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Introduction

Market leaders who define categories and reshape industries aren’t just operating better.
They're operating differently. They’ve discovered a transformative approach that turns
market complexity into a unified competitive advantage: Story at the Center™.

Through this systematic methodology, they align every aspect of their organization
around why they matter, transforming misaligned teams into market-driving forces that
achieve strategic clarity, ignite employee purpose, and cormmand market attention.

This white paper reveals the principles and proven mechanics that category kings use
to harness the power of story, converting business strategy into market dominance.

What You Will Get

This white paper goes beyond theory to
provide a path to results. Inside, you'll
find the tools and insights to:

e Assess your organization’s
alignment using tools like The
Leadership Matrix to diagnose gaps
in strategy and execution.

e Embed story into strategy and
operations, transforming it from a
messaging tool into the backbone
of decision-making.

e Demonstrate the ROI of alignment,
with measurable improvements in
revenue, productivity, employee
engagement, and market
momentum.

In the chapters ahead, we’ll show you
how to harness this dynamic approach
to rise above the noise, align your
teams, and redefine your industry. If
you've ever wondered why you're still
falling short despite doing everything
right, you‘re about to discover what'’s
been missing.

Because category leaders don‘t react to
market trends—they define them.

Why You Should Care

For enterprise leaders, the stakes
couldn’t be higher. In today’s
hypercompetitive landscape,
excellence in talent, technology, and
processes has become table stakes.
Market pressures, operational
complexity, and competitive intensity
create an environment where even the
strongest players falter, further
complicated by the accelerating pace
of Al-driven innovation.

If your strategies fail to resonate with
customers and employees alike, you're
already losing ground.

It your strategies fail
to resonate with
customers and
employees alike,
you're already losing
ground.
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What Got You Here
Won’'t Get You There

The Success Trap

Even in industries where products are exceptional,
business models are solid, and category positioning is
strong, organizations struggle to break through. The
very strengths that fueled their success—a killer
offering, operational excellence, risk management, and
internal alignment—become barriers to the next wave
of innovation.

e A breakthrough offering can lead to overconfidence,
causing organizations to focus on incremental
improvements rather than redefining the market.
Without alignment, even groundbreaking products

risk being perceived as just another option in a
crowded field.

e Operational excellence prioritizes efficiency, but
without strategic cohesion, efficiency can become
rigidity—optimizing for today’s success at the cost of
tomorrow’s breakthroughs.

e Risk management fosters stability, but in the
absence of a mission-driven narrative, it often
results in risk aversion—deterring bold moves and
discouraging disruptive thinking.

e Internal alignment keeps teams focused, but if that
alignment isn‘t anchored in a shared vision that can
evolve, silos are created where departments work in
isolation—optimizing their own functions rather than
driving collective market leadership.

These strengths aren’t inherently weaknesses, but
without a unified story to connect them, they become
constraints rather than catalysts.

Meanwhile, a select few organizations thrive—turning
complexity into clarity, transforming market noise into
opportunity, and consistently aligning teams and
inspiring stakeholders. What sets these category leaders
apart?

They understand something their competitors miss:
story isn't just what you say—it’s how you operate.

A select few
organizations thrive—
turning complexity
into clarity,
transforming market
noise iNto
opportunity, and
consistently aligning
teams and inspiring
stakeholders.




The Hidden Fracture The Core Problem

Today, most successful organizations
invest heavily in talent, technology, and
processes. Yet as they scale, an invisible
fracture begins to form. Leadership
teams, though individually brilliant,
drift apart in their priorities and
perspectives. This fundamental
misalignment between departments,
strategies, and objectives becomes the
silent force that undermines even the
most successful enterprises.

