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Seminario web

Asociaciones y colaboraciones
Facilitado por

Chaya Scott, Directora Adjunta
Nonprofit Finance Fund

2 de septiembre de 2021
1 pm Hora del Este

Presenter
Presentation Notes
My everyone, my name is Chaya Scott and I am an Associate Director with the Nonprofit Finance Fund 
I’m excited to be with you this morning and explore one of my favorite topics, partnerships and collaboration 
My background is in community organizing, youth development, and consulting with nonprofits and it was through collaborative partnerships that we were able to advance the work of each nonprofit I had the pleasure of leading.  
I want this to feel like a conversation. If you have questions, please come off mute or drop them in the chat. My colleagues Kristine, Stephanie, and I will be happy to respond 
I want to acknowledge the years of experience, passion, and purposeful leadership in this room. I want to thank you in advance for being engaged in this conversation today, being willing to share your insights and experience, and invite you to share your stories as we go through this topic.  

Transition: Before we get started, I want to begin with a practice we follow here at NFF, a land acknowledgment 
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Reconocimiento de territorios indígenas

https://native-land.ca/Le invitamos a que comparta en el chat el nombre
del territorio indígena en el que se encuentra en
este momento.

“El reconocimiento de la tierra es una 
expresión de agradecimiento y aprecio para 
aquellos en cuyo territorio uno reside, y una 
manera de honrar a los pueblos indígenas
que han vivido y trabajado en este territorio

desde tiempos inmemoriales.  

Es importante entender la larga historia que 
lo (la) ha llevado a vivir en dicho lugar y 

tratar de entender su papel en dicha
historia. 

(Iniciativas de Nativo Americanos e Indígenas de 
Northwestern University, Reconocimiento de Territorios).

Presenter
Presentation Notes
At NFF we acknowledge that the land we inhabit today was stolen from Indigenous communities. And as we are on our journey to be an anti-racist organization with a central strategy to increase our partnerships with and programs to Black, Indigenous and People of Color led and serving organizations, we are integrating Indigenous land acknowledgments as appropriate into our sessions.   
Today I join you all from the home of the [Lenni Lenape] people, a territory once known as [Philadelphia, PA]. I acknowledge the sovereign rights of these indigenous communities and the people who owned, loved and stewarded the land deserve to be named and honored.  
I invite you to share in the chat the Indigenous territory you are joining us from. If you do not know the territory, you can click on the link that we are sharing in the chat and look it up.   
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Nosotros liberamos el potencial de 
las organizaciones regidas por su
misión con:

 Capital adaptado a sus 
necesidades

 Consejos estratégicos

 Conocimientos

accesibles

Guiado por nuestros Valores
Fundamentales 

NFF se imagina un mundo en el que el dinero y el conocimiento se 
unen para apoyar las comunidades justas y dinámicas.

Dirigir
poniendo
el ejemplo

Equidad
en acción

Generosidad

Rigor sin 
mala 

actitud

CORE 
VALUES

Receptividad

Nonprofit Finance Fund: 
Donde el dinero y la misión se juntan

Presenter
Presentation Notes
We’re grateful for the opportunity to spend the next three years learning more about your vision, business model, challenges, and witness your growth journey.   
(1) The NFF is on a mission, committed to building a more equitable and just social sector that supports community-centered organizations led by and serving people of color so they have access to the financial resources and knowledge needed to realize the community’s aspirations.   
NFF does three things: We provide loans to nonprofits; we do financial consulting for both nonprofits and funders; and we use the things we learn in our lending and consulting work to advocate for better funding practices across the sector.  
With over 40 years of experience strengthening nonprofit organizations to improve the way money flows to do social good and with less restriction to these community-centered organizations  
Explore new ways of offering financing, consulting, and advocacy in service of community-centered organizations  
Partner with community-centered organizations and funders to co-create innovative products and services that support community-led solutions     
Hire diverse professionals with lived experience and engage staff in ongoing social justice curriculum  
Why: We are on a journey to correct the legacy of racist, systemic underfunding that has denied organizations led by and serving people of color access to money and other resources – and to acknowledge and correct our participation in this inequitable funding system.  

We help mission-driven organizations achieve their communities' aspirations through:  
Tailored investments, in the form of LOANS  
STATEGIC ADVICE, or capacity-building to nonprofits and funders, for example, providing financial strategy and management consulting  
And finally, we provide INSIGHTS about the work we’re doing on the ground, sharing what we’re seeing, our lessons, ideas and data…  
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Normas del grupo

La sesión de hoy es un intercambio de aprendizaje en un entorno
libre de juicios
 Hable libre y francamente

 Haga preguntas

 Respete la confidencialidad:  Lo que se diga, se queda aquí

 Todos estamos aquí para aprender:  Lo que se aprenda, se 
comparte fuera de aquí

Cuídese y cuídense mutuamente
 No dude en apagar la cámara si es necesario, levantarse y 

estirarse

Respete las diferentes perspectivas
 Base sus comentarios en su propia experiencia

 Todas las experiencias son válidas

Presenter
Presentation Notes
We'd like to start by quickly reviewing Norms for our virtual space <read through> 
Mention for judgement free zone that there’s also the element of self-judgement to be aware of and push back against 
In terms of participation, to that end, at specific points throughout the presentation, we'll invite you to share reflections or via chat or voice.   
if you have specific questions as we go the material, please feel free to drop them in the chat and my colleagues will keep an eye on them. We’ll do our best cover all questions by the end of the presentation. 

