Joint Venture Tips 

Introduction

A Joint Venture relationship is one that is created mutually between or among two or more parties.  As a CPCA you serve a client base which in some part is comprised of a group of individuals who are age 50+.  The ideal Joint Venture Partner (JV Partner) will also serve a group of individuals in the same age bracket.  You and your prospective JV Partner will work together on a campaign that will take your combined skills to create an experience for the prospects.
We have developed a series of twelve events which we’re suggesting you can engage in.  You can find these events on your Marketing Calendar.  Most of these events are designed to be done in concert with a JV Partner.  While each of these events are slightly different, the JV Partner component is similar, and there are several considerations that you should keep in mind before beginning.
Finding Your Ideal JV Partner

Expertise and Facility for Public Speaking

As you’ve seen in your Marketing Calendar, there is a wide variety of different types of events.  Each event calls for specific qualities in a JV Partner.  You should be able to easily find a prospect that has those qualities.  By illustration, if you decided to offer a champagne tasting event in December,  your JV partner would need to be someone who is knowledgeable about champagne and someone who feels comfortable discussing that subject in front of an audience.

The latter is very important.  Many people have in depth expertise in a specific subject matter, but they may be very uncomfortable speaking in front of a crowd.  It is crucial to learn if your prospective partner is able to talk in this venue.  Ask them to provide for you other events that they’ve participated in lately.  A little due diligence now on this subject will save you headaches in the future.  You do not want to be surprised!
Customer Base In Alignment with Yours

Your best JV Partner is one who already has a customer base that also reflects the demographics you serve.  Let’s face it; the purpose of these events is to build your business.  With the right JV Partner, you could find a handful of highly qualified prospects who are coming to you with an implied endorsement from your JV Partner.
Additionally, your ideal JV Partner is one who has an active, ongoing relationship with his/her customer.  You’ll be asking your partner to participate in promoting this event, so you’ll want to make sure that they can be active in communicating this event to their constituency.  

Available Venue for Event

Many of the events we’ve suggested to you would really benefit from a venue that could be supplied by the “right” JV Partner.  We would suggest that you start your search for JV Partners who not only fit all of the criteria we’ve listed above, but who have a place of business at which your event could be held.  Many of the events require demonstration stations which could best be served by a retail presence.  
But, don’t let a lack of an adequate venue keep you away from engaging with a future JV Partner.  You will always have the potential of finding other public venues to support your event.  

The Right Chemistry

Your event will be more successful when you are certain that you have the right chemistry with your JV Partner.  Make sure that your partner is someone you feel an attraction towards…someone with whom you could develop a friendship.  You’ll want to feel that you can trust them and that the feeling is mutual.  This “chemistry” will be evident to the people attending the event, and will make the experience memorable.
Remember that the purpose of the event is to grow your business.  Make sure that your partner shares this purpose; and that you both think creatively to build an event that will bring in a number of new prospects.  The creativity should extend to the venue, the content of the event experience, the promotion of the event to your combined databases, the promotion of the event to the public, and the follow-up.  The right JV Partner will make this event a success that you both will want to replicate over and over.

Establishing a Relationship with Your JV Partner

First consideration is to determine what kind of relationship you intend to work out with your JV Partner.  Specific things to address in your relationship include:

· How you both would share the costs of putting this event on
· How you would share the actual management of the event
· How you would share the workload involved in the even
· How you would share the contact information for people attending the event
· How you would share the revenue from the event.

Sharing Costs

The approaches to this are only limited by your imagination.  You should have already prepared a fairly detailed event outline prior to investigating potential JV Partners.  Pay close attention in your outline to specific items that could require a financial investment, and obtain an estimate for each.

As you are considering how you might divide up the costs for this event, you should also think about the other items mentioned above.  A good JV Partnership doesn’t necessarily require equal sharing of each of these.  Instead you could bear 100% of the costs, while your JV Partner bears 100% of the workload.   And of course, the actual relationship could widely vary.

Sharing Event Management

You will have laid out a complete plan for this event prior to ever contacting a potential JV Partner.  So, it is likely your responsibility for event management will be more than your prospective partner.  Once you and your partner agree on the relationship, it would help you to write down who is responsible for what.
Sharing Workload

There is often much more to putting on the event than meets the eye.  In fact, putting on some of these events can entail a lot of planning…and a lot of man-hours.  Make sure that you both agree how this workload will be shared before you actually begin to execute that plan.

Sharing the Database

The primary purpose for putting on these events is to generate new leads.  So the major byproduct of the event will be new leads for you to pursue.  In theory, you will promote this event to your own customer and prospect list, and so will your JV Partner.  And, in these promotional efforts both you and your JV Partner will be encouraging your customers/prospects to invite their friends, relatives and neighbors to the event.

So, you will need to be sure to have created a process to capture the contact information of everyone attending these events.  This contact information is an asset that is generated as a result of the event, and you will have to discuss with your JV Partner how that asset will be divided after the event.

We recommend that you make it clear to the attendees when you are capturing the contact information from them, that you and your JV Partner may be contacting them in the future.  That way, you’ll not be surprising them when they see a promotion from you.

Sharing the Revenue

Your events may or may not be revenue producing.  However, if monies are collected from event attendees, you should have established a clear agreement as to how that money will divided up.  Many of the events we’ve included in the Marketing Kit have opportunities for monies to be collected, and several had third parties (local non-profit groups) come in to sell things at your event.
So be sure to have complete clarity as to how this money is collected and how it is distributed.  As you know, arguments about these things can be easy to come by; so it is important to have created an agreement and have that in writing.

Codifying the Relationship with Your JV Partner

We’ve mentioned several times the importance of defining the relationship you and your JV Partner would embrace.  Take the time to be very clear about the nature of the relationship, and about who is responsible for which aspect of your event.  Write this down in a simple document that you both can agree would be reasonable.

Don’t make this a twenty-page document filled with legalese.  But do take the time to clearly state what you each bring to the JV, what you will each do to make your event successful, and what you will each do with the leads that are generated.
Be sure to provide a copy of this document to your prospective JV Partner, and do what you can to earn his/her approval.  You’ll find that the event will proceed smoother with this document fully laid out, and with both you and your JV Partner “on the same page” regarding this event.

