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Next Gen Sector Partnership Refresh and Relaunch 
Top Tips, Strategies and Facilita�on Guide 

Next Gen Sector Partnerships are con�nually evolving. As the industry shi�s, the economy changes, and leaders 
come and go, it’s essen�al that the sector partnership have regular opportuni�es to refresh and stay relevant to the 
industry and the region. Whether you’re concerned your partnership may be stalling out or thinking ahead for how 
to keep your partnership fresh, this guide is for you.   

Signs Your Partnership Needs a Refresh 
• Industry engagement is waning. The top indicator that you need a refresh is your partnership’s industry

engagement starts to drop off. This may look like fewer industry leaders showing up to your quarterly
mee�ngs, or ac�on teams without ac�ve industry par�cipants. If your mee�ngs start to have more public
partners in atendance than industry leaders, you need a reset.

• You’ve relied on the same, core group of industry leaders for a while without atrac�ng new members.
Over �me, sector partnerships can come to rely on the same, small group of leaders to drive ac�on. While
this is o�en necessary to get things done (small teams are generally more effec�ve than big, unwieldy
ones), beware of relying on a small core without engaging new members. A sector partnership should be
con�nually atrac�ng new members, both mid-level managers within exis�ng companies and new
companies that have not yet par�cipated. A refresh is a great way to bring in new voices and new energy.

• The sector (or the economy) has changed.  Consider where the industry was when you ini�ally launched
your partnership. What has changed? Think about the impact of market forces, new companies loca�ng in
the region, regulatory changes, technology, or global events. The agenda that your sector partnership
originally coalesced around may not be as relevant. A refresh provides an opportunity to recalibrate and
refocus around the most pressing priori�es facing the industry today.

• Your agenda has goten stale. Your partnership is focused on just a single priority or is losing steam on all
of its priori�es. Perhaps you have accomplished the original goals you set out to achieve, or your
partnership just couldn’t get trac�on to make a change. In a healthy partnership, new priori�es are
iden�fied regularly at quarterly mee�ngs. If that hasn’t happened in a while, it’s �me for a refresh.

What is a Refresh Mee�ng? 
A gathering that brings together exis�ng sector partnership par�cipants with new companies that have not yet 
plugged in to bring new energy and new focus to an established sector partnership. A successful mee�ng has four 
elements: 1) celebra�on of successes to date; 2) open discussion of where the industry is today; 3) strategic 
discussion to iden�fy priori�es for the partnership to focus on, re-forming ac�on teams around those priori�es, 
and; 4) commitments to join new ac�on teams around those priori�es. A refresh mee�ng looks similar to a launch 
mee�ng but also makes space to acknowledge and celebrate the work that has happened to date.  

Goals of a Refresh Mee�ng 
• To engage new industry leaders. A refresh mee�ng is all about making space for new leaders to plug in,

step up, and contribute to the partnership. This requires increasing both quality and quan�ty of business
leader engagement. A successful relaunch mee�ng engages at least 20 business leaders; this ensures your
partnership has enough par�cipa�on to form ac�on teams and share the load of moving your agenda
forward. But it’s not all about numbers.  Sector partnerships depend on a certain kind of business leader
that we refer to as “civic entrepreneurs.” These individuals are collabora�ve and strategic. They see the
success of their company, their industry and broader community as interdependent. Beware of the
tempta�on to setle for any business par�cipa�on at your launch mee�ng; careful aten�on to recrui�ng
the right “civic entrepreneurs” is essen�al in posi�oning your partnership for success.

https://www.nextgensectorpartnerships.com/s/2020_Detailed-launch-meeting-facilitation-guidedocx.pdf
https://www.nextgensectorpartnerships.com/s/2020_Detailed-launch-meeting-facilitation-guidedocx.pdf
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• To re-charter ac�on teams. A refresh mee�ng will result in the forma�on of ac�on teams around priori�es 
that industry leaders agree are essen�al to the industry’s compe��veness and that require a collabora�ve 
approach. Stay commited to the core principle of “no champion, no ini�a�ve.” Ac�on teams only move 
forward if there are industry champions commited to them.  