The real challenge isn’t your product,
people, or technology. It’s your inability
to make the market understand why
you matter. Without a unifying
narrative:

e Teams lose sight of their collective
purpose

e Innovation slows as departments
optimize in isolation

e Market positions erode as messages
drown in a sea of sameness

e Board scrutiny intensifies as they
demand a clear path forward

This misalignment fuels a cascade of
challenges: a focus on operational
optimization over breakthrough
innovation, siloed departments
prioritizing individual metrics over
collective progress, and a degree of risk The Essential Shift
aversion that hinders challenging the

status quo.
L Story at the Center transforms

organizations by elevating story from a
mere messaging tool into an operating
system that unites strategy, execution,
and culture. Through this systematic
methodology, category leaders:

The consequences ripple through the
entire organization. Innovation slows,
impacting the ability to shape the
future. This structural weakness drains
resources, delays timelines, and creates
disjointed customer experiences.
Misalignment can cost organizations
up to 25% of their revenue'—a
staggering trillion dollars annually
across enterprises.?

e Transform misaligned teams into
market-driving forces

e Build resilience to navigate volatility

e Create differentiation that
competitors can’t replicate

e Foster cultures of purpose-driven
engagement

This is a mindset—a way of thinking
A st rong prOd uct and that turns challenges into levers for

business model mlg ht growth. A strong product and business

: model might get you in the game, but
get youin the game, story is the accelerant. It is the force

but sto ry is the that aligns execution, sharpens market

OCC6|6I’O Nt positioning, and turns strategy into
' sustained leadership.
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From Invisible to
Indispensable

The Story-Centric Path
to Market Supremecy

Breaking the Cycle of Failed Solutions

When organizations recognize these challenges, they
typically reach for familiar solutions: reorganizing
teams, launching rebranding initiatives, implementing
transformation programs, or introducing new offerings.

While these moves can create temporary value, they
often fail to address the root cause.

Without a unified strategic foundation, these efforts
become isolated initiatives that fragment further rather
than unite.

The Path to Category Leadership

Understanding why conventional approaches fall short
is the first step toward meaningful change. Category
leadership demands more than operational excellence
or incremental improvements. It requires a systematic
approach to identify where misalignment occurs and
how to transform it into market advantage.

This transformation begins with a powerful diagnostic
tool: The Leadership Matrix.

By examining the intersection of strategic alignment
and story clarity, organizations can precisely identify
their current position and chart a clear path forward.
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THE LEADERSHIP MATRIX

Attention Without
Performance
Weak Strategy, Strong Story

&3

Market Irrelevance
Weak Strategy, Weak Story

Alignment of Strategy —7 — 5

The Leadership Matrix:
A Diagnostic for Direction

Category Dominance
Strong Strategy, Strong Story

Operational Excellence
Without Leadership
Strong Strategy, Weak Story

Organizations achieve category leadership through a clear pattern that emerges at the
intersection of two critical forces: strategic alignment and story clarity.

Strategic Alignment

Strategic Alignment represents an
organization’s ability to execute with

precision, coordinate resources
effectively, and translate vision into

action.

When strong, it enables teams to move

in harmony toward common objectives.

When weak, even the best initiatives
fragment and lose impact.

Story Clarity

Story Clarity measures the power of
an organization’s narrative to inspire

stakeholders, differentiate in the
market, and shape perception.

Strong story clarity creates a
compelling reason for customers to

choose you over the competition. Weak

clarity leaves organizations
indistinguishable from others.



The Four Organizational Archetypes

When organizations are mapped against strategic alignment and story clarity, these
dimensions create four distinct organizational archetypes, each with its own challenges

and opportunities.

Attention Without Performance

These organizations excel at capturing
attention but struggle to deliver
consistent value. Their compelling
narratives attract interest, but internal
misalignment prevents them from
fulfilling their promises. This gap
between story and execution creates
skepticism among stakeholders and
erodes trust over time. The path
forward requires building operational
discipline while maintaining narrative
strength.

Market Irrelevance

Organizations in this quadrant struggle
with fundamental disconnects
between their vision, execution, and
market position. Teams operate
without clear direction, leading to
scattered efforts and wasted resources.
Customers and employees alike
struggle to understand the
organization’s value or purpose. While
this position is challenging, it offers one
advantage: the opportunity to rebuild
from a clear foundation, deliberately
strengthening both story and strategy
in tandem.

Category Dominance

Category leaders operate from this
quadrant, where compelling narrative
and disciplined execution reinforce
each other. Their story shapes market
perception while their strategic
alignment ensures consistent delivery.
Every action strengthens their market
position because it flows from a unified
center. These organizations don’t just
participate in markets—they define
them.

