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Working it Out: 
How to Get Enthusiastic Support from Your 

Spouse for Your Coaching Dream 

Welcome! 
 
If you’re reading this book, then we know you’re seriously considering becoming a coach. 
We’re excited to have you here, and honored to know you’re considering our program.   
(www.TryTheProgram.com)  
 
Chances are, you are reading this book because your spouse (or boyfriend/girlfriend, or 
other significant family member) has doubts or fears about your plan, and you’d like more 
support from this person before moving forward.  

Are You Stalled? 

Peter’s Story:  
Peter1 and his family live in Philadelphia. A musician, Peter has recently come out of a long 
period of under-employment, working odd jobs. His new full-time job is stable, but 
uninteresting, “just to pay the bills.” He dreams of starting a coaching business to help other 
musicians quit their day jobs and make a living doing music full-time. Sally, his wife, is upset 
about this proposition. She says to him: “We have two children; you finally have enough work 
to pay the bills and a steady schedule. If you start a business, how will you support them? How 
will you spend time with them?” She pleads with him to stay with the job he has, “at least for a 
few more years.”  
 
Peter loves his family; suddenly he feels guilty for having this dream. He considers just 
forgetting the whole thing and trying to be the steady provider his wife wants him to be. But 
deep down, he knows he won’t be happy.  
 
Peter and his wife are stuck in a pattern of conversation: he brings up his idea, she pleads 
with him; he feels guilty and backs down. It feels like a seesaw choice: either one of them 
can feel happy and content, or the other one can, but not both at the same time.  
 
It’s incredibly common for a couple to get into a rut discussing something important. We 
fall into the same roles, we make the same arguments. We hope that the other person will 

                                                        
1 The individuals in these stories are fictional, but based on real coaches in the ICCA 
program and elsewhere.  

http://www.trytheprogram.com/
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see it differently, see the reasonableness of our position, and join our side. When it doesn’t 
happen that way, we’re stuck, unsure how to get out of the mud.  
 
I’m going to assume that both you and your spouse are basically good people. Let’s assume 
neither one of you is abusive, and that you both have relatively decent people skills when 
you are calm and feeling good.  
 
If so, why are you still stuck? It could be one of these reasons: 
 

1. An underlying assumption that it’s an either-or discussion (either I get what I want, 
OR you do). This makes the discussion a tug-of-war instead of a discovery session.  
 

2. An important piece of the conversation is hidden: the “emotional iceberg.” This 
means the most important topics never get addressed.   

 
3. One or both people feels unsafe, which means the emotional iceberg stays 

“underwater.”  

You Need To Have A Different Kind Of Conversation 
 
You’re not getting anywhere – but the conversation gets harder each time, the feelings 
stronger, the positions more entrenched.    
 
It’s not the topic – it’s the WAY you are talking about it that has you stalled. Which one of 
these scenarios fits? 
 

o You argue your point; your spouse clams up. The conversation stalls.   
o Your spouse gets upset every time it comes up. He or she argues his/her point. 

You withdraw, either by leaving the room or by clamming up. The conversation 
stalls.   

o You both argue your point, going back and forth like a tennis game, but the 
conversations never gets anywhere.  

 
All of these patterns are unproductive, for basically the same reason: the most important 
material never gets discussed.  
 
How to break the gridlock? Shift to a different kind of conversation. One that… 
 

o Keeps everyone feeling safe enough to continue participating 
o Actually uncovers what the REAL issues are (hint: it’s probably not what’s already 

been talked about) 
o Has both parties brainstorming like a team  
o Involves both partners creating a mutually satisfying plan, together 
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Goals for This Book (And You!) 
 
Our goal is to help you and your spouse discover: 
 

1. IF a career in coaching is the right thing for you, and if so,  
2. HOW you will go about approaching it in a way that works for everyone 

 
…If you’ve gotten this far, chances are the answer to #1 will be yes. However, we’ll allow for 
the (slight) possibility that you and your spouse will discover that it isn’t – because there’s 
something BETTER out there for you...a better fit. We allow for that, because we want 
what’s RIGHT for you (even if it isn’t us).  

How This Book Is A Little Different 
 
Basically, this is a book on good communication between you and the important people in 
your life (especially your significant other). There are actually quite a few “good 
communication” books out there…and what we offer here isn’t radically different in advice 
from many of them.  
 
What makes this book worth reading (even if you’ve read some of the others) is that we’re 
going to focus on the topic of coaching and your coaching dream. All the examples will be 
on this topic. 
 
We’re also going to add are some workbook-style exercises to help you really DO the stuff, 
rather than just read about it. That said, we recommend you do the activities in this 
workbook. They’ll help you think through your needs, and help you see any gap between 
what’s BEEN happening in your conversations and what NEEDS to happen to pull up your 
emotional anchor and move forward.   

Some Disclaimers… 
 
1. We’ll use the term “spouse” in this book. However, this book can help you move forward 

with any important stakeholder – boyfriend/girlfriend, parent/adult child you’ve living 
with – anyone who will potentially be impacted, whose support you want and need to 
start the program and start your coaching career.  

 
2. An important disclaimer: This book is for education only, and is not intended as marital 

and/or relationship advice and/or counseling. If your spouse is abusive or largely 
unwilling to talk about these issues, consider getting professional counseling to work 
through these larger issues FIRST.    

 
And now, let’s get started with the most important part of the whole process… 
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Step I: Get Ready 

Molly’s Story: 
Molly was a Public Relations Director at a large tech organization who wanted to retire and 
start a coaching business. She was tired of the round-the-clock demands of her current job 
and wanted to feel she was really helping people directly. Every time she brought it up, Steven, 
her husband, seemed dead set against it. He liked the big, well-decorated house they lived in 
and didn’t want to give it up if Molly suffered a major drop in her income. Besides, he 
reminded her, she had tried to start her own business once before, five years ago, and it had 
gone belly-up. He didn’t see any reason this time would be different, and he didn’t want all 
their credit card debt riding on this gamble.  
 
If you’re like Molly, you and your spouse are stuck in a conversation rut about the topic of 
your coaching career, and you don’t quite know how to get out. Before you try again, take 
some time to go through this section and get ready.  

Why do we need to get ready? 
 
When the stakes are high, we tend to be at our worst. That’s because when stakes are high, 
adrenaline pumps into our system and blood moves into the limbs. This is known as the 
“fight or flight” response – it’s automatic and sometimes quite useful, like when we’re 
running away from saber-tooth tigers (or any other dangerous foe). Unfortunately, our 
“thinking” brain gets shut out of the loop during the fight-or-flight process - specifically, the 
parts of the brain responsible for calm problem solving and empathy. During a stressful 
conversation, we’re more prepared (biologically speaking) to run, hide or shout than we are 
to calmly, lovingly work things through with our spouse.  
 
Thus, thinking things through ahead of time can be a big help. It gives you a calm 
opportunity to sort through your personal jumble of thoughts, concerns, feelings, hopes 
and wishes, while you can still think clearly.  Then, when you talk to your spouse you can 
focus on creating a process that includes the needs of both of you. (We’ll show you how to do 
that in Parts II-IV.)  
 
There are several parts of your perspective to sort out ahead of time. Here, we’ve 
summarized five of them that may be helpful to your coaching dream specifically, along 
with a short activity for each.   

