
CO NV ER GENCE WIS DO M SUMMARY

Convergence Dashboard

CASE
Sample Client (fictional)

DOMAIN
Career & Work

INQUIRY
26 October 2026 at 10:00

77%
A L I G N M E N T

SY NTH E S I S  V E R D I C T

FAVOURABLE (77%) — CAREER MOVE WINDOW: JAN 5 – FEB 3,
2027
Most signals support the move. Proceed, while closing the gaps flagged below.

Peak window  Jan 5 – Feb 3, 2027 · Executive Mandate (73%)

Caution period  Mar 6 – Apr 4, 2027 (55%)

Personal Energy Capacity & Seasonal Cycles Strong Tailwind

High seasonal capacity · Current cycle: Commercial Closure
Your baseline capacity this season is high: you can carry
heavy negotiations and larger scope w ithout depletion.
Steady, earned value is in focus. Favourable for price and
pay negotiations, signed terms, and recurring-revenue
arrangements.

Physical Workspace & Environmental
Support

Strong Tailwind

Facing S1 (South) · Entry profile: Peak Prosperity
The entry zone carries the strongest prosperity energy of the
current 20-year cycle — the most favourable setup for
inbound opportunity. The Northwest (mentor & sponsor)
sector is well-supported. Keep it tidy and place awards or
credentials there to reinforce sponsorship.

Real-Time Negotiation Leverage &
Counterparty Intent

Supportive

Counterparty signal: Hard Pressure · Opportunity vector: Northeast
You and the opportunity are aligned peers — a fair,
balanced negotiation. Hard-nosed pressure from the
counterparty; expect tough terms and deadlines.

Situational Evolution & Strategic Posture Neutral

Presentation → Internal Order · Authority & Mandate: moderate

Presentation evolving into Internal Order — Polish matters,
but substance must follow , then put your own team in order
first. The decisive factor is present but only partly supported
— the outcome depends on execution and timing.

Practical Ground Check & Contract Fine-Print Supportive

Key · Bouquet · Anchor · Birds · Tower
Core issue: long-term stability and permanent placement. Likely ground outcome: a large institution, corporate bureaucracy, or
regulator. A solution and a certain outcome, shaped by goodwill, a gift, or an attractive offer.

Top 3 Immediate Action Directives
1. Place your command desk in the South zone, seated

with a solid wall behind you and a clear view of the
door. Profile of this zone: peak influence and
recognition energy.

2. Concentrate decisive meetings and signatures in Jan 5
– Feb 3, 2027 (Executive Mandate).

3. Request every term in writing and run a clause-by-
clause review before signature.

Top Guardrails
Treat Mar 6 – Apr 4, 2027 as the caution period — no
new commitments.
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CO NV ER GENCE WIS DO M Y O UR Q UESTI O N

Your Question, Answered

Y O U R  S I TU AT I O N,  I N  Y O U R  W O R D S

“I have an offer from a larger company with a 25% raise, but I would leave a team I built over
six years. Should I accept, and when should I hand in my notice?”

77%
A L I G N M E N T

D I R E C T  ANSW E R

Yes, on balance — most signals support it.
On leaving your current job: Most signals support the move. Proceed, while closing the gaps
flagged below. Your strongest window is Jan 5 – Feb 3, 2027 (Executive Mandate, 73%), with Feb 4 –
Mar 5, 2027 as the back-up; treat Mar 6 – Apr 4, 2027 as the caution period. The reading is carried
by your workspace setup (strong tailwind) and held back most by how the situation is evolving
(neutral).

What works in your favour
Your workspace setup — The entry zone carries the
strongest prosperity energy of the current 20-year
cycle — the most favourable setup for inbound
opportunity.

Your personal energy — Your baseline capacity this
season is high: you can carry heavy negotiations and
larger scope without depletion.

The practical fine print — Core issue: long-term
stability and permanent placement.

What to watch
Leaving on bad terms with people who will be asked
for references.

Avoid new commitments during the caution period,
Mar 6 – Apr 4, 2027.

TIMING FOR YOUR QUESTION

R O LE WINDO W TH EM E CO NS ENS US

Best window Jan 5 – Feb 3, 2027 Executive Mandate 73%

Back-up window Feb 4 – Mar 5, 2027 Sponsorship & Backing 69%

Third choice Oct 8 – Nov 6, 2026 Commercial Closure 67%

Caution period Mar 6 – Apr 4, 2027 Strategic Reflection 55%

WHAT WOULD CHANGE THIS ANSWER

Situational Evolution & Strategic Posture is currently the weakest lens (Neutral). Presentation evolving into Internal Order —
Polish matters, but substance must follow, then put your own team in order first. The decisive factor is present but only partly
supported — the outcome depends on execution and timing.

Acting inside the best window rather than the caution period changes the odds more than any other single choice.

If the facts of your situation change materially, run a new assessment with the updated details — the reading is cast on the
question exactly as you described it.

How this answer is built: your question is classified by type (yes/no, timing, choice, outlook, focus, or general), and the converged reading of all five lenses
is framed as a direct answer to it. The pages that follow show the full evidence behind it.
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CO NV ER GENCE WIS DO M Y O UR SI TUATI O N

Your Situation: Resigning or Leaving a Job
Your question reads as a decision about leaving your current job. This page applies guidance for that kind of
decision to your own timing windows.

What to weigh
Be clear whether you are moving towards something
or only away from something.

Check your notice period, unvested bonuses or
equity, and any restrictive covenants.

