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PROFESSIONAL PROTOCOLS FOR EFFECTIVE PARTNERSHIPS

CREATE POSSIBILITIES FROM PARTNERSHIPS & MULTIPLY YOUR RESULTS:  Research the backgrounds of those you identify as possible partners.  Discover common commitments between you, your school, and this person.  Might this be a financial partner, a resource partner, an educational partner or a collaborative partner?
APPROPRIATE & PROFESSIONAL BEHAVIORS ATTRACT INFLUENTIAL PEOPLE TO YOUR MISSION:
1. Confirm and prepare:  Email two days before your scheduled meeting to confirm the agreed upon place and time.  Simply eliminate any uncertainty.  Consider attaching an agenda for the meeting.  Include information the other party may wish to consider beforehand.
2. Be early:  There is no such thing as fashionably late in business, even school business.  If you think you’ll just be on time, call and let them know you are on your way.
3. Be present:  Slow down before you enter any meeting.  Be careful of unnecessary body movement.  Separate from the busy-ness of your usual schedule.  Leave the phone and your worries in your car.  Appreciate this opportunity.  
4. Enter with a handshake and eye contact.  Clearly provide your name (don’t play guessing games) and state your role within the school.  Note to volunteer parents: Being a parent is the most important role within Catholic education!
5. Listen:  Generously.  Settle in and enjoy this person in front of you.  Listen with your eyes.

6. Notice what they are passionate about.  And notice what emerges between your school and the organization this person represents.  You are listening for areas that are a fit for both parties.  You are also listening to discover and understand how each party will contribute to the objectives of the partnership.  Discover what they want and how they want it.
7. Inquire: Show you are interested by following the topic and learning more.  Genuinely ask about the things you don’t understand.  Be interested in them.  You inquire, and they will inquire.  Become related.
8. Be certain about your school (internal grievances remain internal).  Know your data, and know your USP – Unique Selling Proposition.  Consider that you are providing the privilege of contributing to the growth and development of young people. You are sharing to provide this privilege.  You are not sharing to convince, to persuade or to get something from them. 
9. Build the relationship.  Understand that a collaborative partnership is a relationship that is mutually beneficial.  If you know what you want, you need to learn what they want.  
10. Follow up with email.  This exercises your ability to put into words your understanding of what occurred and to plan your next togetherness.  This also provides an opportunity to learn whether your understanding is shared.
INAPPROPRIATE BEHAVIORS REPEL DIFFERENCE-MAKERS & COFFER-SHAKERS:
1. Being impatient:  Getting related to a donor or a community member requires an investment of time.
2. Being needy:  Remember the basic rules of playground social behavior?  Neediness is unattractive.  Worse - it is actually a repellent.
3. Being disorganized:  They want to know that you will be a trusted steward of the resources they share with you – including time, information, in-kind gifts, etc.
4. Overselling:  Too much exaggeration will only diminish the value of your school.  Refrain from using flowery praise:  Everyone loves our school.  Instead, become a storyteller and briefly share one or two examples of students who are flourishing because of your school’s unique charisms.
5. Underselling:  If you don’t believe in your school, why should they?
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