Chapter 1: The Poverty
Mindset

Scarcity, Short-Term Thinking, Self-Sabotage

The poverty mindset has nothing to do with how much you
have. It's the way of seeing the world - rooted in fear, lack, and
limitation. You can earn six figures and still panic every time
your card taps. You can grow up in luxury and still hoard,
compare, or feel unworthy of abundance.

Why?
Because money is not just about logic - It’s about safety.

At the core of this mindset is an emotional blueprint, often
shaped during childhood, long before we ever earn a paycheck
or swipe a card.

The roots of the Poverty Mindset:
Childhood Attachment

Psychologists estimate that around 50% of people are securely
attached, while the remaining 50% carry some form of insecure
attachment: anxious, avoidant, or disorganised.

These attachment styles aren’t just about romantic relationships
- they shape our entire experience of the world, including how
we relate to money.



Why Insecurely Attached Individuals are often “Richer”
than Secure Ones?

While securely attached people have a healthy relationship with
money, they’re often less externally driven by it.

Meanwhile, people with insecure attachment styles (especially
avoidant and anxious) are frequently found:

e In high-paying jobs
e Leading companies
e Driving themselves to accumulate wealth

...but often with less peace, more burnout, and more emotional
disconnection from what they’ve built.

SECURE ATTACHMENT

Formed when caregivers are emotionally attuned, consistent,
and validating. Securely attached people aren’t less capable,
they’re simply less reactive. They don’t chase money to feel
whole, to prove something, or to feel in control. They tend to set
healthy financial boundaries; They want financial freedom, but |
won’t burn out for it. They value stability over status. They
rather feel safe than to be seen.

As adults, securely attached individuals often:
- Feel confident asking for support
- Believe they’re worthy of love and abundance
- Handle setbacks with resilience
- More emotional regulation and joy in the process



Scarcity level: Low

Time Horizon: Long-term

Self-Sabotage Pattern: Minimal. They course-correct with
compassion

ANXIOUS ATTACHMENT

Often results from inconsistent caregiving - sometimes warm,
sometimes withdrawn. Anxiously attached people crave
approval, admiration, and emotional security but they don’t
believe it’s freely given. So they may chase high-income roles,
overwork, or over-give financially to be needed or liked. Their
self-worth is often tied to achievement, performance, or being
the financial “hero”.

As adults, anxiously attached individuals may:
- Overspend to gain approval. (e.g. Buying meals and
drinks more frequently for friends)
- Undercharge due to fear of rejection
- Worry constantly about not having enough

Scarcity level: High

Time Horizon: Short-term (“l need this now before it's gone)
Self-Sabotage Pattern: Impulsive spending, guilt loops, or
financial over-functioning in relationships.

AVOIDANT ATTACHMENT

Often stems from emotionally distant or overly strict parenting.
Avoidantly attached individuals are wired to believe: “No one’s
coming to save me. | have to do it alone.”. Money becomes a
control mechanism, a way to build safety without needing
anyone. They often hyper-focus on building wealth, not
because they love money, but because they fear dependence.



As adults, avoidantly attached individuals may:
- Hoard money but feel disconnected from it
- Struggle to ask for help or receive support
- Feel guilty enjoying wealth or success

Scarcity Level: High but internalised

Time Horizon: Mid to long term, but driven by protection, not
growth

Self-Sabotage Pattern: Refusal to invest, fear of dependence,
chronic under-spending despite having means.

These patterns are subtle but powerful. Insecurely attached
individuals often accumulate more external wealth, but securely
attached individuals tend to accumulate more internal peace.
The strong difference between: “| need money to be safe” vs ‘I
feel safe, so | build wealth from a grounded place.”

They follow us into adulthood and quietly shape our relationship
with success, security and self-worth.

Even for those who develop secure attachment, life is not fixed.
We are fluid. Depending on the stressor or trigger, we might
regress into older patterns - especially those carved deeply in
childhood. A secure individual may become avoidant when
emotionally overwhelmed or anxious when faced with loss or
instability.

Carl Jung would describe this as the unconscious asserting
itself - the shadow reemerging. We carry within us not only the
adult we’ve become but also the child we were. When faced
with uncertainty, fear, or vulnerability, the inner child - and the
attachment wounds it carries often takes the wheel.

“The greatest burden a child must bear is the unlived life of
the parents.” - Carl Jung



This means that healing isn’t a one-time transformation. It's a
conscious, ongoing relationship with the self. Our goal isn’t to
eliminate fear, but to meet it with awareness. To move from
reaction to reflection. From survival to sovereignty.

Your Shadow will Always be in the Room
(Self Sabotaging Deeper Roots)

Beneath the persona we present to the world, there are hidden
shadows we rarely confront—parts of ourselves shaped by
early experiences, trauma, and unconscious beliefs. These
internal fragments quietly drive our relationship with money,
success, and self-worth.

Financial behaviour research and trauma-informed psychology
both point to the same truth:

We don’t just manage money with logic—we
manage it with our history.

Let's meet your financial shadows.



1. The Unworthy Shadow

Core Belief: “| am not enough”

This shadow whispers: You don’t deserve ease. You
have to earn every good thing. It leads to self-sabotage,
overworking, undercharging, and a deep fear of
receiving.

Daniel’s Discounted Worth.

Daniel ran a creative agency in Melbourne. He built
websites for small businesses, clean designs, fast
delivery, decent SEO work. He’'d been doing it for five
years and had a loyal list of clients. But behind his
confident branding and clean portfolio, Daniel carried an
invisible weight. Every time he sent out a quote, his
finger would hover over the keyboard.

$3000 felt too much. “Maybe | will make it $2500.” he’'d
whisper to himself. “They're a small business anyways..
| don’t want to scare them off.”

But the truth was: they hadn’t even asked.

