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WELCOME TO
MONEY STORY

WHAT ARE MONEY STORY

TYPES™

TYPES™ ?

We should always be aware of the language we use around money. If we tell
ourselves that we are over-givers, our brain will seek evidence to support that
belief. At the same time, having awareness of our money behaviours will help
us

to

choose

the

most

effective

practical

steps

for

moving

forwards

and

achieving more balance with those habits. To move into a position of greater
flow and greater acceptance of our natural habits and the ones that we need
to call upon.

To this end, we created the five Money StoryTypes™ to help you examine your
own style and motivations on this journey to a more positive and fulfilling
relationship with money. I do not want you, however, to use the outcomes of
these StoryTypes as a label. You are not money!

Now that you have identified your Money StoryType, the next step is to examine
your current Narrative, accept it and thank it for the ways in which it has
supported

you,

understanding

without

judgement

the

ways

in

which

this

sabotages your behaviours and using these insights to rewrite and give a
different meaning and perception to these money narratives.

From page 10, we show you your balancing Money StoryType. This is to help you
identify

supportive

behaviours

that

you

could

think

about

implementing

alongside the supportive behaviours of your dominant narrative in order to
create more balance.

From page 16 we share with you some simple yet powerful exercises you can
complete to help you to move towards creating more balance.
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Creating balance between the Money StoryTypes™ is the key to beginning to
rewrite your Money Story. Remember, no StoryType is better than another,
rather positive can be found in all of the Money StoryTypes™.

We share with you in this assessment an overview of all five Money StoryTypes™
to enable you to consider alternative behaviours and beliefs that you could
implement

to

balance

the

sabotaging

aspects

of

your

current

dominant

narrative.

Ready? Let's go!

THE FIVE MONEY STORYTYPES™

THE PACIFIST

Your brain believes that money is something to avoid at all costs. As a result of
this, you avoid money. The belief is that money is a necessary evil. In order to
avoid conflict, you pay as little attention to money as possible.

You are not driven by material goods or possessions, but instead by your
passion for living life, connecting with others, and enjoying each moment.

SUPPORTIVE

SABOTAGING

Passionate humanitarian.

Believes that money is the root of

Brain believes that it must avoid

all conflict and suffering

conflict and suffering at all

Avoids money/sees money as a

costs.

necessary evil.

Want to leave this world better

Can very quickly slip into

than they found it.

immaturity or irresponsibility with

Creative at seeking ways to

money.

enjoy life, often through means
other than money.
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THE IMPULSIVE

Your brain believes that you have to spend money to be accepted by others.

You

don’t

feel

good

enough,

and

therefore

don’t

feel

like

you

ever

have

enough. When money comes to you, you often find yourself feeling that it must
be spent.

In fact, the belief is so strong that perhaps you spend money before it even
reaches you. Your conscious mind tells you that you are powerless to control
your spending.

SUPPORTIVE

SABOTAGING

Action taker. Super-reactive to

Finds it hard to sit still or slow

opportunities and can make

down.

swift decisions.

Worries about lack of focus.

Truly values enjoyment, both

Craves a little structure, and a

own and others.

feeling of safety.

Intoxicating energy. Short bursts

Longs for a life which combines

of adrenaline make them feel

zest for life and adventure with

alive.

security and safety.
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THE INNOVATOR

Your brain believes that money is a tool you can use to realise your plans for
financial independence. In fact, your brain is so focused on its future self that it
often forgets to take care of the present self. The brain is robbing from Peter
to give to Paul.

There is a belief, perhaps unconscious, that you are far better than others with
money. Money works for you, it is abundant and all around you, and this belief
makes you feel superior.

SUPPORTIVE

SABOTAGING

Comfortable to take risks and

Can slip into excessive risk-taking

see opportunities all around.

or say yes to too many things.

Laser focused on the future self.

Needs to be careful to take care of

Strong work ethic.

the present self.