Have at least six months of expenses covered if
nothing is lined up yet.

Plan how you will hand over and protect relationships
you may need later.

Risks specific to this decision
Leaving on bad terms with people who will be asked
for references.

Timing the exit just before a bonus or vesting date.

Burning out in the final weeks and making the last
impression a poor one.

YOUR TIMING PLAN

PH AS E WH EN WH AT TO  DO

Prepare Now, before Jan 5 – Feb 3, 2027 Secure your next step or runway, check your contract, and draft a
handover plan.

Act Jan 5 – Feb 3, 2027 Hand in your notice in this window and agree the exit terms in writing.

Back-up Feb 4 – Mar 5, 2027 If the best window slips, take the same step here.

Avoid Mar 6 – Apr 4, 2027 Do not resign in this period on impulse; frustration peaks here and
decisions need reworking.

Your question also touches on promotion or pay rise
Gather evidence: outcomes you delivered, numbers, and feedback from senior people.

The situation is recognised from the wording of your question using the Convergence question taxonomy; the timing comes from your own five-lens
reading.
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CO NV ER GENCE WIS DO M Y O UR DETAI L S

Your Assessment Details
This page records exactly what you entered. Every result in this report is calculated from these details, so if any
of them is wrong — especially the birth time or the facing direction — the reading will differ.

Y O U R  S I TU AT I O N,  AS  E NTE R E D

“I have an offer from a larger company with a 25% raise, but I would leave a team I built over
six years. Should I accept, and when should I hand in my notice?”

DETAIL WH AT YO U ENTER ED H O W IT  IS  US ED

Name or case reference Sample Client (fictional) Labels this report. It does not affect any calculation.

Decision area Career & Work Sets the wording, the decisive factor, and the
playbook.

Date of birth 21 March 1988 Pillar 1 — your personal capacity profile and long-
range cycles.

Time of birth 09:15 local clock (08:02 true solar time) Pillar 1 — refines the profile; converted to the sun's
actual position at your birthplace.

Place of birth Singapore, Singapore Pillar 1 — longitude and time zone for the true-
solar-time conversion.

Sex Female Pillar 1 — only the direction in which the 10-year
cycles run.

Facing direction of your
home or workspace

165° · S1 (South) Pillar 2 — the zone map, desk placement, remedies,
and each month's workspace score.

Moment of inquiry 26 October 2026 at 10:00 (Asia/Singapore) Pillar 3 — the real-time field map, captured when
you submitted.

Your situation As quoted above Pillars 4 and 5, the question type, and the situation
guidance.

Something wrong? Run a new assessment with the corrected details. Identical details at the same moment always produce an identical report.
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CO NV ER GENCE WIS DO M METHO DO L O GY

Strategic Decision Architecture
High-stakes decisions fail less often from bad logic than from blind spots: poor timing, an unsupportive
environment, hidden leverage held by the other side, a situation that is about to change shape, or a clause
nobody read. The 5-Pillar Convergence Model examines each of these independently, then measures how far
the independent readings agree.

Independent lenses
Each pillar is computed by its own deterministic engine
from different inputs — your personal timing, your
physical space, the moment of inquiry, a structured
scenario model, and a ground-level reality check.

Convergence over prediction
No single pillar decides. Confidence rises when
independent pillars point the same way, and the report
shows exactly where they diverge so you can manage the
friction.

Deterministic and auditable
Identical inputs always produce an identical report. There
is no generative AI and no human interpretation drift
between reports.

Decision support, not destiny
The report is a structured reflection framework. It
complements — never replaces — financial, legal, and
other professional advice.

THE FIVE PILLARS

PILLAR WH AT IT  M EAS UR ES PR IM AR Y INPUT WEIGH T

Personal Energy Capacity &
Seasonal Cycles

Personal energy and timing cycles Birth date, time, and location (True
Solar Time)

25%

Physical Workspace &
Environmental Support

Orientation and zones of your
primary workspace

Facing direction of your home or
workspace

15%

Real-Time Negotiation Leverage &
Counterparty Intent

Balance of power and counterparty
intent right now

Exact moment of inquiry 25%

Situational Evolution & Strategic
Posture

How the situation is likely to change,
and the decisive factor

Structured scenario cast seeded from
your situation

20%

Practical Ground Check & Contract
Fine-Print

Practical, contractual, and logistical
reality

Structured combinatorial draw
seeded from your situation

15%

HOW TO READ THE SCORES

Each pillar is scored from −2 (strong headwind) to +2 (strong tailwind). The weighted pillar scores combine into the
Convergence Alignment Score (0–100%); when four or more pillars agree in direction, the score is reinforced.

ALIGNM ENT V ER DICT M EANING

80–100% High Alignment Commit; concentrate execution in the peak window.

65–79% Favourable Proceed while closing flagged gaps.

50–64% Conditional Proceed only once guardrails are satisfied.

35–49% Caution Strengthen position; defer commitment.

0–34% Hold Do not sign or announce; re-assess later.

Status tags: Strong Tailwind (≥ +1.25) · Supportive (≥ +0.5) · Neutral · Friction (≤ −0.5) · Headwind (≤ −1.25).



CO NV ER GENCE WIS DO M P I L L AR 1 ·  P ERSO NAL  CAPACI TY

Personal Energy Capacity Profile
Pillar score +1.4 Strong Tailwind

Baseline capacity
Your baseline capacity this season is high: you can carry heavy negotiations and larger scope without depletion.