In fact, just last month, a client responded to his $2500
quote with, “That’s surprisingly affordable.”

Instead of feeling proud, Daniel winced. He immediately
replied, “Well, | can also throw in a free logo redesign.”

He did not need to do that. They hadn’t even asked for
it. But it was instinct. He always felt he had to prove his
value, not state it. Sometimes, he’d offer extras to justify
his worth: “I'll add analytics, free hosting for the first



year, unlimited revisions.” He never asked himself why
he did this. He just felt like enough was never enough.

Moments That Require Financial and Mindset Literacy

Daniel’s story is full of seemingly small decisions that
are actually rich with emotional and psychological
patterns:

Min

Quote hesitation
His pause before sending a quote wasn’t
strategy - it was self-doubt.

Unasked discounts

He lowered prices before clients pushed back.
That wasn’t generosity - it was preemptive
devaluation.

Overdelivering without being asked
Adding free services wasn’t value-added, it was
value proving.

Avoidance of praise

He winced when someone called his rate
affordable because deep down, he feared being
seen as “too much” if he charged more.

Emotional flashbacks
His people-pleasing was rooted in childhood

survival, learning to earn love, not expect it.

nd Financial n



Here are three core concepts underneath Daniel’s
behaviour:

a. Financial Self-Worth Gap
This is the emotional distance between what you
actually provide and what you believe you're
worth. People with a large gap tend to
undercharge, discount, or overdeliver out of fear
of rejection, not a value mismatch.
Daniel had five years of experience, results to
show, and happy clients, but emotionally, he still
felt like the little boy trying to earn praise. So, he
priced from that place.

b. Preemptive Discounting
A form of financial self-sabotage where we
assume we’ll be rejected or seen as greedy, so
we shrink our ask before negotiation even
begins. This often stems from internalised
beliefs: “I'm not enough” or “They’ll leave if I'm
too expensive.”
His fear wasn’t that the client would say no. It
was that they’d think he was too much for asking.
So he shrank the number before it even hit the
inbox.

c. Emotional Pricing
When your fees are dictated by fear, guilt, or
approval-seeking-not by your skills, results, or
market value. Emotional pricing creates burnout,
inconsistent income, and resentment, even when
clients are happy.



He wasn’t charging based on what the work was
worth, he was charging based on how safe he
felt asking.

Concepts That May be Relevant to You

- The Freelancer
A designer quotes $500 for a logo, but right after
the call, says “but I'm happy to go lower if that’s
too much.” The client didn’t object. The discount
was insecurity, not strategy.

- The Small Business Owner
A caterer consistently throws in a free bottle of
wine. Even when not on the menu. She doesn’t
charge. She just wanted to not “look greedy”.

- The Employee
An employee doesn’t negotiate their salary or
ask for a raise, even though they’ve taken on
double the workload. They tell themselves, “If |
ask, they'll think | am ungrateful.”

And that’s the quiet tragedy of many entrepreneurs:
“We don’t just price our products. We price our wounds.”



2. The Scarcity Shadow

Core Belief: “There’s never enough”

This shadow doesn’t care how much money is in your
account. It’s not about reality, it's about perception. Even
in abundance, it feels unsafe. Leads to hoarding,
chronic anxiety, or compulsive saving and
under-spending.

Alina’s Story: The Weight of “Just In Case”

Alina grew up watching her mother rinse out plastic
takeaway containers and stash them under the sink. Not
just a few, but drawers full. Her father kept spare wires,
rubber bands, phone chargers from 2007. Their home
was clean, but crowded. Every item had a purpose,
even if that purpose hadn’t arrived yet.

As a child, Alina didn’t question it. As an adult, she
couldn’t escape it.

Now in her late 20s, she found herself doing the same.
Saving every paper bag. Hesitating before throwing
anything out. Stocking up on “Buy 2 Get 1 Free” deals,
even when she didn’t need the product. Her wardrobe
was full. Her pantry was overflowing. But internally? She
always felt a few steps away from disaster.

Alina wasn'’t stingy, she was scared.
She grew up hearing stories about relatives fleeing war

with nothing but the clothes on their back. Her parents
spoke of economic collapse like it could happen



tomorrow. And so she learned that safety didn’t come
from having enough. It came from having more.

Even when her income grew, her fear stayed the same.

She had savings. But every time she spent, she
panicked. Every time she threw something out, guilt
followed. Every time she chose quality over quantity, her
stomach knotted.

To her, abundance felt fragile. So she clung to clutter,
not for joy, but for insurance.

Moments That Require Financial & Mindset Literacy

Alina’s behaviours were subtle, but emotionally loaded:

- Over-saving physical goods
Not because she needed them, but because
letting go felt unsafe.

- Fear-based buying
She didn’t shop with intention. She shopped with
“what if”

- Low emotional ROI
Her things didn’t bring joy, they brought anxiety
masked as preparation.

- Internalised fear from generational trauma
Safety was never modeled as emotional
regulation. It was modeled as stockpiling.



Mindset and Financial Concepts

Here are three core concepts under Alina’s Behaviour:

a. Survival Conditioning
When your nervous system is wired around fear
or instability, your relationship with resources
becomes reactive. You don’t trust the future, so
you prepare for its collapse. Alina didn’t need
financial advice.

b. Scarcity Thinking
The belief that there is never enough, not just of
money, but of love, time, safety. It leads to
hoarding time, energy, opportunities, and even
relationships.

c. Emotional Clutter
When physical items carry emotional weight. You
don’t hold on to the object, you hold on the
identity, memory, or fear it represents.

Alina didn’t need financial advice. She needed
emotional safety.

This Might Look Like

- You overeat at buffets because you don’'t want to
“miss out.”

- You stay in jobs or friendships that drain you
because “something is better than nothing.”



- You fill your calendar just to feel productive, even
when you’re burnt out.