Adept decision-maker and make

Risks slipping into burnout.

decisions swiftly and
confidently.
When a decision you make
doesn't pay off, accepts the
lesson and move on.
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THE ENABLER

Your brain believes that helping others is the biggest marker of being a good
person. In fact, the brain has so much evidence for this belief that it has
concluded that people who want to spend money on themselves are frivolous,
selfish or materialistic.

In your drive to leave a legacy of being a good person, you have rejected all
behaviours which the brain believes will make you a bad person.

SUPPORTIVE

SABOTAGING

Excellent and diligent caretaker

Rejects opportunities to take care

of others.

of self.

Adept problem solver

Finds it difficult to receive gifts.

Generous with both time and

Finds it difficult to spend money on

money.

self.

Values investing money in ways

Risks slipping into over enabling,

that can support the

something that restricts others'

environment and causes that

ability to develop their own

align with core values.

balanced Money Narrative.
Doesn't often place enough value
on own time.
Can feel resentful spending money
on others if it is not appreciated.
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THE ARCHITECT

Your brain believes that money is limited.

There will never be enough. If money is limited, the resulting behaviour is to
plan for every eventuality. In fact, you have honed your planning skills to near
perfection!

SUPPORTIVE

SABOTAGING

Excellent project manager who

Struggles to step into

plans and manages like a boss.

implementation and take the

Strong work ethic.

necessary action linked to your

Not the type of person to be

plan.

tempted by 'get rich quick'

Can experience feelings of

schemes.

frustration when deviating from the

Least likely to fall into

plan.

investment traps.

Needs to be mindful of boundaries
so as to be careful not to burn out.
Can be blind to opportunities
around them if not in the plan.
May miss out on making financial
decisions that are supportive.
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YOUR MONEY STORYTYPES™
RESULT IS

THE ARCHITECT

CURRENT NARRATIVE

'I am not safe to spend money that is

unplanned.'

NEW NARRATIVE

'It is safe for me to be impulsive and feel
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YOUR PRIMARY BELIEFS

Your brain believes that money is limited.

There will never be enough. If money is limited, the resulting behaviour is to
plan for every eventuality. In fact, you have honed your planning skills to near
perfection!
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CURRENT BALANCE

YOUR SUPPORTIVE

YOUR SABOTAGING

MONEY NARRATIVE

MONEY NARRATIVE

You

are

manager

an
who

excellent
plans

and

project

Issues may arise when you need to

manages

step into implementation. This can

like a boss. The brain has collected

mean

that

you

evidence to support the belief that

take the necessary action linked to

those who work the hardest get the

your plan, and this leads to feelings

most money which means that you

of

have a strong work ethic.

plan reinforces the belief that there

frustration.

often

struggle

Deviating

from

to

the

is never enough money.
Your narrative means that you’re not
the type of person to be tempted by

You

'get

are

boundaries so as to be careful not

investment

to burn out. You can be blind to the

rich

least
traps.

quick'

likely

to

schemes

fall

into

and

need

to

opportunities

be

mindful

around

you

of

your

which

means you may miss out on making
financial decisions that support you.
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MONEY STORY

TYPES™

YOUR BALANCING MONEY STORYTYPES™
RESULT IS

THE IMPULSIVE
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THE IMPULSIVE STORYTYPE

The Impulsive Money StoryType is your balance.

There is no right or wrong StoryType with money, or in life. There are no good or
bad stories. There are just stories.

Each story presents its own unique challenges and its own advantages.

We call these

sabotaging and supporting.

Use the detail below to identify supportive behaviours you could implement,
alongside your existing supportive behaviours, in order to create more balance.

THE IMPULSIVE SUPPORTIVE NARRATIVE
The Impulsive Money StoryTypes™ are action takers. They are super-reactive to
opportunities and can make swift decisions, which can be both a blessing and
a challenge.