• To celebrate successes and reflect on learnings. A refresh is a chance to look back on the work your sector 
partnership has done, to celebrate, and learn from your past experience. Don’t be afraid to acknowledge 
missteps. Learning from what didn’t work is cri�cal to future success.   

• To reaffirm commitment to core principles. Consider the core founda�on your partnership is built on. 
What makes this effort dis�nct? (Examples: Playing the long game vs. quick fixes. Networks vs. hierarchies. 
Industry-driven vs. public partner-driven.). What core principles guide your work? (Examples: Con�nuous 
improvement, centering equity, ac�on-focused).  
 

 
Elements of a Successful Refresh Mee�ng 

1. A compelling invita�on and a personal ask. The best way to get business leaders to turn out is via a 
personal, peer-to-peer ask. This means that the invita�on to a refresh mee�ng should ideally come from a 
business leader (or group of business leaders) addressed to their industry peers. (Similar to a launch 
mee�ng, this may mean that your industry champions sign the leter, but it is emailed on their behalf by 
the convening organiza�on(s)). It should also be personalized. A follow up phone call goes a long way to 
encourage atendance. Divide up those calls among your public partner team and industry champions. 
Your �me spent ge�ng the word out about your refresh mee�ng is �me well-spent; remember that the 
primary purpose is to bring in new industry leaders. Don’t take shortcuts at this step.  

a. See guidance on how to recruit business leaders 
 

2. A well-facilitated agenda. We recommend a facilitated discussion that keeps the engagement high and 
keeps the focus on your industry leaders. Follow guidelines for the launch mee�ng in terms of room setup 
and facilita�on tools.  
 
A strong agenda has five (5) parts: 
 

Agenda Item Time Recommenda�on 
I. Welcome & 
Introduc�ons 

10-15 mins Start by se�ng the right tone by having one or more of your 
business champions kick off and welcome the group.  Take �me to 
hear introduc�ons from all industry leaders in the room. This is 
�me well spent since it’s an important way for them to get to know 
each other.  

II. Where we’ve 
been 

10-15 mins Prepare one or more of your industry champions to reflect on the 
experience of the sector partnership to date. Why did you ini�ally 
come together? What have your most significant accomplishments 
been? What work is ongoing? What work has been completed? Use 
this as a chance to celebrate where you’ve been while also teeing 
up the next chapter.  

What Works Well And Not So Well 
A personal ask Flyers or other marke�ng materials 
A strategic discussion A presenta�on or a guest speaker 
Ending with commitments and follow through Ending without clear next steps 

https://static1.squarespace.com/static/57ebae4d5016e1191947196b/t/5e45ae4805a58164347ba048/1581624905669/2020_HOW+TO+CHOOSE+CHAMPIONS.pdf
https://www.nextgensectorpartnerships.com/s/2020_sample-meeting-set-updocx.pdf
https://www.nextgensectorpartnerships.com/s/2020_sample-launch-agendadocx.pdf
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III. Where we are 15-20 mins This is the �me to broaden the discussion to include new industry 
leaders. Facilitate a discussion about where the industry is today. 
Consider this a warmup discussion to get the group talking and 
thinking strategically about where the industry is, and where it’s 
going. Spend no more than 15 minutes here. Some ques�ons you 
may use to start the discussion:  

i. What are the biggest opportuni�es and trends shaping our 
industry in this region? 

ii. What has you most excited about where the industry is going? 
What makes you nervous?  

iii. What has changed in our industry since we ini�ally launched?  
IV. Where we’re 
going 

30-45 mins This is the heart of the agenda, where you’ll iden�fy priori�es for 
ac�on for the partnership to tackle. We recommend using a s�cky 
wall or post-it notes to field ideas from par�cipants, similar to a 
launch mee�ng. The key ques�on for discussion is: “What do we 
need to do together (that no one company could do on its own) in 
order to capitalize on opportuni�es to strengthen and grow our 
industry here?”  

