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——CHAPTER 1——

Why You Need To Stand
Apart On Social Media

©Glasbergen

“Business is lousy. Maybe I should have
done more market research first.”
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I hear “T hate social media” from a lot of professionals. I get it, but I
also don't get it.

It’s similar to saying, “I hate being successful” Let me show you why.

Times have changed and so has social media. It is no longer just a
place to post cute videos, photos, or random thoughts people want
their circle to interact with. It has become a powerful marketing
platform that has changed the way we buy.

Think about how we made purchasing decisions as little as ten years
ago. Back then, we relied on the opinion of friends or even went
to meet professionals before doing research. We would call or drive
somewhere to suss out whether we should buy.

Now, most people go online before deciding anything. They will look
for online reviews. They will check out your website to see that you
are a real business. Most importantly, they will check out your social
media to see if you are credible, knowledgeable, and relatable. If you
also appear to be influential, it is an easy decision for the consumer.
To stay viable in your career or business, your marketing has to align
with how your clients make buying decisions today. It's time to add
social media to your marketing tool kit.

How Can Social Media Help You?

The beauty of social media is that you don’t have to be a website
wizard, a programming genius, or even a video editing master to get
your name out. You don't have to have a giant marketing budget. You
don’t even have to be a star. You just have to be willing to put your
credible self out there.

When was the last time you updated your website? Today? This
week? This year? We often don’t update our websites to keep up with
who we are because they are complicated and expensive to maintain.
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They are a necessary credibility tool, yes. However, they are only
a snapshot—of you, your team, your services, your brand—at one
point in time. If you haven't updated your website for a week, it is
already out of date.

Plus, trying to get noticed online with your website is a costly feat.
Ten years ago, I was able to get my small dental practice to the first
page of Google within the first two months of working with my web
company because a lot of practices didn’t have websites. By having a
website, I looked high-tech, more credible, and ahead of the curve.
This is not how it works anymore. Now, a website is an expected part
of your online credibility portfolio, and it is hard to get first-page
rankings with Google because everyone has a website.

The only way left to compete on Google with your website is to shell
out of a lot of cash for Google Ads or Google Maps. You are then
competing against other people who have already figured out this
tactic. If you have a special skill most other professionals don’t have,
you may have a chance. If you are competing with the same bread-
and-butter skills as the majority, you can lose your shirt trying to
compete in the Google Ads pool.

Using your social media machine will crush your Search Engine
Optimization efforts once you get it working. When used well, your
social media profile will compete with your website on Google when
searching your name or business name. I realize this is annoying
after you have invested so much to get your website noticed, but let’s
shift into celebration mode. It’s free to be found using social media!

Think about this: When was the last time you updated your social
media? A few minutes ago? Today? This week? This year? We update
our social media often because it’s intuitive and user-friendly. It
doesn’t cost us anything. Most importantly, it is as caught up to who
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we are as our last engagement with it. What other marketing tactic
can do that for you?

Most businesses are leveraging less than 10 percent of the capacity of
social media platforms. This is where opportunities exist even if you
aren’t using these platforms yet. Did you realize you can easily add
six figures and more to your sales this next year if you leverage your
social media well?

Aside from marketing your business, why else should you care about
social media?

Why Should You Care?

There is a ton of room on the social media bandwagon, especially in
the professional arena, because professionals are shy about drawing
attention to themselves.

Let me ask you this: Do you like control?
Don't lie! Of course, you do.

Through social media, you can stack the deck in your favor by
controlling the narrative about you and your company. By putting
out what you want people to know about your business, you control
how people think about you. The greater the quality and quantity of
content you put out there, the more of an expert you appear to be.

Let me ask you another question: Do you like competing?

Most of us do to an extent, because it is thrilling, until it becomes a
cutthroat race for clients.

To win the business race, you have to focus on running your own
race, looking forward, and staying focused on your path. When it
comes to advertising and marketing, you are in a race, competing
against everyone else who wants to capture the attention of potential
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clients out there—unless you are so unique that you are in a league
of your own. Many people don’t realize this, but you are unique as
a human being. When you combine this knowledge with your skill
set, industry experience, and credentials, you only compete against
yourself. This combination is your superpower.

Because of this, I want you to be aware of your competitors, but
not fixate on them. Instead, focus on taking advantage of every
opportunity to feature your superpower in your industry.

Perceived credibility is one of the biggest determining factors for
what will sway a buyer to go to one professional over another. This
goes beyond your professional certifications, which only put youon a
level playing field with your equally qualified colleagues. Personality,
passion, and consistency are the differentiators when it comes to
credibility. When you combine your professional credentials with
who you are—with all your best qualities (and even occasionally,
with some of your vulnerabilities)—you will attract more clients
than someone who just has solid credentials.

Those who put themselves out on social media are perceived by
potential and existing clients as more trustworthy, likeable, relatable,
and credible. It’s because of this: Who would put themselves out
there to be criticized by the world if they weren't worthy of being
there. Right?

The more you are real and true to who you are, the more ideal clients
will appear at your door.

Social Media Influencers: Who Are They?

In the past, you had to be in mainstream media to have influence—
think along the lines of Hollywood stars rather than the average Joe.
Today, nearly anyone can be an influencer if they have something to
contribute.
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I'm not talking about the influencers of a few years ago—the ones
who are uber beautiful with drones of followers who choose a product
because they saw it in an influencer’s post. For a while, the younger
generation perceived being Instagram-famous as a glamorous and
viable career path because companies were paying influencers
thousands of dollars per month for recommending their products.