Calculated from your birth moment converted to True Solar Time (08:02 local solar clock) — the sun's actual position at your birth location, not the
time-zone clock.

CAPACITY BALANCE

The distribution below shows which executive capacities are most and least represented in your profile. Under-represented
capacities are best supplied by your team, advisers, or partners.

Growth Growth drive — initiative, expansion, and long-range planning. 3

Visibility Visibility — communication, presence, and persuasion. 0

Stability Stability — reliability, trust, and stewardship. 3

Structure Structure — discipline, decisiveness, and standards. 1

Intelligence Intelligence — strategy, adaptability, and networks. 1

LONG-RANGE CONTEXT

Current 10-year cycle (since 2023): Executive
Mandate
High-pressure mandate energy: responsibility and
authority arrive together. Accept scope only with clear
resources and decision rights.

This year: Bold Challenge

A season of sharp ideas that can clash with authority.
Channel the edge into proposals; avoid public criticism of
decision-makers.
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CO NV ER GENCE WIS DO M P I L L AR 1 ·  P ERSO NAL  CAPACI TY

60-Day Solar Windows & Six-Month Capacity Curve
Personal timing is measured in solar months, each opening on a fixed solar term. The table scores each window for your decision
domain; "Bond" marks months that naturally pull agreements together, "Clash" marks months that disrupt your core profile.

WINDO W O PENS  WITH TH EM E CAPACITY S CO R E

Oct 8 – Nov 6, 2026 Cold Dew Commercial Closure +1.0

Nov 7 – Dec 6, 2026 Start of Winter Opportunistic Upside +0.5

Dec 7, 2026 – Jan 4, 2027 Major Snow Formal Recognition Bond +2.0

Jan 5 – Feb 3, 2027 Minor Cold Executive Mandate +1.8

Feb 4 – Mar 5, 2027 Start of Spring Sponsorship & Backing +1.5

Mar 6 – Apr 4, 2027 Awakening Strategic Reflection 0.0

THE NEXT 60 DAYS IN DETAIL

Current 30-day window · Oct 8 – Nov 6, 2026
Commercial Closure. Steady, earned value is in focus.
Favourable for price and pay negotiations, signed terms,
and recurring-revenue arrangements.

✓ Negotiate price, pay, and commercial terms; push to
signature on agreed points.

✕ Do not trade guaranteed terms for speculative upside
this month.

Next 30-day window · Nov 7 – Dec 6, 2026
Opportunistic Upside. Larger but less predictable gains
appear. Good for deal flow and opportunistic moves; cap
exposure and verify counterparties.

✓ Widen deal flow and take exploratory meetings —
opportunity is plentiful.

✕ Do not exceed your pre-set exposure limit for any single
opportunity.

What this means for you
What this lens looks at. This lens reads your own energy and personal timing from your birth details — when you have the
most drive, and when to conserve it.

Your reading. Your personal timing is working for you, and your strongest personal month is Dec 7, 2026 – Jan 4, 2027
(Formal Recognition).

For your situation. For leaving your current job, put the most demanding steps into that month and use the weeks before
it to prepare.
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CO NV ER GENCE WIS DO M P I L L AR 2 ·  WO RK SPACE

Workspace Orientation & Zone Map
Pillar score +2.0 Strong Tailwind

FACING
S1 · South (165°)

BACKING
N1 · North

CYCLE
2024–2043 (current 20-year cycle)

The map is drawn with South at the top, as in classical practice. Each zone has a people influence (health, relationships,
authority) and a money influence (opportunity, revenue, deal flow).

Southeast
People: Scholarship and personal reputation
Money: Major Disruption

Needs remedy

South Entrance  Desk

People: Peak influence and recognition energy
Money: Peak Prosperity

Southwest
People: Grounded patience — avoid
exhaustion
Money: Leakage & Loss
Needs remedy

East
People: Assertive drive, but quick to dispute
Money: Authority Support

Centre
People: Volatility — stabilise before major
moves
Money: Learning & Visibility
Needs remedy

West
People: Persuasive speech; guard against
gossip
Money: Fatigue Risk
Needs remedy

Northeast
People: Stability and long-term holdings
Money: Rising Opportunity

North Backing

People: Strategic thinking and new alliances
Money: Steady Reserves

Northwest
People: Command presence and decision
rights
Money: Dispute Prone

Entrance assessment: Peak Prosperity
The entry zone carries the strongest prosperity energy of the current 20-year cycle — the most favourable setup for
inbound opportunity.

How to use this map
Spend your most productive hours in zones with
strong people influence.

Place inbound activity — reception, client meetings —
in zones with strong money influence.

Keep pink zones quiet and apply the remedies on the
next page.

Blue marks the recommended command-desk zone.

Zone summary
5 of 9 zones are clear; 4 need a remedy. The backing
(North) zone supports strategic thinking and new
alliances.
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CO NV ER GENCE WIS DO M P I L L AR 2 ·  WO RK SPACE

Command Desk, Sponsor Sector & Virtual Meeting Rules

Command desk placement
Place your command desk in the South zone, seated with a solid wall behind you and a clear view of the door. Profile of
this zone: peak influence and recognition energy.

Mentor & sponsor sector
The Northwest (mentor & sponsor) sector is well-supported. Keep it tidy and place awards or credentials there to reinforce
sponsorship.

VIRTUAL MEETING & VIDEO-CALL SPATIAL RULES

Sit so that you face Northeast during the call — the current opportunity vector.

Position your camera so you face the recommended direction, with a solid wall behind you — never an open door or window.