A: Decide Which Issue To Raise 
 
Chances are, your ‘stuck conversation’ with your spouse actually includes two or three 
important topics.  
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According to researchers Kerry Patterson, Joseph Grenny, Ron McMillan and Al Switzler in 
their book Crucial Conversations: Tools for Talking When the Stakes are High, these topics 
typically fall into one of three categories:  
 

1. The content (“you want this and I want that”),  
2. The pattern of communicating on this topic (who says what, who does what, 

typically), and… 
3. The relationship itself (What is this conflict doing to our relationship?)  

 
The thing is, you can really only address one of these important topics at a time. Mixing 
them gets pretty muddy, pretty fast. For the purposes of this book, we assume you are 
planning to work on the content – that is, your desire to become a coach. Others can come 
later, if need be.  
 
(For additional tips on working on the pattern and the relationship, see the books listed in the 
resource page at the end.)  

Activity: Sorting Out the Issues 

What It Is:  
When there’s a sticky conversation, it’s easy to get stuck focusing on what your spouse did, 
or said, that you don’t like, or what’s “wrong” with them. Instead, we begin to prepare by 
re-focusing our attention on what we want.  

How To Do It:  
Fill out the chart as objectively as possible – meaning, describe what you see and hear, as if 
watching a movie. 
 
 

Categories: Notes:  

What is the CONTENT of this discussion? 
What do I say I want?  
What’s the GAP between our positions? 
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What is the pattern – who does what – 
when we talk? 
 

Who usually initiates? 
 
What methods do we use to convince or 
persuade the other? 
 
Who argues more forcefully? 
 
Who backs down more easily? 
 
Who exits the conversation first? 

What relationship issues have arisen as a 
result (if any)? How has this changed our 
relationship? 

 

 

Final Thoughts: 
As we mentioned, we are going to assume for the purposes of THIS book that you are going 
to address the content first. Now ask yourself, how clearly defined is this topic? Is it one 
main topic (for example, whether or not I should become a coach), or are there several sub-
topics? We recommend you pick one main topic to start.  
 
If you want to talk to with your spouse about the other two categories (the pattern and the 
relationship itself), you may need some additional techniques to work with the emotions 
that come up. See the Resources page for additional reading.  

B: Move from Positions to Underlying Interests  
 
In their classic book Getting To Yes: Negotiating Agreement Without Giving In, authors 
Roger Fisher and William Ury describe this as the difference between your position and 
your interests.  
 
There’s a big difference between your position (what you initially say you want) and your 
underlying interests. Your position arises as a possible solution to get your underlying 
interests met. It’s an important distinction because: 
 

1. Positions are fixed – you either get what you want or you don’t. But underlying 
interests usually have several roads to get them met. Thus, negotiations based on 
interests give you more flexibility.  

2. People who seem to have divergent positions often have SOME shared interests. 
Discovering those shared interests are the beginnings of a breakthrough to find a 
mutually agreeable solution.  
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Here’s an example, based on Molly’s story:  
 

Initial Position 
Why do I want that? 
(Underlying Interests) 

Example:  
I want to attend ICCA and 
start a coaching business 
 

1. I want to get out of my current industry 
2. I want to feel more like I’m helping people 
3. I want better work-life balance 
4. I want to continue earing good hourly pay 
5. I want to be certified at ICCA specifically because I 

think it will help me be more successful than if I tried it 
alone 

6. I want more time to do the traveling we’ve always 
talked about 

 
Which of these underlying interests will Molly probably have in common with her spouse? 
It’s hard to say for sure, until she asks him (which she will). But based on what we’re 
already heard, they probably have some of these points in common.  

Activity: What Are My Underlying Interests?  

What It Is: 
There’s a big difference between you position (what you say you want) and your 
underlying interests. Yet we may only be dimply aware of those underlying interests until 
we are required to articulate them. This is your chance.  

How to Do It: 
1. Start with something you have aid that you want. Then ask, why? The answers will get 

at your underlying interests. There may be several layers.  
 
2. Fill out the chart below. If you need more space, create a document on paper or on your 

computer.  
 
3. Make sure you express what you WANT, rather than what you DON’T want. That’s 

because (1) what you don’t want doesn’t automatically indicate what you want in its 
place, and (2) expressing it in the positive will be much easier for your spouse to 
respond to, when the times comes.  

 
4. For now, don’t worry if the things you write seem unrealistic or contradictory. Just get it 

all out there.  
 
5. Add more to the chart if you need to.  
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Initial Position 
Why do I want that? 

(Underlying Interests) 
…And why do I want 

that?  

 

1.  

  

  

2.  

o  

o  

3.  
   
  

 

Final Thoughts: 
When you dig down to the second (or even third) level of “what do I want that,” you’ll 
eventually list things that are more values than tangible results. That’s common – and that’s 
a good thing, because those values are a place where you’ll likely find common ground with 
your spouse.  

C: Expand Your Thinking On Your Spouse’s Position 
 
Maybe you and your spouse have had quiet, serious, rational discussions about the topic of 
your becoming a coach. Or maybe they’ve been heated arguments. Or perhaps you raise the 
issue, only to be met with silence like a brick wall. No matter what form the interactions 
take, you know one thing – you aren’t getting the enthusiastic, wholehearted support you 
want, and that feels bad. In these situations it’s so easy to paint your spouse as 
unsupportive, uncaring, uninterested, you name it. And this is part of what has you, as a 
couple, stuck.  
 
Why?  
 
A label like this seems like a permanent state of being, a part of his or her identity. You say, 
“My spouse doesn’t care about my needs.” This seems pretty fixed, right?  But instead, try 
saying to yourself, “I think my spouse is scared and unsure of how to proceed. And that 
makes it hard for him to negotiate right now.”  See how different that feels? The second 
idea contains a road map for improving things – make it safe.   
 



 9 

Of course, you don’t know what’s truly going on for your spouse – not yet. But, just 
considering a more complex, compassionate possibility will get you more in the mood to 
listen, which will be a crucial step in the process of getting the support for coaching that 
you hope for.  
 
Here are a couple of reflection questions to try. Since you are not inside your spouse’s mind 
you may not be able to answer perfectly. That’s okay. The point is, just considering these 
questions will open up the possibilities and make it easier to have compassion for your 
spouse. 

Activity: Walk A Mile In Those Moccasins 

What It Is: 
Considering where your spouse is coming from, as a reasonable person, what will make it 
much easier to approach him or her in a tone that says, “It’s safe to talk to me, to tell me 
what’s really in your heart.” These questions will help you do that.   

How To Do It: 
Write answers to these questions; make notes where you realize you need more 
information. Write as much as you want; use additional paper if necessary. 
 
 
 
1. What do I know so far about my spouse’s underlying interests?  
 
 
 
 
 
2. What is the best possible intent I can imagine for my spouse objecting to this 

venture?  
 
 
 
 
 
 
3. What unanswered questions might my spouse have about this venture, that are 

causing him or her to put on the brakes? (List) 
 
 
 
 
 
 



 10 

4. What misconceptions might my spouse have about coaching, coach training, or 
another related topic? (List)  

 
 
 
 
 
5. What old fears does my spouse bring into the relationship, which might be triggered 

now? (For example if your spouse was quite poor as a child, he or she may be afraid 
of that now.) 

