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artnerships what IS happening?

Shifting development
finance landscape

Global Goals set an ambitious
agenda for change

PARTNERSHIP

Private sector increasingly adopting
shared value principles

Complex and interdependent
global issues
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* Exchange of goods, * Focus on charitable * Organizations share * Partners share * Strategically designed to
services, and payment donation of funds, time, information and decision-making power achieve sustained
for the performance of or in-kind resources. coordinate efforts but do and exposure to risk. impact and scale.
ﬂ e V\/O 8 a ﬂ specific activities. = Partner interaction not share decision- * Involves co-creation of  Results in learning-
/ = Partner interaction is typically limited to making power. partnership objectives, based transformation at
based on contractual accountability on how * Limited transfer or resource sharing, and the partner and
terms such as those funds are spent but can combining of resources joint management of a partnership level.
. commonly found in major include limited joint and programs. partnership function. o Addresses systemic issues
infrastructure public- planning of priority  High degree of partner  Partners leverage core and has the potential to
— private partnerships areas. autonemy with no competencies to achieve enable catalytic change
(PPP). permanent organizational partnership aims. across geographies and
commitment. sectors.

a SDBC ' Um JOINT DECISION-MAKING

LEARNING-BASED ORGANIZATIONAL TRANSFORMATION

SCALE AND SUSTAINED IMPACT
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Building effective
partnerships

IDENTIFYING AND DEVELOPING
» O

¢ Partner ldentification
¢ Resource Mapping

IMPLEMENTING AND MANAGING
o *

o Partnership Agreement
e Co-design and Co-creation
o Governance Framework

o Discovery Meetings

» Relationship Building e Meetings and
¢ Partner Selection Documenting Progress
o Acknowledge Individual
Partnering Cbjectives

CLOSE DOWN AND EXIT

o SUSTAINING IMPACT _ASSESSING AND REVISING

« Monitonng and Evaluating

o Inviting New Partners

= Scaling Up = Accountability and

» Institutionalizing the Reporting
Parinership « Capacity Building

# |essons Leamed » Course-correction

» Exit Assessment
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ore values of effective partnerships
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What makes
Partnerships/ Network/ Aliances work?

1. PNAs are successful when they are
the product of long-term strategy —
demanding vision.

2. PNAs are driven by the need to
Innovate, coordinate service delivery
or open up new markets.

3. Focusing on quality is better than
focusing on size or money.

4. The best PNAs expand upon
opportunities beyond their original
mission.

5. Avoiding failure requires strong
payerprovider alliances.

6. Tension, flexibility and self-criticism
are more important than the model.
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Taking action: Eight factors for effective partnerships

Establish the need for partnership and
make the approach

Build and maintain trust

Due diligence is key

Set out a clear vision of objectives, understanding of
mutual benefit, and roles and responsibilities

Invest the time, people, and resources to
manage the relationship

Design for sustainability
and implement for success

Hold each other accountable and learn from :
mistakes Learn the “Art of Exit’
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WE are going [0 see many more Stratedic Partnerships

More JVS being created
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What makes It go wrongd?

Not all PNA effort is about benefiting
the originating institution and many of
the most successful global partnerships
develop a series of wider missions
geared towards educational, social or

economic goals. Three particular types
stand out: international partnerships,
commercial partnerships and models
without government.

Document Classificat

\While there are often strong financial
motivations behind organizations
wishing to work closely together, these
should not be the overriding motivation
for PNA. Reactive, finance-driven
activity often fails to take hold once the
initial compulsion fades.

Organizations exploring PNAs often
become fixated on the model they
should use — often ignoring the more
important considerations.
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What you should consider?

— What is your strategy for your PNA vision?
— When a PNA opportunity arises, how do you evaluate it against your strategy?

— How do you evaluate the success of each PNA transaction before the CO“Slder:
next one?

— What are the benefits beyond your own organization you want from
your PNA activity?
. _ : -
Consider: How w!ll yo_u measure those benefits? .
— How will this create value for your organization?
— Do you understand your

market conditions and market
signals prior to a PNA activity?