They crave structure and safety without compromising the excitement and
spontaneity of their lives!
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CREATING BALANCE

THE IMPULSIVE

THE ARCHITECT

Action taker. Super-

Excellent project manager who

reactive to opportunities

plans and manages like a boss.

and can make swift

Strong work ethic.

decisions.

Not the type of person to be

Truly values enjoyment, both

tempted by 'get rich quick'

own and others.

schemes.

Intoxicating energy. Short

Least likely to fall into

bursts of adrenaline make

investment traps.

them feel alive.
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WHAT DO MY RESULTS

MEAN?

There is no right or wrong with Money StoryTypes™. Each has two sides. A
supportive side and a sabotaging side to it, just like a coin has two sides.
Creating balance between the Money StoryTypes™ is the key to beginning to
heal your relationship with money and create more positive behaviours with
money. Think about how you can use the positive supporting sides of your
balancing

StoryType

with

the

positive

aspects

of

your

dominant

StoryType

outcome to step into a place of empowerment.

How we feel and behave with money is driven by so many things: external
factors

like

social

media,

family

pressures

and

influence,

friendships,

peer

groups, our internal influences, our personalities and belief systems, personal
experiences both conscious and unconscious. By far the biggest influence on
how

we

feel

about

money

comes

from

who

has

brought

us

up.

Parents,

grandparents or guardians.

What is your earliest experience of money? If you grew up with little, did that
lead you to a scarcity mindset in which you had to hoard it? Or did you go in
the opposite direction and feel like every time you earned money you wanted
to spend it?

Tracing back your family’s historical beliefs around money could reveal a lot
about your own anxieties, fears and beliefs. It could also help you to ask some
potent questions of yourself and family members. What messages did you hear
around money growing up? Who was responsible for money in the house? Did
your family have money? Or never enough?

Copyright The Money Panel Limited® 2021. All rights reserved.

13

Money beliefs that have come from our parents and parents’ parents are
resistant to change. What your six-year old self believed about themselves sits
in your unconscious mind even as an adult. You may have grown up with a
strong

religious

generationally.

background,

I've

heard

another

some

influence

fascinating

that

stories

from

can

filter

women

through

who

have

multi-generational stories of control of money through scarcity. Despite cultural
changes, the belief still exists.

Many of the beliefs we carry are borrowed. I want you to imagine that you
have a giant sack flung over your shoulder like Father Christmas, and inside this
sack are gifts beautifully wrapped up. Inside each one of those gifts is a piece
of paper hidden inside, like a fortune cookie. Each of these messages is a
borrowed belief and attached to this belief is a borrowed emotion. Many of
these beliefs are not true like Father Christmas! But rather stories that have
been passed down the generations, from grandmother to mother, from mother
to daughter, from daughter to grandchildren.

These beliefs are based upon our memories, some of which are small and some
of which are big. Many of the beliefs and carried emotions inside this sack
serve us well, helping us to make positive decisions with money... but some of
them sabotage our lives. These are the ones we should give back, with love, to
whoever gave them to us so that they are not carried into future generations.
Memories of childhood experiences should be unwrapped and rewrapped, this
time in new, bright, shiny wrapping paper. Paper that sparkles. Paper that
creates joy and happiness. A new positive belief.

Each little belief inside that sack has an emotion. The emotions we attach to
these beliefs are carried emotions. They have been given to us. We have
inherited or learned them from parents, caregivers and important adults in our
society

and

culture.

Carried

emotions

lead

us

to

react

to

the

situation

happening to us now as if it were someone else’s situation in the past, as if we
are carrying the same emotional sequence of someone else’s past into our
current reality.
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By virtue of carrying other people’s emotions with us, we lose access to our
own

authentic

emotions,

our

own

feelings,

or

our

own

thoughts

about

a

situation. This can lead to a lack of clarity about our own identity or ability to
make our own unbiased decisions. We lose that internal intuition that kicks in to
tell us what feels right for us. We continue to drag this belief bag from our own
shoulders and pass this onto future generations.