 
 
 
 
 
6. What’s typically a stronger drive for my spouse, solving problems or feeling 

connected? How is that impacting this discussion?  
 
 
 
 
7. Is my spouse more comfortable when plans are made, or when options are left 

open? How is that impacting this discussion?  
 
 

 
 
 

Final Thoughts 
Look back on what you wrote about your spouse and reflect on these two questions: 
 

1. Where have I noted that I probably don’t have all the information – i.e., that I need to 
hear more from my spouse? 
 
 

2.  Based on what I did write, how do I now feel about my spouse? Have my feelings 
toward him or her softened? Do I feel more compassion? Do I feel more curious 
about what he or she wants, needs, fears?  

 
 
By now, you are hopefully feeling more curious and compassionate about your spouse’s 
perspective. That’s good – it will help you approach the conversation in a way that will 
create positive movement towards a mutually beneficial agreement.  
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D. Get Ready to Supply Your Spouse with Missing Information 
 
In the last activity you may have uncovered some unanswered questions your spouse may 
have. These unanswered questions may be getting in the way because, in the absence of 
solid information, we tend to fill in the blanks with our fears about what MIGHT be true.  
 
So, you can prepare for the next conversation with your spouse by gathering detailed 
information about questions you anticipate.  

Activity: Create A Summary Report   

What It Is: 
In this activity you’ll gather information and prepare it in a format that you can easily refer 
to, and in fact give to your spouse as a reference. This will grease the wheels of the 
conversation – and also go a long way to showing your spouse that you take his or her 
concerns seriously.  

How To Do It: 
1. Take any questions you uncovered from the last activity (Walk A Mile In Those 

Moccasins) and spend some time researching answers.  
 

2. In case they didn’t come up in that activity, be sure to include answers to the following: 
 

 Training Investment: Costs of the ICCA program, length of program, time 
commitment, etc.  
 

 Training Benefits: Given that you don’t technically need to attend a coach 
training to become a coach, what are the top benefits of doing so, for you? And 
why is ICCA the best choice for you, out of the options you’ve looked at? Some to 
consider:  

 

Potential Benefits of Coach Certification Through ICCA 

 Increased Credibility  Long-Term Community of Support 

 Increased Coaching Skills  Build a Business Faster 

 Training in Marketing 
 Learn How to Get Started for Very 

Little Money 

 Training in Business Practices  
 Live Supervision and Feedback 

From the Founders 

 Learn How to Specialize Wisely  Learn Common Mistakes to Avoid 

 Tons of Free Resources 
 Streamlined Program – Get Started 

Faster 
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 Coaching as a profession: startup costs, realistic income potential, options for 
transitioning from the job you have now, any downsides that will need to be 
dealt with (you might as well think of these, because chances are s/he has) 
 

3. Summarize the answers in an easy to read format (for example, bullet lists). 
 

4. Make it easy: include relevant websites where your spouse could read further if he or 
she wishes.  

Final Thoughts: 
In a way, presenting this information to your spouse is a bit like presenting your business 
plan to a bank when you are looking for a business loan. You want your spouse to “invest” 
in this plan – to support it mentally, but also to agree to invest your household resources of 
money and time into the project. When meeting with a loan officer, you know you would 
have one main shot at making a good impression and convincing him or her that your plan 
is a good investment. Prepare for your meeting with your spouse with the same level of 
care and professionalism.  

E. Own Your Stuff  
 
Let’s face it, when we’re feeling defensive, it’s hard to admit that there is an ounce of truth 
in the other person’s accusations or objections. But as we saw in the last activity, there 
usually IS at least an ounce of merit to where the other person is coming from.  
 
In the story that started Part I, we saw that Molly’s husband was having a hard time 
supporting her, in part because she had had another failed business in the past. That’s 
relevant – and addressing it will be a big part of how she gets more support from her 
husband when they have another conversation.  
 
However, just because you may have made mistakes in the past doesn’t mean you don’t 
have every right to want this new career for yourself. Instead, see this as an opportunity to 
own any shortcomings, bad habits, or blind spots you do have and make a solid plan to 
overcome them.  
 
You do not have to have a perfect plan to overcome them now. Just identifying them is an 
important first step. The next activity provides space to do that.  

Activity: SWOT Analysis   

What It Is: 
SWOT stands for Strengths, Weaknesses, Opportunities, and Threats. (Weaknesses are 
personal or internal obstacles, and Threats are external obstacles.) A SWOT analysis is a 
business tool; doing a preliminary one here will help you identify the main obstacles you 
may face in completing a coaching program and/or starting your own business as a coach. 
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Some might be issues your spouse has already raised; others may be ones you see for 
yourself. At the same time, you can identify the strengths and opportunities you also have, 
making a balanced picture.  

How To Do It: 
 

1. Fill out the chart, below. Use a separate piece of paper if necessary.  
2. Prune any long lists, combining like elements and prioritizing so that you are left 

with the top 1-5 in each category.  
3. Consider this a working document; you can create a lot of buy-in with your spouse if 

you give him or her an opportunity to add elements that they see which you may 
have overlooked.  

 
 

(Next Page Please)  
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SWOT Analysis: Becoming A Coach 

 
STRENGTHS 
1. What personal strengths do I have that will 

make me a great coach? 
2. What strengths do I have that will help me start 

a business?  
3. What resources (people, places, things) can I 

draw on to help me accomplish my goals?  

 
WEAKNESSES (INTERNAL FACTORS) 
1. What habits, tendencies or fears will I have to 

overcome to succeed?  
2. What life circumstances are working against 

me right now as I pursue this goal?  
3. What mistakes or choices have I made in the 

past, which I need to make sure I learn from as 
I move forward?  

  

 
OPPORTUNITIES 
1. What does it look like when someone has a 

successful coaching practice?  
2. How could a successful coaching practice help 

us advance our joint/family goals and values?  
3. What trends in the economy or marketplace 

are working in my favor? (Ex: the growth in 
popularity of coaching) 

4. How can I turn my strengths into opportunities?  

 
THREATS (EXTERNAL FACTORS) 
1. What are the downsides to having my own 

business?  
2. What kind of competition is there in my chosen 

specialty, which I will have to overcome?  
3. What cash-flow difficulties do I have?  
4. What other obstacles do I see?  
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Step II: Start A Different Kind of Conversation 

Marco’s Story: 
Marco and his wife have lived all over the world, and both have owned successful businesses. 
They’ve settled in Savannah, Georgia to enjoy the warm weather in their later years. Although 
he’s 65, Marco still feels energetic and wants to continue working. He suggests to his wife that 
he take the coach training at ICCA and start a new business as a business coach.  
 
Suzanna doesn’t think it’s a good idea. Why don’t you just continue doing some of the work 
you’ve done before? Why do you need to start over? She asks. Puzzled, Marco tries to describe 
the idea he has and the way he’ll make it work. But Suzanna just gets more upset and angry. 
She tells him it’s a terrible idea and leaves the room. Why is she so angry? Marco wonders. I’ve 
started so many businesses before. I am confident that I will be successful. What’s the big 
deal? Marco feels hurt that Suzanna doesn’t support his idea, and decides to work on it at 
night, without telling her what he’s doing. Once she sees that it’s working, she’ll support the 
plan, he says to himself.  

