Three Ways to Maximize the Benef

of Teaming Partnerships
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» Relevant past performance.
» Quality standards.
» Safety records.

» Capacity to do the work.

It is good to know:

» Where your business partner is geographically located.

» Where they would like to grow.

» What their goals are.

» What would make this relationship mutually |

Validate each frm’s business and commercial int
their appetite for the investment.

Ask if your frm can deliver what they want and i
with them is a win-win. In other words, will the |
help to advance the goals of all parties?

Decide whether you want to pursue a tactical or
partnership. A tactical one will deal with actions
a specifc end. A strategic one will focus on iden
term interests and the path to achieving them.Y
a tactical partner to fulfll particular parameters
small business or Disadvantaged Business Entet
requirements.

Before entering a joint venture, evaluate wheth:
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partner fts your corporate culture, growth strategy, and
revenue goals. Consider potential acquisitions and how easy
or diffcult it might be to integrate them into your current
structure.

2. DEFINE THE SPECIFICS.

Early in the partnership’s formation, discuss the workshare
agreements and set conditions. If applicable, determine who
will be the prime and who will be the sub. Understand that the
prime will lead the proposals, but all parties will collaborate to
support a win.

It would be best to play on each other’s strengths to maximize
the chance of being awarded projects. Remember to be fair but
strategic. Agree upon the contributions of all parties and set a

schedule. Defne how success will be measured in the future.

Corporate capabilities are more effective with a partner
because the total sum of capabilities is greater than the parts.
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This article was written for the online Gannett Fleming INSIGHTS Blog.
Founded in 1915, Gannett Fleming has been a driving force in shaping
infrastructure and improving communities in more than 65 countries,
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related projects. The company embraces sustainability and innovation in
projects and internal activities and achieves results while being responsible
stewards of the environment. A results-driven frm, Gannett Fleming is
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