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Clarity is not a luxury. It is the foundation of everything.
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The Recognition Catalog

You cannot fix what you cannot name.

Most leaders feel the friction long before they can describe it: work that stalls, decisions that pile up, a team that still
routes everything through one person. This catalog gives that friction precise language, including the problems you
have carried so long they stopped looking like problems. Each entry pairs a sentence leaders actually say with the
system that resolves it and the outcome the engagement delivers.

HOW TO USE IT

Read Part | with your own business in mind. When a quote sounds like something you have said, or thought and
never said out loud, mark it. Most leaders find two or three. Those entries become the agenda for our next
conversation, and the starting point for the work.

THE CORE REFERRAL SENTENCE

If you know a business that is growing, changing, or simply exhausted because one part of the

organization is creating too much friction, Kaleigh can help identify what is actually breaking and build

the process, communication, training, ownership, and follow-through that makes it work.

SCOPE OF PRACTICE

Kaleigh’s work sits within the management-consulting scope of NAICS 541611, Administrative Management and
General Management Consulting Services: operating advice and assistance on administrative management issues,
including financial management other than investment advice, records and office management, strategic and
organizational planning, site selection, business start-up, business process improvement, human resources,
marketing, process, distribution, logistics, and other management consulting services.

INSIDE THIS CATALOG

Part | The Full Recognition Catalog: twelve problem domains, signal by signal

Part Il Industry Translation: the same catalog in the language of six sectors

Part lll Service Overview: what Kaleigh helps organizations build

Part IV The Accuracy Rule: what Kaleigh owns, and what specialists own

Clarity is not a luxury. It is the foundation of everything.

Kaleigh E. Reynolds | (775) 997-6124 | kaleigh@kalescreative.com | kalescreative.com
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PART I: THE FULL RECOGNITION CATALOG

Twelve problem domains. Each entry pairs the sentence a leader actually says with the system that resolves it and

the outcome the client receives.

1. Leadership Overload, Founder Bottlenecks, and Executive Capacity

WHEN YOU HEAR OR SEE THIS KALEIGH CAN HELP WITH THE OUTCOME THE CLIENT RECEIVES

“Everything still has to come Founder Bottleneck and The owner can identify what only they

through me.” Delegation System should retain, what can be delegated, and

what requires a new operating rule.

Business Continuity and Owner The organization becomes less dependent

Step-Back Plan

“I cannot take a day off without
something breaking.” on one person's memory, availability,

relationships, or decisions.

“I spend all day solving other Executive Attention and Leadership time is redirected toward

Decision-Flow Reset

people's problems and never
get to think.”

“We have too many meetings
and still nothing moves.”

“Everyone waits for me to
decide.”

“I am burned out, but | cannot

slow down.”

“My team is capable, but [ still
carry everything mentally.”

“I want to sell or step back
eventually, but the company is

”

me.

Leadership Operating Rhythm
and Meeting Redesign

Decision Rights and
Accountability Map

Sustainable Executive Capacity
Protocol

Leadership Knowledge Transfer
and Visibility System

Owner Exit-Readiness and
Enterprise-Value Build

priorities, with clearer escalation and
ownership.

The company gets a useful cadence for
decisions, progress, risks, accountability, and
follow-through.

Teams know which decisions they own,
which require review, and how to escalate
real issues.

A non-clinical workload, priority, delegation,
boundary, and recovery structure that
reduces preventable leadership depletion.

Critical information, priorities, and decisions
become visible and shared instead of held in
one person's head.

A sequence for strengthening systems,
leaders, documentation, continuity, and
business independence before a future sale
or transition.

Clarity is not a luxury. It is the foundation of everything.
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2. Operational Bottlenecks, Workflow, and Daily Execution

WHEN YOU HEAR OR SEE THIS

“We are busy all the time, but
things keep falling through.”

“We keep fixing the same
problem over and over.”

“Nobody knows what happens
after they finish their part.”

“We have good people, but too
much rework.”

“Our work is inconsistent

depending on who does it.”

“A customer request gets lost
between sales, the office, and
the field.”

“We keep adding people, but
capacity does not improve.”

“We need a better way to track
projects, tasks, deadlines, and
responsibility.”

“The team has a system, but no
one follows it.”

