
 

Aaron Douglas Leader of Tomorrow 

 

1. Case Identifier 

Client Name: Caleb Vk. 

Current Role / Job Title: Food Science Graduate (Early Career) 

Department: Product / R&D Interest 

Training Date: 06/17/2025 

Industry / Sector: Food & Beverage / CPG 

Engagement Format: Ongoing (Multiple Sessions) 

Length of Engagement: 

Primary Capacity Applied: ​
☐ Emotional Reference Point​
☐ Reality Check​
☐ Grounding Presence​
☐ Priority Compression​
☐ Timing Intelligence​
☐ Translation Between People​
☐ Misalignment Detection​
☐ Friction Reduction​
☐ Decision Clarity Under Pressure​
☐ Structural Thinking 

 

2. The Situation (Before) 

What was happening when we started working together? 

What was happening when we started working together? 

• The client had submitted 7 applications in one month.​
• He had only followed up on 1.​
• He had not heard back from any employer.​
• His stated goal was 3–4 applications per week.​



 

• He preferred remote work because “he saw it,” despite early-career positioning.​
• He restricted both job titles and geographic locations.​
• He leaned heavily into wanting “Food Scientist” in the title or roles within product/evaluations 
departments.​
• He had never received 1-on-1 career coaching.​
• He had limited understanding of ATS systems.​
• His LinkedIn had 2 connections and no strategic positioning.​
• He believed he “interviews decently” but had no structured interview preparation system. 

He described having connections at Nestlé and Gerber in Michigan, but influence and referral 
power were unclear. 

This was not a market rejection issue. 

It was a volume, positioning, and structural awareness issue. 

 

3. The Core Problem 

The real problem was NOT lack of education or intelligence. 

The actual problem was: 

Over-selectivity combined with low application velocity in a buyer’s market. 

Specifically: 

• Application output far below competitive threshold​
• Over-restriction of location and work format​
• Ego-based filtering of titles​
• No LinkedIn infrastructure​
• No ATS literacy​
• Networking claims without demonstrated leverage​
• No repeatable system for outreach 

His expectations did not match market dynamics. 

In a buyer’s market, selectivity without leverage equals stagnation. 

 

4. The Capacity Applied (Intervention) 

Capacity Used: Structural Thinking + Priority Compression + Decision Clarity Under Pressure 

What this looked like in practice: 

• Established baseline reality of buyer’s market conditions​
• Recommended minimum 1–3 applications per day​
• Compressed title rigidity into broader adjacent categories (Quality, Product Support, 



 

Evaluations, R&D Support)​
• Explained ATS systems and keyword alignment​
• Clarified LinkedIn as infrastructure, not optional branding​
• Structured resume language for measurable impact (placeholders for metrics to be added)​
• Directed him to leverage referral pathways properly (Contact Us form referencing internal 
contact at Nestlé/Gerber)​
• Shifted focus from “waiting to hear back” to controlled output volume 

The goal was not encouragement.​
It was market alignment. 

 

5. Pain Removed (What Stopped) 

Before the session, his experience included: 

• Low application output​
• Passive waiting for responses​
• Overconfidence in limited networking​
• Unawareness of ATS filtering systems​
• Minimal LinkedIn presence (2 connections)​
• Rigid job title filtering​
• Remote-only preference without leverage 

He was operating from assumption, not structure. 

 

6. Pain Replaced With (Internal Shift) 

That pain was replaced with: 

• Understanding of application math in a competitive market​
• Acceptance of broader title alignment​
• Clear action standard (1–3 per day minimum)​
• Recognition that early career requires volume and flexibility​
• Awareness of ATS and keyword optimization​
• Strategic plan for LinkedIn build-out (resume foundation first)​
• Commitment to finalize resume before scaling applications 

He moved from:​
“I haven’t heard back.” 

To:​
“I need to increase structured output.” 

 

7. The Result (After) 



 

As a result of the work: 

• Resume revised and polished for immediate use​
• Metrics placeholders inserted for measurable impact​
• Client prepared to begin higher-volume applications​
• LinkedIn build-out scheduled post-resume finalization​
• Challenger Interview PDF provided for structured prep​
• Networking pathway clarified (formal referral routing) 

Timeframe: Within initial 3-hour session + immediate follow-up 

 

8. Day-to-Day Difference (Now) 

He now: 

• Understands the difference between preference and leverage​
• Has a structured minimum application output target​
• Is aware of ATS screening systems​
• Has a refined resume aligned to food science/product roles​
• Is preparing to expand LinkedIn infrastructure​
• Approaches referrals more strategically​
• Recognizes that selectivity must be earned through traction 

This case reflects early-career structural correction —​
not skill development, but expectation alignment and execution scaling 

 
 


