Aaron Douglas Leader of Tomorrow

1. Case Identifier

Client Name: Rebecca M.

Current Role / Job Title: Executive Assistant (Recently Laid Off)
Department: Executive Operations / Leadership Support

Training Date:3/04/2025

Industry / Sector: Corporate / Hospitality & Sports Background
Engagement Format: (Virtual Coaching / Program / Training and Development)

Length of Engagement:

Primary Capacity Applied:
~ Emotional Reference Point

[] Reality Check

[J Grounding Presence

[] Priority Compression

[J Timing Intelligence

[J Translation Between People

[J Misalignment Detection

[ Friction Reduction

[] Decision Clarity Under Pressure
[] Structural Thinking

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

What was happening when we started working together?

* Rebecca was already in the final round of interviews when we connected.

+ She interviews well and has strong executive presence.

* Recently laid off (previously with the Miami Dolphins — where she initially thought she was
being promoted before being terminated).



* Applied aggressively immediately after layoff.

* Has historically landed roles through LinkedIn visibility.

» Wanted to transition back into in-person work (tired of remote/WFH).
* Sick during our session but still fully engaged and proactive.

* Has prior coaching experience, but needed precision refinement.

» Strong natural brand: “Making It Happen.”

*» Two stepchildren and a partner — stability mattered.

She wasn’t confused or scattered.

She was already moving — but needed strategic polish before landing.

3. The Core Problem

The real problem was NOT capability.

The actual problem was:

Brand compression and positioning refinement at the final stage.
Specifically:

* LinkedIn banner not fully aligned to her professional identity

* Introduction blurb needed stronger keyword alignment

* Resume required sharpening for executive-level scanning

* Brand message (“making it happen”) needed clearer articulation
* Emotional residue from prior termination experience

She had talent, experience, and interview strength.

She needed alignment between identity and presentation.

4. The Capacity Applied (Intervention)

Primary Capacity Used: Translation Between People + Structural Thinking
What this looked like in practice:

* Reviewed resume for executive-level impact clarity

» Strengthened keyword alignment for Executive Assistant positioning

* Reframed LinkedIn from aesthetic to strategic

* Guided banner update while preserving personal meaning (beach image refined professionally)
* Sharpened introduction blurb language for visibility

* Helped her anchor her personal brand around “Making It Happen”

* Reinforced executive-forward language

* Ensured LinkedIn positioning matched interview narrative



The work was not about reinvention.

It was about refinement.

5. Pain Removed (What Stopped)

Before the sessions, her experience included:

* Panic-driven job applications

* No interview traction

* Overwhelmed by information

* Confusion about LinkedIn strategy

* Long, meandering interview responses
* Lack of measurable resume impact

* Feeling directionless

* Fear of financial collapse

She was expending effort — but not creating leverage.

6. Pain Replaced With (Internal Shift)

That friction was replaced with:

* Clear executive-facing LinkedIn presence

* Strong, intentional banner branding

* Confidence in her “Making It Happen” positioning
* Aligned keyword visibility

* Reinforced interview confidence

* Emotional clarity about prior termination

* Greater ownership of narrative

She moved from reactive applicant to intentional executive operator.

7. The Result (After)

As a result of the work:

* Final-round interview completed
* Resume refined and aligned with executive expectations
* LinkedIn optimized strategically



* Brand positioning clarified and strengthened
 Permanent placement secured

New Position: Seminole Hard Rock Support Services
Job Report: Permanent (Final) Approved

Timeframe: During active final-round interview process.

Result: Offer secured after strategic positioning refinement.
8. Day-to-Day Difference (Now)

How this shows up in her leadership presence now:
She now:

* Operates with clear personal brand identity

« Communicates executive support value with precision
* Aligns presentation with capability

* Leverages LinkedIn intentionally

 Approaches leadership with proactive problem-solving
* Positions herself ahead of the executive she supports

* Balances professional ambition with family stability

Most importantly:
She does not wait for direction.

She makes it happen — deliberately.