Kaleigh E. Reynolds | (

KALEIGH CAN HELP WITH

Operational Bottleneck Map

Root-Cause and Recurring-
Failure Analysis

Workflow and Handoff
Redesign

Quality, Rework, and Error-
Pattern Review

Standard Operating Procedure
and Quality-System Build

Sales-to-Delivery Handoff
System

Capacity, Workload, and
Process Design Review

Project and Task-Management
Architecture

Process Adoption and
Implementation Reset

THE OUTCOME THE CLIENT RECEIVES

The business sees where work is breaking,

why it happens, who should own it, and

what to change first.

A clear distinction between the visible

symptom and the system creating it.

Clear inputs, outputs, owners, standards,

and next steps across a process.

A practical method for reducing avoidable

mistakes, repeat work, missed information,

and customer frustration.

Usable procedures, checklists, templates,

and training support that make excellent

work repeatable.

Fewer missed promises, better information

transfer, and a more coherent client

experience.

A view of what is consuming effort, where

work is stuck, and whether staffing,

sequence, tools, or process is the true

constraint.

A practical visibility system for priorities,

dependencies, owners, deadlines, and risks.

The process is simplified, made usable,

taught, reinforced, and connected to actual

work.

Clarity is not a luxury. It is the foundation of everything.
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WHEN YOU HEAR OR SEE THIS

“We need to get organized
before we grow.”

KALEIGH CAN HELP WITH

Operating Foundation Build

3. Office, Administrative, and Back-End Operations

WHEN YOU HEAR OR SEE THIS

“The office is overwhelmed and
the field is frustrated.”

“Calls, emails, and follow-up are
dropping.”

“No one can find the document
or the latest version.”

“Our inboxes are running the
company.”

“We do not know what needs to
happen every month or every
year.”

“Billing, paperwork, approvals,
and client handoffs take too
long.”

“We have too many forms, but
nobody uses them correctly.”

KALEIGH CAN HELP WITH

Office-to-Field Coordination
Reset

Client Response and
Communication System

Records, File, and Knowledge-
Management System

Email and Shared-
Communication Architecture

Administrative Calendar and
Operating-Rhythm Build

Administrative Workflow
Improvement

Forms, Documentation, and
Decision-Logic Redesign

THE OUTCOME THE CLIENT RECEIVES

A prioritized sequence for establishing core
workflows, information systems, roles,
meetings, and accountability before growth
adds pressure.

THE OUTCOME THE CLIENT RECEIVES

Better communication, clearer job
information, fewer interruptions, and
agreed responsibility between teams.

Defined response standards, routing,
templates, escalation rules, and tracking.

A usable structure for storing, locating,
updating, and transferring critical
information.

Clear inbox rules, shared channels, message
routing, response expectations, and less
cognitive clutter.

A visible annual calendar for reporting,
renewals, vendor reviews, planning,
training, compliance support, and recurring
management work.

A simpler process with clear requirements,
handoffs, templates, approval logic, and
fewer avoidable delays.

Fewer, more useful documents connected to
the actions the team actually needs to take.

Clarity is not a luxury. It is the foundation of everything.
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WHEN YOU HEAR OR SEE THIS KALEIGH CAN HELP WITH THE OUTCOME THE CLIENT RECEIVES
“Our administrative staff are Administrative Role and A fair view of whether the breakdown is role
blamed for problems they System Review clarity, staffing, training, tools, leadership
cannot control.” decisions, or process design.

4. Money, Margin, Budget, and Resource Logic

Boundary. Kaleigh helps leaders use financial and operating information to make better management decisions. She
does not provide investment advice, manage assets, perform audits, prepare taxes, or replace a CFO, CPA, controller, or

bookkeeper.

WHEN YOU HEAR OR SEE THIS KALEIGH CAN HELP WITH THE OUTCOME THE CLIENT RECEIVES

“We are making money, but we Operational Profitability and Leadership sees the operating questions to

do not feel like we are making Cash-Flow Question Map investigate with its CFO, CPA, controller, or

money.” bookkeeper.

“We do not know where the Resource and Spend-Pattern A management view of recurring costs,

money is going.” Review duplication, unused tools, timing, resource
allocation, and decision points.

