FRAMEWORK for PARTNERSHIPS COMPETENCE
	KEY PRACTICES Based on Steps of Partnership Approach
	Competence Level

	
	1 (Basic)
	2
	3
	4
	5 (High)

	Program plan guides scoping process
Step 1: Scoping
	We do not have a project plan that identifies needs and roles for potential partners. Scoping process is poorly designed and/or not undertaken at all.
	We have a weak annual project plan, which fails to identify needs or roles for potential partners. It does not help us design and target the scoping process 
	Our project plan is activity-oriented but inadequate to guide our scoping process, as it does not identify specific roles or responsibilities for potential partners
	We have described goals, objectives, activities, but only partially identified needs and roles for potential partners, and therefore scoping process is only partially guided by our plan 
	We have clearly described goals, objectives and activities and fully identified roles, responsibilities for potential partners. This  helps us define a well-designed and targeted  scoping process.

	High quality scoping process
Step 1: Scoping
	We have not done a scoping process – we only have subjective or anecdotal information about potential partners. 
	We have not designed scoping and capacity review to provide critical information about potential partners. More information collection necessary.  
	We have done our scoping but have a very long list of partners that still need to be further screened for capacity and interest.
	We have done our scoping and have good information, but still cannot derive a shortlist of potential partners ready for more in-depth discussions. 
	We have done our scoping and now have valuable information about capacity and interest which produces a shortlist of potential partners.  We feel ready for more in-depth discussions and next steps.

	Informed selection of partners

Step 2: Due Diligence Selection
	We have not carried out discussions to generate systematic information for decision-making.
	We have only had informal and unstructured discussions which miss most critical information and cannot provide guidance on decisions for selection.
	We have had some discussions but mostly with TNC asking most of the questions and partners trying to provide the “right “ answers. Inadequate guidance for decision-making.
	We have had two-way dialogues, although we are missing some critical factors on values, capacities, or legal status. Provides some guidance for decision-making but inadequate.
	We have had two-way dialogues to generate key information about factors for successful partnerships.  We feel confident to make decisions about partner selection.

	Build mutual understanding and trust

Step 2: Due Diligence Selection
	We have not carried out discussions, and have not deepened our understanding of each other.
	We have had only informal, unstructured or rushed discussions, building little understanding or trust between us.
	We have had some discussions between directors (or managers) only, but not among staff at different levels. 
	We have had very successful, well-facilitated discussions between key principals, building understanding and trust but only  at high level.
	We have had a series of discussions among multidisciplinary teams, deepening understanding and building trust at different staff levels and across disciplines.

	Determine strengths, weaknesses and risks

Step 3: Negotiation
	We have done no analysis of our capacity, readiness, experience and potential risks by either TNC or our partner.
	We have had only informal, unstructured discussions, without concrete understanding of the strengths, weaknesses and potential risks.
	We have had formal, structured discussions coming to a good understanding of the strengths and weaknesses, but have not specifically inventoried them  nor identified the potential risks.
	We have completed the Wilder “collaboration inventory” separately, but have not yet identified our risks and how to manage these.
	We have jointly completed the collaboration inventory for both TNC and potential partner, and have identified our risks and how to manage these. 


	KEY PRACTICES
	1 (Basic)
	2
	3
	4
	5 (High)

	Determine what each partner brings to the partnership

Step 3: Negotiation
	We have not determined comparative advantages and what each partner brings to the partnership.
	We have come to a general understanding of the goals, roles and resources each partner brings, but still needs further detailing.
	Goals, roles, responsibilities and resources have been detailed in anticipation of a formal agreement,  but consensus still needs to be reached by the teams.
	We have reached consensus on some components of the goals, roles, responsibilities and resources, but have one or two unresolved issues.
	Both TNC and partner agree  on overall goals, roles, responsibilities, resources, fundraising, have documented these details, and have resolved all outstanding issues

	Clear agreed goals, roles, authority and responsibility
Step 4: Legal Agreement
	We have no written documentation of partnership objectives, roles, responsibilities and risks.
	We have a written agreement or Memorandum of Understanding with a broad framework and no details.
	We have an agreed Memorandum of Understanding that sets out broad framework and some specific details, but there are many details still not agreed.
	We have an agreed Memorandum of Understanding with detailed statements of agreed goals, roles, objectives, resources but bi-annual reviews are not anticipated or conducted.
	We have clear detailed statements of agreed goals, roles, objectives, resources; we review these bi-annually with our partner. 

