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Welcome

You are probably not here because you lack ability. You are here because your ability and
your self-image have stopped agreeing with each other. On paper you are competent. In
your own head, you are one hard question away from being found out.

The Confidence Reset is a 30-day, six-module program built on one idea: confidence is
not a mood, it’s a relationship with your own evidence. The imposter loop survives
on selective memory. It discounts your wins and magnifies your misses. So instead of pep
talks, you will build a system that collects, checks, and uses real evidence until self-belief
stops being a performance and becomes a conclusion.

How the course works

« Six modules, thirty days. Each module covers a block of days. The full day-by-day
plan is in Lesson 1.3 and in the 30-Day Plan tracker in Worksheet 3.

10 to 15 minutes a day. Some days are a lesson plus a worksheet. Most days are
the 3-minute Evidence Journal plus one small action.

« The workbook is where the work happens. Every lesson ends with an Action
Step pointing to a numbered worksheet. Print it or fill it in digitally. Start with
Worksheet 0, the Start-Here Self-Assessment, before Lesson 1.1.

» Four tools you will keep: the Competence Inventory (Module 2), the Evidence
Journal (Module 3), the Exposure Ladder (Module 4), and the Brag File (Module 5).
Module 6 turns all of it into an updated self-belief and a maintenance routine.

Three rules for the next 30 days

1. Do the daily journal. It is the engine. If you miss a day, do today’s entry and move
on. Don’t try to catch up.

2. Calibrate, don’t inflate. We are not trying to make you think you’re brilliant at
everything. We are trying to make your self-image accurate. For most people who
struggle with imposter feelings, accurate is a big upgrade.

3. Go slightly faster than comfortable, never recklessly. The Exposure Ladder is
built so every rung is winnable.

An important note

This course is educational self-work. It is not therapy, counseling, or medical care, and it
doesn’t diagnose or treat any condition. Some of the practices touch on anxiety and self-
doubt. If self-doubt comes with persistent low mood, panic, or trouble functioning, please
work with a licensed professional. This course can sit alongside that support but is not a
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replacement for it. If you’re in crisis or thinking about harming yourself, call or text
988 (US) or your local emergency number.

Start with Worksheet 0. Then open Lesson 1.1.
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Module 1: Anatomy of the Imposter Loop

Days 1-4. Before you can interrupt the loop, you need to see it clearly: the explanations
your brain reaches for, the situations that trigger them, and the cost of letting them run.
This module builds your personal map.

Lesson 1.1: How the Imposter Loop Works

In 1978, psychologists Pauline Clance and Suzanne Imes described what they called the
“impostor phenomenon” in a group of high-achieving women. These were people with
degrees, promotions, and praise who still believed they weren’t really capable and had
somehow fooled everyone. Later researchers found the same pattern across genders,
professions, and levels of seniority. It is common, it is not a diagnosis, and it has a
predictable structure.

That structure is a loop. Here is how it runs:

Stage What happens What it sounds like

1. Trigger A new task, a visible moment, “They want me to present to
an evaluation the board.”

2. Threat Your brain predicts exposure “This is where they find out.”

3. Compensation

Over-preparing, or putting it off
until the last minute

Three all-nighters, or none
until the night before

4. Outcome Usually, it goes fine The presentation lands

5. Discount The success gets explained “l only pulled it off because |
away over-prepared.” / “I got lucky.”

6. Filing The discount is stored; the Confidence doesn’t grow. Next

evidence isn't

trigger feels just as scary.

Stage 5 is the key. A success that should count as evidence gets reclassified as luck, effort,
timing, or a low bar. Meanwhile, any miss gets filed straight away as proof. Over time you

build up a large archive of “evidence” against yourself and almost none in your favor, even
when your real track record says the opposite.

Why pep talks don’t fix it

Most confidence advice tries to change the feeling directly with affirmations, power poses,
or “fake it till you make it.” There are two problems.
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First, the evidence for quick fixes is weak. A widely publicized 2010 study on “power
posing” reported hormonal changes after holding expansive postures, but a larger 2015
replication didn’t find those hormonal effects. Research on positive self-statements is also
mixed. In a 2009 study, Joanne Wood and colleagues found that people with low self-
esteem who repeated “I'm a lovable person” felt worse afterward, not better. A claim your
brain doesn’t believe tends to call up counterarguments.

Second, and more important, pep talks leave Stage 5 alone. As long as the discount
machine is running, every new success gets processed away, no matter how many you
rack up.

What this course does instead

We work on the loop at three points:

» At Stage 5 (the discount): the Evidence Journal catches wins before they get
explained away.

» At Stage 6 (the filing): the Competence Inventory and Brag File build a record that
can’t quietly go missing.

« At Stages 1-3 (trigger and compensation): the Exposure Ladder gives you
graduated reps in the situations you avoid, so your brain gets new data.

This follows one of the sturdiest ideas in confidence research. Albert Bandura’s self-efficacy
theory names mastery experiences, meaning direct experience of succeeding at
something, as the strongest source of belief in your own ability. It ranks them above
watching others succeed, verbal encouragement, and reading your own emotional state.
The key word is experience. Success you’'ve discounted barely counts as experience. This
course makes sure it does.

Confidence redefined
For the next 30 days, use this working definition:

Confidence is an accurate, evidence-based estimate of what you can do, plus
a willingness to act on it.

This definition doesn’t require you to feel fearless. It requires your estimate to be accurate
and your behavior to follow it. You can feel nervous and still act from an accurate belief.
That is what confident people are usually doing.
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Action Step

Complete Worksheet 0: Start-Here Self-Assessment if you haven’t yet. Then open

Worksheet 1: My Imposter Loop. Pick one recent situation where you did well but felt
like a fraud, and walk it through all six stages of the loop. Write what actually happened at
each stage, in your own words. Be specific. “I got lucky” is less useful than “I told myself
the client only said yes because the other vendor dropped out.”

Lesson 1.2: Mapping Your Discount Patterns

Everyone’s discount machine has a favorite set of explanations. If you can name yours, you
can catch them. Unnamed, they just feel like the truth.

The eight common discounts

Discount

Luck

Effort

Low bar

Help

Charm

Fooled them

Outlier

Moving target

The script

“The timing just worked out.”

“l only did it because | worked
insanely hard.”

“It wasn’t that hard. Anyone

could have.”

“The team did the real work.”

“They just like me.”

“They don’t know how much |
don’'t know.”

“That was a one-off.”

“That doesn’t count. The real
test is the next thing.”
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What it ignores

You were ready when the
timing arrived, and you're the
one who noticed it.

Effort you can direct well is a
skill. So is persistence.

If anyone could, why were you
the one asked, and why did it
get done?

Coordinating, choosing, and
asking for help are
competencies.

