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        Copreneurial Couples: 
What’s Love Got To Do With It? 

 
          By Dr. Everett Moitoza 
 
 
When Sigmund Freud was asked what he believed were the most 
important ingredients for a happy and productive life, he replied: “To 
have a personal love and meaningful work.”  Today, more than three-
quarters of a million married and unmarried couples are living that 
advice by loving and working together as copreneurial couples.  And the 
numbers are rising at tremendous rates.  
 
The traditional copreneurial businesses of farming, high-level crafts, 
retail, hostelry/tourism, business services, auto sales, and operating  
national or local franchises,  are now joined by computer consulting, 
high-tech manufacturing and services,  software development, 
telecommunications businesses, consulting  ventures, and professionals 
of all types.  The “mom & pop” business of the turn-of-the-century can be 
local, regional, national or international in scope - truly limitless.  
 
Experts believe that a combination of corporate downsizings, mergers, 
organizational restructurings and the like have stimulated competent 
business individuals to look to themselves and their spouses for 
increased security and work opportunities.  Significant economic and tax 
advantages round out the attractiveness of couples who want to work 
together.  Quality of life issues which have pointed to a renewed focus on 
the family unit by being close to home and children have also 
contributed.  Further, with today’s focus on stress management and 
achieving balance in day-to-day activities, the copreneurial model offers 
some potentially tantalizing at-home or, at least, nearer-home solutions.  
Couples, and the individuals in them, are simply trying to increase the 
control and satisfaction they experience in their daily lives - control and 
satisfaction as workers, spouses, parents, and people.  While the reasons 
may appear simple, the successful development of a copreneurial 
business is deceptively complex, fraught with risk, and often so 
idiosyncratic to the couple, that ongoing management and attention to 
personal and business psychology issues are required. 
 
   
 
Five Keys to Successful Copreneurial Ventures 
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Couples who are close in love and work can begin by reviewing the 
following five areas.  Together, they outline the qualities necessary and 
the attention required for success in the development and management 
of a copreneurial business. 
 
# 1  Clear Boundaries and Well Differentiated Roles are the hallmark 
of the well functioning copreneurial business. Boundaries are simply the 
rules of who participates in the relationship, when, and how. Couples 
must be able to integrate their relationship as working partners with 
their relationship as a romantic couple, as well as with a high 
functioning parental relationship.  Similarly, they must be able to 
appropriately separate work time and work place from home time and 
home place.  One couple facing this dilemma made a rule that whenever 
either wanted to “talk shop”, they would have to do that at the business, 
and therefore be willing to drive the three and one-half miles to the office.  
Few trips were ever made. 
 
Given the tremendous hours couples in business work, along with the 
fact that they often work at home, there is great difficulty in maintaining 
the romantic aspect of a relationship.  The average copreneurial business 
is always on the brink of swallowing up the couple, their marriage, and 
the relationship with their children.  Time management techniques and 
clear respected rules for family and couple life, should be a written and 
honored part of their “Copreneurial Family Business Plan”. Invariably, 
successful copreneurs have activities and interests that they enjoy doing 
out of the business. These include activities as a couple as well as a 
family.  Recreation, leisure, hobbies, and community activities all make 
copreneurs better individuals and business people.   
 
For those copreneurs who naturally avoid intimacy, business can be seen 
as an opportunity to substitute a business relationship for a  romantic or 
intimate one.  Unless this desire is shared by both, trouble develops in 
the couple.  Resentment of the business and each other follows with 
divorce, business failure, and usually both resulting.  
 
The disturbingly common phenomenon of “triangulation” deserves 
mention here.  Triangulation occurs when a copreneurial couple brings 
employees into the couple’s basic conflicts.  They attempt to persuade 
the employees to subtly (or sometime not so subtly) take sides, thereby 
exporting conflict and setting up the original couple conflict between the 
spouse and employee(s).  This temporarily reduces the stress and conflict 
within the couple.  It almost always hamstrings the business, destroys 
communication, and ultimately gets the triangulated employee 
fired!  Couples with unresolved areas of conflict must treat these 
problems if they ever expect their businesses to develop appreciably. 
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# 2  Communication is always mentioned as a problem by copreneurial  
couples (as well as  everyone and anyone who has ever gone to a 
marriage counselor or a management consultant).  But really what most 
people are referring to when identifying communication as a problem is 
their inability or difficulty in managing conflict.  Couples in business 
often are in a position to blame one another for mistakes, or to engage in 
“fight/flight” routines, thereby avoiding necessary discussion of 
conflicting ideas and their possible solutions.  Copreneurs must  
certainly argue, be angry, and disagree on many issues during the 
development and management of their business. However, it is the 
absence of hostility, contempt, and defensiveness in their conflicted 
communications that will determine which copreneurial ventures will 
thrive and which will self-destruct.  
 
