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In applying a partnership approach, it is essential to get the right partners involved, including 
those from the private sector. However, in increasingly non-private sector organisations are 
finding engagement wit the private sector difficult partly as they do not speak the same language 
as the private sector. The business case is a way of packaging the partnership approach and its 
benefits to the private sector in a way that they can easily be understood and affiliated with. In 
this way, the probability of getting interest from the private sector for such an approach is likely 
to be greatly improved.  
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Benefits

• Time/ resources
• External advisory (although this could 
be covered by key members of the 
initiative or government departments)

• Collective action will increase profile
• Seen by the industry to be taking a leadership 
position
• Helping members who may not wish to be in the 
spot light on these issues, to manage their 
response.

•Financial cost of action (although 
different approaches to minimise this e.g. 
collective funding)
•Management time in negotiating 
collective outcomes

• Costs minimised as a result of collective action
• No one member in the firing line- initiative can 
respond on key issues
• Increased awareness of how sustainability risk 
impacts business
•Protection of profits through mitigation of 
reputational damage
•Supply chain performance improvements 
(associated benefits could include e.g. increased 
staff productivity and reduced absenteeism)
• Meet new requirements of OFR (i.e. non-
Financial Risks) 
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• How do the results from step 1 fit into each partnership motive?

• What other information/ evidence exists to support each partnership motive?

• How can the arguments for each partnership motive be strengthened to provide a more strategic/ 

commercial focus?    

• Have all the motives been captured?  

• Can some of the options be combined?

• Which approach is likely to most appeal to the partner?  

• How many motives should be addressed in the business case?  

• Which motive has the best ‘fit’ with the partnership initiative? 



• What are the costs in terms of financial, time- can estimates be made?

• What non-quantifiable costs and benefits exist? Can examples be used to provide evidence?

• How can the costs/ benefits be packaged to be clear? (e.g. in terms of costs to different stakeholders of 

the company such as staff, customers etc)

• What gaps exist in knowledge of costs/ benefits included?

• Can some of the costs/ benefits be separated?

• Should some of the costs/ benefits be combined?

• If there are too many costs, why is this? Does this suggest that a partnership with that firm should not 

be pursued?

• Which are the greatest costs/ benefits that should be highlighted?

• How should these costs/ benefits be presented?

Costs/ benefits for partnerBusiness case
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Outline of the partnership, purpose and objectives.  

Why a partnership approach

Proposed approach
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Why this partnership might be the best 
approach, what the initiating partnership 
might bring etc.

How the partnership might work in terms 
of logistics, other partners, timelines, 
milestones.

Outline of the key issues and reasons why 
this partnership approach might be away 
to address these.  Make this in 
diagrammatic form if possible for visual 
effect.




