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 MODULE 4

 J Understand how to communicate      
 effectively with the Advantages
       

 J Identify similarities and differences   
 between your client’s Advantages   
 and your own

 J Describe how Fascinate® supports   
 the client coaching process

 J Identify four ways to coach a client   
 using the Anthem Method

OBJECTIVES
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FASCINATE® AND YOUR CLIENTS

A quick little recap.

You know your personality Advantages and have the words to describe your distinct 
value. 
You’ve experienced the transformation your clients will experience when they work 
with you. 

You are more personally aware. 
You’re more confident. 

Now we’re going to explore how that awareness improves our effectiveness when working 
with clients.

But before we do that, we are going to look at how the Fascinate® System enhances 
communication in general.

COMMUNICATE - 2 WAYS

Innovation Trust

I change the
qame with
creativity

I build
loyalty with
consistencyFCA Client
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COMMUNICATING EFFECTIVELY

Communicating is not a solo endeavor. 

You send a message.
Your listener receives your message and interprets it through their filter.
They respond.
You receive their message and interpret it through your filter. 
And so on…

Each of our filters are as unique and complex as we are. They are comprised 
of a combination of our personalities, beliefs, life experiences, culture, 
environment, etc. 

For the purposes of this module however, we’re going to focus on how we 
communicate using The 7 Advantages. 

Effective communication is essential when working with any client.

Whether we’re working with individual clients, small groups or teams, the 
Fascinate® System is an invaluable tool. It gives us a framework to recognize 
not only the signals we’re giving off when we communicate, but also how they’re 
being received by our listener. 

When you have the benefit of knowing the various ways in which people 
communicate, their responses will make more sense to you.
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These insights allow us to be more self aware and sensitive to how our messages 
are being received by others and how their messages are being interpreted by us.

The Fascinate® System supports us to be more empathetic and present when we 
communicate with others. 

Knowing how each Advantage communicates allows us to accommodate for other 
types of communication.

HOW TO COMMUNICATE WITH DIFFERENT ADVANTAGES

Advantage What to do
Innovation Give space for autonomy

Passion Allow time for expression of emotions or feelings

Power Focus on goals and plans

Prestige Present clear rewards

Trust Rely on tradition and the past

Mystique Present facts

Alert Define consequences

Advantage Is the Language of… They Communicate by…
Innovation Creativity Tweaking traditional conversations

Passion Relationship Immediately creating emotional connections

Power Confidence Speaking with authority and action

Prestige Excellence Seeking results and high standards

Trust Stability Bringing even-keeled consistency

Mystique Listening Listening carefully and observing

Alert Details Focusing on the task at hand

HOW THE ADVANTAGES COMMUNICATE
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A FREQUENTLY ASKED QUESTION:

I’m confused. I thought my goal was to consistently align my communication 
with my Archetype. 

How am I supposed to do that at the same time as accommodating for other 
types of communication?

ANSWER:

Once we understand how we communicate at our best we can tailor our 
message for our clients.

This doesn’t mean changing who we are or how we communicate.
It doesn’t mean pretending to be someone we’re not. 

It means adapting our communication from a place of respect and empathy.

Think of it like this. If you are communicating with someone who’s first 
language is different than your own, you might adapt your message by using 
basic words and speaking slower. 

Communicating in this way is still in alignment with who you are. It’s simply 
adapting your message in a way that will make it easier for someone who 
speaks another language to understand. 

Each of the 7 Advantages speak a different “language,” so the same basic 
approach applies.
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STABLE, RELIABLE PARTNERTRUST

UNTRADITIONAL
PROBLEM-SOLVERINNOVATION

   RELATIONSHIP-BUILDER WITH
STRONG PEOPLE SKILSPASSION

 A LEADER WHO
MAKES DECISIONSPOWER

UNEMOTIONAL, SOLO INTELECT
BEHIND THE SCENESMYSTIQUE

OVERACHIEVER WITH
HIGH STANDARDSPRESTIGE

PRECISE DETAIL MANAGERALERT

THE 7 TYPES OF COMMUNICATION
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FASCINATE® AND INDIVIDUAL CLIENTS

Understanding how we communicate and how our clients communicate is invaluable. 

However, there’s another element for us to consider. 

How do your Advantages contrast with your client’s Advantages?

DIFFERENCES

How do the differences between your personalities show up? 
How do you leverage them to the benefit of your client?
What red flags might there be?
What opportunities are there?

SIMILARITIES

In what ways are your personalities alike?
How might these similarities benefit your client?
What red flags do you see?
What opportunities are there?

