Jack and Becky
The story you wrote about Jack and Becky contains 726 words.
For spoken delivery, the average speaking rate for clear, professional audio narration is about 120–150 words per minute. This makes the estimated delivery time:
· At 120 words per minute: approximately 6 minutes.
· At 130 words per minute: approximately 5.5 minutes.
· At 150 words per minute: approximately 4.8 minutes.

Jack & Becky: The Promotion Race
Jack and Becky worked side by side in customer services at London-based BrightIQ—a business intelligence company riding a wave of rapid growth. Both were standout performers: Jack, soon to be married, was known for his drive and attention to detail; Becky, returning from six months’ maternity leave, was respected for her strategic thinking and ability to handle even the toughest clients with empathy and assurance.
With the Founder CEO stepping down and the Chief Sales & Customer Officer taking the helm, their own manager was next in line for promotion. Suddenly, the position of Customer Services Team Lead was up for grabs. The entire company seemed to buzz with speculation: Would it be Jack or Becky?
The Early Advantage
Jack, who joined a year after Becky, impressed with his energy and willingness to volunteer for extra shifts and critical tasks. When big clients called with complaints, Jack took ownership, often staying late to resolve issues. He was popular among the team, always the first to offer practical help.
Yet, Becky’s return brought a fresh dynamic. Before her leave, she’d led a project to overhaul the call handling system—a change that improved customer feedback scores and cut average response times. Quietly, she updated herself on everything that had changed during her absence, then began mentoring a new recruit, keen not just to catch up, but to bring the whole team with her as the business evolved.
Twists & Turns
As applications for the promotion opened, Jack was proactive. He asked his (now-outgoing) manager what would make a candidate stand out, requesting detailed feedback and acting on it. He scheduled a meeting with HR to clarify the prerequisites for the next step, then took a short online course in advanced client relationship management to add a new credential to his CV.
Becky, meanwhile, focused on visibility—but in a different way. She arranged cross-team meetings—linking her work with sales and product development—demonstrating a broader understanding of the business. She openly shared her ambition with her boss, but also confided that juggling work with her young child brought a new perspective to supporting clients. She met with the Chief Sales & Customer Officer, not to plead her case, but to ask what the next leader should focus on as the company grew.
The Unexpected Challenge
Midway through the process, an unexpected twist: the company announced a strategic pivot toward new AI-driven products, meaning customer services would soon need to support a wider, technically demanding client base.
Jack hesitated; he feared his technical skills weren’t as strong. He withdrew slightly to concentrate on upskilling, taking extra courses, but in doing so, became less visible to the team and decision-makers.
Becky, on hearing the news, suggested a series of AI product knowledge sessions for the entire customer team. She took the lead, inviting product managers and technical leads to run the sessions. Her “bridge-building” approach brought different departments together, boosting morale and preparing everyone for the coming change.
The Final Decision
At the last round of interviews, both candidates were asked not only about their achievements, but about how they would lead the team into this new era.
· Jack cited his consistent results, commitment, and fresh skills from recent courses. He emphasized how his personal style motivated the team and reassured clients.
· Becky reflected on her vision for a collaborative, learning-focused culture. She presented specific ideas for further cross-functional projects and ways to build resilience and adaptability in the team—qualities critical for ongoing change.
Ultimately, the company chose Becky. Her ability to map a strategic path, maintain a growth mindset, build a record of results post-maternity, acquire skills relevant to the company’s future, demonstrate executive presence, and invest in broad relationships both inside and outside her department made her the natural choice. Jack—respected and valued—was encouraged to develop a more expansive view of leadership and to seek out broader, cross-functional experiences in the coming year.
Takeaways
· Promotions go to those who not only deliver results, but are visible, adaptive, and future-focused.
· Building bridges across departments and aligning with the company’s direction can tip the scales—even if your peer is equally accomplished.
· Intentional networking, feedback-seeking, and clear communication of ambitions—not just hard work—influence who moves up, especially in times of change.
Jack cheered Becky on as she stepped into her new role, and the team, inspired by the example of both, looked forward to a new chapter at BrightIQ.

