
 
 

 

 
INTRODUCTION 
Getting the Most Out of the Rise Up Business Academy 
 
 
 

1. My goal is to help you break through your biggest barriers to reach your 
greatest goals. 
 
❏ Without that paralyzing overwhelm - peace. 

 
❏ Without feeling all alone - supported. 

 
❏ Without wondering what to do next - clear next steps.  

 
 
 
 

2. What will set you up to win? 
 
❏ I will play full-out (half-speed) and full-hearted (half-hearted). 

 
❏ I will give yourself permission to try on new things. 

 
❏ I will support others on the journey. 
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MODULE 1 
Who am I, and why does that matter so much? 
 
 
LESSON 1 
Recognizing common ways I create my identity. 
 
 
Which of these aspects of life have you used to create an identity? 
 
❏ Family’s name and traditions 
❏ Ethnicity and culture 
❏ Cultural activities (sports, sports teams, music, art, etc.) 
❏ Education 
❏ Socio-economic status 
❏ Job / career 
❏ Sexual Orientation 
❏ Relationships 
❏ Other. 

 
 
LESSON 2 
Understanding the ramifications of my identity. 
 

1. Is it possible that your identity holds you back from connecting with 
others? 
 

2. Can your identity be negatively impacted by people or events outside of 
your control? 
 

3. Can your identity fall apart based on your own performance? 
 

 
I will have different roles over the course of my life. 
 
I will always have the opportunity to grow in my skills.  
 
But, I want my identity to be based on a solid foundation - something that doesn’t 
change - something that’s not just here today and gone tomorrow. 

2 



LESSON 3 
Embracing my true identity. 
 

1. Three aspects of your true identity. 
 
❏ I am inspired. 

The word inspire can be traced back to the Latin word inspirare, which 
means “to breath or blow into.” In its earliest written English usage, it 
meant “to influence, move, or guide through divine or supernatural agency 
or power.” 
 

❏ I am enough (whole and complete). 
 

❏ I am loved. 
 
Rumi, a 13th century poet and Sufi mystic, writes, “We are made of Love 
and made to Love. 
 
In the English language, we have one word for love, but in Greek, there 
are six different words for love.  
 

- Family Love (storge) 
- Friendly Love (philia 
- Hospitable Love (xenia) 
- Sexual Love (eros) 
- Self Love (philautia) 
- Divine Love (agape) 

 
2. How to embrace your true identity daily. 

 
❏ “I am inspired. I am enough. I am loved.” 

 
❏ When things go great, celebrate your growth and opportunities, but 

choose not to make the success your identity.  
 

❏ When things don’t go so great, learn from the situation and grow, and 
remind yourself that the outcome is not your identity. 
 

❏ Read the Inspiration Rising Manifesto. 
 

3 



MODULE 2 
How do I cultivate a positive mindset daily? 
 
LESSON 1 
Identifying the lies I believe.  
 

1. Recognize the pattern of your thoughts. 
Negative thoughts -----> Neg. beliefs -----> Neg. behaviors -----> Neg. feelings 

 
   

2. When you have a negative feeling or thought, ask yourself, “What is the lie 
I’m believing about myself, others, the world-at-larger, or the Divine?” 

 
 

3. Some examples of lies (aka negative thoughts or false beliefs) include… 
❏ I’m not good enough.  
❏ I’m unloveable.  
❏ I can’t be forgiven. 
❏ Bad things always happen to me. 
❏ People always take advantage of me. 
❏ No one wants to help me. 
❏ I don’t deserve success.  
❏ I will never have enough money. 
❏ I have to work long, hard hours to earn money. 
❏ People with money are __________ (self-centered, fake, cheaters, etc.) 
❏ I will end up failing. 
❏ God is against me. 

 
 

LESSON 2 
Replacing the lies with the truth. 
 

1. We replace the lie with the corresponding truth, which is usually rooted in 
our true identity 

● I am inspired. 
● I am enough. 
● I am loved. 
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2. Examples from Lesson 1 
 
Lie: I’m not good enough.  
Truth: I’m a life-long learner who is already whole and complete.  

 
Lie: I’m unloveable.  
Truth: The Divine loves me, and my friends and family love even though it may 
not be perfect. 
 
Lie: I can’t be forgiven. 
Truth: The Divine forgives me, and I can forgive myself.  
 
Lie: Bad things always happen to me. 
Truth: I can choose to create good things in my life, and I have the ability to look 
for the positive in every situation.  
 
