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1. Case Identifier 

Client Name: Kortny B. 

Current Role / Job Title: Healthcare Claims Professional (Transitioning) 

Target Role: Implementation Consultant (Healthcare Tech) 

Secondary Interests: Agile Product Manager, Payment Integrity Analyst 

Department: Healthcare IT / Payers / Consulting 

Training Date:5/13/2025 

Industry / Sector: Healthcare IT / Payers / Consulting 

Engagement Format: Initial + Follow-Ups 

Length of Engagement: 1-Hour Resume Call (Phone) + Part 2 Strategy Session + Ongoing 
Interview Prep 

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? 



 

• 17 years at one company.​
• Deep claims expertise in healthcare payer environment.​
• Last role felt unstable and “shifty.”​
• Felt unsafe in the final position.​
• Intuition told her to begin looking earlier — she delayed action.​
• Does not want management; prefers individual contributor path.​
• Interested in consulting, specifically Implementation Consultant.​
• Concerned about AI impact in her field.​
• Aware job market is difficult.​
• LinkedIn inactive.​
• Interview skills rusty (6 years out of market).​
• Talks in long stories; difficulty compressing answers.​
• Paid for resume already.​
• Open to hybrid/on-site but prefers remote.​
• Clear mindset: “My job right now is to get a job.” 

She had experience. 

But lacked direction and compression. 

 

3. The Core Problem 

The issue was not capability. 

It was translation and positioning. 

Specifically: 

• Long tenure but no modern narrative.​
• Deep knowledge, unclear target identity.​
• Consulting interest without defined lane.​
• Over-explaining in interviews.​
• Analysis paralysis.​
• Concern about AI disruption.​
• Under-leveraged LinkedIn presence. 

She knew claims. 

But had not reframed it into healthcare tech consulting value. 

 

4. The Capacity Applied (Intervention) 

Capacity Used: Structural Thinking + Narrative Coaching + Market Direction Clarity 

Phase 1 – Direction 



 

• Assigned research homework through 2030 industry outlook.​
• Required role comparison (Agile Product Manager vs. Implementation Consultant).​
• Focused on healthcare tech vertical alignment.​
• Clarified preference for Implementation Consultant path.​
• Identified payer-based companies: 

●​ Blue Cross Blue Shield 

●​ Cognizant 

●​ Cotiviti 

Phase 2 – Branding & LinkedIn 

• LinkedIn updates initiated.​
• Headshot guidance provided.​
• Shifted headline toward healthcare tech direction.​
• Reinforced positioning alignment across resume + profile. 

Phase 3 – Interview Rebuild 

• Screening prep coaching (Payment Integrity Analyst with Rialtic).​
• Rebuilt “Tell Me About Yourself” response.​
• Focused on story compression.​
• Shifted from long narratives → structured impact statements.​
• Practiced conversational delivery.​
• Reframed interview as value teaching, not history recitation. 

She struggled initially with interview delivery. 

That was expected. 

Six years away creates rust. 

 

5. Pain Removed (What Stopped) 

Before engagement: 

• Unclear consulting lane.​
• Interview anxiety.​
• Over-talking during responses.​
• Analysis paralysis.​
• Fear of AI disruption.​
• Reactive instead of positioned. 

She was thoughtful. 

But scattered. 

 



 

6. Pain Replaced With (Internal Shift) 

That pain was replaced with: 

• Defined Implementation Consultant direction.​
• Healthcare tech industry commitment.​
• LinkedIn activation.​
• Screening confidence.​
• Interview structure clarity.​
• Storytelling awareness.​
• Resilience despite personal stress (dog surgery).​
• Pipeline awareness. 

She moved from:​
“I know claims.” 

To:​
“I implement solutions in healthcare tech.” 

That distinction matters. 

7. The Result (After) 

Within weeks: 

• LinkedIn updated.​
• Professional headshot in progress.​
• Applied to targeted roles.​
• Recruiter screening secured (Rialtic).​
• Formal interview secured.​
• Interview practice completed.​
• Improved “Tell Me About Yourself” response.​
• Actively evaluating roles she wants vs. roles she doesn’t. 

She now differentiates between: 

• The interview she “doesn’t want.”​
• The interview she truly wants. 

That is clarity. 

 

8. Day-to-Day Difference (Now) 

She now: 

• Speaks in structured answers.​
• Researches industries long-term (2030 view).​
• Understands healthcare IT positioning.​



 

• Tracks companies intentionally.​
• Is no longer frozen by analysis paralysis.​
• Is rebuilding interview confidence steadily.​
• Knows her lane is individual contributor consulting — not management. 

This case reflects long-tenured expertise redirected into modern healthcare tech consulting 
positioning — 

not reinvention, 

but reframing. 

 


