
 

Aaron Douglas Leader of Tomorrow 

 

1. Case Identifier 

Client Name: Kevin A. 

Current Role / Job Title: Engineering Manager 

Department: Engineering 

Training Date:1/11/2025 

Length of Engagement: Multiple Sessions 

Industry / Sector: Technology  

Engagement 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? 

●​ The client entered the engagement immediately following a sudden consolidation due to 
a company merger, with only one day’s notice before his team was informed. He 
expressed frustration and anger over how abruptly the decision was handled. 



 

●​ During the initial session, his energy was notably heavy and closed off. He described 
himself as direct, monotone, and not strong at storytelling, and showed resistance to 
newer job-search norms—particularly LinkedIn—based on his prior hiring experience. 

●​ Although he had a 12-week severance/sub plan, he was experiencing uncertainty around 
positioning himself in the current market and requested help reviewing his “marketing 
materials” (resume, LinkedIn, interview preparation). 

3. The Core Problem 

The issue was not lack of experience or effort. 

The core problems were: 

●​ Emotional carryover from the sudden layoff 

●​ Resistance to modern job-search strategies 

●​ Difficulty articulating personal value and narrative 

●​ Over-reliance on market conditions as the explanation for stalled progress 

This resulted in low adaptability under pressure, despite strong prior leadership confidence. 

 

4. The Capacity Applied (Intervention) 

Capacity Used: Decision Clarity Under Pressure 

What this looked like in practice: 

Capacities Used: 

●​ Emotional Reference Point 

●​ Reality Check 

●​ Decision Clarity Under Pressure 

●​ Translation Between People 

●​ Structural Thinking 

What this looked like in practice: 

●​ Stabilized the emotional baseline to allow productive conversation 

●​ Reframed LinkedIn from “inaccurate noise” to a market signaling tool 

●​ Translated his direct, command-style leadership into interview-appropriate 
communication 



 

●​ Identified structural gaps in his job-search approach (applications without networking 
leverage) 

●​ Introduced Challenger Essentials for cold outreach and explained recruiter agency 
strategy (e.g., Swoon) 

The work focused on clarity and structure, not persuasion. 

 

5. Pain Removed (What Stopped) 

Before, their experience included: 

●​ Ongoing frustration tied to the merger and consolidation 

●​ Resistance to feedback and alternative strategies 

●​ Repeated interview breakdowns (self-admitted) 

●​ Stalled momentum despite steady applications 

●​ Externalizing lack of results to market conditions alone 

 

6. Pain Replaced With (Internal Shift) 

That pain was replaced with: 

That pain was replaced with: 

●​ Greater awareness of how he is perceived in interviews 

●​ Acceptance that positioning, not just experience, matters 

●​ Clear task expectations and timelines 

●​ Increased self-observation around communication style 

●​ A defined list of target companies and outreach goals 

While resistance remained, clarity increased. 

 

7. The Result (After) 

As a result of this work, the following changed: 

As a result of the engagement: 

●​ Resume and LinkedIn revisions were initiated 



 

●​ Interview weaknesses were acknowledged openly 

●​ Job alerts and daily monitoring were set and used 

●​ 15 target companies were identified 

●​ Steady applications continued 

●​ A permanent role was secured 

Final Outcome:​
Job report approved – Permanent placement with Glotel, Inc. 

 

8. Day-to-Day Difference (Now) 

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

Post-engagement, the client: 

●​ Maintains steady application activity 

●​ Approaches the job search with less urgency-driven anxiety 

●​ Operates from a longer-term timeline perspective 

●​ Shows increased realism around market cycles 

●​ Has successfully transitioned into a new permanent role 

 
 