Operational Excellence
Without Leadership

Organizations in this quadrant execute
effectively but fail to stand out. Despite
strong capabilities and efficient
operations, they appear as
commodities in their markets. Teams
deliver quality work but often can’t
articulate why it matters. These
organizations have built the engine for
success but need to develop the story
that will drive market leadership.
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Charting Your Path Forward

Few organizations begin in the Category Dominance quadrant, and many shift between
quadrants as they grow. The power of the Leadership Matrix lies in its ability to diagnose
your current position and illuminate the specific steps needed to advance—whether you
need to strengthen your story, tighten strategic alignment, or both.

The journey to category leadership requires addressing both dimensions simultaneously.
Organizations that focus solely on story risk creating promises they can’t fulfill. Those
that prioritize only strategic alignment may execute perfectly but remain invisible to
their markets.

True category leadership emerges when story and strategy work as one.

The journey begins with an honest evaluation using the
Leadership Matrix. Organizations must look objectively at
both their strategic alignment and story clarity. Are you
executing effectively but struggling to differentiate in the
market? Or perhaps your story resonates, but operational
misalignment prevents consistent delivery. This assessment
reveals not just where you stand but why—identifying the
specific gaps between your current state and category
leadership.

“

With a clear understanding of your position, the next step
focuses on addressing the specific challenges holding you
back. Organizations that are strong in strategy but weak in
story must develop their narrative framework. Those with
compelling stories but weak alignment need to strengthen
their operational foundation. This targeted methodology
ensures that resources are focused where they’ll have the
greatest impact.

P
4
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The final step transforms how your organization operates.
Story at the Center is a fundamental shift in how you align
vision and execution. This disciplined approach ensures that
every aspect of your organization reinforces your market
position. From product development to customer
experience, from employee engagement to market
communications, story becomes the operating system that
drives consistent, powerful results.

Story at the Center™: The Secret Weapon of Category Leaders
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Seven Critical Challenges
to Market Leadership

Through our work with enterprises across industries, First Person has identified seven
critical challenges that consistently undermine market leadership.

Every organization’s journey is unique, but certain challenges appear with striking
consistency across industries, scale, and market position. These challenges often mask
deeper organizational issues that, left unaddressed, prevent companies from achieving
their full potential.

THE FRAGMENTATION OF VISION

Description: As companies grow, their story often splinters.
Regional divisions, product lines, and functional teams develop
competing narratives—creating confusion both internally and
externally.

Problem: Messaging is scattered and inconsistent. Customers
don’t understand your big picture. Employees lose sight of the
bigger picture.

STORY
? 3 AT THE
CENTER..

Impact: Lost opportunities, weak engagement, and eroded

The Fragmentation trust.

of Vision

The Seven Critical Challenges to Market Leadership
© 2025 First Person Inc.

THE COMMODITIZATION OF EXCELLENCE

Description: In saturated markets, even superior products can
struggle to stand out. Innovation alone no longer guarantees
differentiation. Without a compelling story, excellence becomes
a commodity.

Problem: Better products aren’t enough to differentiate in a
crowded market.

Impact: Struggling to be heard among louder competitors.

The Commoditization
of Excellence

The Seven Critical Challenges to Market Leadership
© 2025 First Person Inc.

THE INNOVATION PARADOX

Description: Many corporations perceive risk as uncertainty to be
avoided, creating an environment where bold ideas are stifled
before they can take shape. This cautious mindset limits their
capacity to experiment with potentially game-changing
innovations.

Problem: Risk aversion leads to incremental improvements rather
than transformative breakthroughs. Teams hesitate to challenge

AR, =— industry norms, fearing failure over opportunity.
The Innovation Impact: Innovation stagnates, market leadership slips, and
Paradox competitors—often startups willing to take calculated risks—

The Seven Critical Challenges to Market Leadership

© 2025 irst Person I reshape industries while incumbents struggle to keep up.



THE COMPLEXITY PARADOX

Description: Rapid expansion introduces layers of complexity. New
markets, acquisitions, and product launches dilute your message
and focus.

