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Partnerships’ Management - under the topic Financial Management 

Introduction 

For this assignment I proposed myself to study and analyze the state-of-the-art of partnership’s 

management among NPOs. 

I start with literature review (you can find the bibliography at the end of this document) and then I talked 

to two NPO’s managers in Portugal who gave me insights about their way of managing their partnerships in 

order for me to draw the matches between theory and practice. 

Literature Review 

Developing a cooperative strategy is as important as developing a competitive strategy in response to 

complex solutions for society’s ills. Partnerships create opportunity to expand reach, achieve better 

outcomes, realize better uses of resources, and improve the social enterprise’s position in the market. 

Specific skills are associated with cooperative strategies and managing partnerships. Assessing viable 

partnerships opportunities, developing effective negotiation skills, and developing measures of 

accountability with new partners are just a few examples of the entrepreneurial toolbox needed for a social 

enterprise to be effective in the twenty-first century. The bottom line is that the social entrepreneur and 

others are better together. 

Aligning Mission, strategy and values 

Managers must consider whether organizational missions mesh, whether the alliance is equally important 

to both partners, whether partners’ various needs and capabilities can be integrated, and whether the 

partners have enough organizational values in common. 

They must be clear about their motives for seeking or accepting external relationships. The NPO manager 

and his board must consider the benefits and implications for the work required for whatever partnership 

they are entering. The organization must consider very carefully the pluses and the minuses in any 

partnership. There is an “ethical line” that must be considered before serious negotiations take place. You 

have to measure the value of the relationship, either financial or programmatic, in comparison to the 

mission sacrificed. Should the university accept the research grant from the tobacco company? Should the 

environmental protection advocacy group license their logo to the furniture manufacturer? 

Given the specific environment in which we operate, can we more effectively deliver on our mission 

statement by working together with one or more partner organizations, or by working alone? 

Arsenault, Jane in Forging Nonprofit Alliances 

A thoughtful process that includes an analysis of the opportunities and threats that are present or 

predictable in the foreseeable future combined with a careful look at your organization’s strengths and 

weaknesses should allow the organization to answer to that question. 

 

Creating a cooperative strategy 

The first step in building a relationship in any form of a cooperative strategy begins with the social 

entrepreneur. There must be: 
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 Clarity of purpose; 

 A clear recognition of the benefits and risks; 

 An appreciation by the board and the executive for the time and energy it takes to work in any new 

relationship to accomplish a common goal; 

 A sincere commitment to a partnership strategy in order to accept the changes that might occur as 

roles and responsibilities shift in relation to services delivered. 

 Create a plan for contract: know whom you want to pursue and what you are seeking; 

 Create a negotiating team; 

 Create a positive meeting environment: build off existing relationships in requesting a first meeting 

where you will express interests; 

 

It is important to be clear about the motivation for choosing a partnership strategy in order to determine 

who the partners should be and how to position the organization in the negotiation processes that will 

follow. 

It may be a little idealistic to think that every social entrepreneur is forming partnership solely for the 

purpose of improving outcomes for those in need. The reality is that it’s often about money. The last think 

you want is to misrepresent our position to a potential partner. 

Benefits 

 Expand the organization’s capability: for example, youth serving organizations, limited by their own 

facilities, are now partnering with schools to provide after-school programs and services; 

 Extend the organization’s reach: for example, children in a health program – the children in the 

program get needed health screening and services and the partner health center adds families to 

its clients population; 

 Lower the organization’s cost: a partner may create cost savings for particular services that 

improve the offerings to customers; 

 Provide more effective services or products: a partner may offer services or products that, when 

combined with the organization’s offerings, improve the chances for desired outcome; 

 Improve the organization’s credibility: partners from either for-profit or non-profit sector may 

improve the organization’s standing based on the value of their name and reputation; 

Collaboration means sharing resources, power and authority for a common goal. But were the really willing 

to share resources? The fact is man people say they are in collaboration but they may be far from it. 

If there is going to be any exchange of resources between entities, a legal agreement or contract is in order. 

The agreement should detail the terms and conditions of the relationship. 

Another significant consideration in contract services is the issue of control. There are examples of 

excellent innovations in services delivery that have died because of the issue of control. Who gets the 

credit? Who owns the intellectual property? Who gets the patent? These questions define the battlefield of 

control that pits partner against partner. 

It is critical to recognize that each level of relationship involves a greater degree of trust and 

communication and trust takes time to build and grow. In order to help the people served the organization 

may send them to its partner, who provides services that the organization does not, thus reputation is at 

stake with that referral – if those people get treated badly, it reflects back on the organization. 
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Partnerships require a continual investment of time and energy. Sustainability is achieved by 

institutionalizing the alliance, by diffusing involvement and management responsibility throughout the 

partner organizations. Incentive systems should reward collaboration with the partner so this ethic can 

become embedded in the organizational cultures. 

Communication between partners needs to be frequent, meaningful, frank and constructive. Explicit 

strategies should exist for communicating both internally within the organizations and externally in order to 

promote and increase the visibility of the alliance. 

The partnership feedback model requires an organization to listen as well as inform. While board member 

feedback is expected and implicit in traditional nonprofit governance models, there are new expectations 

among active donor-investors that they can provide ongoing feedback in the same spirit that the 

organization provides ongoing information. Both negative and positive feedback should be welcomed by 

the organization, because it indicates the sense of partnership felt by the donor or volunteer. 