3. The Martyr Shadow

Core Belief: My value comes from suffering.

This shadow confuses exhaustion with worth.
Associates worth with suffering. Overworks, overgives,
and resists wealth that comes without sacrifice.

Layla’s Quiet Burnout

Layla was a freelance consultant based in Brisbane,
working with nonprofits to help them improve community
engagement. She was talented, deeply committed to
social change, and always in demand.

She was also always exhausted.

Layla never turned down a project. She offered sliding
scales even when she wasn’t asked. If a client said,
“We’re on a tight budget,” she’d say, “Don’t worry. We
will make it work,” even when it means working nights
and weekends.

Her inbox, full of “urgent” tasks. Her calendar? Booked
out for months. Her body? Running on caffeine, stress,
and four hours of sleep. When her friend asked her, “
Why don’t you take a week off?” Layla smiled but felt a
pang of guilt. “l can’t,” she said. “They need me.”

Deep down, Layla believed that if she rested, she would
be letting people down. That if work felt easy, it was not

valuable. That she had to earn her right to relax. She did
not want to be seen as lazy. So she overdelivered. Over
committed. Overfunctioned.



And she quietly resented how no one noticed she was
drowning.

Moments That Require Financial & Mindset Literacy

Layla’s pattern wasn't just overwork - it was internalised
martyrdom:

Undercharging without being asked

She assumed her clients couldn’t afford her
rates, so she preemptively lowered them - out of
guilt, not generosity.

Refusal to rest
She felt undeserving of time off unless she had
“earned it” through suffering.

Overfunctioning in silence

She never communicated boundaries, because
deep down, she feared being seen as selfish or
unavailable.

Mistrust of ease

Any opportunity that felt too simple or highly paid
triggered discomfort, she believed money had to
come with struggle.

Mindset and Financial Concepts

a. Martyr Conditioning

When we grow up around caregivers who model
sacrifice as virtue (e.g., parents who never
rested, constantly worked, or never put
themselves first), we unconsciously learn:



“Love means giving everything - even if it breaks
you.”

Layla admired her mother, who worked two jobs
and never complained. But now, she lived by the
same invisible rule: “Rest is selfish.”

b. Guilt-Based Giving
A psychological pattern where we give not from
overflow, but from obligation. If it feels unsafe to
receive without reciprocation - so we overgive,
overfunction, and eventually, burn out.

Layla didn’t feel proud when she helped. She felt
safe - like she had proven her worth again.

c. Value-Through-Struggle Belief
This belief tied financial worth to emotional labor.
If something doesn’t feel hard enough, we
assume it's not “earned”. This is especially
common in service-based work, where emotional
labor is invisible but deeply draining.

Layla rejected ease - not because it was bad, but
because she didn’t feel worthy of it.

This Might Look Like

- The Overgiver
You offer free consultations, extra services, or
discounts - without being asked. You’re scared



they’ll think you’re greedy. But it's your body
that’s paying the price.

- The Self-Employed Empath
You love helping people. But you mistake giving
everything for making an impact. You're
exhausted and underpaid, but afraid to scale or
raise prices because “you might not be needed.”

- The Corporate Martyr
You stay late every night. Cover other people’s
slack. Refuse vacation days. You don’t say no,
even when your plate is full. You're the “go-to”,
but secretly, you wish someone would check in
and say: “Are you okay?”

And that’s the trap of the Martyr:
“You give everything hoping someone will finally say..
You’ve done enough.”
But the only person who can say that - is YOU.



4. The Performer Shadow

Core Belief: If | don’t impress, I'll be rejected.

This shadow ties self-worth to external success -
grades, income, accolades, appearances. Overachieves
to earn love, driven by fear of being ordinary or invisible.
Often experiences burnout.

Julian’s Golden Resume
Julian looked like he had it all.

A first-class honours graduate. Featured in Forbes 30
Under 30. Founder of a growing fintech startup. But
Beneath the shine, Julian was cracking.

He hadn’t slept properly in months. He secretly felt like a
fraud. He was terrified of slowing down - not because he
loved the grind, but because he feared what he might
feel if he stopped.

Every milestone felt like a moving target:
- After the first $100k raise, he thought, “it's not
enough.”
- After launching the app, he thought, “it needs
10k users.”
- After the feature in TechCrunch, he thought,
“Why didn’t they call me a visionary?”

Success was never success. It was just.. Temporary

relief. He didn’t celebrate.
He didn’t rest. He just kept moving.
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Julian’s life was externally impressive, but internally
unstable:

- Endless striving
Every achievement was followed by a bigger,
scarier goal. Not because he wanted more, but
because he feared being irrelevant.

- Avoidance of rest
Stillness felt dangerous - like the world might
forget him.

- Overinvestment in image
He poured time and money into branding, PR,
optics.. While secretly ignoring his personal
finances.

- Inconsistent income
He underpriced services to “get the deal” or
“pbuild reputation,” even though the clients were
enterprise level.

Mindset and Financial Concepts

a. Success-Driven Self-Worth
When identity is built around achievement,
money becomes a scoreboard. But it's never
enough - because the goal isn’t wealth, it's
validation.

Julian wasn’t building a business - he was
building armor.



b.

C.

Imposter Syndrome

Despite external success, the Performer feels
like a fraud. Every deal, award, or compliment is
quickly discounted: “They’re just being nice,”
“They don’t know the real me,” “This won'’t last.”

Julian didn’t believe he earned his success - so
he kept chasing more to prove it.

Avoidance Through Achievement

Working hard becomes a socially accepted way
to avoid vulnerability. When you’re always busy,
you never have to sit with the question: “Who am
| without the accolades?”

The Performer hides their emptiness under full
calendars.

