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INTRODUCTION
Company Name: Demonstration
Individual's Name: Chief Executive Officer
Individual's Mission: "To show my staff how to help our customers in difficult economic times."
Date: Demonstration
Important information about this report:
This report is based on an analysis of five sequential Slack messages from a Chief Executive Officer
to all employees. The MercurySays database deployed 43 of its 159 measures.
The results are presented in a format equivalent to the "Big Five" psychological categories.
Further, we have reported on three of most significant measures identified by MercurySays within
each of the "Big Five" categories. We then show you how to align your communication attributes
with your specific managerial goal.

THE BIG FIVE
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OPENNESS
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Personalities
can be broken
down into 5 traits.

CONSCIENTIOUSNESS

3

Each reflects
a key part of how
a person thinks,
feels, and behaves.
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EXTROVERSION

INDIVIDUAL'S
REAL-TIME
ATTRIBUTES

HIGH
PERFORMING
INDIVIDUAL

INDIVIDUAL'S GOAL

AGREEABLENESS

NEUROTICISM

In a corporate setting, the subjects analyzed and the method of presenting this information can be
customized to suit your particular needs.
Using MercurySays to encourage particular goals can play a powerful role in focusing attitudes
and behaviors. MercurySays guides and enhances your corporate culture.

RUSHWORTH CONSULTANCY 2022

SEQUENTIAL MESSAGES FROM THE CEO
Organizational Structure
Our restructuring program is underway. It will cause some disruption and some roles will change but,
when completed, it will help us to reach our goals faster and more effectively than ever before.
Within the next two days, our human resources staff will be contacting you about the changes so
you can prepare for the new challenges that lay ahead. Difficult times require unflinching decisions,
which we will take to ensure our company has the best opportunity to succeed.

Financial Results
I am proud to announce that we have not only met our financial targets but surpassed them in every
category. This has happened because every member of staff and the executive group has played
their part in striving to be more focused, more productive, and more attuned to our customers’
needs. I congratulate you all and know that next year we will reach new heights which will help us to
provide our products and services to even more people throughout the nation.

Five Years of Achievement
Reflecting over the last five years since I was appointed as the CEO of this wonderful company, it is
clear that there are always difficulties that our industry faces which require innovative responses.
We have weathered the storms of this half decade and, no doubt, there will be more we must face.
However, with our keen desire to serve our customers, we will achieve greater results in the future,
and I will work hard to lead us to a better future.

Time Management
Warren Buffett has made it clear that the most important issue he faces is time. The same rule
applies to us. The quicker we do our job, the sooner we reach our targets. The more cleverly we
organize our day, the better our chances of success. So, plan your work to get better results.
Arrange your schedule so you are more efficient and effective. Every improvement in this area helps
us to keep a step ahead of our competitors and to consolidate our position in our industry. Time is
money, but using the time we have in a better, more creative way, will lift our achievements to a
level where we can all be proud.

Corporate Culture
We have a single goal that must be at the forefront of our minds at all times. We must serve our
customers better. Every customer who is pleased with our support will return. Every customer who
gains an advantage from our advice will refer others. By continually improving our operations and our
communication, we will build a company that dominates our industry. Serving our customers
inevitably leads to our success. Every decision we make must be tested against a simple question.
Will it help our customers?

OPENNESS
0
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YOUR OPENNESS IS RISING +8%
Being willing to consider and accept people and ideas without prejudice. It is impossible to avoid being open
nowadays. You have to exhibit an honest and self-reflective approach in your industry to create a sense of
credibility. You have slightly lifted this measure so there is ample room for improvement. CEOs with
higher “Openness" are often very creative and ready to try new approaches.

