
[image: image1.emf]
Partnering Proposition

Outcome

Prepare your partner recruitment strategy and create a template to facilitate ongoing partnership discussions.
Overview
Use this worksheet as a working document to facilitate partner recruitment and organize your thinking before conducting your first exploratory call with a partner prospect . Outline the key elements of the mutual value proposition and your specific partnering proposition. Using this approach to partner recruitment will:

· Enhance your credibility with potential partners. (They will be impressed that you’ve thought this through.)

· Facilitate an organized pitch to the prospect leading to a more productive discussion.

· Capture status of discussions leading up to partner signing.

· Provide a tool for educating internal personnel at both companies about the partnership and its status and ensure that everyone is “on the same page”.
Instructions

Record an answer for each section of the partnering proposition. Enter the information when prompted, such as InsertTextHere. 

All BLUE text is hidden. It will not print. If you cannot see the BLUE text, click on the “¶” button on the tool bar, or search Help for Hidden Text.
The Partnering Proposition

Prospective Partner: XYZ Inc.
Date: xx/xx/20xx

	About Your Company (Insert your company name here)

	Product or Service:

What does your company sell? What makes it unique in the marketplace? What are its benefits? Its competitive advantage?

InsertTextHere


	Target Markets:

What are your target markets? How do you reach these markets? What other markets would be interested in your product or service? How do you plan to reach them?

InsertTextHere


	Value Proposition to Clients

What need does your product or service meet? You can insert your value proposition from your Business Plan here.

InsertTextHere


	About XYZ Inc.

	Include a brief description of the company.

InsertTextHere


	XYZ’s Products and Services:

Description of their product(s) and services.

InsertTextHere


	XYZ’s Target Markets:

Who do they sell to?

InsertTextHere


	Value Proposition to Clients

Why do their clients buy their products or services?

InsertTextHere


	Partnering Proposition

	Tactical Opportunity

This is your initial stake in the ground. It should be a succinct statement defining what you want out of the proposed partnership, answering the WIIFM (what’s in it for me?) question for each party.

InsertTextHere


	Strategic Opportunity

This is a description of what the long-term partnership could entail.
InsertTextHere


	Statement of Customer Need and Value of Joint Solution

Here you should outline  what your combined value proposition would be to customers. Identify a compelling vision for the partnership and articulate the impact of that vision on the marketplace. Outline the key customer benefits here as well.
InsertTextHere


	The Value Proposition

	Your company’s value proposition to XYZ Inc
This is the most important section of this working document. More detailed description of WIIFM (what’s in it for me?). This is you standing in shoes of potential partner. Describe specific benefits that a partnership with your company would bring to the partner. Address why they need to partner with you?Try to tie to their strategic/operational goals if known. 
InsertTextHere
XYZ Inc’s Value Proposition to Your company
Same as above but their benefits to us…

InsertTextHere


	The Business Case

Describe preliminary type(s) of business relationship(s). such as joint marketing, joint development, OEM, and distribution. This will be fleshed out over time. 
Insert Text Here


	Costs/Investment Required

Typically this section is TBD initially. As you work toward further development of the process, start building the business case for this partnership by outlining any investments required (on both sides) for partnership to be successful.

Insert Text Here


	Next Steps/Issues to Address

Usually you develop this section jointly with the partner prospect at the end of your first exploratory discussions. What are the next tactical steps to move the relationship forward? Use this section to document issues and key questions that need to be addressed. This is a good place to identify any “showstoppers” that could kill the deal and get them on the table sooner versus later.

·  Insert Text Here


	Key Contacts:

List the key contacts from both companies to move the relationship forward.


	Name:


Title:


Phone:


E-mail:


Fax:

	Name:


Title:


Phone:


E-mail:


Fax:
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