This Might Look Li

The Serial Overachiever

You finish one course and enroll in three more.
You hit your financial goal and immediately raise
the bar. You're exhausted, but terrified of being
“average.”

The Personal Brand Addict

You spend more time curating your online image
than managing your finances. You look
successful - but deep down, you’re afraid it’s all
just smoke and mirrors.



- The Burnt-Out Prodigy
You were the “gifted kid” who always exceeded
expectations. Now, you struggle with basic tasks
unless there’s someone watching or a reward
involved.

And that’s the illusion of The Performer:
“You try to earn love by being impressive - until you forget
how to just be loved.”
You don’t have to perform to be seen.
You don’t have to impress to be enough.



5. The Control Shadow

Core Belief: If | don’t control everything, I'll be unsafe.
This shadow believes safety comes from control. It
micromanages outcomes, overplans for worst-case
scenarios, and struggles to trust people. Hypervigilant.
Lives in chronic tension.

Amira’s Tight Grip

Amira ran a successful consultancy. She had three staff,
fifty clients, and a calendar blocked to the minute. But
while her clients admired her precision, her team lived in
fear of making mistakes. Every email was reviewed
twice. Every decision had to go through her. She called
it “standards.”

But underneath the professionalism was fear. In her
personal life, she triple-checked bank balances. She
tracked every cent. She couldn’t rest until every light
was off, every drawer was shut, every outcome
predicted. Rest felt irresponsible. Delegation felt
dangerous.

Even in therapy, she’d ask, “Give me a checklist to fix
this.”

Because control was her safety net - and letting go felt
like dying.

Moments That Require Financial & Mindset Literacy

Amira’s story is filled with actions rooted in fear, not
strategy:



- Micromanagement of staff
She didn’t delegate out of fear of mistakes - not
because the team was incapable.

- Financial Rigidity
She tracked spending obsessively - not to
budget wisely, but to calm her anxiety.

- Obsessive planning
She rehearsed every scenario in her head - not
to be prepared, but to feel safe.

- Burnout
Her inability to let go led to chronic fatigue,
irritability, and eventually disengagement.

Mindset and Financial Concepts

a. Hypervigilant Nervous System
Control is often a trauma response. The nervous
system stays on high alert, constantly scanning
for danger. In financial life, this shows up as
obsessive budgeting, decision paralysis, and
over-researching.

Amira wasn’t budgeting - she was bracing.

b. Scarcity of Trust
People with a Control Shadow often believe
others will not show up, so they try to do
everything themselves. This erodes team
relationships, breeds resentment, and limits
growth.



Her fear wasn'’t of failure. It was depending on
someone else.

lllusion of Certainty

Control gives a temporary sense of power, but
it's an illusion. Market’s shift. Life surprises us.
Obsessive control over finances, business, or
relationships often leads to rigidity - not
resilience.

Amira confused control with safety - but they’re
not the same.

This Might Look Like

The Financial Micromanager

You review your bank account five times a day.
You can'’t relax until every cent is categorised.
But instead of peace, you feel more anxious.

The Solo Entrepreneur

You do everything yourself - not because you
love it, but because no one else does it “right.”
You burn out quietly, then blame yourself for not
being “string enough.”

The Delegation Avoider

You avoid hiring, outsourcing, or trusting others.
You’d rather do more than risk someone doing
less. You tell yourself it's “efficient” - but deep
down, it’s fear.



You believe control keeps you safe - when it’s actually
what’s keeping you stuck.
Trustisn't a reward. It’s a practice.
And safety doesn’t come from certainty.
It comes from capacity.

6. The Saboteur Shadow

Core Belief: Good things never last.

Uncomfortable with success of stability. Subconsciously
creates chaos to return to familiar emotional states.
Avoids long-term growth.

Ella’s Patterned Escape

Ella had finally made it. After years of freelancing,
surviving on odd jobs, and dodging overdue notices, she
landed a full-time remote design role. The pay was solid.
The benefits were generous. The team respected her.
For the first time, she didn’t have to worry about rent or
skip groceries to cover bills.

But within three months, she felt... off.

She started missing deadlines. Pushed meetings
around. Ghosted Slack messages. “I'm just not used to
this stability,” she joked to friends. But under the surface,
the panic was louder.

“I don’t belong here.”

“It's only a matter of time before they find out I'm not
good enough.”

“If | mess it up first, at least I'm in control.”



She didn’t realise it yet, but Ella wasn’t failing. She was

fleeing.

She picked a fight with her manager after receiving
constructive feedback. “They don’t value my work.” Two
weeks later, she quit. No backup plan. No safety net.
Just the old familiar chaos - anxiety, hustle, and
instability.

Oddly enough, that felt safer than success.

Moments That Require Financial & Mindset Literacy

Ella’s story might seem irrational on the surface, but it

reflects

deeply ingrained psychological patterns:

Discomfort and stability
She didn’t trust the calm. Quietness felt like a
setup, not a reward.

Success triggered panic

As soon as life felt “too good,” she
subconsciously tried to sabotage it. Stability felt
unsafe because it was unfamiliar.

Self-fulfilling fear

Her fear of losing the job caused her to behave
in ways that jeopardised it - thus proving her
belief true: “Good things don’t last.”

Emotional familiarity over growth



She returned to the chaos not because she
wanted to fail - but because that’s where her
nervous system learned to survive.

Mindset and Financial Concepts

a. Success Rejection Reflex
Some people subconsciously reject success,
stability, or abundance because it clashes with
their identity or upbringing.

They don'’t believe they’re “the type of person”
who gets to live with ease.

So they unconsciously destroy the things they
worked hard for.

b. Emotional Homeostasis
The nervous system craves what'’s familiar, not
what'’s healthy. If your baseline was chaos or
scarcity growing up, stability feels emotionally
foreign.

