
In this section you'll learn exactly what "Money Psychology" means 
and why understanding this one concept is essential to you making 
more money and taking control of your financial future.

You'll learn how and why people fail or succeed with money and wealth, 
and what you can do to guarantee long-term financial success.

1. "Money Psychology" is the relationship between a person's mind and emotions, and the 
medium of exchange called money. In this program you'll learn how to improve and control 
this relationship to create more money for yourself and others.

2. What most people do when they study a program on how to make more money... is they 
go right to the "how to make money techniques"... and don't do the work of laying the 
foundation of their inner game FIRST. This is a mistake.
a. If you want to make money, you have to start with the Inner Game first - the 

mindsets, your emotional motivation - this will really give you a better chance of 
making substantially more money, now and in the long run.

3. MasterMind - Mindset - Motivation - Mastery - Money.
a. Money comes as a result of mastering certain skills.
b. Mastering certain skills come from your motivation to stick with it.
c. Motivation to stick with it comes from  your mindset.
d. And your mindset comes from MasterMind - the people who are closest to you.
e. So we will start with your MasterMind.

4. Money does not have value in itself - it's simply something we trade for things that we 
really want.

5. Don't mistake money for actual value - historically, every currency eventually crashes and 
become worthless. So put your focus on building SKILLS and ASSETS - which retain their 
value even when cash becomes worthless.

6. Inevitability Thinking - "What conditions would I need to put in place so that the outcome 
I'd like to have happen, happens automatically?"

Exercise: "Thinking At A Higher Level"
a. What do you know to do that if you did it every day for the next 12 months, would 

have a huge impact on your long term income, but you don't do it every day because 
you can't get yourself to take action?" Work on side business first hour of every day.

b. What conditions would you have to put in place so they made sure you actually did the 
thing you know you should do, every single day?

c. What would you have to put in place so you made sure you actually put in place the 
thing you'd have to put in place so you do the thing you know you should do, every 
day?

7. Success with money and in life is about learning how to think at a higher level.
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Bonus Session: 10 Personal Lessons I've Learned About Money Psychology 
And Success

1. Story #1: Young Eben wants to be successful. Finds a Joe Stumpf real estate tape set at 
Goodwill. Starts listening and decides he wants to get connected with Joe and the real 
estate industry. Offers to improve the sound quality of their tapes... gets offered a job 
doing the audio for their seminars... ends up working for Joe for a number of years AND 
learning a lot in the process.

The moral of the story: Find someone who is more successful that you and offer to help 
them in any way you can. You will learn a tremendous amount by just being around them.

2. Story #2: Eben reads the book Think And Grow Rich. He follows the ideas in the book - 
writing down exactly what he wants and visualizing it. He visualizes getting expensive 
guitar gear, even though he was making less than $5 an hour. 12 months later he realized 
he had achieved what was on his list. Years later he also got bigger things like his dream 
house and dream car.

The moral of the story: Decide what you want, write it down, create the picture over and 
over in your mind. Your mind is like a "Google For Goals" - type in what you want to find, 
and your mind will go to work searching for the knowledge you need to make it happen.

3. Story #3: Young Eben is so scared of making colds calls, the first time he tries he literally 
drives home and crawls into bed instead of making the calls. Fast forward 5 years, he was 
in a situation where he HAD to make cold calls, and he pulled it off because of the 
necessity and because he tried again.

The moral of the story:  Persistence. Never give up. Keep coming back to something until 
it yields to you. And when you overcome it, the feeling of triumph is GREAT. When you 
add more experiences like this in your life, you get a more generalized feeling of "I can 
handle anything" which is a basis for self-esteem. But in order to get this feeling, you’ve 
got to keep putting yourself out there. 

4. Story #4: Eben's parents were hippies and wanted him growing up in the woods of Oregon 
away from the negative influences found in big cities. But several times he had important 
opportunities to work with successful people that required him to move. And so he did - 
and each time, although he had challenges, it helped him reach the next level in his 
evolution.

The moral of the story: Your biggest opportunities may require you to make a "big 
move." Be open to this.

5. Story #5: Eben was consulting for some real estate agents. He took an existing 
advertisement, added a headline and some body copy... and overnight the ad went from 
generating 10 calls to over 100.