“We keep buying systems, but Technology and Vendor A clear retain, renegotiate, adopt,

we do not use them.” Portfolio Review consolidate, or retire decision path for tools
and vendors.

“Our margins keep getting Margin-Pressure and Workflow Clarity on how pricing, rework, missed

squeezed.” Analysis follow-up, workflow, capacity, delays,
purchasing, or customer expectations may
be affecting margin.

“We need a budget that reflects Strategic Budget and Resource- A planning process that connects priorities,

where we are going.” Allocation Framework people, timing, capability, tools, and
spending.

“We do not know when we can Capacity, Hiring, and Resource A decision framework for assessing

afford to hire.” Scenario Planning workload, future demand, role need, timing,

and resource consequences.

Clarity is not a luxury. It is the foundation of everything.

Kaleigh E. Reynolds | (775) 997-6124 | kaleigh@kalescreative.com | kalescreative.com



KALES CREATIVE

The Recognition Catalog

KALES

CREATIVE

WHEN YOU HEAR OR SEE THIS

“We need to justify a new

initiative, tool, location, or hire.”

“Billing and collections are too
unpredictable.”

KALEIGH CAN HELP WITH

ROI and Decision-Readiness
Framework

Revenue-Cycle Operating
Review

THE OUTCOME THE CLIENT RECEIVES

A disciplined question set to evaluate

investment, risk, operating requirements,

and expected benefit.

Better visibility and workflow design around

estimates, approvals, invoicing,

communication, documentation, follow-up,

and collections coordination.

5. Team Communication, Conflict, Emotional Regulation, and Culture Alignment

Boundary. Kaleigh can design non-clinical team communication, conflict-resolution, emotional-regulation, and

operating-culture programs. She does not provide psychotherapy, clinical mental-health treatment, or medical care.

WHEN YOU HEAR OR SEE THIS

“There is too much anger,
tension, or emotional reactivity
on the team.”

“People are talking around
problems instead of addressing
them.”

“The culture feels disconnected
from the mission.”

“We keep losing good people
because the environment feels
chaotic.”

“Managers do not know how to
communicate expectations.”

Kaleigh E. Reynolds | (

KALEIGH CAN HELP WITH

Team Emotional Regulation
and Culture Alignment
Program

Internal Resolution and
Difficult-Conversation System

Mission-to-Behavior and
Culture Alignment Build

Retention Conditions and
Employee-Experience Review

Manager Communication and
Accountability Toolkit

THE OUTCOME THE CLIENT RECEIVES

Non-clinical tools and shared practices that

help people recognize pressure,

communicate more clearly, de-escalate

conflict, and stay oriented to the work.

A clearer, safer process for surfacing issues,

assigning responsibility, and resolving

recurring friction.

Practical translation of stated values into

meetings, decisions, communication,

expectations, recognition, and daily work.

A view of the workload, clarity, training,

communication, management, and resource

conditions affecting retention.

Check-in structures, scripts, feedback

practices, decision tools, and escalation

pathways.

Clarity is not a luxury. It is the foundation of everything.

(775) 997-6124 | kaleigh@kalescreative.com | kalescreative.com



KALES CREATIVE

The Recognition Catalog

[KARES

WHEN YOU HEAR OR SEE THIS KALEIGH CAN HELP WITH

“People do not feel safe Employee Listening and

bringing up concerns.” Feedback Architecture

“The team needs better Applied Emotional Intelligence

emotional intelligence, not for Teams Program

another lecture.”

“Everyone is exhausted and Team Cognitive Load and

snapping at each other.” Sustainable Performance Reset

“We have recurring Team Friction Pattern

interpersonal issues that keep Assessment

interrupting delivery.”

6. Hiring, Onboarding, Training, and Team Development

WHEN YOU HEAR OR SEE THIS KALEIGH CAN HELP WITH

“We hire people, but they do Role Scorecard and
not know what success looks
like.”

Onboarding System

“Every new hire gets trained Standardized Onboarding and

differently.” Training Program

“We keep losing knowledge Knowledge Capture and Cross-

when someone leaves.” Training System

“Our people need to learn a Change and Learning Rollout

new material, system, service, Program

or process.”

THE OUTCOME THE CLIENT RECEIVES

Purposeful channels for feedback, issue
visibility, follow-through, and leadership
response.