Your body will sabotage “peace” to return to
‘normal.”

c. Sabotage as Self-Protection
Ella’s sabotage wasn’t about laziness or
incompetence. It was protection. If she failed
first, she wouldn’t have to face the deeper fear of
being abandoned or exposed as “not enough.”

This Might Look Like



- The entrepreneur who burns out every time the
business gains momentum.

- The saver who finally builds up $5,000 and
immediately splurges on something they don'’t
need.

- The employee who lands a dream job, but
“forgets” to show up for the first meeting.

- The partner who picks a fight when the
relationship gets too close.

We don’t fear failure. We fear unfamiliar success.
That’s the paradox of the Saboteur Shadow.
To heal it, we don’t need more discipline - we need more
self safety.
Because the goal isn’t to hold on tighter.
It’s to teach your nervous system that peace is safe.

That joy doesn’t have to be paid for with struggle.

That good things can last - if you let them.



7. The Orphan Shadow

Core Belief: 'm on my own.

Carries deep-rooted abandonment wounds. Refuses
help. Associates independence with survival. Struggles
to receive support or build trust.

Noah’s Lone Climb

Noah built his business from scratch. No co-founder. No
loans. No handouts. He took pride in doing it all himself -
website, branding, marketing, bookkeeping.

“Don’t worry, I'll figure it out,” was practically his slogan.
People admired his grind.

But inside, Noah was exhausted.

When friends suggested he delegate, he’d snap

“It’s fine. | don’t want to owe anyone.”

“No one ever shows up when it really matters
anyway.”

Investors offered to fund him, but he declined. Coaches
offered support, but he ghosted them. Even when clients
offered praise, Noah brushed it off. His subconscious
believed that help came with strings. That leaning on
others meant weakness. That the moment he let
someone in, they’'d disappear - just like they always had.

So he stayed on the mountain alone. Successful - but
silently suffering.
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Noah’s situation wasn’t about pride. It was about
protection. But his patterns were keeping him stuck:

- Hyper-independence as trauma response
His refusal to delegate or accept help wasn’t
about confidence - it was a scar from past
abandonment.

- Rejecting ease
He turned down funding and coaching - not
because they weren’t helpful, but because
trusting others felt dangerous.

- Emotional isolation
Noah wasn’t just doing the work alone. He was
carrying the emotional burden alone too.

Mindset and Financial Concepts

a. Hyper-Independence
Often rooted in childhood emotional neglect or
abandonment. The orphan shadow assumes:
“If I rely on someone, I'll get hurt.”
So they rely on no one. Even when support is
available.

b. Resource Hoarding
Orphan-minded individuals tend to save
excessively, avoid collaborative ventures, or
overwork. They see resources - money, energy,
time - as things that must be earned alone and
kept safe.



c. Help Rejection Syndrome
This is a subconscious pattern where receiving
support triggers discomfort. Compliments are
dismissed. Assistance is rejected. Not because
it's unwanted - but because they don't trust it.

This Might Look Like

- The founder who never hires a team - even when
it's hurting the business.

- The employee who works unpaid overtime
because “asking for help means I’'m not good
enough.”

- The partner who pulls away emotionally
whenever things get close.

- The student who refuses tutoring or mentorship
because “I'll figure it out on my own.”

The Orphan doesn’t want isolation. It wants protection.
But the very armour that kept you safe as a child is keeping
you small as an adult.

Healing the Orphan Shadow does not mean trusting
everyone.

It means slowly teaching yourself that not everyone leaves.
That some hands don’t drop you.

That you’re no longer alone.



8. The Guilt Shadow

Core Belief: Having more means others have less.
Leads to self-sabotage, under-earning, over-giving, or
rejecting wealth due to unconscious guilt. Believes
abundance creates imbalance or takes from others.

Kayla’s Quiet Sabotage

Kayla grew up in a working-class household. Her
parents worked two jobs and still struggled to put food
on the table. She remembered her dad skipping meals
so she could eat. Money always came with tension - and
sacrifice.

Now in her late twenties, Layla had finally made it. She
was a successful copywriter, charging premium rates
and booking out months in advance.

But every time she reached a new income milestone...
She’d suddenly stop marketing. Or offer huge discounts.
Or give away free coaching hours to clients who
“couldn’t afford her.”

She told herself it was generosity. But deep down, it was
guilt.
“Who am | to earn this much while others are still
struggling?”
“If I have more, am | taking from someone else?”

“If | get too far ahead, will they resent me?”

Layla didn’t fear success - She felt ashamed of it.
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Beneath Layla’s generosity were beliefs that limited her
wealth and well-being:

- Avoiding growth after hitting income goals
Not because she lacked drive - but because she
associated more success with more guilt.

- Over-giving to clients and friends
Discounting, free services, endless support -
these were not marketing strategies. They were
attempts to atone for having more.

- Shame around visibility
She avoided sharing her wins online. Not out of
humility, but because she did not want to trigger
envy - or feel like she was “rubbing it in.”

Mind | Financial G

a. Wealth Guilt
This occurs when we internalise the belief that
having more than others is morally wrong. It
often stems from growing up in environments
where money was scarce, or where people with
wealth were seen as selfish or corrupt. Kayla’s
guilt came not from doing harm - but from feeling
like she was no longer one of them.

b. Empathic Guilt Loop
Highly empathetic people often absorb the
emotional states of others. When they’re doing



well, they feel responsible for those who aren’t.
This creates a subconscious cap on how much
they allow themselves to earn, celebrate, or
enjoy.

c. Invisible Loyalty to Struggle
Sometimes, people fear that success will
disconnect them from their community or family.

“If | become wealthy, will they still relate
to me?”
“WIll they think I've changed?”

So they stay close to pain because pain is
familiar - even if it means holding themselves
back.

This Might Look Like
- An entrepreneur who refuses to raise prices

even though demand is high.