Being trusted and easy to work
with is part of competence, not
separate from it.

Everyone has gaps. Evaluators
judge results, and you
delivered them.

Count how many “one-offs”
you’'ve had.

The bar moved after you
cleared it.



Most people rely on two or three of these. Some people rotate through all of them
depending on the audience.

The asymmetry test

Here is a quick way to spot a discount in action. Ask yourself:

“If this had gone badly, would | have blamed luck, the team, or the low bar?”

For most people caught in the imposter loop, the answer is no. A failure would have been
“my fault” and “proof.” That is the asymmetry: successes get outside explanations,
failures get inside explanations. Fair reasoning would apply the same rules both ways.
If luck explains your wins, it also partly explains your misses. If effort explains your wins,
your effort is a real, dependable asset.

Magnification: the other half
Discounting shrinks wins. Magnification inflates misses. Watch for:

« Generalizing: “l| fumbled one question, so | don’t really understand this field.”

* Mind-reading: “They’re all thinking I'm out of my depth.”

« Permanence: “I'll always be bad at this.”

» Spotlighting: Replaying one awkward moment for days while nobody else
remembers it.

Researchers Roy Baumeister and colleagues reviewed a wide body of research in a 2001
paper titled “Bad Is Stronger Than Good.” They concluded that negative events, feedback,
and information generally have a stronger psychological impact than equivalent positive
ones. You aren’t uniquely broken for noticing misses more than wins. That is a general
human bias. But it means an unmanaged mind will build a lopsided record, and you have to
correct for that on purpose.

The Discount Ledger

For the next few days you’'ll run a simple ledger. Whenever you notice a success, or
someone gives you positive feedback, write down:

1. What happened (one line of fact)
2. The discount your brain reached for (use the names from the table)
3. The fair-witness version (what a neutral observer who saw the whole thing would

say)

Example:
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« What happened: My manager said my project summary was the clearest she’d read
this quarter.

o Discount: Low bar. “The others were just rushed.”

» Fair witness: “She reads a lot of summaries and chose to say this about mine. I've
gotten similar feedback on written work at least three times this year. Clear writing is
a skill I have.”

The fair-witness version isn’t hype. It is what a neutral person would say if they had all the
facts, including the ones your discount machine leaves out.

Action Step

Open Worksheet 2: My Discount Patterns. First, tick the discounts you use most and
rank your top three. Then think back over the last two weeks and log at least five wins or
pieces of positive feedback in the Discount Ledger, with the discount and the fair-witness
version for each. Keep the ledger going through Day 4.

Lesson 1.3: Your Triggers and Your 30-Day Plan

The loop doesn’t run all the time. It fires in specific situations. Knowing yours tells you
where to aim the Exposure Ladder later, and it lets you see the loop coming instead of
being caught by it.

Common trigger categories

« Visibility: presenting, speaking up in meetings, publishing, posting your work.

» Evaluation: performance reviews, critiques, tests, pitching, interviews.

« Money and value: setting prices, negotiating salary, sending invoices, asking for a
raise.

» Novelty: new role, new client, new field, promotion.

« Comparison: being around people you see as “real experts,” scrolling peers’
achievements.

« Asking: asking for help, for introductions, for opportunities, for clarification.

» Praise itself: being complimented or recognized in public.

That last one surprises people. For many, praise triggers the loop harder than criticism
does, because praise raises the stakes: “Now they’ll expect this every time.”

The cost audit

The loop is expensive, and the costs are easy to overlook because they show up as things
that didn’t happen. Look at three areas:
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Cost Examples

Visibility tax Ideas you didn’t share, rooms you avoided,
credit you let someone else take

Money tax Rates you didn’t raise, raises you didn’t ask for,
discounts you offered before anyone asked

Energy tax Over-preparation, rumination, rehearsing

conversations, recovering after visible moments

Writing these down isn't meant to make you feel bad. It gives you a reason to do the daily

practice on days when you don't feel like it.
Your trigger map

For each trigger, capture four things:

1. Situation - where and when it fires

2. First thought - the automatic prediction (“they’ll realize...”)
3. Compensation - what you do about it (over-prepare, avoid, go quiet, over-explain,

self-deprecate first)
4. Intensity - 0-10, how strongly the loop fires

Your top three high-intensity triggers become the raw material for your Exposure Ladder in

Module 4.

The 30-Day Plan

Here is how the next 30 days are laid out. It is also in the 30-Day Plan tracker in Worksheet

3, with a checkbox for each day.

Days Module

1-4 1: Anatomy of the Loop
5-9 2: Competence Inventory
10-12 3: Evidence Journal
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Daily focus

Lessons 1.1-1.3, Discount
Ledger, trigger map

Build the inventory (Days 5-7),
stress-test it (Days 8-9)

Learn the format and the
discount-catch script. Daily
journal starts Day 10 and
continues through Day 30.



Days Module Daily focus

13-21 4: Exposure Ladder Build ladders (Days 13-14),
climb one rung every 1-2 days

(Days 15-21)

22-26 5: Brag File Build the file (Days 22-23), use
it (Days 24-26), keep climbing
the ladder

27-30 6: Identity Consolidation Updated self-statement,
setback protocol, maintenance
cadence

A typical mid-program day looks like this: 3 minutes of journaling, 5 to 10 minutes on a
ladder rung or worksheet, and 1 minute to tick the tracker. That’s it.

If you fall behind

Don’t restart. Don’t cram. Pick up at the current day’s module, do today’s journal entry, and
keep going. The course is built to handle missed days. What it can’t handle is quitting
because a day went badly, which is the imposter loop using your own streak against you.

Action Step

Complete Worksheet 3: Trigger Map, Cost Audit, and 30-Day Plan. Log at least five
triggers with all four fields, circle your top three by intensity, and fill in the cost audit. Then
turn to the 30-Day Plan tracker at the end of that worksheet, write your start date at the
top, and tick Days 1-3 if you’'ve completed them.
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Module 2: The Competence Inventory

Days 5-9. You will build the foundation document of the course: a structured audit of what
you can verifiably do, with receipts. Then you’ll stress-test it so your brain can’t write it off
as wishful thinking.

Lesson 2.1: Building the Inventory: Skills With Receipts

The imposter loop depends on fuzziness. “I’'m not really good at anything” survives
because it is vague. The Competence Inventory replaces fuzziness with specifics: named
skills, each backed by evidence someone else could check.

The receipt standard

A receipt is any piece of evidence a neutral observer could verify. It isn't how you feel
about the skill. It's the trace the skill left in the world.

Strong receipts: - An outcome with a number: “Cut month-end close from 8 days to 5.” -
Something you produced: a report, a codebase, a design, a course plan, a repaired engine.
- A decision someone made based on your work: “Client renewed for a second year.” -
Written feedback: an email, a review, a thank-you message. - A repeat request: “They
asked me to run it again.” - A credential or completed training, as a starting point, not the
whole story.