There is no formula that suggests certain Advantages are more compatible 
than others. There are benefits for clients working with coaches whose 
personalities are similar, and benefits to working with those who are different.

The main thing is to be aware of the contrast and take time to consider how 
to best use the similarities and differences to support your client in the best 
way possible.

EVERYONE IS DIFFERENT.

It’s important to understand that every person is unique in many ways.

The Fascinate® System is not about “putting someone in a box.” It’s about 
offering a framework to consider our clients and how we can better connect 
and be more present with them. It gives us a shortcut to understanding how 
they are most likely to communicate so we can more effectively partner with 
them to achieve their goals.
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FASCINATE® SUPPORTS COACHING

Insights we learn from the Fascinate System support us in every stage of the coaching 
process. 

It helps us be more self aware, more sensitive to our clients and their needs. It helps us 
create trust. It helps us design coaching programs that are in alignment with who they 
are, how they prefer to learn and take action. It helps us set them up for success.

Here are a few examples.

DISCOVERY

• • Awareness of personalities and communication styles to determine   
 compatibility
• • Words to accurately describe what our clients can expect when working   
 with us
• • Insight into how clients are most likely to communicate with us
• • Using appropriate language and being sensitive to their identity 

AGREEMENTS

• • Designing a coaching plan on how best to work together
• • Planning sessions, actions, accountability etc
• • Determining measures of success

PREPARING FOR SESSIONS

• • Regulating your energy and emotions
• • Adjusting communication to best serve the client
• • Open and aware of influences, context, and environment

CONDUCTING SESSIONS

• • Building trust and being in the moment
• • Acknowledging client’s unique talents
• • Supporting client expression of thoughts and feelings
• • Managing time, formulating questions, determining actions                     
 and designing accountability
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SELF REFLECTION

• • Establishing a reflection practice that aligns with your personality
• • Taking client personality into account to determine improvements              
 for next session
• • Creating a self care practice
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COACHING USING THE ANTHEM METHOD

Every FCA has their own vision and goals for their business and career, and signature 
method of working with clients. Regardless of your niche and area of expertise, you'll 
need to know how to guide your clients to create their own Anthem when integrating 
Fascinate with your current offerings.

You experienced this for yourself in the previous module but now we’re shifting focus 
to how you can use it with your clients. 

To recap, there are four parts to the Fascinate Anthem Method. 

• • Anthem Power Builder Questions
• • Anthem Builder Worksheet
• • Perfecting Your Anthem
• • Applying Your Anthem

PART ONE: Anthem Power Builder Questions

Power Builder Questions can be used when coaching a client using the Fascinate® 
System. Whether you’re reviewing Fascinate test results or helping a client build their 
Fascinate Anthem, these questions are designed to help you and your client gain a 
deeper understanding and connection to their Fascinate® test results.

PART TWO: Anthem Builder Worksheet

The Anthem Builder Worksheet is your step-by-step guide for supporting clients to craft 
their Anthem with ease. It’s the ‘go-to’ resource that will give you confidence when 
taking them through this process. Be sure to have this worksheet and your client’s 
Fascinate profile results every time you work with a client to build their Anthem.

PART THREE: Perfecting Your Anthem
 
The more precisely your client can explain their Anthem, the more confident they will be 
when centering their communication around it.
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The “Five Questions to Perfect Your Anthem” will help your client to think 
more tangibly and meaningfully about their Anthem once they have created 
it. The goal is for you to help your client understand the different ways their 
Anthem adds value to their business and life.

PART FOUR: Applying Your Anthem 

The most useful ways in which your client will benefit from their Anthem will 
depend on how they apply it to their work, life and goals.

Your clients are most confident and effective when using their Primary and 
Secondary Advantages. The beauty of having an Anthem that is meaningful 
to them is how it instantly connects them to what makes them different and 
what they do best.

A FREQUENTLY ASKED QUESTION:

Wouldn’t it be faster for me to suggest Anthem options for my client?
 
ANSWER:

In some cases, it would be faster for you to speed the process up by offering 
some options for your client. However, it is especially important for your client 
to be involved in the process of creating something that is meaningful to them 
(not you), so the best way to serve your client is to coach them through the 
process and trust they will arrive at the perfect Anthem for them.

Please refer to the Anthem Method Coaching Toolkit included with this module.
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ADVISOR ANTHEM COACHING TOOLKIT

FASCINATE ANTHEM METHOD

You do not have to be perfect at everything. But you do have to be extraordinary 
at something. 

Your Anthem lights the way to your most extraordinary qualities, so that you 
can focus on what you naturally do best. 