Facilitated practice connected to real
communication, decision, accountability,
and client-service situations.

Non-clinical redesign of workload, priority,
meeting, handoff, communication, and
support conditions creating preventable
strain.

Identification of the operational and
relational conditions creating conflict, along
with a structured response plan.

THE OUTCOME THE CLIENT RECEIVES

Clear responsibilities, performance signals,
learning sequence, relationships, and
first-90-day expectations.

A repeatable first-day through first-90-day
experience that improves confidence,
consistency, and retention.

Documented processes, training resources,
coverage plans, and lower single-person
dependency.

Clear communications, training design, job
aids, practice, feedback, and adoption
support.

Clarity is not a luxury. It is the foundation of everything.
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WHEN YOU HEAR OR SEE THIS KALEIGH CAN HELP WITH THE OUTCOME THE CLIENT RECEIVES

“The owner knows how to do Founder Knowledge-to-Training The owner's expertise becomes a usable

everything, but cannot teach it Translation learning system for the team.

efficiently.”

“We need better interviews and Hiring Process, Interview A more consistent process for defining

hiring decisions.” Guide, and Evaluation Build needs, interviewing, selecting, and
onboarding.

“We need our field, office, and Cross-Functional Learning and Shared understanding of roles, handoffs,

sales teams to understand each Alignment Program client promises, constraints, and success

other's work.” measures.

“People forget things that were Neuro-Informed Learning and Practical, non-clinical training design that

taught once.” Recall Design improves clarity, repetition, context, access

to information, and memory support.

“We need a handbook, but Usable Handbook and Accessible, role-specific information paired
nobody will read a giant policy Resource-Hub Build with usable learning and reference tools.
binder.”

7. Sales, Client Experience, Marketing, and Business Development Alighnment

WHEN YOU HEAR OR SEE THIS KALEIGH CAN HELP WITH THE OUTCOME THE CLIENT RECEIVES
“We get leads, but we do not Lead Response and Follow-Up Clear timing, routing, scripts, ownership,
follow up fast enough.” System tracking, and escalation for new

opportunities.

“Sales promises things Sales-to-Operations Alignment A stronger handoff, clearer scope, better
operations cannot deliver.” Build internal communication, and fewer

customer surprises.

“Our marketing does not sound Marketing-to-Operations Messaging and client expectations that
like the company people Alignment Review reflect the company's real strengths and
experience.” delivery capacity.

Clarity is not a luxury. It is the foundation of everything.
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WHEN YOU HEAR OR SEE THIS

“We are missing opportunities
because no one knows how to

follow up.”

“Our proposals are inconsistent
or create scope problems later.”

“We need help building referral
relationships.”

“Customers do not know what

happens next.”

“We have customer complaints,
but no consistent way to
respond.”

“We want to increase add-ons,
renewals, or client value
without becoming pushy.”

8. Technology, Automation, Information, and Menial-Task Relief

WHEN YOU HEAR OR SEE THIS

“We are paying for software
nobody uses.”

“People are doing the same
manual task over and over.”

KALEIGH CAN HELP WITH

Opportunity-Loss and Client-
Reactivation System

Proposal, Scope, and Client-
Expectation Architecture

Referral-Partner Recognition
and Introduction System

Client Journey and
Communication Protocol

Service Recovery and Client-
Trust Protocol

Client Value and Ethical Upsell
System

KALEIGH CAN HELP WITH

Technology Adoption and
Workflow Integration Build

Menial-Task Mitigation and
Automation Opportunity Map

THE OUTCOME THE CLIENT RECEIVES

A clear process for identifying, prioritizing,
contacting, tracking, and learning from lost
or dormant opportunities.

More coherent documents, decision flow,
approval steps, and boundaries before work
begins.

Clear ideal-client language, referral cues,
partner materials, tracking, and follow-up

process.

A predictable experience from inquiry to
delivery, billing, renewal, and service

recovery.

A clear pathway for response, ownership,
resolution, learning, and follow-through.

Service conversations, timing, education,
and internal coordination that make useful
options visible at the right time.

THE OUTCOME THE CLIENT RECEIVES

The team understands why the tool matters,
how it fits the work, who owns it, and what
good use looks like.