Light your face from the front; keep the background clean, with one credential or artwork, not clutter.

Keep your screen at eye level so you meet the other person's gaze as an equal.

Close doors behind you and silence the room; interruptions erode perceived authority.

ZONE REMEDIES

ZO NE R EM EDY

Southwest Add a brass or metal object and keep the zone bright; avoid red décor and heavy earthenware.

Southeast Place a heavy metal object (bronze, brass, or iron) and minimise renovation, drilling, or foot traffic.

Centre Place a heavy metal object (bronze, brass, or iron) and minimise renovation, drilling, or foot traffic.

West Add a brass or metal object and keep the zone bright; avoid red décor and heavy earthenware.

This month's visiting influence
Visiting influence at the entrance: Learning & Visibility (year: Major Disruption). Display credentials and awards near the
entrance to reinforce reputation.

What this means for you
What this lens looks at. This lens looks at the place you work or live from, based on the direction its entrance faces —
which parts of the space help you and which drain you.

Your reading. Your space is supporting you. 4 of the nine zones need a small remedy, listed in this section.

For your situation. For leaving your current job, do your important work — calls, applications, planning — from the South
part of the room, and keep the entrance clear and bright.
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CO NV ER GENCE WIS DO M P I L L AR 3 ·  L EVERAGE

Real-Time Field Map at the Moment of Inquiry
Pillar score +1.0 Supportive

This map captures the negotiation field at the exact moment you submitted your inquiry (26 Oct 2026, 10:00). It locates you, the
opportunity, and the quality of the channel and intent in each direction.

Southeast
Channel: Growth
Signal: Quiet Ally
Profile: Bold Risk-Taker

South
Channel: Harm
Signal: Shifting Story
Profile: Steady Builder

Southwest You

Channel: Blockage
Signal: Chief Sponsor
Profile: Fast Mover

East
Channel: Rest
Signal: Partnership Bond
Profile: Strategic Leader

Centre
Central anchor

West
Channel: Spotlight
Signal: Bold Ascent
Profile: Advisor & Educator

Northeast Opportunity

Channel: Opening
Signal: Hard Pressure
Profile: Critic & Auditor

North
Channel: Alarm
Signal: Hidden Agenda
Profile: Problem Solver

Northwest
Channel: Dead-End
Signal: Solid Ground
Profile: Public Profile

Your position: Southwest
The field places you in the Southwest sector, with the
opportunity in the Northeast.

Balance of power
You and the opportunity are aligned peers — a fair,
balanced negotiation.

How to read this map
Channel — the quality of the route through which business flows in that direction (Opening and Growth are strongest;
Dead-End and Blockage are weakest).

Signal — the intent behind the activity in that direction (authentic, discreet, pressured, or deceptive).

Profile — the character of the people and resources you are likely to meet there.

The map is a snapshot of the inquiry moment; the roadmap shows how the opportunity's strength changes month by
month.
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CO NV ER GENCE WIS DO M P I L L AR 3 ·  L EVERAGE

Counterparty Intent & Negotiation Tactics

Counterparty intent: Hard Pressure
Hard-nosed pressure from the counterparty; expect tough terms and deadlines.

Channel quality
Opening channel — the strongest signal for new roles, launches, and new ventures.

NEGOTIATION TACTICS

Sit facing Northeast in negotiations, meetings, and calls.

Open with a firm but fair anchor and trade concession for concession.

Leverage the counterparty's genuine interest to set a clear timetable.

The opportunity profile is "Critic & Auditor" — match your style to it.

READING THE SIGNALS

S IGNAL WH AT IT  M EANS

Chief Sponsor / Partnership Bond / Bold Ascent Authentic demand — a real decision-maker and real budget.

Shifting Story / Hidden Agenda Trap risk — narratives change, interests are undisclosed.

Hard Pressure Tough terms and deadlines imposed by the counterparty.

Quiet Ally / Solid Ground Slow, discreet, or defensive progress.

What this means for you
What this lens looks at. This lens captures the situation at the moment you asked — who holds the stronger hand right
now, and whether the people involved are genuine.

Your reading. Right now the balance is roughly even. Expect pressure and tight deadlines (Hard Pressure) — do not let
urgency push you into a poor decision.

For your situation. For leaving your current job, a fair, direct approach works best: say what you want and expect give-and-
take.
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CO NV ER GENCE WIS DO M P I L L AR 4 ·  EVO L UTI O N

Situational Evolution: Present State → Emerging State
Pillar score 0.0 Neutral

P R E SE NT  S I TU AT I O N

Presentation
Polish matters, but substance must follow.

E M E R G I NG  S I TU AT I O N

Internal Order
Put your own team in order first.

Strategic stance
Presentation evolving into Internal Order — Polish matters, but substance must follow, then put your own team in order
first.

The pivot point sits in the seat of authority and final sign-off.

SIX STAGES OF THE SITUATION

S TAGE S TATUS

6. Endgame & over-extension Stable

5. Authority & sign-off In motion — pivot point

4. Proximity to the decision-maker Stable

3. Threshold transition Stable

2. Operational core Stable

1. Groundwork & entry Stable

How to read this page
The figures model your situation as six stages, read from the bottom (entry) to the top (endgame). Solid bars are active,
assertive conditions; broken bars are receptive, yielding ones. Orange markers show the stages that are in motion — these
are the pivot points where your actions have the greatest effect, and they determine how the present situation evolves into
the emerging one.
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CO NV ER GENCE WIS DO M P I L L AR 4 ·  EVO L UTI O N

The Decisive Factor & Leadership Stance

Decisive factor: Authority & Mandate — MODERATE
For your decision domain, the outcome turns on the role, mandate, or institutional decision itself. The decisive factor is
present but only partly supported — the outcome depends on execution and timing.