The moral of the story: There is huge leverage in effective marketing. Learn direct 
marketing and track your results. Once you understanding good marketing, you can help 
any business make more money - and that gives you ultimate job security.
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6. Story #6: Eben had split with a girlfriend, had a red bmw and an apartment on the beach - 
but no social life and no luck with women. He decided to figure it out. He started reading 
books, going on the internet, going to seminars - even though it felt like it should be 
something he should already know. Eventually he met guys who understood the dating 
game.  He asked them a bunch of questions, took notes, figured it out, and got a 
wonderful girlfriend. He thought that there must be tons of guys out there who would also 
want to learn this stuff. Because of that, the Double Your Dating brand is a multimillion 
dollar a year business.

The moral of the story: Eben's "big hit" didn't come until he started creating massive 
value for others, including value packed newsletters he gave away for free. Solve your own 
issues, then help others do it. It's a great business model.

7. Story #7: Eben started consulting businesses out of necessity. He made some cold calls 
and appointments, but when he showed up at the appointments, he did something 
differently than he ever had before: he asked questions about their situation, problems, 
the significance of the problems, and what it would be like if we solved those problems. 
Then he would say "Let me see if I understand you" and then he'd start reading his notes 
about their situation. Then he'd say "If I understand this, here are the problems you're 
facing.... here are the implications of those problems... and here are the payoff of the 
problems." By halfway through his presentation, the other person would be very 
interested... and they almost always bought his services.

The moral of the story: Use professional selling methods that focus on discovering and 
developing needs and you'll have a fantastic chance of finding success.

8. Story #8: Double Your Dating had been going for a few months. Eben's friend Dean 
Jackson came over and suggested he start writing a newsletter and build an email list. So 
they created an opt in page (it became the most famous opt in page design on the 
internet), and he began writing long, informative newsletters. The business took off.

The moral of the story: Develop a relationship with your prospects over time by giving 
away fantastic, valuable, interesting and fun content... and your business can explode. 
Switch from a "hit 'em once and sell them fast" mindset... to focusing on building a great 
relationship with your prospects over time. Become a cornerstone of value in the person's 
life.

9. Story #9: The more free newsletters Eben wrote, and the longer they were... the more 
sales he made. Then with his Altitude business advice seminar, he gave away a TON of free 
value... and it was a huge success.

The moral of the story: "Move The Free Line" - take your best ideas and give them away 
to as many people as possible.

10.Story #10: While his business have been growing, Eben continues to live a fairly modest 
lifestyle. He's taken the money and reinvested most of the profits to hire smart people 
who help grow the business further.

The moral of the story: When you start having some success, don't succumb to the 
temptation of taking all the profits and upgrading your lifestyle dramatically. 
Reinvest in yourself and your business - and live below your means - and in the 
long run  you'll have more assets and more options.
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This session isn't about some shady business-opportunity scam.... it's 
about building a money making machine from your life and from your 
resources.

You'll learn valuable money tips from the two top investors on the planet... 
the 3 money-making machines you need to develop... and why you need to 
focus on wealth - not money - if you want true financial independence.

1. Warren Buffet and his partner Charlie Munger are two of the most successful investors on 
the planet.

2. They only invest in things they understand. If they don't understand it, they don't invest in 
it.
a. They invest in simple things like furniture stores, railroads, etc.
b. They don't invest in high tech stuff, because they don't understand it.

3. They are only looking for one good investment per year. Some years they don't find one, 
and that's OK.
a. Most people do the opposite. If they have cash they feel like they have to invest it 

somewhere.
b. If you only were able to make 20 investment decisions in your life, you'd be SUPER 

careful about every decision. That's a powerful mindset to adopt.

4. The end point is not MONEY, it's WEALTH.
a. Wealth is created when you have several assets that are throwing off value to you.
b. You get assets by taking any money you make and investing it in assets that can 

throw off value.
c. If you want to create a business, look for situations that have inefficiencies, where you 

can take resources from lower productivity to higher.
d. If you really want to optimize this, start your own business, and instead of taking 

profit out of the business, put it right back in the business to grow it faster.
e. If you take $1 out of your business and it gets taxed, you may end up with about 50 

cents. It would take you years of good investing to get the 50 cents back up to your 
original $1. Instead, take that $1 and put it right back into your business... so it's not 
taxed... and you put all that value back into your business.