Lie: People always take advantage of me. 
Truth: I have the power to set boundaries that are loving and healthy for me and 
others. 
 
Lie: No one wants to help me. 
Truth: I can ask for help when I’m in need, and I can help others as well.  
 
Lie: I don’t deserve success.  
Truth: I am a smart and tenacious person, and success is an overflow of my 
intentional effort.  
 
Lie: I will never have enough money. 
Truth: I have access to all the resources I need to fulfill my vision.  
 
Lie: I have to work long, hard hours to earn money. 
Truth: Money represents the value I provide as I solve my customer’s problem, 
and I am finding ways to generate wealth for me and my family.  
 
Lie: People with money are _______ (money-hungry, self-centered, fake, 
cheaters, etc.) 
Truth: No group of people is all the same, and I am seeking to generate wealth 
while maintaining my personal values. 
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Lie: I will end up failing. 
Truth: Setbacks are a natural part of the learning process, but I am a tenacious, 
life-long learner who gets back up every time.  
 
Lie: God is against me. 
Truth: God loves me and has given me an incredible personality and a long list 
of strengths to carry out my vision.  

 
 
LESSON 3 
Opening up my briefcase of evidence.  
 
Envision the dark voice - seeking to steal, kill, and destroy your vision and true 
identity - stepping into a courtroom and bringing charges against you.  
 

Stand up, speak the truth, and open up a briefcase of evidence showing how 
you’ve seen this truth in your everyday life! 

 
 
 
LESSON 4 
Envisioning and anticipating a powerful, positive outcome.  
 
In order to guard against this, we must envision and anticipate a powerful, 
positive outcome.  
 

Envision it - feel it deep in your heart. 
 

Anticipate it - have your eyes wide open to see it unfold.  
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MODULE 3 
What are my superpowers? 
 

1. We would never ask Superman to do something that Aquaman was made for 
(i.e., anything underwater). 
 

2. We often judge ourselves for not being as good as someone else when it comes 
to a skill or interest.  
 

3. By focusing on your own superhero traits and adding other people to your team, 
you’ll ultimately save time, money, and headaches.  
 
 

 

MODULE 4 
What is my compelling vision? 
 

1. A compelling vision includes a mental picture of your… 
 

● Positive impact on your ideal client and/or the world. 
● Positive impact on your daily life (time, work style, health, relationships, 

etc.) 
● Positive impact on your finances.  

 
2. A compelling vision requires… 

 
● Goals that will bring your vision into fruition.  
● A strategic plan along with action steps to reach your goals. 
● Daily execution of the plan to complete the action steps.  

 
3. Without these things, you’re simply...  

● leaving things up to chance,  
● meandering aimlessly,  
● or chasing shiny objects. 
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MODULE 5 
Who will I serve? 
 

1. Your ideal client is the person who… 
● Wants the result you are offering.  
● Wants the result now. 
● Has the money to invest. 
● Is the decision maker.  

 
When you try to attract everyone, you end up attracting no one. 

 
 

2. When you speak directly to your ideal client in their language and where 
you can find them, your message will… 
 

● Stand out from the noise. 
● Motivate your ideal client to raise their hand. 

 
 
 

MODULE 6 
What is my life-changing solution? 
 

1. You must know why someone buys from you so you can… 
 

● Highlight the primary problem that your ideal client is experiencing. 
  

● Promise the primary result your ideal client desperately wants.  
 

● Offer one primary solution that ultimately changes their life. 
 
 

2. You are serving with one primary solution that delivers one primary result.  
You are not selling a product/service.  
 

3. People won’t invest in your solution just because they need it.  
They must want it! 
 

4. Your Stand Out Statement cuts through the noise by... 
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● Clearly identifying your ideal client. 
● Promising one result.  
● Communicating incredible value. 
● Making you the only logical choice to your ideal client. 

 
5. People don’t buy based on price. They buy based on the value they receive for 

the price they pay. The question is...what does your ideal client perceive as 
valuable? 
 

● Quality - perceived by your ideal client. 
 

● Level of service - convenience, location, ordering process, schedule, 
delivery, payment terms, etc. 
 

● Speed - fast-paced ordering, manufacturing, or delivery process.  
 

● Education - equipping clients with information and training.  
 

● Security / Safety - preventing emotional, physical, or financial harm.  
 

● Risk Reversal - minimizing or removing risk of purchase.  
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