: A\ V' J/
RECODE

ACTIVATOR 14 MODULE PROGRAM

MODULE EIGHT WORKBOOK:
RECODE YOUR MISSION



RECODE: IDENTIFYING YOUR MISSION
MODULE EIGHT - RECODE YOUR MISSION

TOTAL MISSION ALIGNMENT PROCESS

My Calling: Four Considerations
My Quantified Calling: What Is The Measurable Cultural Change?
My Model For Success: Who Is Already Winning The Game?
My Model’s Tactical Assets: What Structures Do They Rely On?

My Tactical Asset Road Map: What Is The Highest Leverage Sequence Of
For Adding And Improving My Tactical Assets?

Clearing My Objections To Growth: What Are My Logistical And
Psychological Objections?

Shrink Wrapping My Commitments: How Can | Reframe Or Redesign
My Implementation To Better Fit My Tendencies and Preferences?

My Near Term Objectives: What Goals Support Creating Or Improving
My First Tactical Asset?

My Structures Of Accountability: How Will | Objectively Measure And
Share My Progress

My Immediate Actions: What Will | Do This Week?

My Tempo For Course Correction: What Is The Appropriate Pace Of
Reconsideration?

Actions Into Habits: For you to grow, continually convert the actions you
take into habits.



RECODE: PSYCHOLOGICAL OBJECTIONS
MODULE EIGHT - RECODE YOUR MISSION

PSYCHOLOGICAL OBJECTIONS JOURNAL
Top 6 Most Common Psychological Objections To Growth:

#1 Fear of stepping into your power
#2 Fear of failure / Looking bad
#3 Fear that you can't

#4 Fear of leaving people behind
#5 Fear of being consumed
#6 Fear of being too small

Journal your top 1-3 fears. What do you say to yourself when you listen to the

negative thought patterns going on in your mind as you take steps toward your
mission’s growth opportunities?

When you are engaging with people this week share that fear with them. Ask their
advice on overcoming that fear. Share the fears and then stop arguing for your

smallness and start taking up the arguments for your greatness. This is the first step
in recoding those psychological objections.

DAY 1:

My Top 1 - 3 Fears when | engage in my mission are:

The people who [ interacted with about these fears and their advice for me is:



RECODE: PSYCHOLOGICAL OBJECTIONS
MODULE EIGHT - RECODE YOUR MISSION

DAY 2:

My Top 1 - 3 Fears when | engage in my mission are:

The people who | interacted with about these fears and their advice for me is:

DAY 3:

My Top 1 - 3 Fears when | engage in my mission are:

The people who | interacted with these fears are:

DAY 4:

My Top 1 - 3 Fears when | engage in my mission are:

The people who | interacted with these fears are:



RECODE: PSYCHOLOGICAL OBJECTIONS
MODULE EIGHT - RECODE YOUR MISSION

DAY 5:

My Top 1 - 3 Fears when | engage in my mission are:

The people who | interacted with about these fears and their advice for me is:

DAY 6:

My Top 1 - 3 Fears when | engage in my mission are:

The people who | interacted with these fears are:

DAY 7:

My Top 1 - 3 Fears when | engage in my mission are:

The people who | interacted with these fears are:



RECODE: GAMES YOU AUTOMATICALLY WIN
MODULE EIGHT - RECODE YOUR MISSION

AUTOMATIC VALUE CREATION EXERCISE:

Identify the asset you are going to build next. If you are going to do it yourself, list
below 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

The ways | naturally create value which would help me create this asset are:
#1

#2

#3

#4

#5

#6

#7

#8

#9

#10



RECODE: GAMES YOU AUTOMATICALLY WIN
MODULE EIGHT - RECODE YOUR MISSION

AUTOMATIC VALUE CREATION EXERCISE:

List 5 — 10 things you are ‘suffering through’ and how you can change how you are
delivering them:

#1

#2

#3

#4

#5

#6

#7

#8

#9

#10



RECODE: SETTING GOALS YOU RELIABLY REACH
MODULE EIGHT - RECODE YOUR MISSION

THE NEEDLE MOVER TECHNIQUE TO SET GOALS

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. You will set 3 different
points around achievement that will become your needle mover range that you will
use to create your action plan:

#1 The Minimum

#2 The Target

#3 The Mindblower

Asset: The next asset | am building next is:

My Quarterly Goals to build that asset and advance my mission are:
#1 The Minimum

#2 The Target

#3 The Mind Blower

My Monthly Goals (divide by 3 if numeric)
#1 The Minimum

#2 The Target

#3 The Mind Blower



RECODE: SETTING GOALS YOU RELIABLY REACH
MODULE EIGHT - RECODE YOUR MISSION

THE NEEDLE MOVER TECHNIQUE TO SET GOALS
My Weekly Goals (divide by 4 if numeric):
#1 The Minimum

#2 The Target

#3 The Mind Blower

My Daily Goals (divide by 7 if numeric):
#1 The Minimum

#2 The Target

#3 The Mind Blower



RECODE: STRUCTURES FOR ACCOUNTABILITY
MODULE EIGHT - RECODE YOUR MISSION

STRUCTURES FOR ACCOUNTABILITY

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.

Pick a structure that has these qualities:

1. It naturally fits into your life.

2. It includes a social cost or consequence
3. Itincludes a “carrot” or reward
4

Focuses on Outcome as well as Output

My structure for accountability is:

COURSE CORRECTION: SETTING YOUR 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. Look at how long other people take to build assets and then double it and

that might be a good stop loss. . If you haven't hit your stop loss continue with
100% of your effort towards that end. The minute you have...stop!

My stop loss for this project is:

| will be collecting feedback by:
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RECODE: CONVERTING ACTIONS INTO HABITS

MODULE EIGHT - RECODE YOUR MISSION

PARTS INTEGRATION EXERCISE FOR RESISTANCE

If you are doing the 'right things’ in the ‘right sequence’ but are still experiencing
resistance do this parts exercise:

1)

2)

Identify the two parts of yourself that are in opposition to each other. You have
a very innate capability to identifying those resistant parts.

Invite both of those parts to the table sitting down and asking each of them
what intentions or positive intended outcome they are wanting for you. Even
parts that seem in opposition to what you want have a positive intended
outcome or something that is highly valued that they are wanting to protect.
Find out what that is for both parts — the resistant part and the part of you that
wants to make progress.

Find out what would be an appropriate action each of them wants you to take
to achieve the intention.

Make sure both parts agree on that action. Feel in your body if there is any
resistance or tension and if there is, ask again for another action that would
allow you to make progress but still protect what each part values.

TEACHING SOMEONE ELSE

There's one way that's more effective than anyway we've seen to convert actions
into habits, which is teaching someone else. If you want to habitualize a new action,
get 4 - 6 people together and promise to teach them the thing you are trying to
make into a habit.

The habit | plan to teach others to do is:

The 4 — 6 people | plan to teach this to are:

1.

2.
3.
4

11



RECODE: REFLECTION QUESTIONS JOURNAL
MODULE EIGHT - RECODE YOUR MISSION

REFLECTION QUESTIONS JOURNAL

You can't answer these reflection questions until you've done the goal process and
started to engage in moving your mission forward. The objections are not going to
come up until you do the work....when the rubber meets the road

1. What have you identified as your main objections to growth?

2. How will you use the material in this module to clear that objection?

12
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