— Does your PNA work reflect
those conditions?

— Have you addressed the questions on context listed in this section?
— How can you lead as well as — Have you understood how your organization will be changed by PNA activity?

follow the market? — Have you clarified your internal capability to deliver PNA activity?

— What are the drivers or motivations for PNA targets?
— How will you test these drivers?
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level

All past, present | Placing PNA Development Recognition Board Your

and future activity at the of a strategic of the range of discussion organization
Suc cessml_ PNA activity is heart of the approachtoPNA | differentforms | about believes that it
PNAs require | reviewed inthe arganization’s bythe Board, thatcould exist | developing a cansucceed on
a Iong -term context of the overall long-term | linked directlyto | with different relationship its own
strategy overall aims of | strategy. wider purpose kinds of partners | with another

the organization and objectives

organization

Being a go-to Successfully Havingidentified | Rigorous Board scans Your

partner for other | engagingin common goals analysis of existing market | organization
PNAS are organizations new PNA with partners, which barriers | to seewhich believes that
driven by who wantto relationshipsto | assesswhat andrestrictions | forms of PNA current system
innovation, develop PNA secure better factorsarereally |to PNAaretruly | are operating conditions
coordination | activity. Saying | positioning and likely to determine | insurmountable, | successfully dictate its ability
or new ‘yes"and‘'no’to | startshapingthe | successorfailure | andwhichcan to innovate by
markets these according | market. be innovated forming PNAs

to the overall round

strategy.

Your In reviewing its Board develops Small scale, The Board Your

organizational PNAsthe Board | strong ad hoc and recognizes organization

strategy for recognizesthat | governance informal quality | that quality does notbelieve

improving some improve across different improvement improvement it needs other
Focus on quality rests quality more than | forms of PNA PNAs are willneed aset | organization to
quality, not upon a constant | others, and cuts | with different allowed to of relationships | improve quality
size or money searchfornew | or reforms those | organizations develop — thatgo

and deeper PNA | than are less often at beyond your

relationships successful the level of organization.

individual
teams

Document Classification: KPMG Confidential




MG Parnerss

lances matur

Y mallix

S, netwarks and

Maturity
level
Your From its PNA Board develops You start to The Board Your
organization work with new forms of approach recognizes organization
reviews and non-healthcare PMNA governance | organizations how other has a narrow
The best developsits organizations with a range of with very conception of
strategy for our Board verv different different organizations “and
s expand | strategy y fferent g s _ .
i different PNA develops a new, missionsinorder | are succeeding | avoids straying
opportunities . . — .
bevond their relationships broader purpose | organizations to create PNA through beyond this.
Y with economic | including relationships developing
0"_'9”_"3' educational economic that achieve wider missions
mission and social educational and shared goals and explores
organizations social elements this issue
as a part of your
overall mission
.- Your payers Yourinnovations | Your strategy Your joint The Board takes | Your
Avoiding ; o ; T
i look to you in and your payers Board-to-Board | into account organization is
fa””'je foralliances rhelp set strategy are meetings with all your payers’ | atbestatarm’s
requires which will lead the strategic developed the Boards of strategiesin length from its
strong payer- | innovation innovations for together your payers developing its payers and at
provider your regional to lookfor own strategy worse in conflict
alliances market place joint strategic
confluence.
Staff fromthe top | The governance PNAs feature, are | The organization | The Board Your
Tension to the bottom of models of PNAs assessed on and signsupto a assesses your organization
R your organization | allowspace for evenrewarded, meaningful ‘big | organization’s acceptsthe
flexibil ity gnd understand organizationsto | based on broad picture’ vision goals against limits of its own
self-criticism | the system- challenge short- system-wide shared by many | those of the organizational
are more wide purpose sighted behavior | metrics partners across | wider system structure as
important of their work or misalignments the system and society the limit of its
than the and feel they onthe part of organizational
model can question other partners experience

deviations from
this
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