What Lies Beneath 
Often in conversations about important life decisions, initial perspectives between spouses 
differ. And when that happens, it’s easy for both people to leave the conversation feeling 
hurt and unappreciated. In fact, that’s when it’s most important to keep going – but with a 
different approach to communicating.  
 
“It’s the protection from hurt that interferes with communication,” says Dr. Martin 
Livingston, long time psychologist and couple’s therapist in NYC. “It’s very hard to express 
the vulnerability of need.”  
 
“When we’re feeling angry, we have to try to recognize it really means we’re feeling hurt 
underneath…See your partner as trying their best to make contact with you and get what 
they need. Just because you feel hurt, doesn’t mean your partner wanted to hurt you. Your 
hurt probably comes from your own needs not being met – rather than intention on your 
partner’s part.”  

The Feelings Iceberg  
Imagine an iceberg, floating in the water. What’s interesting about an iceberg? It’s about 
7/8th under water:  



 16 

 
 
When you’re talking with your spouse about an important decision or issue, imagine that 
both of you each have an “iceberg” of thoughts and feelings. That is, each of you probably 
have thoughts, fears, wishes, and feelings that you have not yet shared with the other. You 
may not even be aware of some of them yourself, especially at first. But that ice underneath 
is what’s keeping you stuck in your conversation.  
 
To resolve your difference or move forward on your decision together, you need to be able 
to share some of that iceberg that is currently underwater. And to do that, you need to shift 
from a “telling” or a “persuading” conversation to a learning conversation.  

The Learning Conversation 
In their book Difficult Conversations: How to Discuss What Matters Most, Douglas Stone, 
Bruce Patton and Sheila Heen describe this new kind of conversation as a learning 
conversation. (Other authors, for example Patterson, Grenny, McMillan, and Switzer, 
mentioned earlier, describe it as a crucial conversation.) Regardless of what you call it, the 
basic approach is the same: You start a gentle, supportive dialogue as the beginning of the 
solution. I like the term learning conversation because it reminds us of our primary goal: to 
learn.  
 
The idea is that both of you invest in really learning about the hidden, vulnerable thoughts 
and feelings of the other before moving to problem-solving and action. And that starts with 
listening and being willing to understand your partner, making it safe to share whatever is 
in their iceberg.  
 
Either partner can initiate a learning conversation, but as the person reading this book, the 
start will come from you.  
 
In this section we’re going to show you four basic steps for having that learning 
conversation. Then we’ll show you how to transition to a win-win negotiation, to finish the 
discussion with a plan to move forward.  
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Step 1: The Invitation to a Learning Conversation 

What It Is: 
The first moments of a conversation will tell your spouse if this is going to be the same old 
thing or a new beginning. Thus the invitation is one of the most important aspects of this 
new, more productive conversation you hope to have. Your invitation has three main 
components:  
 

1. Start neutral: You need to reference the conversation sticking point in a neutral 
way, to avoid arousing defensiveness. Use “we” (rather than you) and describe your 
situation as a sticking point, a difference, or a gap.  
 

2. Describe your new intent: Say that you want to open the conversation in a way 
that communicates that it will be a safe space to share everything that’s important 
about this topic (the feelings iceberg). You are also committed to negotiating a fresh 
solution that works for both of you.  

 
3. Gain consent: Ask to schedule a conversation at a mutually agreeable time and 

place.   
 

How to Do It: 
Here’s how Marco from our example might give his invitation:  
 

Suzanne, I notice that we’re a bit stuck on the issue of whether I should start a 
coaching business. I want to really understand all of your concerns about this. I also 
want to share a bit more of what I’m hoping to do, and why. After we do that, I want us 
to decide together what the right path is, that will work for both of us. It might be an 
option we haven’t even discussed yet. Would you be willing to do that? (Suzanne says 
yes.) Okay, when would be a good time and place?  

Try It Here: 
Take a few minutes to jot down how you might present your Invitation to your spouse. Use 
the prompts if it helps: 
 
I notice that we… 
 
 
I want… 
  
 
Would you be willing to… 
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Step 2: Listen In A New Way (Genuine Curiosity) 

What It Is: 
Think for a moment about a best friend you have, one specifically outside your marriage. It 
may be a past or present friendship. Now, think about all the qualities that describe that 
person and your interaction with them. Very probably, one of the qualities that make that 
relationship so special is that they unconditionally accept you – who you are, what you 
want in life, all your strengths and faults. They accept the whole package of you.  
 
That unconditional acceptance is one of the hallmarks of a truly great friendship. And, 
oftentimes it’s harder to achieve in a marriage than in a non-marriage friendship. 
 
Why is this?  
 
There are several factors, but one of them is that, in your marriage (or long-term 
partnership), you are tied to, and impacted by, the actions and decisions of your partner 
much more than you are by the actions of your friends (and of course the same is true for 
your partner, being affected by you). In your marriage, the stakes are higher. So, it’s harder 
to simply accept the other person as-is.  
 
Nevertheless, this unconditional acceptance is a human need, and it’s as needed in your 
marriage as in your friendships (and even more so). For your spouse, who has concerns and 
wishes around your coaching idea, it’s actually more important to be accepted for having 
those concerns and wishes, than having the wishes fulfilled. Martin Livingston, Ph.D. says: 
 

One of the deepest needs that can be fulfilled, is the need to be understood and 
accepted with all your needs, whether they can be fulfilled or not. The hard part of 
intimate talk is being able to share these things with your spouse without feeling that 
you’re being judged. And in fact, just being able to express these longings, and be heard 
and understood and legitimized, is potentially more healing than having the fantasy 
fulfilled. It’s critical to NOT make your partner feel ashamed for having these needs 
and longings.  

 
Your goal here is to make it safe enough for your partner to share as much of their 
thoughts, feelings, and desires as possible, without judging or starting to address them. For 
now you just want to “get everything out on the table.”  
 
Sometimes it’s hard to listen, because we worry that hearing all of your spouse’s concerns 
and wishes means we are then obligated to fulfill them. This is not necessarily the case. As 
you’ll see in later sections, you will eventually find the underlying interests in your spouse’s 
position, just as you did with your own. For now, just listen.    

How to Do It: 
There are three basic skills that will help you be an effective listener at this stage:  
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1. Ask your spouse to tell you as many of their thoughts and concerns around this 
topic as they are willing to share. Use open-ended questions to find out information 
and detail. (Tip: start with the words who, what, when, or how.) If necessary, restate 
your intention to listen and to understand. Some sample questions that might help:  
 

a. Can you say a little more about… 
b. Help me to understand your concerns about… 
c. What do you think about… 
d. What’s it like for you when… 
e. What concerns you most about this?  
f. How are you feeling about… 
g. What else are you worried about?  
h. What other concerns do you have? 

 
2. Paraphrase the answers that you get. Put them into your own words, then check to 

see if you are correct or missing anything. Say, “Let me see if I understand you 
correctly. You’re saying that…” Paraphrasing will show that you get it, that you 
understand your spouse’s point of view, more than simply repeating their exact 
words.   