DIAGNOSTIC SIGNALS

A supporting influence is active — resources and allies are moving in your favour.

TIMING TRIGGERS

The decisive factor is best supported in the following windows — schedule the formal step (offer, signature, commitment) inside
them:

Feb 4 – Mar 5, 2027 — Authority & Mandate: strong

Mar 6 – Apr 4, 2027 — Authority & Mandate: strong

LEADERSHIP STANCE

Adopt
Put your own team in order first.

Avoid
Complacency — the emerging state must be actively
secured.

What this means for you
What this lens looks at. This lens models how your situation is likely to change over the coming months, and picks out the
one factor the outcome depends on.

Your reading. Your situation is moving from "Presentation" towards "Internal Order" — in plain terms, put your own team
in order first. The outcome turns on the role, mandate, or institutional decision itself, and right now that is only partly in
place.

For your situation. For leaving your current job, the result depends on how well you prepare and follow through — keep
moving step by step and confirm progress in writing.
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CO NV ER GENCE WIS DO M P I L L AR 5 ·  GRO UND CHECK

Practical Ground Check
Pillar score +1.1 Supportive

A five-position line read from left to right: two context positions, the focus of the matter, how it develops, and the likely ground-
level outcome.

C O NTE X T

Key
a solution and a certain
outcome

C O NTE X T

Bouquet
goodwill, a gift, or an
attractive offer

F O C U S

Anchor
long-term stability and
permanent placement

D E V E L O P M E NT

Birds
meetings, calls, and
nervous chatter

O U TC O M E

Tower
a large institution,
corporate bureaucracy,
or regulator

Headline

Core issue: long-term stability and permanent placement. Likely ground outcome: a large institution, corporate
bureaucracy, or regulator.

COMBINATION READINGS

A solution and a certain outcome, shaped by goodwill, a gift, or an attractive offer.

Goodwill, a gift, or an attractive offer, shaped by long-term stability and permanent placement.

Long-term stability and permanent placement, shaped by meetings, calls, and nervous chatter.

Meetings, calls, and nervous chatter, shaped by a large institution, corporate bureaucracy, or regulator.

CARD-LEVEL GUIDANCE

Key: Press for the decisive answer — the solution is within reach.

Bouquet: Accept goodwill gestures graciously, but confirm terms behind them.

Anchor: Prioritise stability and long-term security over short-term gain.

Birds: Keep meetings short and minuted; nervous chatter distorts facts.

Tower: Follow institutional process exactly; bureaucracy rewards compliance.
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CO NV ER GENCE WIS DO M P I L L AR 5 ·  GRO UND CHECK

Contract Due Diligence Checklist
Complete every item before signature. Items under flagged alerts are specific to your reading and carry the highest priority.

CORE CHECKLIST

Confirm the legal entity, signatory authority, and registration of the counterparty.

Obtain all terms in a single written document — no side letters or verbal promises.

Review termination, exit, and notice-period clauses for symmetry.

Check non-compete, non-solicit, and exclusivity scope (duration, geography, sector).

Verify the money: price or pay, payment terms, equity, and clawbacks.

Confirm dispute-resolution forum and governing law.

Identify hidden costs: fees, penalties, indemnities, and guarantees.

Get independent legal review before signature.

No operational alerts
The ground check raised no trap, break, erosion, or obstacle alerts. Apply the core checklist as standard practice.

What this means for you
What this lens looks at. This lens is a practical reality check on the details — what the matter really centres on, and how it
is likely to land.

Your reading. The centre of the matter is "Anchor" (long-term stability and permanent placement), and the likely outcome
is "Tower" (a large institution, corporate bureaucracy, or regulator). No practical warning signs came up.

For your situation. For leaving your current job: follow institutional process exactly; bureaucracy rewards compliance.
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CO NV ER GENCE WIS DO M PART I I  ·  MO NTH 1 O F  6

Month 1: Commercial Closure

67%
A L I G N M E N T

O C T  8  –  NO V  6 ,  2026  ·  O P E NS  W I TH  C O L D  D E W

Consensus 67% · Ranked #3 of 6
Supportive window for advancing the matter.

For your question “Should I accept, and when should I hand in my notice?”, a supportive month for moving things forward.

FIVE-SYSTEM ANALYSIS

S YS TEM ANALYS IS S CO R E

Capacity
Personal Energy Capacity &
Seasonal Cycles

Commercial Closure. Steady, earned value is in focus. Favourable
for price and pay negotiations, signed terms, and recurring-
revenue arrangements.

+1.0

Workspace
Physical Workspace &
Environmental Support

Visiting influence at the entrance: Learning & Visibility (year:
Major Disruption). Display credentials and awards near the
entrance to reinforce reputation.

+1.0

Leverage
Real-Time Negotiation
Leverage & Counterparty
Intent

Opportunity at full strength (Northeast). Press for commitment —
the opportunity is at full seasonal strength.

+1.3

Evolution
Situational Evolution &
Strategic Posture

Authority & Mandate: weak. Strengthen fundamentals —
references, documentation, alternatives.

-0.2

Ground Check
Practical Ground Check &
Contract Fine-Print

Ground signal: Book. Confidential information, expertise, or due
diligence. Protect confidential information w ith an NDA before
disclosure.

