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We scored hundreds of different groups 
and hundreds of thousands of participants, 
with the Fascination Advantage. I shared 
this system with thousands of AT&T sales 
executives, helping them fascinate customers 
and prospects, then went on to develop a 
program to help their support staff learn how 
to communicate and get better results. Leaders 
within global corporations and hundreds of 
small businesses have learned this method. I 
coached global sales teams, solopreneurs, and 
elite leadership retreats, in industries ranging 
from health care to salon management to real 
estate, showing professionals how to win by 
tapping into the way they naturally fascinate. 
From this system grew our training curriculum 
for leaders, corporate teams, and entrepreneurs, 
which is now inside companies around the 
world.

Recently, we’ve been digging more deeply 
into the numbers, uncovering the patterns 
linking Advantages to gender, level of 
seniority, industries, and age. Some of the 
findings surprised us. Others confirmed what 
we already knew to be true but hadn’t yet 
measured. And the results paint an even more 
vibrant picture of how your career is shaped by 
how the world sees you.

For information, visit HowToFascinate.com or contact Hello@HowToFascinate.com.

this is What the raW data OriGinaLLY LOOKed LiKe When We BeGan tO cOMPare YOur 
OrGaniZatiOn’s scOres tO Our OVeraLL test POPuLatiOn OF OVer 250,000 PeOPLe.
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WHEN ADVANTAGES CORRELATE TO LEVEL OF SENIORITY

There is a strong and consistent relationship between 
three Advantages and level of seniority. These three 
Advantages are Alert, Trust, and Prestige.

The higher you go in the ranks of a company, the less 
likely people are to have a primary Alert Advantage. 
This inverse relationship between the Alert and 
seniority can be seen in the hiring process. For 
instance, administrative assistants are hired to prevent 
problems, whereas VPs and managers are usually 
recruited to pursue opportunities.

JJ Within the finance industry, for instance, a staff 
member is 300% more likely to have primary 
Alert than a CEO.

The findings for the Trust Advantage are similar. 
The higher go you in an organization, the less likely 
employees are to have Trust as a primary Advantage. 
On average, a company’s staff members score twice 
as high on primary Trust Advantage as their C-level 
counterparts. This makes sense, because staff members 
are more likely to succeed by maintaining daily 
routines and schedule.

Interestingly, there is not a strong correlation between 
Passion and level of seniority. The same is true of 
Mystique: A senior executive is not more or less likely 
to use Mystique. However, there is a strong correlation 
between both Passion and Mystique and industry.

The higher people rise in an 
organization, the more likely 
they are to have a primary 
Prestige Advantage.
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HOW DIFFERENT INDUSTRIES USE THE ADVANTAGES

As a whole, people in creative fields score extremely 
high on Passion and Innovation. They succeed 
through exploring new paths and discovering 
fresh solutions. They typically have a very low 
use of Alert, because they’re not focusing their 
communication on practical, nitty-gritty details.

JJ Marketers, it’s no surprise, score very high on 
Passion. They create emotional connections 
between products and people.Who scores 
lowest on Passion? Employees in information 
technology, and finance.

Engineers, on the other hand, score high on 
Mystique. This makes sense. Most engineers 
prefer to think through problems and processes 
independently, rather than participating in rowdy 
group brainstorming. Engineers also have the 
ability to design, develop, and analyze rational 
processes through scientific theory.

So, what if an engineer doesn’t score high on 
Mystique, and instead scores highly on Passion? 
Does that mean she can’t be a good engineer? No, 
not at all. It means that she has an uncommon 
Advantage when it comes to connecting with 
people, so she should leverage this unusual way of 
adding value in engineering.

Let’s compare this with sales.

JJ Salespeople are more likely to use Power and 
Passion, because they get results by building 
strong relationships and driving the decision-
making process.

Markerters create 
emotional connections 
between product and 

people.

PRIMARY ADVANTAGE 
POWER

PRIMARY ADVANTAGE 
PASSION

Confident
Goal-Oriented

Decisive

Expressive
Intuitive

Engaging
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HR leaders are 
300% more likely 
to have primary 
Passion Advantage 
than those in IT.

In fact, finance 
managers are six 
times more likely 
to have primary 
Trust than a 
marketing CEO.

Yet these folks usually score very low on Mystique, 
because they naturally want to jump in and start a 
conversation rather than coolly observing their prospect.

We work closely with different areas in human resources, 
because this department usually recruits and manages 
the talent within an organization. To improve our 
relationship with HR managers, we studied them. 
We found that they have a higher use of the Passion 
Advantage than other departments, because this 
personality is usually a “people person,” both literally 
and figuratively.

When we looked at the data, we also found the 
very highest use of Trust Advantage among finance 
managers. This holds true in our extensive work with 
dozens of groups of financial advisors and managers.

Who had the lowest use of the Trust Advantage? 
Marketers. (Now, before you laugh and make jokes 
about marketers being untrustworthy, remember 
that the Trust Advantage is about consistency and 
routine in their communication. A marketer typically 
communicates both personally and professionally with 
engaging new approaches, which means they are less 
likely to apply the Trust Advantage.)

By comparison, finance managers score low on Passion. 
They don’t connect through emotion, color, imagery, 
and body language. Marketing leaders are very likely to 
connect through emotion—they are twice as likely to 
use Passion than finance managers. Among staff, those 
in marketing use twice as much Passion as those in IT, 
while these two groups share the same use of Power.
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GENDER AND ADVANTAGES

Compared to women, men are more likely to have a 
primary Mystique or Innovation Advantage.

In one batch of findings, we looked at our numbers for 
12,390 CEOs and business owners. These included CEOs 
of corporations, leaders and owners of small to medium-
sized businesses, and solopreneurs. We found that among 
CEOs, men and women both have strong use of Prestige.

Here’s an important point for women to know. The use 
of the Power Advantage increases with rank within an 
organization, but the lift is even more pronounced for 
women.

JJ Power as a primary Advantage is three times more 
frequent among female VPs than among female staff 
members.

Our newest research is in the area of hiring, teams, and 
leadership. What Advantages does your group lack, and 
do you need to recruit that Advantage? As a leader, what 
type of employees are most likely to help you focus 
on delivering your Anthem, rather than trying to do 
everything yourself ? Which types of people will balance 
out your own Advantages?

To access our freshest results and insights, read Sally’s 
newest book, How The World Sees You.

Men have 4 out of the 5 top 
frequencies of Innovation. (The 
exception? Female CEOs.)

Female CEOs lead with almost 
three times more Passion than 
their male counterparts.

Male CEOs, in contrast, are 
twice as likely to have primary 
Power than the women.


