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Your RISE Report
Report for Sample Participant

Insights from research and psychology, tailored to your responses — to
support clarity, consistency, and growth.

Track: Builders

COURSE COMPLETED

100%
WORKBOOKS ADDED

12
CHAPTERS ADDED

12
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INSIGHTS BY WORKBOOK

Your Progress by Module
Your written responses and insights for each workbook.

WORKBOOK 1

About the Presenter

Participant written responses

“His journey from building companies to building causes felt familiar. I've spent fifteen
years scaling a logistics business and I keep asking what it was all for.”

Based on your written response and other selections

You recognised your own arc in the presenter's: a builder who has achieved scale and
now wants it to mean more. That recognition is the starting point the course is designed
around.

WORKBOOK 2

Introduction

Participant written responses

“Work used to mean proving myself. Lately it means building something my team is
proud of, not just something that grows.”

Based on your written response and other selections

You described a shift from work as proof to work as pride. That move from external to
internal motivation is a strong foundation for the rest of the RISE journey.
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WORKBOOK 3

Finding Your Spark

Participant written responses

“My spark shows up when I mentor young founders. It gets suppressed when every hour
is booked with operations reviews.”

Based on your written response and other selections

Your spark is clear and specific: mentoring young founders. What suppresses it is
equally clear — a calendar with no slack. The insight is that your spark is not missing, it is
crowded out.

WORKBOOK 4

Fueling Your Spark

Participant written responses

“My ecosystem is strong on capital and weak on time. My inner engine is curiosity, but I
rarely leave room for it.”

Based on your written response and other selections

You have abundant capital and scarce time. Your inner engine runs on curiosity, so
protecting unstructured time is not a luxury for you; it is fuel.
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WORKBOOK 5

Three Currencies of Impact

Participant written responses

“Treasure is my easiest currency to give. Time is the hardest, and talent is the one I
undervalue most.”

Based on your written response and other selections

You give treasure easily and time reluctantly, and you undervalue your talent. For a
founder, talent — pattern recognition, operating know-how — may be the most leveraged
currency you hold.

WORKBOOK 6

Tribal Empathy

Participant written responses

“My circle of care is mostly my family and my employees. I want it to include the drivers
and warehouse workers in our wider supply chain.”

Based on your written response and other selections

You want to widen your circle from family and employees to the drivers and warehouse
workers in your supply chain. That is a concrete, nearby step beyond tribal empathy.
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WORKBOOK 7

Storytelling

Participant written responses

“My story is the immigrant son who built a company from one truck. The call to action I
want: give the next first-generation founder a shorter road.”

Based on your written response and other selections

Your story — one truck to a company — is a powerful archetype. Its natural call to action
is to shorten the road for the next first-generation founder.

WORKBOOK 8

The Scarcity Myth

Participant written responses

“I still carry a quiet fear that it can all disappear. That fear makes me hold on to time more
tightly than money.”

Based on your written response and other selections

You named a quiet fear that it could all disappear, and noticed it makes you guard time
more than money. Naming the scarcity belief is what loosens its grip.
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WORKBOOK 9

Two Kinds of People

Participant written responses

“I find giving easy and receiving help hard. I feel a moral debt to the people who took a
chance on me early.”

Based on your written response and other selections

Giving comes easily; receiving help does not. Your sense of moral debt to early backers
can become a deliberate pay-it-forward commitment rather than a private weight.

WORKBOOK 10

The RISE Model

Participant written responses

“Using RISE, a founder-mentorship program scores high on clarity and energy, but I need
to design it for consistency and sustainable impact.”

Based on your written response and other selections

You applied RISE well: your mentorship idea is strong on clarity and energy. Your own
assessment points to the work ahead — designing for consistency and sustainable
impact.
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WORKBOOK 11

The Exit Plan

Participant written responses

“In my eulogy I want people to say I opened doors, not that I built the biggest company.
My balance sheet is rich in assets and thin in legacy.”

Based on your written response and other selections

You want to be remembered for opening doors. Your balance-sheet image — rich in
assets, thin in legacy — gives you a clear measure for the next decade.

WORKBOOK 12

Recap

Participant written responses

“What changed: I see time as my real gift. My first 7-day step is to block two hours on
Friday for mentoring and protect them.”

Based on your written response and other selections

Your takeaway is that time is your real gift, and your first step is specific: two protected
hours every Friday for mentoring. Specific, small, and repeatable is exactly right.

THEORETICAL FOUNDATION

How You Fit the Theories
Established frameworks from psychology and what they reveal about you.

Based on your responses, the following frameworks are most relevant to you. Each point links your
answers to established psychology. We've chosen a few that speak most directly to what you
shared—so you can see how your choices connect to what we know about motivation, growth, and
resilience.
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• Self-Determination Theory: your spark (mentoring) meets all three needs it 
describes — autonomy, competence and relatedness — which is why it energises 
you rather than drains you.

• Otherish giving: your pull to give while protecting your own capacity matches the 
giving style that tends to sustain over time, rather than burning out.