 
3. Acknowledge feelings. This is just as important as paraphrasing, but it may be a 

little more difficult because your partner may not come out and say what they are 
feeling. You may need to deduce the feelings from his or her tone, facial expressions, 
and body language. However, acknowledging feelings is vital because they come 
from some of the deepest parts of the iceberg. When we acknowledge and accept 
feelings, we are acknowledging and accepting the most vulnerable parts of the other 
person.  We are acknowledging and accepting their values and their worth as a 
person.  

Try It Here: 
If you are uncertain about using these skills, you can practice in one of two easy ways: 
 

1. Pick another topic that arises with your spouse and try using the techniques. It 
doesn’t have to be a big-deal conversation; it could be something as simple as 
finding out how their day was (especially if it was a difficult or tiring one). 
Remember that your basic goal is simply to make your spouse feel heard and 
understood.  
 
Summarize how it went here: 
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Assess Yourself – what went well? What would you do differently next time?  
 
 
 
 
 
 
 

2. Call a friend; ask him or her tell you about something tough they’re going through. 
Use the “ask, paraphrase and acknowledge” techniques. After, ask your friend how it 
went, how natural it felt, and what you might do differently next time to get the 
results you’re after.  
 
Summarize how it went here: 
 
 
 
 
 
Assess Yourself – what went well? What would you do differently next time?  
 
 
 
 
  
 

 

Step 3: Don’t Stop Until You Really Get It  

What It Is: 
With any luck, starting this conversation with The Invitation and the listening techniques 
described above will create a sense of trust and safety, and your partner will open up and 
tell you what is going on. Keep listening until your spouse has told you what’s really in their 
mind and heart.  
 
But, what do you do if your spouse is still blaming you, criticizing you, or worse yet, not 
saying anything at all? Or, what if your spouse is telling you everything, but you find 
yourself feeling defensive, wanting to rush in and argue your case before they’re done 
sharing theirs?  
 
Don’t despair. It may take a little time for your spouse to open up. It may talk a little time 
for him or her to believe that it’s okay to share their most vulnerable wishes and fears. And, 
during vulnerable communication like this, it’s always necessary to guard against the 
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natural tendency to defend one’s own perspective and intentions. It’s a skill to practice, 
rather than a destination.  
 
Below are four extra techniques to help you get your learning conversation back on track: 

How To Do It: 
 
1. Take notes – If you find yourself feeling defensive, take notes as your spouse speaks. It 

will give the impression that you are really listening carefully (which is good), and it will 
help you keep focused on what your spouse is saying, rather than on the argument you 
want to make (which is better). Write only what is said, not your own thoughts or 
feelings, at this stage. 
 

2. Mine criticism for the nugget of truth – Sometimes when people are upset by 
something they will loose sight of examples that don’t support the pattern they see. (We 
all do it, from time to time.) Your goal is to understand where your spouse is coming 
from, the incident that stands out in his or her mind. If your spouse tells you that you 
are selfish, bad with money, bad with details, or some other broad characterization, ask 
him or her to give you examples. Say something like, “Could you give me some specific 
examples of what you’re talking about? How often have you observed this, exactly?”  

 
3. Listen for feelings through the back door -- Sometimes asking, “How do you feel?” is 

too direct a question – especially for people socialized to disavow so-called “negative” 
feelings, or deny having feelings in general. However, when you spouse is telling you 
about something that is obviously upsetting for them, you can gently ask: “What was 
that like for you?” (Or, “What’s that like for you?”) Often, when you ask this question 
you’ll get a rich mix of answers, some thought and some feelings. Then you can 
acknowledge feelings, as in Step 2 above.   

 
4. It’s okay to take a break – If you find you’re too confused, upset, or distracted to 

genuinely listen to your spouse, it is okay to let them know you need some time to 
absorb what they have told you before moving on. Just be clear about your intent: “I 
want to hear what you have to share. And right now I find I need to take some time to 
contemplate what you’ve already said. Would it be okay if we took a break?” 

 
Let’s get back to Marco and Suzanna and see how this approach helps them fill in the 
unspoken parts of the conversation (the iceberg). Remember that Marco has already used 
The Invitation to invite Suzanna into a learning conversation. However, she’s still on the 
defensive. Marco is prepared for this and uses the basic techniques of Ask, Paraphrase and 
Acknowledge over and over until Suzanna feels safe enough to really open up.  
 
MARCO: Thank you for agreeing to discuss the topic of my potential coaching business. I 
really appreciate it. Would you please tell me more about your concerns, so I can really 
understand what’s on your mind?  
 
SUZANNA: Well, I’ve already told you. I just think it’s a bad idea.  
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MARCO: Okay, so you think it’s a bad idea. Can you tell me, what about it seems bad to you? 
I mean specifically.  
 
SUZANNA: Are you being sarcastic?  
 
MARCO: No, I really want to understand. Can you be more specific with me?  
 
SUZANNA: Well, I just think you don’t need to start over, is all. You have already run 
several other businesses. If you need to do something can’t you keep doing one of those?  
 
MARCO: Can you tell me, how do you imagine it playing out, if I started this coaching 
business?  
 
SUZANNA: I imagine you working 60 or 70 hours a week, like you always do, to get a 
business off the ground. You’d be on the phone all the time, in your office all the time.  
 
MARCO: Okay. I admit, I do tend to work a lot when I am getting a business off the ground. 
I’m curious, what’s it like for you when I do that?  
 
SUZANNA: Well, sometimes it’s been fine, if I am busy with my own business. I mean, sort 
of fine. But this time I am not so okay with it.  
 
MARCO: You sound really concerned. What is it?  
 
SUZANNA: I…I’m afraid that I’ll never see you. I’m afraid I’ll be all on my own. And you 
know, we’re 65. Isn’t this supposed to be OUR time, together? I want to spend time with 
you…while we still have our health. While we can still do things.  
 
MARCO: You really want us to enjoy our retirement together, as a retirement, before it’s 
too late. And you’re really worried we’re going to just spend it working, when you’d rather 
just be together. Do I have that right?  
 
SUZANNA: Yes! Don’t you?  
 
MARCO: I have to admit to you, I hadn’t thought about it that way before. I don’t feel old 
enough to retire! But you know, you really have a point.  
 
SUZANNA: (Sighs) Okay, thank you. So, what are you going to do?  
 
MARCO: Well, I’m not sure yet. Can we talk about this more? I can share some information 
about coaching with you. If your main concern is making sure we spend enough time 
together, maybe we can come up with an agreement about how I can build this business 
but also still spend lots of time together.   
 
SUZANNA: You’d have to do things differently than you have done them before.  
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MARCO: Probably. But let’s talk about it and see if we can come up with a plan, okay?  
 
SUZANNE: Okay.  
 
Notice that Marco keeps the focus exclusively on Suzanna and her concerns until after he’s 
been able to summarize her concerns to her satisfaction. There was a point, right after she 
accuses him of working 60-70 hours per week, at which he could have tried to just convince 
her of his plan. But this is a critical moment – Suzanne is finally starting to open up and 
share her concerns. Marco keeps the focus on her with Asking, Paraphrasing and 
Acknowledging, and in doing so gives Suzanne space to open up even further. Eventually 
she feels safe enough to talk about her feelings iceberg, and the feelings she was hesitant to 
share before – that she wants to spend more time with him, wants something different 
from their relationship than they’ve had before.  
 