This is passé. There is a new influencer in town, and it is the credible
influencer—professionals who are changing the world by sharing
their knowledge. These are influencers who become superheroes of
their industries; their clients and colleagues look up to and admire
them for how generous they are in sharing their information and
insight with the world.

In the professional world, influencer marketing (marketing through
sharing thought leadership) is terrifying because it means putting
your opinion and knowledge in the spotlight. Many professionals
are conservative and shy about their talent. I understand that fear
because I am the same way. My nature is not to stand out in a crowd;
rather, it’s to run away and cocoon in a nice, quiet space by myself.
This same inherent nature makes it difficult for many talented
professionals to stick their head above the crowd and grab some of
the limelight.

That’s understandable, because most professionals became outstand-
ing at their craft by keeping their head down and focusing on their
careers rather than by publicly discussing what they are doing. They
focus on just the doing, privately. Being a doer can pave the road
to success. But that is simply what is expected. It won't make you
extraordinary or reward you on a higher financial level. To achieve
these two things, you have to scale your reach, which in turn will
scale your success. With a little effort and consistency, you can
become the credible influencer of your industry. You can become the
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expert everyone will be seeking out. You can become an influential
thought leader in the eyes of your clients.

What Does It Take To Be A Social Media
Influencer Today?

You don’t have to be perfect to be successful on these platforms.
Prospects are not seeking the most perfect professional out there.
Instead, they are seeking experts they can admire and relate to. They
are attracted to professionals who have a similar sense of humor,
similar values, and a similar outlook on life. They are attracted to
people who they feel they can connect with.

As a society, we are more disconnected than ever. When people
can find real human connection, they will seek it out over and over
again because it feels good. It feels better than connection with our
devices, which gives us a short-lived dopamine high. A moment of
true human connection can stay with us for days, weeks, and even a
lifetime. You can demonstrate that potential for connection through
your content by being your likeable, talented self.

Social media allows you to step into the limelight. You can create your
own limelight rather than waiting for your big break. You'll also find
you have some professional vulnerability because of putting yourself
out there; you open yourself up for the world to say great things as
well as mean things about you. Be aware, there are trolls who hide
behind the anonymity of their device to say awful things. That is the
world we live in, but the bad aspect of social media vulnerability
comes with the good of credibility as you step into the limelight.

Becoming an influencer will not happen overnight. It is also not
easy. It takes courage, discipline, and effort. It will challenge you in
ways you can't imagine. You have to be ready to show who you really
are. You will have to be prepared to let the world in on what makes
you tick.
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Like anything new, it takes practice to be awesome. When you start,
you are going to be inconsistent and hesitant. You will make public
mistakes. You will post content that does not get the engagement
you predicted. You will create cringeworthy content you wished you
had the foresight to kibosh before it hit the internet. You will find
yourself wanting to quit.

This is part of the learning curve. It is a beautiful phase because you
will discover what you are made of, what you are comfortable with,
and what you are willing to do to be the success you dream of being.

The fascinating part about the learning curve, though stressful to
you, is that it’s interesting to observers. People enjoy seeing process
and evolution. If they can see where you started and be an observer
of your journey, they get hooked. They like seeing people grow and
become better at what they are doing in technical and documented
ways. It’s like watching a reality television series.

It is scary to show where you are starting—especially as a profes-
sional—because we want to be polished and competent at our craft,
not show our mistakes. However, people like real. The more real you
are about where you are, the more attractive you will be to your audi-
ence because people’s bullshit barometers are very sensitive these
days. If you are over-polished, never let your guard down, never
show an odd blunder or makeup-free moment, you become almost
like an idol to your audience—a cold, untouchable object on a pedes-
tal. Most people prefer to get their services from a living, breathing,
relatable human being.

To be influential, just simply be you.

What Is A Social Media Machine?

To become a credible social media influencer, you have to build
a social media machine—an approach to social media that is
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consistent, calculated, and scientific. It is designing your delivery
of content to get maximum impact for your career and business. It
is curating an audience of people who can become buyers of your
professional services or products. It is the pathway taking your career
and business to the next level.

Gone are the days of generic content. Any company can slap their
own logo on generic content and post it on their feed. This used to
work when no one was doing much with their social media feeds.
Today, this is not enough. To get noticed, you have to be different.
You have to take it to the next level. This is where building your social
media machine is crucial.

You will have to study your potential clients’ perspective and learn to
speak their language. You will have to present information the way
they want to receive it. Your social media machine has little to do
with how you interact with your social media.

The biggest secret to building your social media machine is accepting
this fundamental truth: Social media, as a credibility and business-
accelerating tool, is 100 percent about serving your audience and
zero percent about your preferences. You will build a loyal audience
when your social media machine is pushing out your content and
knowledge you have in a way they want to receive it.

Building the machine isn’t a one-and-done occurrence. It takes time.
It evolves. It goes in unexpected directions. It is an entity that will let
people behind the scenes of your work. An entity that will pull you
out from behind your mask of perfection. It is an entity that teaches
you how worthy you are to work with your clients and to contribute
to your field.

To use your social media machine in a compelling, engaging way
that builds genuine trust, you will be documenting your continued



growth, rather than a perfect state that was once captured by a great
photographer or videographer.

Sound uncomfortable?
Welcome to my world.

One final word before you decide to begin: Once you step out of
the shadows and into the limelight of social media, if you want it to
work, you cannot retreat. Instead, you will need to figure out your
superpower in your industry and allow it to consistently fuel your
social media machine to churn and grow.

Are you ready to begin your ride to credibility?