Weak receipts (fine as leads, not as proof): - “I think I'm okay at it.” - “People seem to like
it.” - Anything you can’t point to.

The five inventory categories

Work through these one at a time. Most people find they have far more than they expected
once they stop requiring a skill to be impressive before it counts.

1. Technical / domain skills. The hard skills of your work: analysis, writing, coding,
teaching, selling, building, diagnosing, cooking at volume, managing budgets.

2. Relational skills. De-escalating conflict, earning trust, explaining complex things
simply, giving feedback, mentoring, reading a room.

3. Execution skills. Finishing, prioritizing, managing projects, keeping promises,
getting unstuck, working under ambiguity.

4. Learning skills. Getting up to speed in something new, teaching yourself tools,
asking good questions. People with imposter feelings routinely leave these out, even
though they're often why they keep landing new roles.
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5. Life skills that transfer. Running a household, caregiving, organizing community
events, handling a crisis. If it took judgment and it worked, it counts.

The inventory format

For each skill, record:

Skill Receipt(s) Level (1-4) Last used

Explaining technical Onboarding guide now | 3 This month
topics to non-experts used by 3 teams;

manager feedback

email 3/14

Use this four-level scale. It keeps you honest in both directions:

1 - Learning: | can do this with guidance.

« 2 - Working: | do this on my own at a normal professional standard.

» 3 - Strong: People come to me for this; my results are consistently good.
» 4 - Distinctive: Few people | work with can do this at my level.

Most of your entries should land at 2 or 3. That is normal and healthy. A level-2 skill is still a
real skill. The imposter loop tends to act as if only level-4 skills count, and that’s one reason
the loop feels so convincing.

How to find receipts you’ve forgotten

Your memory is biased against you, so don’t rely on it alone. Mine these sources:

n ou " u

« Sent email and chat: search for “thank you,” “great job,
help with”

o Performance reviews, project retrospectives, and client feedback forms

» Your calendar: meetings you led, events you ran, trainings you gave

« Old résumés and LinkedIn-style summaries (then add the receipt behind each line)

this is helpful,” “can you

» People you trust: ask two of them, “What do you come to me for?”
Action Step

Open Worksheet 4: The Competence Inventory. Over Days 5-7, fill in at least 15 skills
across all five categories, each with at least one receipt and a level rating. Aim for a mix:
no category should be empty. Set a 10-minute timer on each of the three days and use the
receipt-mining checklist on the worksheet so you're not relying on memory alone.
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Lesson 2.2: Stress-Testing Your Evidence

Around Day 8, most people look at their finished inventory and hear a familiar voice: “This
is just me flattering myself.” That is the discount machine trying to reclaim the document.
The answer isn’t to argue with it. The answer is to test the evidence properly, so the
document can stand up to real scrutiny.

Why stress-testing makes the inventory stronger

A belief you’'ve checked is harder to shake than one you’'ve simply declared. When you
have cross-examined your own evidence and it holds, your brain has less room to dismiss
it. And where the evidence doesn’t hold, you find out now, with no stakes, instead of in a
meeting.

The Fair Witness Protocol

For each of your top 10 inventory entries, run these four questions:

1. The stranger test: “If a stranger showed me this receipt, would | accept it as
evidence they have this skill?” If yes, you’'re done. Apply to yourself the same
standard you’d apply to them.

2. The repeat test: “Have | done this more than once?” Repeated success is hard to
write off as luck. Add the other instances.

3. The substitute test: “If I'd been out that week, would the outcome have been the
same?” If not, your contribution was real.

4. The counter-evidence test: “Is there real evidence against this skill, meaning
actual outcomes and not feelings?” If yes, write it down honestly and adjust the level.

Calibration, not inflation

This course isn’t trying to raise every rating. It is trying to make every rating accurate.
Stress-testing will move some entries down, and that’s a feature. When your inventory
includes honest level-1 and level-2 ratings, your brain can trust the level-3 ratings too.

Here’'s the difference:

Inflated belief Calibrated belief Imposter belief

“I'm great at everything.” “I'm strong at stakeholder “I'm not really good at any of
communication, working-level this.”
at financial modeling, and still
learning data visualization.”

Ignores counter-evidence Weighs all evidence Ignores supporting evidence
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Inflated belief Calibrated belief Imposter belief

Fragile: cracks under challenge | Stable: can take challenge Fragile: cracks under praise
and challenge

Notice the last row. Both inflation and imposter thinking are fragile, because both depend
on ignoring part of the evidence. Calibration is sturdy because it has nothing to hide.

Gaps are information, not verdicts

Stress-testing will turn up real gaps. Treat each one with the Gap Protocol:

1. Name it precisely: not “I’'m bad with numbers” but “l haven’t built a three-
statement financial model on my own.”

2. Size it: does this gap matter for your current role or goals? Many don't.

3. Decide: close it (a learning step), cover it (a collaborator or a tool), or accept it (not
relevant right now).

A precisely named gap with a plan is a sign of competence. Vague, global “I’'m not good
enough” is a sign of the loop.

The one-page summary

After stress-testing, write a short Competence Summary of three to five sentences, each
built on inventory evidence. For example:

“l am strong at turning messy projects into clear plans. | have done this for at least six
projects in the last two years, and I’'m regularly asked to do it for other teams. I'm
working-level at budgeting and still learning advanced analytics. | learn new tools
quickly: | became the go-to person for our new platform within two months.”

This summary will be revised in Module 6. For now it is a first draft of an accurate self-
description.

Action Step

Complete Worksheet 5: Fair Witness Stress Test. Run the four tests on your top 10
inventory entries, adjust levels where the evidence says so (up or down), log any gaps
using the Gap Protocol, and write your first-draft Competence Summary at the bottom. Do
this over Days 8-9.
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Module 3: The Evidence Journal

Days 10-12 to learn it, then daily through Day 30. This is the 3-minute daily practice that
catches wins before the discount machine gets to them. It is the engine of the whole reset.

Lesson 3.1: The 3-Minute Evidence Journal

Your Competence Inventory captures the past. The Evidence Journal captures the present,
every day, before memory and the discount machine can edit it. If the inventory is the
foundation, the journal is the steady income that keeps adding to it.

Why daily, and why small

Teresa Amabile and Steven Kramer studied daily diaries from knowledge workers for their
book The Progress Principle. They found that making progress in meaningful work was the
event most often linked to people’s best days, even when the progress was small. Small
wins count. The problem is that unrecorded small wins disappear by evening, and the day
gets remembered by its worst moment. A daily entry keeps the wins.

