
Went from managing director to
CEO
Burned out,  10 years spent
learning the hard way
Lack of self-preservation and
impacting health
No investment or coaching
Unrealized financial
opportunities
Limited self-advocacy and
unclaimed potential
Build up her personal brand
(because people follow people,
not companies)
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C H A L L E N G E S

Katie was desperate, stuck when we first started
working together. 

On her own steam, she went from Managing Director
to CEO, but she spent the first ten years making
mistakes that could have been avoidable. 

She was doing above and beyond her role and her
health started to spiral downwards. 

She wasn’t the best advocate for herself, so she also
wasn’t making the money commensurate with a CEO’s
salary at her company.

P R O C E S S

Q1 We spent working on mindset and limiting beliefs. A key
exercise was outlining and installing a new belief system
that would help the group to a large stage in Q4

Benefits

Informational talk audiences crave authenticity. Mindset
work clears out the noise of external expectations and
helps speakers connect deeply with why they’re telling
this story. That clarity makes the talk more emotional—
and unforgettable.
A new, empowering belief system gives the speaker a
sense of inner safety, which helps them show up with
confidence, not just composure.
If the internal voice says, “I’m not ready,” or “Who am I to
speak here?” it leaks into body language, tone, and
presence. A new belief system rewires that inner
dialogue to something like, “I have a message worth
sharing.”
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P R O C E S S
Q2 I taught my “Engage and Convert” Framework. Katie was encouraged to build a body of thought leadership on
LInkedIn in the march to the stage. This way, she could do critical data gathering on what was resonating with her
audience. People wanted to know how Katie balances motherhood with life on the road and how she got her CEO
role.

Benefits

Most women say to me, “What would I ever give a stage talk on?” This data collection is strategic. By showing up
online and testing her ideas through posts  Katie wasn’t guessing what people cared about—she was gathering
real data. This helped her shape a stage talk that speaks directly to what her audience already finds magnetic.
Katie laid ground for what came next: podcast invites, invitations to panels and speaking opportunities,
partnerships, and a book deal. Her content helped to secure 3 new contracts and renewed another.
Katie had been on panels for 3 years. The flow and comfort she gleaned from preparing her story for the stage
hit and ---flowed on panels afterwards. Unlike before the signature talk, she wasn’t intimidated by others on the
panel.  

Q3 I took Katie and the rest of the Mastermind members out of country for their “Deep Writing and Reflection
Retreat.” Questions from Lawrence Block’s book “Write for Your Life,” designed to help attendees overcome writer’s
block, served as the way to pull out deeply personal stories that would anchor both Katie’s LinkedIn content and
her signature talk. I went seeking contrast. We couldn’t appreciate the high point (Katie’s role as CEO today)
without understanding the low’s (life as a homeless child, with 4 siblings to care for).

Benefits

Away from their everyday environments, the retreat provided mental whitespace and calendar whitespace for
creative breakthroughs. 
Katie shared deeply personal stories of being homeless as a child. Stories that she had never publicly shared
before.
One of these stories not only formed the emotional core of Katie’s stage talk, but also became powerful fuel for
her LinkedIn content. 
For the first time, she connected WHY she does the work she does as CEO to both her co workers and to the
public.
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Q4 Katie went into an intensive 8 week workshop to event day, Nov 14  2024. Week 1-3, she drafted her talk end to
end on paper. Here I encouraged Katie to put all of her stories from early childhood into adulthood onto paper.
We would pick one to anchor her signature talk.  Week 4-6, she read her talk from index cards. This forced. her to
make her talk more “conversational” and eliminating any wordiness. Week 6-9 was reciting the talk from memory.
Katie uploaded videos of her talk onto a dashboard, where I could offer direct feedback on vocal variety,
emphasis on certain words and injecting emotion into others.

th

Benefits

By dedicating the first three weeks to free writing and story mining, Katie uncovered a range of lived experiences.
We chose the story of her and her 4 siblings living in a tent to anchor the contrast in her talk.
Choosing one story, after exploring many, helped Katie focus her message and avoid a talk that felt scattered. It
created a clear emotional throughline that audiences could follow and remember.
Reading from index cards in Weeks 4–6 forced Katie to simplify her language, ditch jargon, and speak more like
a trusted friend than a corporate speaker. This shift made her talk warmer, more relatable, and easier for the
audience to absorb.
The memorization phase (Weeks 6–9) gave Katie time to internalize—not just remember—her talk. She anchored
the story into her body. This kept her from sounding robotic or overly rehearsed.

I N  C O N C L U S I O N
As a result of giving a signature talk on stage in front of 3 cameras and a live audience of a 100
people, Katie captivated the room. 

She also created a powerful piece of thought leadership that helps her be an “equal” at the table
when she sits down with international real estate developers interested in strategic partnership
conversations.  

Katie came full circle in a year’s time, including turning her health around and becoming a better
advocate for herself.

Her CEO appearance evolved. 

Now, when she is on a panel speaking about topics, she speaks with confidence to what she knows,
rather than get flustered by a topic she doesn’t.
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R E S U L T S
November 2023
Company LinkedIn Following – 2,529
Her personal LinkedIn Following – 2,205
Total Followers – 4,734

November 2024
Company LinkedIn Following – 3,818
Her personal LinkedIn Following– 3,215
Total Followers – 7,033

51% increase on company’s LinkedIn following
46% increase on her personal LinkedIn following
49% increase from last year, total followers

2 new contracts closed at $10k each
There was an additional $55k contract in the
pipeline. The client referenced how they really liked
what Katie was doing on LinkedIn, helping to close
it.
A several million dollar contract renewed. He liked
the team and what Katie was doing with her
thought leadership on LInkedIn

“Before there was hesitancy. I was resistant to share. Now I share for me.

I am sorting out, planning, overcoming- which is what a lot of others are also
doing. But I’m just speaking about it authentically, raw, with sarcasm, humor,
and now confidence.”

My panel went really well today. Better than I thought. There was a line of
people afterwards and I ran out of business cards.

--Katie Goar, President, Quadel


