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[image: image3.png]— especially if you find a larger organisation
(business, association or corporate) with
whom you would like to do business.

There are two key elements to consider
when putting togsther a proposal for
strategic partnering, The first is what does
each party gain from the relationship.
Focus on what each can bring to the
partnership that can’t be achieved easily in
any other way.

Secondly, confirm the correct person to
whom the proposal should be addressed.
In & small business-to-small business
relationship, it is often the business owners
who make these decisions — but in the
case of larger organisations and
businesses there are people who make
marketing recommendations and
decisions, so you must make sure the
proposal goes to the right person.

An example of this sort of partnership is
Jenny, a photographer looking for
business. She wants to specialise in
weddings, and networks in order to meet
other members of the bridal business
where cross-referrals to other services are
often given. She has given her cards to
bridal shops and stationers but realises
that, by the time a bride looks for the
dress or invitations, the photographer is
often booked.

Realising that she needs to have her
business exposed to the newly engaged
couple early, Jenny seeks to form a
strategic partnership with a jeweller. She
puts together a proposal based around the
fact that she will provide a complimentary
engagernent photo sitting for all couples
who buy their engagement ring from this
store — which is a franchisee of a national
chain. The store benefits, as they are seen
to be providing a free service to the
couple. The engaged couple benefit in that
they receive a free portrait and, of course,
Jenny gets her name, and a sample of
work, in front of the couple, who sit and
look at her sample albums while waiting for
their sitting. She can potentially get
thousands of dollars of work from the

small outlay of a free sitting and portrait.
As the jeweller is part of a national
chain, by making a few enquiries (and
getting to know the manager through
business networking events) Jenny
ascertains that although a
recommendation is made at local level, a
submission must go to the head office,
which is concerned with the overall
reputation and branding of the chain. They
wilf check that she is a reputable
photographer (here the fact she has the
letters AIPP behind her name help!) and

provide some guidance for the relationship.

Jenny ensures she addresses the proposal
to the right people and is soon picking up
extra work from the relationship she has
formed.

The true key to partnering is making
sure that both parties benefit from the
relationship — and different bodies will have
varying ideas as to what they define a

benefit to be. You must understand what
the other needs to form a lasting and
productive relationship. This is another way
that the seemingly casual chats at
networking events can work for you...
remember to engage people and find out a
little about them... the high powered
business person that you wouild like to
know better may actually be looking to find
a sponsor for his son’s under-8 soccer
team (see Jane Toohey's article in the April
edition of My Business!). &

Speak to your local BEC about their
networking opportunities ~ find them
at the BEC Australia website,
www.beca.org.au

Paula Beare is the Administration Officer for BEC
Australia email: admin@beca.org.au
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