- A coach who gives endless unpaid support to
clients that “need help.”

- A daughter who subconsciously earns just
enough - not more than what her parents ever
did.

- Afriend who splits the bill even when others offer
to treat, just to “even things out.”

Wealth does not require you to betray your roots.
It’s okay to outgrow the struggle.
It’s okay to feel safe, supported, and abundant.



You do not need to shrink yourself to stay connected.
You do not need to suffer to belong.

Guilt is a sign of your empathy. But you are allowed to
succeed without apology.

Let your abundance inspire - not atone.

9. The Fraud Shadow

Core Belief: If they really know me, they’d see I'm a
fraud.

Driven by imposter syndrome, this shadow leads to
perfectionism, over-preparation, or hiding. Even with
credentials, experience, or external success, the person
feels like they’re faking it - and it's only a matter of time
before they’re “found out.”

Elena’s Quiet Panic

Elena had two degrees, five years of industry
experience, and had just landed a contract with a
top-tier agency. On paper, she looked unstoppable. But

in her head, she was spiraling.

Every email she sent was rewritten twice. Every Zoom
call left her overthinking for hours after.

And every time a client praised her work, she’d
downplay it with,

“Oh, | just got lucky,” or “It was not that hard.”



Behind her poised presence was a gripping fear:
That one day, someone would realise she wasn'’t as
smart, talented, or capable as she seemed.

So, she compensated.

She overworked. Triple-checked everything. Declined
opportunities that stretched her - even ones she secretly
wanted.

Because confidence felt dangerous. Visibility felt like
exposure. And ease? That felt fraudulent.

Moments That Require Financial & Mindset Literacy

Elena’s story might sound familiar if you've ever
questioned your legitimacy despite having results.
Here’s what'’s really going on:

- Minimising wins
She couldn’t receive praise without downplaying
it.

- Undercharging or overdelivering
Her fees reflected her fear of being “caught,” not
her actual value.

- Hesitating on bold opportunities
She avoided promotions or public speaking - not
because she couldn’t but because she feared
she’d be exposed.

Min nd Financial n

a. Imposter Syndrome



This is the internal experience of believing you're
not as competent as others perceive you to be. It
disproportionately affects high achievers -
especially women, people of colour, or anyone
breaking into spaces where they’ve historically
been excluded.

Elena didn’t feel like a fraud because she was.
She felt like a fraud because she’d internalised
the message:

“You have to be twice as good to be seen
as enough”

. Success-Visibility Anxiety

For some, success doesn’t feel safe. More
visibility means more scrutiny. And if you carry
shame about being seen, your nervous system
might sabotage opportunities for growth in order
to feel emotionally “hidden.”

That's why Elena avoided promotions. Not
because she couldn’t do the job - but because
her body associated being seen with being
shamed.

Perfectionism as Protection

Many who carry the fraud shadow seek
perfection - not because they love excellence,
but because they fear failure. They overprepare
not to impress - but to avoid criticism.



But perfectionism isn’t confidence. It's
camouflage.

This Might Look Like

- A business owner delaying launching because
their offer “isn’t ready yet.”

- A speaker declining panels because “they don’t
know enough.”

- A writer who rewrites the same paragraph for
three days instead of publishing.

- A consultant charging less “just in case” the
client doesn’t see the value.

You don’t need to know everything to have something valuable
to say. You don’t need 10 more certifications to be allowed to
take up space. You don’'t need to “earn” confidence.

You just need to stop waiting for permission.

Imposter syndrome shrinks in the presence of truth.

And the truth is:

You are already enough.
Even when you doubt yourself.
Even before you’re perfect.
Even when you feel like a fraud.

10. The Rebel Shadow

Core Belief: Systems are corrupt. | don’t follow rules.



This shadow rejects structure, consistency, or authority.
Sabotage routines. Avoids budgeting, contracts, or
financial planning out of fear that structure equals
control. But in avoiding “the system,” it often recreates
chaos.

Jesse’s Expensive Freedom
Jesse prided himself on being “different.”

He didn’t believe in traditional jobs, hated authority, and
would never be caught using a spreadsheet.

“I'll never be one of them.”
Them meant: people with salaries, fixed routines, or
long-term plans.

He freelanced when he wanted. Slept when he wanted.
Lived day by day. On the surface, it looked like freedom.
But when rent was due, Jesse would panic. When taxes
came around, he’d ghost his accountant. When clients

asked for a proper contract, he would stall or walk away.

“Too corporate”
But underneath it all, Jesse was tired.
Tired of feast-or-famine income. Tired of not knowing if
next month would be okay. Tired of pretending that

chaos was exciting. Because somewhere deep down,
he’d internalised a dangerous belief:



“Structure is the enemy. Control means I'm being
controlled.”

Moments That Require Financial & Mindset Literacy

- Avoidance of Planning
Jesse avoided budgets, schedules, or long-term
goals not because he couldn’t, but because they
felt like surrender.

- ldentity over stability
He tied his identity to being anti-system, even if it
meant sabotaging financial growth.

- False freedom
He confused unpredictability with freedom,
without noticing that his freedom was costing his
peace.

Mind | Financial G

a. Anti-Authority Rebellion
If you grew up feeling powerless, controlled, or
boxed in, you may associate rules with
oppression. So in adulthood, anything
resembling structure - budgets, contracts,
routines - feels like a betrayal of your
independence.

But true power isn’t avoiding structure - it's
creating your own.

b. Unconscious Sabotage of Stability



The rebel often thrives in high-stakes urgency.
Planning removes the adrenaline. Without chaos,
they feel purposeless. So they unconsciously
create instability to keep the nervous system
activated.

Jesse didn’t need chaos. He was just addicted to
the rush of solving problems at the last minute.

c. False Dichotomy Between Freedom and
Responsibility
Many rebels see structure and freedom as
opposites. But in truth, structure is what sustains
freedom. A budget isn’t confinement - it’s clarity.
A contract isn’t oppression - it's protection.

