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• Sharing our Challenges    
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• Reflective Practice 

• Conclusion 

 

 

 



Using a Newfoundland and Labrador 

case study this session aims to: 

  

• Introduce basic fundamentals in partnership 

development 

 

• Explore leadership styles for partnerships using 

 

•  Innovative approaches to partnership 

development and problem-solving 

 

• Deepen understanding of partnership 

development process  
 



What is the Office of Public 

Engagement?  

 

• A unique entity that advances the practice of 

public engagement (PE) within the Government 

of Newfoundland and Labrador (GNL)/across 

NL. 

• An emerging Centre of Excellence for PE within 

GNL. 

• A type of GNL ‘open government’ initiative. 

 

 

 

 

 

 



Some Important OPE Functions: 

 

• Assists partners with PE activities. 

• Supports 11 citizen-based advisory councils. 

• Participates in collaborative research that 

informs policy. 

• Models PE ‘best practice’. 

• Builds partner capacity to more effectively 

collaborate. 

• Leads GNL’s Open Government efforts. 

 

 

 

 



Office of Public Engagement  

partnering with PBA staff  

development and training 

 

• Office of Public Engagement staff have: 

 

• Completed PBA (Level 1) 

• Completed Accredited Partnership Brokers Level 2 

• Mentoring Level 2 trainees 

• Completed PBA Training Certificate Level 2 

• Co-delivering PBA Level 1 

• PBA CoP – Training and Mentoring 

 
 



 

 

 

Partnership knowledge and experience 



I have a lot of direct 

experience with  

creating partnerships: 

1. Strongly Agree 

2. Agree 

3. Neutral 

4. Disagree 

5. Strongly 

Disagree 



Establishing partnerships is 

very important to my role in my 

organization: 

1. Strongly Agree 

2. Agree 

3. Neutral 

4. Disagree 

5. Strongly 

Disagree 



Partnerships involve…  

A commitment to a 

common or 

complementary 

purpose where 

resources are pooled 

or jointly secured, and 

where products are 

shared  REACH House Working Group 



Defining The Term ‘Partnership’ 

 

 

 

 

 

 Nowhere in the world is there a ‘perfect’ partnership! 

 

 
 

An on-going working relationship                  

where risks and benefits are shared 



Being in line with this definition implies… 

that each 
partner:  

brings some  

CONTRIBUTION 

to the table 

is 

ACCOUNTABLE 

to the group 

helps to   

CO-CREATE 
activities 



        
 
 
Moving a ‘partnership’ to where it should be…  
 
 Transactional                       Collaboration/ Partnership  
 

• One party decides the programme 
 

• One party purchases a service 
 

• Fixed contractual arrangement 
 

• Parties not required  to reveal their 
underlying interests 
 

• Limited engagement beyond the 
contractual arrangement  
 

• Low level of integration into partner 
organizations 
 

• One-way accountability  
 
 
 

• Co-created based on joint knowledge 
 

• Partners bring complementary resources 
 

• Collaboration agreement 
 
• Greater transparency                                   

.                                                
 

• Stronger engagement and buy-in               
.       

 
• More integrated                                            

. 
 

• Mutual accountability 



Sharing our Challenges 
 

Partnerships typically encounter many challenges... 

  

What are some of  your partnering challenges? 



Activity 1: Partnership Challenges 
• Lack of future vision in the partnership. 

• Different agendas 

• Self-serving/self-interests 

• Lack of resources (financial, people, facilities, skills, 
etc.) 

• Trust and autonomy 

• Poor facilitation  

• Defining roles and responsibilities 

• Communication problems (reporting back, TOR) 

 

 

 

 

 

 



Activity 1: Partnership Challenges 

• Lack of commitment 

• Lack of accountability (to the partnership and 
to whom you represent) 

• Difference in goals 

• Poorly defined goals and objectives (be aware 
of scope creep!) 

 

 



Typical / global partnering challenges  

• Power imbalance 

• ‘Difficult’ people 

• Language & mind-sets 

• Meeting the needs of all (diverse interests) 

• Letting go of (some) control  

• Shared accountability (accepting respon / liability) 

• Communication/ Negative past experiences 
(Apathy/Scepticism) 

• Lack of resources - $, time, skills, etc 

• Recruitment – getting the right partners to the table 

• Keeping it productive/ differing views of ‘success’ 

 

 

 

 

 

 

That’s 
OK, I’m 

not 
listening 

I’m not 
talking to 

you 



power imbalance 

Common challenges for partners (and partnership brokers) 

Source: The Partnering Toolbook 



lack of transparency 
 

Common challenges for partners (and partnership brokers) 



each partner aiming to ‘win’ at any cost… 
                                  (flip to: Mutual Benefit) 

Common challenges for partners (and partnership brokers) 

Source: The Partnering Toolbook 



RESPECT  
for the added value each  

party brings 

1. EQUITY 

Partnerships need (at least) 3 core principles to 
function successfully…  

2. TRANSPARENCY TRUST  
with partners more willing  

to innovate & take risks 

3. MUTUAL  

BENEFIT ENGAGEMENT 
more likely to sustain &  

build value over time 

Source: The Partnering Toolbook 



Case Study: Discovery- Aspiring Geo-Park 
Network  

A Global Geopark is recognized as having geological heritage of international 
significance.   