Problem: Internal misalignment is rampant. Leaders grapple with
conflicting priorities, while teams work in silos—unaware of how
their efforts connect to the broader mission.

SR Impact: Miscommunication, fragmented teams, and a confused
customer base.

The Complexity
Paradox

The Seven Critical Challenges to Market Leadership
© 2025 First Person Inc.

THE ENGAGEMENT ENIGMA

Description: Despite increased investments in marketing and
communications, many organizations fail to resonate with their
audiences. Internally, employees disengage, citing a lack of
purpose and clarity.

Problem: Marketing campaigns fail to connect meaningfully with
your audience. Messages ultimately fall flat.

?Ogm Impact: Low engagement, weak results, and diminished ROl on
marketing spend.

CENTER..

The Engagement
Enigma

The Seven Critical Challenges to Market Leadership
© 2025 First Person Inc.

THE COMPETITIVE DRIFT

Description: Enterprises often find themselves reacting to market
trends rather than defining them. This defensive posture erodes
confidence and signals weakness to both stakeholders and
competitors.

Problem: Without a unified story to guide strategy, they lack the
confidence and direction to innovate proactively. This leads to
chasing competitors instead of charting their own path.

STORY =~ =
? 3 AT THE
CENTER..

Impact: Loss of market share, diminished competitive advantage,

The Competitive and weakened brand reputation.
Drift

The Seven Critical Challenges to Market Leadership
© 2025 First Person Inc.

THE LEADERSHIP LAPSE

Description: Even the most visionary leaders struggle to articulate
their story in a way that inspires and aligns their organizations.
Strategic initiatives launch with fanfare but fail to gain traction,
widening the gap between intent and execution.

Problem: Leaders struggle to articulate vision clearly across the
organization.

CENTER..

AR Impact: Low morale, lack of direction, and failure to inspire teams
to achieve meaningful results.

The Leadership
Lapse
P If any of these resonate with your experience, you’re not alone.

The good news? These are solvable challenges.
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Story at the Center”
A New Operating System
for Market Leadership

Your organization has a story whether you know it or not—but is it working for or against
you? The journey from fragmentation to market leadership requires more than
frameworks or methodologies alone. It demands a fundamental transformation in how
organizations think, operate, and create value.

At the core of this transformation lie three foundational elements that form the nucleus

of market leadership:

STORY i

VISION
Your True North

Vision goes beyond simply
stating where you‘re going
—it’s about why anyone
should care. It is the
essence of strategy itself,
the articulation of an
aspirational future that
your organization alone
can create.

Category leaders use vision
as more than inspiration; it
becomes the filter through
which every decision
passes, the compass that
guides transformation, and
the standard against which
all actions are measured.
When vision truly captures
both strategic intent and
aspirational possibility, it
sets in motion the forces
that reshape industries and
redefine what's possible.

THE CORE ELEMENTS

O

CATEGORY
The Space You Own

Category leaders dont just
participate in markets.
They define them. They
understand that owning
the category conversation
means owning the
category itself. This isn‘t
about market positioning—
it’s about fundamentally
reshaping how markets
think and operate.

By defining the category,
organizations establish the
rules of engagement, set
the criteria for success, and
create the context in which
all competitors must
operate. True category
ownership transforms your
organization from a market
participant into a market
maker.

NARRATIVE
The Thread That Binds

Narrative is more than
messaging—it’s the
connective tissue that
bridges vision and
execution. It transforms
abstract strategy into a
compelling story, giving
shape and substance to
your aspirations while
providing a framework for
action.

Narrative makes the
impossible feel inevitable,
turning complex strategies
into simple, powerful ideas
that resonate across
audiences. It’s the force
that aligns understanding,
shapes perception, and
drives consistent action
across every level of the
organization.



The Dynamic Forces

While vision, category, and narrative form the nucleus of market leadership, two
powerful forces transform these elements from strategic intent into market reality:

ALIGNMENT
The Active Force

Alignment is an ongoing process that
invites leadership and employees into
the critical dialogue of defining and
owning the story. This dynamic
engagement embraces necessary
tensions and conflicting viewpoints,

creating space for both challenge and

discovery.

