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ARE YOU ALLOWING YOUR NATURAL, AUTHENTIC 
PERSONALITY TO SHINE THROUGH IN SOCIAL MEDIA?
Hmm. Maybe not.

Here’s the bad news: A lot of fascinating people have really, really, really boring 
blogs, tweets, and Facebook status updates. Really boring. Like, ugh. Instant 
narcolepsy.

Here’s the good news: You don’t have to learn how to be fascinating. You just 
need to express your natural strengths.

You can express your personality more persuasively. In fact you must, if you 
want to succeed in social media. 

But how exactly?

HERE ARE SIX TAKEAWAYS TO HELP YOU GET THE 
MOST OUT OF YOUR SOCIAL MEDIA EFFORTS

1. When someone reads your message, they should “hear” your voice.
Think of your own communication style: Are you a natural storyteller, 
sharing your experiences? Or a dignified thought leader? Or a sharp-
tongued satirist? Are you erudite and restrained, or streetwise and animated? 
Does pop culture play a role in your discussion? Do you focus on the big 
picture, or the details? Highlight those strengths in your messages.

Your social media messages should encapsulate the best of how you 
communicate: in a high-energy phone call, or in a meeting when you’re 
making an excellent point, or even over lunch with a friend. In other 
words, write like you talk.

THE LESSON: SOCIAL MEDIA ISN’T PART OF YOUR PERSONAL bRAND. 
IT IS YOUR PERSONAL bRAND.
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2. Serious is okay. Boring is not.
If you have an understated, serious style of communicating, can you still 
be fascinating? Yes, absolutely. You can be just as intensely fascinating 
as the irreverent commentator. Gravitas lends a very compelling tone, 
especially when combined with important points.

However, don’t take yourself so-o-o seriously that you turn into a soulless 
typist. You must bring something fresh to the discussion — an opinion 
based on personal experience, or an insightful twist, or a delicious witticism, 
or a well-considered recommendation.

THE LESSON: STAND OUT OR DON’T bOTHER.

3. Bring something new to the discussion.
Being fascinating isn’t about being flashy or fabulous— it’s about providing 
new thinking that adds something useful.

Develop original thoughts and observations. Draw upon your unique 
experiences and history, then share it with others. Retweeting is a nice 
compliment, and reposting shares big ideas, but balance that with your 
own perspective.

What does your audience value? It could be anything from insider scoop 
to sales tips to gossip. Figure out what type of new thinking that you can 
deliver better than anyone.

THE LESSON: EARN YOUR AUDIENCE’S ATTENTION, AND YOU’LL EARN 
THEIR RESPECT (AND LIKELY, THE SALE).

4. Evoke a response.
Find the areas of your personal brand that are most likely to evoke a 
response (your product, your methods, your beliefs, your promise), and 
then build messages around that.
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I’m not afraid to dig into controversial subjects. Recently I asked a question 
of my network: 

“Which is worse… working for a woman who is passive, or a woman who 
is bitchy?”

As you might imagine, that cracked open a rather heated discussion topic 
among my network. Yet this question is at the very heart of my speaking 
and research: how an individual’s personal brand affects their success.

(Now, of course, the goal here isn’t to pick a fight, unless controversy is 
consistent with your core message. It’s okay to be provocative, and even 
contrarian, but remember that it’s still a public forum. But you know that 
already, right?)

Consistently lame social media messages can actually damage your brand, 
because people stop valuing your participation. If you’re unwilling to have 
a strong point of view, stick to more conventional forms of marketing.

THE LESSON: IF YOU’RE TOO CAUTIOUS TO SPARK DISCUSSIONS, 
STICK TO bUYING TRADITIONAL ADvERTISING.

5. Know when to talk, and when to listen.
Listen first. Listen especially to those you’d like to woo into conversation 
with you (such as a potential client or employer).

Before you jump into a direct conversation with a prime prospect, get 
to know their online interaction style. Then, once you have enough 
information to communicate in sync with their tone and manner, craft 
your first message, and go from there.

Unlike a job interview, in which you have no idea how someone might 
speak or behave, in social media you can observe precisely how they speak 
and behave. Be smart and use this insight to instantly create common 
ground and relationships.
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THE LESSON: THE MORE INTELLIGENTLY YOU ObSERvE PEOPLE’S 
ONLINE STYLE, THE MORE qUICKLY YOU CAN FASCINATE THEM WITH 
YOUR OWN.

6. Start great discussions by asking great questions.
Here’s a secret: You don’t have to actually be provocative in order to provoke 
discussion. These conversations can be intently serious, bringing a debate 
to life on Twitter or Facebook. Or, they can be rousing explorations of an 
uncommon topic.

My questions range from the topics I touch upon in my keynote speeches: 
“Who do you find more fascinating: Celebrities, or your own family 
members?” Or another example, “What brands inspire an instant love-it-
or-hate-it response for you?”
 
Questions offer others the opportunity to participate in, and contribute to, a 
fascinating conversation.

THE LESSON: SOCIAL MEDIA ISN’T JUST THE WISDOM OF CROWDS – 
IT’S THE WISDOM OF YOUR CROWD.

The heart and soul of social media lives in creating fascinating messages that 
your network values. Once you start to develop more charismatic and persuasive 
content, you develop a more intensely dedicated network, and a far higher 
chance of inspiring actions such as connecting, commenting, or buying.

The best social media is a perfect match of what your audience seeks, and how 
your natural personality strengths provide that.

Now that you’ve got a sense of how to persuade your customers across the 
spectrum of personality triggers, it’s essential to understand your own primary 
and secondary triggers so that you can maximize those relationships.



fascination labratory persuading your customers tHrougH social media 6

HowToFascinate.com | Hello@HowToFascinate.com Copyright ©2014 by Sally Hogshead and the Fascination Laboratory

persuading your customers through social media

Discover what makes you fascinating

email
Hello@HowToFascinate.com

amazon
Fascinate: Your 7 Advantages 
to Persuasion and Captivation

twitter
@SallyHogshead

@HowToFascinate

linkeDin
SallyHogshead

facebook
Facebook.com/HowToFascinate

youtube
Youtube.com/SallyHogshead

sally's websites
SallyHogshead.com

Hog Blog

social meDia connections

http://www.amazon.com/Fascinate-Your-Triggers-Persuasion-Captivation/dp/0061714704/ref=sr_1_1?s=books&ie=UTF8&qid=1334371382&sr=1-1
https://twitter.com/#!/howtofascinate
https://twitter.com/#!/SALLYHOGSHEAD
http://www.facebook.com/HowToFascinate
http://www.SallyHogshead.com/Hog-Blog
http://www.SallyHogshead.com
http://www.youtube.com/user/SallyHogshead
http://www.linkedin.com/in/hogshead

