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Business Atlas

Business strategy for your
type
The report is generated only from the Human Design chart. It shows
decisions in cards: promise, price, communication, boundaries,
centers, activations, 30-day plan and 90-day rhythm.

Human Design Demo
Type: Manifesting Generator
Strategy: Czekać na reakcję, a potem informować
Authority: Emocjonalny

Executive summary

A Manifesting Generator builds business through response, speed, testing
and combining several threads into useful outcomes. Strategy should allow
pivots while preventing chaotic overcommitment.
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Business strategy map One map: promise, decision, energy
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Core business thesis

Human Design Demo: Manifestujący Generator, profile 1/4. The Manifesting Generator business edge comes from designing the offer around its correct energy pattern, decision rhythm and client fit
rather than using generic marketing pressure. The offer should start from Słońce 38.1: struggle for meaning, and sales language should stay clear through Merkury 10.4: self-behavior. Decision filter:
Use the authority as the final filter before pricing, launching, partnering or promising a result. Trust pattern: Trust grows when the offer shows the natural way this profile is recognized by clients..

1. Market promise

Słońce shows business motif of the activation. In
the offer, struggle for meaning should name the
client decision before the package explains the
method. line 1 needs foundations, proof and safe
structure.

2. Price and scope

Treat provocation as a pricing boundary: the client
pays for recognition, preparation and scope, not for
endless access. line 1 needs foundations, proof and
safe structure.

3. Sales language

Use self-behavior as one clear buying criterion.
Keep the message practical: one problem, one
decision, one next step.

Direction

Start from the promise Słońce 38.1, Korzeń:
struggle for meaning, not a generic talent list.

Read delivery cost through Ziemia 39.1, Korzeń:
provocation and Emocjonalny authority.

Simplify sales language through Merkury 10.4, G:
self-behavior.

Enter the market in line with strategy: Czekać na
reakcję, a potem informować.

Metrics

speed of learning

quality of pivots

satisfaction after sprints

recognition of Słońce 38.1 motif

clarity of Merkury 10.4 message

Client fit

the client accepts iteration

the project has room to evolve

the outcome is clear enough

speed is useful, not chaotic

client respects the strategy: Czekać na reakcję, a
potem informować



Offer canvas Offer in six simple decisions
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Promise

Słońce 38.1, Korzeń: struggle for meaning. Słońce
shows business motif of the activation. In the offer,
struggle for meaning should name the client
decision before the package explains the method.
line 1 needs foundations, proof and safe structure.

Price

Ziemia 39.1, Korzeń: provocation. Treat
provocation as a pricing boundary: the client pays
for recognition, preparation and scope, not for
endless access. line 1 needs foundations, proof and
safe structure.

Communication

Merkury 10.4, G: self-behavior. Use self-behavior
as one clear buying criterion. Keep the message
practical: one problem, one decision, one next
step.

Relationship boundary

Wenus 34.2, Sakral: power. Watch for using Sakral
outside strategy and authority. The clean move is
to keep the format simple and wait for correct
recognition, while staying inside strategy and
authority.

Process

Księżyc 44.6, Śledziona: patterns. Turn patterns
into a delivery rhythm: diagnose, decide,
implement and review. Let Śledziona set the
energy boundary.

Client fit

Mars 30.4, Splot słoneczny: desire. Watch for
selling the immature edge before it has become a
method. The clean move is to sell through trust,
referrals and a named relationship path, while
staying inside strategy and authority.

Anti-patterns

selling every idea at once

changing direction without communication

Team role

rapid prototyping

connection of ideas



Decisions, authority and profile Choosing direction without pressure
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Authority in business

Business decisions need time to move through the emotional wave. Avoid
committing at the top of excitement or at the bottom of doubt. Name the decision,
give it time, revisit it after the mood changes and then choose direction.

Profile in relationships

Profile 1/4 describes how learning, visibility and relationships shape business trust.
Line 1 shows one part of the role, while line 4 shows how the market often meets
the person.

Decision process

Business decisions need time to move through the emotional wave.
Avoid committing at the top of excitement or at the bottom of doubt

Name the stake: money, reputation, energy,
relationship or time.
Separate authority from fear, urgency and
comparison.
Write the decision and the conditions for review.

Decision risks

decision made under opportunity pressure

agreement without checking energetic cost

over-rationalizing after a body signal

skipping the strategy of the type

Profile visibility

show the natural learning style

name the relationship context

avoid copying another profile strategy

let trust build through the right channel

protect the rhythm of visibility

Client conversation rhythm

Use the profile as a relationship map. It should shape the way the offer is presented, not replace strategy and authority.



Sales, communication and visibility Less pressure, more clarity
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Sales

Use self-behavior as one clear buying criterion.
Keep the message practical: one problem, one
decision, one next step.

