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Identifying Potential Library Partners

Connection Tree
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We are all more connected then we realize. List a potential partner at the base of the tree. Think of all of the people you know who may have a connection to someone who has a connection to the target audience member and list them on your connection tree.
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Key Partnership Questions

The following are the types of questions you should consider when you are exploring partnerships for your library. Remember, partnerships should be mutually beneficial. 

· What are the potential partner’s perceptions of the library?

· What are the potential partner’s priorities and interests in your community?

· What do you need the partner to do to help reach the library’s advocacy goal?

· Does the potential partner have the commitment, capacity, and resources to meet the library’s needs and expectations?

· What benefits could the library offer the potential partner?

· What benefits could the library receive from the potential partner?

· What is the potential partner’s reputation in the community?

· Are there any challenges or risks to this partnership? If so, how will you address them?

· How would you approach this partner?

· Who could help make the introduction?

Identifying Partnership Opportunities:
Case Study

Please discuss the following case study in your small group. Determine which of the potential partners listed below could help the library achieve its advocacy goal and what steps should be taken to build a partnership with the selected group. Discuss why this partner is a good fit, what the benefits will be to the library and the benefits the library can offer the potential partner. You may also choose a partner that is not on the list.  
Library Director Seth Kugel would like to increase the library technology budget in order to provide more computer access to library users. The government will not review the local budget again until next year, but user demand for more computers is so high that the library cannot wait. Kugel wants to highlight user demand for computers for influential people in the community in order to raise awareness of the value that access to technology in the library can bring to all community members. Kugel has invited leaders from local businesses, schools, universities, and government offices to come to the library for a tour and to meet with some of the library users who are seeking increased computer services. Kugel is hoping the tour will influence a potential partner to recognize the value of increasing access to technology and help him advocate to the local government for immediate funding to purchase two more computers for the library users.

List of potential partners
· Rotary Club International—local chapter

· A community foundation

· The local university 

· Local government

· Locally-based technology/Internet company

· Local small business owner

1. Who would be an ideal partner for this project?
2. What are the steps Kugel would need to take to build this partnership?

Partnership Assessment Survey

Partners play an important role in supporting your library’s mission. To keep your partners engaged, it is important to pay attention to them, whether it is a short-term or long-term relationship. Look for simple ways to keep your partners involved and remind them that you are thinking of them. The following is a short Partnership Assessment Survey to help you determine if there are opportunities for your library to do more to strengthen its existing partnerships. 

After a partner has supported you at a budget meeting or participated in a public library event, you acknowledge their effort by sending a thank you note or email, or by mentioning the partner in your library newsletter or on your website:

· Always 

· Sometimes

· Never

When you read or hear about a success your partner has had in your community, you make a point to acknowledge the good news by calling them or sending an e-mail or a quick note:

· Always

· Sometimes

· Never

You share positive library news and program results with your partners:

· Always

· Sometimes

· Never

When celebrating the start of a library program or event, you invite your partners:

· Always

· Sometimes

· Never

When a partner has a leadership change, you reach out to introduce yourself and offer to invite the new person for a library tour:

· Always

· Sometimes

· Never

If a partner needs a location to hold a meeting, you offer a space in the public library:

· Always

· Sometimes

· Never

When you see your partner contact at the market, or at a social event, you stop to chat:

· Always

· Sometimes

· Never

Building and Sustaining Library Partnerships Reminders & Tips

· Library partnerships are relationships that provide mutual benefit for both the library and the partner and can be long-term or short-term. 

· It’s okay to start small and build a partnership over time.

· You know more people than you think you do who can help you identify potential library partners.  

· Remember, you are presenting an OPPORTUNITY to a potential partner.

· Always be on the lookout for partnerships opportunities and new ideas.

· Your passion and commitment to the library can inspire potential partners to get involved.

· When exploring a new partnership for the library, be sure to ask yourself the important partnership questions to make sure the partner is the right fit for the library. 

· Challenges come up. Do not be afraid to address them with a partner. Remember the partnership needs to work for both of you. 

· Do not take a “no” personally. The next time you may receive a yes.

· Think of your partners as year-round relationships.

· Be sure to thank your partners for their support (be creative!).

· Keep in regular contact with partners and share results.

· Publicize your partnerships.

· Solicit their feedback and ideas.
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Idea Capture
Please use this space to capture ideas and notes from this session.


