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R E C O D I N G  Y O U R  M I S S I O N ,  p a r t  2  
In this module we are focusing on part 2 of our Total Mission Alignment 
process. We begin with clearing your psychological and logistical objections to 
growth which come up specifically when you begin to have access to growth 
opportunities.  Then we help you to turn the assets you are building into a 
workable action plan converting some of those actions into habits. 
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R E C O D I N G  Y O U R  M I S S I O N ,  p a r t  2  

S A B O T A G E  P A T T E R N S  
Any new action that you haven’t taken has hidden or other than conscious 
objections (logistical, psychological). What is that storyline where those 
objections come up and how can you begin to have access to a new storyline 
that clears those objections. Many times this objections to growth can be seen 
as a sabotage pattern. 

The sabotage pattern will start with a daily activity. At some point some great 
growth opportunity will present itself as you work those daily activities. This 
growth opportunity presents a trigger point. We have a break in belonging 
which produces guilt and shame causes us to create a counterproductive 
action that will move us in the opposite direction of our intention 

This pattern sends us into a negative but very familiar emotional rollercoaster 
which gets repeated over and over and is therefore actually a highly valued 
state.  A ‘highly valued state’ is defined as the state of your ecosystem that 
feels the most comfortable. 

How could it be highly valued? It seems like those are the states we value the 
least. But, if you look at yourself not as a limited consciousness that can only 
achieve some things sometimes, but instead as a whole and complete human 
being where all of your actions wind back to your authorship then you can see 
that there is a positive intended outcome part of you is trying to protect or 
achieve through this pattern. 

To break your sabotage patterns you need to look at that highly valued state 
as a victory, as a means to create some outcome that you value, and the 
minute you do, you can unlock some new creativity to shift the pattern.  You 
can find new, less destructive ways to continue to have the positive intended 
outcome without triggering your sabotage pattern. 

Most people disengage from the growth opportunity which causes a constant 
scattering. Those who recode a completely new productivity and achievement 
pattern achieve their missions. 
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R E C O D I N G  Y O U R  M I S S I O N ,  p a r t  2  

O V E R C O M I N G  Y O U R  S A B O T A G E  P A T T E R N S  
There’s one action item one thing you can do. It’s about understanding the 
value (positivity) behind your own intentions. When you have a sabotage 
pattern the first thing you want to do is make yourself bad and wrong, but that 
is what perpetuates it. 

When you observe your sabotage pattern see if you can laugh at it and search 
for what is highly valued. Is it safe to take another mini step towards it? It’s not 
‘I’m bad for having the sabotage pattern’, it’s ‘I’m clever for having this 
pattern.’ 
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C L E A R I N G  O B J E C T I O N S  T O  G R O W T H  
Even if you have handled some of your negative thought patterns you will find 
new ones unique to opportunities that will crop up.  We notice that objections 
are an indication that there is an evolution ready to take place. They appear 
when you progress and grow and cause a new objective version of yourself to 
emerge. 

DEFINITION OF EVOLUTION: 
Ability to take on new perspectives 

Observing and managing these objections is a growth pathway of your own 
evolution. As you get more specific, these objections come up! 

O V E R C O M I N G  Y O U R  P S Y C H O L O G I C A L  O B J E C T I O N S  
There are both psychological and logistical objections to growth which fall into 
specific flavors.  Here are the 6 most common psychological objections: 

#1 Fear of stepping into your power

There’s a new accountability and responsibility that occurs when you realize 
you can influence others.  Many believe that power and influence means you 
are manipulative, corrupt, and using ‘cheat codes’ to get people to do what 
you want them to do (but you don’t want to cheat).  

Make sure that when you are stepping into your power it is truly aligned with 
the difference you want to make. If you are in service to your mission then the 
more power you have, the better it is for the planet. If you feel that pull back 
about being too powerful,  go back to what you are in service to. 

#2 Fear of Failure / Fear of Looking Bad

Is there any such thing as failure? In NLP, there’s no failure only feedback. If 
you are measuring success at a particular point of time look at everything you 
have learned from those things you have initially coded as failure. 
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C L E A R I N G  O B J E C T I O N S  T O  G R O W T H  

O V E R C O M I N G  Y O U R  P S Y C H O L O G I C A L  O B J E C T I O N S  
#3 Fear that you can’t

Many people fear that they are unable to complete their mission or goals and  
express what we like to call ‘Silver Medal Syndrome’.  This is when you know 
there’s something you want but instead of going after it directly, you choose 
the next best thing which feels easy and doable, thus never achieving it.  