5. Making Money Machine #1: You
a. The most important thing to invest in is YOU.
b. The future that is coming is about knowledge, learning, business, technology, 

marketing, etc. This is where the opportunity to make a lot of money in the future will 
be.

c. Get your health in shape. When you don't feel good physically, you get pessimistic 
and don't make your best decisions.

d. If your relationships are stressing you out, get some help to reduce this emotional 
friction.

e. Invest 10-20% of your income in your education and skills.
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6. Making Money Machine #2: Your Business
a. After you invest in yourself and make a strong You, invest in your business.
b. Make a distinction between you and your business, so you are mentally prepared to 

set-up your business so it can eventually run without you.

7. Making Money Machine #3: Your Investments
a. After you evolve from job, self-employed, business owner... you now have the 

education to appraise other entrepreneurs and their business ideas... you're ready to 
"invest."

b. Warren and Charlie find great companies at good prices... who are run by people who 
do it because they love the business game.

8. Building a successful business may take a few tries.

9. Create a visual dashboard for yourself - something that allows you to track in a visual way 
what is going inside your business.
a. Put your numbers in a column - if you have an internet business, the columns might 

be visitors, newsletter sign ups, sales, money deposited in bank account, money 
withdrawn from bank account.

b. Select the column, then click on chart, turn it into a line graph.
c. Watching this line go up or down can really motivate... and let you know what is 

working and what isn't.

10.Take the important things you need to do every day, and turn them into habits.
a. Do the most important things for the first 2 hours of each day, before you get sucked 

into email, voicemail, etc.

Exercise:
a. What would you need to do to make your business run smoothly as a system without 

you?

b. What's your task that creates the most value? (This is what you need to do at the 
beginning of each day, uninterrupted.)
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In session 2, you’ll focus on building your Money MasterMind. In 
the last session you addressed the friction you get on this level - in 
this session you’re going to focus on specific actions to build your positive 
MasterMind.

1. Since the people around you have such a big impact on your success, this is where to focus 
much of your energy.

2. You need to get clear on where you want to be in 3-5 years financially, and then identify 
and build friendships with 5 people who are at or past that level of financial success.

3. To make these friendships, you need to take a particular mindset... one that is aimed at 
LONG-TERM success... not just focused on making a quick buck right now.
a. Take the mindset to help these people become even more successful than they 

already are.
b. You help them on their path, and your payment is that you get to be in their 

presence... where you'll automatically learn from them their thinking, actions, skills, 
and the overall way they approach things.

4. Most people don't have the patience to be generous like this. Instead they approach with 
the attitude  "I need this from you" or "You're already successful, give this to me..." This 
holds them back from forming the friendships, making the money and having the success 
they want.

5. Instead of eliminating negative influences, you're going to add positive influences.
a. In life it's hard to stop things that don't work. It's easier to add positive things that 

will naturally take their place.
b. Constantly add new positive influences and the negative influences will gradually 

phase out automatically, partly because you simply won't have as much time to hang 
out with the negative influences. And when you do, the quality of that time will 
improve because you'll have less time to indulge in negative communication.

c. Add 1 new positive influence every 3 months, minimum. This means you'll need to go 
out and start meeting people, because not everyone you meet will be at the level 
needed to join your MasterMind.

6. 3 ways to add new positive influences: 
    1) Individual Level 
    2) MasterMind 
    3) Social Summit.

7. Individual Level
a. Those who are successful at interacting with influential people have gotten good at 

connecting people to each other and to information they find valuable.
b. Do some research and send them something they may find valuable, like the newest 

and most interesting book on the subject.
c. Or even better, connect them to someone they can have a relationship with. This is 

called "Fusion."
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8. Napoleon Hill's version of the MasterMind:
a. A group of 5-10 people who meet on a regular basis, working together to help each 

other become more successful.
b. Meetings are 60-90 minutes.
c. Each week, one member shares their biggest challenge and biggest opportunity, and 

the rest of the group all help that one member with that situation.
d. "I've got a little MasterMind group that gets together once a week. We help each 

other become more successful. I think you'd be a great member of the group. Here 
are some of the other people who I'm talking to..."