+0.6

What to do
1. Press for commitment — the opportunity is at full

seasonal strength.

2. Negotiate price, pay, and commercial terms; push to
signature on agreed points.

3. Display credentials and awards near the entrance to
reinforce reputation.

What NOT to do
Do not push for final commitment while the decisive
factor is unsupported.

Do not accept any term that has not been confirmed
in writing.
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CO NV ER GENCE WIS DO M PART I I  ·  MO NTH 2 O F  6

Month 2: Opportunistic Upside

61%
A L I G N M E N T

NO V  7  –  D E C  6 ,  2026  ·  O P E NS  W I TH  STAR T  O F  W I NTE R

Consensus 61% · Ranked #5 of 6
Workable window — advance with guardrails in place.

For your question “Should I accept, and when should I hand in my notice?”, a workable month — advance with the
guardrails in place.

FIVE-SYSTEM ANALYSIS

S YS TEM ANALYS IS S CO R E

Capacity
Personal Energy Capacity &
Seasonal Cycles

Opportunistic Upside. Larger but less predictable gains appear.
Good for deal flow and opportunistic moves; cap exposure and
verify counterparties.

+0.5

Workspace
Physical Workspace &
Environmental Support

Visiting influence at the entrance: Dispute Prone (year: Major
Disruption). Hold negotiations away from the entrance and keep a
calm red accent there.

+0.8

Leverage
Real-Time Negotiation
Leverage & Counterparty
Intent

Opportunity constrained (Northeast). Work through
intermediaries; direct pushes meet resistance.

+0.3

Evolution
Situational Evolution &
Strategic Posture

Authority & Mandate: strong. Advance the decisive issue — timing
supports it this month.

+0.4

Ground Check
Practical Ground Check &
Contract Fine-Print

Ground signal: Crossroads. A choice between alternatives. Keep at
least two viable alternatives open until signature.

+0.6

What to do
1. Hold negotiations away from the entrance and keep a

calm red accent there.

2. Keep at least two viable alternatives open until
signature.

3. Widen deal flow and take exploratory meetings —
opportunity is plentiful.

What NOT to do
Do not escalate to the top decision-maker this month.

Do not hold back a ready decision out of excess
caution.
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CO NV ER GENCE WIS DO M PART I I  ·  MO NTH 3 O F  6

Month 3: Formal Recognition

65%
A L I G N M E N T

D E C  7 ,  2026  –  J AN 4 ,  2027  ·  O P E NS  W I TH  M AJ O R  SNO W

Consensus 65% · Ranked #4 of 6
Supportive window for advancing the matter.

For your question “Should I accept, and when should I hand in my notice?”, a supportive month for moving things forward.

FIVE-SYSTEM ANALYSIS

S YS TEM ANALYS IS S CO R E

Capacity
Personal Energy Capacity &
Seasonal Cycles

Formal Recognition. Institutional recognition arrives. Strong for
offers, appointments, and formal approvals.

+2.0

Workspace
Physical Workspace &
Environmental Support

Visiting influence at the entrance: Fatigue Risk (year: Major
Disruption). Keep the entrance bright and add a metal fixture to
dampen fatigue energy.

+0.5

Leverage
Real-Time Negotiation
Leverage & Counterparty
Intent

Opportunity constrained (Northeast). Work through
intermediaries; direct pushes meet resistance.

+0.3

Evolution
Situational Evolution &
Strategic Posture

Authority & Mandate: strong. Advance the decisive issue — timing
supports it this month.

+0.4

Ground Check
Practical Ground Check &
Contract Fine-Print

Ground signal: Whip. Repeated friction, debate, or rework. Limit
negotiation rounds; set a clear deadline for final terms.

-0.2

What to do
1. Request the formal decision — offers, titles, and

approvals land well now.

2. Keep the entrance bright and add a metal fixture to
dampen fatigue energy.

3. Advance the decisive issue — timing supports it this
month.

What NOT to do
Do not accept any term that has not been confirmed
in writing.

Do not escalate to the top decision-maker this month.
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CO NV ER GENCE WIS DO M PART I I  ·  MO NTH 4 O F  6

Month 4: Executive Mandate

73%
A L I G N M E N T

J AN 5  –  F E B  3 ,  2027  ·  O P E NS  W I TH  M I NO R  C O L D

Consensus 73% · Ranked #1 of 6
Peak execution window — concentrate decisive actions here.

For your question “Should I accept, and when should I hand in my notice?”, this is the best window — schedule the
decisive step here.

FIVE-SYSTEM ANALYSIS

S YS TEM ANALYS IS S CO R E

Capacity
Personal Energy Capacity &
Seasonal Cycles

Executive Mandate. High-pressure mandate energy: responsibility
and authority arrive together. Accept scope only w ith clear
resources and decision rights.

+1.8

Workspace
Physical Workspace &
Environmental Support

Visiting influence at the entrance: Rising Opportunity (year: Major
Disruption). Use the main entrance for inbound meetings — new
contacts arrive easily this month.

+1.3

Leverage
Real-Time Negotiation
Leverage & Counterparty
Intent

Opportunity at full strength (Northeast). Press for commitment —
the opportunity is at full seasonal strength.

+1.3

Evolution
Situational Evolution &
Strategic Posture

Authority & Mandate: weak. Strengthen fundamentals —
references, documentation, alternatives.

-0.2

Ground Check
Practical Ground Check &
Contract Fine-Print

Ground signal: Bear. A powerful decision-maker, or whoever
controls the money. Deal directly w ith the person who makes the
final call and controls the budget.

