Aaron Douglas Leader of Tomorrow

1. Case Identifier

Client Name: J Diaz.

Current Role / Marketing / Creative Professional (Transitioning)
Department: Marketing / Events / Creative

Training Date:10/10/2025

Length of Engagement: Multiple Sessions

Industry / Sector: Marketing / Entertainment / Creative Media

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

Primary Capacity Applied:

[J Emotional Reference Point

[] Reality Check

[J Grounding Presence

[I Priority Compression

[J Timing Intelligence

[J Translation Between People

[J Misalignment Detection

[ Friction Reduction

1 Decision Clarity Under Pressure

] Structural Thinking

2. The Situation (Before)

What was happening when we started working together?
e She was laid off along with 26 others during training.
e She had applied to “hundreds” of roles with only one interview.
e She was applying broadly in events and marketing without clear targeting.

e She disliked LinkedIn and referred to it as “old Facebook.”



She had a LinkedIn profile but did not maintain or optimize it.

She wanted $70K annually for stability.

She had almost no severance (approximately 3 weeks).

She had previously owned a business but shut it down due to burnout and instability.
She described herself as strong in brand building, visuals, marketing campaigns.
She said she interviews well and can “talk to anyone.”

She struggles with choosing between her gifts.

She was burned out, financially pressured, and creatively misaligned.

During our first call, she was driving and partially distracted.

She initially rejected LinkedIn strategy entirely — then sent a connection request by the
end of the session.

She wanted:

Interviews
Stability
Direction
$70K income

Creative fulfillment

But she was scattered and misaligned internally.

3. The Core Problem

The real problem was NOT talent.

The real problem was not work ethic.

The core issue was identity misalignment + decision diffusion.

Specifically:

She was applying to roles she did not actually want.

She claimed to want social media management but later admitted it did not excite her.
She was burned out from doing everything herself in her former business.

She was resisting the very platforms (LinkedIn) that drive visibility.

She had creative gifts but no structural container.

She oscillated between corporate stability and creative entrepreneurship.



e Financial pressure was compressing clarity.
She did not lack ability.

She lacked directional commitment.
4. The Capacity Applied (Intervention)

Primary Capacity Used: Misalignment Detection + Decision Clarity Under
Pressure

What this looked like in practice:
1. Calling Out Distraction
e Addressed divided attention during the call.
e Required note-taking and presence.
e Set tone for seriousness of transition.
2. Platform Reality Check
Explained LinkedIn’s role in modern hiring visibility.
Challenged her dismissal of the platform.

Introduced enhancement strategy for creative positioning.
Allowed resistance — did not force compliance.

3. Identity Excavation

Asked what she would build if she restarted her business.

Identified that social media management did not excite her.

Surfaced passion for storytelling, video, and small business brand narratives.
Clarified difference between “doing marketing” and “creating stories.”

4. Stability vs. Calling Split Strategy

Supported short-term income stabilization.

Did not shame $15—16/hour city role.

Reinforced strategic survival while dreams incubate.
Reduced shame around taking multiple roles simultaneously.

5. Creative Direction Structuring

e Helped her frame content creation as:
o Story capture
o Small business “why” extraction
o Marketable narrative building
e Encouraged experimentation instead of paralysis.



This was not resume editing.

This was creative identity clarification under financial pressure.

5. Pain Removed (What Stopped)

Before sessions, her experience included:

Burnout from entrepreneurship
Confusion between stability and calling
Applying to roles she didn’t want
Disliking core tools (LinkedIn)
Financial anxiety

Directional paralysis

Emotional oscillation

b

Avoidance disguised as “applying everywhere’

6. Pain Replaced With (Internal Shift)

That pain was replaced with:

Permission to pivot

Clarity that social media management # creative fulfillment
Structured dual-path thinking (income + dream)
Confidence in storytelling ability

Renewed creative energy

Strategic survival mindset

Action instead of ideation

She moved from:

“I need a job that pays 70K.”

To:

“I need stability while I build what excites me.”



7. The Result (After)

As a result of the work:
e Attended job fairs and followed up.
e Shot her first content project (wedding).
e Re-engaged with entrepreneurship.
e Began crafting a storytelling-based business direction.
e Secured two job offers for stability.
e Accepted a City of Orlando role ($15-16/hour).
e Accepted an additional commission-based opportunity.
e Landed a screenwriter opportunity entering production.
e Signed NDA for screenplay development.
e Networking with childhood friend who recently won an Emmy.
e Interviewing with Hilton.
e Re-interviewing with former company:.

Timeframe:
Within weeks of initial sessions.

8. Day-to-Day Difference (Now)

She now:
e Balances stability and creative pursuit simultaneously.
e Takes action instead of overthinking.
e Experiments with content instead of fantasizing about it.
e Networks intentionally.
e Moves toward film and storytelling spaces.
e Operates with visible excitement.
e Accepts bridge jobs without identity collapse.
She went from near eviction anxiety...

To signing an NDA for production.
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