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As affiliates of the Society for Human Resource Management,
state councils are often approached by various organizations interested in potential partnership or sponsorship opportunities.  The following checklist offers the “top ten” questions state councils may want to consider prior to entering into any agreement with a potential partner/vendor:
1. Will this partnership help or hinder the state council’s reputation of neutrality with SHRM members, and result in members viewing the council with suspicion?

2. What is the value of this partnership to:   

· Members in the state?  

· The state council? 

3. What is the potential ROI (return on investment) for this partnership?  

· Financial?
· Benefit to membership?  

4. How does this partnership leverage or detract from: 
· The SHRM brand/mission?
· The state council’s brand/mission? 

· Our ability to attract other partners?

5. How credible is this partner?  

· Have they worked with similar organizations?  If so, how successfully? 

· Are they reputable? 

· Are they willing to provide a list of contacts/references? 
· Who recommended that this organization partner with us? 

6. How would this partnership impact other vendors’ willingness to partner or sponsor with the state council? 
7. How does this align with our current goals?  Is this the right relationship for us:

· now?

· 6 months from now?

· 1 year from now?
8. Is this company simply looking for prospects?  Would selling them our mail list be more appropriate?

9. What is the proposed timing for this partnership?  Is there any unusual sense of urgency? 
10. What are the contract terms? 

· Is it a multi-year contract, and if so, what are the risks? The benefits? 

· Are there “mutual out” clauses for both the State Council as well as for the sponsor? 

· Should an attorney review this document before it’s signed? 
· Does the prospective partner want an “exclusive” relationship?

· What are the consequences with other potential vendors and suppliers if the state council enters into an exclusive agreement?
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Top Ten Questions to Ask:  Potential Partnership Opportunities for SHRM State Councils