This Might Look Like

Refusing to use budgeting apps or tools because

it “feels restrictive.”

- Walking away from a secure opportunity just to
“prove you’re not a sellout”

- Rejecting advice or mentorship, even when it
could help.

- Undervaluing routine because spontaneity is

seen as superior.

You don’t need to give up freedom to build wealth.
You just need to redefine what freedom actually means.
Freedom without direction is chaos. Freedom with
intention? That’s power.



The rebel doesn’t need to be tamed - They need to be
trusted with a map they designed themselves.



11. The Rescuer Shadow

Core Belief: If I'm not needed, I’'m not worthy.

This shadow finds self-worth in fixing, saving, or
financially supporting others. It gives more than it has,
overextends boundaries, and often confuses love with
rescue. The rescuer sacrifices their own stability to
prove their value.

Clara’s Costly Compassion

Clara was known as the “dependable one.”

If a friend was struggling, she’d help pay their bills.
If her partner had debt, she’d offer to cover it.

If her brother needed a loan-again-she’d send it, no
questions asked.

“They need me,l can always figure myself out
later.”

But later never came. Her own savings stayed empty.
Her credit card balance kept rising. And even when she
gave generously, a quiet ache followed.

“Why doesn’t anyone do this for me?”
Clara wasn’t generous, she was seeking safety through

being needed. If she stopped rescuing, she feared
becoming invisible.

Moments That Require Financial & Mindset Literacy

- Overgiving as identity



Clara didn’t just help - she had to help. Her
self-worth was attached to being the provider.

- Self-neglect
She postponed her own financial security in the
name of loyalty and care.

- Unequal relationships
Her giving was not always reciprocated. And
when it wasn’t, she felt abandoned.

Mindset and Financial Concepts

a. Rescue as a Coping Mechanism
People with the Rescuer Shadow often grew up
in chaotic households where they were “the
strong one.” They learned to soothe others’
emotions to feel safe or valued.

Now, they soothe others’ financial stress - at the
expense of their own.

b. Codependency in Finances
Codependency isn’t just emotional - it’s financial.
You may feel responsible for other people’s
outcomes. And when they struggle, you feel it's
your duty to “fix” it, even when it drains your
resources.

c. Helper’s Guilt
This is the guilt that arises when saying no,
setting boundaries, or prioritizing your own
needs. It's the internal voice that says,



“If I don’t help. I'm selfish.”
“If I don’t give, I'm not a good person.”

But giving that depletes you is not compassion.
It's a sacrifice for validation.

This Might Look Like

- Paying a partner’s debt before clearing your
own.

- Offering to cover dinner for friends, even when
you’re behind on rent.

- Feeling anxious if you can’t “fix” someone else’
problem.

- Becoming resentful over time, but blaming
yourself for being “too sensitive”

You are allowed to care without rescuing.
You are allowed to say no without guilt.
And you are allowed to build your own safety before saving
others.

You don’t need to be the hero of everyone’s story.
You just need to stop abandoning yourself in the process.
Love yourself please.



12. The Addict Shadow

Core Belief: | need this to feel okay.

This shadow chases relief through spending,
stimulation, or control. It isn’t about substances - it's
about soothing discomfort. The Addict Shadow uses
money as medicine: to numb, distract, or feel
momentarily powerful.

Ethan’s Empty Cart

Every Friday, Ethan clicked “Add to Cart.” Sneakers.
Gadgets. Coffee table books he never read. Packages
would arrive Monday morning - and by Monday
afternoon the rush was gone.

“l just needed something to look forward to”

After breakups, he shopped. After stress at work, he
ordered food. When the shame set in, he promised,

“Next month I'll budget better.”
But it wasn’t about the things. It was about the feeling

they gave him: Temporary dopamine. A sense of control.
A brief escape from emptiness.

Moments That Require Financial & Mindset Literacy

- Emotional Spending
Purchases were triggered by mood, not need.

- Avoidance Behaviour



Instead of processing emotions, Ethan escaped
into consumption.

- Shame-Reward Cycle
He’'d overspend — feel guilt — binge again.

Mindset and Financial Concepts

a. Money as Soothing
The Addict Shadow uses money like a mood
stabilizer. It becomes the emotional pacifier - a
way to fill voids or suppress discomfort.

b. Impulse Control & Dopamine Loops
Dopamine is the brain’s chemical. Anticipation of
a purchase (not the item itself) gives a hit of
pleasure. Addictive spending creates a loop:
Craving — Action — Relief — Crash — Craving
again.

c. Budgeting Without Emotional Awareness
Doesn’t Work
If the core need is emotional - loneliness,
sadness, lack of purpose - no spreadsheet can
stop overspending. You have to meet the need,
not just the symptom.

This Might Look Like

- Scrolling online stores when stressed or bored.

- Treating yourself after a bad day to “feel better” -
but never really feeling better.

- Hiding purchases or feeling shame after
shopping.



- Alternating between financial restriction and
reckless splurging.

Your needs are valid. But relief shouldn’t cost your peace.
Dopamine fades. Debt stays. And healing doesn’t come
from another delivery - it comes from facing what you’re
trying to escape.

You don’t need to quit joy.
You just need to stop outsourcing comfort to consumption.



13. The Perfectionist Shadow

Core Belief: If it's not perfect, I'll be punished or
rejected.

This shadow links worth to flawless execution. It
believes mistakes are dangerous and that only
perfection earns safety, love, or success. The
perfectionist delays action, overworks, and fears being
seen as “not enough”

Sophia’s Unpublished Genius

Sophia had been rewriting her course curriculum for six
months. Not launching. Not sharing. Just.. tweaking.

