
B U I L D I N G  T R U S T  

O N L I N E

P E R I P H E R A L  C O G N I T I V E  

P R O C E S S I N G

Quick decisions on trust based on small

details or impressions

For example, having a “good feeling” 

about someone because they went to the 

same school as you
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C E N T R A L  C O G N I T I V E

P R O C E S S I N G

In-depth assessment of information and

a slower decision-making process 

For example, doing research on your 

subject before coming to a conclusion 
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TACTICS  THAT  APPEAL  TO  

PERIPHERAL  COGNITIVE  PROCESSING

Have an appealing, 

professional profile 

picture

Engage in 

discussion about 

popular topics

Find people with 

similar interests and 

backgrounds2

TACTICS  THAT  APPEAL  TO    

CENTRAL  COGNITIVE  PROCESSING

Use one profile 

picture across all 

 social media

Ask supervisors to 

endorse you via 

LinkedIn

Share messages 

that show your 

beliefs 

Stay confident and 

respectful during 

online debate  

React to information 

you want to share 

with followers  
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TRUST  DOESN 'T  MAGICALLY  APPEAR :  

IT  STARTS  WITH  YOU .
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