
DIFFERENT-DESIGN
How to Create your La Dolce Vita.

Your Designed Life.

Part A



Design your La Dolce Vita:
Your good life.
Part of Module 3 Different: Design



Design Your Future: Your La Dolce Vita: (the good life).

Results don’t just happen!

You don’t usually drift to a destination you would have chosen. Instead, you have to be intentional, force 

yourself to get clear on what you want and why it’s important, and then pursue a plan of action that 

accomplishes your objective. 

This Stage is designed to help you find the clarity you need so you can create the life you want. And this is 

where it gets fun. 

Great Goals Check Seven Boxes: 

We can transform our resolutions, aspirations and dreams into powerful, compelling, written goals that 

check seven key boxes. 

Let’s dive into the seven attributes of the SMARTER system: 

Specific: The first attribute of SMARTER goals is that they’re specific. Focus is power. Specific goals create 

a channel for our problem-solving skills, effort and more. 

Measurable: When the goal is measurable, we know the criteria for success. 

Actionable: Goals are fundamentally about what you’re going to do. It’s essential to get clear on the primary 

action when formulating your goals. 

Risky: By focusing on what’s supposedly realistic, we can inadvertently trigger our natural impulse to avoid 

loss and end up accomplishing less than we otherwise might have. We should set goals that stretch and 

challenge us. 

Time-keyed: This could be a deadline, frequency or a time trigger. 

Exciting: Only an exciting goal can access the internal motivation you need to stay the course and achieve 

your goal. 

Relevant: Limit yourself to seven to 10 goals that align with your life, your values and your ambitions. 

Homework: go somewhere where you 

can be alone. Have your favourite tipple 

with you and day dream about the “if only 

in your life”: 

Splurge out, if only I could? 

This is what I will BE come!



Achievements and Habits Work Together:

Both achievement and habit goals: Both work to help us design the future we want. 

Achievement goals: are focused on one-time accomplishments. They might target paying off your credit cards, hitting 

a financial benchmark or finishing writing a novel. It’s essential that achievement goals include deadlines. 

Habit goals: on the other hand, involve regular, ongoing activity, such as a daily meditation practice, a monthly coffee 

date with a friend, or walking each day after lunch. There’s no deadline because you’re not trying to accomplish just 

one thing. You’re trying to maintain a practice. If you’re looking to create seven to 10 goals, you should probably have a 

mix of both achievement and habit goals. 

The trick is to know when and how to use them. An achievement goal works for any project with a definable scope 

or limited time frame. Let’s say you want to increase your income. You could set an achievement goal like this: 

“Increase sales commissions by 20 percent by the end of the fiscal year.” A habit goal works for desires without a 

definable scope or limited time frame. You can also use habit goals as a means to completing an achievement goal. 

Let’s say you want to increase your revenue by 30 percent before year end. You could identify several next steps, or 

you could focus on simply installing a habit. To reach your achievement goal, you could set the following habit goal: 

“Make five sales calls each week to qualified leads, beginning January 1, and do it for 52 weeks.”

Seriously, Risk Is Your Friend: Goal researchers have documented a strong, direct relationship between the difficulty 

of our goals and the likelihood we’ll achieve them — not to mention greater motivation, creativity and satisfaction. For a 

goal to matter, it has to stretch us. That means it has to stand somewhere outside our Comfort Zone. If you know 

exactly how to attain the goal, it’s probably not far enough. Let’s say you’re the sales manager of a small manufacturing 

plant. You’ve been growing at 5 percent a year, and this year you’re going to set your growth goal at 6 percent. Is that 

going to heighten performance, engage your creativity or up your enthusiasm? No way. Small goals just aren’t very 

compelling. 

If we want to win, we need to get beyond our natural urge to play it safe, jump outside our comfort zones and set 

some risky goals. Now imagine if that growth goal was more like 20 percent.

Delivering that result will require more from you than you currently know how to manage. That’s when growth 

happens. Your best year ever lives somewhere beyond your Comfort Zone. How can you prepare for the negative 

emotions that are sure to hit you during the journey? 



Your best year ever!

lives somewhere beyond your Comfort Zone:

How can you prepare for the negative emotions that are sure to hit you during the journey? 

First, acknowledge the value. We move toward what we esteem. 

The first step is simply to confess that getting out of your Comfort Zone is a good thing. 

Second, lean into the experience. Embrace the discomfort. You have to go through the 

realm of discomfort to get what you want in life. 

Third, notice your fear. If you feel anxiety, trepidation or uncertainty, that’s normal. But you 

don’t have to be controlled by it. Yes, fear can signal danger. But it can also indicate you’re 

on your way to a breakthrough. Fourth, don’t overthink it. All you really need is clarity for the 

next step. When you get it, take the next step in faith, believing you will be given the light you 

need to take the next one.

Always take the next best step.

Homework:

Question: How comfortable is your Comfort zone??



You Can Master Your Own Motivation:

Next to finding your why, mastering your motivation is key for developing the 

necessary persistence to make it through the messy middle. Here are several ways to 

do so. 