9. The Social Summit:
a. Larger group that gets together once a quarter.
b. Invite success-minded individuals and people they know to come.
c. The purpose is to simply create the atmosphere where successful people meet each 

other.
d. Doesn't have to be fancy. 5 people at a coffee shop having breakfast is a fine start.
e. "Hey, getting a group of people together to have some Thai food. Come on down. 

Bring a friend."

Exercise:
a. Write down where you want to be in 3-5 years, financially.

b. Make a personal commitment, that over the next year you will identify and made 
friends with 5 people who are past that level of success... and make them the 5 closest 
people to you.

c. Write down 2 already successful people that you can introduce to one another, and find 
something in common that they can connect on (for example, they both like golf).

d. Send an email an introduce them, say that they're both great, and that the two of them 
should get together and talk.

e. Write a list of the people you know who are on the same path as you... they're in this 
for the long-term... and start meeting weekly as a MasterMind.

f. Create a Social Summit. Invite all the people you know who are successful, and invite 
them to invite successful people they know too. Let them know you're going to be 
talking about how to build your business and your professional lives. Can be at Denny's 
or a lounge... it's up to you.

10. If you want to meet someone much more successful than you, ask yourself "What can I do 
to add value to this person's life?"
a. Or ask them "What's the biggest challenges you're having in your business right 

now?" and then introduce them to someone who could help, if possible.
b. Or take notes, make them look great, print them out and put them on a disc, and mail 

to them as something they can use at future speeches. Even if they don't use it, it'll 
have a good chance of making an impact.
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In the last session, you learned how you view the world relies on the 
programming you received early on.

In this session, I'd like to provide you with a new set of maps, and give you 
an exercise to lay them down.... to give you a powerful mindset for making 
money.

1. Who you were is an obstacle to becoming who you'd like to be.

2. The real game of change is on the level of identity and beliefs. Other changes are much 
more superficial.

3. Start seeing yourself as an Entrepreneur. An Entrepreneur isn't just someone who starts a 
business - it's someone who takes resources from a lower level of productivity to a higher 
level.

4. Development Psychology: People develop and grow through different levels or stages. 
They go through paradigm shifts of how they view themselves and the world with each 
new level.

5. Robert Kiyosaki (Rich Dad, Poor Dad) identified the following levels for professional 
development: Job - Self-Employed - Business Owner – Investor.

6. You can also go through development levels within each stage, gaining higher levels of 
status and influence, without progressing to the next stage. (Wyatt Woodsmall)

7. Between each level of development, there are transitions. Get used to them and get 
comfortable with them. You can't grab on to the rope to swing to the next tree without 
letting go of the rope you're holding on to now.
a. The first year at a new level, you're organizing yourself.
b. The second year you have momentum.
c. The third year you're looking for the next level.

8. If you don't continue your own development, you'll get too comfortable at a certain level... 
and you'll never progress. Don't end your life bored and nowhere.

9. As you go through developmental stages, your values will need to change.
a. In year one, your value should be to learn the basics.
b. In year two, your value should be getting experience - putting yourself in as many 

different situations where you can practice the basic skills.
c. In year three, your value is creating value. And later, to accumulate your value and 

turn it into assets that throw off more value in turn.
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Exercise:
a. Using the affirmation "I am an entrepreneur", write it down and say it to yourself 3 

times. Then think about what it means to be an Entrepreneur - a person who goes into 
a situation and takes the resources there from a lower level of productivity to a higher 
level of productivity.

b. Where are you in Robert Kiyosaki's model of professional development, and then 
where are you within that stage?

c. What do you need to set as your 1 year objective to make sure you evolve to the next 
level?

10.One way to become self-employed is to start advising others.

11.Success is the feeling of success. I'm successful when I learn stuff that allows me to evolve 
to the next level.
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In session 6, you're going to learn how to build your Money 
Motivation - your drive to create value, success, and money.

In the previous session emotional challenges were discussed. Now you're 
going to learn how to motivate yourself positively. You're going to use 
visualizing what you want and improving yourself talk to really amp up your 
motivation to stay in the money-making game for the long term.

1. There are two ways you're going to approach building your money motivation: 1) 
Physiology 2) Thinking.

2. Emotion can't be triggered directly. You can't just tell yourself to feel happy... and then all 
of a sudden you feel happy. To change your emotions, you must change your Physiology or 
your Thinking.