Perceptive
To show a keen insight or understanding. Maybe you are better than others at
noticing or realizing the implications of a clause in a company contract.
Being “Perceptive” may mean you notice subtle changes in staff attitudes or in
your competitor’s behaviors. This is an excellent skill that keeps you focused
and allows you to react appropriately to achieve professional success.
That’s a fantastic score but be warned. Make sure your current ability to pay
attention to even the tiniest of details of your staff’s progress doesn't cause
you to overthink. It will slow down the achievement of your goal drastically.
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PERCEPTIVE:
RISING +76%

Willing
To be positively inclined to respond or take action. For example, you are happy
to modify your duties at work and will do so if you are asked. A Gaelic proverb
states, "Nothing is easy for the unwilling." If you are unwilling to face your
company's challenges, then progress will not be easy. However, being “Willing”
is powerful because it can catalyze many aspects of growth and evolution.
You are more open to ideas outside your comfort zone which leads to faster
learning. Your willingness makes you more flexible when problems arise.
Boost this falling measure by making it clear to your staff that you are in
continual talks with knowledgeable people about learning different
approaches on how to serve customers in difficult times. Lead by example.
Demonstrating this willingness to learn, will prove your commitment to your
goal and inspire your staff to do the same.
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WILLING:
FALLING -25%

Engaged
To be involved or greatly interested in an activity or issue. For example, you
are attentive to a particular mission at work and are taking focused action to
make it happen. Being “Engaged” in your workplace means you are motivated
and remain committed to achieving company goals which, in turn, boosts your
career, and drives your organization forward.
It's time to interact. Call for responses and reactions, then show appreciation
to any staff who communicate back to you via Slack. Acknowledgement goes
a long way when it comes to fostering engagement and boosting morale
within the workplace. Employee morale is significant because it's tied directly
to their productivity, which means, you'll achieve your goal much faster.
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ENGAGED:
FALLING -12%

CONSCIENTIOUSNESS
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YOUR CONSCIENTIOUSNESS IS RISING +26%
Being deliberately meticulous and dutiful when dealing with people, activities, and ideas. It is vital that a CEO
expresses increasing conscientiousness. Thankfully, this category rose well, on average, although there were
some negative results. CEOs that score highly in "Conscientiousness" are often extremely well-organized and
mindful of day-to-day details in the workplace.

Fussy
To be concerned and difficult to please. For example, you anxiously ask
co-workers to deal with minor details during a meeting, trying to make sure
everything is perfect. While having high standards can be valuable in a corporate
setting, being overly “Fussy” may not promote a healthy balance between
deciding what’s important and what’s not. Don’t let fussiness get out of hand.
Keep this attribute falling by avoiding perfectionism. For example, instead of
pointing out the single missed comma in a 20-page report, give your staff
member a compliment. Aiming for difficult goals can zap staff's joy. So, tell
them you're not attached to a rigid strategy in order for them to be successful.
Give them more wiggle room to achieve the goal you've set and watch your
carefree (but not careless) CEO attitude achieve better company results.
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FUSSY:
FALLING -10%

Noble
To have outstanding personal qualities. For example, you are admired and
respected within your workplace because, during team projects, you are
unselfish and display other admirable moral virtues. Being a “Noble” person
means being courageous. You will not flee from the results of your actions or
shift blame onto someone else. You face challenges as they arise and stand up
for those who need help.
Keep this attribute high by being kind and genuine to your staff as they learn. A
CEO with a noble heart gives staff constant encouragement. People are
desperate to be part of something bigger than themselves. Tell them that
helping people in difficult economic times has an incredible domino effect. If
they know that they matter, it will ignite a desire within them to do even more.
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NOBLE:
RISING +63%

Steadfast
To be firmly fixed and not likely to change. For example, you are convinced that
the work you are doing for your company is beneficial and you refuse to change
your attitude or approach. Being “Steadfast” often allows you to see simpler or
more practical ways to accomplish company goals. Being able to see the big
picture makes it easy for you to understand the steps needed to achieve
success. This makes you an excellent leader or team member.
Keep this attribute rising by showing your staff how certain you are of the
ultimate benefits to be gained by following your vision to help customers in
difficult economic times. Your confidence will inspire your staff. They will trust
their CEO's judgment more.
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STEADFAST:
RISING +54%

EXTROVERSION
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YOUR EXTROVERSION IS RISING +11%
Being focused on the external world rather than on yourself. The stronger you engage with other people and
with real-world issues, the better your score will be in this category. Being sociable and interested in your staff’s
lives will boost this result. Remember their partner’s and kids’ names. Ask them about a problem or success they
are involved with outside of work. Being an extrovert allows you to express enthusiasm and to avoid being boring.
Great leaders are typically strong extroverts.

