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The Business Case for Partnerships:

Benefits of Partnership Working 

· Sharing expertise – joint benefits from a wider range of specialisms

· Enables access to greater pool of resources

· Helps shape policy

· Can be more effective 

· Avoids duplication 

· Enables savings

· Adds value – increases capacity

· Greater expertise can increase the quality of service

· Sharing … of 

· Risks

· Workload

· Knowledge

· Ownership 

· Sharing ownership increases numbers and level of involvement of stakeholders

· Enables long term relationships – which can help develop planning structures, processes and services

· Consensus Building

· The whole is greater than the sum of the parts: there is greater strength in greater numbers

· Security – there is greater safety in numbers

· Regulatory expectations

· It ticks the right boxes

The Business Case for Partnerships


Costs of Partnership Working

· Money
· Funding issues for partners

· Costs of attending, etc.

· Time 

· The time for the “endless meetings”

· The time to make it work informally – to persuade, cajole, etc.

· The housekeeping costs – room hire, travel costs, admin costs

· Reporting back

· Compromises

· Reputation – ineffective partnerships are only as good as its weakest link

· Members with their own agendas

· Risk

· Reputation risks

· Disappointing your stakeholders

· Not being able to deliver what the partnership promises

· Loss of control 

· Changes of personnel

· Not having clear objectives – and so not being effective as a partnership

Organisation Audit Factors


What enables each organisation to work effectively in partnerships?

· Shared Objectives

· Congruence between the organisations and the partnership, in relation to the reason for being a member of the partnership

· Shared locality interests

· Shared Values

· Personalities – a culture of supporting people to work in partnerships, for example to work towards consensus 

· Politics – for example, cross authority working

· politics (with small ‘p’) – organisation appetite and approach; being able to see and work towards the gains

· Level of commitment to partnership working

· Level of finance and resources made available for partnership work

· Risk appetite 

· Speed and process of decision making – and sending the right people to each partnership

· Geography and communications 

What contributes to a successful partnership?

· Good rapport between members

· Time put in to develop the partnership initially:

· To build relationships

· To set up the partnership

· Good, relevant terms of reference

· Revisited regularly – are they still appropriate

· Stakeholders consulted about Terms of reference

· Effective communication:

· Constructive

· Positive

· Regular

· Right information to the right people

· Accurate

· Appropriate

· Timely

· Two way

· Strong leadership:

· Keeping focus on partnership’s objectives

· Able to deal with the weaker members

· Involving members, giving them a role

· Members of partnership have clarity about roles, responsibilities and contribution

· Representatives are at the right level in their organisation for the nature of the partnership – e.g. 

· Front line staff for practitioner partnerships

· Decision makers for strategic partnerships

· Agreement about who takes the credit for partnership’s successes – protocol for public relations

· Honesty 

· Clarity about boundaries – i.e. what can and can’t be shared

· Regular reviews of the partnership:

· Is it achieving its objectives?

· To capture innovation and good practise

· Keeping track of what’s been done and what’s been tried

· Partners prepared to work together to achieve the partnership’s aims:

· Willingness to find common ground

· Prepared to listen as well as contribute

· Inclusive networks that support the partnership

· Joint accountability

· Flexibility – to keep other partners on board

· Willingness to accept new members to fill a gap, or add a skill

· Early wins

· Generosity about what is credited to the partnership, especially in the early stages

· Power imbalances are acknowledged 

What detracts from a successful partnership?

· Poor communication and partner interaction:

· Members not prepared to stick their necks out

· Lack of honesty about failures 

· Open discussion frustrated by partners hiding behind:

· Data protection

· Need for confidentiality

· Blame culture

· Exclusive cliques

· Breakdown of trust

· Some partners excluded from chosen method of communication (e.g. relying on email if this is unavailable to some members)

· Problems relating to distribution of power within the partnership:

· Imbalances of power not acknowledged

· Member organisations feel that they have lost power – that it has been ceded to the partnership 

· Bullying

· No end point – partnership continues after its objectives have been achieved

· Forced marriages

· Weak leadership

· Partners “going wobbly” – i.e. not giving full commitment to the partnership

· Resistance to change:

· Not prepared to review objectives in light of changing circumstances

· Not prepared to accept new partners

· Significant members don’t attend, or only attend when they have something to say. 

· Wrong person representing member organisation – can’t make decisions

· Partners vying for glory

· Terms of reference set, but never referred to
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Browns Group is a network of independent consultants based in the south west of England with extensive, real world experience of the public and not for profit sectors. Together we offer you a wide range of skills and abilities combined with a thorough understanding of the contexts in which your organisation operates.

Browns Group consultancy works in close partnership with clients to help you meet the challenges of improving services and managing change. We work with individuals, teams, managers and boards to build stronger and more effective organisations that have the capacity to work with and learn from change.

Browns Group achieves outcomes that meet your organisation’s real needs. We use our listening, communication and analytical skills to ensure that we quickly focus on the core issues and priorities. Our approach is facilitative and we work with integrity and sensitivity. We produce clear and appropriate briefs, well-scoped work plans and reports that clients say are both practical and easily understood. We have a record of delivering on time and to budget.

We offer our clients the following:

· Organisational development

· Direction setting through reviews of vision and mission

· Strategic and business planning

· Board and governance development

· Team development

· Personal development

· Policy reviews

· Programme management 

· Project management 

· Developing briefs and scoping projects 

· Project planning

· Interim management

· Developing in house capacity

· Service improvement 

· Service reviews

· Process analysis, improvement and redesign

· Challenge of accepted practices

· Efficiency reviews

· Independent evaluation

· Partnership development 

· Partnership brokering

· Partnership reviews/ health checks

· Sustainability in partnerships

· Engaging stakeholders and encouraging participation

· Dispute resolution and mediation
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