
 



2 

I Can't Say I've Changed 
My Mind 

How to Walk Back Earlier Statements, 
Renegotiate Agreements, and Say "I See It 

Differently Now" Without Being Put on 
Trial for Treason 

Max Paradox 

PROBLEM? RELAX. YOU'VE GOT THIS! 

ISBN: 978-83-8483-606-4 



3 

CONTENTS 

INTRO .................................................................................... 5 

Chapter 1 - When Your Old "Yes" Starts Running Your 
Life ........................................................................................ 11 

Chapter 2 - Have You Changed Your Mind, or Do You 
Just Want the Difficult Part to Stop? ................................... 20 

Chapter 3 - The Fine Art of Pretending You Haven't 
Changed Your Mind ............................................................. 30 

Chapter 4 - Your Change of Mind Has Other People in 
It ........................................................................................... 39 

Chapter 5 - You Don't Have to Win the Argument to 
Change Your Mind ............................................................... 49 

Chapter 6 - The "Yes" That Escapes Before You've 
Actually Decided .................................................................. 58 

Chapter 7 - When Your Old Decision Has Already 
Gone Public ......................................................................... 68 

Chapter 8 - When Someone Else's Disappointment 
Starts Making Your Decisions.............................................. 77 

Chapter 9 - How to Say "I See It Differently Now" 
Without Delivering a Resignation Speech ............................ 87 

Chapter 10 - Renegotiating an Agreement Without 
Turning It Into a Battle of Wills ............................................. 96 

Chapter 11 - Changing Your Mind When the Other 
Person Signs Your Paycheck ............................................. 106 

Chapter 12 - When the Plan Is Already Moving and 
You Want to Pull the Brake ................................................. 116 



4 

Chapter 13 - When Nothing Has Gone Wrong but You 
Want Something Different .................................................. 126 

Chapter 14 - When Someone Else Changes Their Mind 
and You're Left With the Original Plan ................................ 135 

Chapter 15 - You Told Them Too Late. Now What? ........... 145 

Chapter 16 - I've Changed My Mind Again. Is This 
Flexibility or Chaos? ............................................................ 155 

Chapter 17 - When Someone Refuses to Let You 
Change Your Mind .............................................................. 166 

Chapter 18 - You Said It. Why Do You Suddenly Want 
to Take It Back? .................................................................. 176 

Chapter 19 - How to Notice When Your Old Habits Are 
Back in Charge ................................................................... 186 

Chapter 20 - You Don't Need Permission to Think 
Differently ........................................................................... 196 



5 

INTRO 

At a friend's birthday dinner, you casually offer to bake 
her wedding cake. You have baked cakes before. People 
have complimented them. Someone once asked for the 
recipe, which you consider reasonably strong evidence of 
professional potential. Your friend is delighted, everyone at 
the table applauds, and you spend the rest of the evening 
feeling generous and exceptionally talented. Three weeks 
later, you discover that she is expecting a four-tier cake for 
120 guests, decorated with handmade sugar flowers and 
delivered to a venue forty miles away. Your previous 
experience consists mainly of chocolate sponge cakes that 
occasionally lean to one side. You now realize that your 
original offer was wildly optimistic. Unfortunately, your 
friend has already told the wedding planner. Your name 
appears in a spreadsheet. There is probably a column 
marked "Cake Supplier," and somehow it contains you. 

You want to tell her that you've reconsidered. You could 
offer to make a smaller cake for a separate celebration or 
help find an actual professional, preferably someone whose 
qualifications extend beyond owning an electric mixer. But 
every time you imagine the conversation, your stomach 
tightens. She'll be disappointed. She might think you're 
unreliable. Perhaps she'll remind you how excited you were 
when you volunteered. So you do what countless sensible 
adults do when faced with an uncomfortable truth: you 
spend several evenings watching cake-decorating tutorials 
and seriously consider learning an entire profession rather 
than having a five-minute conversation. 
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Changing your mind should be ordinary. We learn things, 
discover limitations, reconsider priorities, and sometimes 
realize that an earlier decision was based on assumptions 
that no longer hold. Yet admitting this can feel strangely 
humiliating. We worry that other people will interpret a 
revised decision as evidence of weakness, dishonesty, or a 
fundamental defect in our character. A previous statement 
becomes something we must defend, even when defending 
it no longer serves anyone. You may know perfectly well that 
your current position makes more sense, while still feeling 
compelled to protect the person who expressed the old one. 
Unfortunately, that person was also you, and has left you an 
impressive amount of paperwork. 