Your Anthem is a very short phrase, usually just two words long. It describes 
how you are different and what you do best. This is the fastest and easiest 
way to describe your distinct value. Think of it like a tagline for your personality.
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ANTHEM POWER BUILDER QUESTIONS

With distraction and the next shiny object vying for your attention we rarely get 
an opportunity to check in and reflect. Please take a few minutes to answer the 
following questions. 

Whether you’re reviewing Fascinate® test results or helping a client build their 
Fascinate Anthem, this power question cheat sheet will help you and your client 
gain a deeper understanding and connection to their Fascinate results.

• Which of the three threats (distraction, competition, commoditization)    
 do you face most often? Why? Of the three, which threat does the most    
 damage to your business? Why? What’s been your remedy?

• Describe an at-work success, a high-performance moment. 

• What happened? What did it feel like? What was the outcome? Who else   
 was there? How did you work with them? How did your Advantage add value?

When working with a client, listen for moments where Advantages are being 
demonstrated – do a playback. Refer to top 5 Specialty Adjectives – can you 
make a link to your client’s situation?

• Describe an at-work failure, a low performance moment. 

• What happened? What did it feel like? What was the outcome? Who else   
 was there? How did you work with them? What role did your Advantages   
 play? Your Archetype? Did your dormant Advantage or Double Trouble    
 play a role?

When working with a client, listen for moments where Advantages, Dormant or 
Double Trouble are being demonstrated – do a playback.

• How do you add value to relationships? How could you be damaging     
 your relationships?

Ask your clients to review their top 5 Specialty Adjectives. Have them select 
three and reflect on how they’ve successfully demonstrated these. Have them 
be specific.
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Referring to your client's One-Minute Coaching in their Fascinate profile 
(page 6), ask them to review the tip. 

• How does this apply to you? What circumstance or situation have you had  
 where this tip would apply?

• What gets you up in the morning? Why does your work matter?

• Look back upon your career successes. Name three in which you    
	 proactively	created	a	successful	outcome.	Be	specific,		 	 	 	
 details are important. 

• When you look at the situations, what themes do you notice? What are   
 the commonalities?

• What	specific	skill,	capability	or	expertise	were	you	demonstrating?	What		
 was the outcome?

• What data or factual evidence (i.e., 20% increase in sales) do you have   
 to support your outcome?

• What did others say? What stories, testimonials or feedback from others  
 do you have to support your outcome?

• Think about your favorite client or your company’s biggest struggles in   
 gaining new business. What is their biggest problem?

• If someone is going to hire you, or partner with you, or work alongside   
 you in a team, you share some sort of mutual problem – the challenge,   
 task or mission that you’re joining forces to accomplish. 

• Identify the top three consequences your client/prospective client faces   
 without you: What are the potential consequences to this problem? 

• Think about the worst possible outcome to not solving this problem.   
 Decrease in sales, lost clients, lost business, etc.
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PEAK PERFORMANCE 

Ask your clients to identify an event(s) where they were at their best. These 
events can be something that happened in a moment or over a period of time. 
It’s important that their peak performance event is meaningful and memorable 
to them. Have them think back to their Wellspring. It should be an experience 
when they were feeling focused, in the flow, energized or challenged.
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ANTHEM BUILDER WORKSHEET

STEP 1: 

Turn to your Specialty Adjectives (page 6) in your Fascinate profile. Write 
down your 5 Specialty Adjectives.
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STEP 2: 

Turn to the Twin section (page 8) in your Fascinate profile. Find your Twin. 
Write down the top 3 adjectives of your Twin.

STEP 3: 

More words? Using the Matrix (page 8) in your Fascinate profile, go along 
your Primary and Secondary Advantages. As you read these words, if any 
resonate with you or you find they describe you, write these words down.
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STEP 4: 

Review the adjectives listed above. Choose 3-5 that best describe how you 
are different.
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STEP 5: 

Review the Fascinate Noun Bank on the following page. Select 3-5 that 
describe what you do best.
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NOUN BANK

• Synergy

LEADERSHIP
• Management
• Accountability
• Achievements
• Principles
• Leadership
• Coaching
• Framework
• Engagement
• Experience
• Mentoring

OTHER
• Action
• Approach
• Attention
• Awareness
• Certainty
• Community-Building
• Connection
• Direction
• Efficiency
• Excitement
• Execution
• Imagination
• Ingenuity
• Initiative
• Inspiration
• Interaction
• Knowledge
• Management
• Network
• Originality
• Participation
• Play
• Precision
• Readiness
• Resourcefulness
• Stimulation
• Structure
• Style
• Understanding

