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When an entrepreneur starts a small or micro business, attention is focused on 
making money from the sale of products and services. Seldom is the marketing 
mix considered. There is a budget for paying expenses and fixed costs and hope 
for generating enough sales to earn personal income. And there may be a 
company name and logo that are often mistaken for the company brand. 
 
If the business survives its first year, it is often due to a product or service 
needed by customers or other businesses, and support from friends and family. 
In the beginning, the brand really does not exist. The brand of the enterprise 
must be created and earned in the minds of customers, suppliers, and 
stakeholders of the business. The personal brand of the entrepreneur, however, 
does exist in many start-up situations, especially a start-up in a community 
where the entrepreneur is part of a large social network. Micro and small 
businesses fail to take advantage of the personal brand of the founding 
principal(s) before there is a brand for the enterprise. 
 

 
 
Company Brand 
There are volumes written about the notion of brand. For most small 

businesses, it is important to know and understand brand attributes that 

describe what customers think about the enterprise when they hear or read 
the name – or see the logo. Attributes are the physical, distinctive, and 
personality traits of the enterprise and its value proposition (key 

differentiation of why someone should buy from the enterprise and not 
someone else). Differentiating words evoke strong feelings experienced 

through a relationship with an enterprise. These may be words like friendly, 
cooperative, trustworthy, reliable, and considerate. 
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Personal Brand 
Every human being is born a winner considering the miracle of a fertilized 

egg. It might be argued that all people are intrinsically competitive by nature 
to be successful within the environment that we inherit. We travel through 

time with a personal brand, although most don’t see it that way. Successful 
people know their personal brand and that is often amplified by 
entrepreneurs throughout their careers in private practice or public service.  

 
Micro and small business entrepreneurs can turn their personal brand into 

an effective marketing tactic to differentiate their business from competitors 
until the time when the business establishes its own brand with the help of 

customers, suppliers, and stakeholders. In the beginning, the business may 
reflect the attributes and value proposition of the owner. Over time, those 

may change or stay the same depending upon all kinds of variables 
including the people employed by the business, partners, location, price, 

quality of the products and services, how the business is being promoted, 
and how people can easily purchase products and services that are readily 

available. 
 

Personal brands of people can be distinguished through their social media 
pages. That is why for small businesses, social media pages can reinforce 

the brand or help destroy its future. Companies never create their brand. 
They may do everything they can to manage or change the perception of 

customers and others associated with the business, but in the end, it is the 
customer who defines the brand. Personal brands of owners of micro and 

small enterprises can establish and grow their companies very quickly when 
they are self aware.  
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