
00:00:05 Contracts versus agreements, the agreement process, and how to stay out of 
court and handle conflict in a healthy way. Getting legal agreements in place is about so much 
more than just having a legal document with terms you don't really understand, or that you 
haven't even read because legal documents scare you or that you presented to a team member 
or a client for signature and they didn't read or understand, 
 
00:00:30 or that was presented to you. And you signed it, even though you didn't really 
read it. The agreement process is your opportunity for clarity. And if you're avoiding it, you're not 
just putting your assets at risk or your business at risk. You're really shortchanging yourself and 
your work in the world and your relationships. The agreement process is about creating 
connection, 
 
00:00:52 coherence, clarity, setting boundaries, and establishing expectations. As you 
heard in a prior lesson, creating agreements, in some cases doesn't even require a written 
agreement as a contract can be created verbally. But in that case, do you really have a 
agreement? You might have a contract, but a contract and an agreement are actually quite 
different. Things. Agreement requires connection agreement requires being on the same page. 
 
00:01:23 Agreement requires alignment and clarity and coherence contracts don't actually 
require any of that. This is the way that people end up in Mexi, expensive conflicts. They have 
contracts but not agreement. So here's what I recommend. So that doesn't happen to you or 
maybe for you, first of all, before you ever sign a contract or enter into any agreement, get clear 
on what you actually want from the relationship. 
 
00:01:53 Be honest with yourself and be willing to be honest with the other person where 
you are not clear, be willing to seek support in getting clear. Now that might mean needing a 
safe space to talk through what you think you want, or just to speak out loud about your 
unsurfaced assumptions, possibilities, and receive reflection or consider questions you might 
not have thought about. 
 
00:02:19 See, this is one of the major differences between putting in place a template 
agreement and working with a lawyer. Who's also a great counselor. A great counselor will 
support you to get clear, test your assumptions surface what you can't see reflect back to you, 
what they're hearing. So you can get it out of your head and into an objective reality that 
supports you to see what you can't. 
 
00:02:42 If you're just using a template agreement, if you are resistant to getting 
counseling, to get great legal agreements in place, or perhaps working with a lawyer, who's not 
a great counselor, but just giving you template agreements full of boiler plate, you could be 
avoiding one of the greatest opportunities that you have as a business owner to work through 
the things that bring up uncomfortable feelings. 
 
00:03:05 And if you do it, the uncomfortable feelings are going to surface later in the form 



of very expensive conflicts that you could have avoided by seeking counseling, to get clear 
through the agreement process. Once you're clear, it's fairly easy to put in place the legal 
agreement or the contract part. So how do you get clear? Getting clear begins with being aware 
of what there is to get clear about. 
 
00:03:35 So I always suggest you start with identification of your desired outcome for 
agreement. If we look into the future at the ideal outcome for this relationship, what exactly does 
success look like? Imagine yourself celebrating a future in which the relationship met all of your 
expectations, you worked together and all of the best ways you accomplished your goals 
together. And now you're celebrating that success what's happened that caused it all to go so 
well, 
 
00:04:07 that's what you want to document. If you're hiring a team member, this looks like 
establishing clear, measurable outcomes of success for the role. How will your team member 
know that they're succeeding, write down the metrics of success and put them into your 
contract. So it's clear for them and clear for you. If your team member needs to leave, can't 
perform or isn't performing for some reason, 
 
00:04:34 get sick or dies. How do you want to handle that? Are you agreeing to any 
payment beyond performance? If so, that needs to be documented. If not, that also needs to be 
documented. What are the reasons that you can terminate the relationship on what basis can 
they walk away? What are each of you entitled to in the event that the relationship needs to end 
consider that very few relationships last forever, 
 
00:05:02 meaning until one of you dies instead, there's likely to be an evolution to your 
relationship over time. And if you can proactively consider what that evolution might look like, 
your expectations in that event and your responsibilities in that event, you're not going to be 
caught off guard or surprised. Instead, the relationship can transition into new form with ease. If 
you're bringing on a client established metrics of success, 
 
00:05:31 what will be true when the engagement is complete or ready to transition to a 
next level, the more you can have clarity on this and document that in your agreement, the 
better for both you and your client. If you're entering into an agreement with a business partner, 
get clear about the future exit plan for each of you from the business that could happen through 
a sale of the business or the death or incapacity or one or both of you, 
 
00:05:59 what do you want to happen? Then this brings us back to the exact thing we 
discussed in our lessons on how to choose the right business entity structure. And here it is, 
again, begin with the end in mind. So you can see these are conversations not to avoid. Finally, 
what happens when assumptions you've made in the early days of the relationship shift over 
time or new information requires an upgrade to the agreement. 
 
00:06:28 It's time to renegotiate. And this is where I would say the vast majority of messy 



conflicts happen because we haven't been taught to renegotiate very well. If you don't have a 
process for renegotiating agreement, this could be the time you want to get out of your business 
out of your partnership or that your team member just walks away without proper notice. These 
are the spots that businesses tend to fail or business owners and business leaders tend to 
break  
down. 
 
00:06:57 Now we can ensure that doesn't happen to you by having a clear agreement, 
field and process for renegotiating agreements. Start by assuming that every relationship you 
have in your life and in your business is going to change form and anticipate that change. Even 
if you're planning to be in relationship forever, the nature of the relationship must change over 
time because people's desires and preferences and needs change over time. 
 
00:07:26 We have to make space for this in our businesses. If we don't, we're going to be 
caught off guard by the reality of reinvention, you've heard the saying the only constant is 
change, right? And when we're prepared to navigate that change, we can be well prepared for it 
and navigate it. Well, that requires a process for renegotiating your agreements begin by 
establishing the space for it, 
 
00:07:50 right from the beginning of the relationship that could look like you saying to 
every team member you bring on, we understand you're not going to be in this role forever. We 
don't want you to be, unless that's what's in your highest and best interest, when you're ready to 
move into a different role or even leave the company, we ask that you let us know that you're 
starting to get antsy with enough time for us to explore other possibilities for you, 
 
00:08:15 and that you support us and finding and training your replacement. If you do plan 
to leave altogether, one of the worst things for business is when a team member leaves with no 
notice taking all of the institutional knowledge with them and without supporting you to find and 
hire their replacement, you can avoid this from happening with that simple conversation upfront, 
that anticipates change and creates process around it. 
 
00:08:41 If you do this in advance with every relationship in your life, consider that it will 
end or transform in some way and prepare yourself for that emotionally and create some 
process around it. So the impact is minimized while still making space for it to happen. You and 
your business will be able to navigate changes through the agreement process so much better 
and so much more fluidly. 
 