• Leverage
• Investments

NONPROFIT
• Development
• Initiative
• Conservation
• Integration
• Strategies

ADMIN/TRAINING
• Objectives
• Protection
• Specialist
• Procedure
• Policies
• Relations
• Management
• Programs
• Training
• Collaboration

MARKETING
• Writing
• Presentations
• Entertainment
• Marketing
• Trends
• Techniques
• Designs
• Communication
• Pizzazz

TECHNICAL
• Solutions
• Programs
• Procedures
• Analysis
• Assistance
• Operations
• Logistics
• Maintenance
• Specifications
• Mechanics
• Engineering

GENERAL
• Accuracy
• Attitude
• Awards
• Brainstorming
• Character
• Communication
• Creativity
• Credentials
• Energy
• Experience
• Expertise
• Flexibility
• Follow-Through
• Ideas
• Influence
• Insights
• Mindset
• Network
• Precision
• Problem-Solving
• Relationships
• Reputation
• Results
• Skillset
• Solutions
• Stamina
• Standards
• Team-Building
• Tenacity
• Thought-Leadership
• Vision
• Work Ethic

FINANCE/SALES
• Selling
• Management
• Business
• Negotiations
• Banking
• Profits
• Sales
• Goals



FCA TRAINING PROGRAM | MODULE 4       Copyright ©2021 How To Fascinate® and Sally Hogshead. All Rights Reserved.              23

FCA TRAINING PROGRAM | MODULE 4

STEP 6: 

MATCH MAKER 

• • Combine your adjective with your noun to create a pairing         
 of two words. 
• • Take your adjective (how you are different) and your noun       
 (what you do best) and write your possible options below. 
• • Create options - put all possible combinations together.

EXAMPLENOUNADJECTIVE
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STEP 7: 

Referring to Step 6 (Match Maker), select your top three adjective/noun 
(what you do different/what you do best) pairings.

STEP 8: 

Select your Anthem and complete one of these sentences:

• • “The distinct value that I deliver is __________________________________.”  

• • “If you need someone who delivers __________________________________,          
   I can help.” 

• • “Even when things get tough, I promise to give  _______________________.”
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ANTHEM

STEP 9: 

Secondary pairings to your Anthem. These are your runners-up to your 
Anthem. You’ll be using them later as your ‘value adds’ in your Anthem 
Statement.

DO BESTDO DIFFERENT

DO BESTDO DIFFERENT
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FIVE QUESTIONS
TO HELP PERFECT YOUR ANTHEM

The follow questions will help you think more tangibly and meaningfully about you Anthem 
once you’ve started creating it. We want to help you understand the different ways your Anthem 
will apply to you business and life.

The more specifically you can explain your Anthem, the more confident you’ll feel when 
centering your communication around it.

1. What is your Anthem?
First, the basics. This is the adjective / noun combination. You can tweak this on Tuesday, but 
please have your Anthem starter base ready in advance.

2. What is a problem your clients face?
Describe a frequent issue or challenge or problem that you are hired to help solve. You might 
think of them as “pain points.”

3. How does your Anthem solve this?
How does your Anthem help clients overcome this problem? We want to demonstrate how you 
immediately add value to their pain points. Your Anthem helps you provide a solution.

5. What’s an example of how you’ll succeed in the future?
When a client hears your Anthem, you want them to understand how you are different than 
everyone else, and how you will apply this to their business.

4. What’s an example of how you’ve succeeded in the past?
When you look at your career, how has you Anthem helped you in the past? You might read 
through your bio and identify a few specific examples of how you have succeeded, and then link 
one of these examples to your Anthem.

P
R

E
-W
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R

K

FIVE QUESTIONS TO HELP PERFECT YOUR ANTHEM Hello@HowToFascinate.com | © 2014 How To Fascinate. All rights reserved.

later, but

your Anthem

your business and life. 

The following questions will help you think more tangibly and meaningfully about your Anthem

When you look at your career, how has your Anthem helped you in the past? You might read
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ICF CORE COMPETENCIES ADDRESSED 
IN THIS MODULE

FOUNDATION

Demonstrates Ethical Practice

• • Demonstrates personal integrity and honesty in interactions with clients,  
 sponsors and relevant stakeholders
• • Is sensitive to clients’ identity, environment, experiences, values and beliefs
• • Uses language appropriate and respectful to clients, sponsors and relevant  
 stakeholders
• • Abides by the ICF Code of Ethics and upholds the Core Values