Think about a belief that you inherited from your parents or main
caregiver:
Investing is only for those who are wealthy.
Rich people are greedy.
You’ll never be successful as an artist .
Never spend more than you earn.

Unconsciously,

we

attempt

to

rid

ourselves

of

these

‘carried’

emotions

by

blaming others so that we can feel that temporary release of incompetence
we carry. But soon we’re back feeling stupid, worthless, shameful, not good
enough, unlovable, incapable, irresponsible or superior.

It isn’t always our own narratives about money that we carry. We can operate
from scarcity or lack of from generations of women in our families who were
not wealthy, women whose wealth was given to someone else, women whose
wealth was lost through businesses that didn’t succeed, women whose wealth
was controlled by their partners, women whose wealth was passed on to the
men.

Society

also

‘shoulds’

on

us

to

focus

on

our

expenses,

to

limit

our

spending and to manage our budgets.

We

all

inhabit

generational

belief

patterns...

an

inter-generational

wealth

belief. I want you to create a healthy financial legacy for yourself and every
single possible future generation.

Do you argue with your partner about money and feel like you’re coming at it
from totally different perspectives? Money isn’t the problem. We know that
now. Our reactions stem from unresolved beliefs from our past. Perhaps that
belief is triggering us into deprivation mode. Then we calm down and look at
the figures and think: ‘Oh ... actually it's fine. We can deal with this’.
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We each have beliefs about money that we can’t speak out loud and this
avoidance creates biases. It can mean we avoid doing certain things or making
certain choices and can remain unchallenged for years.

Leaving

our

inherited

beliefs

unchallenged

can

render

them

ours.

In

challenging them we should question if they’re even real or just a belief. A
belief is not necessarily true, right? If you're operating from borrowed beliefs,
are these actually true? Or just beliefs?

What are my next steps?
Complete the two practical and emotional exercises below. This will enable
you to consider the two sides of money. Practical and emotional.

After reading the results from your assessment, I invite you to complete the
following two exercises.

Practical Money Exercise #1: Other people's money narratives
Draw five columns on a sheet of paper:
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Column 1 - My parents’/main caregivers’ money narratives and stories
Column 2 - The Meaning
Column 3 - The Emotion
Column 4 - Truth or Perception?
Column 5 -New Belief

For example, Mum’s belief – ‘food treats are limited to Sundays.’ The meaning I
attached to that was: ‘food is limited therefore there is never enough.’
The emotion here is: fear and scarcity.

Truth or perception? Perception It is not true!

The new belief to counterbalance this is: There is more than enough.

Emotional Money Exercise #2: Now answer these 3 reflection questions:
1.

What conclusions can you draw from this?

2.

What links can you acknowledge?

3.

Are these beliefs actually true?

Now I want you to consider your borrowed beliefs that may have influenced
your Money StoryTypes™ results.

Practical Money Exercise #2: Borrowed Beliefs Exercise
On a piece of paper draw four columns with these headings:
Borrowed Beliefs, Who, Benefits, Challenges.

Under the first heading write some of the borrowed beliefs you have inherited.

Who gave them to you?
What are the benefits of holding onto these beliefs?
What are the challenges if you continue to hold onto them?

These areas are very resistant to change, but the likelihood is that if you had
that belief, somebody else has also had that belief. There’s something really
powerful about being vulnerable and opening up about this.
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Emotional Money Exercise #2: How far back could you trace these beliefs
in your family?
Is it time for you to give these back, with love of course? Hold on to the
elements that will support you and give back the ones that won’t. Now ask
yourself this powerful reflection question:

1 - Flip the coin - What would happen if you did (or felt) the complete opposite
of this borrowed belief? What would be possible?

For example, if the borrowed belief is “I have to work hard to make money,’ the
opposite of this belief is ‘Money flows with ease. It is easy for me to make
money.’ The possibilities would be that I could trust in myself more and step
into gratitude that everything will be ok.
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MONEY STORY

TYPES™
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