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You. Team. Machine.

To accelerate growth Leaderverse work tends to fall into three areas:

e You - decision clarity, narrative, and the handful of moves that actually shift outcomes.

e Team - authority, accountability, bench strength, and performance without drama.

e $ Machine - Inbound, outbound, conversion, onboarding and retention + NPS to confirm
the promise matches reality.

BUILDUP ...

YOU TEAM MACHINE
DISCIPLINED THOUGHT DISCIPLINED PEOPLE DISCIPLINED RESULTS

.

Have a look at our case studies below. We have changed the names of the individuals but
nothing else.
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JAMES (Time Pressure)
CEO

Problem
High responsibility, limited time. The business needed a rhythm that delivered outcomes
without James becoming the default problem-solver.

Insight
Leverage comes from a visible operating system and a credible second layer of
leadership.

Plan

e Build cadence: weekly pulse, clear owners, measurable outputs
e Tighten delegation: ownership not dependence, decisions not updates
e Strengthen the bench: roles, expectations, and succession readiness

Result
James reduced operational drag and built confidence that the business can run without
constant senior intervention. More time to focus on areas of growth

® The client said

“John gets straight to the heart of the matter. He creates a space that is supportive, but
he does not let you stay vague - you leave with clarity, focus, and a set of practical
actions that actually change how the business runs. The work helped me build an
operating rhythm, delegate with real ownership, and strengthen the succession bench so
results do not depend on me stepping in. It is the kind of clarity that shows up in
outcomes, not just good conversations.”

Leaderverse Comment
You put your best people on your biggest opportunities not your biggest problems
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ADAM (Mediocre M&A)
CEO

Problem
Growth tempo changed after VC came in. High-stakes M&A added complexity, speed
demands, and decision risk.

Insight
Deals are won by preparation and structure, not confidence. Clarity beats intensity when
the numbers get big.

Plan

e Define the negotiation frame (non-negotiables, tradeables, walk-away)
e Build a simple deal narrative: why this move, why now, what changes next
e Stress-test scenarios: downside protection, integration risks, decision gates

Result
They acquired a client larger than them. Adam executed the M&A with a calmer process,
clearer terms, and fewer last-minute surprises.

® The client said

“Dr John cut through a messy, high-stakes situation and gave me immediate focus,
practical efficiency tools, and a clear set of next steps. Instead of feeling like | was
carrying the whole deal in my head, I left with a structured negotiation frame, a simple
narrative | could repeat to stakeholders, and decision gates that reduced stress and
prevented last-minute surprises. | felt calmer, sharper, and much more capable of
executing.”

Leaderverse Comment
When you own the structure, you own the outcome.
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MARK (Investor Pressure)

CEO

Problem
Investor-facing meetings created disproportionate stress. The risk was being data-heavy
but story-light, and losing control of the room.

Insight
Investors do not reward volume. They reward a coherent narrative, delivered with
authority.

Plan

e Craft a unified story: performance, risks, priorities, and the “next quarter” plan
e Build meeting structure: opening frame, key proof points, controlled Q&A
e Train presence: pacing, emphasis, and “agenda first” posture

Result

“They loved it!”. Mark walked into investor sessions prepared, calmer, and more
decisive. Meetings felt controlled, and feedback improved because the narrative landed
cleanly.

® The client said

“Top man. The prep made all the difference. | walked into the investor meeting with a
clear story, a structure for the conversation, and a way to control the room without
over-explaining. The meeting went very well - bit of an understatement - and it was
because we nailed the spine of the narrative, the proof points, and the way I delivered it.
...l felt prepared, confident, and in control.”

Leaderverse Comment
Win the frame, win the meeting.
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SCOTT (Bottle Neck)
CEO

Problem
Decisions bottlenecked at the top. The organisation had information at the edges, but
authority stuck at senior level.

Insight
Execution speed improves when authority moves closer to information. Otherwise, you
create permanent queues.

Plan

e Map where information lives vs where decisions are made
e Redesign decision rights: push authority down with clear guardrails
e |Install escalation rules: what needs approval, what does not, and why

Result
Scott increased execution speed and reduced dependency on himself. More decisions
happened at the right level, faster, with less rework.