Internalize the reward: External motivators can work, but they’re usually less effective 

in the long run, especially if we lose interest in the reward, get demotivated and slack 

off before we’re even aware. Intrinsic rewards help us avoid that danger because we 

connect personally and emotionally with them. Think about challenging activities like 

exercising, writing or practicing a musical instrument. The joy comes from doing them. 

Be realistic about the commitment: Researchers at University College London 

tracked people attempting to form different types of new habits. Instead of three or four 

weeks, they found it took an average of 66 days for new habits to become automatic 

— more than three times the popular duration. And some activities, they said, would be 

more like 250 days! Think of habits not as ends unto themselves but as serving larger 

achievements. 

The habit essentially serves as the next step in reaching your achievement goal. It’s 

easier to maintain the effort over time because your eye is on the bigger prize. 

Measure the gain: Take a minute and look at the gain. See how far you’ve already 

come, and let your progress inspire your perseverance. This is another reason setting 

milestones is helpful. Not only do they help break up the big goal into manageable 

chunks, they give us something to measure — forward or backward. By measuring the 

gains we’ll not only cultivate persistence, we’ll also get a sense of our momentum.



Make It Happen:

We’re going to talk about making it happen.

It’s not enough to plan. It takes action to fully realize our goals. One Journey Is Many Steps. Setting 

the goal is only half the job. 

The other half is taking definitive action. Any goal is manageable one action at a time. But when we 

let the task grow and become daunting in our minds, it can leave us feeling indecisive, discouraged 

and even paralysed with panic. 

What’s the alternative? Do the easiest task first. While we should set goals in the discomfort zone, 

the way to tackle a goal is to start with a task in the comfort zone. 

The first step on any project is usually the toughest. But when you start with the easy steps, you lower 

the threshold for taking action. This is how you trick your brain into starting. 

Second, getting some quick wins boosts your mood. 

Third, getting started and feeling good about your progress means it’s easy to build momentum. 

Seek outside help. 

For almost every goal we want to accomplish, someone else knows how to get there — or at least has 

a better hunch than you. It may be a friend, an accountability partner or a professional. 

You don’t have to start from scratch. 

Commit to act. You next need to schedule it and commit to act. 

What gets scheduled gets done! If it doesn’t get on your calendar or task list, it’s probably not going 

to happen. 

You’re never going to find time in the leftover hours of the day to accomplish your goals. You have to 

make it a priority and keep it like an appointment you would keep with anyone else.

You Can Trigger Success Activation Triggers:

TM are simple statements or actions that streamline the process of reaching our goals. By anticipating 

whatever contingencies or obstacles we might face, we can cue a desired response. Instead of relying 

on our decision making in the moment (when our mental and emotional resources might be at their 

lowest), 

Activation Triggers lock in our decisions in advance. 

You can use Activation Triggers to reach your goals by following the four phases.



Phase 1: Brainstorm the best triggers. 

So you’ve got a goal that meets the SMARTER standard. Now you want to 

identify the triggers that will work best for reaching the goal. 

Make sure your Activation Triggers are easier to achieve than your actual 

goals. That’s the whole point. For example, you could program the lights in 

your office to turn off automatically at 6:00 p.m. so you follow through on your 

goal of quitting work by 6:00 p.m. 

Phase 2: Optimize your activation triggers. A major part of the Activation 

Trigger process is thinking when you’re at your strongest, rather than relying 

on your willpower when you’re not. With that in mind, you can optimize your 

triggers to further promote success. As in the example above (programming 

the lights in the office), take the trigger out of your control as much as 

possible using elimination, automation and delegation.(The power of Habits.)

Phase 3: Anticipate obstacles and determine your response. If you have 

a habit goal of leaving the office promptly at 6:00 p.m., the goal can easily be 

undermined by a phone call or someone dropping by at the last minute. The 

key is to decide in advance how you will handle each of these contingencies. 

For example, if you get a phone call after 5:45 p.m., then you can let it go to 

voicemail. 

Phase 4: Experiment until you nail it. This is the key to success. You’re 

going to experience setbacks — especially if you’re normal. Don’t give up on 

your goal, just change your approach. 

That means modifying your Activation Triggers until they’re working right for 

you. Whatever your goal, the trick is to simply think through the 

contingencies and obstacles that will prevent you from achieving it. 

Cue, Routine and Reward.



Find Your Why: 

This is about the importance of identifying and connecting with the motivations for each of your 

goals. YOUR WHY:

This is important because inevitably you’re going to find yourself in the messy middle. It’s part of 

every big dream, every goal, every attempt to improve. Sometimes we think if we just plan better, 

we can avoid the pain and breeze through to the finish. But it almost never happens that way. 

The answer is leveraging your motivations. It will give you the drive and stamina to finish when 

the going gets tough and you want to quit.

Always remember your La Dolce Vita.

Your What (your La Dolce Vita) Needs a Why:

When we begin a project, there’s all kinds of enthusiasm. 

