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Assess Your Uniquely Personal Impact In The
Digital Age. Why?
•	Your lifetime earning power is directly related to your ability to influence others.
•	Your ability to be heard and make an impact in a world filled with self-promotional
digital voices is impossible without skillful human interaction.
•	Your professional success is directly related to the strength of your key relationships.

1

What is your ratio of
face-to-face versus
digital interaction?
Can you find a few
more opportunities
each day to have
live, personal
conversations?

2

How effective are you
at building strong
relationships by using
digital tools such as
e-mail, tweets, texts,
blogs and social
networking posts?

3

How often do you
take time to craft a
meaningful, personal
response to an e-mail
request?
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Secrets of Success In The Digital Age:

Essentials Of Engagement
Bury Your Boomerangs
•

 ake your digital messages meaningful by
M
removing your own agenda. No one wants
a barrage of what’s important to you. Try to
communicate value to those who receive
your message.

•

 esist badmouthing as your online
R
differentiation strategy. The person or
competitor you criticize could someday
be linked to your success.

•

 hift your use of digital media by operating
S
with a spirit of encouragement and
reassurance rather than a spirit of
exposé and objection.

•

I f you feel upset or frustrated, calm yourself
before communicating to anyone. Digital
media creates a permanent record. Take
five and move around to blow off steam.

Affirm What’s Good
• W
 e are united by a single desire—to be valued
by another. Take time to observe the good in
others and recognize it.
• R
 emind yourself that digital messages are still
received on an individual level, regardless of
the size of an organization or social network.
• T
 he difference between affirmation and
flattery is simple: Your genuine concern.
• T
 ip your scales: Do the accumulated digital
messages you send tip toward affirmation
or aloofness? The more they lean toward
affirmation, the more influence you
will have.

Connect With Core Desires
• 	Influence requires more intuition than
intellect. Use social networking and other
digital media to discern what others truly
want: listen and observe what they divulge
about their goals, likes, hopes and fears.
•

Resist telling others what you want; instead
express a genuine interest in what they want.

• 	Influence requires a gentle hand: we only
move toward that which moves us, so work
to attract others to your point of view rather
than push them.
• 	Action springs from what we fundamentally
desire. When we understand the core
desires of others, we have the heart to
influence them to action, recognize it.
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Six Ways to Make a Lasting Impression
1. Take Interest In Others’ Interests
• D
 ogs know instinctively how to make more friends in minutes than people
can in months of trying. Begin any interaction with a genuine interest in the
other person.
• T
 he single greatest deterrent to amity is selfishness —an extraordinary
interest in ourselves. Reflect on times when you were in the spotlight, vs.
times your role was “behind the scenes.”
• E
 xamine the purpose of your digital communications. People are more likely
to embrace messages that offer mutual benefit. Do your messages make the
benefits clear?
• W
 e remember, befriend and trust those who take other’s interests to heart.
The higher the trust, the greater the influence.
• D
 emonstrate your appreciation for friends and professional colleagues.
Make it a weekly routine to use social networking sites to help you get to
know them better.
• T
 ap into your relationship potential. By building affinity and
connectedness with others you earn power to influence. How can
you reach out to others to collaborate by using digital media?

2. Smile
•


People
will detect your smile, even on social networks, so pass it along.
It will be contagious!

• H
 appy people tend to be in a social network’s center and surrounded by other
happy people. Add happy friends to your network to spark your own happiness.
• W
 hen you use digital media, your voice is your smile. Attend to your words, tone
and display of emotion. These are the tools of friendliness that determine your
ability to influence others.
• S
 mile through your written words and you convey to others that their well-being
is important to you. Frown and others will frown on the message,
and the messenger.
• R
 emember that people feel that written words are permanent. Avoid writing
emails, tweets, texts or posts if you can’t be positive. You can’t control the
outcome after you hit send!
• S
 mile. It increases your face value. How can you gauge
whether or not yours shines through?
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3. Reign With Names
• R
 emember that names are the sweetest and
most important sound in any language.
• D
 igital media can tempt you to become more casual with
strangers than you have earned the right to be. Before
using names, know them in the right context.
• K
 now and remember other peoples’ names as a key to your
success. People treat names as a revelation of character,
personality and fate. They are like company logos or
personal brands.
• W
 hen you hear a name, fix it in your mind with the person
you have met. Write it down, concentrate and focus on its
visual impression. It can make all the difference in future
meetings.
• U
 se a person’s name correctly. It is a compliment and that
person will remember you. Forget or use it incorrectly and
you will lose an opportunity and likely a relationship.

4. Listen Longer
• G
 ive people what they want most —to be heard and
understood. Listen effectively and often to build your
personal power to change the hearts and minds of others.
• L
 istening builds a solid bridge for lasting connection. As
you listen, look for cues from other people in the types of
connections you may be able to facilitate.
• S
 et a goal to ask more questions each day. Ask the majority
of them in person. Reserve a few questions for your digital
space, and use them as opportunities to get to know
someone better.
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5. Discuss What Matters to Them
• C
 reate bridge-building dialogue. Remember it’s not about you – it’s
about them. Internalize this principle and build community and
influence by embracing all methods of communication.
• Use social media to draw people together through a common interest.
• R
 ecognize the difference between friends, and followers. Having many
followers does not equal influence. Social media influence requires real
human beings with meaningful interactions.
• R
 elationship involves risk. To influence others you must accept that
risk. What do your relationships say about the amount of risk you are
willing to accept?
• E
 xamine the messages you communicate over the course of a
day or week. How many really matter? To influence others, make
sure your messages are among the ones that really matter.

6. Leave Others a Little Better
• U
 se “small picture” and “big picture” thinking. A focus only on big goals,
big connections and large payoffs may cause you to overlook small
opportunities that make a big difference.
• F
 ind ways to serve others and add value to their lives regularly.
This demonstrates your intent and inspires others to do the same.
• R
 emember in human relations, there are no neutral exchanges. You either
leave the situation a little better or a little worse. Choose to be humble and
influence others through your actions.
• A
 ssess the effects of your digital interactions. Do they help
or hinder the situation and the people involved in it?
• A
 ction springs from what we fundamentally desire. When we understand
the core desires of others, we have the heart to influence them to action.
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