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ONE BRAIN
TWO MINDS

______
SUBCONSCIOUS CONSCIOUS
Programmed by the past * Lives in the present

Instinctual, habit mind

Hard-wired for survival
Powered by emotion

Present, future-focused
Reasoning, logical mind
Powered by reason

[¢] [¢] [¢] [¢]
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OUR operating system
MOST OF THE TIME

By age 35,
we're 95% a hard-wired set

We have an average of 60,000 thoughts a day of pre-programmed behaviors
80% of them are negative
We process 11 million bps info per second
Only 40 bps are processed by the conscious mina
Our brains focus on negative inputs
By a factorof 7to 1 PILOT
We spend an avg. of 70%+ of our days “stressed” ON/OFF
Exist in a perpetual state of 'fight or flight'

When we're stressed, we default to auto-pilot
Governed by our belief systems & conditioned behaviors
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CREATURES OF
CONDITIONED THINKING

SELIEF SYSTEMS

PRE-CONCEIVED MENTAL MODELS

INTERNAL PROCESS OCCURS COMPLETELY OUTSIDE
OUR AWARENESS

WE ARE MEANING-MAKING MACHINES

Events have no meanings except the ones you give them

IN 1/5 SECOND BELIEFS DRIVE CONDITIONED
REACTIONS
Versus Conscious responses

YOUR STORIES SHAPE YOUR SUCCESS
empowering or disempowering



BELIEFS

o Some beliefs help, some beliefs hinder
o You can move beyond auto-pilot

o Have to "interrupt” these habit loops

o Willoower is garbage

o Answer is awareness followed by action

o Upgrade your beliefs, upgrade your results
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MISTAKES
ARE BAD,
MAKE ME BAD.
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| CAN'T CHARGE
(MORE) FOR
PLANNING.
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| HAVE TO BE
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TO BE
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| CAN'T

FOCUS ON
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I'M NOT
WORTHY /DON'T
DESERVE ___

N

IF 1 DO "THAT MY
CLIENTS & COls
WILL REVOLT.

\4/
| AM NOT
IMPORTANT
OR LOVED.

TN

\4/

ALL CLIENTS
ARE GOOD
CLIENTS.

O

| AMNOT
ENOUGH.

=\

\5/

'™MIUST
AN
IMPOSTER.



AWARENESS
BUILDING

D (2) 3 (4 ) 5 1 (2) 3) (4 5)
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BEING

LIVING

WALLS

S

—HIND 4

Protect. Prove. Hide. Defend.

CONDITIONAL LIVING

When (this ha

ns),

'll be (happy).

_GO DRIVEN

) would just (a

ct the way | want) then everything

vv Idb OK and | would be (h opy).
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APPLYING WHAT
YOU LEARN

RE [RAIN
YOUR
SRAIN

A Crash Course
on how to re-train your

brain to elevate your
WORK, WEALTH & WELL-BEING




T

" l'ean do it faster

and better myself | can't charge
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THE 7 MINDSETS OF SUCCESS

Am | Worth [t?
Will They Say Yes?
Can | Say No?
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LEARNING TO MIND YOUR LINE
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SUCCESS STATE

STRESS STATE



£ TAKINGA '\
/ CLOSERLOOK
| AT YOUR

LIMITING
BELIEFS

What do you want?
What's your story about why
you don't have it?

What's the benefit of this
oeliet? How does it serve you”?

How does this belief get in your
way'”?

What's it costing.you?



SUILDING
NEW & BETTER

STORIES

A
STORY-SHIFTING

FIRST, NOTICE THE FEELING

 FEELINGS ARE INDICATOR LIGHTS

« ACCEPTANCE > AVOIDANCE

« NOTICE THOUGHT BEHIND FEELING
« CHALLENGE AND REPLACE

THEN, ASK 5 KILLER QUESTIONS

WHAT'S HAPPENING?
WHAT'S HAPPENING, really?
WHAT IS THE STORY BEHIND FEELING? |

IS IT REALLY TRUE?
WHAT DO YOU CHOOSE TO BELIEVE?

SIS
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e What would it take to..2x MYy i
i half the time?

e What would
from my top 10 client
he next 90 days?

it take to..start
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o What would
marketing foc
100 ideal clients?
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SHIFT YOUR THINKING,
SHIFT YOUR LIFE

Your bedi Faars and a story that drives your mindset you ion of
reality. By becoming aware of these stories, you deepen your understanding of your mindset and take action to
shift your thinking When you shift your thinking, you will shift your Life.

IDENTIFYING WHAT YOU WANT TO IMPROVE

Select that youwank to imp pped,ary improving/ i
‘on quickly enough. These may show up as things Like not leaving on time consistendy, avoiding contacring
clients or prospects, exercising more, working Less, pi allowing constant J loss of

Focus, working less.

Drescribe what you want o improve here:

7-Mindsets Money
.
MINDSET | MEGATIVE E:i:ﬂLLENGE
WCORTH
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b | raguiarly ger swsrwhaln
MName, Tirme Pericd.

e lidentify as o perfection
Subjoct:

d. | hald highar standards 1

- EMNERGY PRODUCING & REVENUE CREATING
(2) 1 ferl cverwhelmed becouse

P
(&) My story ahout this is

:zj Tis rrie, creerwdelm fesls like] ENERGY DRAINING & REVENUE DEPLETING

7-Mindsets of Success

The stories we tell ourselves are incredibly powerful, and can either be keep us stuck or be the catalyst for change. List what you are currently telling yourself
in each of the 7 mindset categories under “Old Story.” Then, create and record the new story you want to believe. Consider which action steps you would need
to take to make that new story a reality and record them under “Action ltems.” Consider adding these to your Success Shifter to create new beliefs and habits.

KEY LEARNINGS
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TERMS &
CONDITIONS

You can be,
have, achieve
and experience
whatever you
desire.

You simply have
to raise your
standards.




The Formula for Change
Stephanie Bogan

Take the Uncomfortable Leap
Stephanie Bogan

Harnessing your Head Trash
Stephanie Bogan

Mindset: New Psychology of Success
Carol Dweck

How to Unf*ck Yourself
Gary John Bishop

Think & Grow Rich
Napoleon Hill

« Watch
Mindset Mastery Learning Path

 Review
7 Mindsets Guidebook

« Complete
Lesson exercises/resources

Use Success Shifter to define and
reinforce new, empowering habits

Stht AM/PM Routines & Rituals

* Morning Practice how you start your day
sets your day; 10 mins day to big shifts

» Mindfulness or meditation practice

« Journaling

» Vision, Goals, Big Why reflection

» Set daily intentions

» Evening review & reflection

Practice “Catch & Correct”

Attend Mindset Coaching calls
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