Part of the problem is that we confuse consistency with 
trustworthiness. Keeping promises matters, and people have 
good reasons to expect us to mean what we say. But 
reliability does not require pretending that circumstances 
never change. Someone who continues with an unsuitable 
plan despite discovering serious problems isn't necessarily 
demonstrating admirable character. They may simply be 
avoiding an awkward conversation. Genuine reliability 
includes communicating new information, acknowledging 
consequences, and responding responsibly when earlier 
expectations can no longer be met. Sometimes the most 
trustworthy thing you can say is that your previous 
assessment was wrong. 

Of course, that doesn't mean every commitment becomes 
optional the moment you lose enthusiasm. If someone has 
spent money, declined another opportunity, or arranged 
their life around your promise, those consequences deserve 
attention. Changing your mind about a restaurant you might 
visit is different from withdrawing from a project after others 
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have invested significant time and resources. Some 
obligations also have contractual, financial, or legal 
implications that cannot be erased by announcing a different 
preference. The challenge is learning how to revise a 
position without treating everyone affected by it as an 
inconvenient obstacle to your personal growth. 

Another obstacle is our desperate wish to manage other 
people's reactions. We don't merely want to communicate a 
new decision. We want the recipient to understand 
immediately, approve wholeheartedly, and perhaps 
congratulate us on our intellectual flexibility. When that 
seems unlikely, we start negotiating with our imagination. 
We rehearse explanations, predict objections, and construct 
increasingly elaborate excuses. Perhaps we can blame our 
schedule, an unexpected complication, or a mysterious 
development that sounds convincing but cannot be 
checked. Before long, we're maintaining an entire fictional 
universe to avoid saying, "I thought I wanted this, but I don't 
anymore." It is exhausting work, especially considering that 
nobody is paying us to write the screenplay. 

Even when we decide to be honest, we can make the 
message unnecessarily complicated. We surround the 
central point with apologies, qualifications, and lengthy 
accounts of our internal deliberations. We explain why we 
initially agreed, why we remained uncertain, and why we 
genuinely respect everyone involved. By the time we reach 
the actual decision, the listener may no longer know whether 
we're withdrawing, asking for reassurance, or applying to 
remain on the project under a slightly different job title. 
Being considerate does not require making the truth difficult 
to locate. Often, clarity is the kinder choice, particularly 
when someone needs to adjust their plans. 
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There is also an important difference between 
reconsidering thoughtfully and escaping temporary 
discomfort. You might want to abandon a commitment 
because new facts make it unreasonable. You might also 
want to abandon it because the work has become difficult, 
you're tired, or somebody criticized your first attempt. These 
situations deserve different responses. Learning to change 
your mind responsibly means examining what has actually 
changed before announcing a new direction. It also means 
recognizing that sometimes you still believe in the original 
decision and simply need a different way to carry it out. Not 
every uncomfortable Tuesday requires rebuilding your entire 
future by Wednesday morning. 

This book is for anyone who has agreed too quickly, 
stayed committed too long, or spent an extraordinary 
amount of emotional energy avoiding one straightforward 
conversation. Perhaps you find it difficult to challenge a 
decision at work after publicly supporting it. Perhaps you 
agree to family arrangements and later discover that your 
circumstances have changed. Or perhaps you can explain 
your new position perfectly well in your own head, but the 
moment someone asks, "Didn't you say the opposite last 
week?" your vocabulary mysteriously disappears. You'll 
learn how to distinguish meaningful changes from passing 
doubts, explain revised decisions clearly, renegotiate 
expectations, and handle disappointment without 
automatically surrendering your position. 