Keeping it to three minutes matters. A journal that takes 20 minutes gets skipped on busy
days, and busy days are exactly when the loop is loudest. Three minutes is short enough to
do on your worst day.

The four-line format

Each daily entry has four lines. Keep each one short.

1. Win: One thing you did today that took skill, judgment, courage, or follow-through.
Small is fine.

2. Receipt: The trace it left: the output, the reply, the number, the decision.

3. Discount caught: The explanation your brain reached for, if any (use your discount
names from Module 1). Write “none” if there wasn’t one.

4. Accurate statement: One sentence a fair witness would agree with, stating the skill
the win shows.

Example entries:

Win: Pushed back on an unrealistic deadline in the planning meeting. Receipt:
Deadline moved from Friday to next Wednesday; PM thanked me after. Discount
caught: Charm. “They only agreed because they like me.” Accurate statement: | can
raise a scheduling risk clearly and get a better outcome for the project.
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Win: Figured out why the report numbers didn't match. Receipt: Found the duplicate
filter; totals now reconcile. Discount caught: Low bar. “Anyone would have found it.”
Accurate statement: I'm persistent and methodical when debugging data problems.

Win: Told a friend | couldn’t help this weekend without over-explaining. Receipt: Sent
a two-sentence text; friend replied “no worries.” Discount caught: None. Accurate
statement: | can say no clearly and the relationship holds.

What counts as a win

Many people stall on line one because they’re waiting for something impressive. Lower the
bar on purpose. Any of these count:

» Finishing something you’d been avoiding

« Handling a hard conversation, even imperfectly
» Solving a problem, even a small one

» Asking a question in public

» Learning something and using it the same day

» Keeping a promise to yourself or someone else
» Staying steady when something went wrong

If you truly can’t find a win, write the most skillful thing you did in a hard moment. There is
always one.

Anchor the habit
Attach the journal to something you already do every day, such as closing your laptop, your
evening tea, or brushing your teeth. Use this if-then plan:

“After | [existing habit], | will open my Evidence Journal and write four lines.”
Keep the journal where you'll see it: printed and on your desk, or pinned as the top note on
your phone.
Action Step

Open Worksheet 6: Evidence Journal Setup and write your anchor (“After |, |
will...”). Then turn to the Evidence Journal pages (Worksheet 7) and write your first entry
today, Day 10. From today through Day 30, write one entry every day and tick it on the 30-
Day Plan tracker in Worksheet 3.
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Lesson 3.2: Catching the Discount in Real Time

The journal catches discounts at the end of the day. This lesson teaches you to catch them
as they happen, in the meeting, right after the compliment, the moment the “I got lucky”
thought shows up. That is where the loop is weakest and where catching it pays off most.

The three-second catch

When you notice a discount forming, run this short sequence:

1. Name it: “That's the luck discount.” Naming it creates a small gap between you and
the thought.

2. Flip it: Ask the asymmetry question from Lesson 1.2: “Would | blame luck if it had
gone badly?”

3. File it: Say, or jot down, the accurate version. “I prepared well and it worked.”

You don’t need to believe the accurate version completely in the moment. You just need to
keep the discount from being the only version that gets filed.

Receiving praise without deflecting

Deflecting praise is the discount machine going public. Common forms: “Oh, it was
nothing,” “It was really the team,” “I got lucky with the timing,” “It’s not that good, look at
this flaw.”

Deflection costs you twice. It trains your own brain to dismiss the evidence, and it often
leaves the other person a little rebuffed. Use this script instead:

“Thank you. [One specific thing you’'re glad about.]”

Examples: - “Thank you. | worked hard to make that section clear, so I'm glad it landed.” -
“Thank you. I'm really pleased with how the client call went.” - “Thank you. The team did
great work on this, and I'm proud of how | pulled it together.”

That last one matters. You can share credit honestly without erasing yourself. “And” is the
key word, not “but.” Then write the praise down as a receipt in today’s journal entry.

Handling misses without magnifying

Catching discounts on wins is half the job. The other half is keeping misses from being filed
as sweeping verdicts. When something goes wrong, run the Miss Protocol:

1. Facts only: What happened, in one or two neutral sentences? (“I lost my place for
about 10 seconds during the demo.”)
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2. Scope: What does this say about this specific skill in this specific situation, and
nothing more? (“My demo run-through didn’t cover the new feature.”)

3. Lesson: What would you do differently next time? (“Rehearse any new section out
loud at least once.”)

4. Balance: What went right in the same situation? (“The Q&A went well; two follow-up
requests.”)

Write the Miss Protocol into your journal on days when a miss is the loudest thing that
happened. A miss processed this way becomes useful information. A miss left unprocessed
becomes “proof.”

Watch for the fair-witness drift

After a week or two of journaling, some people notice their accurate statements drifting
toward pep talk (“I'm amazing at everything!”). Others drift the other way (“It was fine, |
guess”). Check your statements against the stranger test: would a neutral observer who
saw the whole thing sign off on this sentence? If yes, keep it. If not, adjust it, in whichever
direction it needs to go.

Action Step

Complete Worksheet 8: Real-Time Catch Practice. Write your personal praise-receiving
script, then rewrite three recent deflections you actually said using the “Thank you +
specific” form. Run the Miss Protocol on one recent miss. For Days 11-12, aim to do at least
one live three-second catch per day and note it in that day’s journal entry.
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Module 4: The Exposure Ladder

Days 13-21, with rungs continuing through Day 30. Evidence you collect is powerful.
Evidence you create, by doing the things the loop tells you to avoid, is more powerful still.
This module builds graduated visibility reps sized so each rung is winnable.

Lesson 4.1: Why Visibility Reps Work

The journal and inventory work on the evidence you already have. But there’s a problem
the loop has quietly arranged: if you avoid the situations that scare you, you never collect
evidence that you can handle them. Avoidance feels protective. What it actually does is
keep your fear running on old predictions that never get tested.

How avoidance keeps doubt in place

Here’s the cycle:

1. The loop predicts: “If | speak up, I'll say something stupid.”

2. You stay quiet. Relief.

3. The relief feels like confirmation that staying quiet was the right call.
4. The prediction never gets tested, so it never gets updated.

5. Next meeting, the prediction is just as strong, or stronger.

Graduated exposure, taking on feared situations in planned, manageable steps, is a long-
standing, well-studied technique in cognitive behavioral approaches to fear and avoidance.
The principle is simple: predictions only update when you test them. You’ll use a gentle,
self-directed version aimed at everyday confidence situations, not clinical fears.

Safety behaviors: the hidden problem

Sometimes people do show up but use safety behaviors, small moves that make the
situation feel safer but keep the brain from learning. Examples:

» Over-preparing a two-minute comment as if it were a keynote

» Opening with “This is probably a dumb question, but...”