i. If your partnership has ac�on teams that you plan to 
con�nue, you can acknowledge that here by saying, “We 
know we need to double down on K-12 outreach. That’s 
why we have a K-12 team that’s partnering with schools to 
significantly increase the number of students par�cipa�ng 
in tours and career awareness ac�vi�es.” But don’t let 
current work preclude new ideas from surfacing. Invite 
ideas from the group about how we could go further or 
deeper with exis�ng work to get to the next level.  

ii. Make space for new ideas. Invite crea�ve ideas about what 
the partnership could tackle, invi�ng par�cipants to 
describe what that would look like and require. Group their 
ideas into categories; these will serve as the basis of new 
ac�on teams.  

V. Commitments 
and next steps 

15 mins This is an essen�al step. Once you’ve iden�fied a handful of ac�on 
areas, set priori�es by calling for champions. Champions are 
industry leaders who volunteer to join at least one follow up phone 
call to flesh out their idea, develop a work plan, and define 
immediate deliverables and wins. If no one signs up for one or 
more priority area, take it off the agenda for now. Make explicit 
that this partnership will only advance an ini�a�ve if there are 
champions associated with them. Close the mee�ng with a recap of 
what you discussed and an outline of next steps. 

 
3. Follow up and follow through. It is essen�al that follow up from the refresh mee�ng is prompt and 

thorough. You need to ins�ll confidence that this partnership is moving and that industry leaders can 
expect responsive staffing and follow through to keep their engagement and excitement high. Within no 
more than two weeks of the mee�ng, distribute a survey to all par�cipants and set up follow-up mee�ngs 
for each ac�on team. Follow the protocol for follow up ac�on teams from the Next Gen toolkit here. Set a 
second mee�ng of the full partnership within 90 days; this is important to bookend your refresh mee�ng 
and hold the teams accountable for ge�ng things done. 

https://static1.squarespace.com/static/57ebae4d5016e1191947196b/t/5e45b0b49c36f8657929d3d9/1581625524391/2020_Step+5_Post+launch+facilitation+guide.docx.pdf
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Be proac�ve and inten�onal in cul�va�ng new champions a�er your refresh mee�ng. A few one-on-one 
follow up conversa�ons can go a long way in keeping new people engaged and plugged in. The stakes are 
high to keep new leaders engaged; now is the �me to cul�vate rela�onships that will keep them coming 
back.  

 

Terms of Use for Next Genera�on Logo and Toolkit 
All content in the Next Gen toolkit is free for use, with atribu�on. We created this toolkit because of 
growing demand for prac�cal tools and guidance from prac��oners and business leaders across the country 
looking to build authen�c, business-driven partnerships. We don’t make money off our materials. We share 
them freely in order to grow the field of Next Genera�on Sector Partnerships. So, seriously. Use our stuff. 
Here are rules we ask you to follow in return: 

• Give full atribu�on via the intact Next Gen name and logo on all materials used and shared. The 
Next Gen Sector Partnership name and �tle and/or logo must also only be used for official Next Gen 
materials and shall not be used on materials created by other en��es. 

• Join the Next Gen Community of Prac�ce to connect and share with other prac��oners across the 
country. Sign up for our mailing list and send us a note at info@nextgensectorpartnerships.com to 
let us know you’ve found the Toolkit valuable. We’d appreciate knowing how you’ve used it. 

• Consider contribu�ng financially to the Ins�tute of Networked Communi�es, the organiza�on 
behind the Next Gen Community of Prac�ce. Your dona�on supports the con�nued development of 
Next Gen tools and resources. 

The Next Gen Sector Partnership Community of Prac�ce is an ini�a�ve of the Ins�tute for Networked 
Communi�es (INC), a 501(c)(3) nonprofit organiza�on. INC’s mission is to build stronger, more inclusive 
economies by ac�va�ng public-private networks around a shared commitment to place. All rights to the 
Next Gen Sector Partnership toolkit content are reserved by INC. 