Ask: Can we see a thumbs up of agreement. Anything to add? Anything else that people want to raise or add to this list?  
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Próximas sesiones

Abril
15

Abril 
29

Mayo 
13

Junio 
3

Junio 
10

Junio 
24

Julio 
1

Julio 
22

Ago 
5

Ago 
19

Sept 
2

Sept 
16

Para funcionar
en un mundo
cambiante
Partes 1  + 2

Planificación
financiera
Parte 1 (Estado 
de resultados) + 
Parte 2 (Balance 
general)

Planificar
el flujo de 
dinero 

Presupuestación
estratégica y 
planificación para 
posibles
situaciones

Entendimiento
de su
combinación
de misión y 
dinero

Manejo de 
riesgos y 
oportunidades

Entendimiento
del costo
global

Aspectos
económicos de 
las asociaciones
y colaboraciones

Liderazgo
financiero
por las juntas 
directivas

Relato de su
historia
financiera

Presenter
Presentation Notes
The last session in this 12-part series is: Financial Leadership for Boards. My colleague Michael Kass will discuss strategies for board members to better serve their respective nonprofits by building their knowledge in financial management and understanding their roles and stewards of the mission, finances, and governance of the organization.  
Thursday, September 16, 2021 1PM ET/ 10AM PT 
Board members can better serve nonprofits when they are well-versed in financial management and understand their roles as stewards. This webinar reviews how boards can help guide nonprofits by thinking big-picture in identifying strengths, gaps, opportunities, and risks; understanding financial health and performance; and supporting an organization through times of crisis.  



6 nff.org    © 2019 Nonprofit Finance Fund

Metas de aprendizaje

Reconocer las condiciones para las 
colaboraciones exitosas

Evaluar su preparación, posibles
asociaciones y facilitar conversaciones
productivas con socios potenciales

Identificar consideraciones financieras y riesgos
(incluyendo costos globales relacionados con 
asociaciones y colaboraciones )

CUESTIONARIO

Presenter
Presentation Notes
It is my hope and intention to give you an understanding of what collaboration is, assess when its necessary to collaborate, how to do it effectively, and ensure your organization achieves its goals as a result of your strategic, collaborative relationship. So, whether are currently in  
Early stages of exploring a potential partnership/collaboration. 
Actively engaged in assessing a potential partnership/collaboration 
Already engaged in a partnership/collaboration 
None of the above 
 
We hope you gather tools for your toolbox to:  
Recognize the factors for successful collaborations (part of that is getting very clear on our own value proposition, what is it we are bringing to the relationship – and how do we distinguish between the various forms of collaboration, including what makes a partnership vs. collaboration) 
Evaluate alignment (mission, purpose, strengths, and skills when considering new collaborative partners 
Assess partnership prospects & facilitate productive conversations with potential partners 
Identify financial considerations & risks (including full costs in partnerships and collaboration) 
 
 
Ask/Action: In just a moment, we will launch a poll to gauge where some of you may be in this exploration already. 
So that we can pace today’s content appropriately with this virtual room, we invite you to share where you are starting in this conversation. 
POLL 1:  Where are you in your exploration of partnerships and collaboration? 
Early stages of exploring a potential partnership/collaboration. 
Actively engaged in assessing a potential partnership/collaboration 
Already engaged in a partnership/collaboration 
None of the above 
Stephanie, we can go ahead and close the poll.   
[READ THE RESULTS OUT LOUD].   
Thank you for grounding us in where you’re starting from … 
 
Transition: ___ % are in the early stages of collaboration, ___% were actively engaged, __% were already engaged, and __% are still exploring.  
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¿Cuáles son los beneficios potenciales de la 
colaboración?

$ $

$

Presenter
Presentation Notes
Ask: As you consider collaborating, evaluating your current collaborative relationships with other organizations or beginning to think about the possibility, what potential benefits come to mind? 
You can share your comments in the chat  
Being clear about the benefits is important because collaboration can be messy, joyous, frustrating, rewarding, and great learning opportunity for all parties involved 
Remembering your why (purpose, intention, reason for wanting to partner) will be important when things inevitably get tricky  
The key is to assess your readiness, plan well, be strategic in your approach, and be clear what you bring to the work, and how you will sustain it 
We will explore each of these components through this experience 

But the benefits are clear: Galvanizing the support of many players, from different sectors, who agree to a shared understanding that mission and outcomes--- the result of the hard work and a greater likelihood of affecting positive change in our communities. 
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”La forma depende de la función”

The Wainwright Building, St. 
Louis, MO

1.¿Qué meta(s) estamos
tratando de alcanzar?

• 2. ¿Cómo debe 
estructurarse la 
colaboración para que se 
logre la meta(s)?

Presenter
Presentation Notes
There is a helpful mantra from 19th Century architect, Louis Sullivan – that has become the touch stone for architects.  It says “form follows function” which means that the purpose of a building should be the starting point for its design. The phrase is relevant for today’s partnerships/collaborations in the nonprofit sector. 
Before determining the right structure for your collaboration, it’s important to get clear on your goals, what is the function, and vision for your work together 
Only after getting that clarity can you then begin to explore which structure or form is appropriate.  What is the function you seek first, then what is the form. 

