
 

Week 1: Repositioning – From technical expert to digital 
solopreneur 
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Strategic mindset orientation – The shift from "selling time" to "knowledge-based 
business" (Dedicated to experts, doctors, senior managers, and dedicated 

professionals) 

Introduction: The crisis of the highly skilled expert 

We are living in an era of paradox. Never before have connectivity tools been as 

powerful as they are today, yet the position of the professional expert has never been 

more vulnerable. 

If you are a doctor, a chief architect, or a senior developer with 15 years of experience, 

you may be falling into an invisible trap: the trap of physical limitations. Your income and 

influence are constrained by the number of hours you can work each day, your physical 

location, and the organizational structure where you are employed. 

When entering the digital economy and platforms like StrongBody/MultiMe, the biggest 

mistake intellectuals make is bringing an "employee mindset" into the online 

 



 
environment. They register an account and wait for someone to "hire" them by the hour. 

They unintentionally downgrade their status from an expert to a gig worker. 

This section is written to prevent that. Our goal is not to find a side job. The goal is 

capitalizing knowledge and building a one-person enterprise. 

To achieve this, you must undergo the following five major mindset "surgeries." 

1.1. From "Technician" to "Process Owner" 

The fundamental difference between a freelancer and a solopreneur lies in how they 

perceive their own value. 

The Technician Mindset: The technician focuses on execution. 

●​ A translator thinks: "I am paid to translate 1,000 words." 

●​ A doctor thinks: "I am paid for a 30-minute consultation." 

●​ A programmer thinks: "I am paid to finish this block of code." 

This mindset leads to a predictable consequence: Income = Time x Unit Price. This is 

a formula for burnout. You cannot increase time (maximum 24 hours), and raising unit 

prices is restricted by market ceilings. When you stop working, your income drops to 

zero. In the digital environment, if you maintain this mindset, you will forever compete 

on price with younger laborers willing to work for less. 

The Digital Business Owner Mindset: Digital business owners do not sell actions; 

they sell Results and Processes. 

●​ Instead of "translating 1,000 words," they sell a "Technical document localization 

package to help businesses penetrate the Vietnamese market." 

●​ Instead of a "30-minute consultation," they sell a "30-day cardiovascular health 

monitoring and advisory program." 

●​ Instead of "writing code," they sell an "Automated sales process system." 

The Essential Shift: You must stop viewing yourself as execution personnel. View 

yourself as a System. When you open a digital profile shop, you are not a job seeker. 

 



 
You are the founder of a service company where you act as both the CEO and the lead 

expert. Every service you list must be structured as a complete product, with defined 

inputs, processing workflows, and committed outputs. 

Mindset Exercise: Look back at your current work. If you were removed from that 

process, what value would remain? If the answer is "nothing," you are in danger. You 

need to package your skills into "Products" that customers can purchase-even while 

you sleep-through digital assets, courses, or asynchronous consulting workflows. 

1.2. Escaping the "Linear Income Trap" 

Most senior experts are accustomed to high salaries, which often creates a "golden 

handcuff" effect. When transitioning to independent work (Freelance/Remote work), 

they frequently apply a pricing model based on their previous salary: 

Example: Current salary is $50/hour -> Quoting $60/hour online. 

This is Cost-Plus Pricing. It is safe, but mediocre. It turns you into a Commodity-a 

price-comparable item. To build a global personal brand, you must shift to Value-Based 
Pricing. 

Why must experts price based on value? 

●​ Clients do not buy your time. They buy the speed of problem-solving and the 

peace of mind that your experience provides. 

●​ An expert with 20 years of experience can diagnose a system error in 5 minutes. 

If charged by the hour, you only earn a few cents. However, the value of "getting 

the system back online immediately" for the client could be worth tens of 

thousands of dollars. 

Strategies for your Digital Profile Shop: 

●​ Never list an hourly rate unless absolutely required. Instead, list prices by 

Project or by Retainer. 
●​ Wrong: "Marketing Strategy Consulting: $100/hour." 

 



 
●​ Right: "Q4 Marketing Strategy Restructuring Package: $5,000." (Includes: 1 

Audit session, 1 detailed action plan, 2 staff training sessions). 

When you offer fixed-price packaging, you send the signal of an expert: "I know exactly 

what needs to be done, how long it will take, and what the results will be. I take 

responsibility for that outcome." Conversely, charging by the hour signals: "I will try to 

do it, and charge you for however much work I manage to get through." 

This shift helps you decouple your income from labor time. You can optimize your 

workflows to work faster and more efficiently, thereby increasing your actual profit 

margins without needing to raise your prices. 

1.3. From "Begging" to "Diagnosing" 

One of the biggest psychological barriers for intellectuals (doctors, engineers, lecturers, 

etc.) when doing business online is the fear of selling. They feel that offering their 

services diminishes their personal value. They are accustomed to people seeking them 

out (due to the reputation of a hospital or a major corporation) rather than having to find 

clients themselves. 

However, in the global digital environment, no one knows who you are if you do not 

speak up. That said, "speaking up" does not mean soliciting like a street vendor. 