Through this often transformative
process, leaders and teams uncover
deeper truths, identify hidden
opportunities, and forge stronger
strategic directions. Rather than
seeking easy consensus, alignment
demands that difficult questions be
asked and real disagreements be
explored.

The result is a level of ownership and
investment that can only come from
being truly heard and meaningfully
contributing to the organization’s
story.

ACTIVATION
The Market Impact

Activation brings your story to life
through powerful expressions that
shape market perception and drive
category leadership. These include the
content and experiences—campaigns,
communications, platforms, and
touchpoints—that carry your story into
the world and across every channel,
creating epiphanies that accelerate
audience understanding and elevate
brand value.

Activation transforms aligned
understanding into market reality,
ensuring every interaction reinforces
your leadership position and brings
your vision to life in ways your
customers can see and feel.

When story guides action, each
initiative becomes more than a single
effort—it becomes part of a
coordinated force that builds
momentum, positions you as the
undeniable choice, and drives market
dominance.



The

Story at the Center™

Advantage

In short, Story at the Center transforms
organizations by integrating five
essential elements into a cohesive
operating system.

Story at its core:

e Vision establishes strategic direction
and an aspirational future.

e Category defines the space you own
and the rules of competition.

e Narrative provides the framework
that connects strategy to action.

Two dynamic forces bring this core to
life:

e Alignment ensures deep ownership
through active engagement.

e Activation creates tangible market
impact through coordinated action.

This isn‘t organizational theory.
Research consistently shows that
companies with a strong alignment
between strategy and story outperform
their peers by a factor of 2.1x in
operational resilience, 2.5x in financial
performance, and 3.0x in growth.?

o

CONTENT

BRAND

LEADE}HIP”

“EMPLOYEES

EXPERIENCES

THE ATOMIC MODEL

The key lies not in any single element
but in how they work together as an
operating system. Think of a traditional
OS: it coordinates processes, enables
communication, and ensures
consistent output.

Story at the Center does the same for
market leadership—coordinating
strategic decisions, enabling aligned
action, and ensuring consistent market
impact. But instead of computer code,
this OS runs on shared understanding,
purposeful dialogue, and coordinated
action.

When properly implemented, this
operating system:

e Transforms strategic intent into
market reality

e Converts organizational complexity
into competitive advantage

e Aligns every action with your
leadership ambitions

e Creates self-reinforcing momentum
toward market dominance

In operational resilience®

2.1x 2.5x

5.0x

In financial performance’ In growth?®




The Story at the Center Advantage

08% /2%

revenue more
. o 4
acceleration* profitable

The evidence is compelling: Organizations where talent is
effectively aligned with their story, strategy, and culture
grow revenue 58% faster and are 72% more profitable
while significantly outperforming their unaligned peers* in

terms of:
Retaining Effectively
customers* leading* - 8 . 71 X
Satisfying Engaging
customers* employees*

Once agreed upon by stakeholders, all the documentation
surrounding vision, category, narrative, alignment, and
activation is captured and translated into a formal
document that serves as a blueprint—and an engine.

The document is called the Unified Narrative Framework®
(UNF®), and it is what allows you to bring Story at the
Center to life—both inside and outside your organization,
orchestrating these five elements into a coherent system
that turns potential into sustained market leadership.
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How the Unified Narrative
Framework® Powers Your
Operating System

The Unified Narrative Framework transforms Story at the
Center™ from concept to reality. It captures your
organization’s collective intelligence and transforms it into a
coherent narrative that everyone can understand and use to

fuel growth.

Think of the UNF as a bridge between where you are and
where you want to be—a living document that helps your
entire organization understand and activate your story. The
UNF isnt fixed; it adapts to your specific needs—whether
you're launching new products, entering new markets, or

transforming your entire business.

m U N F Perspectives &

Opportunities

Category
Strategy

Strategic
Narrative

Target
Audience

Brand
Platform

Your Story at the Center

Organizational
Culture

Technology &
Innovation

Solution
Messaging

Activation &
Planning

FIRST
W PERSON*

A Unified Narrative Framework should be customized for
each unique organization and may include—but is not
limited to—strategies for any of the above.

