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Exercise	#1	Do	you	provoke	
strong	and	emoDonal	reacDons?	





Exercise	#1	Do	you	provoke	strong	and	
emoDonal	reacDons?	

Posi%ve	 Nega%ve	



Exercise	#2	Do	you	create	
advocates?	





Can	you	create	ambassadors?	

•  How	would	you	reward	them?	
•  How	would	you	inspire	them?	
•  How	would	you	support	their	communicaDon	
with	you?	

•  How	would	you	support	their	communicaDon	
with	one	another?	



Challenge	yourself	

•  What	would	it	take	to	compel	someone	to	pay	
for	a	t-shirt	bearing	your	logo?	

•  What	would	it	take	to	make	people	stand	in	
line	for	hours	to	purchase	your	product	–	even	
if	the	product	use	has	not	change	much?	

•  What	would	it	take	to	become	so	beloved	that	
it	never	went	on	sale?	



Earn	a3enDon	by	focusing	on	a	
specific	message.	



Exercise	#3	Do	you	embody	specific	
core	values?	

• Do	you	represent	such	a	disDnct	point	of	view	
that	you	can	stand	as	a	symbol	for	certain	
values?	

• What’s	one	essenDal	quality	without	which	
your	brand	will	not	survive?	

• What	core	values	is	your	brand	so	commi1ed	
to	that	it	would	be	willing	to	go	out	of	
business	before	sacrificing	them?	





Exercise	#4:	Are	you	a	“cultural	shorthand”	
for	a	set	of	acDon	or	values?	

•  People	idenDfy	with	fascinaDng	brands.	
– Themselves	
– Opinions	
– Community	





How	do	customers	use	your	product	
or	message	tell	the	world	about	
themselves	&	their	point	of	view?	



Exercise	#5:	Do	you	incite	
conversaDon?	

•  Do	people	want	to	interact	with	you?	
– Play	with	you?	
– Learn	from	you?	
– Connect	with	you?	

•  And	with	one	another?	

•  What	opportuniDes	do	you	create	for	people	
to	connect	with	one	another?	
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Exercise	#6:	Are	you	forcing	
compeDtors	to	realign?	





Exercise	#6:	Are	you	forcing	
compeDtors	to	realign?	

• How	could	you	communicate	so	
disDncDvely	that	your	innovaDons	turn	
into	your	consumers’	expectaDons?	

• How	can	you	set	your	compeDtors	on	the	
defensive?	



#7	Do	you	tap	into	or	trigger	social	
revoluDons?	

• How	can	your	message	capitalize	on	emerging	
changes?	
– For	instance,	could	your	adverDsing	or	advocacy	pinpoint	a	new	

trend,	and	use	it	to	your	advantage?	

•  Could	you	De	your	message	into	what	people	are	
already	doing	and	saying	around	a	specific	cause?	

• What	groups,	communiDes,	and	tribes	could	your	
message	excite	and	acDvate,	so	that	they	
champion	your	message	as	part	of	their	own?	







To	Do	

•  Know	your	FascinaDon	Advantage®	Archetype	
to	improve	your	communicaDon	approach:	
– Take	test	at	h3p://bit.ly/fascinateprofile	
– Get	the	following:	

•  Your	Primary	Advantage	
•  Your	Secondary	Advantage		
•  Your	FascinaDon	Advantage®	Archetype	
•  Your	Dormant	Advantage	
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Get	book	at	h3p://bit.ly/fascinateme	



Support	the	Digital	Influencer	Project	

•  Make	a	pledge	at	
h3ps://www.patreon.com/jane3etoral	and	
get	wonderful	rewards!	


