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Partnership Proposal
Economic Purpose
	At Wonderful Wooden widgets it has been identified that the company has fallen behind competition in regard to manufacture costs due to two significant factors.  Labour for the company is excessively costly compared to our competitors due to the higher cost of salary and benefit costs in the region where we are producing our products.  It has also been identified that relocating the manufacturing facility to the Country where we obtain the bulk of our raw materials, which is also in a region where the labour is more economical could reduce the overall cost.
	In pursuit of the most effective long term solution to our companies labour and manufacturing needs we have examined the businesses financials and facilities of those in our industry or like industry organizations from the region that we receive our raw materials for manufacture.  We have identified a company that is having difficulty with their organization in the area of global market placement and production distribution, but has a solid factory and work force.  It would be an ideal situation for our company (Wonderful Wooden Widgets) and theirs (Wacky Woods) to form a Partnership to provide the management and distribution strengths of our company with the assembly and production capabilities of their factory.
	A common business axiom is that structure follows strategy.  Yet many affiliation discussions begin as if the opposite were true, with lawyers out- lining complex explanations regarding antitrust law, displaying diagrams of corporate structures and developing requests for proposals.1  Our company is not going to do this, here we shall outline a solid structure that involves the following:  Management hierarchy and integration of Leadership styles, Company Motivation to success and career planning for workers that can be integrated into the new partnership model to minimize reductions in either facility and retain brand and company loyalty from our company base. 
Action Plan
In preparation of following the action plan we must consider that our company will take the dominant managerial and organization role and our Partner will manage aspects of resource management and production.  It is our combined goal to minimize impact to our current workforce by reductions and focus on viable business transitions to retain skilled workers where applicable.
	1. All parties to sign confidentiality agreement.

	2. List terms and conditions required on merger.

	3. Agree on new entity structure.

	4. Agree on management, dispute resolution, exit provisions, valuation formula, and capital investment.

	5. Agree on services to be provided.

	6. Agree on decision-making process.

	7. Determine process for deciding on managing partner.

	8. Develop partnership/shareholders agreement.

	9. Determine partners’ remuneration.

	10. Determine partners’ access to profits.

	11. Agree on charge-out rates.

	12. Agree on target client profile.

	13. Agree on process for any existing clients outside of new client profile.

	14. Determine time period allowed and scope of due diligence on each other’s firm.

	15. Agree on valuation of each firm’s interest at time of initial merger.

	16. Determine valuation formula and process on partner exit.

	17. Agree on location and number of offices to be maintained.

	18. Assess office and storage requirements.

	19. Agree on organization chart, partner responsibilities and staff structure.

	20. Agree on quality control, systems and procedures to be used.

	21. Determine computer hardware and software platforms to be used, including accounting, tax and firm management database.

	22. Determine employment terms for all staff and review salary levels for equality.

	23. Consider any staff redundancies.

	24. Determine working capital requirements and funding for the firm.

	25. Agree on firm bankers.

	26. Agree on firm lawyers.

	27. Agree on professional indemnity insurer and level coverage required.

	28. Agree on firm name.

	29. Provide access to historic information on client base, fees by client and fees by service range for due diligence purposes.

	30. Agree as to whether pre-merger debtors and creditors are to be combined in new firm, or collected separately post-merger.

	31. Agree as to whether work in progress of the firms is to be billed out prior to merger.

	32. Instruct solicitor to commence drafting merger agreement or partner/shareholder agreements.

	33. Professional bodies to be advised on new entity and new registration.

	34. Develop merger plan and timetable.

	35. Allocate partnership/merger responsibilities.

	36. Determine communications strategy and plan.

	37. Determine strategy to advise clients.

	38. Issue new employment agreements for all staff.

	39. Agree on human resources policies and firms.

	40. Transfer or assign existing commitments, leases etc., to new entity.

	41. Agree on timing of changeover.3


	At the completion of the partnership process we will be able to consolidate plant equipment at the new factory where labor is significantly reduced in general overhead, distribution will expand and new product placement will be accelerated due to specialization of the management facility and revenue will change minimally in the short run, however in the long run the new partnership will be able due to cost reductions in manufacture and expansion of business venture to capture a significant portion of the market share in excess of current numbers.
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