Communication

Słońce shows business motif of the activation. In
the offer, struggle for meaning should name the
client decision before the package explains the
method. line 1 needs foundations, proof and safe
structure.

Visibility

Marketing for profile 1/4 should make the trust path
explicit instead of forcing a generic content
schedule.

One sales sentence

I help recognize the moment of struggle for meaning, organize the decision and
move forward without pressure.

What not to push

Watch for using Sakral outside strategy and authority. The clean move is to keep
the format simple and wait for correct recognition, while staying inside strategy
and authority.

Content without burnout

Build content from Merkury 10.4: one client problem, one decision criterion and one next step.



Centers as resources and risks Nine energy fields in simple cards
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Head - open

Pressure field. Open Head easily absorbs other
people’s questions. The risk is to let this center
override strategy and authority.

Ajna - open

Pressure field. Open Ajna brings flexible
perspective. The risk is to let this center override
strategy and authority.

Throat - defined

Stable resource. Defined Throat supports a more
consistent style of expression and messaging. Use
it as a consistent business resource, not as a
demand to be always available.

G - defined

Stable resource. Defined G supports consistent
direction, identity and brand coherence. Use it as a
consistent business resource, not as a demand to
be always available.

Heart/Ego - defined

Stable resource. Defined Ego can provide stable
will and commitment. Use it as a consistent
business resource, not as a demand to be always
available.

Spleen - defined

Stable resource. Defined Spleen supports instinct,
timing and alertness to what is healthy or unsafe.
Use it as a consistent business resource, not as a
demand to be always available.

Solar Plexus - defined

Stable resource. Defined Solar Plexus needs
emotional timing and wave-aware decisions. Use it
as a consistent business resource, not as a
demand to be always available.

Sacral - defined

Stable resource. Defined Sacral supports
sustainable work when response is correct. Use it
as a consistent business resource, not as a
demand to be always available.

Root - defined

Stable resource. Defined Root can bring consistent
pressure to start, improve or move. Use it as a
consistent business resource, not as a demand to
be always available.



Gates, lines and planets as business talents Four key signals without a wall of text
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Promise: Słońce 38.1, Korzeń: struggle for meaning

Słońce shows business motif of the activation. In the offer, struggle for meaning
should name the client decision before the package explains the method. line 1
needs foundations, proof and safe structure.

Price: Ziemia 39.1, Korzeń: provocation

Treat provocation as a pricing boundary: the client pays for recognition,
preparation and scope, not for endless access. line 1 needs foundations, proof
and safe structure.

Communication: Merkury 10.4, G: self-behavior

Use self-behavior as one clear buying criterion. Keep the message practical: one
problem, one decision, one next step.

Boundary: Wenus 34.2, Sakral: power

Watch for using Sakral outside strategy and authority. The clean move is to keep
the format simple and wait for correct recognition, while staying inside strategy
and authority.

Channel intelligence

33-13: pamięć doświadczeń

10-34: podążanie za przekonaniami



Operational playbook Playbook from concrete HD activations - 5 clarity steps from the chart
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1 Name the promise
Słońce shows business motif of the activation. In the
offer, struggle for meaning should name the client
decision before the package explains the method.
line 1 needs foundations, proof and safe structure.

2 Set the price boundary
Treat provocation as a pricing boundary: the client
pays for recognition, preparation and scope, not for
endless access. line 1 needs foundations, proof and
safe structure.

3 Simplify the message
Use self-behavior as one clear buying criterion. Keep
the message practical: one problem, one decision,
one next step.

4 Protect relationships
Watch for using Sakral outside strategy and
authority. The clean move is to keep the format
simple and wait for correct recognition, while staying
inside strategy and authority.

5 Check the energy
Turn desire into a delivery rhythm: diagnose, decide,
implement and review. Let Splot słoneczny set the
energy boundary.

Client qualification

Does the client recognize my role?

Is the problem within scope?

Do I have permission to diagnose?

Dominant activation field

Dominant activation field: Korzeń. Use it as a business lens: When defined, this center can become a stable business resource, repeatable signal or part of the brand promise.



30-day plan Plan from the four strongest activations
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Week 1: promise

Słońce 38.1, Korzeń: struggle for meaning: Słońce shows business motif of the
activation. In the offer, struggle for meaning should name the client decision
before the package explains the method. line 1 needs foundations, proof and
safe structure.

Week 2: price

Ziemia 39.1, Korzeń: provocation: Treat provocation as a pricing boundary: the
client pays for recognition, preparation and scope, not for endless access. line 1
needs foundations, proof and safe structure.

Week 3: communication

Merkury 10.4, G: self-behavior: Use self-behavior as one clear buying criterion.
Keep the message practical: one problem, one decision, one next step.

