Toolkit Masters
Creating Collaborative Action Teams
H 4 - 8
Stage 4: Taking Action

Networking Plan

Name:  


When planning your strategy, ask yourself:

• 
Where do our goals overlap?  How can we create a “win–win” situation with a potential partner?

•
What might this person find most appealing about being our partner?  (sharing information, getting recognition, etc.)

•
Who would be the best person to contact the potential partner?  (peer, authority figure, customer, etc.)

•
How should we approach this person? (letter, face-to-face, presentation, etc.)

Note: The person coordinating the strategy may not be the person who actually makes the contact. For example, a teacher may ask the school principal to set up a meeting with the superintendent.

	Potential Partner
	Strategy (be specific)
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