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Identifying controlling actions
Everything you have tried in order to change your partner, and what it cost

It is easy to fall in to the trap of seeing your partner as a project and to see it as your role to “change” them. This can however lead to
much more hurt, frustration and disconnect then it tends to lead to positive experiences and connection. Spend some time reflecting on
everything you have ever tried doing to control your partner, and then assess how effective it was in the short term and what it cost you
in the long term.

What does my partner say or do
that I don’t like?

What I have said or done to stop
or change my partner’s
behavior?

Did my actions change my
partner’s behavior in the long
term?

Did my actions enhance and
enrich our relationship in the
long term? If not, what has this
cost me/us?
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Influence, not control
Additions: what the audit usually shows, and the move that works better

What most people find. The controlling actions worked for an hour and cost a week. Nagging, sulking, threats and lectures change
behaviour briefly and change the relationship permanently. What is left in your hands is influence: being clear about what you want,
being the partner you would want to say yes to, and accepting what you cannot make happen.

FROM CONTROL TO REQUEST

A control move tries to make them do it. A request tells them what you would like and leaves the choice with them.

A request has four parts: the situation, how it affects you, what you would like, and a thank-you in advance.

If the answer is no, you have learned something true. Then the question becomes what you will do, not how to make
them.

One thing from my audit, rewritten as a request

What I will do if the answer is no

What I can change on my side that would make a yes more likely
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