A prioritized list of repetitive work that can
be eliminated, simplified, delegated,
templated, or automated safely.

Clarity is not a luxury. It is the foundation of everything.

Kaleigh E. Reynolds | (775) 997-6124 | kaleigh@kalescreative.com | kalescreative.com



KALES CREATIVE ’ﬂ KALE

The Recognition Catalog BmcrerTIVE

WHEN YOU HEAR OR SEE THIS KALEIGH CAN HELP WITH THE OUTCOME THE CLIENT RECEIVES

“We have too many systems Information and Systems Clear roles for tools, data, documents,

and no source of truth.” Architecture communication, reporting, and decision-
making.

“Our team forgets tasks or loses Memory, Reminder, and Task- Practical dashboards, checklists, routines,

information.” Visibility System prompts, handoffs, and shared visibility.

“We want to use Al, but we do Al Opportunity, Governance, Priority use cases, human-review

not know where it actually and Adoption Roadmap requirements, workflow design, data

helps.” questions, training, and responsible

implementation.

“Our reports tell us things too Management Reporting and Timely information connected to the

late.” Operating-Dashboard Design decisions leaders need to make.

“We need better documentation Lean Documentation and The minimum useful level of documentation
without creating bureaucracy.” Knowledge-System Build to support continuity, training, quality, and

accountability.

9. Growth, Restructuring, Change, Mergers, and Acquisitions

WHEN YOU HEAR OR SEE THIS KALEIGH CAN HELP WITH THE OUTCOME THE CLIENT RECEIVES
“We are growing faster than Growth Readiness and A sequence for adding roles, tools,
our systems can handle.” Capacity Roadmap processes, management rhythm, and

capacity without breaking the business.

“We are acquiring, merging Merger and Acquisition A clear plan for coordinating people,

with, or absorbing another Integration Operating Plan systems, clients, process, communications,
company.” brands, knowledge, and decisions.

“We are changing software, Organizational Change Stakeholder mapping, change narrative,
structure, leadership, or Management Program training, feedback, adoption signals, risk
workflow and people are management, and transition support.
resistant.”

Clarity is not a luxury. It is the foundation of everything.
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WHEN YOU HEAR OR SEE THIS KALEIGH CAN HELP WITH THE OUTCOME THE CLIENT RECEIVES
“We need to reorganize, but we Organizational Restructure and Clear sequencing, communications,
do not want to create chaos.” Role-Transition Plan responsibility, continuity, knowledge

transfer, and decision pathways.

“We are opening a new location Expansion Operating Readiness A practical view of people, process, systems,
or service line.” Build capacity, client experience, resource needs,

and dependencies.

“We need to build a business New Business Operating A clear foundation for business model, roles,
from the ground up.” Blueprint operations, tools, customer journey, launch

sequence, and management rhythm.

“Leadership is changing and Leadership Transition and Clear communication, role boundaries,
everyone is uncertain.” Continuity Framework decision continuity, stakeholder

coordination, and support for the incoming

leader.
“We need to prepare the Exit Readiness and Owner Stronger documentation, leadership
business for sale.” Independence System capacity, process continuity, risk visibility,

and a business less dependent on its
founder.

10. Safety, Site Readiness, Field Operations, and Professional Standards

Boundary. Kaleigh can build the communication, training, tracking, decision, and implementation system around a
safety or standards goal. Technical hazard assessment, engineering determinations, legal compliance, and formal safety

certification require qualified specialists.

WHEN YOU HEAR OR SEE THIS KALEIGH CAN HELP WITH THE OUTCOME THE CLIENT RECEIVES
“Safety training exists, but Safety Communication, Safety becomes part of the operating
nobody takes it seriously.” Training, and Adoption rhythm, communication, accountability, and
Program daily work rather than a once-a-year
obligation.
“Near misses and concerns do Safety Information and Clearer reporting, routing, feedback, follow-
not make it back to leadership.” Escalation Flow Review up, and accountability around information

the qualified safety team needs.

Clarity is not a luxury. It is the foundation of everything.
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WHEN YOU HEAR OR SEE THIS KALEIGH CAN HELP WITH THE OUTCOME THE CLIENT RECEIVES
“We want to reach a higher Certification-Readiness Project A management plan for training,

safety or professional Coordination documentation, roles, scheduling,
standard.” communication, and implementation with

qualified technical advisers.

