Aaron Douglas Leader of Tomorrow

1. Case Identifier
Client Name: Kenia D.

Former Role: Sales / Engagement / Onboarding Leader (15 Years Experience)
Current Role / Job Title: Recently Laid Off — Sales & Client Engagement Professional

Department: Sales / Commercial Markets / Client Onboarding

Training Date:6/06/2025

Industry / Sector: Commercial Markets / Sales / Customer Engagement
Format: Ongoing Coaching + Multiple Sessions

Length of Engagement: Initial Strategy Session (Ongoing Support Pending)

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

[J Grounding Presence

[I Priority Compression

[J Timing Intelligence

[ Translation Between People
[J Misalignment Detection

[ Friction Reduction

[J Decision Clarity Under Pressure
[] Structural Thinking

Why These Capacities Fit:

* Grounding Presence — Second layoff in her career; she is not used to being without a job and
motivation was slipping.

* Decision Clarity Under Pressure — She wants forward progression, not another lateral or
backward step.

* Emotional Reference Point — 8-round interview loss required resilience stabilization.

* Structural Thinking — We evaluated her approach to selective applications and high-level
positioning.

This was not a capability issue.
This was maintaining performance stamina at a high level under prolonged interviewing cycles.



2. The Situation (Before)

Laid off two weeks prior to meeting.

* Second layoff in her career (first in 2020).

* Already in two 3rd-round interviews at time of session.

* One panel interview (Hiring Manager + project stakeholders).
* One 30-minute team interview in small business commercial markets.
* 15 years experience in Sales & Engagement.

* Applied to ~30 targeted roles.

» Tweaks resume for every role.

* Purchased ATS template from Etsy ($7).

* Strong interviewer — tells clear step-by-step stories.

* Applying only to roles she truly wants.

* Does not want to step backward again in career trajectory.

* Beginning to feel personal motivation decline.

Core emotional state:

High performer.
But fatigue starting to creep in.

She wasn’t struggling to compete.
She was struggling to sustain momentum.

3. The Core Problem

The real problem was NOT interviewing skill.

The actual problem was:

Emotional stamina during extended, high-stakes interview processes.
Specifically:

* Fear of stepping backward again

* Pressure to maintain upward trajectory

* Motivation dips without daily structure

» Emotional wear after final-round rejection
* Identity disruption from being unemployed

She was performing at a high level.

But prolonged cycles were testing endurance.



4. The Capacity Applied (Intervention)

Primary Capacity Used: Grounding Presence + Emotional Reference Point + Decision
Clarity Under Pressure + Structural Thinking

What this looked like in practice:

* Validated her strong interviewing ability in real time

* Conducted mock-style questioning during session

* Reinforced her storytelling strength (step-by-step narrative clarity)

* Helped her frame Sales & Engagement Onboarding Manager role as progression
* Encouraged selective application strategy (quality over volume)

» Stabilized motivation dip with structure and cadence

* Reinforced that 3rd-round and 8-round interviews indicate high market validation
* Reframed final-round loss as positioning proof, not rejection

* Encouraged sustainable energy management during long cycles

* Reinforced that forward movement matters more than immediate outcome

This was not resume correction.

This was elite-level performance maintenance.

5. Pain Removed (What Stopped)

Before intervention, her experience included:

* Motivation decline

* Pressure to “not step backward again”

» Emotional hit from final-stage rejection
 Anxiety about prolonged interviewing

* Subtle self-doubt creeping in

She was excellent in rooms.

But tired between them.

6. Pain Replaced With (Internal Shift)

That pain was replaced with:

* Reinforced confidence in interviewing strength
* Strategic patience

* Structured momentum

* Career-forward positioning clarity

» Emotional steadiness after final-round loss

« Validation of high-level market competitiveness



She moved from:
“Why isn’t this landing yet?”
To:

“I am operating at the right level — it’s timing.”

7. The Result (After)

As a result of the work:

» Advanced to 3rd-round panel interviews

» Completed 8-round final-stage process with one company

* Maintained multi-company interview pipeline

* Continued selective applications aligned to career growth

* Sustained professional composure throughout prolonged cycles

Result: Operating consistently at late-stage interview level with strong conversion indicators.
(Placement pending at time of documentation — active high-level interviews ongoing.)

8. Day-to-Day Difference (Now)

How this shows up in her professional posture now:
She now:

* Interviews with structured storytelling confidence

* Maintains forward-only career mindset

* Applies strategically, not emotionally

* Sustains energy through extended processes

* Views final-round rejections as validation of caliber
* Protects her trajectory from backward compromise

She is not trying to get “a job.”

She is protecting the next chapter of her career.