Secondly, it is those copreneurs who understand that communication is 
ninety-five percent listening, and five percent speaking and asking 
questions, that will go further in developing an effective and blameless, 
problem-solving communicational style in their businesses.  Ironically, 
men copreneurs have had more difficulty in managing conflictual 
communication than women.  Their need to “fix” conflicts/problems, are 
often met with dissatisfaction by female partners who are simply looking 
for discussion, support or empathy around the issues.  Consequently, 
men will often avoid the situation and interaction altogether or become 
defensive - feeling that if they can’t “fix it” they must somehow be 
defective, incompetent, or causing the problem.  This sets up an ongoing 
conflict avoidance sequence, whereby problems and conflicts in the 
couple and business are frequently denied or understated until it is too 
late.  Tax problems are frequently generated by this sequence.  
 
# 3  Power Distribution in the copreneurial couple is of vital 
importance.  Money, sex and brains are frequently seen as the three 
primary arenas for expressing power, control, and conflict in a couple’s 
relationship.   
Add to that a closely-held, copreneurial business and you’ve probably got 
all the ingredients for an in-the-park home run!  
 
 In most businesses, information is the main arena of power.  Finance, 
operations, sales, marketing, and human resource information must flow 
easily, and directly on a need-to-know basis between the copreneurs.  
Deciding who knows what, when and how, as well as who makes what 
decisions in what areas, when, are all aspects of the power dimension for 
copreneurs.  
Successful copreneurs usually identify one person as the CEO.  Although 
they may make most decisions together, or assign certain decision areas, 
one member will, if necessary, have the final say.  Organizations need 
one boss.  Successful copreneurs recognize that.  They also recognize the 
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need to assign such authority and responsibility according to ability and 
talent.  
 
# 4  Skill Complimentarity exists such that in the most successful 
copreneurial ventures the couple’s natural talents are extremely 
complimentary.  A most usual mix is when one member of the couple is 
“right-brain dominant” and therefore, people-centered, creative, 
visual/symbolic and relational.  The other would be “left-brain dominant” 
usually signifying skills in finance, analysis, research, technology, 
engineering, math, etc.. Understanding their differences and developing a 
truly natural, skill-based responsibility profile is one of the best tests of 
copreneurial enjoyment, longevity and success.   
 
Although not often mentioned, the basic enjoyment of relationship with 
others also identifies that group of copreneurs who will most likely 
succeed.  Strong relationship skills and needs are vital. They must be 
strong, yet compassionate individuals who possess a skill set that 
includes both a clear sense of themselves as well as a deep respect of 
their partner. 
 
# 5  Trust and Respect for each other and the many differences that are 
represented in their union round out the profile of the very competent 
copreneurial couple.  This respect also carries into their tasks and 
responsibilities in the business.  “Turf” battles are among the most 
divisive and unproductive.  Respect for each other’s style and expressive 
type will go a long way in modeling a respectful company-wide employee 
culture.  Treating each other’s differences as valuable - indeed vital, sets 
an organizational and marital tone which is both organizationally 
empowering, personally exhilarating, and a tribute to the ongoing 
endeavors of men and women copreneurs. 
 
 
In Conclusion, the following ten points outlines the characteristics of 
couples who often succeed and are most satisfied in their copreneurial 
businesses.  
 
Characteristics of Couples Who Succeed in Business 
 
1. Exquisite Communication Around Conflicts 
2. A Natural Array of Complimentary Skills 
3. A Shared Strategic Copreneurial Business Plan 
4. Real Business Skills by Both Copreneurs 
5. Excellent Time Management Skills 
6. A Similar Work Ethic Shared by the Copreneurs 
7. Boundary Management/Role Differentiation is Clear and Effective 
8. A Written, Viable, Buy-Sell Agreement 
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9. A Mutual Trust & Respect for Style, Skills, Nature, and Knowledge 
10.A Mutual Love of Challenge and Problem Solving in Business & Life 
 
 
Dr. Everett Moitoza is a family business consultant in Rye, New 
Hampshire. 
 
Comments to e-mail address: Moitoza@comcast.net  
Website:  www.moitoza.com 
 
 
 
 
 
 


