




6	Gold	Hallmarks	of	a	Fascina2ng	
Person,	Idea,	or	Brand	

•  #1	Provokes	strong	&	
immediate	emo2onal	
reac2ons.	

•  #2	Creates	advocates	
•  #3	Becomes	“Cultural	
Shorthand”	for	a	
Specific	Set	of	Ac2ons	
or	Values.	

•  #4	Incites	Conversa2on	
•  #5	Forces	compe2tors	
to	realign	around	it.	

•  #6	Tap	Into	(or	Even	
Causes)	Social	
Revolu2on.	

Source:	HowToFascinate.com	



Why	do	certain	messages	cap2vate,	
while	seemingly	equivalent	

deserving	ones	never	get	aWen2on?	

Source:	HowToFascinate.com	



Consumers	don’t	want	to	connect	
with	brands.	They	want	to	connect	

with	each	other.	

Source:	HowToFascinate.com	



It	doesn't	maWer	what	types	of	
messages	you	create	about	yourself.	
What	maWers	is	how	those	messages	
are	heard,	remembered,	and	acted	

upon.	

Source:	HowToFascinate.com	



You	don't	need	to	create	fascina2on	
from	scratch.	You	can	tap	into	what	
people	are	already	fascinated	by.	





Think	about	

•  AWract	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	compe2tor).	



Hot	buWons	

• Fears	
• Needs		
• Hopes	





Persuades	by:	

•  Expressing	opinions	of	authority.	
• Give	advice	to	customers.	
• What	will	you	do	differently?	
• Drives	the	discussion,	sets	the	one,	
guide	the	conversa2on	content.	

Digital	
Leader	



Margot	Torres	



Social	media	isn’t	just	the	wisdom	of	
crowds.	It’s	the	wisdom	of	your	

crowd.	

Start	great	discussions	by	asking	
great	ques2ons.	



Persuades	by:	

•  Presents	ideas	with	enthusiasm	and	
convic2on.	

•  Builds	close	rela2onship	and	become	well-
liked.	

•  Tapping	into	human	need	for	personal	
connec2ons	and	expression.	

Digital	
Connector	



Rey	Baguio	



When	someone	reads	your	message,	
they	should	“hear”	your	voice.	

Write	like	you	talk.	



Persuades	by:	

•  Being	aWen2ve	to	the	details.	
•  Communica2ng	benefits	but	strongly	
emphasizes	consequences.	

•  Imposing	deadlines.	

Digital	
Guide	



Randolph	Novino	



Persuades	by:	

•  Being	objec2ve	and	factual	in	presen2ng	their	
ideas.	

•  Communica2ng	point	of	views	very	succintly.	
•  Don’t	make	claims	they	can’t	back	up.	

Digital	
Analyst	



Donald	Lim	



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.	



Persuades	by:	

•  Expert	on	what’s	best	in	their	field.	
– Their	recommenda2on	increases	value	of	a	
product.	

•  Selling	themselves	(self-promo2on).	

Digital	
Elite	



Randell	Tiongson	



Bo	Sanchez	



Social	media	isn’t	part	of	your	
personal	brand.	It	is	your	personal	

brand.	



Persuades	by:	

•  Being	“unexpected”	in	their	approach.	
•  Showing	alterna2ve	ideas	and	new	techniques	
or	approaches.	

•  Being	open	to	explore	op2ons.	

Digital	
Rebel	



Chinkee	Tan	



Stand	out	or	don’t	bother	

Serious	is	ok.	Boring	is	not.	



If	you’re	too	cau2ous	to	spark	
discussions,	s2ck	to	buying	
tradi2onal	adver2sing	

Evoke	a	response.	



Persuades	by:	

•  Being	consistent	in	messaging	and	
style.	

•  Being	familiar	–	leading	to	affinity	
(and	sale).	

Digital	
Authority	



Francis	Kong	



Earn	your	audience’s	aWen2on,	
and	you’ll	earn	their	respect.	

Bring	something	new.	



TO BECOME MORE 
SUCCESSFUL, DON’T 
CHANGE WHO YOU ARE.  
 
BECOME MORE  
OF WHO YOU ARE. 



To	Do	

•  Know	your	Fascina2on	Advantage®	Archetype	
to	improve	your	communica2on	approach:	
– Take	test	at	hWp://bit.ly/fascinateprofile	
– Get	the	following:	

•  Your	Primary	Advantage	
•  Your	Secondary	Advantage		
•  Your	Fascina2on	Advantage®	Archetype	
•  Your	Dormant	Advantage	



Support	the	Digital	Influencer	Project	

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