+0.9

What to do
1. Accept the mandate — but tie scope to explicit

budget, resources, and decision rights.

2. Use the main entrance for inbound meetings — new
contacts arrive easily this month.

3. Press for commitment — the opportunity is at full
seasonal strength.

What NOT to do
Do not push for final commitment while the decisive
factor is unsupported.

Do not accept any term that has not been confirmed
in writing.
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CO NV ER GENCE WIS DO M PART I I  ·  MO NTH 5 O F  6

Month 5: Sponsorship & Backing

69%
A L I G N M E N T

F E B  4  –  M AR  5 ,  2027  ·  O P E NS  W I TH  STAR T  O F  SP R I NG

Consensus 69% · Ranked #2 of 6
Supportive window for advancing the matter.

For your question “Should I accept, and when should I hand in my notice?”, this is the back-up window — use it if the best
window slips.

FIVE-SYSTEM ANALYSIS

S YS TEM ANALYS IS S CO R E

Capacity
Personal Energy Capacity &
Seasonal Cycles

Sponsorship & Backing. Mentors, sponsors, and credentials are
supportive. Lean on references and senior advocates; good for
contract and licence approvals.

+1.5

Workspace
Physical Workspace &
Environmental Support

Visiting influence at the entrance: Peak Prosperity (year: Learning
& Visibility). Activate the entrance — keep it lit and open;
schedule key visits here.

+1.7

Leverage
Real-Time Negotiation
Leverage & Counterparty
Intent

Opportunity dormant (Northeast). Prepare documents and
fallback options for the next w indow.

-0.2

Evolution
Situational Evolution &
Strategic Posture

Authority & Mandate: strong. Advance the decisive issue — timing
supports it this month.

+0.5

Ground Check
Practical Ground Check &
Contract Fine-Print

Ground signal: Moon. Recognition and reputation. Make your
achievements visible to the decision-makers.

+1.3

What to do
1. Activate the entrance — keep it lit and open; schedule

key visits here.

2. Activate senior sponsors and references; ask a mentor
to make the key introduction.

3. Make your achievements visible to the decision-
makers.

What NOT to do
Do not make or accept final offers while the
opportunity is dormant.

Do not hold back a ready decision out of excess
caution.
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CO NV ER GENCE WIS DO M PART I I  ·  MO NTH 6 O F  6

Month 6: Strategic Reflection

55%
A L I G N M E N T

M AR  6  –  AP R  4 ,  2027  ·  O P E NS  W I TH  AW AK E NI NG

Consensus 55% · Ranked #6 of 6
Caution period — maintain, prepare, and avoid new commitments.

For your question “Should I accept, and when should I hand in my notice?”, this is the caution period — avoid irreversible
steps and prepare instead.

FIVE-SYSTEM ANALYSIS

S YS TEM ANALYS IS S CO R E

Capacity
Personal Energy Capacity &
Seasonal Cycles

Strategic Reflection. Analysis and unconventional insight are
strong; momentum is slower. Use this w indow for diligence,
modelling, and quiet preparation.

0.0

Workspace
Physical Workspace &
Environmental Support

Visiting influence at the entrance: Steady Reserves (year: Learning
& Visibility). Use the period to consolidate assets and long-term
arrangements.

+1.4

Leverage
Real-Time Negotiation
Leverage & Counterparty
Intent

Opportunity dormant (Northeast). Prepare documents and
fallback options for the next w indow.

-0.2

Evolution
Situational Evolution &
Strategic Posture

Authority & Mandate: strong. Advance the decisive issue — timing
supports it this month.

+0.5

Ground Check
Practical Ground Check &
Contract Fine-Print

Ground signal: Scythe. A sudden decision or abrupt cut. Prepare
for an abrupt decision — keep your fallback option warm.

-0.2

What to do
1. Use the period to consolidate assets and long-term

arrangements.

2. Advance the decisive issue — timing supports it this
month.

3. Run diligence, scenario models, and reference checks
while momentum is slow.

What NOT to do
Do not accept any term that has not been confirmed
in writing.

Do not make or accept final offers while the
opportunity is dormant.
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CO NV ER GENCE WIS DO M PART I I  ·  RANK I NGS

Six-Month Consensus Matrix & Window Rankings
For your question “Should I accept, and when should I hand in my notice?”, the best window is Jan 5 – Feb 3, 2027 and the
caution period is Mar 6 – Apr 4, 2027.

M O NTH CAPACITY WO R KS PACE LEV ER AGE EV O LUTIO N
GR O UND

CH ECK
CO NS ENS US R ANK

M1 Oct 8 – Nov 6, 2026 +1.0 +1.0 +1.3 -0.2 +0.6 67% #3

M2 Nov 7 – Dec 6, 2026 +0.5 +0.8 +0.3 +0.4 +0.6 61% #5

M3 Dec 7, 2026 – Jan 4,
2027

+2.0 +0.5 +0.3 +0.4 -0.2 65% #4

M4 Jan 5 – Feb 3, 2027 +1.8 +1.3 +1.3 -0.2 +0.9 73% #1

M5 Feb 4 – Mar 5, 2027 +1.5 +1.7 -0.2 +0.5 +1.3 69% #2

M6 Mar 6 – Apr 4, 2027 0.0 +1.4 -0.2 +0.5 -0.2 55% #6

67%

M1

61%

M2

65%

M3

73%

M4

69%

M5

55%

M6

Dashed line marks the 50% conditional threshold.