You need to change your sales mindset: Selling is Diagnosing and Prescribing. 

Imagine the process of a skilled doctor: 

1.​ Ask about symptoms (Understanding needs). 

2.​ Run tests (Assessing the current state). 

3.​ Conclude the diagnosis (Identifying the core problem). 

4.​ Prescribe medication (Offering your solution/service). 

A doctor never says: "Please buy this medicine, it's very good, I'll give you a discount." 

A doctor says: "Based on your condition, this is the only effective treatment protocol. 

Would you like to begin?" 

 



 
Applying this to your Digital Profile Shop: 

●​ When building your introduction (Bio) or communicating with international clients, 

maintain the stance of a "Diagnostician." 

●​ Don't write: "I really hope to work with you; I can do anything." (Job seeker 

mindset). 

●​ Write: "I specialize in solving issues regarding [X]. My process begins with a 

deep assessment of your current system to identify vulnerabilities." (Expert 

mindset). 

When you position yourself as a diagnostician, clients will respect you. The relationship 

shifts from Master-Servant (Client-Freelancer) to Partner-Partner. This is the foundation 

for securing high-ticket contracts. 

1.4. Global Positioning: Overcoming the "Small Pond" Psychological 
Barrier 

Many Vietnamese experts possess exceptional technical skills but lack confidence 

when stepping into the global market. Common fears include: "My English isn't good 

enough," "They only hire natives," or "How can I work with such a different culture?" 

This is a Local Mindset that stifles growth. 

The Reality of the Global Market: 

●​ Clients in the US, Europe, or Australia aren't looking for someone who speaks 

English like Shakespeare. They are looking for a Problem Solver who offers a 

reasonable cost and a professional attitude. 

●​ In a flat economy, there is a concept called Geo-Arbitrage (Geographic 

Arbitrage). 

●​ You live in Vietnam (low cost of living) but can earn in USD/EUR (high 

purchasing power). A $500 price tag for a logo might be considered "expensive" 

in Vietnam, but it is "very cheap" for a business in New York. 

The Role of Technology (MultiMe/AI) in this Mindset: 

 



 
●​ In the past, language barriers were a steel wall. Today, with the support of AI and 

platforms like MultiMe, language is merely a thin veil. 

●​ You don't need to master English to start. You need logical thinking and 

expertise. Tools will handle the translation. 

●​ Professionalism is not found in grammar; it is found in Workflow and Discipline. 

Punctuality, clear commitments, and transparent reporting-these are the 

universal languages of global business. 

Strategy: 

●​ Build your Profile Shop with a global market as the default setting. 

●​ Service Names: Standard Business English. 

●​ Working Hours: Flexible or explicitly clear about response times. 

●​ Quality Standards: International (ISO, Best Practices). 

Do not position yourself as a "Cheap Vietnamese Expert." Position yourself as an 

"International Expert based in Vietnam." This subtle shift in wording will completely 

change how clients perceive you and how much they are willing to pay. 

1.5. The Essence of "Personal Brand" is "Securitized Credibility" 

Finally, why must you build a Digital Profile Shop instead of simply emailing a CV? 

●​ A CV is the past. It talks about what you have done for others. 

●​ A Profile Shop is the future. It talks about what you can do for a client right 

now. 

For an expert, a Personal Brand is not about fame, nor is it about the number of "likes" 

or vanity followers. 

Personal Brand = Reputation × Visibility. 

●​ You are talented (Reputation) but no one knows you (Visibility = 0) -> You 

remain poor. 

●​ You appear everywhere (High Visibility) but produce poor work (Reputation = 
0) -> You are a fraud. 

 



 
Building a Digital Profile Shop is the process of making your credibility tangible. 

●​ 5-star reviews are assets. 

●​ Your track record (completed projects) is an asset. 

●​ Your Service Catalog is an asset. 

When you work for a company, your credibility is tied to that organization. When you 

leave, you leave it all behind. 

However, when you build a Digital Profile, that credibility belongs to you. It is a 

type of asset that generates Compound Interest. The longer you operate, the "thicker" 

your profile becomes, the higher your value rises, and the less effort you spend 

convincing new clients. 

This is the mindset of an investor: investing in your own reputation to generate 

long-term returns. 

WEEK 1 SUMMARY 

We have just navigated the core foundations of this mindset shift. If you have reached 

this point and feel a bit "overwhelmed" or pressured, take it as a positive sign. That 

discomfort is a clear indicator of cognitive growth. 

●​ You are no longer someone looking for a side gig. 

●​ You are standing at the threshold of building a One-Person Empire. 
●​ You will not sell hours -> You sell Value. 

●​ You will not beg for jobs -> You provide Solutions. 

●​ You will not be limited locally -> You go Global. 

Once your mindset is clear, technical barriers-such as how to post content, write 

descriptions, or set prices-become minor details that can be easily solved with the right 

tools. 

In the next section, we will dive into the practicalities: Digital Infrastructure 
Architecture. We will explore how to transform your extensive experience into a 

 



 
"Digital Storefront" that makes international clients stop in their tracks and crave a 

partnership with you. 

 