When you talk to your spouse about your coaching dreams, follow this model. Keep the 
focus on your spouse for a while, and look for signs that he or she is opening up and sharing 
the more vulnerable thoughts, feelings and fears from their feelings iceberg. At that point 
it’s very important to keep the focus on your spouse, and let them finish sharing. Getting 
this new information is critical to being able to adequately address their concerns – and 
addressing their concerns is the key to getting support for your coaching dreams.  
 
One further point. Notice at the end, Marco does two things: first, he acknowledges that 
Suzanne has a reasonable perspective, one with considering. (This is not the same as 
agreeing, or give giving up on your dream entirely.) Second, Marco asks permission to talk 
about it further, and move on to the next step. Asking permission to join you in taking the 
next step builds trust for the process, that it’s a joint venture rather than a pressure tactic.   
 
What happens next? It is your turn to share – to share, but not to argue. Read on:  

Step 4: Supply Missing Information 

What It Is: 
After your spouse has had a chance to share their thoughts, concerns and feelings, offer to 
supply information that will help them fill in the blanks. Warning : In supplying 
information, you are not trying to railroad them into accepting your initial position. This 
will only erode the trust you have worked so hard to build up to this point.  
 
Instead, tell your spouse, “I would like to fill in some detail about things you are concerned 
about. I am NOT just trying to convince you to accept my original idea; instead, I want us to 
have a shared pool of information  so we can later negotiate a plan that will make both of 
us happy. Would that be okay at this time?”  
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How To Do It: 
 
 Share any factual information you already have, from your preparations in Part I of this 

book. Be aware of your language; stick to information rather than persuasion. Include 
sources when you can, such as websites. This might also be the right time to share the 
SWOT analysis you did in Part I.  
 

 You may also feel a strong desire to share your underlying interests – why this coaching 
program is so important to you. We suggest waiting until the negotiation period to do 
so, until you can both share underlying interests.  

 
 Be open to questions. If you don’t have the information your spouse needs, promise to 

get it by a specific date or look it up on the spot.  
 
 Don’t shy away from information that appears to undermine what you want. For 

example, if your spouse is worried about money, and you suspect it will take several 
years for you to build a viable coaching business, share this. Being transparent in this 
way will build trust. Then, add this to your SWOT analysis under the category 
“Weaknesses” or “Threats” as applicable. Or, start a new document entitled, “Challenges 
to Overcome.” How you plan to overcome this challenge will be part of the plan you 
create together in Parts III and IV, and will be essential to gaining support from your 
spouse.  

 
 Be sure to check the ICCA website for the information you may need. We’ve included 

testimonials, free downloadable resources, statistics, and other useful information, all 
in one place.  

Step 5: Transition to Negotiation 

What It Is: 
After you’re both satisfied that you understand the concerns of your spouse, it’s time to 
shift to negotiation.  

How to Do It: 
Let your spouse know you want to craft a decision that genuinely works for both of you – 
and craft it together. Say something like, “Now that I believe I understand your perspective 
and your needs a bit better, I want to find out if there is a way to do the coach training (or 
coaching business) in a way that also meets your most important needs. I don’t know if we 
can, but I’d like to try. Would it be okay to explore that?” If so, move on to Part III.   
 
(Remember, if you feel tempted to talk about a pattern of communication between you that is 
troubling, that is okay. However, remember that one big topic per discussion is definitely 
enough! So, either table that discussion for another time, or if you fell you must discuss it now, 
do so, and come back to the topic of your coaching career at a later time, after both of you 
have had time to recharge your emotional batteries.) 
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Step III: Negotiate For A Shared Solution 

At this point your spouse is hopefully in a better position to listen, and to problem-solve 
with you. (Remember, being heard and understood is a critical step, so don’t skip Part II.) 
You will have the opportunity to share more of YOUR perspective in this section.  

The Four Steps of Win-Win Negotiation 
 
What’s your default goal in negotiation? Do you negotiate to win, and let the other side get 
what they get? Do you usually give in, because you hope to avoid damaging the relationship 
with a nasty confrontation? Or do you seek a win for everyone?  
 
The latter is a win-win negotiation. Your goal is to craft a mutually agreeable solution, 
between partners (or among all parties, as the case may be). This is important because (a) it 
makes it much more likely that all parties will abide by the plan, down the road, and (b) it 
builds trust over the long haul, which is what you want in a marriage or other partnership.  
 
The four steps of this win-win approach are:  
 

1. Separate the people from the problem 
2. Focus on underlying interests, not initial positions 
3. Brainstorm several options that for work everyone 
4. Refine, then decide  

 
Below, we’ll give you an overview of this method and how it might apply to your desire to 
get support for your coaching dreams. Then in Part IV, we’ll show you what to do with your 
solution, to make sure it sticks.   
 
Tip: If you and your spouse don’t typically use a win-win approach, you can show him or her 
this book, to make explicit the approach you want to take in this conversation.   

Step 1: Separate the People From The Problem 

What It Is: 
This is something you started to do in Part II by listening to understand your spouse. The 
basic idea behind this step is to see yourselves as allies – rather than adversaries – who are 
working together to solve a problem or difference in mutually agreeable way.  

How to Do It: 
There is no one right way to act as allies. Just having the intent will help you look for ways 
to do this. Having said that, here are three basic suggestions that you can use no matter 
what your situation: 
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1. Express your intention out loud. Use language that positions you as allies working 

together on a problem.  
 

2. Speak mainly for yourself. Describe what you want, what you fear, what you’re 
hoping for. Inquire about the same for your spouse, (see Part II) but avoid making 
judging statements or accusations.  

 
3. Sit side by side. Work on notes or a written document, working side-by-side rather 

than facing one another. This symbolic gesture will help to solidify the idea that you 
are allies.  

Step 2: Focus On Underlying Interests 

What It Is: 
This is your chance to share the work that you did in Part I. Remember that for every 
position, there are several underlying interests; remember also that underlying interests 
can often be met in several different ways. This is what will make mutually agreeable 
solutions possible, so it’s an important step to list underlying interests for both of you.   

How To Do It: 
Make a list of each person’s underlying interests. You might also find it helpful to prioritize 
them. Be sure to let your spouse know that you will be using the lists as a basis for finding a 
creative, mutually agreeable solution.  
 
Remember Peter, the musician who wanted to coach other musicians to earn a viable living 
in music? If he and his wife created lists of underlying interests, they might look like this:  
 
 
 

Peter’s Underlying Interests Amy’s Underlying Interests: 

 
I want a career that is personally 
meaningful to me 
I want to have steady income 
I want to spend quality time with my family 
I want to carry my share of the load around 
the house 
I want to keep music in my life 

 
I want us to have steady income 
I want us to be able to pay our bills 
I want Peter to be able to spend time with 
his children every day 
I want Peter to share some of the 
parenting workload – for example making 
lunches, bath time, etc.  
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Notice two things:  
1. Everything is worded in the positive – what they want, not what they don’t want 
2. There are actually quite a few shared interests 

 
You can see that Peter and Amy actually have a lot of shared interests. That gives them a 
strong foundation for finding a good solution.  
 
Once Amy could see that Peter also wanted a lot of what she wanted, she began to relax a 
little. And when Peter said, I want to find a solution that works for both of us, she could 
trust a little easier that her needs and wants would indeed be included.  
 