Authoritative
Being knowledgeable and powerful. Essential in providing leadership, being
authoritative does not involve being authoritarian or aggressive. It means that
when you speak, your message is usually valuable, so people listen.
This becomes obvious in meetings when everyone else goes silent or when you
deliver a text message that everyone reads carefully, then discusses among
themselves. Being "authoritative” means, you will be seen as a positive and
helpful mentor and leader.
This result is excellent, but it must be maintained because you are clearly
relying on this measure alone to maintain your “Extroversion” score.
If, for some reason, your authoritative voice is doubted or undermined,
your result in this category will inevitably collapse.
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AUTHORITATIVE:
RISING +68%

Assertive
Being confident and certain in words and deeds. Being assertive means that
you make your point of view clearly and firmly with your board, business
partners, and staff. You may do so in meetings, negotiations, and in general
public relations messages. However, it is essential to be assertive in your
messages to staff. You and they will gain confidence so that your customers will
recognize a firm and confident stance that is easily understood.
It is time to lift this result to achieve a more balanced set of expressions in the
“Extroversion” category. By spreading the load, your staff will have more
approaches to use with your customers, many of whom may need a great deal
of support in difficult times. Be assertive and explain why you are so sure.
Your staff will repeat your argument to increase their persuasive power.
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ASSERTIVE:
FALLING -15%

Candid
Being honest and uninhibited. Good leadership often involves showing that
something is wrong and needs to be fixed. If you do it well, you won’t embarrass
yourself or anyone else. You can gain esteem if it’s clear that you want to help
your people to grow. With their strength rising, their relationship with your
customers will grow as well.
Although your “Candid” result has achieved a good standard, there is a good
opportunity to improve this attribute. Be clear about the problems you, your
staff, and your customers face. Say that life and business are not easy or
straightforward, but, by working together, you can help improve the outcomes
for everyone, especially in financially difficult times.
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CANDID:
NEUTRAL +0%

AGREEABLENESS
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YOUR AGREEABLENESS IS FALLING -19%
Displaying a pleasing, harmonizing attitude. This measure provides an important insight into their
psychological underpinning. Agreeableness may be shown through a leader’s caring disposition,
good-natured style, or their polite manners, among other characteristics. Simply put, agreeableness
indicates an ability to put other people’s needs first, which, in turn, shows the leader as being
cooperative, considerate, and selfless.

Caring
To feel kindness or concern for others. There is no better way for a boss to
connect strongly with staff and customers than by showing or saying that they
care. Maybe you can say that you feel their pain. Maybe you can provide an
anecdote that tells a relevant story. When you are caring, you will feel good,
you will strengthen your sense of purpose and belonging, and you will
encourage your staff to care, as well.
You should immediately make it clear that you want to support your staff and
your customers. That will sharpen your staff’s focus on caring when they are
dealing with your customers. It will show that they are valuable, real,
and should be offered assistance.
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CARING:
FALLING -12%

Good-natured
Being cooperative and pleasant. You can’t always be good-natured, but, when
you can, it works wonderfully in meetings and negotiations. So, demonstrate you
have a pleasant and cooperative personality by offering informal asides, or an
amusing comment, or by showing that you share the values of your staff.
The worse that may happen is that you are taken for granted. However, when
your good-natured disposition evaporates, everyone will notice and tread
carefully.
Right now, you have a good opportunity to improve your “Agreeableness”
score, and it is definitely needed. Show you are mellow and gracious. That will
help your staff to understand how to work better with your customers who are
facing uncertain times.
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GOOD-NATURED:
FALLING -9%

Polite
0

Showing good manners in a specific social situation. Being polite always helps
whether you are talking to an elderly customer or to a new recruit. The greatest
benefit of politeness is that you can tell the truth while minimizing hurt feelings.
-100

It is time to show you have excellent manners. Give examples of politeness
and explain how that helps to open customers to consider and accept the
support your services or products offer them. It’s said that good manners cost
nothing but are priceless.
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POLITE:
FALLING -12%

NEUROTICISM
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YOUR NEUROTICISM IS FALLING -43%
Showing emotional or mental characteristics that reduce empathy with other people. It’s best to have
negative (red) results in this category of the “Big Five” because that indicates an increase in the strength of
empathic attributes. For example, if your result for “Concerned” falls, that would indicate that you are becoming
less concerned and more certain about what you are saying. That will provide a strong subliminal signal to those
who read your messages and will make you appear to be increasingly confident, collaborative, and trustworthy.

