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1. Case Identifier 

Client Name: Jay Wheeler 

Current Role / Job Title: Finance Manager (Transitioning) 

Department: Finance / Operations Finance 

Training Date: 06/17/2025 

Industry / Sector: Finance / Corporate / Pricing / Operations 

Engagement Format: Virtual Coaching (Resume + Intensive Interview Prep) 

Length of Engagement: Ongoing (Multiple 1-Hour Sessions + Follow-Ups) 

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 completed approximately 200–300 applications.​
• She consistently received interviews and pre-screens but was not advancing.​
• Feedback from an internal team interview: lacked confidence; came across weak and insecure.​
• She was laid off (role eliminated).​



 

• Recently relocated from Connecticut to South Dakota.​
• Highly rigid, perfectionist, and self-described over-thinker (confirmed by peers).​
• Memorized interview answers and delivered them robotically.​
• Avoided cover letters because she “never needed them before.”​
• Expressed feeling defeated, depressed, and at an all-time low.​
• Reached final rounds at least twice but failed to connect culturally.​
• Struggled with storytelling and impact framing.​
• Often blamed misalignment before examining delivery gaps. 

She did not lack interviews. 

She lacked executive presence under pressure. 

3. The Core Problem 

The real problem was NOT experience. 

She has:​
• 11+ years of finance leadership​
• MBA​
• C-suite exposure​
• Technical depth (modeling, Power BI, transformation initiatives) 

The actual problem was: 

Interview identity collapse under pressure. 

Specifically: 

• Rigid delivery​
• Memorized responses​
• Task-focused rather than impact-focused​
• Inability to pause and think through curveball questions​
• Energy misalignment (anxious, dark, defensive)​
• Over-intellectualization without emotional connection​
• Geographic narrative confusion (South Dakota vs Connecticut) 

She was answering questions. 

She was not leading conversations. 

 

4. The Capacity Applied (Intervention) 

Capacity Used: Decision Clarity Under Pressure + Structural Thinking + Misalignment 
Detection 

What this looked like in practice: 



 

• Rebuilt her “Tell Me About Yourself” into an executive narrative​
• Introduced the Impact Method for structured storytelling​
• Shifted her from memorization to conversational framing​
• Practiced curveball responses live (values, pricing strategies, leadership tradeoffs)​
• Coached bridging techniques for role misalignment (pricing without direct pricing title)​
• Reframed interviews as practice reps, not verdicts​
• Addressed geographic narrative inconsistency directly​
• Conducted full 1-hour interview simulation​
• Corrected robotic tone and surface-level responses​
• Delivered heavy mindset recalibration when negativity escalated 

The goal was not encouragement. 

It was behavioral correction under pressure. 

 

5. Pain Removed (What Stopped) 

Before sessions, her experience included: 

• Over-rehearsed, unnatural responses​
• Panic during unexpected questions​
• Negative self-talk after each interview​
• Emotional volatility between sessions​
• Blaming culture fit before examining delivery​
• Rigid job alignment thinking​
• Networking that felt inauthentic (“fake” by her own admission) 

She was exhausting herself cognitively and emotionally. 

 

6. Pain Replaced With (Internal Shift) 

That pain was replaced with: 

• Structured storytelling framework (Impact Method)​
• Permission to pause and think before answering​
• Understanding of transferable alignment (pricing = financial modeling + strategy + margin 
control)​
• Reduced robotic memorization​
• Clear executive-level narrative​
• Recognition that mindset is affecting outcomes​
• Willingness to practice intentionally​
• Awareness that interviews are performance, not interrogation 

She moved from:​
“I don’t know how to succeed.” 



 

To:​
“I need to change how I show up.” 

 

7. The Result (After) 

As a result of the work: 

• Conducted structured interview rehearsals​
• Recorded practice sessions for self-review​
• Improved narrative flow in “Tell Me About Yourself”​
• Advanced to final rounds (casino Finance Director role)​
• Received Excel assessment for another opportunity​
• Increased outreach efforts​
• Expanded title search into data, strategy, and operations 

However: 

Pipeline volatility remained high due to mindset instability and geographic signaling issues. 

This case remains in active recalibration phase. 

 

8. Day-to-Day Difference (Now) 

She now: 

• Practices before interviews rather than memorizing​
• Uses structured frameworks instead of rambling​
• Understands why pricing roles interview her (transferable strategy alignment)​
• Sends thank-you notes consistently​
• Applies at high volume (up to 50/day during surge periods)​
• Conducts outreach beyond title-only searches​
• Acknowledges delivery gaps rather than denying them 

Her technical competence was never the issue. 

Her mindset and energy alignment were. 

This case reflects high-capability talent whose internal rigidity suppressed external performance 
— and the work required to stabilize executive presence under repeated rejection pressure. 

 


