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Tell me about yourself. Four simple words that can make anyone ramble or freeze.
NEEC. XEREANTF , AEEILERIAELRIREB B KN —HFZ

Even people at the top of their game can go blank when they hear those dreaded words. So
what does that mean?

BIfERWATNRAL , WEX/ LN FHRENFE, XiEETHA?

Does your introduction really make that big of a difference? I never thought it did.
RHBBENBENEIBLEEN ? FLATIARZI AN,

I thought my introduction wasn't nearly as important as my qualifications. For example,
right after I started my business, I had the perfect opportunity to shine.
B—ERSEBENBZANBNEREE, flW, HRISDLE , BB - NKBFEHBLEN
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I was interviewing as an instructor for Supply Chain Institute, and I knew I was the ideal

candidate.

=R IEE NN R R AT RV TERAL , FAE B CREEAIE,
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I had over 20 years of expertise leading supply chains for one of the world's largest
consumer products companies.

HABEBE20FMNEY , NSEIREAN—FKETEm L TR,

As a prep for my interview, I didn't want there to be any doubts about my qualifications.
ERESmIER , BEESIASRRERABI,

I created an elevator pitch and included a complete list of my accomplishments.

oS TR, 2L T KT BRI,

When I heard "Tell me about yourself," I was ready, and I proudly explained everything that
I could do.

SIFENABC N , REZESZT T , BRMNABTHIFGEE

When I finished, the interviewer said, "Instead of talking about yourself, it would have been
more effective if you had explained what you can do for me."

HIANGERG , BAER  "5HKEMMEC , AR IRENRMT 4 , IFERREELT. "
My interview lasted five minutes. She rejected me on the spot based off of one answer. That
was my wake-up call.

HEIRFE T AN W, TP ESEHMIREL TR, INBRIEIHLER,

I realized it doesn't matter how smart you are, it doesn't matter how perfect a fit you are, if
you can't capture someone's attention.

HEIRE , TRrBZERH,. 28E , IRMGEZRSIFIARERET] , —tIHELEN,
After that, I became laser-focused on cracking the code on introducing myself.

ZE , BARemEFREER N BNWE,

I studied the science of first impressions. I researched viral headlines and what made them
so irresistible.

BMRRTE KRB ZFFRIE, BARTILREMGE , CURENAELE AN,

And then, I discovered the secret of introducing myself perfectly in 20 words or less. Fast-

forward about six months.

RlE BRI TANBI20MNFRENEECHMWIR, BEMRHEZKRLYASNAE,
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I'm having coffee with the executive director of a business-development program.
FHAN—A1dl 55 % RINE FRITES SN,

She asks me, "What do you do?" I answer her in one sentence: "I'm a communications
consultant and I help people with something to say but struggle to say it."

ste]F : “IRERMET AR ? "B A—1EESEH  “FHE—RA@EM , FHE AR AL O/
W, "

She leans in and says three magic words. "Tell me more." Fifteen minutes later, she hires me
to give workshops for new entrepreneurs.

wRIAR , W= MRFHNF Sk, "TAIHE IS ER ARSI ERDMTR,
But here's the thing. I was the same person who blew that interview just six months before.
BlRI@Z , FENTMAR , FOLZ B T EIZAIA,

But this time, I got the job, even though I had way fewer qualifications and the only thing
different between success and failure,

BiX—X , BHEIN TN IF , REFESHLBE , RINEXRK,

Between that door of opportunity opening or slamming shut in my face, was my
introduction.

NMEZIE2MAEEMARA , E—HXAPMETEHNERNE.

From that point on, I started to see my introduction in a whole new light. It wasn't just a way
of grabbing someone's attention.

MRS , BRFARULFAAEFERAN AR, EXAMMUNERIIANEENINAR,

I thought about all those times when I would hear "no," and my inner critic would tell me
that people didn't see me or hear me because I wasn't good enough or smart enough.
HKEBE—RAMANHGE R, BRODMETFIXLEABANILTE,. WARKERABEABRTE
. NuSEEER,

But that was wrong. It wasn't me. It was my introduction. Alright, are you ready to introduce
yourself in 20 words or less?

BFEBZEN, EBNETH , METHRHNERENA, MESTFRARI0MNFENEBCTHE?
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I'm going to start with two secrets of getting people to say "tell me more." Secret number
one: Think sound bite, not data dump.

BAERDEAMEAAR SRE"PWIR, WiR— : SEER , FAEKEKXIL,

That's because with today's multitasking attention-deficit audiences, it's been said you have
a better chance of engaging with a goldfish than the person that you're talking to.
ERIMSHZRATFEBELMIENTER , MRS EEREENLERSMRKIENNRETS.
A 20-word introduction is designed to grab someone's attention and get them to say "tell
me more."

20N FRIBBNABEIMERARERT] , iEBINR SR

Secret number two. Do you remember what that interviewer told me? "Don't talk about
yourself." Instead, explain what you can do for them.

MR AREICEEAERK NI AL ? " RERWRE S, "MEHIHIREE D MAIIMEM A

I call it the difference between an "about-me" versus an "about-you" introduction.