TRANSITION: SO LET’S talk about getting clear on your goals and purpose for collaborating … its also important to determine your readiness.  
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Un modelo
para crear la 
capacidad: 
Marco de 
Capacidad de 
McKinsey & 
Company

Aspiraciones

Estrategias

Habilidades para organizar

Recursos 
humanos

Sistemas e 
infraestructura

Estructura de la 
organización

Cultura

Presenter
Presentation Notes
Preparing for collaboration requires we build our infrastructure to support the work.  
I would like to introduce this concept as a framework that would help to get you to the place of better understanding your goals and the most appropriate structure  
 
•The pyramid demonstrates: 
•-The relationship between the different elements 
•-Suggests that capacity building is a process 
•-Highlights the importance of organizational culture 
•-Why is an organization’s culture relevant to its capacity building efforts? 
•-Culture is pervasive-affects every aspect of capacity 
REVIEW THE GRAPHIC 
•-Aspirations: What as our purpose and goals? 
•-Strategy: How will we achieve them? 
•-Leadership: What will get us there? 
•-Marketing: What additional skills will we need? 
•-Infrastructure: how are organized and supported to deliver? 
•-Innovation: How will we work together? 
•-Culture and shared values: How will we accelerate progress?  
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Asociación – una relación
cooperativa formada con derechos 
y responsabilidades especificadas

Colaboración – cooperación para 
lograr una meta en común; podrá
ser formal o informal.

¿Cuál es la diferencia?
Asociación vs. Colaboración

Presenter
Presentation Notes
Read the Slide: We will spend our time today discussing collaboration 

The terms Collaboration vs. Partnership:  are often used interchangeably.  
They both exist within the category of longer-term relationship of mutual goals, decision-making – but the distinction is often whether there is a formal contractual relationship involving close cooperation between two or more parties having specified and joint rights and responsibilities. ...  
A collaboration involves cooperation in which parties are not necessarily bound contractually.” 
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Competir Coexistir Comunicar Cooperar Coordinar Colaborar/
Asociarse

Integrar

Competir por los 
clientes, 
recursos, 
socios, atención
pública

Sin conexión
sistemática
entre entidades

Compartir
información
entre entidades
(por ej., para 
establecer
relaciones)

Según sea 
necesario, a 
menudo 
mediante
interacciones
informales, para 
actividades o 
proyectos
concretos

Organizaciones
ajustan y alinean
sistemáticamente
el trabajo entre si
para conseguir
mejores
resultados

Interacción a 
mayor plazo con 
base en la 
misión y metas
compartidas; 
encargados de 
tomar
decisiones, 
recursos

Programas, 
planificación, 
financiamiento, 
fusiones
plenamente
integrados

Las formas de colaboración varían según el nivel
de integración

Menos integración Más integración

• La estructura de la relación debe alinearse con los objetivos de la 
colaboración: La forma depende de la función

• La estructura tiene muchas posibilidades: No hay una talla única

• Todas las formas pueden influir en un programa o modelo de 
operaciones de la organización

Presenter
Presentation Notes
The term collaboration is broad.  It’s helpful to recognize a broad spectrum of how organizations collaborate.  
The term collaboration gets bandied about quite a bit and can have a whole variety of meanings depending on who you’re talking with.  
When we use the “collaboration” or partnerships, (for the purposes of this discussion) we’re referring activities that change the nature of relationships between organizations – in that they integrate in some way with one another. [CLICK] 
You can think of collaboration on a spectrum – one that varies by degrees of integration.  
On the left [of this visual] we have less integration and on the right, more integration. The more you move to the left, the more we’re talking about forms that don’t require integration:  These activities don’t require integration, like sharing information, or coordinating programs – maybe by referring clients, or scheduling events opportunistically.  
There’s certainly some level of a relationship there, but it’s not particularly formal, and certainly does not require any integration between the partners. These relationships are important too, but they’re not the focus of today’s webinar. 
 
When we refer to collaboration and partnership, we are typically referring to those activities that involve or need some level of coordination, or systematically aligning work and outcomes with each other for greater outcomes.   
A few examples of collaboration forms across this integration spectrum: Shared revenue or expenses, Joint programmatic or operational ventures, Parent-subsidiary relationships, and full merger or acquisition. 
Bear in mind too that these are not the ONLY structural options. Depending on the goals of the partner organizations, and the terms agreed to by the partners, virtually any structural option is possible. 
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¿Por qué colaboran las organizaciones no lucrativas? 
¿Cuáles son las áreas en las que suelen colaborar?

• Para alcanzar las economías de escala:
 Organizaciones potencialmente ahorran dinero por medio de la 

eficiencia

• Para promover la misión mediante un proceso más
eficiente de alcance y remisiones:
 Grupos similares colaboran para tener un flujo constante de clientes

• Para aumentar el valor añadido de cada organización:
 Las organizaciones colaboran para ampliar lo que ofrecen o servicios

sin necesariamente aumentar su presupuesto

• Para protegerse de los riesgos:
 Los socios pueden “compartir el riesgo” inherente a la experimentación

e innovación

Ahorro de 
costos

Ampliar el 
alcance o 
impacto

Mitigar los 
riesgos

Presenter
Presentation Notes
We at NFF commonly say there are 4 areas to consider when exploring a successful partnership  
READ THE SLIDE 
Let’s discuss each one in turn now. 
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¿Está LISTO para LOGRAR sus aspiraciones colaborativas?

Evalúe su preparación: 

 Conocimiento: ¿Tiene suficiente información? 
 Confianza: ¿Han establecido relaciones sólidas?
 Recursos: ¿Tienen recursos para contribuir? 

 Riesgos: ¿Es capaz su organización de cumplir con el trabajo?

Presenter
Presentation Notes
We at NFF commonly say there are 4 barriers to successful partnership – barriers that can stop collaborations from starting or can hinder their ability to achieve intended goals
These barriers are: knowledge (or not properly understanding the process and potential pitfalls), not trusting your partners, not having resources that are sufficient to see the partnership through, and the financials risks of entering into the unknown
Let’s discuss each one in turn now.
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Retos Prácticas recomendadas

CONOCIMIENTOS: ¿Tiene suficiente información?