	Mechanism for dealing with disputes
Step 4: Legal Agreement
	We have no dispute resolution mechanism in place.
	We have a “gentleman’s agreement” on how to resolve disputes.
	We have a dispute resolution mechanism in place but it has  not been implemented.
	The dispute resolution mechanism is in place and  has been implemented, but proves inadequate and does not lead to  successful dispute resolution.
	We have a well-designed dispute resolution mechanism in place, and at least two disputes have been successfully resolved. 

	Comprehensive work plan and learning
Step 5: 
Work planning
	One or both of us do not have work plans with clear conservation outcomes and indicators, and we are not clear how our two work plans support each other.
	We both have work plans with clear conservation outcomes and indicators, but we only do annual reviews of these, often too late to make adjustments.   We have no systematic approach to learning and applying just-in-time lessons.
	We have separate work plans and indicators, and may share this information, but we do not make joint decisions about changes to our project.  We are starting to embark on more systematic learning about key activities.
	We have agreed work plans with clear conservation outcomes and indicators, but we do not regularly review these together nor make the needed adjustments to our project.  We are making adjustments to some key activities based on systematic learning methods.
	We have agreed work plans with clear conservation outcomes and indicators, and conduct regular joint reviews of these and make appropriate changes based on sustematic learning methods. 

	Funding and resources well-managed

Step 5: 
Work planning 
	We have not identified partnership managers in either TNC or our partner.  Our project plans have some very critical gaps in funding and other resources in both organisations.
	We have partnership managers identified, but one or both do not have the appropriate skills or experience.   We are beginning to fill a limited number of gaps by using existing resources more wisely.
	We have partnership managers who are obtaining the needed methods and experience, and are supported by a broader team with required expertise.  We are making progress in finding additional resources for our project.
	We have partnership managers in each organisaton who are improving their collaboration skills and interactions.  Our project’s resources are managed separately  according to each organisation’s requirements.
	We have high quality, collaborative partnership managers in each organisation who keep in constant communication with each other.  We manage our project’s resources responsibly according to donor and both organisations’ requirements.


	KEY PRACTICES
	1 (Basic)
	2
	3
	4
	5 (High)

	Partnership successfully achieves conservation results  

Step 6: Measures
	We have not agreed how we will measure how well our partnership is doing, based upon agreed conservation outcomes.   We have no goals or activities directly dealing with partnership arrangements.
	We have agreed how we will measure how well our partnership produces conservation results, but we do not systematically collect this information or attempt to use it in our decision-making.
	We have occasional reviews of how well our partnership is producing conservation results, but not regularly, nor do we make adjustments to our roles, responsibilities, activities or agreed outcomes.
	We regularly review how well our partnership produces conservation results.  We also make adjustments to our roles, responsibilities, activities and agreed outcomes. 
	Our partnership has clearly produced conservation results and we have successfully terminated or transitioned this partnership into a ,more independent “institution” or program, or have clear plans for achieving this.

	Impact of partnership recognized beyond specific project 
Step 6: Measures
	There is no real understanding of project outcomes and activities outside people who directly work on project.
	We have an agreed plan to communicate and involve a few players outside our project teams and wider communities.
	There is clear, strong support from several key TNC and partner players who are not directly involved in the project.
	TNC and partner people who are not directly working on our project can clearly state the benefits that this partnership has brought to their organisation, and can identify how this partnership influences strategies beyond our project. 
	Clear benefits are expressed by many from communities beyond TNC and our partner and a catalytic effect is underway
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