» Only speaking once someone else has already agreed with your point
» Quoting a price and immediately offering a discount

» Reading every word from notes

The trouble with safety behaviors is that when things go fine, your brain credits the safety
behavior, not you. “It went okay because | hedged.” That's the effort and help discounts
again, built into your behavior. Part of climbing the ladder is gradually dropping these props
so the success is clearly yours.
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Bandura’s mastery principle, applied

Remember from Lesson 1.1: in Bandura’s self-efficacy research, direct mastery experiences
are the strongest source of belief in your abilities. The Exposure Ladder is a way to produce
mastery experiences on purpose. Each rung is:

» Specific: a defined action, not “be more confident”
« Winnable: hard enough to count, easy enough that you’'ll almost certainly do it
 Recorded: logged with a prediction and an outcome, so the evidence gets filed

The prediction test

The core of each rung is a before-and-after comparison:

« Before: “What do | predict will happen? How likely, 0-100%?"
« After: “What actually happened?”

For most people with imposter feelings, the gap between predicted and actual outcomes is
large and one-sided. Seeing that gap in your own handwriting, rung after rung, is some of
the most persuasive evidence this course can give you.

What the ladder is not

« Itisn't forcing yourself into overwhelming situations. If a rung feels like a 9 or 10 out
of 10, it's too high. Build a lower one.

« It isn't about performing perfectly. The goal is to do the rung and record what
happens.

» Itisn’t for acute distress. If avoidance is tied to panic attacks or severe anxiety, work
on it with a licensed professional instead of on your own.

Action Step

Open Worksheet 9: Avoidance and Safety Behavior Audit. List the situations you
currently avoid (use your trigger map from Worksheet 3), and next to each, the safety
behaviors you use when you can’t avoid it. Circle the three avoidances that cost you the
most. These become your ladders in Lesson 4.2.

Lesson 4.2: Building Your Ladder

Now you’ll turn your top avoidances into ladders: sequences of graduated reps from easy
to challenging. The page promised three main areas, speaking up, asking, and charging
more, and most people’s avoidances fall into one of them. You can build a ladder for any
trigger.
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Rating discomfort

Rate each possible rung on a 0-10 discomfort scale:

0-2: Barely noticeable

3-4: Mild nerves, easily manageable

5-6: Clearly uncomfortable, but doable
7-8: Hard; you'd need to psych yourself up
9-10: Overwhelming; not for this program

Your ladder should start at 3-4 and climb to about 7-8. Anything that rates 9-10 doesn’t
belong on the ladder yet. Break it into smaller pieces.

Building a ladder: the five-step method

1.

3.
4.
5.

Name the top rung: the thing you'd do if the loop weren’t running. (“Raise my rate
by 20% with all new clients.”)

. Brainstorm eight to ten smaller versions: vary the audience, the stakes, the

preparation, the medium (written versus spoken), and the size of the ask.
Rate each 0-10.

Order them from lowest to highest, and cut any duplicates.

Pick six to eight rungs with roughly even steps between them.

Example ladders

Speaking up

Rung Action Rating

1 Post one comment in the team | 3
chat thread during a meeting

2 Ask one clarifying questionina | 4
small meeting

3 Share one opinion in a small 5
meeting without “this might be
dumb”

4 Speak in the first 10 minutes of | 6
a larger meeting

5 Disagree respectfully with a 7
point in a meeting

6 Volunteer to present a five- 7

minute update
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Rung Action Rating

7 Present to senior leadership 8
Asking

Rung Action Rating
1 Ask a colleague for a quick resource or link 3

2 Ask for feedback on a piece of work 4

3 Ask someone you admire for a 20-minute conversation 5

4 Ask your manager for a specific stretch assignment 6

5 Ask a contact for an introduction 6

6 Ask for a deadline extension with a clear reason 7

7 Ask for a promotion conversation 8

Charging more (freelancers and business owners)

Rung Action Rating
1 Write your new rate on your rate sheet 3
2 Say your new rate out loud to a friend, without apologizing 4
3 Quote the new rate in writing to a new lead 5
4 Quote the new rate on a call, then stay quiet 6
5 Decline to discount when a lead asks 7
6 Tell an existing client about a rate increase with notice 8

For employees, “charging more” means asking for fair pay: researching market ranges,
drafting your case, and scheduling the conversation. You'll use your Brag File from Module 5
for the top rung.

Include a safety-behavior drop

You can make any rung harder in a smart way by removing one safety behavior instead of
raising the stakes. “Ask a question in the team meeting without the apology opener” is a
real rung. Build at least one of these into each ladder.
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Pacing

From Day 15, aim to complete one rung every one to two days. Repeat a rung if it still
rates above 5 after doing it, and move up once it drops. Some rungs need to happen at
specific times (a weekly meeting, a new client lead), so it’s fine to work two ladders at once
and pick whichever rung is available.

Action Step

Complete Worksheet 10: Exposure Ladder Builder. Build at least two ladders (six to
eight rungs each) from your top avoidances, rating every rung and including at least one
safety-behavior drop per ladder. Mark the first rung you’ll do on Day 15 and the date or
occasion you'll do it.

Lesson 4.3: Climbing: Scripts, Reps, and the Debrief

A ladder on paper doesn’t change anything. This lesson covers how to run each rung so it
produces evidence your brain accepts, and gives you scripts for the most common rungs.

The rep cycle

Every rung follows the same four steps:

1. Predict (1 minute): Write what you expect to happen, how likely you think it is (0-
100%), and your discomfort rating (0-10).

2. Do: Carry out the rung. Keep safety behaviors to a minimum.

3. Record (1 minute): Write what actually happened and your discomfort rating
afterward.

4. Debrief (1 minute): Compare prediction to outcome and write one accurate
statement. Add the rep to today’s Evidence Journal.

Scripts for speaking up

« Adding a point: “I'd add one thing: [point].” (No apology opener.)

« Asking a clarifying question: “Can you say more about [specific thing]? | want to
make sure | understand the trade-off.”

- Disagreeing respectfully: “l see it a bit differently. My concern is [X], because
[evidence]. What if we [alternative]?”

« Claiming your idea when it’s repeated: “Glad that resonates. That’s the direction
| was suggesting earlier. Happy to take the next step on it.”
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Scripts for asking

» For feedback: “Could you give me one thing that worked and one thing to improve
on [specific piece of work]?”

» For a stretch assignment: “I'd like to take on [project]. I've done [relevant receipt],
and | think | could [specific contribution]. Could we talk about it this week?”

« For an introduction: “I'm exploring [goal]. Would you be comfortable introducing
me to [name]? | can send you a two-line blurb to forward.”

 For more time: “To do this properly | need until [date]. Here’s what you’ll have by
then: [deliverable].”