• No estar seguros de que la 
colaboración es la estrategia correcta
para su organización

• Problemas imprevistos con los socios

• Entendimiento claro de la estructura
necesaria para la colaboración

• Llevar a cabo un proceso abierto
y franco de planificación
estratégica

• Evaluar la reserva actual de 
conocimientos y habilidades de 
su organización

• Investigar la colaboración en su
sector y/o contratar un consultor 
experimentado

Presenter
Presentation Notes
Knowledge in some ways can a relatively easier barrier to overcome.  
Although each collaboration is unique due to it’s specific set of partners, goals, personalities, and other circumstances – its important to access the resources (information) and experts available to help explore, plan, and implement collaborative ventures. 
(CLICK) Some of the most fundamental challenges nonprofit leaders face when considering partnership are listed here on the screen 
Though they look relatively simple, right here, they can be quite nuanced and complex.  
Where there are apparent knowledge or expertise gaps, consider involving a consultant who can not only add an outside perspective and bring experience, but who also can add capacity by helping to manage the process because, of course, its going to take time 
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Reduciendo las ventajas intelectuales y financieras
Ejemplo: Desconocimiento de los datos

¿Qué hay que 
medir?

• ¿Para gestión del desempeño de la planificación interna? 
• ¿Para las asociaciones? 
• ¿Para el cumplimiento? 

¿Qué sistemas
se necesitan?

• ¿Para la recolección y análisis de datos?
• ¿Para la prestación y facturación de servicios?
• ¿Para tener acceso a y compartir datos?

¿Cómo afectará
esto su capital 

financiero?

• ¿Las inversiones iniciales requeridas? 
• ¿Costos continuos? 
• ¿Gestión de ingresos, cuentas por cobrar?

Presenter
Presentation Notes
If we’re talking about knowledge barriers to successful collaboration, a prime example is often data. Amongst the collaboration, who will have access to data and how will it be shared and/or merged? Addressing the Data Knowledge gap requires agreement on data points, how it is shared, used, and interpreted.  
So, starting from What data needs to be measured for:  
   - is it Internal performance management and funding?  
   - is the success of your partnership determined by an indicator?  
   - is there data that is required for compliance purposes? For example, is there data that is required to process an invoice or grant reimbursement?  
Then we have to think about What systems are necessary? 
What’s necessary for data collection and management- maybe  
# of visitors to our in-person or virtual presence 
# of youth served 
[what outcomes vs. outputs may be needed?] 
      - or for Data access and sharing 
A system that works across all stakeholders organizations 
In accordance with HIPAA requirements or something similar  
    - and lastly, what will this data cost to collect or to build a system? What will it require? financial management tools (e.g. of accounts receivable) or a new system investment? 
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Retos Prácticas recomendadas

CONFIANZA: ¿Han establecido relaciones sólidas?

• Temor…a la incertidumbre, al 
cambio, a la falta de control

• Culturas incompatibles

• Falta de transparencia

• Considerar la posibilidad de asociarse con 
aquellos con los que ya tienen relaciones

• Crear oportunidades para que el personal y 
miembros de la junta directiva establezcan
relaciones informales

 ¡Los alimentos y las bebidas suelen facilitar el 
convivio!

• Identificar el alineamiento y las deficiencias, y 
abordar los asuntos difíciles desde el principio

• Poner los compromisos por escrito: El apretón
de manos sirve solo hasta cierto punto

• Estar consciente en todo momento de las 
alternativas a la colaboración

Presenter
Presentation Notes
Trust can be the most difficult potential barrier to overcome, and it speaks more to our emotional selves and fears 
 Mistrust or reticence is often fueled by fear of uncertainty, of change, of loss of control – all of which are somewhat inherent in moving in the direction of a strategic collaboration.  
 These feelings are what underlies that reaction of “well that’s not the way WE do it”. It also speaks to the challenge of cultural differences between organizations.  
 To mitigate these issues consider partnering with nonprofits with whom you already have some form of an existing relationship.  
An initial awareness of an organization’s work and the people on their staff and boards can help build relationships faster –  
and as you move further down the path toward a collaboration, finding the right time to make connections across the board and staff provides a greater level of buy-in and multiple relationships that create a stronger bond between the partner organizations.   
Don’t overlook the idea that food and drinks help to get conversations started and ease people into a more social and relaxed atmosphere to discuss their aspirations and reservations about collaboration. 
 Throughout the process, understanding where there is alignment between the partners and where there are gaps allows you to navigate the more difficult conversations early on, and come back to the common ground that is shared when conversations get difficult. 
 And finally on the topic of Trust, I encourage potential partners to  
Memorialize your conversations (meeting notes) 
Spend time together (watch each other in action) 
write their commitments down whether in an Memorandum of Understanding or some other collaboration agreement document. Because when there’s an agreement to return to with clearly articulated expectations, you don’t have to rely on a handshake and you can avoid some common misunderstandings. 
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Retos Prácticas recomendadas

RECURSOS: ¿Tienen recursos para invertir?

