Aaron Douglas Leader of Tomorrow

1. Case Identifier

Client Name: Azra L.

Current Role / Job Title: Sales / Data Analyst (Repositioning to Process Improvement)
Department: Sales Analytics / Data

Training Date:1/12/2025

Length of Engagement: Multiple Sessions

Industry / Sector: Consumer / Retail Analytics (CPG)

Engagement Format: (Virtual Coaching / Program / Training and Development)

Primary Capacity Applied:
[ ] Emotional Reference Point
[] Reality Check

[J Grounding Presence

[] Priority Compression

[] Timing Intelligence

]

[J Misalignment Detection

[] Friction Reduction

[J Decision Clarity Under Pressure
[] Structural Thinking

2. The Situation (Before)
What was happening when we started working together?
Azra was laid off on February 7th following the loss of key CPG partnerships on her team.

While she suspected the layoff might happen, the timing left her with only one month of
severance, nearly exhausted by the time we began working together.



Her day-to-day work had centered on sales reporting, budgets, time sheets, and operational
tracking, with limited exposure to forecasting. When the partnerships dissolved, her role was no
longer needed.

Externally, the situation looked straightforward. Internally, it was destabilizing:
e Applications submitted with no responses
e No interviews despite volume
e Growing urgency as severance ran out
e Rising self-doubt around visibility and competitiveness

She was actively applying—but without traction, structure, or confidence in her approach.
3. The Core Problem

Azra’s challenge was not effort or technical skill.
The real problems were:
e Lack of clarity on how to position herself (Data Analyst vs Sales Analyst)
e Resume and LinkedIn branding that emphasized tasks over impact
e Strong resistance to networking (“I don’t like it and I’'m not good at it”)
e Interview answers that were overly technical and disconnected from human context
e No system for rapid application or interview readiness under pressure

This resulted in rejection loops, stalled momentum, and emotional fatigue.

4. The Capacity Applied (Intervention)

Capacities Used:
e Emotional Reference Point
e Reality Check
e Grounding Presence
e Priority Compression
e Translation Between People
e Decision Clarity Under Pressure
e Friction Reduction

e Structural Thinking



What this looked like in practice:

I began by grounding the session emotionally—lowering urgency and reframing her layoff as a
market and partnership decision, not a reflection of her value or competence.

We conducted a reality check on why applications were failing: not due to skill gaps, but due to
misaligned positioning and communication.

I translated her reporting, budgeting, and sales-support work into analyst-level outcomes,
helping her understand how to frame her experience in business-impact language rather than
operational detail.

Under interview pressure, I slowed her thinking. We addressed the “tell me about yourself”
response, moving her away from reading her resume and toward narrative, relevance, and
connection—especially critical for HR screens.

To reduce friction, we implemented:
e LinkedIn alerts for 24-hour application windows
e Clear homework sequencing
e Track-changes workflow for resume iteration
e A small set of human-centered interview questions she could rely on

The work was about removing obstacles, not adding effort.

5. Pain Removed (What Stopped)

Before our work together, Azra experienced:
e Anxiety from repeated rejections with no feedback
e Confusion about which roles she should pursue
e Discomfort and avoidance around networking
e Interview breakdowns due to overuse of technical jargon

e A sense of urgency bordering on panic as severance ended

6. Pain Replaced With (Internal Shift)

That pain was replaced with:
e Clear role direction (Sales Analyst / Data Analyst positioning)
e Confidence in how to talk about her work as impact, not tasks

e A practical, non-performative approach to networking



Interview clarity around HR expectations

Emotional steadiness under time pressure

She shifted from “why isn’t this working?” to “I know what to fix.”

7. The Result (After)

As a result of this engagement:

Resume revisions were initiated with clearer branding

LinkedIn strategy and alerts were implemented

Interview answers were restructured for clarity and connection
The client successfully prepared for an HR interview

She demonstrated improvement during role-play after corrections
She reported high satisfaction, rating the session 9/10

She secured a permanent role shortly after engagement

Outcome:
Job report approved — Permanent position with Ally

Timeframe: Rapid clarity and correction under active job-market pressure

8. Day-to-Day Difference (Now)

How this shows up in their daily work or leadership now:

She now:

Communicates her value clearly without hiding behind jargon
Understands how to humanize technical experience
Approaches interviews with structure instead of fear

Uses systems instead of guesswork

Operates with confidence even under compressed timelines

She moved from reactive applicant to composed professional.




