
Savvy Strategic Alliances: 
7 Steps to Creating Fun & 

Profitable Partnerships 
with 

Tara Butler Floch 
www.broadviewpreneur.com 



It Started With A 
Passion… 

As an Entrepreneur, how 
can I get my need for 

autonomy and 
connection met? 



And then I met Lou… 
 
 

 



You are NOT Alone 
 
 

 



What is Your Biggest Goal 
in Forming Strategic 

Alliances? 
 

www.facebook.com/SavvyStrategicAlliances 
 

 
 

http://www.facebook.com/SavvyStrategicAlliances


We WELCOME 
Questions! 
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Optimization 

Formalization 

Collaboration 

Foundation 

The 4 Levels of Savvy Successful Strategic Alliances 



Successful Partnerships = 
Equal Energy Exchange 



But not everybody sees it 
that way… 



This is the kind of relationship 
I’m talking about! 



6 Savvy ways to Partner 
•Referral Partner 
•Promotional Partner 
•Collaboration Partner 
•Extension Partner 
•Expert Team Member 
•Joint Venture Partnership 



Referral Partner 
•Send referrals to the other and 
possibly vice versa 
•Could have Referral Fee of 10-30% 
or flat fee 
•Recommended to have “warm” 
introduction 



Promotional Partner 
•Promote for the other and possibly 
vice versa 
•Could have Affiliate Fee of 10-50% 
•Recommended to have provide 
“swipe” copy for the promotion, but 
to always customize it 



Collaboration Partner 
•Collaborate on projects together 
that are mutually beneficial 
•Examples include: 
•Team up for a joint presentation  
•Create a workshop together 



Extension Partner 
•Provide business opportunity under 
one company's umbrella.   
•Umbrella company takes 30-75% cut 
for providing opportunity   
•Recommend not to exceed 50% of 
your business.  Optimal is 25% 



Expert Team Member 
•Provides consultation and fee-for-
service that are needed outside the 
realm of expertise of the primary partner 
•Ex: A Fertility coach could have a 
naturopath, an acupuncturist, and/or 
nutritionist on their “team” 



Joint Venture Partnership 
•Otherwise known as JV Partnership 
•Create a legal, separate entity of which 
two (or more) partners have equity and 
investment stakes. 
•Typically LLC or C Corp 
•Recommended only after MUCH 
collaboration 
 



Has This Ever Happened to You? 
 

 
 



Biggest Challenges in Finding “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 



Biggest Challenges in Finding “The One”  
 

•Find someone willing to give as much as 
they get 
•Choosing someone willing to work on 
the relationship to stay in alignment 
 





“Click” 

Compatible 

Client 
(Shared) 

Compliment 
(vs. Compete) 

Currency 

Character 

The 6 C’s 



“Before working with Tara, I wasn’t 
collaborating with any Strategic Alliances, and 
I was sending referrals to other professionals, 
but getting no referrals in return. 
 
Since I implemented a  
Strategic Alliance Strategy last year, 
my business has grown 150%! 



Are You Ready?! 
 

 



It Doesn’t Have To Be Like This 
 
 

 



My Partner in many forms 
Leela Somaya 

 

 



“With just one Strategic Alliance, I have 
increased my business by 22% in one year! 
Tara’s guidance has been instrumental in 
creating these successful partnerships with 
the right people. She’s helped me be in action 
and improve, improve, improve!” 
Mike Pazera 
Pazera Capital Management 

 
 

 



Do You want to grow your 
revenue by 20-150% just through 

Strategic Alliances? 
 

 



Grow Your Business With SAs! 
5 Week Program  

Starting March 13th 
 

 



Week 1: Laying the Foundation 
- Explore in depth the 6 different types of 
partnerships and how they work (and the benefits 
and drawbacks of each) 
- Develop an “Ideal Partner Profile” so you know 
the best partners to approach 
-Identify where to find potential partners  
-Work through the exploratory interview process 

 



Week 2: Approaching Potential Partners 
- Learn how to initiate successful contact (even 
with people you don’t know) 
- Discover secrets to increase the likelihood bigger 
players will work with you 
- Get valuable templates, questionnaires and 
scripts for your initial meetings 
 

 



Week 3: Moving Forward with Collaboration 
- Outline an initial project to work on together (so 
you’re in action immediately) 
- Establish agreements using our templates and 
expert guidelines  
- Create a customized plan using our tried-and-true 
“Strategic Alliances Action Plan”  
 

 



Week 4: Implementation (No call this week) 
- Using the tools from Weeks 1-3, you will be in 
action! 
- Have 2-3 initial meetings with potential Strategic 
Alliances 
- Follow up and have at least one 2nd meeting with 
your top potential partner 
 

 



Week 5: Optimizing & Refining 
- Deep dive group Q&A so you get the support you 
need to overcome your biggest challenges 
- View a sample "Tracking Report" and learn how to 
asses the viability of your collaborations 
 

 

 



 
 

 

 



 
 

 

 

 
 

 

$797 for Savvy Strategic Alliances Virtual Speaker 

Series attendees only 

 

Early Bird Discount until Tuesday 

for only $597 

Or two payments of $327 



Bonus #1: **For First 10 People** 
3 Hour Strategic Alliance Group Strategy 

Session with Tara Butler Floch  
(Valued at $400) 

 

 

 



Bonus #2: The Courageous Entrepreneurial 
Leap Speaker Series 

Access to 20 interview recordings that cover 
the soup to nuts in growing your business – 

from Vision to Overcoming Obstacles to 
Enrolling Clients to Marketing Your Business. 

(Valued at $97) 
 

 



Bonus #3: Private Facebook Group 
Connect with other Program Members here. 
Get your questions answered, get additional 
support, and connect with potential Strategic 

Alliances 
 

 

 



Bonus #4: The Strategic Alliance Toolkit 
The Toolkit includes scripts, templates, 

checklists, questionnaires and more, so you 
have all the support you need to develop 
profitable partnerships (again and again). 

 

 

 



$597 or two payments of $327 
only through Tuesday 

 
 
 

www.broadviewpreneur.com/sa 
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Optimization 

• Continue to 
Improve 
Relationship 
through Openness 
& Feedback 

Implement 
Plan 

• Implementation & 
Follow Through 

Written 
Agreement 

• Commitment & 
Buy-in and/or 
Sign Off 

Brainstorm 
Possibilities 

for 
Relationship 

• Alignment of 
Direction & 
Agreed Upon 
Ground Rules 

Debrief from 
Collaboration 

• Discuss what 
worked and 
what needs to 
be improved 

Collaborate 
on One 

Initiative 

• Win-win 
collaboration 
to establish 
relationship 

Exploratory 
Meetings 

• Establish 
Foundation  

The 7 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?” 
 



Making The Invitation (Cont.) 
“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”   

 



Setting The Stage (Cont.) 
“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?” 
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Tara Butler Floch 
tara@broadviewpreneur.com 
www.broadviewpreneur.com 

www.facebook.com/BroadviewBusiness 
 

Who is the next referral partner that 
will take you to the next level?   
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