Case Study: Aspiring Discovery Geo-Park 
Network 

• Key Partners 
– Government of Newfoundland and 

Labrador 
• Dept. of Natural Resources (Geological Survey Unit) 

• Dept. of Business, Tourism, Culture and Rural 
Development 

• Office of Public Engagement 

– Sir William Ford Coaker National Historic 
District 

– Parks Canada 

– Bonavista  Area Chamber of Commerce 

– Tourism Elliston 

– Atlantic Canada Opportunities Agency 

– Municipal Governments 
• Municipality of Bonavista 

• Municipality of Trinity Bay North 

• Municipality of King’s Cove 

• Municipality of Trinity 

– College of the North Atlantic 

 

 

 

• Three Pillars focused on 
sustainable 
development: 
– Education (awareness of our 

geological heritage) 

– Preservation and Conservation 
(renewable energy and ‘green 
tourism’) 

– Research (i.e., active 
laboratories) 



 

Partnering Cycle – Brokering 

Role 

 



What is ‘partnership brokering’?  
 
 

• A partnership broker is someone (or several people or 
an organization) that manages the partnering process. 
 

• Partnerships that add real value are those that are well 
‘brokered’ 
 

  

 
 
 
 
 

     ay 1 



 
Successful partnership brokering is an “art” and a 
“science” because it requires: 

- Envisioning the future – “what if?” 
- Drawing out hidden potential 
- Trusting instinct and intuition 
- Using the senses  
- Thinking laterally 

- Understanding the past – “what is?” 
- Building on facts / realities 
- Trusting knowledge and evidence 
- Using intelligent analysis 
- Thinking logically  



Leadership Styles: What kind of leader are you? 
 

• Goleman (2000) suggests there are six leadership 
styles: 

Coercive **  

Authoritative 

Affiliate 

Democratic 

Pacesetting 

Coaching 

 

• Goleman suggests that effective leaders use a 
combination of leadership styles (authoritative, 
affiliate and coaching) when supporting others. 

 

      



Leadership Styles 

“Employees and followers want leaders who are honest, 
open, and who keep the organization moving in a 
positive direction during both calm and stormy seas. 
Employees and followers want leaders who are “others-
centered.” [….] leaders who can bring out the best 
qualities in them.” 

     (Winston, 2002) 



 

Potential roles for brokers in different phases of 
the partnering cycle: 

  

 

SCOPING & BUILDING 

Roles in this phase can include: 

• Initiating the idea of partnering 

• Making the case to potential partners   

  / donors / decision-makers 

• Scoping the possibilities 

• Energising and enthusing 

• Early relationship building 

• Managing expectations 

• Initial / outline planning  

• Helping partners to reach agreement 

 



 

 
All sectors have human, technical and 
knowledge resources of one kind or 
another.   
 
They are often very different and highly  
complimentary and when pooled they 
can provide much of the resources 
needed to carry out the work of the 
partnership. 
 

Resource Mapping  



Building a Partnership – Resource Mapping 

 What contributions can each partner bring to the partnership?  

Knowledge  

Different types 

Specialist  knowledge 

Unknown to others 

Physical Resources 

Buildings 

Transport 

Infrastructure 

Products 

Programming 

Food 

Computers 

Networks 

Sector specific 

Types of contacts 

Information  - Out 

Ways to distribute  

Technical methods 

Non-technical methods 

People 

Expertise 

Champions 

Labor/volunteers 

Contacts 

Credibility 

Spheres of influence 

Other 

Be imaginative 

What Can Each 
Partner Bring? 



 

Phase 2 - Managing & Maintaining Partnerships 
 



 

  

MANAGING & MAINTAINING 

Brokering roles can include working  with 
partners to:  

• Secure resource commitments 

• Build governance arrangements 

• Deepen organisational engagement 

• Develop  a communications plan 

• Build partnering capacity 

• Problem solve constructively 

• Agree benchmarks for later 
evaluation 

 



Working with someone you haven’t worked with yet… 

Work 1-2-1 and ‘barter’ (exchange) something. 

It can be anything but it has to be for real. 