Let’s look at another example. Remember Molly? She wanted to leave her high-paying but 
high-demand job as a Public Relations Director and start her own business as a coach.  
 
Molly listened to Steven’s concerns carefully; then they wrote down their underlying 
interests. Steven starts with his original position statements, but Molly encourages Steven 
to dig deeper and list the interests his underlying interests.  
 
At first, it didn’t look like they had much in common: 
 
 

Molly’s Underlying Interests Steven’s Underlying Interests: 

 
I want to work fewer hours per week 
I want more control over when I’m “on call”  
I still want to earn good money per hour 
I want to feel more like I’m making a 
difference, helping people 
 
 

 
I want financial security –  

I want to pay off our debt 
I want a good retirement savings 
I want to live comfortably 

I want to keep our house 
I want to live in style and in 
elegance 

 
But as they were each able to feel heard in saying the most urgent things on their mind, 
they both added new underlying interest to their lists:  
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Molly’s Underlying Interests Steven’s Underlying Interests: 

 
I want to work fewer hours per week 
I want more control over when I’m “on call”  
I still want to earn good money per hour 
I want to feel more like I’m making a 
difference, helping people 
 
 

 
I want financial security –  

I want to pay off our debt 
I want a good retirement savings 
I want to live comfortably 

I want to keep our house 
I want to live in style and in 
elegance 

 
I want financial stability, even if I don’t 
make as much as I did before 
I want to live in a nice place, even if it’s 
smaller than this house 
I want a good retirement; I also want to 
pay off our debts 
I want to do this business smarter – to 
avoid the mistakes I made before 
I want more time to spend with you 

 
I want assurance that this time will be 
different –  

I want you, Molly, to be able to 
show me how you will not make the 
same mistakes you made with the 
last business 

I want us both to love the work we do, and 
to feel fulfilled 
I want to spend quality time together 

 
 
Now it looks like they have more in common. This is a good foundation for negotiating.  

Step 3: Brainstorm Multiple Options That Could Work For Everyone 

What It Is: 
There are two important parts to Step 3 – and you may be tempted to skip both! They are: 
 

1. Brainstorm several possible options (not just one) 
2. Look for options that meet the most important underlying interests for both of you 

 
So, why brainstorm?  
 
First, we tend to stop as soon as we find one idea that (sorta-kinda) works. We usually 
think there’s a single answer – and as soon as we think we’ve found it, we stop. However, 
there may be a better fitting, more elegant solution down the road, if you keep looking. 
 
Second, if one partner typically “gives in” in an effort to avoid confrontation, he or she may 
be tempted to do so now. However, down the road, if the plan doesn’t truly work for both 
people, problems will resurface in much the same way as they did before.   
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Ready to try it? Okay, here’s how: 

How To Do It: 
Follow the guidelines and suggestions below. Keep going until you have a list of at least 
three options (10 is better – I’m not kidding).  
 
Have a printed copy of these tips on the table as you work:  
 

 

Tips for Better Brainstorming 
 
1. Agree that no ideas will be judged or rejected during the brainstorming phase. 

This is the most critical tip…it frees people up to think new thoughts. And, often times 
“crazy” ideas prompt other, more plausible ones. Sort through them later.  

 
2. Get ideas from what others have done. Ask around tour social network, look at 

articles in magazines and online blogs that you like. 
 
3. Make sure both people feel invited to input – and make sure both do input 
 
4. Sit side by side, rather than facing one another. 
 
5. Keep a written record of all ideas 
 
6. Agree to include, for now, weak ideas and ideas that lie way outside the realm of 

what seems possible. Allow them to spark other ideas.  
 
7. Take ample time for this process. Have a session; agree to do some research and 

come back at least one more time.  
 

Step 4: Refine, Then Choose 

What It Is: 
After you agree that the brainstorming period is officially over, schedule a refining session. 
Ideally, come to this session fresh rather than tagging it on to a 3-hour marathon of 
brainstorming. (Remember the rule of thumb that you can only sustain high attention to a 
task for up to 90 minutes before you need a break).  
 
In this session, your goal is to winnow the list down to the best options, then work on 
refining some of them until you hit upon one great idea that meets the most important 
underlying interest for each of you.  
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You may or may not be able to do this in one session. Just discuss your progress and decide 
as you go.  

How To Do It: 
Follow the guidelines and suggestions below. Have a printed copy of these tips on the table 
as you work:  
 

 

Tips for Refining and Deciding 
 
1. Nominate several options to refine. 2-4 is a good working list, but at least one will do.  
 
2. To refine, ask yourselves:  
 

 How could this fit more of our underlying interests? 
 How could this idea be more realistic, more practical? 
 How could we make this idea more specific (how much, when, where, etc.)? 
 Where can we combine two ideas to get a better idea?  
 
3. Stay focused on what you do want, rather than what you don’t want. This keeps you 

moving forward and reduces defensiveness. For example you can say: The part I want to 
keep about this idea is…I think this idea could be even better if…What you do think about 
changing it so that…Would you be willing to… 

 
4. Make refining and deciding separate steps. As with brainstorming, wait to decide 

until after you’ve given yourselves a chance to think creatively.  
 
5. Decide by consensus. If you can’t feel good about an idea in your heart, you won’t put 

energy into making it happen. Keep going until you both authentically agree.  
 
6. Be open to an outcome you hadn’t imagined before. It’s very likely that the solution 

you ultimately choose will look different than your initial positions. Keep sight of your 
underlying interests, and be open to unexpected ways to meet them.  

 

 
 
Here’s what our three couples decided to do:  

Peter and Amy: 
Peter realizes that, since he himself has not built a lucrative business out of being a 
musician, it may be the wrong coaching niche for him. He decides instead to focus on 
coaching for music performance, including better practice techniques and overcoming 
stage fright. Amy intuitively realizes this is a better fit and becomes more supportive.  
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Peter decides to take the full 12 months to complete his ICCA coaching program. He and 
Amy agree on a specific number of hours per month that he will dedicate to his coach 
training, and he limits it to that. After that, he mainly focuses on doing music, which brings 
him joy, and doing his day-time job for income. He does passive advertising for his coaching 
by simply passing out his card at the jams he goes to. After a year he uses some vacation 
time to start his website and write a bunch of blog entries. He slowly builds his own 
clientele over a 5- year period, through word of mouth. He has a very specific niche and can 
use his own skills as proof, so musicians are drawn to him.  

Molly and Steven:  
Molly develops a five-year plan, including finding another daytime job with fewer hours so 
she can maintain financial stability while she grows her coaching business. They decide to 
downsize their house, putting a large down payment on a smaller cottage and cutting some 
other unnecessary spending so they can aggressively pay off their debt in five years. Molly 
finds a business mentor to help her learn from, and avoid, her past business mistakes. She 
and Steven have quarterly “business meetings” and she treats him like a stockholder, 
showing him her business plans and progress and inviting him to ask questions.  

Marco and Suzanna: 
Marco and Suzanna look at their finances; Marco concedes that he doesn’t need a large 
income from any new business at this point in his career. He plans to create a part-time 
business and find a business partner to share some of the time-consuming startup tasks. 
Marco and Suzanna agree draw up a description of what the flow of a typical week will look 
like: when they’ll spend time together, and when they’ll be free to do other things as they 
wish (work or otherwise). They also agree on taking two long trips together each year, plus 
several short ones to visit their children in a neighboring state. They agree to give it four 
months and then talk again, to see how it’s working.  

