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It Started With A 
Passion… 

As an Entrepreneur, how 
can I get my need for 

autonomy and 
connection met? 



What is Your Biggest Goal 
in Forming Strategic 

Alliances? 
 

www.facebook.com/BroadviewBusiness 
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Successful Partnerships = 
Equal Energy Exchange 



Type of Strategic Alliance Description 

Referral Partner 
Send referrals to the other and possibly vice 
versa.  Could have referral fee of 10-30% 

Promotional Partner 

Promote the other's business for them and 
possibly vice versa.  Could have Affiliate Fee 
associated of 10-50%. 

Collaboration Partner 

Collaborate on projects together that are 
mutally beneficial.  Ex: team up for a joint 
presentation; or do a workshop together 

 
“Extension” Partner 

Provide business opportunity under one 
company's umbrella.  Umbrella company 
takes 30-75% revenue cut for providing 
opportunity.   

Joint Venture Partner 

Create a legal, separate entity of which two 
(or more) partners have equity and 
investment stakes 



Biggest Challenges in Choosing The One 
 

•Picking someone you like, but has a different Divine 
Ideal Client 
•Finding someone who resonates with                           
your “peeps” and vice versa 
•Finding someone who wants what YOU                         
want 
•AND is willing to give as much as they get 
•Choosing someone willing to work on the relationship 
to stay in alignment 

 





J 

Optimization 

Formalization 
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The 4 Levels of Savvy Successful Strategic Alliances 



Optimization 

• Continued Fine-tuning & 
Feedback to Enhance 

Relationship and 
Outcome 

Implement Plan 
• Implementation & 

Follow Through 

Create & Review 
Written Plan 

• Commitment 
& Sign Off 

Brainstorm 
Partnership 

• Alignment of Direction & 
Agreed Upon Ground 

Rules 

Collaborative 
Project 

• Successful 
Collaboration 

Exploratory 
Meeting(s) 

• Foundation 
Established 

The 6 Steps to 
Creating Fun, 

Profitable & Savvy 
Strategic Alliances 



Making The Invitation 
“I’m really impressed with what I know about you and your business 
and I think it would be really fun to explore whether we might want 
to collaborate with each other to help expand our businesses.  Is 
that something you would be interested in exploring with me?” 
 
“Let’s set up a time where we can sit down and explore this.  I’d love 
to know more about what you do, who you serve and your personal 
philosophy about serving clients.  When would be a good time for 
you to get together?” 

 
 



Setting The Stage for Exploration 
“I’ve really been looking forward to talking with you about your work 
and see if there is an opportunity for us to collaborate together in a 
way that would be a win-win.  I’ve put together a series of questions 
that will help us both get a clearer understanding of each others’ 
businesses and expertise and help us determine whether it makes 
sense to continue to explore working together.  My goal is to 
determine if we both want to serve the same type of client and if 
our expertise compliments each other in a way that would be really 
powerful for our prospective and current clients.  And if they do, to 
determine the next steps to continue to explore how we could 
collaborate together.  How does that sound to you?” 

 



The Exploratory Questionnaire 
1. How long have you been a___________?  (ex: 

marketing consultant, wellness coach, business 
mentor, yoga teacher).  What do you love about it? 
 

2. What are the services and/or products you provide?   
 

3. What do you consider your “sweet spot” (with your 
services/products or the “gift” you provide to your 
clients)? 

  

  



4. What is the doorway into your business that people 
usually come through?  (the way people typically begin 
working with you; ex: a business coach whose doorway 
is niche development.  A social media expert whose 
doorway is effective & profitable blogging) 
 

5. How do your attract your clients (primarily)? 
 

6. What is your target market?  Are there other target 
markets you are interested in exploring? 
 

7. Who do you consider your Ideal Client? 

 



8. Who is your typical client and how does it differ from 
your Ideal Client? 
 

9. How long do clients typically engage with you? 
 

10. What differentiates you from other people in your field 
(or other people that do what you do)? 
 

11. Have you had collaborative partnerships before?  What 
was your experience?  What worked well and what was 
challenging? 

 



12. Do you have a marketing plan for your business?  What 
are the major initiatives in your plan? 
 

13. How big is your email list?  What is their engagement 
level? (open rates on emails; click through rates) How 
often do you engage with them and in what ways?  
 

14. Do you do promotional mailings for other 
professionals?  How many promotional partners do 
you have and how often do you mail for them? 

 
  

  



15. If we were to collaborate, what would you primary 
goals be? 
 

16. What other questions should I have asked that I didn’t? 
 

Feel Free to Add or Tweak Questions That Are Important 
to You and Your Business! 

 
What Do You Need to Know to Determine if There is a 

Strong Foundation to Move Forward? 
 
  

  



Next Steps in the Exploration 
“It has been really fun and interesting to explore each other’s 
businesses!  I’m curious, from your perspective, do you feel we 
would be a good possible match to collaborate together? “ 
 
“Let’s set up a time next week to talk further.  That will give us both 
a chance to marinate in this a little more and see if there are any 
other questions, challenges or concerns that pop up that we should 
explore before we decide how to move forward.  What is a good day 
and time for you?” 
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Tara Butler Floch 
tara@broadviewpreneur.com 
www.broadviewpreneur.com 

www.facebook.com/BroadviewBusiness 
 

Stay in Touch!  And Let Me Know If 
There is Anyway I Can Serve! 
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