3. You're always making pictures and talking to yourself. These trigger our emotions.

4. So what kinds of pictures and sounds can you make that will trigger positive motivation 
and help you achieve your financial goals in the long term?

5. Humans will only do things that they first see themselves doing in their minds.

6. Create a vision board on your computer of the things you want. So every time you're at 
your computer, it drives the positive image right into your mind.

7. Talk to yourself in an encouraging tone.
a. You're really going to enjoy it when you get it.
b. The next steps you're taking in life are getting you closer to your outcome.

8. Increase your desire, but decrease your attachment to getting your outcome.

Exercise:
a. List 5 things that you really want in 3-5 years. Make them meaningful things that would 

symbolize the creation of financial success in your life

b. Go to Google Images and find some great images of the things you want.

c. Make these 5 images the actual desktop of your computer.
d. Search for "make a desktop background" for technical help.

e. Imagine these images are real, and tell yourself in an encouraging voice that you can 
have them.
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You’re going to dive into the obstacles to making money, how your 
thinking and behaviors prevent you from getting it… and then the 
strategies of those who are successful with money, and the exact actions to 
take so that you create more value and grow you income, year after year.

1. Most of the power to create wealth comes from the OUTER CIRCLES, not the Inner Circle. 
This means your MasterMind comes first and foremost. Focus your energies there first – 
it’s the most “automatic” way to generate wealth.

2. Wealthy people don’t keep their wealth in money. Because they know every time you trade 
assets into money, it loses some value in the transaction.

3. Non-wealthy people try to accumulate money. As soon as they have assets, they want to 
“cash it in” because they’re confused and believe the value is in the money. It’s not. It’s in 
assets that grow.

4. Mindset Shift: Spending vs. Investing.
a. Most people trade their time and money for an instant result (spending).
b. Wealthy people invest their time and money in things that generate more value than 

what they put in… in things that GROW.
c. Only put your resources into things that generate a return on investment.

4. An Asset: has value and ideally grows in value.
    Example: a business.

5. A Liability: costs you money to maintain and doesn’t generate more value.
    Example: a brand-new car.

6. Invest your resources in assets, not liabilities.
a. The Wealthy buy assets, the Poor buy liabilities.

7. When you buy liabilities, you sow seeds of complexity and pain.

8. Everything is a bad investment at some time.
a. ALL markets go through boom and bust cycles.
b. Most people don’t see this because the cycles are too long to see as a cycles.

Questions:
a. What are the last 3 liabilities you have purchased?

b. Where have you made bad investments, that looked like good investments when you 
got it?

c. Do you see a pattern here? What is it?
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In this session you'll dig into the idea of the MasterMind, which is a 
critical component in your path to making more money. You'll learn 
exactly what a MasterMind is, what impact it has on your money-making 
ability, and how you can use it go get bigger, faster results in your financial 
world than you ever thought possible.

1. We inherit most of our ways of thinking from the people around us, known as our 
Reference Group.

2. If a person leaves the Reference Group and learns a bunch of new skills, but then goes 
home to the old Reference Group, they will tend to quickly lose the skills and revert back 
to their old selves. No change sticks unless you change the reference group too. That's 
how powerful of an influence it is.

3. Health, self-esteem, income - you are an average of the people in your Reference Group.

4. Napoleon Hill came up with the idea and the term "MasterMind":  A group of success 
minded people you meet with regularly, with the purpose of helping everyone in the group 
become more successful. (Napoleon Hill said no great success is possible without it.)

5. We all Mastermind either unconsciously or consciously.
a. Unconsciously means we don't exercise discretion on who we let into our lives.
b. Consciously means you intentionally put people in your life who embody 

characteristics you'd like to adopt or results you'd like to have.

6. Your personality is really a "patchwork quilt" of behaviors you’ve seen in the people 
around you, starting at a very early age. Now that you’re grown up, you can consciously 
choose to surround yourself with role models that add to your quilt in a positive way... and 
help you evolve and become a better person.

7. When you realize how much you're influenced by the people around you, you can wake-up 
and exercise more of your free will.