#4 Fear of leaving people behind

You fear that when you do achieve your mission or goal, that there will be a 
break in belonging with the people around you who have a very different 
experience of their lives. However, the people you really want to take with you 
give you an opportunity to be a leader. If you are having to ‘leave people 
behind’ metaphorically because your mission is greater then your willingness 
to leave them will likely draw them with you


#5 Fear of being consumed by a mission that’s too big

If none of us dive into any of our missions, none of them will happen. If all of 
us commit fully to all of our missions the overlap, consistency, congruence, and 
resonance will be as if there are thousands of people on your mission.  When 
you dive in you find yourself on the largest team possible and on that team 
you’ll never be consumed. 

#6 Fear of Being Too Small

Who am I to make a difference? You make ripple effects that make a massive 
difference in people’s lives. Trace one of those ripples. Talk to someone you’ve 
made a difference for. Ask them who they’ve made a difference for, then call 
up that person and ask them who they’ve made a difference for By about the 
3rd, 4th ,5th person you’ll start to have a real shift in your experience of the 
difference you are making. If you measure your bigness yourself you will always 
feel small. You are the one the universe chose to be here and to impact the 
communities around you. Step into that! 

P S Y C H O L O G I C A L  O B J E C T I O N S  J O U R N A L  
Open the Recode Module 8 Workbook and Journal your top 1-3 fears 
engaging with others about their advice on how you can overcome them.  
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C L E A R I N G  Y O U R  L O G I S T I C A L  O B J E C T I O N S  
Logistical objections to growth are the so called ‘real’ objections that ‘really’ 
affect your ability to take advantage of opportunities. We will discover that 
these (logistical objections) are “all in your head” as well. You have to do 
something out in the world differently to have this objection cleared. 

Your concerns will become the fears of those around you. It can feel very 
tangible and real to you and when others are around you it becomes a 
resonant fear. 

T H E  T O P  T H R E E  L O G I S T I C A L  O B J E C T I O N S  
#1 Money (I don’t have enough money for my mission) 
This is a feeling of an inability to get money resources. It is never about the 
resource itself it’s about the resourcefulness. Money is everywhere – 8 trillion 
dollars changing hands every day.  How do we influence people to take action 
and invest? The smartest people in the world use money to buy time. You are 
looking for ways to have people invest in themselves through your project.  

If you have a fear about money it’s possible that it’s the wise part of you that 
knows that your proposal isn’t good enough yet to get funding. You have to 
invest your time in rethinking about how the investor sees opportunities. Invest 
more in making your project more attractive 

#2 Not enough time

You have the same 24hrs in a day as Barack Obama (the president of the 
United States, Richard Branson (with his nearly 400 companies), and Jennifer 
Lopez (actress,	
  author,	
  fashion	
  designer,	
  dancer,	
  producer,	
  singer,	
  and	
  songwriter).	
  

It’s not true that you need more time. It’s true that you need to prioritize things 
differently and look at leverage points and sequence. Look at your priorities 
and commit to fully doing what you are doing for the time you are doing it 

#3 Not enough capability / You don’t know how

Design your commitments and relationships around the kinds of things that 
you do automatically 
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S H R I N K  W R A P  Y O U R  C O M M I T M E N T S  
Shrink wrapping your commitments is about designing games you 
automatically win. It’s important that you don’t set yourself up to lose and That 
you don’t design a game that requires you to be too different than you already 
are. Y 

You want to set the bar just above your current level of competency. If the bar 
is too high you get deflated and stop. If the bar is too low you don’t try. In the 
last module you identified the next asset you are going to be building. 

Studies have shown that will power is a limited resource.  It’s something that 
you can use up throughout the day. Start to look at what are the things you 
automatically do already that are super easy.  