• La colaboración requiere de un 
compromiso de tiempo substancial por 
parte del personal ejecutivo y junta 
directiva

• Costos financieros únicos para 
investigar, planear e implementar

 Consultores

 Cambio de tecnología y/o sistemas

 Cambio de imagen

 Cambios relacionados con el personal

• Es posible que a corto plazo sea difícil
ahorrar costos

• Temor a perder el financiamiento

• Colaborar primero por motivos
relacionados con la misión

• Designar un grupo de trabajo compuesto
de personal ejecutivo clave y miembros de 
la junta, anticipar una inversión de tiempo
significativa

• Comunicarse clara y francamente con los 
financistas en el momento adecuado

• Solicitar financiamiento para los costos
unicos y determinar el modelo de 
operaciones para gastos continuos

Presenter
Presentation Notes
Next potential barrier is resources, which we can think of in terms of time and of money. 
With respect to time: Thoughtfully exploring, planning, and implementing collaborations doesn’t happen over night.  
CEOs and Executive Directors who are in the middle of their collaboration work, often comment on the fact that the work can feel like a second job on top of running the day-to-day of the organization. 
On the financial side of resources: There are real costs of pursuing a collaboration or merger that can include:  
Consultants (whether that’s for expertise or just because you don’t have enough hours in the day to do it all yourself) 
Technology Systems changes (what upgrades or new platforms are required for integration?)  
Re-branding 
Personnel-related changes 
And most likely others 
Because of the added costs of pursing a collaboration, cost savings can be difficult to realize in the short term as those gains might be offset by the expense of getting the collaboration up and running. 
And finally, despite the prevalent wishes of funders for nonprofit organizations to collaborate, there do sometimes exist financial disincentives to collaboration.  
Unfortunately, it is the case with some funders or government agencies that a collaboration could result in an overall funding reduction due to their particular grantmaking or contracting policies. 
 In order to mitigate these challenges to the extent possible, consider the practices recommended here: 
Collaborate for mission reasons first – this gets back to a theme that I already mentioned, but focusing on mission as the primary driver will ensure that if it takes a longer-time than planned to generate cost savings (or other operational efficiencies) there will still be positive reasons for collaborating.   
Another best practice: Designate a task force of key senior staff and board members, plan for significant time investment.  
Communicate clearly and candidly with funders when the time is right – You know your funders better than anyone, determining a plan for the right time and approach to discuss the potential collaboration will help them feel informed, and provide you with the opportunity to clearly and directly make the case for their continued or increased support. 
And relatedly, be explicit about seeking funding for one-time costs related to collaboration, as well as any new costs associated with the collaborative business model  
This last piece I want to dig into a bit further before we wrap up:  
Ensuring we are considering the financial cost of collaboration and partnership 
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¡Una estructura de capital sólida (balance general) 
es la mejor protección contra los riesgos!

RIESGOS: ¿Puede su organización sostener las actividades?

• Si su organización …

 No tiene dinero en efectivo o cuentas por cobrar

sin restriccciones

 Tiene una línea de crédito agotada

 Carece de reservas, o tiene pocas reservas a disposición de la directiva

 Tiene activos fijos bastante desgastados

…tiene muy poca capacidad de adaptar sus servicios, forjar nuevas asociaciones, 
y exponerse a nuevos riesgos.

• Riesgos – Dinero en efectivo = Crisis

Presenter
Presentation Notes
Finally, from a financial perspective thinking about risk, organizations with healthy capital structures (flexible balance sheet resources to adapt and reinvest in services and activities), are those most able to manage through any risks associated with collaborations.
If nothing else- because collaborating usually means you are trying approaches you’ve never tried before or you are setting the bar for success even higher than usual- there is likely to be risk.
So if your organization has 
No unrestricted cash or receivables
A fully drawn line of credit 
Little or no reserves available to management
Significant wear-and-tear of fixed assets
Then, as I’ve said, it has very little ability to adapt, take on risks- and most importantly for this webinar, very little ability to forge new successful partnerships
 Because at the end of the day, risk of any kind without cash becomes a crisis�So, if you are considering collaboration, remind yourself that you need to get paid for the cost/time to collaborate, let alone that the collaboration (and the associated programs and services) needs funding in order to be able to thrive and sustain your collaboration�we need to have explicit conversations with ourselves, our partners, and our funders about what it costs to actually do the work and be healthy, viable organizations who can continue to serve our communities.
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• Es importante que las organizaciones en lo individual y el grupo de 
colaboradores en su conjunto entiendan y articulen sus costos globales

Los que colaboran debe pensar tanto en las necesidades
iniciales como las continuas.  Estos impactan los gastos de 
dos maneras:

Necesidades únicas y continuas
¿Cuáles son los costos globales de la colaboración?

Costos únicos, 
iniciales o periódicos

• Modernización de la 
tecnología

• Inversiones de capital
• Consultores
• Estudios de viabilidad

Gastos anuales
adicionales

• Nuevo personal
• Suministros para los 

programas
• Costos de evaluación
• Capacidad de generar fondos

Presenter
Presentation Notes
Organizations thinking about collaborating must think of both start up and on going costs associated with this work  
It is useful to divide these costs into these two categories both because these expenses behave differently (one-time vs. on-going) and because the funding to pay for these types of costs can be different 
When building a collaboration, you’ll need to think about the one-time upfront costs 
Technology upgrades 
Capital investments 
Consultants 
Feasibility studies 
As well as additional annual expenses like new staff or program supplies. 