8. You have very sophisticated rationalization mechanisms that make you good and smart, 
and make other people bad and dumb.

9. Friction: any place where things are stopping each other.

10.Most people plant seeds of future friction throughout their life without knowing it - then 
when the seeds sprout and cause friction they complain - without realizing they were the 
ones who planted the seeds in the first place.

11.The idea is to remove friction and then put causes in place that create success 
automatically.

12.The first step is to remove friction at the MasterMind level.
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Exercise: 
a. Make a list of the people in your life that are negatively influencing your mindset, 

motivation, mastery, or money in a negative way.

13.We can't change other people, but can give them information that they may take to 
convince themselves that it's in their best interest to change. One way to do this is to 
change your own behaviors.

14.Taking responsibility for your own life and thinking for yourself - this is the biggest 
question there is. It's about growing up and seeing reality as it is.

15.If you had it to do all over again, would you do it differently?

16.Many of us have complex family situations, and we get triggered by family stuff even if 
we're successful in other areas. It's OK.

©2011, All Rights Reserved. Money Psychology is a Trademark of Get Altitude, LLC.



In session 8, you're going to learn how to build your money skills. 
You're going to learn about the 5 key skills everyone needs to develop to 
build a strong foundation for success in the financial world.

1. Skill #1: Master Your Language:
a. Your language should be developed for the purpose you use it for.
b. To communicate to the most people and connect with the most people, as in 

marketing, it's important to learn to speak in simple language: short words, short 
sentences, and short paragraphs.

c. Only use words when you know their meaning. If you're not certain, look up the origin 
of the word online... you'll often be surprised what the world REALLY means.

d. Read books by great communicators and look for what makes their writing clear.

2. Skill #2: Master Your Communication:
c. Most communication has to do with voice tone, gestures, glances, etc., not the 

words.
d. Have rhythm to your speaking, and use pauses too.
e. Learn humor and be willing to take a chance by trying to be funny.
f. Use metaphors, analogies, and stories.

3. Skill #3: Selling:
a. Many people cringe on this one. 
b. Two types of sales: 1) high pressure 2) professional. The two are very different from 

one another.
c. Read Neil Rackham's book Spin Selling. It outlines the process professionals sales 

people follow. Try to discover what the other person really needs, and then go deep. 
Don't try to sell people stuff they don't need. Be a trusted advisor.

d. Professional Selling: "Before I tell you what I got, I need to ask you a few questions to 
see if I can understand what your needs are and see if we even have a fit."

e. SPIN:
S: Tell me about your situation...
P: What problems are you having right now?
I: What are the implications (negative effects) of your problems?
N: What's the payoff for getting this need solved?

f. These questions give you a window inside of your prospect... and should give you 
more confidence to now sell them what you have.

g. "Let me make sure I understand you..." then repeat back what you learned.
h. "Would it be ok if I told you about what I do?"
i. If you honestly believe your product can help them, say something like, "Based on 

what you've told me, the next step is to sign up for my 12 week course. The payment 
is x, we can get started on Monday, and if you stay on the course you'll lose the 
weight by the end of the course. Do you have a credit card right now to get the initial 
payment processed?

j. Natural, assumptive, no pressure... but confident.

4. Skill #4: Public Speaking:
a. Almost everyone is deathly afraid of this. When you're socially rejected, it triggers the 

same part of your brain where you feel physical pain. Most people take it very 
personally. Speaking in front of a big group could mean massive rejection. That's part 
of the reason it's so scary.
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b. But it can be overcome by starting small. Do 3-5 minute presentations at a 
networking or Toastmasters group, and build from there.

c. Practice speaking so that each individual feels like you're talking directly to them, 
individually. Avoid saying things like "Hey all you out there." Instead, refer to the 
group as "you" (singular).

d. It's ok to be a little nervous when you start speaking... even when you have tons of 
experience. Everyone goes through it.

e. Try Toastmasters - there are groups in most cities. You'll do short speeches in front of 
the group. Don't do it because you're going to be a public speaker, but because 
there's situations where being able to stand up, take control and speak to a group is 
a big advantage.