“The field and office are not Field-to-Office Operating Better job information, scheduling, material
coordinated.” Integration coordination, communication, client
updates, and issue escalation.

“We are starting a new site, Site and Facility Operating- A coordinated plan for people flow,

location, or physical operation.” Readiness Plan communication, vendors, work routines,
customer experience, information, and
management readiness.

“The workspace does not Office, Facility, and Workspace Clear operating requirements for real-
support the work we are trying Requirements Brief estate, design, architecture, or facilities
to do.” partners to use in planning.

11. Mission, Community, Nonprofit, and Employee-Support Programs

WHEN YOU HEAR OR SEE THIS KALEIGH CAN HELP WITH THE OUTCOME THE CLIENT RECEIVES
“We want to help people, but Mission Program Operating Clear purpose, audience, process, resources,
the program is not organized Model ownership, measures, continuity plan, and
enough to scale.” stakeholder communication.

“Employees need more support, Employee Resource and Clear, dignified pathways to employer and
but we do not know how to Navigation System community resources, with appropriate
make resources usable.” external partners.

“We have a community Community Partnership A shared purpose, partner roles, resource
partnership idea but no real Strategy and Operating plan, communication approach, operating
plan.” Roadmap model, and success measures.

“We are a nonprofit growing Nonprofit Capacity and Clearer governance support, program

faster than our internal Leadership Integration Build operations, team communication, priorities,
systems.” roles, resources, and execution rhythm.

Clarity is not a luxury. It is the foundation of everything.
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WHEN YOU HEAR OR SEE THIS KALEIGH CAN HELP WITH THE OUTCOME THE CLIENT RECEIVES

“Our values are real, but they
are not visible in our
operations.”

12. Physical Space, New Ventures, and Business Foundations

WHEN YOU HEAR OR SEE THIS

“We need to determine where
or how to expand.”

“We want to leave corporate
and build something real.”

“We need a better office or
facility but do not know what it
should support.”

“We have a business idea but
no operating plan.”

Values-to-Operations
Alignment

KALEIGH CAN HELP WITH

Site-Selection and Expansion
Decision Framework

Founder Transition and New-
Enterprise Blueprint

Office and Facility Planning
Brief

Business Start-Up and
Operating Foundation

Practical expression of mission and values in
systems, client experience, employee
support, leadership decisions, and internal
communication.

THE OUTCOME THE CLIENT RECEIVES

A management view of customer access,
labor, operating needs, workflow, resources,
timing, risk, and growth fit.

A structured plan for the business model,
launch sequence, operating requirements,
finances to investigate with professionals,
and capacity needed to build sustainably.

A clear translation of how people work,
collaborate, receive clients, store
information, deliver service, and grow.

A practical starting architecture for services,
customer journey, roles, processes, tools,
resource needs, and milestones.

Clarity is not a luxury. It is the foundation of everything.
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PART II: INDUSTRY TRANSLATION

The same catalog, translated into the language of six sectors. Listen for the signals; match them to the offer.

Construction, Trades, Field Services, Roofing, Asphalt, and Home Services

WHEN YOU HEAR: Missed materials, bad scheduling, weak office follow-up, jobs delayed, crews unclear, owner answers
every call, rework, client communication issues, field and office friction, software not used, crews growing faster than

leadership.

KALEIGH CAN OFFER

e Field-to-office operating integration e Job-status, task, and accountability system

e Material-ordering and scheduling workflow redesign e New-hire, cross-training, and supervisor onboarding

e Client follow-up and communication system e Safety communication and standards-adoption program
o Sales-to-operations handoff with qualified safety support

e Owner bottleneck and delegation system ¢ Margin-pressure and rework analysis with CFO/CPA

e Office and field role-clarity map coordination

e Growth readiness and hiring roadmap

Professional Services, Financial Services, Real Estate, Law-Adjacent, and Advisory Firms

WHEN YOU HEAR: Client experience is inconsistent, referrals are not converting, partners carry all the relationships,
communications are scattered, handoffs between advisers and staff are weak, back-end processes are slow, service delivery

depends on one person.