Scripts for charging more

+ Quoting a rate: “My rate for this is [amount].” Then stop talking. Silence is not a
problem to solve.

» Declining to discount: “I keep my rates consistent across clients. If budget’s the
issue, | can suggest a smaller scope that fits.”

« Announcing an increase: “Starting [date, at least 30 days out], my rate will be
[amount]. I've really valued working together and wanted to give you plenty of
notice.”

« Opening a pay conversation (employees): “I'd like to talk about my
compensation. Over the last [period] I've [two or three receipts], and based on
market data for this role, I'd like to discuss moving to [range].”

Note: these are communication scripts, not financial or legal advice. Research the norms
for your field and location.

When a rung goes badly

Sometimes a rung won’t go well. Someone will dismiss your point or a lead will say no. That
is data, not a verdict. Run the Miss Protocol from Lesson 3.2, and then ask one more
question: “Was the outcome as bad as | predicted?” Usually it isn’t. And even when it
is, you now have evidence that you survived the outcome you feared. That is also a
mastery experience.

A lead saying no to your new rate, for example, tells you about fit and market, not about
your worth. Repeat the rung with the next lead.

Tracking the gap

After five or six reps, look at your ladder log. Compare your average predicted likelihood of
a bad outcome with the actual number of bad outcomes. Most people find a large gap.
Write that number down and put it somewhere you’ll see it. It is a direct measurement of
how much the loop has been overestimating the danger.
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Action Step

Use Worksheet 11: Rung Log for every rung you climb from Day 15 onward. Fill in the
predict, record, and debrief columns for each rep. On Day 21, complete the “prediction
gap” calculation at the bottom of the log. Continue climbing rungs through Day 30
alongside the later modules.
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Module 5: The Brag File

Days 22-26. You'll build the running record of your work, the file you’ll use for reviews,
negotiations, and the 2 AM doubt spiral, and set up the habit that keeps it current.

Lesson 5.1: Building Your Brag File

By now you have three evidence streams: the Competence Inventory (skills), the Evidence
Journal (daily wins), and the Rung Log (courage reps). The Brag File pulls the best of all
three into one organized record you can actually use when it counts.

The name is on purpose. “Brag” makes many people wince, and that wince is the loop
talking. A brag file isn’t boasting to anyone. It’'s a private, factual record of your
contributions, so the version of you that shows up to a review, a negotiation, or a bad night
isn’t working from memory alone.

Why memory isn’t enough

When you most need your evidence, in a salary conversation or at 2 AM, you're under
stress, and stress narrows recall toward threats. Negative information tends to carry more
weight (the “bad is stronger than good” finding from Module 1). So the moments when you
most need your wins are the moments you're least likely to remember them. The Brag File
means you don’t have to.

The structure

Set it up as a single document or notebook with five sections:

1. Outcomes - results with numbers or clear consequences. (“Reduced onboarding time
from 3 weeks to 10 days.” “Closed 4 new accounts in Q2.”)

2. Projects - what you built, led, or delivered, with a one-line description of your role.

3. Feedback - direct quotes from emails, reviews, messages, and conversations, with
who said it and when. Paste in the actual words.

4. Growth - new skills, training, stretch rungs climbed, problems you couldn’t solve a
year ago and can now.

5. Behind the scenes - the invisible work: mentoring, fixing processes, preventing
fires, supporting colleagues. This section is usually missing from people’s self-image,
and it's often what makes teams depend on them.

The entry format

Each entry is short:
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Date - What - Your role - Result / receipt - Skill shown Mar 2026 - Migrated client
records to new system - Led planning and data cleanup - Zero data loss, finished 1
week early; ops lead email “smoothest migration we’ve had” - Project planning,
attention to detail

The “Skill shown” field links each entry back to your Competence Inventory. Over time
you'll see which skills show up again and again. Those are your real strengths, backed by
evidence.

Seeding the file

Don’t start from blank. Seed the file from what you already have:

» Top 10 entries from your Competence Inventory (Worksheet 4)
» The strongest 10 entries from your Evidence Journal so far

o Every completed rung from your Rung Log (these go in Growth)
» Any praise you wrote down during the real-time catch practice
» Your last performance review or client feedback

Most people end their first session with 25 to 40 entries. Seeing that many in one place
often matters more than any single entry.

Where to keep it

Wherever you’'ll actually open it: a document, a notes app, a spreadsheet, or a paper
notebook. One rule: keep it private and keep it yours. If it’'s a work document, keep a
personal copy you control. Your record of your own work shouldn’t disappear if you change
jobs.

Action Step

Open Worksheet 12: Brag File Setup. Choose where your file will live, create the five
sections, and seed it with at least 25 entries using the checklist on the worksheet.
Complete this over Days 22-23, while continuing your daily journal and ladder rungs.

Lesson 5.2: Using the Brag File: Reviews, Negotiations, and
the 2 AM Doubt Spiral

A brag file sitting untouched is just a document. This lesson shows you how to use it in the
three moments the page promised: reviews, negotiations, and the late-night doubt spiral.
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Use 1: Performance reviews and self-evaluations

Before a review, spend 20 minutes with your Brag File:

1. Filter entries from the review period.

2. Group them under the two to four goals or criteria you’ll be evaluated on.

3. Pick the top three per group, favoring Outcomes with numbers and Feedback from
others.

4. Write each as a result sentence: “I [action], which [result], shown by [receipt].”

In the conversation, lead with results, then invite discussion:

“The three things I’'m proudest of this period are [A], [B], and [C]. For example, [A] led
to [result]. I'd also like to talk about where | want to grow next, specifically [gap from
your Gap Protocol].”

Naming a growth area yourself signals calibration, not weakness. You're showing you see
the full picture.

Use 2: Negotiations (pay, rates, scope, promotions)

The Brag File turns “| feel like | deserve more” into “Here’s the value I've delivered.”
Preparation steps:

1. Pull the three to five entries with the clearest business impact.

2. Research typical ranges for your role, level, and location from reputable salary
surveys or industry sources.

3. Write your ask as a specific number or range, anchored to both your evidence and the
market.

4. Rehearse the opening (from the Lesson 4.3 scripts) out loud twice.

5. Plan your response to “not right now”: “l understand. What would need to be true for
this to happen, and by when? Can we set a date to revisit?”

This is communication preparation, not financial advice. The outcome of any negotiation
depends on many factors outside your control. The aim is to make sure your side of the
conversation reflects your real track record.

Use 3: The 2 AM Doubt Spiral

You know the scene: it’s late, you can’t sleep, and your mind is replaying every mistake and
predicting exposure. Arguing with the spiral in your head rarely works. Changing what
you're looking at often does.
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The 2 AM Protocol (five minutes, then back to rest):

1. Name it: “This is the imposter loop, running at night, when everyone’s evidence
looks worse.”

2. Open the file. Read five entries from the Feedback section, other people’s actual
words. Read them slowly.

3. Write one line: “The evidence says ___.” Complete it from what you just read.

4. Park the worry: If there’s a real issue for tomorrow, write it as a single next action
(“Email Sam about the timeline at 9 AM”). Close the file.

