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1. Case Identifier 

Client Name: Jacqueline A. 

Current Role / Job Title: (Confidential – Retail & Healthcare Candidate) 

Department: Technical / Integration Services 

Training Date:4/04/2025 

Industry / Sector: Retail / Healthcare Administration 

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

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? 

• Three weeks of severance remaining.​
• Denied unemployment due to employer marking separation as voluntary.​
• Deep frustration and urgency.​
• Strong dissatisfaction with previous coaching experience (felt it lacked passion and strategy).​
• Hates LinkedIn.​
• Applying only through Indeed, Glassdoor, and ZipRecruiter.​



 

• Not applying directly to company websites.​
• Had 3 interviews in 2 weeks — already received rejections.​
• Interviewed at Burlington (cashier).​
• Upcoming interviews scheduled.​
• Originally positioned toward Business Analyst roles but did not want that path.​
• Preferred Data Entry or Client-Facing Customer Service roles.​
• Applying 8–10 jobs per day.​
• Experiences severe nervousness in interviews — stuttering and overthinking.​
• Strong negative self-talk.​
• Questioned whether rejections were age discrimination.​
• Considered altering appearance (dying hair) out of frustration. 

Emotionally: 

• Urgent​
• Discouraged​
• Self-critical​
• Losing confidence 

She didn’t need information. 

She needed stabilization and redirection. 

 

3. The Core Problem 

The real problem was NOT effort. 

The actual problem was: 

Misaligned strategy combined with internal self-sabotage. 

Specifically: 

• Applying without niche clarity​
• No company-direct application strategy​
• Over-identifying with rejection​
• Nervous interview delivery​
• Negative internal dialogue​
• Misinterpreting rejection patterns​
• Emotional reaction overtaking positioning 

Her energy was high. 

But it was scattered. 

 

4. The Capacity Applied (Intervention) 



 

Primary Capacity Used: Emotional Reference Point + Structural Thinking + Priority 
Compression 

What this looked like in practice: 

• Reset expectations about unemployment denial and redirected focus to control​
• Clarified target roles (Customer Service + Patient Registration + Data Entry)​
• Introduced niching strategy​
• Emphasized applying directly through company sites​
• Rebuilt resume summaries (separate versions for Customer Service and Data Entry)​
• Identified interview anxiety as primary blocker​
• Extracted negative self-talk in real time​
• Reframed rejection patterns as positioning mismatches​
• Introduced manager-level applications to expand opportunity​
• Conducted mindset stabilization before key interviews​
• Maintained close accountability loop 

We did not just revise tools. 

We recalibrated identity under pressure. 

 

 

5. Pain Removed (What Stopped) 

Before the sessions, her experience included: 

• Heavy negative self-talk​
• Fear of age discrimination​
• Panic-based application volume​
• Limited sourcing channels​
• Interview nervousness and stuttering​
• Frustration with rejections​
• Strategic confusion​
• Feeling unsupported by prior coaching 

She was grinding. 

But she was mentally collapsing between interviews. 

 

 

6. Pain Replaced With (Internal Shift) 

That pain was replaced with: 



 

• Clear niche direction​
• Multiple resume versions aligned to roles​
• Strategic sourcing (beyond job boards)​
• Stronger interview preparation​
• Restored confidence after mindset coaching​
• Reduced emotional volatility​
• Ownership of presentation​
• Renewed competitive posture 

Evidence of shift: 

“I rocked my interview this morning!! I know I did great!” 

That is a cognitive flip. 

. 

 

7. The Result (After) 

As a result of the work: 

• Increased interview volume​
• 4 interviews scheduled in one week (3 phone, 1 in person)​
• Lead generation through proactive outreach​
• Strong performance in Patient Registration interview​
• Continued interview momentum​
• Maintained resilience through rejections​
• Permanent placement secured 

New Position: Kohl’s​
Job Report: Group – Permanent (Final) Approved 

Timeframe: Within severance window. 

Result: Secured employment during financial pressure period. 

8. Day-to-Day Difference (Now) 

How this shows up in her daily life and work now: 

She now: 

• Applies strategically instead of emotionally​
• Uses multiple sourcing channels​
• Interviews with preparation rather than panic​
• Recognizes and interrupts negative self-talk​
• Evaluates rejection rationally​
• Expands role targeting intelligently​
• Operates with renewed confidence 



 

Most importantly: 

She shifted from “I’m not doing well”​
to​
“I rocked my interview.” 

That shift is structural. 

And once it happens, it sustains itself. 

 
 


