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These meetings will typically be 90 minutes.  If you feel rushed, you can schedule two 
separate meetings so each partner has 1 hour for the following agenda. 

Sample Agenda: 

30 Min Total:  Referral Partner A (you) goes first 
 5 Min.  You share the top challenges your ideal client struggles with and the 

negative impact it has on their lives. 
 5 Min.  You share the top results your ideal client most wants and the positive 

impact it will have on their lives. 
 5 Min.  You articulate who typically experiences these challenges and wants these 

results that you love working with. (For example, coaches, health practitioners, 
consultants, speakers, etc.)  Describe the characteristics of your ideal client. 

 5 Min.  Share one or two success stories (or use your own until you have others to 
add in). 

 10 Min.  Specifically ask, “who do you know that fits this description?” (and wait for 
them to answer) 

 
TIP:  Your referral partner gets out their phone or contact list to 
identify who they know that matches what you’re asking for. 
 
30 Min Total: Referral Partner B (them) goes second 

 5 Min.  They share the top challenges their ideal client struggles with and the 
negative impact it has on their lives. 

 5 Min.  They share the top results their ideal client most wants and the positive 
impact it will have on their lives. 

1-1 Referral Partner Meeting Sample Agenda  
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 5 Min.  They articulate who typically experiences these challenges and wants these 
results that they love working with. (For example, coaches, health practitioners, 
consultants, speakers, etc.)  They describe the characteristics of their ideal client. 

 5 Min.  Share one or two success stories. 
 10 Min.  Specifically ask, “Who do you know that fits this description?”  

 
TIP:  You get out your phone or contact list to identify who you know 
that matches what they’re asking for. 
 
20 Min.  Strategizing introductions and next steps (10 min per partner) 
 

 