Designing the game that you automatically win means looking at how can you 
produce results in a way that’s natural and for most people that means… 

It’s In response to something (reactive vs responsive), 
It involves other people (shared vs alone) 
You are doing it in groups (public vs private). 
You are partnering with someone who has a need that you are meeting 
(responding to established needs vs creating something new) 

A U T O M A T I C  V A L U E  C R E A T I O N  E X E R C I S E  
Open the Recode Module 8 Workbook to find this exercise.  If you are going 
to do it yourself, list what are the things you do everyday automatically / 
naturally. List 8 – 10 things you naturally do that produces value. Look at the 
asset you are trying to build and see how you can build that asset using those 
tools 

Part 2 of this exercise is to List 5 – 10 things you are ‘suffering through’ and 
how you can either change how you are delivering them. 
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T H E  N E E D L E  M O V E R  –  H O W  T O  S E T  G O A L S  
We will look at how to re-craft your relationship to creating targets and an 
action plan that really works to create goals that you will reliably reach and 
reveal what can be done to make those targets become a reality. 

T H R E E  P E R S O N A L I T Y  T Y P E S  A R O U N D  S E T T I N G  G O A L S  
Setting goals is really an ineffective way of structuring your success. People 
usually have 3 different types of unfulfilling relationships to them which 
disconnects them.  

All three of these personalities don’t experience the satisfaction or fulfillment 
in their achievement. There is a positive and shadow side to each of these 

The Underachiever Personality

Definition:         They will set a target and make sure they don’t achieve it 
Shadow:            Perpetuate not feeling good enough 
Compensation:  Set their goals super high to make sure they are achieving  

                     something good 
Inner Voice:       ‘I should have done better’ 

Achieve And Stop Personality 
Definition:         They hit their target and stop 
Shadow:            Never knowing how far they could have gone. Unfulfilled. 
Compensation:  They will make sure their target is in the comfort zone 
Inner Voice:       Life is bland’ ‘Work as usual’ 
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Overachiever 

Underachiever Achieve & Stop 



T H E  N E E D L E  M O V E R  –  H O W  T O  S E T  G O A L S  

T H R E E  P E R S O N A L I T Y  T Y P E S  A R O U N D  S E T T I N G  G O A L S  
The Overachiever Personality

Definition:         They reach their goal and never stop (until they run out of  

                    resources) 
Shadow:            They never feel like they did enough 
Compensation:  They constantly create new goals never stop to enjoy their  

                     success. There’s another goal they should reach to be happy 
Inner Voice:       ‘I’ll show you!’ ‘I’ll prove myself to them’ 

Each of these scenarios leave people feeling unfulfilled. The purpose of 
knowing this is to allow us to set targets that leave us experiencing fulfillment 
and success and have us feeling connected to our success 

T H E  N E E D L E  M O V E R  T E C H N I Q U E  T O  Y O U R  T A R G E T S  
You will set 3 different points around achievement that will become your 
needle mover range. Open the Recode Module 8 Workbook to setup your 
action plans with these targets in our Needle Mover exercise. 

#1 The Minimum 
#2 The Target 
#3 The Mindblower 

You are currently building assets for your project with targets you know you are 
going to win no matter what kind of personality you have.  We want you to set 
minimum, target, and mind blower targets for the asset you are going to build. 
Think about the next quarter (next 3 months) and create: 

1) Quarterly Goal: Minimum, Target, Mindblower 
2) Monthly Goal (divide by 3):  Minimum, Target, Mindblower 
3) Weekly Goal (divide by 4): Minimum, Target, Mindblower 
4) Daily Goal (divide by7): Minimum, Target, Mindblower 

Your daily target will drive your actions every day to create that result.  You will 
immediately know whether it’s possible to start achieving that target right now 
or whether you need to develop another asset first. 
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S T R U C T U R E S  O F  A C C O U N TA B I L I T Y  

A  N E W  R E S U LT  M E A N S  T A K I N G  N E W  A C T I O N S  
When you want new results in your life, you are going to need to take new 
actions. Any time you try to incorporate new actions, you are going to face 
some kind of resistance, otherwise you would already have the new results. 

R E S I S T A N C E  T A K E S  M A N Y  F O R M S  
Resistance is not always consciously felt. You may not think you are resisting 
because you are not aware of specific thoughts that argue for not taking the 
new actions. You may think that all parts of you are congruent and aligned 
behind taking the new actions and achieving new results but that may not 
necessarily be the case. 

