Think One Team™ Partnering Agreements

The creation of a Partnering Agreement is a key step in moving through the early stages in the

life cycle of a partnership as illustrated below.
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it is the process not the document

What is most important when creating Partnering Agreements is the experience of the parties

as they create and refine the agreement. Our process has been developed through
experience in applying the think one team™ framework in many different settings. It

recognises that some of the keys to creating effective partnerships are:

= Committing to apply the five practices of think one team™

= Being clear about the purpose of the partnership

= Understanding of each other’s situation (goals, values, pressures,

demands)

= Clarifying expectations so that trust can build

= Facilitating constructive conversations that acknowledge what is shared in

common and the real friction points

= Developing specific, measurable two way agreements about how to
communicate and to address issues that arise

=  Putting rigour around the measurement, debriefing, learning and adaptation

= Commitment and sponsorship by leaders

© 2009 thinkoneteam

Page 1



partnering agreements are not service level agreements

In the think one team book, the Service Level Agreements were thrown out and replaced by
Partnering Agreements. A Partnering Agreement still contains service standards but they are
two-way, and also include the all-important communication and conflict resolution tools /

strategies.

The fundamental difference between an SLA and a think one team™ Partnering Agreement is
that an SLA is not intended to create partnering, but rather creates a supplier-customer
relationship. This type of relationship often reduces the collaborative problem solving that is
essential to drive genuine improvements and value add.

this is what the Partnership Agreement will look like at first

The following example illustrates in a simple format, the outputs of the think one team™
partnering process between two functions. This simple visual format is used to create the

example of the visual format L
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The details as shown are then sharpened using a multi-page Partnering Agreement Template
which forms the ‘Contract’ and defines specific deliverables and behaviours for each of the
parties. The implementation is assisted by various think one team™ tools such as
Collaborative Problem Solving, Debriefing and measuring Partnering Effectiveness.
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