We will also take seriously the situations in which a 
conversation isn't enough. Some people respond to changed 
agreements with understandable frustration. Others apply 
pressure, use guilt, or threaten consequences to keep you 
attached to an earlier promise. Money, authority, personal 
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safety, and unequal relationships can make these situations 
genuinely complicated. No clever sentence guarantees 
cooperation, and no responsible guide should suggest that 
every difficult commitment can be escaped without cost. 
What you can develop is a more accurate sense of your 
options, the courage to communicate honestly, and the 
judgment to recognize when you need additional support. 

Perhaps most importantly, you won't be asked to become 
someone who changes opinions at every opportunity. 
Constantly abandoning commitments is not automatically a 
sign of sophistication, just as stubbornly maintaining them is 
not proof of integrity. The aim is to become someone whose 
decisions can be taken seriously because they are 
considered, communicated, and revised when necessary. 
You can acknowledge that a previous choice made sense at 
the time without pretending it must remain correct forever. 
You can regret how you handled a promise without 
concluding that you're incapable of making trustworthy 
commitments. 

Imagine returning to the wedding cake conversation and 
saying, "I offered before I understood what was involved. 
I'm not equipped to make the cake you're planning, and I 
should have checked before promising. I'd like to help you 
find a professional and work out what needs to happen 
next." Your friend may be disappointed. There may be 
practical consequences to address. But the conversation 
finally deals with reality rather than with your increasingly 
alarming collection of cake tutorials. 

You do not need to defend every opinion you've ever 
expressed as though your credibility depends on a perfect 
historical record. You need to mean what you say, take 
responsibility for what your words set in motion, and remain 
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willing to learn. Your earlier self was working with what they 
knew. Your present self may know something different. 

That is not treason. It is one of the more useful features of 
having a mind. 
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Chapter 1 - When Your Old "Yes" Starts 
Running Your Life 

Eight people applauded when Claire agreed to captain 
their pub trivia team for the upcoming season. It was a 
cheerful Thursday evening, everyone had enjoyed a 
respectable number of drinks, and the current captain had 
just announced that he was moving away. Claire was 
organized, reasonably good at remembering useless facts, 
and the sort of person who always arrived when she said 
she would. Naturally, everyone looked at her. She laughed, 
accepted the responsibility, and received a round of 
congratulations normally reserved for people who had 
accomplished something considerably more impressive than 
agreeing to coordinate a group of adults answering 
questions about obscure television shows. Two weeks later, 
she discovered that captaining the team involved arranging 
substitutes, collecting registration fees, attending additional 
meetings, and dealing with disputes about the official rules. 
She no longer wanted the role. Unfortunately, her 
teammates had already begun referring to her as "Captain 
Claire," and someone had ordered a personalized mug. 

The actual problem was manageable. Another teammate 
was willing to share the responsibilities, and the season had 
barely started. Nobody's livelihood depended on Claire's 
administrative leadership. Yet she found herself lying awake, 
worrying about how to explain her change of heart. Would 
they think she couldn't handle responsibility? Would they 
remember this the next time she offered to help? More 
troublingly, would she have to reconsider her entire identity 
as someone who could be relied upon? She had agreed to 
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captain a trivia team, but somewhere between accepting the 
role and discovering the paperwork, her brain had promoted 
that decision into a permanent declaration of character. 
Changing the arrangement now felt less like adjusting a 
hobby and more like admitting that the reliable version of 
Claire had been a carefully maintained fraud. 

This is one of the most powerful reasons we struggle to 
revise earlier decisions. We attach our choices to our 
identity, then treat any correction as a threat to who we are. 
Instead of asking whether the original arrangement still 
works, we ask what changing it would say about us. A 
person who values loyalty may feel disloyal for questioning 
an agreement. Someone proud of being decisive may 
interpret reconsideration as weakness. A generous person 
may fear appearing selfish if they reduce an offer of help. 
The original decision becomes an unofficial character 
reference, signed and filed away for future inspection. 
Unfortunately, it may contain very little information about the 
circumstances in which it was made. 