KALEIGH CAN OFFER

e Client journey and high-trust communication e Client onboarding and service-delivery protocol
architecture e Team communication, capacity, and role-clarity program

* Relationship, referral, and follow-up system e Proposal, scope, and expectation architecture

* Partner-to-team handoff and accountability design e Growth, succession, merger, or transition integration

e Records and knowledge-management build support

e Executive operating rhythm and priority architecture

Clarity is not a luxury. It is the foundation of everything.
Kaleigh E. Reynolds | (775) 997-6124 | kaleigh@kalescreative.com | kalescreative.com
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Healthcare, Wellness, Community Care, and Human Services

WHEN YOU HEAR: Staff burnout, care coordination breakdown, unclear handoffs, mission strain, communication silos,

resource-navigation problems, growth pressure, employee turnover, new program or service launch.

KALEIGH CAN OFFER

e Non-clinical organizational communication and capacity e Mission-to-operations alignment
systems o Staff onboarding, learning, and knowledge-transfer

e Team culture, emotional-regulation, and difficult- program
conversation program e Program operating model and launch support

¢ Cross-functional handoff and information-flow e Change-management and stakeholder-communication
improvement plan

e Employee and client resource-navigation infrastructure

Boundary. Clinical care, medical decisions, protected health information compliance, therapy, and medical regulation
require qualified clinical, privacy, legal, and operational professionals.

Nonprofits, Foundations, Associations, and Civic Organizations

WHEN YOU HEAR: Great mission, overwhelmed team, unclear priorities, board/staff disconnect, program is growing,

resource constraints, recurring fires, weak internal communication, transition or leadership gap.

KALEIGH CAN OFFER

e Strategic planning and mission-to-operations translation e Resource, stakeholder, and partnership map

e Chief of Staff-style executive integration e Team capacity, role clarity, and meeting rhythm

e Program operating model, roles, and workplan e Event, initiative, or community-program orchestration
e Board, staff, volunteer, and partner communication e Transition and leadership continuity support

architecture

Clarity is not a luxury. It is the foundation of everything.
Kaleigh E. Reynolds | (775) 997-6124 | kaleigh@kalescreative.com | kalescreative.com
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Technology, Manufacturing, Engineering, and Technical Businesses

WHEN YOU HEAR: Knowledge lives in experts, teams are technical but misaligned, project handoffs fail, documentation is
weak, customer needs are lost between departments, new tools or materials need adoption, scaling creates friction.

KALEIGH CAN OFFER

e Technical knowledge-capture and transfer system e Customer-to-engineering-to-delivery handoff

e Process, workflow, and cross-functional coordination e Documentation, training, and practical recall resources
design e Capacity, role, and growth-readiness planning

e New-tool, product, material, or process rollout support o M&A, restructuring, or change-integration support

e Project operating rhythm, dependency, and risk visibility

Retail, Hospitality, Events, Creative, and Experience-Based Businesses

WHEN YOU HEAR: Inconsistent guest experience, staff cannot keep up, reviews are slipping, onboarding is weak, events are
chaotic, brand promise does not match delivery, owners are exhausted, customer handoffs are inconsistent.

KALEIGH CAN OFFER

e Service and guest-experience architecture e Team communication, emotional regulation, and culture
e Event and high-visibility initiative integration alignment
o Client communication, service recovery, and review- * Marketing-to-operations alignment
response protocol e Vendor, schedule, and event coordination system
o Staff training, onboarding, and operating standards e Owner step-back and capacity design

Clarity is not a luxury. It is the foundation of everything.
Kaleigh E. Reynolds | (775) 997-6124 | kaleigh@kalescreative.com | kalescreative.com
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PART Ill: WHAT KALEIGH HELPS ORGANIZATIONS BUILD

Kaleigh helps leaders build organizations where people know what matters, work moves
cleanly, resources are used intentionally, customers experience consistency, and the business is
not dependent on one exhausted person holding everything together.

