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ONE TO ONE’S 

The whole premise of MNRG is to build business through building relationships.  This is one of the 

major distinctions between MNRG and other groups –building an in-depth understanding of one 

another’s core competencies.  Group meetings can’t provide that. One-to-Ones are the only way to 

do it.  What is a One-to-One?  Simply put, it’s a meeting, in person, between two MNRG members (or 

even prospective members) to deepen the understanding between them in order to foster a better 

business relationship.  

 
To be effective, follow these  tips for effective One-to-One’s:  

1. Schedule an initial one-to-one with as many members of our group as possible and as soon as 
possible,  

2. A One-to-One needs to be both structured and social. The more you can find overlapping areas of 
professional and personal interest, the more successful your One-to-One is going to be.  

3. If you ask someone for a One-to-One, then the focus of your meeting is the other person, not 
you. You ask in order to learn how to give referrals to that other person, not how to get them. It’s 
Giver before Gain. You may have time in your One-to-One meeting to switch roles and focus on you, 
but if that doesn’t happen, it’s still a successful One-to-One. Of course, if someone asks you for a 
One-to-One, then you’re in the spotlight. If nobody asks you, you may want to look at how you’re 
interacting with other Chapter members.  

4. Prepare a document that includes your Business Goals, Career and Personal accomplishment, 
Interests, and Skills. If you use this as a structure for your discussion, you’ll find the most valuable, 
and useful information about your fellow MNRG member. You want to end each One-to-One with a 
clearer picture of how YOU can bring good referrals to the other member.  

5. End each One-to-One with a commitment.  This may be to refer someone to the person you had a 
One-to-One with, or it may be to follow up with another One-to-One meeting to find out more about 
your MNRG partner before attempting to make a good referral, or to focus on you and your business 
needs.  It doesn’t matter what you’re going to do, just make sure that you’re going to do something as 
a result of your meeting. If you don’t come away with an action plan, did you really accomplish 
anything, or were you just socializing?   

6. One-to-Ones are how you train your sales team to bring sales to you, and how you get trained (by 
them) to bring referrals to them.  
 