Bridge the gap between strategic
intent and market impact

Combat fragmentation across
business units

Translate high-level vision into
practical, day-to-day strategy

Create clear frameworks for
consistent storytelling across
every audience and channel

Evolve your business while
maintaining story consistency
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From Framework to Action

The UNF helps organizations of all sizes
to more effectively tell stories that work
together to strengthen the one Story at
the Center of your business. Each UNF
should be built to fit the unique needs
and structures of each organization.

Startups, for example, often need just a
few essential components to accelerate
growth, while many enterprises
typically benefit from a more
comprehensive version to combat
fragmentation, unite leadership, and
translate vision into strategy.

DESIGNED TO MEET YOUR STRUCTURE

This tailored approach recognizes that
organizations need a clear, accessible
framework that adapts to their specific
structure and culture. The UNF provides
this essential foundation, ensuring that
the organizational story flows
effectively through existing channels
and strengthens connections between
teams.

Without such a structured yet flexible
methodology, even the most
compelling story risks remaining
trapped in presentations and
documents, never realizing its
transformative potential. The UNF
turns that potential into tangible
results.

Traditional Org Structure

Story at the Center™: The Secret Weapon of Category Leaders

Balanced Org Structure

Open Org Structure

22



A Disciplined Approach to Transformation

Story at the Center™ fundamentally shifts how organizations operate, but this
transformation requires systematic implementation guided by the Unified Narrative
Framework®. The process unfolds through four essential phases that ensure strategy and

story evolve in sync:

Insight and Discovery

Leaders must continuously uncover
shifting market dynamics, evolving
stakeholder perceptions, and untapped
opportunities. This living process,
informed by ongoing market analysis
and feeding into the UNF’s
adaptability, demands regular
refinement to maintain relevance and
a competitive edge.

Narrative Refinement

Strategy gains traction only when
distilled into a clear, compelling story
that resonates across the organization
and market. This phase of developing
the UNF ensures that messaging,
positioning, and execution remain
dynamic, evolving with market needs.

-%

<5

gory Ledders

Strategic Collaboration

Through structured workshops, teams
break through silos and align around a
shared vision. This critical phase
translates insights into actionable
direction—captured within the UNF—
ensuring that leadership, employees,
and stakeholders move forward with
shared purpose.

Market Activation

A powerful story must be lived, not just
told. Through leadership alignment,
external messaging, and systematic
activation, all orchestrated by the UNF,
the Story at the Center operating
system becomes how an organization
engages with its entire ecosystem. But
launching the story marks just the
beginning—category leadership
demands ongoing iteration and
optimization.
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The Field:
Transforming Alignment into Advantage

When organizations commmit to this disciplined approach, they create more than
alignment—they activate a powerful field of narrative energy that transforms
organizational potential into market leadership. This resonant, self-reinforcing system
fundamentally changes how businesses operate, coordinate, and grow.

o L I .~
Business Unit Leaders/LOBs

Sales & Commercial

Analyst & Investor Relations

Marketing, Advertising, & PR

..---'

Culture & Talent

Technology UXD/UID/PD

Story at the Center Field Organizations aligned around Story at the Center Field

© FirstPerson®

The Power of Resonance

The Story at the Center Field operates Each wave of alignment builds upon
through compound resonance, where the last, driving measurable

each aligned element amplifies the transformation across every critical
others. This creates a cascading force metric:

for transformation: . |
3 é% increase in customer loyalty as story

drives choice and advocacy?®
e Business unit leaders ground
strategic direction in a unified story zécy revenue acceleration through clearer
O value propositions®

e Sales teams articulate value with

. . . O/ faster market growth as organizations
clcmty and conviction 40 /O define rather than follow trends’

e Successes provide compelling

. . O 30% higher employee retention
evidence of leadership 30%

through stronger purpose alignment?®

e Marketing transforms proof points 0O 15% reduction in capital expenses
into powerful narratives 1 5 /Q through strategic alignment and
operational efficiency?
e A purpose-driven culture attracts

and retains top talent The result transcends individual

metrics. Organizations achieve a state
where strategy, story, and execution
synchronize—where every action
naturally reinforces market leadership
because it flows from a unified center.

e Product development innovates
with clear direction



Sustaining the Field

Success requires treating these connections not as occasional
touchpoints but as continuous flows of insight and impact.

