Third Sector Partnership Assembly
Wednesday 25th November 2009

Alford Hall, Warrington

How the Third Sector and the Business Sector have worked jointly.
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Good Morning 
Community & Business Partners CIC ltd. /
Thank you, partnership with the Private Sector 
for 21 years. ///
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Lessons we have learnt over 21 years,  what makes our partnership work,
practical tips on how you can create working 
relationships with the Private Sector.//
About us / 

Community Interest Company, Pennine Lancs.
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The Guardian Angel Business Mentoring programme, supplies volunteer business 
Mentors from the Private Sector to offer support, advice and help to other business 
owners who want it and will use it.  Our mentoring services are delivered at many 
levels, from a very flexible dip in – dip out basis to a structured, intensive 1-2-1 
programme – and everything in between.  We try wherever possible to give the 
customer the service that best suits them – a tailored, bespoke service.
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Employers Forums, ( this was our very first service 21 years ago) we currently run 
about 20 events per year, some geographical some themed – but all where 
employers can get together to discuss things that affect them and their business 
directly.  The Forums are completely owned and run by the businesses and with 
our strategic and administrative support, they create enough leverage to have 
direct influence on their environment and their investment./  We, CBP, exploit 
our networks and relationships with the private, public & third sector, to compliment 
and contribute to direct action that keeps the forums interesting, topical, 
appealing and most importantly popular with businesses – and that’s because 
they get to see results.//
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Job Ticker/ – in a nutshell this project is an interface 
between Job Centre Plus and Pennine Lancashire Employers.  What Job Ticker 
actually does is proactively give information to employers about all the available 
services, incentives, subsidies & grants that they can access when filling their 
vacancies – and that’s from all providers.  Job Ticker gives the employers a single 
point of contact and someone to do the fact finding, chasing up, filling in and at 
the same time, cuts out all the negative stuff that often makes many of 
these services so “off putting” to employers.///
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The Community side of the company//
SAMS or (Scrap Art Material Store) is a social enterprise that takes clean, safe 
unwanted stock, off-cuts, perceived waste and surpluses of every imaginable sort 
of materials/  - and we recycle them and distribute them to all areas of the 
community – for use in art, craft and play.  SAMS works with dozens of 
volunteers, offers work placements and training courses and holds creative and 
craft classes for all different groups.//
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Incorporated into SAMS is our charitable fundraising activity – Employee Community
Involvement./  This project encourages local Private Sector companies into 
donating time, resources, stock or money to local charities and good causes.  
Again, we do all the legwork for them, we make sure good things happen with 
their gifts, and we report back on progress and get them some good PR.//
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Finally, within SAMS we deliver our “First Steps” training courses.  Utilising the 
SAMS store, stock, staff, suppliers and customers – our “First Steps” programme 
offers stimulating activities around the running of the store to those members 
of the community furthest from the employment market.  From raising 
aspirations, building confidence, and making people feel valued to learning activities 
such as literacy & numeracy, stock taking, customer service, retail and ICT skills.///
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Partnership – in my view -  a word that’s becoming more and 
more overused, virtually everywhere – the more I hear it the more I think its 
beginning to lose its meaning.

Connection, companionship, sharing, interest, participation – all words meaning 
the same.  BY DEFINITION -  It’s a two way thing – two (or more) interested 
parties, of equal standing, working together for a shared interest.  It’s a team game./
Partnership has to show value – for all parties.//  Even companies who willingly donate
very generous gifts to charities – seemingly with no direct benefit to themselves – 
I can assure you wouldn’t do so if there really wasn’t some sort of return, 
somewhere within their financial planning, at some point in the future.//
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To me - The “Private Sector” is no different to any of us in this room – as in, they 
are organisations who have a service, product or ideal to sell.  What IS very different 
is that they are governed by MONEY and money alone- they are in business to 
make a profit.  Their balance sheet is what determines their behaviour on a day 
to day basis and their annual Profit & Loss is what either stops them doing it 
ever again/ or keeps them doing it, all the more, year on year./
In other words if there isn’t some sort of payback to the company, in everything 
they do, by every member of staff, every day – then they stop doing it.  
They usually have shareholders who expect a return on their 
investment – so, in turn, if the end of year profit & loss shows a poor return – 
the shareholders demand change.//
As a social enterprise or any other third sector partner, to get a Private Sector 
company to work with us,  all we have to do is increase their balance sheet and 
add value to their P&L.  If you can achieve that – you will have private sector 
partners, supporting your organisation, delighted to work with you for as long as 
you want.  It’s that easy …….///
it isn’t easy, nothing worthwhile ever is – nor is it that difficult…. if you can adapt a few, fairly simple guidelines, 
it will happen – I guarantee it.//
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There is one major loophole in that financially driven world of the Private Sector that 
you – the third sector -  have to exploit./   In order to make their money – almost all 
Private Sector companies have to rely on People to organise and deliver their product 
or service for them.  And as we know, people have big hearts and lots of emotions.  
People love to laugh, have a bit of fun and feel good.  People need to feel valued and 
the most basic function of human nature is to want to help other people.///
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TOP 10 TIPS
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There is no quick fix – everything of value takes time and effort to make it work 
well and succeed./  Also remember that you will probably only get one shot, take 
time to get it right first time.//
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Research the company – find out who you need to be talking to.  Quite often it may 
be a shop floor worker, or someone in the HR dept. or even the reception staff. In 
busy companies the reception staff are often made to take on the responsibilities 
for virtually everything, where there is no-one in a  dedicated role./  Reception staff – 
good ones – will also know absolutely everything you need to know about the 
company and the people within it – immeasurably valuable for you trying to build 
a relationship.  I’ve know so many companies who if you get the reception staff on 
your side, they will almost do the work for you.  If it is the MD or a senior director 
who you need to speak to, increase your odds of succeeding by getting an 
introduction from someone they already trust -  use your social capital or networks
to get the approach right.  Ask friends, colleagues, supporters, customers, suppliers  - 
anyone who already has a relationship with them for advice or an introduction.  
Make sure you know as much as possible about their culture and ethos beforehand.//
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Make Contact – now I guarantee it won’t happen immediately, you will have to work 
at it – But you have to find the balance between creating a progressive 
relationship though discussion – and being a nuisance !–  This is the critical function 
of a good sales team.  All sales are based on this no matter what your product is.    
If you need to call back or are asked to send in some information – then do just that 
– then follow it up and keep repeating this process for as long as it takes, in most 
cases you will find the right person to speak to - eventually.//
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If at first you don’t succeed - Try and Try again, then again and again and for as long 
as is necessary, but without becoming a pain in the you know what.  And if you 
do it right - all the while you can be building that relationship with the contact 
you have already made – even if they started as the messenger.  Once you have 
report with them, you can start to ask them for their help, appealing to their better 
nature – again so many times I have seen this person become your greatest assistance
and biggest fan within their company – making things happen for you.//
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Get the Balance Right - Another word you could use for partnership or two way
relationship is balance – and having the right balance in everything you do is vital. 
Get the balance between selling your cause into the hearts of the Private Sector and 
what you want from them – whilst explaining that what they will get back is a team 
of people who are happy in their work, proud of what they do as part of their work.  
Loyal to their company because they get to help other people, and dedicated to 
working hard because they get to have a bit of fun as well.   If you’re adaptable and 
have developed good networks, you will also be linking them into other people and
organisations that will bring them even more opportunities, for them as individuals 
and their company.  A direct result of good networking is more business.  All of 
which will add directly to any company’s balance sheet and in turn, their P&L.//
As a third sector organisation you also have to get the balance right and your 
message right internally -  in your sales team, your marketing team, PR team, 
finance team and customer service team.///
OK, so I’m betting don’t have the luxury of a sales, marketing, PR, finance and 
customer service team, but you know what ? - we’ve learnt  you simply wont 
survive very long without performing  all these functions well.  So you alone - or your
team however small – have to be all those things.  Especially when you are dealing
with a Private Sector company you are hoping will support you.