B2 R FH X FR"BENTABNES,

An about-me introduction sounds like this: "I'm an award-winning, best-selling author."
"RTFHR'BEBENBUT : "HE—MIERA RN EHBIFR, "

Compare that to "I help new authors get published faster." Can you hear the difference?
One describes me, the other describes what I can do for you.

WEE—TF  “BEEIFERBERIEERIFR, "REEMEXHIME ? siEANRIEC  FEHE
RBY R FBE IR 4,

Now that you know the secrets, here are five ways to introduce yourself perfectly in 20
words or less.

BEAMREZZIRE T XEMIR , L FTRAMARI20FRENBBE CHGE,

I'm going to start with a straightforward about-you introduction. The formula is "I help my
target audience achieve a benefit they desire."

BAR—MEGEHE T X TR ERNAE, 2R | "BENHRNBIRZRIREMITEZNE -



For example, "I help worried job hunters confidently explain why they're the ideal candidate
to hire." Now, here's a tip about your "benefit."

BN - “FEENLERAVKERE B AER Lt A= IEBAREAN, "

U TFR— N RFFRE"HNMET,

A benefit answers your listeners' question "How will my life be different?"
YFAEEIE T T AXRVEE (D] - “FRVEBRRBRIAR ?”

For the second framework, let's go beyond offering a benefit. Let's promise a breakthrough.
BIANRE , MR RMBFR", BNEREHERKRK,

The formula is the same as the benefit one, but you're going to add the word "without."
ANE"FR"AIVER |, BIFEMNE—ME : “HARR,

"I help my target audience achieve a benefit they desire without negative consequence."
"BENBHN B RREMITEENTL , AAEFEREEMm, "

"I help establish brands in competitive markets, rapidly reach new audiences without
increasing marketing spend."

"BENERFHZINHIZPRI G , REMEHZRNEN , AAKBINEHESEH, "

The word "without" is so powerful because that's how you explain what makes you unique.
"HAS" —EZATCARNLEEE K |, RE DX SRV 24,

For the last three frameworks, here's what to say if you don't want to focus on your career.
For example, you're mission-driven, or you're on a career pivot.

BER=1AI , NRERNEF/RTFERL , sTRAXERER, il , (B fEm , NEFEEIKER
W EEEY,

Maybe you're a student and you don't have a lot of work experience. In this case, you can
use your passion, your mission or your strength.

BFRE—BFE , TRERAZ, AXMBEAT , RIS AIRRIRIE. (EarEkiali,

I'll start with your passion. "I'm passionate about something I value to achieve something

my target audience values."
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FTMRIREIRE, "BRARTHFREZUNSEY , ARNTEIMBHB IR REENRA, "
"I'm passionate about helping people in need and creating opportunities that change lives."
Next, instead of your passion, you can use your strength.
"BRARTEINEFENA , SIEREAENIR, "NsAMRIEINE , ATz ARIEIT,
"I'm known for my strength to achieve something my target audience values." "I'm known
for my critical thinking and turning information into actionable insights."
"FAFEEREMEET , ENXIMBNBERIRBENEERA, "HRIFFERMFIERLE , &
S R ITRYE W, "

Last, you can use your mission. "I'm on a mission to -- to achieve something my target
audience values."

fRRICAER{RRI(ER, “FiVERR—KRIMKIB IR REBENEERA, "

"I'm on a mission to bridge the healthcare divide and make a lasting difference for
vulnerable communities."

"B Em RS ETRIELS , AEBEETEREFARINE, "
And that's how you use your passion, your mission or your strength. Now that you've seen
the five introductions, your next step -- try them out.

A LFR NI ARG, fEapsall, MEMREE TR T XAMBIANELN , F—2H
=e—=in—T

Don't be surprised if you find yourself using more than one. That's because different
audiences value different things, so what works for one may not work for another.
MRFEZMEZERTALE—MARN , EARIRT, BARNENZREMNAEIEY , FrCATY
—PMABIAR—EXNZ—PMABN,

But that's OK. You'll see there are multiple ways of getting people to say "tell me more."
BEXR, FERINBERZFEFIUEAMTR SFH

I'll close with this thought: Have doors been closed in your face? Do you struggle to be seen
and heard?

&, BERHXE R  (RREBWIEZI I ? (RSB, W ?
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Does your inner critic tell you you're not good enough or smart enough, or that you're an
imposter and something is way above your pay grade?

RRIDEETE SRS, RABIEIRL ? 22FREECERMNE , BEN BRI
IKER ?

Before you buy into your inner critic's narrative, let me challenge you. What if?
EMRTARODEERRZE , BAEE, K2

What if that voice inside your head is wrong? What if you are good enough and smart
enough? What if the best way to describe you is "impressive"?

MRIFRODHIEERENE ? MRIFEBMTE. ERBIRANE ? BRIRRIZE A N 1RE"TE ?
Not "imposter." And what if the only thing between you and being seen, heard and

recognized is your introduction in 20 words.

MmAR ' ERME", RIMFESHKEL. WL, HIANTRE20FNERNAR ?
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