
Lessons From Reinhard: Be Intentional 

by Cara Martin 

So often I would get a call from Reinhard before a client meeting.  

“What do we want from this meeting” he would ask.  

We’d share thoughts, identify the importance of the upcoming meeting, the relationship 
with the participants, and the general opportunity that laid ahead. We’d make sure to 
identify what we needed to listen for and any questions we knew wanted to ask.  

When there was more at stake, our preparation went further. We’d meet more than once 
and share materials for the discussion ahead of time. We’d gather background data and 
ideas and pull it together in a comprehensive story.  

Those conversations and preparations helped us not only get on the same page and ensure 
we had a consistent message, but they helped us to focus on our priorities. We could be 
more strategic in our conversation and target specific outcomes, rather than always 
“winging it”. 

Of course, we didn’t always get what we wanted, and meetings didn’t always go as you 
expected. Sometimes the outcome we were aiming for didn’t materialize or weren’t 
feasible. But since we had had the conversation beforehand, we were able to better reflect 
on what happened, identify where we went wrong, and think through other questions or 
strategies we could have tried. From there, we could identify next steps and work to follow 
up in a way that might lead to the outcome we had hoped for originally.  

Sometimes the purpose of a gathering was just to listen, or to foster a relationship. Maybe 
the meeting was requested by the other party and we didn’t have any particular intentions. 
Knowing that and vocalizing it was just as helpful – it gave us permission not to pitch or sell, 
but instead, to listen carefully, identify how we might support, and create an intention from 
there.  

Reinhard also taught that intention for social gatherings was just as important as in 
business meetings and conversations. Such gatherings, whether with clients or internal 
with our own team, are opportunities for connection above all else. They provide a chance 
to learn more about our colleagues, clients and peers and, in so doing, to strengthen our 
relationships. As an introvert (amongst many other introverts!), having these intentions 
clearly identified helped to navigate the evening. Knowing what we wanted out of the event 
gave us permission to focus on that, especially if “that” was pure fun!  

Some examples of the intentions we set in preparation for meetings and key events:  



- To ask for a specific project opportunity 
- To listen for new project opportunities 
- To share about our capabilities and expertise that may be of interest for future work 
- To foster a relationship 
- To make a new connection 
- To ask for a contact or a connection with others 
- To gather data/input on a specific topic 

 

Recommended Reading: With each lesson from Reinhard, I’ll try to share a relevant book. 
Reinhard was an avid reader and we frequently exchanged book recommendations and 
lessons learned. On setting intention, specifically for meetings and social events, Reinhard 
recommended The Art of Gathering: How We Meet and Why it Matters by Priya Parker. 

 