Embodies a Coaching Mindset

• • Acknowledges that clients are responsible for their own choices
• • Develops an ongoing reflective practice to enhance one’s coaching
• • Remains aware of and open to the influence of context and culture on      
 self and others
• • Uses awareness of self and one’s intuition to benefit clients
• • Develops and maintains the ability to regulate one’s emotions
• • Mentally and emotionally prepares for sessions
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CO-CREATING THE RELATIONSHIP

Establishes and Maintains Agreements

• • Reaches agreement about what is and is not appropriate in the relationship,  
 what is and is not being offered, and the responsibilities of the client and  
 relevant stakeholders
• • Reaches agreement about the guidelines and specific parameters of         
 the coaching relationship such as logistics, fees, scheduling, duration,     
 termination, confidentiality and inclusion of others
• • Partners with the client and relevant stakeholders to establish an overall  
 coaching plan and goals
• • Partners with the client to determine client-coach compatibility
• • Partners with the client to define or reconfirm measures of success for what  
 the client wants to accomplish in the coaching engagement or individual  
 session
• • Partners with the client to manage the time and focus of the session

Cultivates Trust and Safety.

• • Seeks to understand the client within their context which may include     
 their identity, environment, experiences, values, and beliefs
• • Demonstrates respect for the client’s identity, perceptions, style and        
 language and adapts one’s coaching to the client
• • Acknowledges and respects the client’s unique talents, insights and        
 work in the coaching process
• • Shows support, empathy, and concern for the client
• • Acknowledges and supports the client’s expression of feelings, perceptions,  
 concerns, beliefs and suggestions
• • Demonstrates openness and transparency as a way to display vulnerability  
 and build trust with the client



FCA TRAINING PROGRAM | MODULE 4       Copyright ©2021 How To Fascinate® and Sally Hogshead. All Rights Reserved.              29

FCA TRAINING PROGRAM | MODULE 4

Maintains Presence

• • Remains focused, observant, empathetic and responsive to the client
• • Demonstrates curiosity during the coaching process
• • Manages one’s emotions to stay present with the client
• • Demonstrates confidence in working with strong client emotions during     
 the coaching process
• • Is comfortable working in a space of not knowing
• • Creates or allows space for silence, pause or reflection

COMMUNICATING EFFECTIVELY

Listens Actively

• • Considers the client’s context, identity, environment, experiences, values  
 and beliefs to enhance understanding of what the client is communicating
• • Recognizes and inquires when there is more to what the client is            
 communicating
• • Notices, acknowledges and explores the client’s emotions, energy shifts,  
 non-verbal cues or other behaviors
• • Integrates the client’s words, tone of voice and body language to determine  
 the full meaning of what is being communicated
• • Notices trends in the client’s behaviors and emotions across sessions          
 to discern themes and patterns
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ICF CORE COMPETENCIES ICF TEAM COACHING COMPETENCIES

Evokes Awareness

• • Considers client experience when deciding what might be most useful
• • Challenges the client as a way to evoke awareness or insight
• • Asks questions about the client, such as their way of thinking, values,   
 needs, wants and beliefs
• • Asks questions that help the client explore beyond current thinking
• • Invites the client to share more about their experience in the moment
• • Notices what is working to enhance client progress
• • Adjusts the coaching approach in response to the client’s needs
• • Helps the client identify factors that influence current and future            
 patterns of behavior, thinking or emotion
• • Invites the client to generate ideas about how they can move forward        
 and what they are willing or able to do
• • Supports the client in reframing perspectives
• • Shares observations, insights and feelings, without attachment, that       
 have the potential to create new learning for the client

CULTIVATE LEARNING AND GROWTH

Facilitates Client Growth

• • Works with the client to integrate new awareness, insight or learning        
 into their worldview and behaviors
• • Partners with the client to design goals, actions and accountability         
 measures that integrate and expand new learning
• • Supports the client in identifying potential results or learning from         
 identified action steps
• • Celebrates the client’s progress and successes

https://coachingfederation.org/core-competencies
https://coachingfederation.org/core-competencies
https://coachingfederation.org/team-coaching-competencies
https://coachingfederation.org/team-coaching-competencies
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THE LEGAL STUFF… we’ll keep this quick for hyperefficiency!
No amendments, alterations or changes may be made to this document or the underlying Fascinate® test without first 
obtaining the express written permission of How To Fascinate or Sally Hogshead.

Fascination Advantage®, Discover How The World Sees You®, and How To Fascinate® are registered trademarks of 
How To Fascinate and/or Sally Hogshead. One-Hour Personal Brand, Ultimate Personal Brand, each of the 7 Fascination 
Advantages, and the 49 Fascination Advantage® Archetypes are trademarks of How To Fascinate and/or Sally Hogshead. 
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