5. Skill #5: Marketing:
a. This is where you take the other 4 skills and you roll them all up into one thing.
b. Marketing is "Salesmanship in mass"
c. Keep asking yourself of the person who is going to see your marketing "What does 

this other person need?"
d. If you're marketing your weight loss coaching course, don't just put  a picture of 

yourself and say "weight loss coach." Instead, talk to their frustration and promise a 
benefit. "Lose 20 pounds in 90 days, guaranteed."

e. Marketing is fulfilling the selfish need in the other person. It's not about what YOU 
offer, it's about THEIR needs.

6. When you master all 5, a 6th skill emerges naturally - it's the power to motivate, persuade 
and lead other people. Now you can create big change in the world, whether it's in 
business or in philanthropy.

Exercise:
a. Write down the next skill you need to master so you can create massive value in this 

world and make the money you want to make. Then make a commitment to work on 
that skill for the next year: read books, get a mentor, discuss it in your MasterMind 
group, etc.
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Session 7 is about the Fourth Circle - Money Skill Mastery.

In this session you're going to go do deep into the ideas of Giving and 
Getting... and the mindsets that will help get rid of friction in developing 
Money Skill Mastery for yourself, starting right now.

Check it out...

1. There are different levels of development you go through in your skills around money.
a. The first level is Getting.
b. The next level is Giving In Order To Get.
c. The next level is Creating Maximum Value.

2. Most people don't feel they can ask for what they want. You must go through a selfish 
phase of asking for what you want, then evolve past it to a less selfish level. Going through 
the selfish phase is OK... it teaches you how to receive at later stages.

3. Creating Maximum Values is giving without focusing on "am I getting something back in 
return?"

4. If you never learned how to ask and get and feel good about it, then you're giving to get is 
going to be screwed up (your body language will be weird, you'll make yourself wrong for 
having an agenda, etc.). You need to do each of the lower levels, so you understand how 
the world of giving/getting works.

5. In the Getting phrase, work on being totally ok with asking for what you want and getting 
it, and feelings that it's totally ok.

6. In the Giving To Get phase, work on being totally ok with tit for tat trades. Get your 
fairness thing together. I'm going to contribute this, and this is what I'd like back in return.

7. Then when you get to Creating Maximum Value, you'll allow other stuff to come back to 
you... and you'll be OK with that, instead of saying no to receiving anything back. Allow 
good things to flow back to you.

8. There are two paradigms: extracting value from the system, and adding value to the 
system. Be a value adder.

9. Every time you're in a situation and you don't make the decision to be your biggest self, 
it's like it records a little mark against yourself. And you keep accumulating these marks, 
eventually accepting yourself as not the kind of person who lives up to that potential, or 
denying that it even exists. The solution is to realize in the moment what your biggest self 
would do, and do it, more times than not.

10.The grey zone is that state of mind when you're distracted and multitasking, instead of 
focusing single mindedly on the most important task. Multitasking is very inefficient - you 
don't get much important done. Getting out of the grey zone - as much as possible - is one 
of the most important Money Making Skills.
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11.If you logically understand that you're worthy of getting, but emotionally you don't feel it, 
practice letting that feeling go and just receiving freely. Practice.

Exercise:
a. Notice where you've been getting or trying to get... and it's causing friction in your life, 

either because you're being selfish or because you can't just ask for what you want 
directly and feel that someone owes you.

b. Where in your life are you trying to "give to get", but you don't feel like it's working? 
Where is the friction?

c. Is there a place in your life where you're trying to Create Maximum Value, but it's not 
working for some reason? Where is the friction?

d. When are you living in the Grey Zone?
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In the last session, you learned how to think about the MasterMind, 
how impactful it is, and learned how to take control of your 
MasterMinding.

In this session, you’re going to focus on how your mind works, how your 
mind sees financial success, and how to change your mindset so you 
become successful in the long run.

1. To improve your Money Mindset, you can do this directly... or get a lot of leverage by 
getting people who have already gone down the path and let them naturally and 
effortlessly influence you, as was discussed in the last session. Working directly on your 
Mindset isn't a replacement for that, it's a strategy to add to it.