Resistance can take the form of: 

•  Avoidance 

•  Distraction 

•  Forgetfulness 

•  Or just not feeling like it 

D O N ’ T  R E S I S T  Y O U R  R E S I S T A N C E  
It may seem like successful people are just better at overcoming or resisting 
their resistance, but in fact that is rarely the case. Instead, they have learned 
how to build effective structures of accountability 

S T R U C T U R E  
In this case, “Structure” refers to something external to you that helps you. A 
structure could be an agreement or expectation with other people who’s 
opinion of you is important to you. It is not in your internal world, like a 
thought, feeling, or promise to yourself. 
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S T R U C T U R E S  O F  A C C O U N TA B I L I T Y  

A C C O U N T A B I L I T Y  
In this case, accountability means being “held to account” to do what you say 
you are going to do. 

So a Structure Of Accountability is something external to you that helps you 
reliably do what you intend to do. 

F A L S E  B E L I E F S  
Needing a structure of accountability does not mean anything bad about you. 
It doesn’t mean that you are lazy, flakey, or that you care more about other 
people than yourself. 

When you are trying to get something done, you are trying to convert ideas 
and intentions from your “inner world” to actions and outcomes in your “outer 
world”. The rules that govern the inner worlds and outer worlds are very 
different.  

For example, in your inner world, space and time do not exist. In your outer 
world, everything is subject to space and time. This can make the conversion 
process from your inner intentions to your outer actions somewhat complex, 
requiring a “representative” from both worlds to work together to complete 
the conversion. Like a currency exchange that requires a bank from both 
countries to make the exchange.  

Your structures of accountability act as the representative from the outer world 
that “reach in” and grab hold of your inner intentions and ideas and help them 
become a reality in the outer world. 
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S T R U C T U R E S  O F  A C C O U N TA B I L I T Y  

C O N D I T I O N S  F O R  A  G O O D  S T R U C T U R E :  

1.  It naturally fits into your life.

 If you create a structure of accountability to help you get something new 
done, and that structure is too different from your normal day-to-day 
activity, then you have to integrate two new things in order to be 
successful. The new structure as well as the new action. The more the 
structure fits into your life naturally, the more likely you will be able to stick 
to it and it will help you succeed. 

2.  It includes a social cost or consequence. Examples: 
 Agree to give money to a cause you don’t believe in 
 Give $100 up front, and get $5 back 20 times 
 Post pictures on Facebook 

3.  It includes a “carrot” or reward  
(both carrots and sticks work best together) 

 Make sure you really believe you deserve the reward. 

4.  Outcome as well as Output

 Your output is what you do, and your outcomes are what happens as a 
result. If you want to make sure that you are working effectively toward 
your goals, build structures of accountability around outcomes, so you 
can’t “trick” yourself into just going through the motions or performing 
actions that don’t work without the intention of really getting results 

Open the Recode Module 8 Workbook to do the accountability exercise.  Look 
at your goals for the week. Choose a structure of accountability and let us 
know what you’ve chosen on the Recode Facebook forum. Notice this week if 
you have a different relationship to your output and outcomes as a result of 
the new structure of accountability. 
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C O U R S E  C O R R E C T I O N  
We explore how to incorporate feedback and course correction  to know when 
to stop, change course, or stick to it.  

K N O W  W H E N  T O  H O L D ‘ E M , K N O W  W H E N  T O  F O L D ‘ E M  
You will probably identify as someone who tends to stick to it too long or 
someone who tends to change course too soon. You could probably get a lot 
of value just doing the opposite without checking. For those of you who don’t 
change course often enough.  

# 1  S P E E D I N G  U P  Y O U R  D E C I S I O N  M A K I N G  
The biggest expense in any business is all of the time, money, and resources 
that are spent after you make a decision but before you admit you made the 
decision. If you’ve already made the decision to fold, then admit that you 
have. If you’ve already made the decision to hold, then stop entertaining the 
thoughts of quitting. Be fully integrated, congruent and consistent with the 
direction you are going.  Use the Recode Workbook to do the decision making 
exercise. 

# 2  S T O P  L O S S  
Our second technique is stop loss. A stop loss is a specific point that is pre-
planned where you set the indicator for failure ahead of time when you are 
unemotional. Get clear on how to set your stop loss. You can them all over 
your life (business, assets, movies, music, etc.). Look at how long other people 
take to build assets and then double it and that might be a good stop loss. 