Uneasy
To feel awkward or embarrassed. For example, this measure will rise if you are
feeling uncomfortable about the direction a meeting is taking or feeling
disturbed by the latest sales results. Increasing uneasiness can be a warning
that something isn’t right. Pinpoint the reasons and solve them, if possible,
so that you can offer sound leadership based on clear, rational thinking.
Then, your score will fall.
In relation to this attribute, you have achieved an excellent result, which will
help those who read your messages to feel more confident. That will allow
staff to respond more empathically with your customers who face difficult
economic times.
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UNEASY:
FALLING -51%

Wary
To be watchful and cautious about possible bad results. For example, you are
watching for personnel, financial or operational troubles. Being wary can help
you to avoid situations that will disrupt your plans, but don’t let wariness
become a permanent feature of your messages.
Overall, your score for wariness indicates you are becoming much less
worried about potential difficulties. Like your score for “Uneasy,”
this indicates you are projecting an increased sense of certainty and control
which will almost certainly be emulated by your staff when they are dealing
with customers.
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WARY:
FALLING -36%

Frustrated
Being unable to achieve a goal because of forces outside your control.
For example, the targets you have set are not achieved, thus making you feel
bad, irritated, or angry. Frustration can be a useful signal that something is
wrong, but it can also become an excuse for inaction. When your level of
frustration falls, you will focus increasingly on issues you can control, and you
will adopt a more practical, real-world approach to solving them.
Your result in this attribute offers opportunities to improve your overall
“Neuroticism” score. If indications of your frustration fall, your staff will feel
more assured as they explain to your customers how your services or
products can help them survive or even thrive in difficult times.
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FRUSTRATED:
FALLING -4%

WORTHY "BIG FIVE" MENTIONS
OPENNESS CATEGORY:
0

-100

100

INTELLIGENT IS RISING +12%

CONSCIENTIOUSNESS CATEGORY:
0
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DOWN-TO-EARTH IS RISING +38%

EXTROVERSION CATEGORY:
0
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ANIMATED IS RISING +37%

AGREEABLENESS CATEGORY:
0
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HAPPY IS FALLING -5%

NEUROTICISM CATEGORY:
0

-100

100

CONCERNED IS FALLING -61%

BONUS MEASUREMENT: SINCERITY
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YOUR SINCERITY IS NEUTRAL +0%
Sincerity
To be honest, open, and free of hypocrisy. For example, even though you hold
a leadership position, when you don’t know something, you admit it without
embarrassment. Or, when you meet with a customer, you follow exactly the
rules that you have provided to your sales staff. By being sincere, you show
yourself to be authentic, courageous, self-aware, and mature, all of which are
attributes of a successful leader.
The result of this measure would be difficult to improve because all of the
messages are in the highest range. However, it’s vital to keep this high
standard going forward as it provides an excellent platform to demonstrate to
your staff how they should behave with your customers.

ADVISORY SUMMARY
Your current goal as a leader is to show your staff how to help your
customers in difficult economic times. Your most recent five messages
on Slack have succeeded exceptionally well but there are many
opportunities you can grasp to perform at an even higher level.
It is vital that you work to boost your “Openness” by showing that you are
willing to take action to engage with your staff, so that they do the same
with your customers. Maybe you could set up a system where you and
your staff strongly encourage your customers to offer more detailed
feedback on your services and products. To lift your “Extroversion”
results you should focus on more assertive messages to do this.
It’s essential that you present yourself as being more “Agreeable” by
clearly showing that you care, you are good-natured, and (the easiest
of all) you have very good manners.
Avoid any hint that you are feeling frustrated by making it clear that you
don’t know all the answers but that, when you and your customers work
together, success becomes likely rather than a hit-and-miss affair.
This will help to boost your “Sincerity” score and your company’s
overall results.
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Should you need any further information, please do not hesitate to contact us.

Contact

MercurySays, PO Box 1093, KENMORE, QLD 4069,
AUSTRALIA

Email
contact@mercurysays.com

Websites
www.mercurysays.com www.mercurysayssales.com

Linkedin
Francis Walsh Kieran Walsh