Ask yourself, Is my organization ready?  
Do we have the knowledge, trust, resources, plan to mitigate risk so we can sustain this work?  
If you are sure this is a journey you hope to continue on, then its time to explore what you bring to the table 
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Auto evaluación:  Fuertes fundamentales

 Relaciones y reputación – nuestras
colaboraciones, redes y reputación y acceso a 
los recursos comunitarios

 Gente y habilidades – las habilidades, 
conocimientos especializados, experiencias del 
personal, junta directiva y voluntarios

 Datos y conocimientos prácticos – cómo
sabemos que lo que hacemos da buenos 
resultados, cómo entendemos el impacto que 
tiene nuestra misión

 Financieros – el alineamiento de los recursos
financieros para cubrir el costo de nuestras
actividades – cumplimiento y respaldo de la 
misión a plazo corto y más largo

Es importante entender todo el conjunto de fuertes y recursos que 
contribuimos a la situación:

Financiero Datos y conocimientos
prácticos

Gente y habilidades Relaciones y 
reputación

• Éxito de la 
misión

Presenter
Presentation Notes
This is one of NFF’s core frameworks: called Complete Strengths Framework.  
This framework is a useful approach to assessing the skills and capacities that your organization has as well as uncovering where you would benefit from partnering with others- or what gaps you need to be aware of when entering into partnerships.  
 I’m going to go briefly through each component, but I want to emphasis that although we at NFF regularly work with numbers and are perhaps most comfortable in finance, we don’t think about finance in isolation.  
And that is especially true when thinking about your organization’s strengths and gaps in relation to collaboration; these pieces all fit together and are all necessary for mission (and collaboration) success.  
relationships and reputation –  
people and skills –  
and data and know-how for delivering on mission. 
We see is many organizations are able to achieve mission success despite limitations on financial strength: 
I invite you to begin to do this right now for your organization.  it’s important to understand how the lack of access may affect where we have strengths. 
For example, we often work with clients who don’t have big budgets or balance sheets, so, on paper, they don’t look like they have a lot of strength. They may not have boards with deep pockets or connections to big funders. 
But when we look at them through this holistic lens, we can see how their volunteers contribute thousands of hours of skilled expertise, how their relationships in the community brings resources and open doors, how their ability to learn and iterate on their programs makes them nimble and effective. This is a strong organization, regardless of what the numbers say.  
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Gente y habilidades

Habilidades, conocimientos, y aptitudes del personal, ejecutivos y 
líderes para cumplir la misión ahora y en el futuro

¿Qué se requiere para esto?
 Equipo de líderes con mentalidad

estratégica y analítica bien desarrollada
 Equipos programáticos con amplios

conocimientos especializados en la materia
 Capacidad y recursos para reclutar, retener

y capacitar a personal talentoso
 Comunicación y transparencia con equipos

internos y externos

Preguntas referentes a la asociación
 ¿Qué tipo de cultura organizativa

empataría con o complementaría la 
suya?

 ¿Necesitan personal adicional o 
nuevos conocimientos especializados?

Éxito de 
la misión

Presenter
Presentation Notes
People & Skills, knowledge, and abilities of staff, management, and leadership to deliver on mission now and in the future 
Again, it requires:  
Leadership team with strong strategic & analytic mindset 
Program teams with strong subject matter expertise  
Ability and resources to recruit, retain, and train talented staff 
Communication and transparency with internal and external teams 
Do we have the right staff and skills to achieve our mission goals? 
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Conexiones con interesados externos (miembros de la comunidad, financistas, 
proveedores de servicios, etc.) que les ayuden a sacar adelante su misión.

Relaciones y reputación

¿Qué se requiere para esto?
 Una cultura de confianza y transparencia
 La buena disposición de compartir

experiencias en general, a pesar de los 
riesgos

 Compromiso con la asociación en momentos
de ambigüedad

 “Fuerza” colaborativa para coordinar la 
asociación

 Tener una perspectivo sobre los servicios
que prestan en relación con su “ecosistema”

Preguntas referentes a la asociación
 ¿Cuáles son las organizaciones con 

las que ya tienen buenas relaciones?
 ¿Hay alguna que concuerda con la 

suya en su actual red de contactos?

Éxito de 
la misión

Presenter
Presentation Notes
Relationships & Reputation (or social capital): or the connections with external stakeholders (community members, funders, service providers, etc.) to help you advance your mission. 
This might include some collaborations you already have underway or more broadly, where you fit in your ecosystem. 
But it requires:  
A culture of trust and transparency  
A willingness to share experiences broadly, despite the risks 
Commitment to partnership in times of ambiguity 
Collaborative ‘muscle’ in coordinating partnerships 
Perspective on the services you provide in relation to your ‘ecosystem’ 
So strong social capital is often crucial when setting up successful collaborations. 
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Datos y conocimientos prácticos

¿Que se requiere para esto?
 Personas que gestionen, midan e 

interpreten los datos
 Dinero para costear los sistemas y 

procesos
 Relaciones con otros para compartir

información

Una cultura de aprendizaje que usa datos cuantitativos y cualitativos
instantáneamente para mejorar la prestación de los servicios y la toma de 
decisiones.

Preguntas referentes a la asociación
 ¿Tienen como meta su asociación

proveer servicios a más personas o 
relacionarse más fondo con ellas? 

 ¿De qué manera puede un socio 
agregar valor a sus programas y/o 
servicios?

Éxito de 
la misión

Presenter
Presentation Notes
Slide: Intellectual Capital (2 min)
Strength of intellectual capital is weighed against the quality of data you collect (or have access to) and the way you use it. 

First, thinking about your organization’s data and know how: how your organization thinks about learning, and how it uses real-time quantitative and qualitative data to enhance service delivery and decision-making (CLICK)
Do you have: 
People to manage, measure, and interpret data
Dollars to pay for the systems and processes
Do you have existing Relationships with others to share information? If so, how is that going so far?

Beth: can we make our impact stronger with a partner?
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¿Qué se requiere para esto?
 Entender el Costo Global al cumplir con la 

misión
 Personal y liderazgo para obtener los 

ingresos devengados y contribuidos
 Sistemas para monitorear y analizar el 

financiamiento
 Relaciones con financistas y una 

reputación sólidaMission 
Success
Éxito de 
la misión

El alineamiento de sus recursos para cumplir con y respaldar su misión
inmediatamente y a largo plazo

Financiero

Preguntas referentes a la asociación
 ¿Qué tipo de cultura organizativa

encajaría con o complementaría la 
suya? 

