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Partnership Canvas

How will we capture value from
the partnership?

Partners need to understand how the collaboration
will affect their business model and how it will
generate value for their own organization. It is
equally important for each partner to be
transparent about its understanding and
expectations of how its organization will generate
value from the partnership. This tool enables
partners to clarify these expectations and define
the partnership activities that will result in value
creation for both partners.

Partnership Canvas Mural template

Tool source:

Adapted from the Partnership Canvas
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Why should
we use it?

To establish how the
partnership will generate
value for each partner.

Step-By-Step

Step 1

Share
business
models and
priorities

7

What will we
accomplish?

Gain deep understanding of
our respective business
models and priorities

Agree on what each partner
will contribute to and gain
from the partnership

Assess how the partnership

activities will affect our
respective business models

Step 2

Step 3

Evaluate
implications
on business
models

Define
partnership }

activities

PeACT | Partnership Canvas


https://valuechaingeneration.com/2014/10/17/the-partnership-canvas/
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Step 1:

Share business models
and priorities bners | Adhvites | Peegiion | Raioncrip | Sastomer

1.1 Individually fill in your Business Model
Canvas (developed by Alex Osterwalder RS e Channels
of Strategizer), then come together and Partner
share it with your partner.

For non-business organizations like NGOs or Cost Revenue
. . . Structure Streams

government units, you can still use the Business

Model Canvas (BMC) to describe your

organisation’s revenue and operational model.

For a deeper understanding of how the BMC '
A

can apply to NGOs and other non-business
entities, use the adapted BMC _developed by
Bryann Alexandros & Skylance.

Key Key Value Customer Customer
Partners Activities Proposition | Relationship | Segments
1.2 Discuss the following questions to identify
and share your priorities:
Key Channels
US Resources
e What are your most pressing
organizational priorities? |
Cost Revenue
e How do your priorities relate to your Structure Streams
motivations for partnership?
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https://www.strategyzer.com/canvas/business-model-canvas
https://www.skylance.org/nonprofit-business-model-canvas
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Example
— Partner 1 Partner 2
Expressions Global: supplies Solar Freeze: Provides renewable energy-
affordable piped water for irrigation to powered mobile cold storage units to rural
So I a r Freeze rural smallholder farmers in Kenya. smallholder farmers in Kenya.
Key Partners Key Activities Value Proposition Customer Relationship Customer Segments

Key Resources

Channels

Priority:
Access more
farmers in need
of cold storage

Cost Structure Revenue Streams
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http://expressions.co.ke/
http://www.solarfreeze.co.ke/
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Example Priority:
Increase the
|
volume and
o quality of supply,
Expressions Global pope s
export traders

Key Partners Key Activities Value Proposition

b Key Resources

A%r\—ACb\Cr

7{ I . .
%CW’\' s

Arainers

Cost Structure

Revenue Streams

P¢ACT | Partnership Canvas

Customer Relationship Customer Segments

Channels




Worksheet 1:

Business Model Canvas

qur

Key Partners

Key Activities

Key Resources

Value Proposition

Customer Relationship

Customer
segments

Channels

Cost Structure

Revenue Streams
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Step 2:

Define partnership
activities

2.1

22

Q00O

Individually, fill in the Partnership Canvas from the
perspective of your organization:

® Created Value: What value do you need to
create for your organization? This value should
correlate to one of your priority areas.

® Desired Asset: What capabilities or resources do
you need from your partner?

@ Offered Asset : What capabilities or resources
can you offer your partner in exchange?

® Transfer Activity: What activities are needed for
the partners to transfer the desired assets to each
other? The transfer activities should logically lead to
the new value created.

Together, compare canvases, connect, complete and discuss
the following questions:

Is there a match between what is desired by each
partner versus what each partner is willing to offer?

Is there alignment on the value exchange activities?

Are these one-off or limited time exchange activities, or
are they recurring?

Does the partnership create important value for each
partner?

Pagr

vAy
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Created Value

Transfer Activity

Desired Asset Offered Asset
AY AY

o

Desired Asset
Transfer Activity
vAY
@
3 o 4

Created
Value
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Worksheet 1:

Partnership Canvas

vAy
<‘>
N

Created Value

Transfer Activity

Offered Asset

v

Desired Asset

\ 4
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Example

Partnership Canvas

O Partner 1

Expressions Global: supplies
affordable piped water for irrigation to
rural smallholder farmers in Kenya.

O Partner 2

Solar Freeze: Provides renewable
energy-powered mobile cold storage
units to rural smallholder farmers in
Kenya.