Social entrepreneurs should involve partners in their mission and listening to their input. Thus, in order to 

maintain the relationship between the organization and its partners, the NPO must: 

 Share stories; 

 Invite the partners to visit the NPO’s website or blog; 

 Be flexible: adapt the speech to the person (partner) you are talking to; 

 Build long-term relationships and provide them with the kinds of bottom-line information they 

need to be fully informed and engaged; 

 Be sure that the value the NPO provides to prospective donors in exchange for their contributions 

is in line with their expectations. 

 

From theory to practice – Examples of partnership management in two Portuguese NPOs 

For the practical side of this assignment I talked to two managers from two Portuguese NPOs: Centro de 

Convergência da Aldeia das Amoreiras (CC), which is an environmental driven organization and 

VitaCaminho, Associação para o Desenvolvimento Pessoal e Social (VC), which is a social driven 

organization. They gave me insights about their way in establish and managing partnerships.  

Aligning Mission, strategy and values 

Both managers make sure that their partners share the organization’s mission, vision, values and 

objectives. VC’s manager also said “The organizations that invest in our area of actuation, in terms of 

human or financial resources, only partner with us because they feel they share our vision, mission and 

values”. On the other hand, partners can benefit from having their name associated to a credible social 

cause, and that stimulates them to become more social responsible in their daily routine. 

When it comes to CC, the manager considered that most of their partnerships are established because both 

organization and partner share the mission and vision and also, “our partners can benefit from field work, 

close to the local people and from experienced and creative human resources”, CC manager said.  

Creating a cooperative strategy 

“Our motivation when establishing partnerships is to increase the value delivered by working together. 

Often, the partner is chosen because they have the resources or the knowhow that CC needs. In general, 
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between NPOs, the partnership doesn’t involve a direct exchange of money neither resources. i.e., CC may 

ask its partner to lend it a room, multimedia systems, food for the volunteers incoming.” 

“Once there is a Project, VC selects the more adequate partner to that project. The proposal is sent to the 

possible partner, with an invitation for him to join the project. In the same invitation, VC explains the aim of 

the partnership during the project. If the partnership is established, partner and VC meet to formalize the 

partnership. And the project is continuously evaluated with the participation of the partner in this process; 

our partners have an active role during the projects”. 

As VC stated clearly they formalize partnerships through contracts, on the contrary, CC does not have that 

many because they consider that “a partnership becomes more valuable without any formalization; 

sometimes a project had already received approval and we still establish further partnerships by talking to 

other organization that may have some resources we do not.” 

This different approach by CC and VC may be explained by the source of their partnerships, since CC mainly 

cooperates with another NPOs and VC cooperates mainly with the public sector in which much more 

bureaucracy is required.  

On the other hand, CC does not feel the need of formalize all of their partnerships because their 

relationship with partners is based in a great degree of trust, to which communication plays a great role, 

since “our partners are part of our mailing list, so they are always up-to-date concerning our events and 

projects. And we are informed about our partner’s projects, as well”. 

VC manager, for her turn, only mentioned that a partner is an active player in the project in which it’s 

cooperating, by participating in those continuously meetings to evaluate the project. Thus, it seems VC 

should communicate more and broader, by making all of their partners aware of all VC projects. That 

should be a good strategy to follow in order to improve the engagement between the organization and its 

partners. 

When a partnership for a specific project reaches its end, a follow-up on the cooperation is needed. That 

way, both organization and partner can discuss what went wrong and how to improve for the next time. 

But, in CC manager’s words “the follow-up of the partnership is not always perfect because it depends on 

the available resources and the person in charge of the activity. Most of times, only a phone call is made to 

the partner organization to thank the person who was in charge”. 

“During the project, if the partner doesn’t do what it committed to do, the partnership is not stopped. The 

partnership will last until the end of the project, but we will not partner with that organization again.” Here, 

a follow-up on the cooperation is crucial to figure out the main problems. Even though CC and that partner 

would not cooperate again, they must have a discussion about what went wrong in order to avoid the same 

problems they may encounter in the upcoming partnerships. “Still, in case of partnership with public 

entities, we don’t have any other choice but continue that partnership”, CC manager also said. 

From these two examples we can notice there are differences between public and private entities when 

establishing partnerships. When an organization needs to cooperate with a public entity, much more 

bureaucracy is required to formalize a project and because of that, those projects will probably take more 

time until their start. In case of non-public, the partnership seems to be made more spontaneously because 

is mainly based on trust and so there is no need in having contracts. Still, the common ground for both CC 

and VC is the need to follow-up the partnership at the end of each project; and the improvement in the 

communication strategy (this one, mainly for VC), since each partner should be informed about the 
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organization’s projects and activities in order to be fully engaged to the VC’s way. – Walk the talk and talk 

the walk.   
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VitaCaminho – Associação para o Desenvolvimento Pessoal e Social 

http://vitacaminho.blogspot.com 

Thanks to Roseane Rocha 

 

Centro de Convergência  

http://centrodeconvergencia.wordpress.com/ 

http://gaia.org.pt/aldeiasustentavel 

Thanks to André Vizinho 
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