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Closing the Performance Gap:
Aligning Strategy and Psychology in Trading
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BearBullTraders.com employees, contractors, shareholders and affiliates, are NOT an investment advisory

service, a registered investment advisor or a broker-dealer and does not undertake to advise clients on

which securities they should buy or sell for themselves.

You understand that NO content published as part of the Bear Bull Trading Room and its Website

constitutes a recommendation that any particular investment, security, portfolio of securities, transaction

or investment strategy is suitable for any specific person.

You further understand that none of the creators or providers of our Services or their affiliates will

advise you personally concerning the nature, potential, value or suitability of any particular investment,

security, portfolio of securities, transaction, investment strategy or other matter.

DISCLAIMER
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Overview
• Important Trading Statistics 

• Strategy vs. Psychology

• Trading Plan

• Performance Gap

• Identifying the Performance Gap

• Addressing Psychology Issues
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Important Trading Statistics



5

Strategy vs. Psychology
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Trading Plan
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Trading Plan
• Correct Process = I executed properly up to entry
• Correct Performance = I executed entry and trade management 

Confidence Your Trading Plan Works

• Average Winning %: 76.33%

• Average Winner: $158.12

• Average Loser: $48.57

• Average Trades: 1.9

• Discipline %: 79.75%

• Risk to Reward: ~1:3.25
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Performance Gap
• What Your Trading Plan should Produce vs. How You Actually Trade

Cat 1 & 2 Trades Cat 1 – 4 Trades
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Performance Gap
Cat 1 & 2

Cat 3 & 4
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Identifying the Performance Gap
• Step 1: Draft Your Trading Plan

• Step 2: Take 20 Cat 1/2 Trades (Sim)

• Step 3: Analyze the Data

• Step 4: Take 20 Cat 1/2 Trades (Sim)

• Step 5: Compare1st to 2nd Strategy Set

• Step 6: Take 20 Cat 1/2 Trades (Funded/Live)

• Step 7: Compare 1st and 2nd to 3rd Strategy Set

• The Difference is the Performance Gap
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Addressing Trading Psychology Issues
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Addressing Trading Psychology Issues
• Blowing up account

• FOMO

• Getting out of trades too quickly

• Hesitating to take a trade

• Ignoring Daily loss limits

• Ignoring Stops

• Inability to re-set after a loss

• Inability to re-set after a win

• Indecision causing hesitation in taking trades

• Moving stops in a way that is outside of trade plan

• Not trusting my strategy

• Over-focus on P&L

• Overtrading/taking trades that don’t fit setup criteria

• Revenge trading

• Runs of red day

• Staying in trades too long

• Trading results impacting personal life



13

Addressing Trading Psychology Issues
• Personal Values: Own set of principles which you consider of great importance

• Trading Emotions/Attitudes: Your emotions/attitude towards anything will influence your 
behavior or reaction

• Market Behaviors: The way in which one acts or conducts oneself toward others or a 
situation

• How to Change Behavior: If values influence your attitudes and your attitudes affect your 
behavior, then to change your behavior you must address the value that is causing the 
behavior.

• One value that impacts traders the most is:
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Addressing Trading Psychology Issues

Values
• Money

Attitude

• Dislike Losing Money
• Feeling like a Failure

Behavior

• Revenge Trading
• Exiting Early

Presenter Notes
Presentation Notes
Values – are the keystone to motivation because they influence your perceptions and attitude.

Behaviors are a reaction of your attitudes and your attitudes are influenced by your values. Therefore, if you want to change your behaviors (i.e. your reactions) then you need to understand what your attitudes are towards the situation. Once you understand those you can now analyze whether or not your values need to change in order for you to change your behavior. 

In trading the value that feeds your attitude and behavior far above everything else is Money
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Addressing Trading Psychology Issues

Values
• Money

Attitude
• No Reaction to Making or Losing Money

Behavior
• Efficient Trading

Presenter Notes
Presentation Notes
Values – are the keystone to motivation because they influence your perceptions and attitude.

Behaviors are a reaction of your attitudes and your attitudes are influenced by your values. Therefore, if you want to change your behaviors (i.e. your reactions) then you need to understand what your attitudes are towards the situation. Once you understand those you can now analyze whether or not your values need to change in order for you to change your behavior. 

In trading the value that feeds your attitude and behavior far above everything else is Money
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Values

• Excellence (This value emphasizes doing the right thing, maintaining high standards, and 
prioritizing ethical behavior over financial gain. It reflects a commitment to quality, accuracy, and 
moral principles, even when it may not lead to immediate financial rewards.)

Attitude
• Pride in Performance (This reflects a deep satisfaction and fulfillment that comes from 

knowing a job was done correctly and ethically, regardless of the financial outcome.)

Behavior
• Disciplined Trading
• Goal: Executing 3-5 Category 1/2 TradeBook Trades a Day

Addressing Trading Psychology Issues

Presenter Notes
Presentation Notes
Values – are the keystone to motivation because they influence your perceptions and attitude.

Behaviors are a reaction of your attitudes and your attitudes are influenced by your values. Therefore, if you want to change your behaviors (i.e. your reactions) then you need to understand what your attitudes are towards the situation. Once you understand those you can now analyze whether or not your values need to change in order for you to change your behavior. 

In trading the value that feeds your attitude and behavior far above everything else is Money
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mike@bearbulltraders.com
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