You have five minutes to agree to an exchange 
that you both feel has genuine value for you 
individually and is also a fair exchange. 



De-brief 

Did you barter successfully?  

If so, what did you ‘barter’? 

Do you feel the barter you agreed was fair? Valuable? 

 

 
How did you decide what to barter? 

 

What did it take to arrive at an agreement?  

If you didn’t, what prevented you arriving at an agreement?  
 



Lessons from the bartering exercise 
[input from group] 

Different opening approaches (and how this 
can set the tone for the negotiation): 

 
 
 
 

 
 

 
 

Influencing Factors: 
 



Developing a negotiation mind-set 

• It is (almost) always possible to agree something 

• There are likely to be a range of options 

• ‘Value’ means different things to different people 

• What makes for ‘fair’ is an individual judgment  

If you want to reach a level of satisfaction (rather than just ‘doing a 

deal’) you need to: 

Take time to find out about what interests them 

Be prepared to reveal things about yourself 

Be open-minded and flexible 

Listen  more deeply to what they are / are not saying 

Think laterally about options 

Be genuinely interested in what they want 

 



Position = the first demand or solution presented by someone, 
often dogmatic and usually expressed as ‘this is what I / we 
want’ 

 

Interest = those elements that underpin the stated ‘position’ 
(e.g. drivers, priorities, hopes, needs, values, external 
pressures) – essentially interests explain why 

 

 

‘Positions’ vs. ‘Interests’ 

Positions 

Individual 

interests 

Overlapping 

interests 

How useful is 

this diagram in 

a partnership 

model? 



 

Phase 3 - Reviewing and Revising Partnerships 
 



 

  

REVIEWING & REVISING 
Brokering roles can include  helping partners to: 

 

• Agree evaluation procedures 

• Assess the impact of the 
partnership 

• Draw out and apply lessons  

• Review efficiency of the 
partnership 

• Review the added value to partners 

• Brainstorm new ideas 
/developments 

• Make any necessary changes to 
project or partnering arrangements 

 

 

 



 

Phase 4 – Sustaining Outcomes 
 



 

  

SUSTAINAING OUTCOMES 

Brokering roles can include supporting 
partners in their: 

• Discussions on ‘moving on’ choices 

• Recognition and celebration of the 
partnership’s achievements 

• Reaching agreement on type of 
information for the public domain 

• Identification of further champions 
and spheres of influence 

• Work to ensure that outcomes               
are sustained 

• Management of closure / moving on 
procedures 
 

 



Partnerships are dynamic and evolving… 



Building our capacity  
to become more ‘reflective’ practitioners 



The action / learning cycle 

Problem analysis 

Reflection & 

evaluation 

Decisions on next 

steps 
Action planning & 

implementation 
Action 

Learning 

Cycle 

Adapted from Kolb’s Action : Reflection Cycle 

What can I learn from what I have done? 

What can I do with what I have learnt? 



Activity 3: Reflective Practice  

 

 

What is one thing YOU, as a partnership broker, 
can change in an existing partnership? 

 



 

When we commit to a vision to 
do something that has never 
been done before, there is no 

way to know how to get 
there.  We simply have to build 

the bridge as we walk on it.  

 

 

 Robert E. Quinn 

 

 
 

 

 

Tackles the seemingly impossible 



Today I learned new 

approaches and techniques for 

building better partnerships.  

1. Strongly Agree 

2. Agree 

3. Neutral 

4. Disagree 

5. Strongly 

Disagree 



I  understand the importance of 

having a brokering role in 

developing partnerships. 

1. Strongly Agree 

2. Agree 

3. Neutral 

4. Disagree 

5. Strongly 

Disagree 



I would be willing to try a brokering 

role with my partnership(s).  

1. Strongly Agree 

2. Agree 

3. Neutral 

4. Disagree 

5. Strongly 

Disagree 



To download tool books or for 
information on partnership 
brokering courses:  
www.partnershipbrokers.org 

Colin Holloway, colinholloway@gov.nl.ca  
Linda Brett, lindabrett@gov.nl.ca  
Office of Public Engagement, http://www.ope.gov.nl.ca/  
Government of Newfoundland Labrador, http://www.gov.nl.ca/  

Jocelyn Daw, jocelyne@jsdaw.com   
 

 Special thanks to the Partnership Brokers Association for the 

 use of their materials throughout this slide deck   

More information / guidance? 

http://www.partnershipbrokers.org/
mailto:colinholloway@gov.nl.ca
mailto:lindabrett@gov.nl.ca
http://www.ope.gov.nl.ca/
http://www.ope.gov.nl.ca/
http://www.gov.nl.ca/
http://www.gov.nl.ca/
mailto:jocelyne@jsdaw.com
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