® The client said

“Leaderverse helped me bring structure to what was becoming decision noise. The
questioning is sharp - it forces clarity without forcing the answer - and it turned complex
situations into manageable, actionable steps. The big shift was speeding up execution
by pushing authority closer to where the information actually sits, with clear guardrails
and escalation rules. Decisions moved faster, bottlenecks reduced, and | felt like we
were operating with momentum again.”

Leaderverse Comment
Stop pushing information up. Push authority down.
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SOPHIE (New-in-role)
CEO

Problem
New seat, high scrutiny, multiple stakeholders. The risk is inheriting complexity and then
drowning in it.

Insight
Credibility comes from structure. Fast grip comes from turning chaos into an operating
system.

Plan

e Define equity and incentive intent (control, motivation, protection)
e Pressure-test scenarios and decision gates before negotiation meetings
e Build clean KPIs and dashboards so reporting becomes non-negotiable

Result
Sophie moved from “big responsibility, fuzzy system” to a defensible structure with clear
incentives and a reporting rhythm that holds the organisation accountable.

® The client said

“This was serious support for a serious role. | needed to get grip fast - not just
confidence, but structure - and John helped me think better: clear intent, thoughtful
challenge, and practical outcomes. We worked through equity and incentive architecture,
negotiation preparation, and then the KPIs and dashboards that make accountability real
across a multinational context. | went from ‘big responsibility, fuzzy system’to a
defensible structure and an operating rhythm | could lead with.”

Leaderverse Comment
Good governance is how you protect exit value.
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SAM (Client Acquisition Ineffective)
CEO

Problem
Energy was high, but outreach and messaging were too broad. The risk was ‘effort
without conversion'.

Insight
A tight offer and a repeatable outreach engine beats sporadic bursts of activity.

Plan

e Crystallise the offer: who it is for, what it changes, why now
e Build outbound rhythm: segments, message angles, follow-up discipline
e Improve negotiation posture: terms, boundaries, and value framing

Result
Sam left with a clearer market thesis, a sharper offer, and a structured outreach process
that compounds rather than resets each week.

® The client said

“Dr John took a complex, layered offering and helped me shape it into something sharp,
impactful, and easy to communicate. That alone was a turning point - but the bigger shift
was building a repeatable outreach engine and a cadence that creates momentum
rather than bursts of effort. | left clearer on who we serve, what we sell, how we sell it,
and how to hold a firm negotiation posture. It moved from ideas to action, fast.”

Leaderverse Comment
A well thought-through, clear & compelling offer is a force multiplier.
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SIMON (Public Speaking)
CEO

Problem

High-stakes company presentations, including a Quarterly Business Review (QBR), were
becoming pressure points. The risk was being “busy and detailed” rather than clear, directional,
and memorable - with investors and the wider team watching.

Insight

Public speaking is not performance. It is leadership distribution. The goal is a single spine of:
message, meaning, and actions people can be inspired by and then repeat in corridor
conversations and culture.

Plan

Build a clear narrative arc: context - priorities - proof - asks

Tighten the talk: fewer points, harder landing, stronger transitions

Rehearse delivery: pacing, emphasis, Q&A posture, and decision framing
Translate strategy into a simple operating rhythm the team can carry forward

Result

Simon delivered a stronger QBR and company presentation, with clearer strategy, sharper
focus, and higher engagement - and the team left aligned on priorities and how they will execute
them.

® The client said

“This felt like | had a proper structure to speak from, not just content. | knew what mattered,
what to leave out, and how to land the message so it actually sticks. | was clearer, calmer, and
more in control - and the whole thing drove alignment rather than debate.”

® What the client’s employees said (shared by Whatsapp)

“Brilliant QBR today... best we've had. Big improvement on previous ones for sure.”
“Our best whole company presentation yet.”

“I feel really clear on the mission and strategy for the year ahead, as well as the key
pillars to achieve our goals.”

“Heard a lot of people say today was the best QBR we’ve had.”

“You definitely had full engagement and support from all of us at HQ - hats off for the
super smooth parenting/CEO mix - boss levell”

Leaderverse Comment
A well crafted story is the strategy, in public.