#1 Peak Execution Window
Jan 5 – Feb 3, 2027 — Executive Mandate (73%).
Schedule signatures, offers, launches, and
announcements here.

Caution Period
Mar 6 – Apr 4, 2027 — Strategic Reflection (55%). Avoid
new commitments; use for preparation.

FULL RANKING

#1 · Jan 5 – Feb 3, 2027 · Executive Mandate · 73%

#2 · Feb 4 – Mar 5, 2027 · Sponsorship & Backing · 69%

#3 · Oct 8 – Nov 6, 2026 · Commercial Closure · 67%

#4 · Dec 7, 2026 – Jan 4, 2027 · Formal Recognition · 65%

#5 · Nov 7 – Dec 6, 2026 · Opportunistic Upside · 61%

#6 · Mar 6 – Apr 4, 2027 · Strategic Reflection · 55%
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CO NV ER GENCE WIS DO M DO MAI N P L AY B O O K

Career Move Playbook
A practical sequence for your situation — “Should I accept, and when should I hand in my notice?” — to work through alongside
the roadmap. Align each phase with the ranked windows on the previous page.

BEFORE THE OFFER

Map the decision-making unit: hiring manager, sponsor, HR, and any board or committee approval.

Prepare a 90-day value plan that you can present in the final round.

Line up two senior references who can speak to the specific mandate.

NEGOTIATING THE PACKAGE

Negotiate title, reporting line, and decision rights before compensation.

Anchor base salary first; then variable pay, equity, and sign-on to offset forfeited awards.

Get severance, change-of-control, and relocation terms in the written offer.

CLOSING WELL

Request the full contract, not just the offer letter, before resigning.

Agree a start date that respects your notice period and personal timing windows.

Plan the exit from your current role so relationships remain intact.
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CO NV ER GENCE WIS DO M MASTER CHECK L I ST

Master Action Checklist
AR EA DO DO N'T

Negotiation Let the counterparty state numbers first where possible.

Negotiate decision rights and scope before compensation or
price.

Summarise every meeting in writing w ithin 24 hours.

Do not reveal your walk-away
point or alternatives.

Do not negotiate when
fatigued or under artificial
time pressure.

Timing Execute the decisive step in Jan 5 – Feb 3, 2027.

Use Feb 4 – Mar 5, 2027 as the back-up w indow.

Do not commit during Mar 6 –
Apr 4, 2027.

Contracts Read the final draft in full, not the redline summary.

Obtain independent legal review before signature.

Do not rely on verbal
assurances or side letters.

Do not sign documents w ith
blanks or open schedules.

Spatial Setup Place your command desk in the South zone, seated w ith a solid
wall behind you and a clear view of the door. Profile of this
zone: peak influence and recognition energy.

Face Northeast in negotiations and calls.

Do not sit w ith your back to
an open door or w indow in
key meetings.

Final word
For your question “Should I accept, and when should I hand in my notice?”: Yes, on balance — most signals support it.

This report converges five independent lenses on a single decision. Use it to choose when and how to act, and to see blind
spots early — then apply your own judgement and professional advice to decide whether.

Convergence Wisdom assessments are a structured strategic-reflection framework derived from classical timing and environmental models. They are not
financial, legal, medical, or investment advice and do not predict outcomes.
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CO NV ER GENCE WIS DO M TERMS

Terms of Use & Important Notices
Nature of this report

This report applies five classical systems — Four Pillars (BaZi)
personal timing, Xuan Kong Flying Stars, Qi Men Dun Jia, the I
Ching, and the Lenormand cards — to the details you entered.
The calculations are deterministic, rule-based computations
from the calendar and the sun's position; the interpretations
are symbolic and traditional. They have not been scientifically
validated, do not predict outcomes, and carry no guarantee of
any result.

Not professional advice

Nothing in this report is financial, investment, tax, accounting,
legal, employment, medical, or psychological advice. Job
changes, settlements, contracts, investments, and other
commitments need advice from a qualified professional before
you act.

Health and well-being

This report is not a diagnosis, prognosis, or treatment
recommendation. Never delay or decline care because of it. If
you are in distress or feel unable to cope, contact a doctor, a
local helpline, or emergency services.

Your decisions

You remain solely responsible for your decisions and their
consequences. Use this report as one input to your own
judgement, alongside professional advice, and never as the
sole basis for a decision.

Accuracy of your details

The report relies on the details on the “Your Assessment Details”
page. We do not verify them, and we are not responsible for
results that follow from incorrect or incomplete information.

Liability

The report is provided “as is”. To the fullest extent the law
allows, we are not liable for any indirect or consequential loss,
or for any decision made in reliance on this report, and our
total liability is limited to the price you paid for it. Nothing here
limits liability that cannot be limited by law , or your statutory
consumer rights.

Privacy

Your assessment details are stored w ith your payment record so
the report can be regenerated for you, and are handled as
described in our Privacy Policy. Your download link works for 30
days, and anyone w ith it can open this report, so keep it
private.

Licence

This report is licensed for the private use of Sample Client
(fictional). Do not resell, publish, or redistribute it w ithout our
written permission.

Refunds

If the report fails to generate or download, is incomplete
because of a fault on our side, or you were charged tw ice, write
to us w ithin 48 hours of purchase for a full refund. See our
Refund Policy.

Full terms

Your purchase is governed by the Terms of Service, Privacy Policy,
and Refund Policy at http://localhost:3000. If anything on this
page conflicts w ith them, those documents prevail.
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