Week 4: boundary

Wenus 34.2, Sakral: power: Watch for using Sakral outside strategy and
authority. The clean move is to keep the format simple and wait for correct
recognition, while staying inside strategy and authority.

Monthly metrics

speed of learning

quality of pivots

satisfaction after sprints

What not to do

selling every idea at once

changing direction without communication

overpromising scope



90-day plan through HD mechanics Implementation rhythm from planets, lines and centers
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1 Phase 1
Słońce 38.1, Korzeń: struggle for meaning: Słońce
shows business motif of the activation. In the offer,
struggle for meaning should name the client decision
before the package explains the method. line 1 needs
foundations, proof and safe structure.

2 Phase 2
Ziemia 39.1, Korzeń: provocation: Treat provocation
as a pricing boundary: the client pays for recognition,
preparation and scope, not for endless access. line 1
needs foundations, proof and safe structure.

3 Phase 3
Merkury 10.4, G: self-behavior: Use self-behavior as
one clear buying criterion. Keep the message
practical: one problem, one decision, one next step.

4 Phase 4
Wenus 34.2, Sakral: power: Watch for using Sakral
outside strategy and authority. The clean move is to
keep the format simple and wait for correct
recognition, while staying inside strategy and
authority.

5 Phase 5
Księżyc 44.6, Śledziona: patterns: Turn patterns into
a delivery rhythm: diagnose, decide, implement and
review. Let Śledziona set the energy boundary.

6 Phase 6
Mars 30.4, Splot słoneczny: desire: Turn desire into a
delivery rhythm: diagnose, decide, implement and
review. Let Splot słoneczny set the energy boundary.

Monthly review

Does the promise from Słońce 38.1 create more type signature than pressure?

Does the sales language from Merkury 10.4 simplify the client decision?

Is the Gardło resource used consciously rather than overloaded?

Decision compass

Every 30 days compare offer, price and work style with type signature and not-self
pressure. Keep what strengthens the correct rhythm and remove what forces value
proving.



Unique business signature The shortest version of the client's strategy
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Unique business thesis

Human Design Demo: Manifestujący Generator, profile 1/4. The Manifesting Generator business edge comes from designing the offer around its correct energy pattern, decision rhythm and client fit
rather than using generic marketing pressure. The offer should start from Słońce 38.1: struggle for meaning, and sales language should stay clear through Merkury 10.4: self-behavior. Decision filter:
Use the authority as the final filter before pricing, launching, partnering or promising a result. Trust pattern: Trust grows when the offer shows the natural way this profile is recognized by clients..

Type axis

The Manifesting Generator business edge comes from designing the offer around
its correct energy pattern, decision rhythm and client fit rather than using generic
marketing pressure.

Authority filter

Use the authority as the final filter before pricing, launching, partnering or
promising a result.

Profile trust

The offer should define contact style, expectation boundaries and the client
pathway to trust.

Center resources

Defined: Gardło, G, Serce/Ego, Śledziona, Splot słoneczny +2. Open: Głowa, Ajna.
Defined resources show stability, open centers show pressure fields.

Premium model

entry: diagnostic touchpoint

core: clear transformation package

premium: limited access container

Client filters

the client respects the role

the problem fits the scope

the delivery rhythm is realistic

HD offer formula

Promise: let Słońce 38.1: struggle for meaning name the visible client
decision, then keep it inside the manifesting_generator strategy.
Delivery: ground the promise through Ziemia 39.1: provocation and the
work rhythm: protect preparation time; define scope before delivery.

Sales language: use Merkury 10.4: self-behavior to
make the buying criteria concrete, not louder.



Offer intelligence from the chart Final page as decisions, not a table
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Market edge

The Manifesting Generator business edge comes
from designing the offer around its correct energy
pattern, decision rhythm and client fit rather than
using generic marketing pressure.

Pricing boundary

The price should protect energy, responsibility,
scope and quality of delivery.

Delivery rhythm

protect preparation time; define scope before
delivery; use written decision points

Profile trust

Marketing for profile 1/4 should make the trust
path explicit instead of forcing a generic content
schedule.

How to read the chart in business

Promise: Słońce 38.1: struggle for meaning.
Delivery: Ziemia 39.1: provocation. Language:
Merkury 10.4: self-behavior.

Channel intelligence

33-13: pamięć doświadczeń; 10-34: podążanie za
przekonaniami

Activation intelligence

The correct model creates more clarity, satisfaction, peace, success or surprise. The wrong model shows pressure, bitterness, anger, frustration or disappointment. Kod aktywacji: Słońce 38.1:
struggle for meaning; Ziemia 39.1: provocation; Merkury 10.4: self-behavior; Wenus 34.2: power; Księżyc 44.6: patterns; Mars 30.4: desire; Jowisz 42.5: completion; Saturn 24.3: rationalizing


