Aaron Douglas Leader of Tomorrow

1. Case Identifier

Client Name: Kevin S.

Current Role / Job Title: Integration Professional (Recently Laid Off)
Department: Technical / Integration Services

Training Date:4/04/2025

Industry / Sector: Technology / Digital Experience PlatformsEngagement Format: (Virtual
Coaching / Program / Training and Development)

Length of Engagement:

Primary Capacity Applied:
" Emotional Reference Point

[] Reality Check

[ Grounding Presence

[ Priority Compression

[] Timing Intelligence

[J Translation Between People

[ ] Misalignment Detection

[] Friction Reduction

[] Decision Clarity Under Pressure
[J Structural Thinking

2. The Situation (Before)
What was happening when we started working together?

What was happening when we started working together?

* Kevin was laid off due to workforce reduction (all non-senior roles impacted).
* First layoff of his career.

* 8-week severance — only one week in at time of engagement.

* Believed the integration market was saturated and increasingly competitive.

* Entered job search with anxiety and discouragement.



* Applied to 30 jobs in under a month.

* Heard back from 6 — mostly HR / Talent screenings.

» Had a few interviews, but limited traction beyond early rounds.
* Feedback from interviews: “lacks depth.”

* Admitted he does not interview well.

* Overthinks answers during interviews.

» Uses cover letters consistently.

* Views LinkedIn as essential in today’s market.

Emotionally:

* Discouraged by market perception

» Worried about saturation

* Self-doubt around interview performance
* Fear-based hesitation after layoff

He wasn’t inactive.

He was mentally compressed by uncertainty.

3. The Core Problem

The real problem was NOT skillset.

The actual problem was:

Internal pressure disrupting depth communication.
Specifically:

* Anxiety about market saturation

* Overthinking interview responses

* Lack of narrative depth in storytelling

* Under-communicated technical value

» Mindset destabilized by first layoff

* Interview delivery lacking structured depth

* Energy spent worrying instead of structuring

He had capability.

But capability was not translating under pressure.

4. The Capacity Applied (Intervention)

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



What this looked like in practice:

* 3-hour deep-dive session across resume, LinkedIn, interviewing, and mindset
* Reframed market saturation narrative into positioning advantage

* Addressed discouragement head-on (not bypassed)

* Identified interview depth gap

* Began restructuring answer frameworks for layered responses

* Reduced overthinking by introducing structured response sequencing

* Clarified Integration Professional value proposition

* Reinforced that 6/30 responses was a healthy signal, not failure

* Built stability inside severance window

* Added elements of life coaching to restore internal confidence

We didn’t just adjust tools.

We recalibrated posture.

5. Pain Removed (What Stopped)

Before the sessions, his experience included:

 Anxiety about saturated market

* Discouragement from layoffs

* Overthinking during interviews

* Feedback of “no depth”

* Fear of falling behind

» Mental hesitation after cancelled phone screen
* Underconfidence in delivery

There was effort.

But there was internal drag.

6. Pain Replaced With (Internal Shift)

That pain was replaced with:

* Structured interview frameworks

* Calmer mental processing

* Realistic interpretation of response rates
* Increased confidence in technical depth
» Stability during severance period



* Clear understanding of how to communicate integration complexity
* Reduced emotional volatility around cancellations

He moved from reacting to the market...

to positioning within it.

7. The Result (After)

As a result of the work:

* Continued applying with refined positioning

* Maintained interview momentum

* Navigated cancelled screenings without derailment

* Improved depth communication

* Transitioned from “Integration Professional” to higher-level positioning

New Position Secured: Senior Technical Consultant
Company: Bloomreach

Timeframe: Within severance period (“Open to Work” phase).

Result: Promoted-level transition following workforce reduction.

8. Day-to-Day Difference (Now)

How this shows up in his professional presence now:
He now:

» Communicates technical solutions with structured depth

* Thinks before answering — without overthinking

* Interprets market signals rationally

* Operates from confidence instead of scarcity

* Positions himself at senior-level impact

* Sees layoffs as restructuring events, not identity judgments
* Maintains long-term growth lens

Most importantly:
His first layoff did not define him.

It refined him.