 ¿Necesitan personal adicional o 
nuevos conocimientos
especializados?

Presenter
Presentation Notes
Slide: Financial Capital (2 min)
Strength of financial capital is measured in terms of the financial resources your organization has to deliver on quality services and be durable (and adaptable) over time – and through changes (change you cannot avoid or control).  
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Fuertes:

Deficiencias:

Fuertes:

Deficiencias:

Fuertes:

Deficiencias:

We offer:

Fuertes:

Deficiencias:

¿Qué CONTRIBUYEN ustedes a la relación con los colaboradores? 

Presenter
Presentation Notes
Now bringing it back to thinking about your potential collaboration, I would remind you to think of the complete STRENGTHS  framework in terms of assessing your strengths and gaps. 
It’s not hard to turn this into a template – similar to what you see on your screen - to work through with your leadership team. 
Just as with any relationship in life, it’s important to understand ourselves (and what we need) before we can hope to have a healthy relationship with others, right?
And this is really that initial internal assessment
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Fuertes:

Deficiencias:

Fuertes:

Deficiencias:

Fuertes:

Deficiencias:

We offer:

Fuertes:

Deficiencias:

¿Qué es lo que NECESITAN de la relación con los colaboradores?

Presenter
Presentation Notes
Now bringing it back to thinking about your potential collaboration, I would remind you to think of the complete STRENGTHS  framework in terms of assessing your strengths and gaps. 
It’s not hard to turn this into a template – similar to what you see on your screen - to work through with your leadership team. 
Just as with any relationship in life, it’s important to understand ourselves (and what we need) before we can hope to have a healthy relationship with others, right?
And this is really that initial internal assessment
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Ofrecemos:

• Buenas
relaciones con 
entidades
filantrópicas

• Reservas
designadas por la 
junta directiva

Queremos:

• Historial
comprobado de 
la exitosa
implementación
de nuevos

programas

Ofrecemos:

• Gama de 
servicios

• Resultados
mensurables

Queremos:

• Compromiso con 
las cuestiones

identificadas

Ofrecemos:
• Personal 

permanente
• Profesionales

acreditados

Queremos:
• Líderes

experimentados
• Personal 

comprometido

Ofrecemos:
• Asociaciones

sólidas con 
organizaciones

comunitarias
locales

• Muy buena
reputación

Queremos:
• Una voz

defensora a nivel
local

• Muy buena
reputación

• La capacidad de 
preservar nuestra

imagen

¿Qué contribuyen y necesitan de una colaboración?

Presenter
Presentation Notes
Bringing this all together, I wanted to share an example for what this assessment of collaboration strengths and gaps could look like:  

So let’s walk through this together:  
Next, in terms of your other relationships in the community (bottom right): 
you might have deep local partnerships and a great reputation and are looking for someone with a state-level advocacy voice or connections, and the ability to maintain your brand even as you partner with an organization with a great reputation.   
If we move to human capital (Bottom left): you might have long-tenured staff who know your organization really well and have the properly credentialed team members. 

You are looking for a partner with a strong financial leader (an experienced CFO), a committed Board, and a culture that is focused on improving internal processes, always seeking improvements and best practices 

And finally, from a financial perspective: you might offer strong philanthropic relationships that have resulted in consistent fundraising dollars, and you have board-designated reserves to help you navigate risk and pursue future opportunity. 

To balance this, you are seeking a partner with a proven track record of grant management, which might not be because you are weak in that area, but because you know given your funding model, this is a necessary skill area in a partner 

So it’s not always about what you are missing, but also about knowing what you are going to need in the collaboration in order to achieve impact.  

Although this is just an example, I hope this gives you a glimpse of what how this framework might uncover your strengths and gaps when assessing a good collaboration or partner. 
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REPASO: Evaluación de la(s) organización(es) asociada(s)

Éxito de 
la misión

Datos y conocimientos
prácticos
¿Tienen como meta en su

asociación prestar
servicios a más gente o 

profundizar en su relación
con ella? ¿Cómo pueden

agregar valor a sus 
programas y/o servicios al 

tener un socio? 

Relaciones y reputación
¿Cuáles son las 
organizaciones con las 
que ya tienen una 
relación? ¿Existe una 
organización que encaje
con la suya en su red de 
contactos?

Gente y habilidades
¿Qué tipo de cultura

organizativa encajaría
con o complementaría la 

suya? ¿Necesitan
personal adicional o 

nuevos conocimientos
especializados?

Financiera
¿Qué características

financieras
complementarían las 

fuertes y deficiencias de 
su organización?

Presenter
Presentation Notes
But then, of course, collaboration requires someone else- another entity. 
Now, we aren’t going to spend time talking about finding a good partner, as in, where to actually find that partner, because you are all much better positioned to do that.  
However, we do want to provide some guiding questions for how you can assess those partners, once you’ve identified them.  
Again, offering our complete strengths framework to guide how you assess your organization’s needs when it comes to collaborating, 
For Data & Know How:  Is your goal to serve more people or go deeper with them in your partnership? How can a partner add value to your programs/ services? 
In essence, how would they help you do what you do better?  
Relationships & Reputation (social strengths): With which organizations do you already have good relationships? Is there a match in your existing network? 
People & Skills: What sort of organizational culture would match or complement yours? Do you need additional staff or new expertise? 
And financial strengths: What financial characteristics would complement your organization’s strengths and gaps? Like a strong balance sheet or consistent government contracts. 




