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Use Your Value Chain to
Opportunities

Support Activities

Primary Activities

INBOUND LOGISTICS

Reception
Storage
Inventory control
Transportation
planning

OPERATIONS

« Printing
« Finishing

| OUTBOUND LOGISTICS

Warehousing
Order fulfillment

Tranportation
Distribution

identify Partnership

MARKETING SALES SERVICE
« Partnership « Customer support
« Advertising
« Promotion
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Steps to Reaching Out to Potential Partners

Identifying Researching Reaching out to
Potential Partners Potential Partners Potential Partners

: « Reputation and
* Define your credibility
partnership I}Ieeds . Compatibility
: Determine what (culture, values,
resources or expertise
goals,

communication

Craft a compelling
pitch

Personalize
outreach

Join associations
Attend networking

you lack and what type
of partners could fill

those gaps style)
« Track record EVERts




Steps to Building Strong Partnerships

Building and Negotiating Managing and
Nurturing Partnership Evaluating
Relationships Agreements Partnerships

 Establish key
« Establish trust Define objectives performance
and expectations indicators (KPIs)

* Foster open ; : )
B Seek win-win Regular review and

communication
e (Collaboration mindset

outcomes evaluation

Consider legal Cultivate

implications long-term
relationships