5. Return to rest. You don’t need to feel confident. You just need the loop to stop being
the only voice in the room.

Keep a printed “2 AM page” with your ten favorite feedback quotes by your bed if screens
keep you awake.

If nighttime spirals are frequent, intense, or tied to ongoing low mood or anxiety, that is
worth raising with a doctor or licensed therapist. The protocol is a self-help tool, not
treatment. If you’re in crisis or thinking about harming yourself, call or text 988
(US) or your local emergency number.

The 15-minute weekly add

A brag file only stays useful if it stays current. Once a week, for example Friday afternoon,
spend 15 minutes:

» Scan the week’s Evidence Journal entries and promote the best one or two to the
Brag File.

» Paste in any feedback you received.

e Log any rungs you completed.

That’s the whole maintenance cost. You’'ll formalize it in Module 6.
Action Step

Complete Worksheet 13: Brag File in Action. Draft your review summary (top three per
goal), prepare a negotiation brief for one real or upcoming conversation, and build your
printed 2 AM page with ten feedback quotes. Put your weekly 15-minute add in your
calendar as a repeating event. Do this over Days 24-26.
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Module 6: Identity Consolidation

Days 27-30. You'll turn 30 days of evidence into updated self-belief, prepare for the loop’s
return, and set up the maintenance cadence that keeps your confidence current.

Lesson 6.1: From Evidence to Belief: Your Updated Self-
Statement

For almost four weeks you’ve been collecting evidence. Now it’'s time to draw a conclusion
from it. This step matters: a pile of evidence that never updates your self-image is just a
file. Consolidation means letting the evidence change the story you tell about yourself.

Review before you conclude

Set aside 30 minutes. Gather:

e Your Start-Here Self-Assessment (Worksheet 0)

» Your stress-tested Competence Inventory and first-draft Competence Summary
(Worksheets 4-5)

» Your Evidence Journal (Days 10 to now)

e Your Rung Log and prediction-gap number (Worksheet 11)

» Your Brag File

Read through them in that order. As you go, note:

1. Recurring skills: which “skill shown” entries appear three times or more?

2. Pattern shifts: which discounts have become less frequent in your journal?

3. Prediction gap: how far off was the loop’s forecast?

4. Surprises: anything you did in these 30 days that you wouldn’t have done on Day 17

The updated self-statement

Now write a new version of your Competence Summary. This is your updated self-
statement, an accurate description of who you are based on evidence, not mood. Use this
structure:

1. Strengths (with evidence): “I am [strong at X]. The evidence: [receipts].”

2. Working skills: “I'm solid at [Y] and [Z].”

3. Growth edges: “I'm developing [gap], and my next step is [action].”

4. Courage record: “In the last 30 days I've [rungs climbed]. The situations | used to
avoid, | can handle.”
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5. Operating principle: One sentence about how you’ll act from here. (“When I've
done the work, I let it count.”)

Example:

“I'm strong at making complicated information clear. I've written the team’s three
most-used guides and I’'m regularly asked to review others’ documents. I'm solid at
project coordination and stakeholder updates. I'm developing my budgeting skills, and
my next step is to shadow the Q3 budget process. In the last 30 days | spoke up in
eight meetings, disagreed twice, and asked for the lead on the new initiative. When I've
done the work, | let it count.”

Test it with the fair witnhess

Read the statement aloud and apply the stranger test: would a neutral observer with
access to all your evidence agree with every sentence? If a sentence sounds like hype, add
evidence or tone it down. If a sentence sounds like hedging (“I'm kind of okay at...”), check
the receipts and say it straight.

Why this works when affirmations don’t

Remember the Wood study from Lesson 1.1: statements that clash with what you believe
can backfire. Your updated self-statement is different in one key way. It isn’t a claim you're
trying to talk yourself into. It's a summary of evidence you gathered and tested yourself.
You're not asking your brain to believe something new. You're asking it to stop ignoring
what it already saw.

Where to keep it

Put your self-statement at the top of your Brag File. Read it before high-trigger situations:
the review, the pitch, the first day in a new role. Reading it takes 30 seconds.

If the statement feels uncomfortable

Many people find that reading an accurate, evidence-based statement about themselves
feels awkward, even when every sentence is true. That’'s normal. You've spent years
practicing the discounted version. Keep reading it anyway, especially before trigger
situations. Discomfort usually fades with repetition, and it isn’t a sign the statement is
wrong. The test for truth is the fair-witness check, not how comfortable it feels.
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Action Step

Complete Worksheet 14: Updated Self-Statement. Do the 30-minute evidence review,
answer the four review questions, write your five-part self-statement, and apply the fair-
witness test to each sentence. Compare it side by side with your Day 1 self-assessment. Do
this on Day 27 or 28.

Lesson 6.2: When the Loop Comes Back: Setbacks and
Calibration

Here is something most confidence programs won't tell you: the imposter loop will come
back. A new role, a big promotion, a public mistake, a room full of people you admire. Any
of these can restart it. That doesn’t mean the reset failed. It means you’re doing things that
stretch you, and stretching tends to set off the loop.

What changes is how you respond. Before this course, the loop could run without challenge.
Now you have tools, records, and a practiced response.

Expect these re-trigger situations

« Level changes: promotion, new job, new client tier, first time leading

« New domains: starting something where your inventory is thin

» Public misses: a visible mistake or a piece of critical feedback

« Comparison spikes: a conference, a reunion, a peer’s big announcement

» Life stress: poor sleep, illness, or change at home can make the loop louder even
when nothing at work has changed

Knowing these in advance makes the loop less convincing when it returns. “Ah, this is a
level-change trigger” is much easier to work with than “I've just realized I'm a fraud.”

The Setback Protocol

When the loop fires hard, run these steps in order:

1. Recognize: “This is the loop, not a new discovery about me.” Name the trigger type.

2. Re-read: Open your updated self-statement and five Feedback entries from your
Brag File.

3. Re-journal: Return to the four-line Evidence Journal daily for at least one week, even
if you’d moved to the lighter maintenance version.

4. Re-ladder: If you're avoiding something again, build a quick three-to-four-rung mini-
ladder for it.

5. Re-calibrate: Ask: “Is there real new evidence here that should update my
inventory?” If yes, update it honestly and run the Gap Protocol. If no, it’'s the loop.
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New domain, thin evidence

When you're genuinely new at something, the imposter feeling is partly accurate: your skill
in that area really is at level 1. Calibration here means holding two truths at once:

« “I'm new at this specific thing.” (True, with evidence.)
« “l have a strong record of learning new things quickly.” (True, with evidence from your
Learning Skills category.)