We’ve talked about people who are really stuck in molasses. For everyone of 
those there’s a different person after 1-2 days gives up and wants to try 
something else.  Open the Recode Workbook for the stop loss exercise. 

Use your model for success, use the people who have built similar assets to 
the ones you are wanting to build. If you haven’t hit your stop loss continue 
with 100% of your effort towards that end. The minute you have…stop! 

You might be experiencing some resistance and it’s possible there’s another 
asset you need in order to build the other one you are frustrated by. You need 
to build them in the right order. Any time you are experiencing difficulty –  
it’s likely that what you are doing is not the next step for you. 
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C O N V E R T I N G  A C T I O N S  I N T O  H A B I T S  
Imagine when you need to take a new action you have to have a lot of your 
attention on taking that action.  Everything is new and unfamiliar. 

Image a new dancer learning new choreography.  At first it’s difficult to know 
how to move your various body parts in space and also remember the 
sequence of steps.  Often you have to isolate parts of your body one at time…
your hands, your legs, your hips.  After some amount of practice you start to 
move your body the right way.  Eventually you start to remember all the steps.  
Then you layer on top of that grace.  Finally you are able to add another layer 
of expressivity and can begin to tell a story with your dance.   All of these 
simultaneous layers stack in your mind and start to become one thing you do 
automatically.  When you started it was too many new tracks to be able to 
concentrate on all at once.   

O U R  C O N S C I O U S  &  U N C O N S C I O U S  H A B I T  C A P A C I T Y  
We actually only have the capacity to have our attention on a few new things 
every week (1 to 3). Don’t try to do anything that requires 28 new actions. 
Chunk down what you need to do into small steps that you can easily put your 
attention on and then convert them into habits. 

A habit is an automatic behavior. When you have this all parts of you are 
onboard there is no resistance. A habit can only be formed when all parts of 
you are onboard.  

We’d like you to consider a parts exercise. Notice if there is any part of you 
that is resistant to you taking the actions you need to be taking. We think of 
our selves as mostly our will power and conscious awareness.  This feels like 
the largest most capable part. Our conscious awareness sits on top of the 
automatic functions that happen in the background which often feels like a 
smaller part of you. It’s actually the reverse. The tiniest part of us is the part we 
are aware of and that we can consciously direct. All of the hundreds of 
thousands of things we do in an hour we are not conscious of…there’s much 
more of that. The habit capacity is much greater. 

If you want to get something really big done, pack as much into the habits as 
possible. Let the habits do the work. 
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C O N V E R T I N G  A C T I O N S  I N T O  H A B I T S  

# 1  P A R T S  A L I G N M E N T  E X E R C I S E  
If you are experiencing resistance or difficulty doing the ‘right things’ in the 
‘right sequence’ then try this parts alignment process.  Identify the two parts of 
yourself that are in opposition to each other. You have a very innate capability 
to identifying those resistant parts. Sitting down and asking them what would 
be an appropriate action they can take to achieve the intention.  

If you are actively converting new actions into habits pay attention to when 
that conversion is taking place. How do you accelerate the rate at which new 
actions become new habits? If you can change the rate at which you take new 
actions which create new results and pack them into the mass capacity called 
my habitual being, that’s immensely powerful!  Open the Recode Module 8 
workbook to do this exercise. 

# 2  T E A C H I N G  S O M E O N E  E L S E  
There’s one way that’s more effective than anyway we’ve seen….teaching 
someone else. But you might say ‘Wait a minute, if I’m going to teach this I’ve 
got to have it down. When you teach other people you start to see their 
struggling points and you see yourself in your students. You’ll start to get 
reflected how far you’ve come. 

If you want to habitualize a new action, get 4 - 6 people together and promise 
to teach them. Find ways of teaching exactly the kinds of things you want to 
learn.  Fill in what you plan to teach someone in the Recode Workbook. 

# 3  A L I G N I N G  W I T H  Y O U R  V A L U E S  
There’s another method that has to do with your real values. There is a 
common adage that says if you want to convert an action into a habit, repeat 
that action for between 14 – 21 days to convert it into a habit.  But, what 
we’ve actually observed over and over again working with people is that often 
some don’t create the habit after 14 – 21 days or longer while others form 
habits immediately.  A key to forming immediate habits has to do with 
connecting to your real value.  When you do everything changes and you do 
the actions automatically. It’s that purpose, mission, and values connecting you 
day to day to it then new actions become habits instantly. 
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W O R K A B L E  A C T I O N  M AT R I X  
At this point in recode you are likely in one of 4 places.  

