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Slide 1:
The Business of Partnerships
In this presentation, we are going to take a look at what partnerships are, where to find them and how they work.  We are taking a business perspective because you undertake a partnership to achieve something - often money - but sometimes other objectives. 

We will explore some basic concepts and then look at three case studies to see how these concepts have been applied.  

Slide 2:

Opportunities are everywhere but sometimes you have to think a little bit out of the box to see what’s possible.   

So first a few tests at how you see the world. 
Slide 3:
How many people see the number 2?

How many see the number 5?

How many see the Big Dipper?

Supposedly if you see a 5 you have normal color vision

If you see a 2 you have red/green color blindness.

While you may want to have your eyes checked, the point for me is that we do not all see the world in the same way.  We all have physical, emotional, cultural, generational issues that influence the way we see things.    
Slide 4:
Now take a look at this slide.  This is a sterogram that has a three dimensional image in it.  If you stare at this for a while and relax your eyes so they don’t focus on the surface, you will see a flower emerge in three dimensions. 

This is just so cool that I threw it in…  
Actually the moral is that sometimes you have to look at things for a while before you can see a different picture. 

Slide 5:
Now we leave the vision analogies and go to a matter of conceptual perception.  The diagram on the left is how some association people see their world.  Each association is unique with its own shape and/or color and there are definite boundaries between them.  If this is how you see your association, you are going to have a hard time seeing partnership opportunities.

I see the world as the diagram on the right.  Each group has its own shape and color but the competencies or spheres of influence of one association, overlaps one or more other associations.  

For example, later we will look at a partnership that looks at the overlap between interior designers and civil engineers.  At first you would think that there was no relationship between these two groups but if you stare at it look enough you start to see that all design disciplines  share some of the same knowledge and skills – contract law, accessibility issues, environmental issues, professional conduct laws, water conservation, three dimensional thinking, to name a few.  The same continuing education course in any of these areas is applicable to interior designers, engineers, architects, landscape architects, planners and surveyors.   

If you are willing to concede that overlap exists, then you are ready to think about partnerships.
Slide 6
What is a partnership?

Technically it is - A relationship between two or more parties involving close cooperation with specific and joint rights and responsibilities.”

This is really very simple.  We form partnerships all the time in our daily lives – one of my favorites “You’ve got the beer.  I’ve got the hot dogs.  Let’s have lunch” Alone we have only half a lunch, but together we have a picnic

Two key concepts in any partnership are 


Together, the partners can do more than they can alone and 


Both parties benefit and neither partner harmed.  

“A symbiotic relationship in which each partner achieves more than they could alone and no partner is harmed.”
Slide 7:
So why bother to partner?

Because by working with a compatible partner you can 

· Increase Revenue  

· Expand Markets

· Gain a Competitive Edge

· Acquire Knowledge and Skill  

· Test a Market or Business Strategy 

· Gain an Introduction into a Market

· Achieve a Strategic Goal
Slide 8:

Who are potential partners?

Other Associations 

· International 

· Collateral Organizations

· Associations in Other Industries or Fields

Competitors

· For-Profit and Non-Profit

For-Profit Companies

· Consultants

· Vendors 

Individuals 

Slide 9:

Basic Requirements?

· It must be someone who has something you need and who wants something you have. 

· It better be someone with whom you share similar views and can work together. 

Slide 10 

Case Study 1

Example #1 – NBME, (ETS)
Objective:

Determine the plausibility of applying the design and technology of computer-based simulation examinations across professions.  

Partners:

· National Board of Medical Examiners (NBME)

· The Educational Testing Service (ETS) 

· The National Council of Architectural Registration Boards National (NCARB)

In the late 1980’s I forged a partnership between the national board of medical examiners, the educational testing service and the national council of architectural registration boards.  The purpose was to take the computer simulation examination that the NBME had developed for the practical exam for doctors and see if the design and technology it could be transferred to a totally unrelated profession.

NBME brought their simulation model

ETS brought their technical staff

NCARB brought their management, subject matter experts and test subjects. 

Each of these partners invested time and energy in the project and each stood to gain substantially from the successful outcome. 
This effort was not totally successful, but laid the groundwork for the next phase which became the computer administered architect registration examination computer simulation examination - the first professional licensure examination to develop and implement this technology.

Slide 11 - Case Study #2

Objective:
Create a single portal to provide online continuing education for Architects, Engineers, Landscape Architects, Surveyors and Interior Designers 

Partners:

· Council of Landscape Architectural Registration Boards

· National Council of Examiners of Engineers and Surveyors

· National Society of Professional Engineers

· Landscape Architect Foundation 

· United Spinal Association 

· MIG, Landscape Architects & Planners

· Terry Evans and Associates, Architects

· Victor O. Shinnerer and Co. 

In this case, CLARB wanted to start an online continuing education program 

We had a strategic objective of generating new sources of revenue but there were significant up front costs and the LA market was the smallest of the design professions. 

We recognized the overlap of the professions and joined with them to create courses that were applicable across disciplines.

We now have over 120 hours of CE available and do live events as well. 

Each activity is the effort of two or ore partners.  Sometimes we pay the expenses and the other group brings the subject matter experts and markets to their members, in which case we enter into a revenue split or royalty arrangement.

Sometimes the other group hires us to host their event and then we split the resales of the courses. 

In each case we are able to create courses and reach markets that we could not reach alone.

Also – we are able to demonstrate to the other professions the knowledge and skills of landscape architects – another strategic goal.

Slide 12 - Case Study #3
Objective:

Define the body of knowledge for the profession of landscape architecture for use by and in partnership with all collateral groups.

Partners:

·  Landscape Architectural Accreditation Board (LAAB)

· American Society of Landscape Architects (ASLA)

· Canadian Society of Landscape Architects (CSLA)

· Council of Landscape Architectural Registration Boards (CLARB)

· Council of Educators in Landscape Architecture (CELA)

This is an example of where the partnership is primarily driven by strategic objectives and problem solving rather than money. 

The accrediting board was preparing to update its standards.  There was considerable debate that the prior standards were removed from the reality of practice and should be more related to preparing people to become licensed landscape architects.  The educators disagreed.  

Rather than debate the correct answer, we were able to convince the collateral groups that it would be in everyone’s best interest to joint together to conduct a scientific body of knowledge study.  We would all share in the development and cost and all have access to the results.  

We used the basic task analysis process to survey people form all aspects of the profession from students and educators to employers and licensees.

The results not only identified the body of knowledge of the profession but also when in the development process the knowledge was acquired. 

Some of it in school
Some in internship 

Some in practice and 

Some in continuing education 

These results are now being used to update the accreditation standards, structure the internship period and establish content standards for mandatory continuing education.

And since we all shared the cost, we all saved a bunch on money in the process.   

Closing Slide 
Where to get more information 

The Caviart Group 

www.thecaviartgroup.com 

703-835-9697

The Center for Collaboration and Education in Design 

www.c2ed.com 

866-464-2233

Landscape Architect Body of Knowledge Study  http://www.asla.org/nonmembers/education/labok_study.htm
