to past supervisors and
co-workers and even often providing links to their outside projects. But the sheer number
of candidates on LinkedIn makes targeting a search absolutely crucial: sorting through
thousands of profiles means that a labor-saving tool like LinkedIn just wouldn’t be doing its
job.. These five tips can help you narrow down the field to a manageable number.
Build up your own network: The more connections you can add to your own LinkedIn
network, the more people are within your extended network — and the more people you can
contact directly. LinkedIn generally limits the information you can access about an individual
who isn’t in your extended network. Even with a relatively small network on LinkedIn, your
extended network can number in the thousands when you consider the people your contacts
know, as well at those people’s contacts.
Look for warm leads: LinkedIn provides you with several tools to easily contact your
network — you can quickly find out if anyone in your network has a recommendation for a
particular position. Even if you simply send out a blanket email to your network, you can get
back solid leads — complete with links to a LinkedIn profile full of information about that
potential candidate. Not only will you get prospects that are likely interested in the position
you need to fill but they’ll also come with the recommendation of someone in your own
network.
Use Google to search LinkedIn: Google returns millions of results when you search for
LinkedIn, but you can get some useful results by limiting your search. The following search
string can be a starting point: copy “site:www.linkedin.com -intitle:answers -intitle:blog
-intitle:directory” and then list keywords like your location and the specialty you’re looking
for.
Learn LinkedIn’s advanced options: Near the top of every page, LinkedIn has a box for
searching for particular people. If you click into the advanced options, though, you can search
for a lot more than a name. You can search for particular titles, locations, keywords, industries
and more. You can start limiting your search by the factors relevant to a job opening and
then slowly move outward, expanding your results as your search progresses. For example,
you can limit your search to a particular job title in the town where you’re looking to place a
candidate. If you don’t find the right candidate in your results, though, you can expand your
search to the state level or even ignore location.
Use LinkedIn’s hiring tools: LinkedIn has a whole set of tools built with recruiting in mind.
From posting job opportunities to searching for candidates, LinkedIn’s tools were created with
the full extent of its network in mind. While there is a price tag for using these tools — posting
a job costs $195 per 30-day posting — they do allow you to take full advantage of the website’s
total database.

