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CHAPTER

16

The Collaboration Framework
Douglas M. Lambert

Overview

A new relationship
with high potential or
an important
relationship to each
side that is not a
balanced relationship
are examples where
the framework for
collaboration should
be used.

The Partnership Model should be used to structure relationships with key
customers or suppliers where there is a history of working together and both sides
view the relationship as having the potential for partnership. But, what should
management do if these conditions are not met? To be successful, business-tobusiness relationships require that each side clarifies their expectations and mutually
agree on goals for the relationship. In this chapter, we describe a framework that can
be used to structure collaborative business relationships where the conditions for
successfully using the Partnership Model have not been met. A new relationship with
high potential or an important relationship to each side that is not a balanced
relationship are examples where the framework for collaboration should be used.
The collaboration framework also can be used in the development of product and
service agreements with key customers and suppliers.1

Introduction
The Partnership Model is a tool that can be used to structure an existing
relationship between two organizations where management on both sides views
the relationship as key. Because they have a history of working together,
management is capable of scoring the drivers that can be addressed by the
relationship. They are also able to jointly score the facilitators, that is, how well the
two organizations will mesh. But this is not easily accomplished in a new business
relationship where there is not a history of joint effort. Also, it may be difficult to
bring the necessary levels of management together for a one and one-half day
partnership meeting when one side does not view the relationship as important for
corporate success as the other. However, all successful relationships require that
the management team for each side clarify expectations for the relationship and
then mutually set goals for the relationship. Once this has been accomplished, it is
necessary to prioritize action items, assign responsibilities, establish timelines, and
determine the metrics to define success. The next step is to document these action
items and performance measures in a formal product and service agreement (PSA)
so that the goals for the relationship are clear to all of those involved. The PSA
1
This chapter is adapted from Douglas M. Lambert, A. Michael Knemeyer and John T. Gardner, Building
High-Performance Business Relationships, Sarasota, FL: Supply Chain Management Institute, 2010, pp.
77-88.
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