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The Context
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Strategic partnerships as integral part of programming

A few no-brainers:

<

» No development results without partners!

<

» No partner delivers on all our objectives!
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Building and maintaining partnerships is difficult: requires (long-term) vision, networking,
mapping, planning and specific skills!

<

» Knowledge and understanding of which partner could deliver on what!

In other words, “partner with a purpose”!
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Strategic Partnerships: Partnering with a Purpose oee

UNFPA’s partnerships contribute to the consolidation and brand positioning of UNFPA, through the
engagement of stakeholders in strategic and innovative alliances, creating a conducive environment

for the organization..

REACH
= Uplift existing partnerships for co-branding to increase visibility RESOU RCE MOB I LIZAT1 ON
« Outreach to new high impact partners = Aftracting resources for UNFPA programmes and initiative
= Building a strong base of support
Consolidation and brand positioning
of UNFPA
BRAINPOWER ALLIANCES FOR A
CONDUCIVE
ENVIRONMENT
« Qutreach to non conducive environments
« Increase leverage on civil society
= Ensure solid support for the organizational mandate
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General Principles for UNFPA's Strategic Partnerships
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« Corporations with high visibility Corporations for innovative

impact, academia and scientific solutions, scientific institutions and
Institutions, multi-stakeholder leaders, multi-stakeholder initiatives
initiatives/civil society

Focus on organizational bottlenecks
in programme implementation
Partnering on innovative solutions

* Uplift existing partnerships for co-
branding to increase visibility

* Outreach to new high impact partners

* Building a strong base of support

Parliamentarians, civil society

« Corporations and foundations, H
HNWI and their foundations, Alllances. for
Resource individuals and civil society Conducive « Outreach to non conducive

environments

Increase leverage on civil society
Ensure solid support for the
organizational mandate

Mobilization nvironment

« Attracting resources for UNFPA
programmes and initiatives
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®

% Business enterprises and foundations, including all types of business enterprises, small and medium size

K3

enterprises, national and multinational corporations, foundations. Models of partnerships include: corporate
sustainability partnerships; technical partnerships; cause —related marketing; social impact partnerships; innovation

programs and employee giving partnerships.

¢ Individuals, including the general public and High-Net Worth individuals for: individual giving programs also through

D

on line and face to face fundraising; HNWI financial donations also through social investment programs.

++» Academia and scientific institutions, to support the ICPD Agenda through institutional agreements, joint
programmes and events.

+»+ Parliamentarians to support policies, legislative and accountability frameworks through engagement of individual
parliamentarians and of associations of parliamentarians, also in non-conducive environments.

%+ Civil Society to enhance the visibility and impact of UNFPA and supporting policies and decision making processes

through: support in resource mobilization and funding; awareness building and advocacy partnerships.
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Multi-stakeholder initiatives for SDGs including public and private partners to galvanize broad-based action on

partnerships, supporting UNFPA’s mandate. 7
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++ Partner with purpose!
v" Why do you need partners and for what?
v' Do you have a strategy?
v Do you have capacity to maintain partnerships over time?
++ The importance of due diligence!
v' Who is going to vet your potential partners?
v Do you have capacity for due diligence? Or outsourcing?
v’ Risk mitigation?
«+ Building partnerships around a strategic vision!
v’ Is your strategic plan strategic enough? What'’s the win-win for a potential partner?
v' Is your vision compelling enough to build strategic partnerships around?
v' Is your end-goal SMART?
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