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Leveraging Employee One 
on Ones
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Why are workplace 
relationships important?

● Gives clear direction & transparency 

● Achieve and set goals more easily

● Gain labor efficiencies - work with the 
grain not against it

● Enjoyment - might as well smile a little 
bit more while we spend 60+ hours a 
week with our different teams 



How to start building that relationship? 
● Lay out what is important to all levels of the organization 

○ IE: Owners, Managers, Area Supervisors, Level 1 Employees 

● Choose a scheduled time and environment to allow that relationship to grow and take top priority  

○ CONSISTENCY - PREPAREDNESS - HONESTY - FEEDBACK 

● Have you ever heard an employee say, “That was too much communication” 



Manager Tools 

manager-tools.com 

● Our team uses this resource for professional guidance on One on Ones

○ Podcasts - Trainings - Conferences - Books - Webinars 

○ Information on: Feedback, hiring, firing, employee reviews, staff meetings, 
workplace drama, HR, team building, cultures, resumes, interviewing, time 

management, public speaking - etc.



Structure of a One on One (O3) 
O3 or One on One: A professional meeting that takes place weekly at roughly the 
same time and place between a supervisor and their direct. 

O3 follows the 10, 10, 10 rule:

● 10 minutes for the direct

● 10 minutes for the supervisor

● 10 minutes for the future or further detailed discussion on certain areas

What is discussed in O3’s? 

➔ ANYTHING! Usually work related but that is the beauty of the 10, 10, 10 system 

➔ Projects, strategies, their direct relationships, expectations, employee engagement  - the list goes on 

10 : 10 : 10



Rolling out the One on One 
1. Decide who in your world will benefit from this? 

○ Who are your directs? 

2. Talk with these directs and create a calendar event for all future meetings.

○ This creates professional meeting so each person involved feels they are being held to the 
same expectations and that is not a punishment 

○ Answer any initial questions 

○ Give resources (Manager-Tools.com) 

3. Set a day of the week, time, and location that works for both parties. 

○ In person is always best but not always possible 

○ WEEKLY 

4. One on Ones are business meetings. 



Preparing for a One on One 

● Keep a notebook dedicated to your 
One on Ones 

● Prepare the day before or day of 

● Review the week’s emails, texts, or 
lines of communication - follow ups? 

● Review your own calendar and due 
dates 

● Bring the areas you view as most 
important to the table  (10, 10, 10 rule) 

1:1 ONLY



Benefits of One on Ones 

1. Drives business success

2. Clear path of communication 

3. Encourages both parties to dig deeper in certain areas 
on their farm 

4. Transparency from top level down to level 1 
employees 

5. Reduces amount of panic phone calls - Allows us to 
focus on what we need to during those “off days” 

6. Buy in and ownership vital for multisite operations 



Better relationships with our directs create better results for 
our organization… 

● Performing this weekly task can open up many doors 

○ Feedback, advice, communication lines, expectations - all of these can lead to improving areas of your farm more 
quickly and completely  

● This interaction starts to spill over into other areas of your work and life

● Expectations are clear, deadlines are met 

● Elevated people will encourage others to elevate themselves



Tips… Success takes time

Take it in stride - This is new - Start slow - Don’t overload your calendar 

First few weeks will be awkward 

First few weeks you will still get random phone calls that could have waited for the O3 

Be Patient: Sometimes it takes time for directs to open up to their boss 

Hold yourself and your direct accountable for the success of this business meeting 

Environment these take place in matters (via phone, in person, time of day) 



What is next? 

What if you already have implemented O3s? 

Are they still holding value, do we need to step back to the basics? 

Next Steps:

1. Feedback - negative and positive 

2. Moving those O3’s down to the next level 

3. Staff Meetings 

4. Continuing that professional atmosphere with our consultants and vendors 
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