2. The first level of the Money Mindset: Your Identity.
a. How do you define yourself? Who are you?
b. Most people can't see who they think they are... because they ARE it. Like a fish not 

understanding the idea of water.
c. You've been living in your identify so long, it's what you think you ARE, rather than 

just a patchwork quilt that you identify with. So you're afraid of letting go and 
changing it.

d. When faced with what you need to do or learn to get better results and make more 
money, most people say "I can't do that... it wouldn't be ME." Get over it.

e. How you identify yourself determines what you believe to be possible in your life.
f. Examine yourself and be straight with yourself, so you eliminate things that are 

hurting your success. The challenge is when you're attached to one of these as part of 
your identity. Let it go.

g. For thousands of years humans lived in tribes of around 100 people, so they evolved 
in a situation where they were used to accepting whatever information they were 
given and conforming with the group... because they had to survive. It didn't even 
come across the mind of people to think for themselves. If you did, the group would 
make sure you stop doing that immediately... because you'd be acting weird and 
threatening the identity of the group.

h. Friction is when you think negatively about yourself, perhaps thinking that you're not 
one of those people who are made for success.

3. Look at your beliefs.
a. What beliefs do you have that keep you from thinking big, communicating big, and 

acting big?
b. Examine your beliefs: what are they?

4. Values: the things you think are more important than other things.
a. Friction happens when your values conflict with what you want to achieve.
b. Make a list of how you spend your time - this will show you your true values, not your 

stated values.
c. Sometimes you need to consciously shift your values around temporarily, so that in 

the long run you benefit more.
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Exercise to remove mental mindset friction:
a. Write down some of the negative self-images, beliefs, and self-talk that go through 

your head... that you first got when you were young.

b. Then watch for situations where this old negative programming still comes 
up, and consciously choose to act in a more enlightened way.

5. The more money and stuff you have, the more hassles, responsibilities, and 
challenges you have in life. Be prepared.

6. If you have control over resources, you can do more good than if you don't have control 
over resources. Remember that.
a. Be willing to invest in your own success in the short-term, so that you can give back 

more in the long-term. It's OK.
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Session 5 is about the Third Circle, Your Money Motivation. You'll 
learn what motivation really is, how to overcome your natural "biases" that 
make success difficult, how to turn around negative emotions for your 
benefit, and much more.

1. Motivation is the driving force that gets you to do things.

2. You can be motivated by pain or by pleasure. Humans tend to be a lot more motivated to 
avoid pain than to get pleasure.
a. Motivation is emotional  - it's a feeling that compels you to act.
b. When these chemicals get released, they change the way you see the world and your 

behavior.
c. Your lizard and mammal brains are driving you toward getting sex and not losing sex, 

getting food and not losing food, getting status and not losing status... so you can 
play the survival and reproductive game.

4. You like to think you're a lot more in control of your life than you are... but most of the 
time your emotions that are controlling you. 

5. When you're feeling strong negative emotions, nothing else matters.

6. How do you feel about money? About success?

7. It makes sense to develop positive emotions, but don't take it to the extreme of not 
allowing - or even judging yourself for having - negative thoughts.

8. Cognitive Biases - You tend to be biased in the way you think, feel, and respond. You tend 
to go one direction more than another direction.
a. Example - You do more to avoid losing something than to get it. This is called Loss 

Aversion Bias. Think of a Pack Rat - they don't want to lose anything.

9. Emotional Estimation - you think about the future, and you imagine how you're going to 
feel, and you make your decision from that. The problem is you're usually wrong.
a. You see something cool to buy, you imagine you'll feel great, you buy it, but then 3 

days later you're not feeling so great anymore... the good feelings have worn off.
b. "If x happens, I'll feel really bad." Even though the probability that the bad thing you 

fear will happen is very small, you think it's big because you're freaked out. And the 
reality is if the bad thing happens, you're really resilient, and you'll recover, although 
you under-estimate your ability to do so.

c. The reality is you don't know how you'll feel in the future. You're usually wrong.

10.Seeing Only Validation - once you make up your mind about the way something is, your 
mind only looks for validation that you're right... and ignores evidence to the contrary.

11.One negative emotion is feeling envy toward people who are more successful than you.

12.When a negative emotions comes up, try to find something you can do that'll help solve 
situations like this in the future... rather than planting a seed of complexity (which is what 
most people do).
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Exercise:
a. Write down 5 things you want.

b. Next to each item, write down a name of someone you know who already has the thing 
you want.

c. Bless each of these people and the things they have. "Bless That Which You Want."
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