Read more here about the tool
application to this case.
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https://valuechaingeneration.com/category/partnership-canvas-2/
http://expressions.co.ke/
http://www.solarfreeze.co.ke/

Step 3

Evaluate implications on
business models

3.1

3.2

3.3

To understand how the partnership activities will affect
your respective organizations, go back to your respective
BMCs and attempt to integrate the agreed upon
exchange activities and the newly captured value. Make
a note of any questions that you need to clarify with your
partner.

Reflect individually on the implications of these new
elements on your organization’s BMC.

@ Value check: How will the value created and
accessed assets affect your organization’s value
proposition and revenue model? (right side of the

BMC)

® Cost check: How will the exchange activities affect

your organization’s activities, resources and cost
structures? (left side of the BMC)

Share and discuss these implications together.
Document what each partner needs to do to build their
capacity in order to engage in the partnership.

Cost
Check

P%:E;IIIIIII

Value

Check

Key Key Value Customer Customer
Partners Activities Proposition Relationship Segments
Key Channels

Resources
Cost Revenue
Structure Streams
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Example

Solar Freeze
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Key Partners Key Activities

A

THM
Trum% f’
ﬁwr‘(be’\"\w%
A

Organizations

Wtk wccess Ko 6\»'\\&\&%‘

Sarmer growps Xreaders
re\a,/\’Rows\xK?s

Value Proposition

Joint Training
What PHMA
practicese How will

knowledge be
fransferred? How
much will it cost?
Expected conversion
ratese

Key Resources

Solar ?Nercs

Lo\d Cooms
’\’co\mo\og{

Expressions
Global Group

Saving Water.Soving Lives

&

Access to land

Cost Structure

A

k Operafional
Building Sipelses
LosXs (sal\aries,
wmariefing,
/Yra;\w'\w(a)

S’\’ora./(éc WA
sl laAion 'c'
wuw%cwcw\’
Co\d k
SYorage
'Qor rent
Land 4o
\ou,'\\é (,o\é
FoOWS

Customer Relationship

former
associaNons

A
Traders

or%a,vt'\zu\"\o ns

N

Customer Segments

Export < k

Loca) Sreshe

?roéwcc
Araders

Small

scale

‘QMNMCFS

Channels

A

go\a,r-?owcrcé

collechion cewters

lose Ao Sarms

Access to famers
How many?2 How

many units? Where
fo locate them?

and staff

How much land?
securitye staffing
needs?e

Revenue Streams

A

Increased

revenues
What minimum
occupation
ratese

Co\d Space
reatal

(1o sk/day/crare)
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Example

Expressions Global

Pagr

Key Partners

Local
ooww\mﬁ\{
(andowrers)

Local

Hovernment

E
A%rxée«,\cr}

’é eyXewsion

MACMS

Araaners

Local Micro
fuance

nsterutions

Key Activities

Joint Training "gI%

| Who will deliver it2
Will it cost anything
extrae

Aj\’cr

Putping £
\o'\\\'\w%

Dawms

Key Resources

Cold storage

close to farms
Where to locate
ite

Value Proposition

w\age X ok

relichle

?roéwoe
swﬂ?\{

Swpp\ A
L‘Q‘Qoréo\,\o\c 7’:
relible waker
'gor '\rr'\%cu\"\ow

Access to export
markets
How much of an
increase in prices?e

Land lease
amendment

Cost Structure

A
Dawm

cons¥rugtion
Los¥s

How will it affect

k present lease?
What will the
Operational landowner
evpenses require in
(sal\aries, exchange?
wmarieXing)

Customer Relationship

Channels

A

Loca) sel§-
\«c\? growps

Customer Segments

Locad Frcs}

?roéwcc
Araders

Export traders
Where to find

them?2 What crops?
Quality?
Volumes2e?

Small
scale

‘QbﬂMC(‘S

% COWMWISSIOK O
Aeaded ?roéwoe

Revenue St [ TS Vo1

A A
Water bills (10%

O‘Q revenwes)

(307 og revenwes)

revenues
What

increase in

pricese In

productivity?2
In water billse
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Facilitation tips

Step 1
Individual

brainstorming +
Sharing

® This tool is designed to be used by only
two partners. In the case of
partnerships involving more partners,
consider using it in pairs of partners
from within the group.

® |If possible, have the partners fill in
their BMC in advance of the workshop.
Otherwise plan for an extra 20 min to
do this individually.

® Encourage partners to ask clarification
questions when the BMCs are being
presented.

® Point out any similarities in the
partners’ BMCs or priorities.

Step 2

Individual
brainstorming +
Sharing + Collective
reflection

® Print or take a picture of the
partnership canvas and give it to each
participant to use in future
conversations, if needed.

qur

Step 3

Individual reflection
+ Sharing +
Collective reflection

® Make sure the partners address all
questions on each other’s lists.

® Have a few questions from your own

analysis ready to prompt constructive
dialog and raise important issues.
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