29 nff.org    © 2019 Nonprofit Finance Fund

El desarrollo de su oferta de valor para la colaboración

 What is the 
problem you’re 
looking to 
address 
through 
collaboration? 

 Why is this 
important? 

 What outcomes 
do you produce? 

 Among what 
target pop(s)?

 What services 
does your 
organization 
deliver to achieve 
these outcomes?

 What pre-existing 
relationship/track 
record do you 
have with your 
partner(s)? 

 How does your 
organization 
deliver results 
better than a 
partner or 
peer’s
alternatives?

 What unique 
strengths do 
you bring to the 
table?

El problema es 
urgente para 

ustedes y su socio

Cómo su
organización da 

solución al 
problema y los 

resultados que se 
desean

Por qué ustedes
son mejores que 

la alternativa
El apoyo que 

ustedes necesitan

 What capacities 
will need to be 
acquired, 
expanded or 
bolstered to 
partner? 

 What are the 
corresponding 
resource needs 
(financial and 
otherwise)? 

Presenter
Presentation Notes
In making the case for collaboration, whether that is making the case to a potential partner or to yourself, we encourage you to think about what is your value proposition for this partnership?  In thinking about this partnership, you can develop this proposition together – using the questions we’ll walk through here.  
What is the problem you are looking to address?  Again what are the motivations?  What are you trying to address through partnership?   
Then we need to get clear on the problem you are solving for (again, what is the motivating factor for collaboration- is it efficiencies? Is it mission expansion?), what do you do – in general, what services do you provide?, what makes you unique and then what do you need?  
So to help you think about these aspects of the value your organization brings to your work- and to a potential partnership  

I would offer some guiding questions: 
(CLICK) Firstly, what is the problem you are looking to address with collaboration? And then perhaps, why does this matter? Why is this important?  
 (CLICK) Next, what do you do? What outcomes do you produce? Who are your clients- who do you serve? Do you have any pre-existing track record with partners? 
 (CLICK) Then of course, why you are a better alternative than others: how does your organization deliver better results, (What is it that you do better than anyone else?), ? What unique strengths do you bring to the table?  
 (CLICK) And- as we are assessing our strengths, we need to think about our gaps as well, if nothing else so that we can be prepared to speak to them with our potential partners: What support will you need and what capacities will be required for partnership? What will it take to get those capacities or skills? Will it cost money or time? (CLICK) 
 Now these are big questions, so to help narrow down how we can go about answering them, or where we should be focusing our attention, I would offer the approach of what NFF calls complete strengths framework.  
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El desarrollo de su oferta de valor para la colaboración

 ¿Cuál es el 
problema que 
quieren
abordar? 

 ¿Por qué le 
concierne a su
socio (por ej., 
¿qué es lo que 
les motiva?)

 ¿Cuáles son los 
resultados que 
ustedes producen? 

 ¿A qué población 
dirigen sus 
actividades?

 ¿Qué servicios
provee su
organización para 
lograr estos
resultados?

 ¿Qué relación o 
historial han tenido
con el socio(s)?

 ¿Cómo produce 
mejores
resultados su
organización que 
organizaciones
alternativas?

 ¿Cuáles son las 
ventajas
singulares que 
ustedes ofrecen
(humanas, 
sociales, 
intelectuales, 
financieras)?

El problema es 
urgente para 

ustedes y su socio

Cómo su
organización da 

solución al 
problema y los 

resultados que se 
desean

Por qué ustedes
son mejores que 

la alternativa
El apoyo que 

ustedes necesitan

 ¿Qué habilidades
necesitan adquirir, 
ampliar o mejorar
para asociarse? 

 ¿Cuáles son los 
recursos
correspondientes
que necesitan
(financieros o de 
otro tipo)?

Presenter
Presentation Notes
BETH:  Develop a value proposition for your partnership by addressing the following questions jointly…
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Lo que sigue

Liderazgo financiero por las juntas directivas
16 de septiembre de 2021, 1 a 2 pm Tiempo del 
Este

• Los miembros de las juntas directivas pueden servir mejor a 
las entidades no lucrativas cuando están bien familiarizados
con la gestión financiera y entienden sus funciones como
administradores.  En este seminario web se explica cómo las 
juntas directivas pueden ayudar a las organizaciones sin 
fines de lucro a pensar a escala panorámica sobre sus 
fuertes, deficiencias, oportunidades y riesgos; entender la 
solvencia y desempeño financiero; y apoyar a la organización
en momentos de crisis.

•

Presenter
Presentation Notes
I hope the information over this past hour has been helpful.  I will look to the Q&A box to see if I have missed any questions, and seeing none__ I will pass back to Michael.

Next up: my colleague Michael Kass.
Outcomes: At the end of this session, participants will be able to know, own, and effectively articulate their organization’s financial story to build trust and credibility, contextualize financial reports, connect finances to mission, and advocate for their needs.
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Cabeza Corazón

Conclusión de la sesión

¿Qué sintió en la 
sesión de hoy?

¿Qué aprendió en la 
sesión de hoy?

Pies

¿Qué acciones
tomará para transmitir
esto a su organización
y comunidad?

Por favor comparta por voz o chat sus respuestas sobre cualquiera o todas
las siguientes preguntas:

Presenter
Presentation Notes
From today? The storytelling exercise specifically? 
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¿Preguntas? 

Chaya Scott

Directora adjunta

cscott@nff.org

nff.org

payforsuccess.org

investinresults.org

@nff_news

@NFFSocialImpact

Presenter
Presentation Notes
So with that, I’d invite any questions from those of you on the line


mailto:emiller@nff.org
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