Your transferable strengths and your learning track record are real evidence even in
unfamiliar territory. Start a fresh inventory section for the new area and watch it fill up.

Confidence vs. arrogance, revisited

Some people worry this course could make them arrogant. The honest answer: it points the
opposite way. Arrogance is belief without evidence. This course builds belief from
evidence. A calibrated person updates in both directions. They take the win and the
critique, because both are data. If you ever notice yourself dismissing valid feedback, run it
through the same Fair Witness Protocol you use on your wins. The standard is the same
either way.

A worked example

Imagine Priya, a newly promoted team lead. Three weeks in, her first presentation to the
leadership group goes poorly: she runs over time and a director cuts her off. That night the
loop is loud: “They promoted the wrong person.”

Priya runs the protocol. Recognize: “This is a level-change trigger plus a public miss.” Re-
read: her self-statement and five feedback entries, including her old manager’s note about
how she handled the vendor crisis. Re-journal: she goes back to four lines a day for a week.
Re-ladder: she builds a mini-ladder of a two-minute update in her own team meeting, then
a five-minute timed practice with a peer, then asking the director for one piece of feedback
on the next deck. Re-calibrate: is there real new evidence? Yes, one specific thing: she
hasn’t yet learned to cut material for a senior audience. She logs it as a gap to close, not a
verdict on her promotion.

Two weeks later the loop is quieter, and she has a new Growth entry in her Brag File.
Action Step

Complete Worksheet 15: Setback Plan. List your three most likely re-trigger situations

over the next year, write your personal Setback Protocol (with the exact pages and entries
you'll re-read), and draft a three-rung mini-ladder for the trigger most likely to hit first. Do
this on Day 28 or 29.
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Lesson 6.3: The Maintenance Cadence

The reset ends on Day 30. The system doesn’t have to. Confidence built on evidence needs
its evidence kept current. The good news is that keeping it current takes much less effort
than building it. This lesson gives you a sustainable rhythm.

Why maintenance matters

Evidence goes stale. The inventory you built on Day 7 describes who you were then. Six
months from now, you’ll have new skills, new wins, and new growth edges. If the record
isn't updated, the loop fills the gap with its usual story. A light, regular routine keeps your
self-image in step with reality.

The cadence

Frequency Time Practice

Daily 1-3 min Evidence Journal. After Day 30
you can switch to the lite
version: just Win and Receipt.
Return to the full four lines
during setbacks.

Weekly 15 min Brag File add: promote the
best journal entries, paste in
feedback, log rungs.

Monthly 30 min One new ladder rung in an
area you're still avoiding. Quick
skim of your updated self-
statement.

Quarterly 60 min Update the Competence
Inventory: new skills, level
changes, new gaps. Revise the
self-statement. Pick one growth
edge to close.

Before high-stakes 5-20 min Read the self-statement and

moments five feedback entries. Before
reviews or negotiations, use
the Lesson 5.2 prep.
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Make the cadence stick

» Calendar it now. Put the weekly, monthly, and quarterly sessions in your calendar
as repeating events before you finish this lesson.

« Anchor the daily practice. Keep the if-then plan from Lesson 3.1.

« Pair quarterly with something existing: a quarterly review at work, a change of
season, or your birthday.

 Lower the bar, don’t drop it. On a very busy week, one line in the journal and one
Brag File entry still counts.

Signs the system is working

Over the coming months, watch for:

* You accept compliments with “thank you” automatically.

» You speak up or state your rate without long rehearsal.

» A miss stings but doesn’t become a story about who you are.

» You can name your top strengths, with evidence, in under a minute.
« When the loop fires, you recognize it faster and it passes sooner.

None of these require feeling fearless. They show that your self-image and your track
record are finally in agreement, and that you're acting on it.

Signs you need to step it up

» You've skipped the weekly Brag File add for a month or more.
« Discounts are showing up in your thinking again without being caught.
e You're avoiding a situation you’d already climbed past.

If you see these, go back to the full daily journal for two weeks and climb one rung. You
don’t need to restart the whole program.

Keeping it light

A common mistake after a successful program is making maintenance so heavy that it
collapses. Your system should feel like brushing your teeth, not like a second job. If a
practice starts to feel like a chore, shrink it rather than dropping it: fewer lines, shorter
sessions, a simpler template. The only rule you should keep is that evidence gets recorded
somewhere, regularly. Everything else can flex.

Action Step

Complete Worksheet 16: Your 30/60/90-Day Maintenance Plan on Day 30. Put every
cadence session in your calendar, set your first quarterly review date, choose the ladder
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rungs for Months 1-3, and repeat the Start-Here Self-Assessment to compare with Day 1.
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Closing: Belief You’ve Earned

Thirty days ago, the imposter loop ran without anyone watching. Wins were discounted,
misses were magnified, and the gap between your track record and your self-image stayed
wide because nothing was measuring it.

Now you have a system that does:

« The Competence Inventory records what you can do, with receipts, stress-tested
and calibrated.

« The Evidence Journal catches wins before the discount machine gets to them.

« The Exposure Ladder turns avoidance into mastery experiences, and gives you a
measured prediction gap that shows how badly the loop overestimates danger.

 The Brag File keeps your record ready for reviews, negotiations, and 2 AM.

« Your updated self-statement turns all of it into a conclusion you can stand behind.

What changed, and what didn’t

You may not feel dramatically different every day. That's expected. Confidence built this
way tends to show up in behavior before it shows up in feelings. You spoke up. You quoted
the rate. You said “thank you” instead of “oh, it was nothing.” Feelings tend to follow
behavior, but slowly. Keep collecting evidence and let them catch up.

What didn’t change is that you will still have hard days, new challenges, and moments of
doubt. The difference is that doubt is no longer the only voice with evidence. You have your
own now, and plenty of it.

Your next steps

1. Finish Worksheet 16 and put every maintenance session in your calendar.

2. Retake the Start-Here Self-Assessment and compare your scores. Where did you
move? Where is there still work to do?

3. Keep one ladder going. There’s always one more room you’ve earned a seat in.

4. Run your first quarterly review 90 days from today.

5. If the deeper issue is self-trust, such as broken promises to yourself or a
relentless inner critic, consider going further with foundational self-trust work.
Confidence is easiest to maintain when it sits on a foundation of keeping your word to
yourself.

And if self-doubt ever comes with persistent low mood, anxiety, or difficulty functioning,
please reach out to a licensed professional. Getting support is a smart use of the resources
available to you, not a sign the system failed.
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The loop breaks when the receipts pile up. You've started the pile. Keep adding to it.
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