






Think	about	

•  A-ract	customers	
•  Prove	why	you	are	the	best	choice.	
•  Increase	urgency	for	an	immediate	sale.	
•  Convince	new	prospects	to	switch	to	your	
product.	

•  Recommit	them	to	being	loyal	(when	they	
might	otherwise	move	to	a	compeAtor).	



Hot Buttons 

  FEAR 

  NEEDS 

  HOPE 



THE 3 THREATS YOU FACE  

§  Distraction 

§  Competition 

§  Commoditization 



What	“Energizes”	You?	

•  Makes	you	feel	more…	
– Focused	
–  In	the	flow	
– ProducAve	
– Energized	
– Challenge	



What	“Drains”	You?	

•  Tasks	that	are…	
– EfforPul	to	complete.	
– Gets	you…	

•  Bored	
•  Exhausted	
•  Distracted	

– You’d	rather	be	doing	something	else.	



Stand out, or 
don’t bother

What do people f ind when 

they look for you onl ine? 



SUCCESS FORMULA:  
HIGH ACHIEVERS 

•  Deliver specific benefit. 
•  Worth more. Paid more. 
•  Don’t compete on price. 



fas·ci·na·tion 
“Fascination is an intense focus. When you 
fascinate your listener, they’re more likely 
to connect with you and remember you.”  



INNOVATION

THE 7 LANGUAGES OF FASCINATION

PASSION

POWER

PRESTIGE

TRUST

MYSTIQUE

ALERT

is the language of creativity

is the language of relationship

is the language of confidence

is the language of excellence

is the language of stability

is the language of listening

is the language of details

CREATED BY SALLY HOGSHEAD | DISCOVER MORE AT HOWTOFASCINATE.COM | EMAIL: HELLO@HOWTOFASCINATE.COM © 2014 How To Fascinate and Sally Hogshead. All rights reserved.



The	more	you	can	intelligently	
observe	people’s	online	style,	the	

more	quickly	you	can	fascinate	them	
with	your	own.	

Know	when	to	talk	and	when	to	
listen.	





Take	the	test	–	Personal	
h-p://bit.ly/fascinateprofile	



Take	the	test	–	Brand	
h-p://bit.ly/facinatebrand	



What	is	your	highest	value?	
What	makes	you	different?	



Earn	your	audience’s	a-enAon,	
and	you’ll	earn	their	respect.	

Bring	something	new.	



Your Personality Brand - Your Highest Value 

1) THE ADJECTIVE 2) THE NOUN 

HIGHEST:	The	pinnacle	of	who	you	are	and	what	
makes	you	excepAonal.	
DISTINCT:	How	you	are	different.	
VALUE:	Your	specialized	ability	to	deliver	above	
and	beyond	what`s	expected.	



Immediately 
show your value

Clear roadmap how you are 

most l ike ly to so lve problems. 



Apply	Your	AdjecAves	

•  IdenAfy	a	situaAon	in	which	this	personality	
quality	describes	how	you	have	succeeded	in	
the	past.	

•  Give	an	example	of	one	way	in	which	one	way	
in	which	others	appreciate	and	admire	you	
when	you	use	this	quality.	



“I'm	an	inspiring	storyteller.	At	my	
highest	value	I	provide	insighPul	
experience	and	deliver	expressive	
influence.”	–	Apple	Allison	,	
SoleSearchingSoul.com	



“At	my	Highest	Value,	I	provide	CreaAve,	Goal-
Oriented	SoluAons	through	mentoring,	
training,	coaching,	implementaAon	and	project	
management.”	–	Genesis	Reonico,	
OnlineJobsUniversity.com	



“AmbiAous	ideas”	–	Gilmar	Padua,	
InfinityHub.com	



Test	your	Anthem	

•  How	did	you	use	your	anthem	on:	
–  Business	meeAng?	
– Write	an	important	email?	
–  Lead	a	meeAng?	
– Guide	your	team	to	a	specific	acAon?	
–  Fix	a	recurring	issue?	
–  Resolve	a	conflict?	

•  Does	it	apply	to	both	work	and	at	home?	
– Accomplishments	at	work.	
– Accomplishments	at	home	



Test	your	Anthem	

•  Does	it	apply	to	both	work	and	at	home?	
– Accomplishments	at	work.	
– Accomplishments	at	home	

•  Think	about:	
– ConnecAon	between	the	two.	
– Traits,	adjecAves,	nouns	that	are	common.	



Update	your	MarkeAng	Copy	

•  How	you	add	value	(your	Anthem)		
•  Your	ideal	client’s	biggest	problem		
•  How	YOU	are	the	best	soluAon	to	their	
problem.		



6	Gold	Hallmarks	of	a	FascinaAng	
Person,	Idea,	or	Brand	

•  #1	Provokes	strong	&	
immediate	emoAonal	
reacAons.	

•  #2	Creates	advocates	
•  #3	Becomes	“Cultural	
Shorthand”	for	a	
Specific	Set	of	AcAons	
or	Values.	

•  #4	Incites	ConversaAon	
•  #5	Forces	compeAtors	
to	realign	around	it.	

•  #6	Tap	Into	(or	Even	
Causes)	Social	
RevoluAon.	



Thank	you	

•  Be	a	Patron.	
•  Join	the	Digital	
Influencer	
MarkeAng	
Program.	
(SOON)	