The imaginary contract with your former self 

Consistency has a genuine social purpose. If people could 
never reasonably predict what we would do, ordinary 
cooperation would become exhausting. Imagine trying to 
arrange a household budget, run a workplace, or plan an 
important event with someone who treated every promise as 
an experimental suggestion. You would spend most of your 
time confirming whether yesterday's agreement had 
survived the night. Understandably, we admire people 
whose words have meaning and whose commitments can be 
trusted. The mistake occurs when we extend that 
expectation beyond what it can reasonably support. We 



13 

begin to assume that reliability requires maintaining every 
opinion, preference, and plan regardless of new information. 

Consider the difference between two statements: "I will 
submit the completed report on Friday" and "I think Friday is 
the best day for our weekly meeting." The first is a 
commitment to deliver something. The second is an 
assessment of what might work well. Both matter, but they 
create different expectations. If you discover that Thursday 
would suit everyone better, revising your opinion does not 
violate a promise. If you discover that the report cannot be 
completed by Friday, you may need to renegotiate a 
commitment and address the consequences. Treating these 
statements as morally identical creates confusion. You begin 
defending preferences as though they were legally binding 
agreements, while occasionally overlooking the practical 
obligations hidden inside casual promises. 

There's another complication: we tend to remember our 
own declarations with extraordinary emotional detail. 
Perhaps you enthusiastically supported an idea during a 
meeting, confidently recommended a particular course of 
action, or told friends that you were definitely going to 
participate in something. Later, when your position changes, 
you can almost hear your earlier voice. You remember how 
certain you sounded and how pleased everyone seemed. 
What you may not know is how much importance other 
people actually attached to the statement. They might have 
interpreted it as a tentative suggestion. They might barely 
remember it. Or they might have made substantial plans 
because they trusted your commitment. Until you examine 
what was actually agreed, you're left negotiating with your 
memory of the occasion rather than the practical reality. 
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Claire imagined her teammates gathering around a table 
to discuss her disappointing leadership. In her mind, 
everyone expressed grave concerns about her integrity, and 
the personalized mug was entered into evidence. In reality, 
most were concerned with finding someone who could 
organize the next match. That difference matters. 
Sometimes our fear of appearing inconsistent is far greater 
than the consequences of the change itself. Other times the 
consequences are substantial, and we genuinely owe 
someone an explanation or practical assistance. The useful 
question is not "Will people think less of me?" but "What did 
my earlier words reasonably lead people to expect, and what 
has changed since then?" 

A reliable person does not have to be a person who never 
revises a decision. Reliability can include giving honest 
estimates, communicating problems early, and 
acknowledging mistakes without trying to hide them. 
Suppose an engineer recommends a particular component, 
then discovers during testing that it fails an important 
requirement. Would you rather have the engineer correct the 
recommendation or defend the original choice to preserve 
an image of unwavering confidence? The answer seems 
obvious when somebody else's equipment is involved. It 
becomes strangely complicated when the earlier decision 
belongs to you. Suddenly, acknowledging a mistake feels 
like a referendum on your competence rather than an 
ordinary part of using new information. 

Why being right yesterday can become more important 
than being useful today 

Once you've publicly supported a decision, your attention 
can shift away from its practical value and toward protecting 
your earlier judgment. You start noticing arguments that 
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support your original position and feeling defensive when 
someone presents an alternative. This is particularly 
tempting when you've invested time persuading others. If 
you organized a meeting, prepared detailed calculations, or 
confidently rejected competing suggestions, changing your 
mind means acknowledging that your previous effort did not 
produce the final answer. That's uncomfortable. It can also 
lead to something much more expensive than discomfort: 
continuing with a poor decision simply because abandoning 
it would make your earlier confidence look embarrassing. 

Imagine you've spent months researching a particular 
professional qualification. You've told colleagues that 
earning it will transform your career, bought preparatory 
materials, and arranged your schedule around the course. 
Before enrollment closes, you discover that the qualification 
is not particularly relevant to the kind of work you now want 
to pursue. You may still benefit from the course, but the 
original justification has weakened considerably. If you 
continue solely because you've already spent time 
researching it, you're allowing earlier effort to dictate future 
effort. The research cannot be uncompleted. The only useful 
question is whether investing additional time and money still 
makes sense from where you are now. 