We’re energized by that surge of excitement that comes from novelty and our own creativity. But 

that surge is like starter fluid; it’s not the fuel that will see us through the journey. If you want to 

go the distance, you’ve got to find a reason that speaks powerfully and personally to you. So 

what are the whys attached to your goals?

Record and prioritize your key motivations. Write key motivations as a series of bullets. List 

each one until you run out. Then, identify your top three. Go through the list and rank them. You 

want to identify your most compelling motivations so you have several convincing reasons readily 

available to keep pressing and accomplish your goal. 

Next, connect with your key motivations. First of all, intellectually. It’s important to have 

intellectual buy-in to the motivation. Maybe it’s some research you’ve done, remarkable data or 

an argument you find intellectually compelling. Second, you need to buy in emotionally. It’s not 

only important to understand it. It’s important to feel what’s at stake. Anticipate what it would feel 

like to achieve that goal. Or, conversely, what it would feel like if you missed that goal. 

Ask yourself, “What’s at stake both positively and negatively?”



WHY YOU NEED TO CREATE SUCCESS TRIGGERS!

One of the first and hardest steps in entrepreneurship is believing that it’s a viable means of earning and 

income. With years of encoding through school and at home, most of us assume that creating a business or 

charging someone for our skills or services is either impossible or way out of our comforts zone and so it’s up to us 

to convince the brain that it is capable of conquering the change.

“Face it, if you go on a diet and lose weight the first week, you will stay on that diet.” – Dan & Chip Heath

It’s so vital that entrepreneurs see the benefit from the effort (see the cash) because this motivates us to believe that 

our goals are achievable. A solid business model is excellent because it teach the entrepreneur not to focus too 

much energy on the product but instead find willing customers ready to pay for your vision. Not only does this 

motivate you to create your product or service but it also silences the pessimistic lizard, the killer of taking action.

When selecting your small wins it’s important that they have two traits:

1 – They’re meaningful.

2 – They’re within immediate reach.

When I decided to take the leap and see if I could earn a living from home by selling my skills and services, I started 

out by writing down why I wanted to do so e.g. better work life balance, more free time to learn, the pleasure of 

helping small businesses to grow. I then had to figure out what goals were within my immediate reach and would 

silence my fears of going broke. Could I get just one client to pay me a weekly reoccurring rate?

“Small successes can be extremely powerful in helping people believe in themselves.” – Dan & Chip Heath

When I did get my first client, whom I found through my immediate network, I then asked for referrals and managed 

to get two others clients. Although I wasn’t earning a killing and still haven’t matched my old pay cheque just yet, I 

have a hell of a lot more free time and I’m now confident that my skills and services can be hugely valuable to 

others, this makes me more comfortable about pitching to others and seeing entrepreneurship as a viable path.

“Small targets lead to small victories, and small victories can often trigger a positive spiral of behaviour.” –

Dan & Chip Heath

If you’re looking to start your own business or sell your services, don’t rely on willpower alone, set small, visible 

goals and create success triggers that convince the lizard that you’re making progress. It’s great to have a big vision 

but motivation that sustains comes from small regular wins.

Article from Powerful Nonsense.



Visibility Is Essential: 
When it comes to experiencing our best year ever, we need the right mix of instruments. You already have two: 

(1) a simple procedure for breaking down goals into next actions and 

(2) a set of Activation Triggers. 

Now we need to add another: 

Regular goal review process. 

You can’t just write goals and motivations. You have to review them and keep them top of mind. Break goal review 

into three separate reviews: daily, weekly and quarterly. 

The daily review starts with a simple list of your goals, a goal summary. To gain the full benefit of the review, you 

should scan this list each day and look for relevant next actions. Limit your tasks to the Daily Big 3, so you never 

have more than three significant tasks to complete in any one day. Those three tasks are chosen specifically to 

help you achieve your goals. 

The daily review starts with a simple list of your goals, a goal summary. To gain the full benefit of the review, you 

should scan this list each day and look for relevant next actions. Limit your tasks to the Daily Big 3, so you never 

have more than three significant tasks to complete in any one day. Those three tasks are chosen specifically to 

help you achieve your goals. 

The weekly review goes a bit deeper and takes a bit longer, about 20 minutes. There’s a triple focus of the weekly 

review. The first part is to stay intellectually and emotionally connected to your motivations. The second part is a 

mini After-Action Review. Recap the past week. Review your progress. List your wins and your misses. Next, list 

the lessons you learned and what you would do differently or better. How will you adjust your behaviour? Write that 

down, too. The third and final part of the weekly review is to get a sense of what needs to be accomplished for the 

upcoming week. 

Quarterly goal-setting naturally leads to a deeper quarterly review every three months. You can treat it like a 

scaled-down version of the Best Year Ever process and walk the 5 Steps again. The main purpose of the quarterly 

review is to analyse your goals and decide if they’re still relevant to your life, and then make any adjustments if not. 

Now it’s your turn. Your best year ever isn’t a movie you can sit back and watch. It’s a vision that needs to be built, 

starting now, or it won’t come true. This is your year; this is your moment. Don’t defer your dreams. Once you’ve 

determined your next step, take it.

You best year Now has a foundation. 