CALL KALEIGH WHEN YOU NEED:

e A founder or executive to regain time, judgment, and capacity.

e A business process to stop breaking at the same point.

e Clearer roles, decision rights, handoffs, and accountability.

e A team to communicate better, resolve conflict, and work with less reactivity.

e A better system for follow-up, client communication, sales-to-operations handoffs, and retention.

e Training, onboarding, knowledge transfer, and practical tools that help people remember and perform.

e Better management visibility into resources, budgeting questions, margin pressure, software spend, and
operating priorities.
e Technology, automation, records, reporting, and task management that actually reduce mental load.

e A growth, restructure, new location, new system, merger, acquisition, leadership transition, or exit plan that
people can carry.

e Safety communication, training adoption, and operational readiness that support qualified safety and technical
experts.

e A mission, community, employee-support, or new-business program that needs an operating model rather than
more good intentions.

THE WORK CAN BEGIN WITH ONE VISIBLE PROBLEM

Kaleigh begins where the pressure is real. The first engagement identifies and resolves a specific bottleneck. From
there, the work can expand into the systems, training, culture, technology, communication, and leadership support
needed to make the improvement last.

Clarity is not a luxury. It is the foundation of everything.

Kaleigh E. Reynolds | (775) 997-6124 | kaleigh@kalescreative.com | kalescreative.com
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THE THREE WAYS TO WORK TOGETHER

STARTING POINT BEST WHEN OUTCOME

Operational Bottleneck Map One problem is visible and the A focused diagnosis, owner,
leadership team needs clarity before decision map, and first corrective
making a larger commitment. actions.

Operating System Build The issue is bigger than one person or Clear process, ownership, tools,
one workflow and needs a working training, communication, and
system installed. adoption support.

Fractional Strategic Integration Leadership is carrying a sustained Ongoing decision support, cross-
priority, transition, or complexity that functional execution, capacity-
needs an executive integrator over time. aware planning, and organizational

continuity.

Clarity is not a luxury. It is the foundation of everything.
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PART IV: THE ACCURACY RULE

The catalog is designed to help a person recognize a problem and request a fit conversation. It is not a promise that
Kaleigh will independently deliver every technical, legal, financial, clinical, or regulated component connected to that
problem.

That is not a limitation. It is the way a credible Chief of Staff and strategic integrator makes complex work actually
hold.

KALEIGH OWNS QUALIFIED SPECIALISTS OWN

The management, integration, process, The regulated, licensed, clinical, engineering,
communication, training, decision, capacity, and accounting, tax, legal, investment, cybersecurity, and
implementation work. safety-certification work.

REFERENCES

[1] U.S. Census Bureau, NAICS 541611: Administrative Management and General Management Consulting Services.
[2] FINRA, Investment Advisers.

[3] Occupational Safety and Health Administration, On-Site Consultation Program.

Clarity is not a luxury. It is the foundation of everything.

Kaleigh E. Reynolds | (775) 997-6124 | kaleigh@kalescreative.com | kalescreative.com



	You cannot fix what you cannot name.
	Scope of Practice
	Inside This Catalog
	Part I: The Full Recognition Catalog
	1.Leadership Overload, Founder Bottlenecks, and Executive Capacity
	2.Operational Bottlenecks, Workflow, and Daily Execution
	3.Office, Administrative, and Back-End Operations
	4.Money, Margin, Budget, and Resource Logic
	5.Team Communication, Conflict, Emotional Regulation, and Culture Alignment
	6.Hiring, Onboarding, Training, and Team Development
	7.Sales, Client Experience, Marketing, and Business Development Alignment
	8.Technology, Automation, Information, and Menial-Task Relief
	9.Growth, Restructuring, Change, Mergers, and Acquisitions
	10.Safety, Site Readiness, Field Operations, and Professional Standards
	11.Mission, Community, Nonprofit, and Employee-Support Programs
	12.Physical Space, New Ventures, and Business Foundations

	Part II: Industry Translation
	Construction, Trades, Field Services, Roofing, Asphalt, and Home Services
	Professional Services, Financial Services, Real Estate, Law-Adjacent, and Advisory Firms
	Healthcare, Wellness, Community Care, and Human Services
	Nonprofits, Foundations, Associations, and Civic Organizations
	Technology, Manufacturing, Engineering, and Technical Businesses
	Retail, Hospitality, Events, Creative, and Experience-Based Businesses

	Part III: What Kaleigh Helps Organizations Build
	Call Kaleigh when you need:
	The Three Ways to Work Together
	Part IV: The Accuracy Rule
	References