Some Finer Points  

What It Is:  
Below are some extra, more general communication tips. They are largely about intent, and 
good to keep in the forefront of your mind throughout the whole process. Each one comes 
with a practice activity.  

1. Communicate with the intent to build caring and respect.  
One of the hallmarks of a healthy relationship should be, “I like myself better when I’m with 
you.” How can you communicate with your spouse in such a way that he or she feesl this 
way about you?  
 
If you hold this basic intention in your conversation, it will shift your whole demeanor, 
naturally. Since up to 80% of communication is non-verbal, holding this intention will 
unconsciously influence your facial expressions, tone and body language in a way neither of 
you will be wholly, consciously aware of – for the better.  



 32 

 

Try This: Before your next important conversation with your spouse, write down your 
overall intent here, following the prompts. Keep your answers short and word them in the 
positive. Once you write it, say it to yourself with as much believability as you possibility 
can. Then notice how it shifts your mindset.  
 
If your spouse is open to it, you can both do this before your conversation about your 
coaching plans.  

 
When I talk to (spouse’s name) about (name of topic),    
 
It is my intention to feel ________________________ and be __________________________.  
 
I am intending that I create an atmosphere of:  
 
 
 

2. Talk to your spouse they way he or she wants to be talked to.  
Does your spouse prefer to communicate in the same way as you, or differently? Talking to 
your spouse the way he or she wants to be talked to can make a big difference in helping 
that person feel respected, heard and understood.  
 
For example, I prefer that my husband and I deal with issues head-on, in the moment. 
However, my husband needs time to think about things, to be able to let his true thoughts 
bubble up to the surface and to be able to put his insights into words. That means that, if I 
want to talk to him about something important, I know we’ll have a much more insightful, 
productive conversation if I gently ask him to think about something and get back to me 
when he’s ready to talk. I have to have a lot of patience to do this, but it’s worth it in the 
long run.   
 

Try This: Jot down a summary of how your spouse prefers to be talked to. If you’re not sure, 
think about two conversations you’ve had, one that went well and one that went no so well. 
Compare them to discover the factors that were present in the conversation that went well.  

 
Write your summary here:  
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3. Put the onus on yourself to get the results you want.  
It may take some time and practice to break out of old habits of communication, and to 
build trust that it’s okay to be vulnerable in the conversation. When you notice that change 
isn’t happening right away, it will be very tempting to blame the other person: She’s just so 
emotional! He’s just so hard-headed!  
 
Try putting the responsibility back on yourself to figure it out. Ask yourself, what 
suggestions from this book have I forgotten? What does my spouse need? Have it given it 
enough time? What can I ask for, from my spouse, in order to move us in a more positive 
direction? Chances are, there is still something you can do.  
 

Try This: If you attempt to have a dialogue or negotiation and it doesn’t go as well as you 
had hoped, go back over it in your mind and look for what you did well – and what you 
could do better next time. Writing down your thoughts will help you to remember for the 
next conversation. Try that here:  

 
What I did well:       
 
 
 
 
 
 
What I want to do better next time: 
 
 
  
 
 
 
 
 

4. Become aware of the thoughts that get you off-track 
We all have a continuous inner dialogue about our experiences.  As I explain in detail in my 
free book, Mindfulness for Coaches, the inner dialogue is a jumble of observations, physical 
sensations, thoughts, conclusions, and emotions. When we make an assumption about the 
intentions of another, or if we fear a particular outcome, this idea can become as much a 
part of our perception of reality as what’s actually happened.  
 
As a result, it’s extremely helpful to develop awareness of this inner dialogue, to be able to 
back away from troubling thoughts that don’t actually reflect confirmed reality.  
 
You can do this in a couple of different ways. Here are three:  
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1. Name the thought. Say to yourself, “That’s a worry. That’s a fear.” Just doing this 
has an amazing power to deflate the momentum of the thought.  
 

2. Take several slow, deep breaths.  
 

3. Get back in touch with what you want, with your underlying interests. Assess 
whether you need to communicate that, or write it down, to make sure it has a place 
in the conversation.  

 
Have a wonderful plan? Communication getting better? Good! Here’s what to do with it:  
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Part IV: Plan To Follow Up  

Hopefully you and your spouse have reached an exciting and mutually agreeable solution 
about coach training and coaching. But wait – you’re not done yet; you need a plan.  
 
(Important side note: If you follow the steps outlined here, you will very likely find a way to 
follow your coaching dream in a way that your spouse can support. However, it is possible 
that you will not – that you will decide to do something else instead, something wonderful, but 
different. As a matter of integrity, we here at ICCA acknowledge that this is one possible 
outcome. If that’s what’s truly best for you at this time, we support it. Even so, you will in all 
likelihood still have some other great idea for your life, for which you will need a follow-
through plan. So keep reading…) 

Why Plans Are Essential 
 
A plan clarifies who is expected to do what, and by when. This helps to uncover and 
eliminate any lingering vagaries or assumptions that can trip you up later. It also helps you 
identify other resources you need to pull in, to create success.  
 
Consider the plan a working document. When you have your follow-up meetings, you 
can update it to reflect new information, unforeseen bumps in the road, and just a “this 
doesn’t feel as right for me as I thought it would” kind of adjustment.  

Essential Pieces of a Follow-Up Plan 
 
As part of your plan, write down the following:  
 
1. Who…will do what?  
2. When will each of these pieces be done?  
3. What resources (people, things, money) will we dedicate to be able to do the above?  
4. When will we next meet to check in about this agreement and plan?  

 
Below are some tips. Once again, be sure to have them on the table as you work:  
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Tips for Writing a Good Plan 
 
 Be as specific as possible. Quantify with amounts and dates. Specify quality (How 

much detail will you do in your research or the viability of a coaching practice in your 
small town?) Use names instead of “I” or “we.”  

 
 Write it and post it. It doesn’t have to look like a lawyer wrote it. Informal is fine. Just 

make sure it is specific. Then, post it on the fridge or somewhere where everyone 
involved will be reminded.  

 
 Don’t rush. Ask yourselves, “Can we see anything else that we haven’t talked about that 

might cause a problem or snag?” If in doubt, let someone who is not involved look at the 
plan and tell you if it makes sense.  

 
 Take the follow-up meeting(s) seriously. You may think everything’s peachy, and 

you’re busy so you let is slide. Or, you don’t think your spouse is quite living up to the 
letter of the agreement but you don’t want to seem like a jerk. Either way it’s good to 
have the meeting and exchange perspectives. If you don’t think your spouse did what he 
or she agreed to do, just go over the agreement point by point and note what’s 
happened and what hasn’t make a new plan for what still needs doing.   

   

 

Final Thoughts: We’re Rooting For You 
 
In all likelihood, it IS possible to get genuine support for your dream of becoming a certified 
coach, in a way that works for both you and your spouse and family. Hopefully this book 
has significantly helped you in this process.  
 
If you still have questions, please give us a call.  
 
We look forward to hearing from you! 
 
And when you’re ready, come on in to our 10 day trial of the FULL certification program 
here: 
 

www.TryTheProgram.com  
  

http://www.trytheprogram.com/
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