So it is crucial that the balance is right and it has to be right all the time – inconsistency
will be seen as chaotic, unreliable, unprofessional, amateur and completely NOT the 
traits that any good company will want to work with.//
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Treat them as your best customer – tell what you do with pride, enthusiasm and passion.  
BELIEVE in what you say & do  - and let it show – but again, find the balance between 
the very hard sell//  (nobody likes cocky salespeople)/ and the needy victim – 
which usually means something for nothing – or a lot of hard work./  Bang the 
drum loud about how good you are, what great things you have achieved, tell the 
stories of how people have benefited from your organisation – but do it with 
humility and always from the heart.  Do it face to face whenever you can, people 
will buy in to you and your passion much easier face to face.//
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Get rid of non-believers – human nature has 40 million years of evolution behind 
it and if there is the slightest hint of doubt, a lack of belief, no dedication,  no infectious 
passion – then no matter how good your practiced pitch is – they wont buy it.  
They may well be very polite and courteous, but they will pick up on subliminal 
messages and turn off.  You are what they are buying into as well as what you represent
 – you have to be genuine.//
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Lose on your terms – this is a one of the rules that Miss Jean Brodie taught her “gels”
in the famous film.  What I believe she meant was “in order to get whatever you 
want  - appear to give “them” whoever they may be -  whatever they want”.  Or when 
dealing with The Private Sector, when you want them to support your organisation, 
submit to their terms// – always agree to their terms initially/  And in order to do that 
you have to be adaptable & flexible – make it easy – take whatever they offer even 
if it is less than what you really want.  If you are as good as you say and deliver the 
goods, you will win them over in the end.  You will put them off instantly if they 
think dealing with you is complicated or hard work.///
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Think like a business , what was it I said earlier, about The Private Sector-  - 
“if there isn’t some sort of payback to the company, in everything you do, by every 
member of staff, every day – then stop doing it.”

Try not to use the term “non-profit making” or “not for profit”  We all know what it means
 – but Private Sector companies simply don’t – they don’t get it and that means 
confusion – instead…///
Believe that you are a business – because you know what – you are/.  You too have 
to make a profit to survive – only in our world its called reserves or surplus./
The very same things that make a commercial operation successful are exactly what
will make your third sector organisation successful.//  It pains me to recall how 
many times I have heard, third sector organisations say the words “we’re only” before
telling people about themselves.  To me this is the same as saying – we’re aren’t 
that good.  We’ll try but don’t expect anything that great. We mean well, but we 
can’t deliver.  We want something from you – but we can’t give you anything back.  
We’re lovely people – but we’re a bit Micky Mouse.//
To a Private Sector company – this says failure – There’s No Payback.  No added 
value.  Nothing to keep them interested, no hook  - no coming back for more – 
no impact on the bottom line – or P&L.  OR,  look at it another way, as our support 
manager does  – ///
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“What good is Lovely?”…..  I was actually going to call this 
presentation just that, until I realised the agenda had already been distributed.

Well lovely on its own isn’t any good at all for building partnership, but add 
in some passion, enthusiasm, your expert knowledge, a good team, a positive 
approach, visibility, credibility AND some FUN, and deliver a quality service – 
just like any other successful business - And you’re on your way to being able 
to add value to any Private Sector company – through true Partnership working.
You’ll succeed by tapping into all those basic emotions of the people you are dealing 
with every day and playing to your teams strengths/ in sales, marketing, PR, finance 
and customer service ability – even if that team is made up of just you.

Thanks 

