Aaron Douglas Leader of Tomorrow

1. Case Identifier

Client Name: Caroline Z.

Current Role / Job Title: Trader

Department: Finance

Training Date:1/02/2025

Length of Engagement: Multiple Sessions

Industry / Sector: Accounting

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

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

[J Grounding Presence

] Priority Compression

[] Timing Intelligence

[J Translation Between People
[ ] Misalignment Detection

[ Friction Reduction

[J Decision Clarity Under Pressure
[ Structural Thinking

2. The Situation (Before)
What was happening when we started working together?
e The client entered the session after a major career disruption following long-term

stability. She had spent 19 years at one company and 10 years at a prior firm, where
roles were highly consolidated and employee development was limited.



Her trading team of four was eliminated during a broader downsizing that impacted
multiple departments, including compliance. She described feeling blindsided,
underprepared for the current job market, and behind on modern technology expectations.

She also believed she was “not the entrepreneurial type” and could not sell herself,
despite having led and executed large municipal bond transactions. She had only recently
opened LinkedIn (December) and was relying on YouTube to prepare for interviews.

3. The Core Problem

The real problem was NOT lack of effort or skill.

The actual problem was:

The real problem was not lack of experience or capability.

The core issue was decision clarity under pressure — specifically:

difficulty translating deep institutional experience into market-ready positioning
uncertainty about how to present value in interviews

anxiety caused by unfamiliar technology, tools, and modern hiring systems (ATS)

Her confidence was being suppressed by context change, not competence.

4. The Capacity Applied (Intervention)

Capacity Used: Decision Clarity Under Pressure

What this looked like in practice:

Reframed her experience from “non-sales” to high-stakes value communication
Introduced and explained ATS systems to remove unknowns and reduce fear

Clarified which roles aligned with her background (e.g., operations analyst, adjacent
financial roles)

Shifted focus from generic interview prep to structured self-positioning

Replaced scattered job searching with clear, repeatable action steps

The goal was not motivation — it was stabilization and clarity.




5. Pain Removed (What Stopped)

Before, their experience included:

Before the sessions, her experience included:

Feeling blindsided and behind the market

Anxiety around interviews and technology expectations
Second-guessing her ability to “sell herself”

Unclear direction on what roles she should pursue

Passive job searching without structure

6. Pain Replaced With (Internal Shift)

That pain was replaced with:

That pain was replaced with:

Confidence in her professional narrative

Calm under interview pressure

Clear understanding of how her experience translates to today’s market
Trust in her ability to communicate value

A sense of forward momentum and control

7. The Result (After)

As a result of this work, the following changed:

As a result of the work:

She completed assigned outreach and networking actions
Reconnected with peers and secured lunches with contacts
Fully prepared and dressed professionally for a mock interview
Scored 8.3/10 in mock interview performance

Demonstrated strong responses to key questions (5-year plan, core attributes, crisis
leadership during COVID involving multimillion-dollar decisions)

Received a recommendation from a friend, signaling early external validation



Timeframe: Within two sessions (1 initial session + 45-minute follow-up)

8. Day-to-Day Difference (Now)

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

She now:

Approaches interviews with preparation instead of anxiety

Practices intentionally rather than consuming random advice

Applies consistently to aligned roles

Conducts structured outreach (25+ target goal)

Thinks strategically about where she wants to work (target companies)

Handles pressure with noticeably lower anxiety (self-reported level: 4)




