
 

 

A NEW WAY OF ENGAGING YOUR EMPLOYEES 
What if you could identify new areas of potential within your existing employees? 
  
What if you could inspire every single person on your team to perform at their best? 
  
The Fascination Advantage® is different than any other type of assessment or training.  
  
Great brands analyze their outward communication that makes them more valuable and 
admired. You can do the same with individuals. The Fascinate® system highlights how they 
communicate at their best. We identify the qualities that make each person a valued and 
essential part of the team. Instead of focusing on what people need to “fix,” we highlight what 
they’re already doing right, so they can do more of it. 
  
While spending the last decade measuring over a million professionals, we’ve uncovered a few 
important nuggets: 
  

● When an employer showcases each person’s advantages, they fuel performance, and 
build the foundation of a culture of engagement throughout the company. 

● If employees get the message that they need to “fix” themselves, they often shut down, 
or leave the company. Either way, the potential is lost. Employees need to feel that they 
are empowered and a valuable part of the team. 

 

BUILDING A CULTURE OF ENGAGEMENT 
"To become more successful, don’t CHANGE who you are. Become MORE of who you are, at 
your best." 
  
In our study on the modern workplace, we found that engaged employees are: 
  

● More profitable for the organization 
● More motivated with higher morale 
● Less conflicted with co-workers 
● More loyal and committed to their employer 
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When employees feel engaged, they communicate with co-workers and customers in a way that 
creates intense focus and makes meaningful connections so they can offer a positive and 
powerful communication experience. 
  
The greatest way to empower an employee is to focus on what makes them most valuable. We 
offer a step-by-step system to identify how your employees communicate, at their best. 
  
We show each employee how to develop their own core advantages, so they can present 
themselves and communicate in a way that captures attention and builds relationships with 
colleagues and customers. 
  

WHAT MAKES THE FASCINATE SYSTEM DIFFERENT? 
Traditional assessments, such as Myers-Briggs or DISC, are based on psychology. They outline 
how YOU see the world, looking through your eyes out at the world. We reveal a new and 
different perspective.  
  

● Our system is based on branding, rather than psychology. 
● We identify communication patterns, rather than personality traits. 
● Instead of focusing on strengths, we uncover how each person is different and 

uniquely suited to excel in a “specialty.” 
● Instead of fixing people, we highlight what people are already doing right. 

  
The system is based on studies with over a million professionals, in a range of industries and 
departments, including thousands of C-level executives. The findings have been published in 14 
languages. 
  

WORLD-CLASS CLIENTS 
The Fascinate system is currently active inside hundreds of corporations, including Twitter, 
Fedex, NASA, Panera, IBM, Cisco, National Department of Health, AutoTrader, Starbucks, 
National Transportation Bureau, YMCA, CitiBank, The Home Department of the UK, and Whole 
Foods. The system has been taught in the New York University curriculum for over five years. 
  
The Fascinate System was developed by world-class branding leader, Sally Hogshead. At 
the age of 24, Sally was the most award-winning copywriter in the U.S., and soon after, opened 
her first ad agency in LA. She went on to lead national campaigns for brands such as Nike, 
BMW, Coke, Target, Godiva, Ikea, and MINI Cooper. Sally was selected in 2019 as the World’s 
Top Brand Guru.  
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CASE STUDIES 
CASE STUDY: Twitter Global Business Marketing 
PROBLEM: Twitter's global business marketing team grew quickly, yet struggled with internal 
communication. The challenge was to “Inspire the Soul Inside of Twitter.” In early August 2015, 
global teams adopted the Fascination Advantage system. 
SOLUTION: Communication diversity makes a team stronger, because each person is 
delivering a different specialty. Once each person on the global team understood their own 
specialty, and that of their team members, the doorways opened for better conversation. 
RESULT:  The head of Global Business Marketing at Twitter, Daina Middleton, describes the 
outcome: “The response and results were phenomenal.  People were inspired to learn what 
they individually bring to the workplace and what helps them to be successful and what to watch 
out for. The entire group was also intrigued as we looked at the composition of our collective 
personality types.  Understanding the model has helped individuals to maximize their potential, 
enabled the team to work better together, and even impacted hiring decisions. The system also 
has provided us with a new language for team relationships.” 
 
CASE STUDY: Edward Jones 
PROBLEM: Financial services advisors needed a boost in confidence to give them a 
competitive edge in their crowded marketplace. 
SOLUTION: We administered the Fascination Advantage assessment to over 500 advisors in 
an elite group and provided them each with a Fascination Advantage complete profile.  We 
administered a short survey about levels of confidence before taking the assessment and then 
again after reviewing their results.  
RESULT:  In all areas that we measured, advisors reported a marked increase in confidence 
after discovering their unique Advantage and being given the exact words to use to describe 
their value proposition.  In fact, advisors reported a 160% increase in confidence in their 
competitive advantage after receiving their results. 
  
CASE STUDY: AT&T 
PROBLEM: When teams rarely meet face-to-face, conflict and misunderstandings arise. AT&T 
has large teams around the globe. Knowing each others’ communication style allowed them to 
build rapport on conference calls and emails. 
SOLUTION: Give employees a simple “cheat sheet” of all their co-workers, so employees can 
have a better idea of the person on the other end of the call. They learned how to interact with 
peers who had a completely different way of communicating, thereby improving connection. 
RESULT:  Participants reported 200% improved scores for internal communication. The 
learning: Employees work in remote locations, only interacting on email and conference calls, 
can often have misunderstandings and conflict. We designed a “heat map” that employees 
could refer to before calls so they could more quickly build rapport with the distant co-worker. By 
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showing them how to interact with people unlike themselves, they quickly understand each 
co-worker’s communication style, so they could build rapport. 
  
  
CASE STUDY: Commonwealth Planning 
PROBLEM: Two years before applying the Fascinate system, this firm interviewed 530 
potential hires, and of those, hired just sixteen employees (3%). 
SOLUTION: The firm began using the Fascination Advantage during the hiring process, 
immediately identifying each candidate’s communication “specialty.” 
RESULT:  After identifying each candidate’s Advantages, they doubled the percentage of hires 
and honed the talent pool. In fact, they interviewed less than half the number of recruits than 
before, because they could then hire smarter based on each candidate’s highest and best 
contributions. This has saved them hundreds of hours in hiring, because the HR department 
could identify a strong match of personality and position. In addition, the CEO credits the system 
with boosting sales by almost 50%. 
 
 
CASE STUDY: PERFORMICS 
PROBLEM: Performics is one of the world’s largest search and media agencies, with global 
clients including Delta and Toyota. Yet employees had become demoralized after multiple 
mergers and poor sales. 
SOLUTION: With the Fascinate system, Performics employees learned how to “read” 
communication cues during meetings. This new understanding lowered conflict and increased 
sales. 
RESULT:  Performics signed more new business in the first month after training than all of the 
previous year. In addition, they landed more sizable business than the last four years. 
 
 

CONTACT
 

For more information on using Fascinate® to help you build a team or increase your current
 team’s performance, contact your Fascinate Certified Advisor™:

 
 
Name: ________________________________________ 
 
 
Email: ________________________________________ 
 
 
Phone: ________________________________________ 
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