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and	the	added	value	of	
a	partnering	approach		

fits	with	the	more	familiar	‘project	cycle’.	
Exploration	of	how	to	make	partnerships	
both	more	focused	and	more	ambitious	in	
terms	of	reach,	influence	and	sustainability	

the	partnering	‘process’	and	why	
attention	to	the	partnership	is	as	
important	as	managing	the	project(s)	

	
	
	

Common	partnering	
challenges	and	key	

principles	

	
This	may	be	run	as	a	facilitated	conversation	
with	the	slides	used	to	de-brief	at	the	end.	
	
The	slides	in	this	session	are	animated	in	
order	for	each	challenge	to	be	explored	at	
some	depth	and	level	of	complexity	before	
moving	on	to	the	principle	that	emerges	
from	it.	
	
Participants	may	well	have	other	challenges	
from	their	own	partnering	experience	–	
perhaps	particularly	form	the	context	or	
focus	of	their	partnerships.	

It	can	be	important	to	flush	out	those	
for	whom	‘partnering’	is	little	more	
than	fund-raising	–	to	enable	them	to	
see	that	this	is	not	necessarily	
partnership	in	its	richest	sense	and	
also	to	explore	how	some	existing	
funding	relationships	can	become	
more	multi-dimensional.	
The	principles	are	those	that	have	
emerged	over	time	from	partnering	
experiences	worldwide	and	they	
presuppose	a	multi-layered	approach	
and	a	desire	for	high	achievement	
	

	
	
	
	

Critical	Success	Factors	
	

This	session	is	based	on	two	key	themes:	
1. That	partnerships	can	achieve	much	

more	than	just	project	delivery	
(though	this	is,	of	course,	important)	

2. That	one	way	to	push	partnerships	
to	achieve	more	is	to	review	and	
revise	them	regularly	and	to	help	
partners	to	be	aware	of	the	critical	
factors	that	make	for	partnering	
success	

This	session	will	be	tailored	to	the	
specific	interests	/	focus	of	the	group	
and	can	include	examples	/	mini-case	
studies	from	the	group	/	entity	where	
partnering	has	achieved	goals	and	/	
or	provided	useful	lessons.		

Introducing	the	
concept	of	‘partnership	

brokering’	
	

Since	this	concept	is	likely	to	be	a	new	one.	
This	will	also	be	delivered	as	a	participatory	
lecture	designed	to	stimulate	thinking	about	
what	is	needed	from	individuals	in	the	
brokering	role	to	optimise	partnering	
potential.	

This	is	an	opportunity	to	review	the	
skills,	approaches,	tools	and	methods	
needed	to	effectively	manage	the	
partnering	process	and	what	kind	of	
investment	is	needed	to	ensure	the	
partnering	process	is	fit	for	purpose.		

	
	
	
	

 




