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Worksheet 1: How To Make Scary Things Less Scary

When you play a bigger game you’ve got to take on some stressful challenges. Use this worksheet to
help you get a handle on it so you can “talk yourself down” from the stress and talk yourself in to
taking massive game-changing action.

Think of something that you know you need to do to play a bigger game, but you're just feeling
resistance to doing it. What’s one thing that would make an astounding difference if you did it?

What would the payoff be if you really made this happen? How would it change your situation /
business / life / emotional health? List all of the positives here. Think it through 5, 10 years out and
really dwell on what you’ll get if you really “crush it” and make it happen.

Why are you resisting doing it? Give your best excuse as to why doing this thing is too scary / hard / out
of your comfort zone. Put it into real words (which is hard, because a lot of the time we realize just how
lame our fears really are). C’'mon, rationalize it for me. Why “can’t” you do it? What are your reasons?

Now look at that answer above. Is it true? Really? Are you sure you’re not magnifying it and making it a
bigger deal than it should be? Think of it this way — if your best friend came to you with this “problem,”
and you needed to talk him through it and ease that fear / worry, what would you be saying? How
would you “soften” the thing that’s scary? What would you be saying to encourage him?

Now say this stuff to yourself when you start getting scared, and talk yourself into taking action.
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Worksheet 2: Get Honest About How Valuable You Are

When you give in to the drama and worry that you’re not enough or that everyone is more
than you are, you’re going to get paralyzed, play a small game and experience 1/100" of
your potential. Not good enough. Go through this worksheet and really look at what you’re worth.

Think about what you know and what you can do (forget about everyone else and forget about your
competition. | want you to think about you and what you can do for other people. Not just the stuff
you’re really good at that’s the focus for your business, but the stuff that you’re not world-class at but
still has value for people who don’t know how to do it. This is the time to stop taking for granted all
the skills and resources you’ve been developing over your lifetime. Give yourself full credit.

I’m really, really good at this stuff I’m ok at this stuff (many aren’t) Eh -1 can do this (many can’t)
(7-10 on a scale of 10) (4-7 on a scale of 10) (1-3 on a scale of 10)

Think you’re done? No, you're not. We all tend to sell ourselves short.

e Go get someone who knows you and ask them what you’ve left off.

e Pretend the first column didn’t exist and you had to make money off the second and third
column. What new skills / resources would you dig up?

e Go back one more time and think of the things you can do that seem like something “anybody”
can do. Chances are, you're devaluing them because you’re not seeing how valuable it is to be
able to do that in combination with other skills.

Now look at all this and think about how much value you can really create for other people. Wow.
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Worksheet 3a: Shrink Fear Of Failure By Planning What To Do

When you fear failing, you hesitate to take action — and that’s fatal to playing a bigger game. You
need a way to check yourself when you’ve amplified fear too much, and to shrink the fear down to
actual size (much smaller than it currently appears).

We freak about failure because we think it’s the end of the world or we think the pain of failure will be
too severe. But like most things we worry about, it’s not really that bad when it happens. It’s the

emotional sting that we stress out about more than the actual consequence. Let’s get perspective.

Define the fear. Imagine someone is looking at you and asking you “What are you afraid will happen?”

Now, tell me — what are the specific consequences of this failure you’re worried about?

Best case scenario:

Worst case scenario:

Take a look at that worst case scenario. If your best friend had this happen to them, what would you say
to encourage her? What would you say to soften the situation and help her get through it?

Ok, now imagine that the best / worst scenarios happened to you. What would you do to cope with the
consequences? How would you handle it and move on with your life?

Best case scenario:

Worst case scenario:

What could you to possibly prevent this failure, or at least soften the consquences?
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Worksheet 3b: Extract The Value That Hides Within Failure

Failure can have its upsides — you may have missed your goal, but the process can create some
valuable by-products.

Copy down the potential failure from the previous worksheet.

Now list out all the positive personal gains you’ll get even if you totally blow this opportunity. By
“personal” | mean things that will make you stronger, smarter, more confident, more educated ...

Now list out all the positive business gains you’ll get even if you totally blow this opportunity. Maybe
it’s new contacts, exposure to a new audience / technology / idea, etc ...

Now list out all the ways that this failure could help you gain clarity on the direction you need to take
with your business. Perhaps it could help you learn about your market’s needs or discover which
business partners have the most clout.

Now list out all the ways that this failure could help you prepare for future projects. Like lessons
learned, reusable components of whatever the failure was based on, etc ...

Wow. When you put it like that, there’s a lot more upside than you thought, huh?
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Worksheet 4: Reduce The Number Of Steps To Reach Your Goals

Warning: Game-changing thinking patterns ahead.

Define a goal for your business (such as a dollar amount, a specific joint venture partner gained, etc).

What’s your current path to get there? What would you have to do — specifically — to get there doing
the kinds of thing you’re doing now?

Major Outcome (The What) What You Plan To Do To Achieve It (The How)

Now, start brainstorming ... there’s got to be away to leapfrog the “how” and get to the “what” a lot
faster. If you wanted to go a much shorter route to get the same ultimate outcomes, what are some
creative things you could do?

If the rules of the game move you slower than you want, find a game with rules that suit you better. :)
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Worksheet 5: Defuse The Power Of Intimidation

Get out of your own head, drop the drama, and look who has blazed the trail before you.

CONTACTS: Who are you intimidated about approaching?

Be specific about why you’re scared. Yes, it will sound stupid when you write it out. | feel the same way.

What's the worst that can happen if you get rejected by this person?

What can you do to reduce the chance of rejection?

COMPETITORS: Who are you intimidated by as a competitor?

Be specific about why you’re intimidated by them (personally) & by the business threat they represent.

What value can you offer to people that they aren’t offering?

What can you do to expand your own business in spite of your competitors?

Getting your fears written out makes them smaller. Planning to reduce failure makes you stronger.
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Worksheet6:Sur round Yourself Wi th *“Bigg

Find those who are getting the results you want, and then network your way to them.

Think about the people who are playing a bigger game who you want to associate with. Tip: If you've
gone through the “Reduce the steps” worksheet, then think about the people who have done similar
things or who have skills/connections that might help you reduce those steps.

In the left column, begin brainstorming who you want to connect with. If you’re not sure how to get on
their radar, then use the right column to brainstorm who can help you connect with them or how you
might approach them. Then start taking action.

Who | Want To Associate With Who / What It Will Take To Get There

Start hanging out with people who are playing a bigger game and leverage positive peer pressure.
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Worksheet 7: Invest In Yourself

Spend time and money (intelligently) to put yourself in a position of strength.
There’s two things you want to do to make sure your “bigger game” actually gets played:

e Set aside regular time to focus on game-building
e Get your hands on relevant training (you already have some on your shelf)

If you had to create a recurring 30-60 minute a week appointment for yourself to focus on game-
building, when could you do it? List at least 3 or 4 times so you can re-schedule as needed.

PW NI

What relevant training (books, videos, blogs, audio programs, etc). do you already own/have access to
that can help you play a bigger game?

Take a look at the mentor / bigger game players you want to model. What kinds of training / coaching
are they using to get real results in their business that might also work for you?

Now it’s time to play a bigger game. Print this page and use the section below to track when you’ve
been showing up for those appointments with yourself ... and reinforce your self-image as a person
who is committed to playing a much bigger game. You have what you need — now get going!

Game On!
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