• Narrative identity: your one-truck-to-a-company story is already shaping what you 
want to pass on; telling it deliberately can turn it into a mission.

YOUR PROFILE

Your Unique Profile
Your personality and approach, informed by theory and research.

You are a builder in transition: a founder who has proven they can scale, now asking
what the scale is for. Your answers show a person who gives money easily, guards
time carefully, and comes alive when helping the next generation of founders. On the
Builders track, your edge is not resources but attention — and your plan is already
pointing it in the right direction.
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YOUR PROFILE AT A GLANCE

Where You Fall in the Report
A visual breakdown of key dimensions from your answers — easy to share or reflect on.

Generosity

Mentoring

Time Freedom

Storytelling

Legacy Focus

Receiving Help

INSIGHT

Key Tension or Growth Edge
What stands out from your answers.

You are generous with money and protective of time, yet the thing you most want to give —
mentoring — is made of time. Your growth edge is to treat your calendar the way you already
treat your balance sheet: as something you allocate on purpose.
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YOUR JOURNEY

Where You Stand in the RISE Journey
How your answers map to the course.

• Spark found: you named mentoring young founders as the thing that lights you up.

• Currencies mapped: treasure is easy, time is scarce, talent is undervalued.

• RISE applied: your mentorship idea scores high on clarity and energy.

• Next stage: build consistency so the impact outlasts your enthusiasm.

TAKEAWAYS

What Stood Out, What to Improve, How to Explore
Bulleted takeaways from your report.

What stood out
• How specific your first step is: two protected hours every Friday.

• The honesty of naming a fear that it could all disappear.

• A clear legacy measure: opening doors, not building the biggest company.

What could be improved
• Let others help you; receiving is part of a healthy giving cycle.

• Put a number on talent you can give, not only money.

Ways to explore further
• Interview two founders you admire about how they protect mentoring time.

• Map your supply chain and find one group you can serve directly.
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Questions for Reflection

Designed to deepen your understanding.

• If time is your real gift, what would you stop doing to give more of it?

• Who helped you early, and how could you thank them by helping someone else?

• What would your company look like if it were designed to open doors?

PERSONALIZED ACTIONS

Designed Specifically for You
Concrete actions and experiments tailored to your profile.

1. Protect the Friday block: treat it as a board meeting. Example: decline anything that 
lands on Friday 2–4pm for the next six weeks.

2. Give talent, not just treasure: offer one operating workshop. Example: a 60-minute 
session on scaling logistics for a local founder cohort.

3. Practise receiving: ask one peer for help on something you find hard. Example: ask 
a fellow founder to review your mentorship plan.
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EVIDENCE BASE

What the Research Says
Studies and findings that support your approach.

• Dunn, Aknin and Norton (2008) found that spending money on others was 
associated with greater happiness than spending on oneself — a finding that 
matches how naturally you give treasure.

• Deci and Ryan's work on intrinsic motivation shows that activities meeting needs 
for autonomy, competence and relatedness are the ones people sustain.

• Gollwitzer (1999) showed that if-then plans ("if it is Friday at 2pm, then I 
mentor") substantially improve follow-through on intentions.

• Mullainathan and Shafir describe how scarcity narrows attention; a scarcity 
mindset about time can crowd out exactly the long-term goals you care about.

EXPERT VOICES

Perspectives from Leading Thinkers
How experts view these topics and connect to your journey.

Expert insight

“He who has a why to live for can bear almost any how. — Friedrich
Nietzsche, quoted by Viktor Frankl in Man's Search for Meaning”
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YOUR ROADMAP

30-Day Action Plan
One clear focus per week — practical and achievable.

WEEK 1

Week 1: Block Friday 2–4pm and tell
your assistant it is not movable.

WEEK 2

Week 2: Hold your first mentoring
session with one first-generation
founder.

WEEK 3

Week 3: Write down your one-truck
story in a single page you could share.

WEEK 4

Week 4: Review the month and decide
what to keep, drop, or double.

YOUR ROADMAP

6-Month Action Plan
Three phases: Months 1–2, 3–4, and 5–6.

PART 1 (Months 1–2)

Part 1 (Months 1–2): Mentor three founders consistently and track what helps them most.

PART 2 (Months 3–4)

Part 2 (Months 3–4): Run one operating workshop and invite your supply-chain partners.
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PART 3 (Months 5–6)

Part 3 (Months 5–6): Score the program against RISE and design it to run without you.

YOUR ROADMAP

1-Year Action Plan
Four quarters, 3 months each — longer-term vision aligned with your RISE journey.

QUARTER 1

Quarter 1: Establish the Friday mentoring habit and your first three mentees.

QUARTER 2

Quarter 2: Launch a small cohort and recruit one co-mentor.

QUARTER 3

Quarter 3: Extend support to workers in your wider supply chain.

QUARTER 4

Quarter 4: Publish your story and the program's results; decide how to scale it.
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COMMUNITY

Join the WhatsApp Community
Connect with others on the RISE journey and continue the conversation.

You can join our group by scanning this QR code.

Connect with fellow participants and continue the
conversation on WhatsApp.