This does not mean abandoning every project when the 
original excitement fades. Important commitments frequently 
involve unglamorous work, inconvenience, and periods of 
uncertainty. People who accomplish difficult things often 
continue despite temporary doubts. The distinction lies in 
why you're continuing. Are you still pursuing something 
valuable, accepting the necessary discomfort along the 
way? Or are you primarily protecting an earlier declaration 
from being proved mistaken? The same outward behavior 
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can arise from very different reasoning. Showing up for 
another demanding week because the goal still matters is 
persistence. Showing up because someone might quote 
your enthusiasm from last March is an unusually expensive 
form of reputation management. 

An especially revealing moment occurs when you catch 
yourself rewriting the past. Rather than saying, "I supported 
this option, but I see problems now," you begin insisting that 
you were never particularly enthusiastic. Perhaps you claim 
that your earlier agreement was conditional, although you 
didn't communicate any conditions. You might even 
describe your original recommendation as a 
misunderstanding. This strategy can feel safer than 
admitting a change, but it creates a new problem. People 
may be more troubled by your refusal to acknowledge what 
you said than by the fact that you now disagree. The attempt 
to preserve an image of perfect consistency can undermine 
the very trust you're trying to protect. 

A more credible response recognizes that decisions 
belong to particular moments. "I supported the plan when I 
believed it would require two weeks. Now that we've 
established it will take six, I recommend reconsidering." 
There is no need to portray your previous self as foolish, nor 
to pretend that your earlier position never existed. You 
explain what informed the original assessment and which 
facts now support a different conclusion. This approach 
won't eliminate every objection, especially when others have 
incurred costs. It does, however, give people something 
useful to evaluate. They can discuss the changed 
circumstances instead of attempting to reconstruct what you 
secretly meant three meetings ago. 

Separating your reputation from your responsibilities 
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There is a practical distinction worth making before any 
difficult correction: the difference between protecting your 
image and honoring your responsibilities. These motives can 
feel remarkably similar. You might tell yourself that you must 
continue because other people are counting on you. 
Sometimes that's true. Perhaps someone has paid for 
services, arranged childcare, or declined another 
opportunity because of your commitment. Those facts 
deserve serious attention. But sometimes the actual 
consequences are limited, and what you're protecting is 
primarily your hope of being regarded as endlessly 
agreeable, competent, or dependable. 

A useful way to clarify the situation is to identify what the 
other person would need if your decision changed. Would 
they need more time? A replacement? A refund? An honest 
explanation? Or would they merely need to become 
accustomed to the fact that you now prefer something 
different? Each answer points toward a different level of 
responsibility. You cannot reasonably erase every 
disappointment, but you may be able to reduce avoidable 
disruption. Recognizing that difference helps you stop using 
responsibility as a vague argument against any change 
whatsoever. It also prevents the opposite mistake of 
declaring personal freedom while ignoring commitments that 
have real consequences for other people. 

Some situations are genuinely unequal. An employee may 
have good reasons to fear a manager's reaction. Someone 
financially dependent on a relative might face consequences 
that have little to do with an ordinary disagreement. In these 
circumstances, reluctance to revise a declaration is not 
necessarily excessive sensitivity. It may reflect a realistic 
understanding of the other person's power. You might need 



18 

to check contractual obligations, document important 
discussions, or seek appropriate support before acting. The 
aim is not to become fearless overnight. It's to distinguish 
risks that require preparation from imagined judgments that 
have acquired too much influence over your decisions. 

Claire eventually spoke with the teammate who had 
offered to help. They discovered that one person could 
handle scheduling while another managed fees and league 
correspondence. She then explained the arrangement to the 
group, acknowledging that she'd underestimated the 
administrative work involved. The response was strikingly 
ordinary. Someone asked who would bring the answer 
sheets. Another wanted to know whether the next match still 
started at seven. Nobody proposed removing Claire from the 
team or confiscating her personalized mug. The group's 
practical needs were met, even though the original 
arrangement had changed. 