Cross-functional collaboration becomes standard practice. Success
metrics evaluate not just individual performance, but contributions to
the shared field of momentum. This creates cascading improvements
that accelerate the journey to category leadership.

Regular refinement and reinforcement keep the field strong:

e Teams share and build upon successes
e Leaders actively connect initiatives to story

e Market feedback informs strategy

e Every interaction strengthens market position

The field becomes both the medium and the message—transmitting
clarity, purpose, and direction across the enterprise.

The Role of Expert Guidance

Story at the Center™ redefines how teams work together by embedding
story into strategy and operations, ensuring that every decision and
initiative is rooted in a clear, compelling narrative. Implementing this
requires both expert guidance for transformation and disciplined
maintenance for sustained success.

Just as people engage therapists to guide personal growth or
contractors to renovate homes, organizations need specialized expertise
to implement lasting transformation. External guides bring:

An unbiased perspective to uncover opportunities

Proven methodologies to navigate organizational dynamics
Specialized skills to facilitate meaningful dialogue
Experience in driving sustainable change

Like a high-performance vehicle, Story at the Center demands regular
maintenance to stay at peak performance. Organizations must actively
maintain their story-strategy alignment to stay ahead of changing
market conditions.

Without this methodology, companies drift into misalignment, losing
clarity, differentiation, and momentum.

Leaders who fail to maintain this connection between story and strategy
risk operating on outdated assumptions, and reacting instead of
leading.




A New Model for Leadership and
Collaboration

Most organizations don‘t struggle with a lack of ideas—
they struggle with alignment, clarity, and execution.

Story at the Center is a fundamental shift in how
leaders operate, how teams collaborate, and how
organizations sustain long-term market leadership.

We help organizations operationalize Story at the
Center—not just once, but as an enduring system. We
guide leaders through the deep work required to align
teams, evolve market narratives, and create sustained
competitive advantage—year after year.

First Person is the only company that integrates
strategy and story into a single, adaptive growth model SI-'\.I';'QI%YE
through our Story at the Center methodology. CENTER..
While traditional consultancies focus on strategy and
agencies deliver fragmented storytelling, First Person
unites these two critical elements. We know that
strategy and story are inseparable—two sides of the
same coin.

Together, they form the foundation for businesses to
align, adapt, and lead in dynamic markets.

Closing Thought

The companies that lead markets don’t just react to change—they create it.
They operate from a story so clear, compelling, and aligned that it drives
every decision and every result.

The question isn't whether you have a story.

The question is: Is your story driving your business forward?

Start the Conversation with First Person




Footnotes & Further Reading

1. “The Cost of Strategic Disagreement,” The Predictive Index

2. "Are Your Marketing and Sales Teams on the Same Page?,” Harvard
Business Review

5. The State of Organizations 2023, McKinsey

4. "Aligned companies significantly outperform their peers,” LSA Global

5. The State of Marketing 2021 Report, Salesforce

6. "The Power of Storytelling in Business,” Entrepreneur

/. "The Profit Power of Category Leadership,” Bain & Company

8. "The Power of Storytelling in Employee Engagement,” Gallup

9. "How capital expenditure management can drive performance,”

McKinsey & Company; "Why Strategic Alignment Matters More Than
Budget Size,” The Tambellini Group

Pattern Breakers: Why Some Start-Ups Change the Future (2024) by Mike
Maples Jr, Peter Ziebelman

"The Five Frames of Performance and Health,” McKinsey
e Organizations with high alignment scores demonstrate 2x the

performance of those with low alignment.

"The Key to Inclusive Leadership,” Harvard Business Review:
e Teams where leaders facilitate collaborative sessions are 17% more

likely to report high-performance culture.

"The Hard Truth About Business Model Innovation,” MIT Sloan
Management Review
e Structured workshops and collaborative sessions increased

innovation success rates by up to 40%.

New ideas and strategies are published regularly at the Story at the
Center blog: firstperson.is/blog