Imagine every action you take is workable or not workable. Workability means: 
Does the action you are taking add up to the result that you want? There’s also 
action and inaction which can be workable or not workable. Stuck is when you 
are not taking action and that doesn’t work. Sometimes vacation is great for 
germination time, for integration. You can get an answer you never would 
have gotten.  If you are taking action and it’s not workable we call that 
Spinning Your Wheels - doing the same thing and expecting a different result. 
There’s also taking action and it’s workable = on track 

I D E N T I F Y  W H E R E  Y O U  A R E  
How do you get from stuck to on track? Most people think you go directly 
from stuck to on track. That movement is difficult because you are changing 
two vectors at once (difficult!).  There are two types of people who are stuck: 
#1 People who go from stuck to spinning their wheels 
#2 People who go from stuck to vacation 

First, identify which type you are. Then instead of going directly to on track do 
something that is deliberately the opposite. If you tend to go from stuck to on 
vacation deliberately do the opposite (spin your wheels).  If you tend to go 
from stuck to spinning your wheels, go on a vacation. 
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R E F L E C T I O N  Q U E S T I O N S  
ReflecAons	
   exercises	
   are	
   one	
   or	
   more	
   quesAons	
   that	
   we’d	
   like	
   you	
   to	
   be	
   in	
   deep	
  
consideraAon	
  of	
  for	
  the	
  enAre	
  week.	
   	
  These	
  are	
  meant	
  to	
  be	
  shared	
  with	
  your	
  family,	
  
friends,	
   and	
   community	
   so	
   that	
   they	
   can	
   offer	
   you	
   a	
   more	
   complete	
   360	
   view	
   of	
  
yourself,	
  your	
  idenAty,	
  and	
  your	
  reality.	
  

Everyone	
   has	
   blind	
   spots.	
   	
   These	
   are	
   areas	
   where	
   we	
   are	
   less	
   developed	
   that	
   are	
  
outside	
   our	
   view.	
   	
   GeOng	
   reflecAons	
  will	
   point	
   out	
   things	
   that	
   you	
  might	
   not	
   ever	
  
know	
  yourself.	
  

In	
  addiAon,	
  the	
  more	
  you	
  consider	
  these	
  reflecAon	
  quesAons	
  the	
  more	
  likely	
  you’ll	
  be	
  
able	
  to	
  break	
  through	
  your	
  current	
  level	
  of	
  thinking	
  and	
  use	
  the	
  exercises	
  to	
  leap	
  frog	
  
into	
  a	
  new	
  level	
  of	
  consciousness.	
  

You	
  can’t	
  answer	
  this	
  quesAon	
  unAl	
  you’ve	
  done	
  the	
  goal	
  process	
  and	
  start	
  to	
  engage	
  
in	
  moving	
  your	
  mission	
  forward.	
  The	
  objecAons	
  are	
  not	
  going	
  to	
  come	
  up	
  unAl	
  you	
  do	
  
the	
  work….when	
  the	
  rubber	
  meets	
  the	
  road.	
  So	
  don’t	
  start	
  these	
  reflecAon	
  quesAons	
  
unAl	
  you’ve	
  gone	
  through	
  the	
  videos	
  and	
  integraAon	
  exercises	
  above.	
  

These	
  quesAons	
  will	
  be	
  posted	
  on	
  the	
  Recode	
  Facebook	
  Forum	
  where	
  they	
  are	
  meant	
  
to	
   be	
   responded	
   to	
   by	
   you	
   from	
   week	
   to	
   week.	
   	
   Here	
   are	
   this	
   weeks	
   reflecAon	
  
exercises.	
  	
  Open	
  the	
  Recode	
  Module	
  8	
  Workbook	
  to	
  fill	
  in	
  your	
  responses.	
  

1)  What	
  have	
  you	
  idenAfied	
  as	
  your	
  main	
  objecAons	
  to	
  growth?	
  

2)  How	
  will	
  you	
  use	
  the	
  material	
  in	
  this	
  module	
  to	
  clear	
  those	
  objecAons? 

. 
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