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The smaller partner should look for every
opportunity to multiply the network of
corporate champions in the firm. At the
same time, large companies should look
to develop effective contacts with small
company partners beyond the founder
and president.

One way to multiply these inter-relation-
ships is to involve a range of players in the
eventual negotiations to ensure that the
lineup of champions will be several layers
deep. An alliance between two companies
will be reinforced by multiple alliances
among the people in each company.
Multiple refationships provide a continuity
even when one of the champions of the
partnership is promoted to another posi-
tion or retires. The more numerous the
organizational ties, the more secure and
the greater the commitment among the
personnel of both firms.*

In summary, start early, develop a List of
possihle partners, rank the list, contact
those who fit the profile and are inter-
ested, and carry out several types of due
diligence examinations before getting too
far in the process. Pay particular attention
10 the potential partner’s agenda and the
personal aspects of the proposed relation-
ship. Use all your contacts in your network
of colleagues, clients, suppliers and asso-
ciates in your industry to develop leads.
Don’t rush. If you focus too soon on a
single prospect, you might be closing
yourself off from other possible partners.
Finally, there is no one right partner, so