That outcome wasn't guaranteed. A teammate could 
reasonably have been frustrated if Claire had withdrawn 
immediately before a major event, leaving essential tasks 
unfinished. She might have needed to help arrange a 
replacement or complete work she'd already undertaken. 
Those responsibilities would still matter. But none of them 
would require pretending that the original commitment 
perfectly reflected her current circumstances. She could 
take her earlier words seriously without surrendering the 
ability to reassess them. 

When you examine a declaration that now feels 
impossible to change, try separating the statement itself 
from the story you've built around it. What did you actually 
promise? What did others reasonably rely upon? What has 
changed, and what remains your responsibility? Then notice 
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which objections concern concrete consequences and 
which concern an image of yourself that you're reluctant to 
disturb. You may discover that the most demanding 
audience is not the person waiting for your answer. It's the 
internal committee insisting that every earlier version of you 
must be proven correct. 

You can be dependable without being permanently 
identical. Your credibility rests less on defending each old 
decision than on how thoughtfully you make commitments, 
respond to new information, and handle the consequences 
of changing course. A promise should mean something. So 
should the facts that emerge after you make it. If your 
reputation requires you to ignore reality, it's worth asking 
whether that reputation is serving you or whether you've 
quietly become its unpaid maintenance department. 
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Chapter 2 - Have You Changed Your 
Mind, or Do You Just Want the Difficult 

Part to Stop? 

At 6:12 on a rainy Sunday morning, Leah decided she was 
finished with selling homemade preserves at the farmers' 
market. She had spent the previous evening labeling jars, 
packing boxes, and checking the weather forecast with the 
increasingly desperate optimism of someone hoping the 
clouds might respect her business plan. They did not. By 
eight o'clock, her tablecloth was damp, her shoes were 
soaked, and a customer had spent several minutes 
questioning whether her apricot jam contained actual 
apricots. Leah had imagined friendly shoppers, encouraging 
conversations, and the satisfaction of selling something 
she'd made herself. Instead, she was standing beside a 
folding table, trying to stop a handwritten price sign from 
blowing into a nearby puddle. She turned to her sister, who 
had helped organize the stall, and announced that they 
should abandon the whole idea. 

Her sister, Beth, looked at the unsold jars and asked a 
surprisingly useful question: "Do you want to stop doing this 
business, or do you just want to stop standing in the rain?" 
Leah was annoyed. The distinction seemed unnecessarily 
philosophical for someone whose socks were developing 
their own weather system. But the question stayed with her. 
She disliked the cold, the early start, and the disappointment 
of a slow morning. She still enjoyed making preserves, 
talking about ingredients, and seeing customers return for 
something they'd bought before. She wasn't sure whether 
she'd discovered that the business was wrong for her or 
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simply that running a market stall involved parts she'd 
preferred not to imagine. 

The urge to change your mind often arrives wrapped in 
genuine discomfort. You're tired, frustrated, embarrassed, 
overwhelmed, or suddenly aware that a decision requires 
more effort than expected. Those feelings deserve attention, 
but they don't always tell you which decision to make. 
Sometimes they reveal a serious mismatch between your 
expectations and reality. Sometimes they're the ordinary 
discomfort of doing something difficult. And sometimes they 
indicate that one aspect of the arrangement needs changing 
while the larger goal remains worthwhile. If you treat every 
unpleasant feeling as evidence that your earlier choice was 
mistaken, you may abandon things that still matter to you. If 
you dismiss every doubt as weakness, you can remain 
trapped in arrangements that genuinely need to change. 

The difference between a bad decision and a bad 
afternoon 

One reason this distinction is difficult is that discomfort 
demands immediate attention. When something feels 
unpleasant, your mind naturally searches for a way to end 
that experience. Canceling the commitment can appear 
wonderfully efficient. No more stressful rehearsals, 
uncomfortable conversations, demanding preparation, or 
disappointing results. You imagine your future without the 
obligation and feel an immediate sense of relief. That relief is 
real, but it doesn't necessarily establish that withdrawing is 
the best long-term choice. It tells you that you would enjoy 
escaping the current difficulty. Whether you'll also 
appreciate the consequences of escaping requires a 
separate judgment. 