“It’s not ready yet. Once | fix the intro, and refine
the workbook, and redo the logo... then I'll
launch.”

But it was never ready. She’d watch others with half the
skill post messy content - and go viral. She’d sigh, “I just
can’t put out something I’'m not 100% proud of.”

Deep down, it wasn’t about pride. It was about fear.

If she launched and no one bought, that meant she
failed. But if she never launched, her identity as an
“‘undiscovered genius” remained safe.

So she stayed busy. Not productive - just busy.

Because in her mind, doing it “right” was more important
than getting it done.



Moments That Require Financial & Mindset Literacy

Chronic procrastination disguised as preparation.
Over-investing in surface-level polish (branding, design)
instead of core value.

Avoiding launch due to fear of rejection, not strategy.
Confusing perfection with professionalism.

Mindset and Financial Concepts

a. Perfection as Protection
Perfectionism is a trauma-informed defense
mechanism. If you grew up in environments
where mistakes were punished or love was
conditional, perfection became a strategy to stay
safe.

b. Cost of Delay
Waiting for perfection often costs opportunity.
The longer Sophia delayed, the more potential
clients found someone else. In the market,
consistency beats polish.

c. Imposter Syndrome in Disguise
Perfectionism often hides deeper insecurities:
“I'm not good enough to be seen.”
“If I'm criticised, I'll crumble.”
The problem isn’t skill - it's self trust.

This Might Look Like

- Endless twerking of your resume, website, or
business plan.



- Spending hours perfecting on Instagram
captions and never posting it.

- Saying, “l just have high standards” to avoid
admitting fear.

- Holding yourself to expectations you’d never
place on others.

Done is better than perfect. And progress only happens in
motion. Your magic isn’t in flawlessness - it’s in courage.
And your work can be valuable because it’s immaculate.

You don’t have to earn permission to start. You only have
to let go of the fantasy that “one day” you’ll be ready.

The people who change the world aren’t the most perfect.
They are the most willing.



14. The Avoidant Shadow

Core Belief: If | depend on others, I'll be hurt or let
down.

This shadow avoids vulnerability by clinging to
self-sufficiency. It hides behind control, emotional
distance, and independence. In money, this often means
hoarding, refusing support, and associating financial
security with emotional safety - but never truly feeling
safe.

Laura’s Silent Fortress

Laura had always been the responsible one. She paid
bills early. She saved up diligently. Her budget
spreadsheet was immaculate.

But no one knew what she earned. No one knew how
she felt about money. No one ever helped, because
Laura never asked. She was proud of that.

‘I don’t need anyone, I've got this.”

Until one year, when her business faced a downturn.
She had savings, yes - but she was burning through
them fast. Friends asked if she was okay. She smiled,
“All good.”

She stopped going out. Skipped rent one month, then
two. When friends offered to support him, Laura ghosted
them.

To her, receiving help seems like failure.
Admitting struggle felt like weakness.



She would rather suffer alone than feel indebted
or exposed.

She was not selfish. She was scared of being judged. Of
being pitied. Of being seen.

Moments That Require Financial & Mindset Literacy

- Financial secrecy
Never sharing income, debt, or financial goals
with anyone.

- Refusing support
Turning down help even when drowning -
emotionally or financially.

- Hyper-independence
Equating self-worth with self-sufficiency.

- Avoidance of collaboration
Preferring isolation over vulnerability in

partnerships.

Mindset and Financial Concepts

a. Hyper-iIndependence as Trauma Response
Avoidant behaviours often stem from past
betrayals, emotional neglect, or unpredictability
in childhood. Dependence felt unsafe. So now,
needing nothing = feeling in control.

b. Wealth Without Connection Feels Empty



You can have money in the bank and still feel
broke - because money without emotional
support or relational safety doesn’t create peace.
Laura had savings, but not safety.

c. Avoidance Costs Opportunities
Avoiding hard conversations - like negotiating,
fundraising, or asking for financial advice - leads
to stagnation. Growth often requires
collaboration.

This Might Look Like

- Keeping your financial life completely private -
even from a partner.

- Declining help, then resenting others for not
supporting you.

- Over-saving without ever allowing yourself to
enjoy.

- Feeling guilt when resting or spending “just
because”

Independence is strength. But interdependence is power.
Your value isn’t in doing everything alone - it’s in knowing
when to let others in.

Letting someone support you doesn’t make you weak. It
makes you human. And building wealth isn’t just about
money. It’s about being able to say, “l need help,” and
knowing you’ll be met with care - not shame.



Now that you’ve seen the shadows, you might feel exposed or
even overwhelmed.

But that’s okay.

This book is not here to shame you.
It's here to help you see clearly.

Because until you name these patterns, they’ll continue to run
silently in the background, controlling how you:

Earn

Spend

Save

Give

Build

And most dangerously, how you see yourself

The shadows you’ve just met aren’t your enemies.

They’re your earliest protectors - parts of you that learned how
to survive in an unpredictable world. But what helped you
survive may now be keeping you stuck. And that’s not your
fault. Most of these patterns were inherited. Learned. Absorbed
before you had the power to choose.

But you have that power now.

The moment you bring awareness to these hidden patterns -
when you stop blaming your bank balance and start listening to
your emotional blueprint, you reclaim the pen. You stop running

the script you were handed and start writing your own.

This is where your real financial journey begins.



Because true wealth isn’t built from force. It’s built from clarity.
From knowing what you’re carrying, why you're carrying it, and
what you’re ready to let go of.

As we move into the next chapter, we’ll begin to shift from
survival thinking into strategic growth. We'll explore how every
choice you make, what you focus on, where you spend your
energy, and how you frame your thoughts, is a mental
investment. And just like compound interest, those investments
multiply over time.

This is the part where you stop leaking energy into your past...
And begin investing it in your future.
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