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INTRODUCTION 
This guide is designed for Practice Enterprise (further – PE) trainers, students and business 

leaders who are interested in engaging in PE-business partnerships. Partnership programs can 

encompass a wide variety of activities. They may involve staff development, curriculum 

development, policy development, instructional development, guidance, mentoring, tutoring, 

incentives and awards, or they may provide material and financial resources. Though the types 

of partnership activities can vary widely, the common goal of PE-business partnerships is to 

improve the educational experience. 

A partnership could be defined as a mutually supportive relationship between a business and 

PE when the partners commit themselves to specific goals and activities intended to benefit 

students and their educational institutions. In most cases, partnering is a win-win situation for 

all parties involved. In addition to improving the educational experience, the business partners 

will frequently realize benefits as well, such as enhanced goodwill and a stronger presence in 

the community (A how-to Guide for School-Business Partnerships, 2016). 

Partner Company from a real business or Business Partner or Mentor Company is a real-world 

enterprise with the same or similar business activities as the PE, which, according to its 

abilities, supports the PE by sharing its experience, providing advice and consultation, real-life 

business materials and documents, samples of goods and services and financial support to PE 

trainees and trainers.  

Industry-education partnerships are collaborative efforts that bring educational institutions, 

businesses and communities together to address their mutual interest in educational 

improvement. While helping to advance the educational development in education institutions, 

the partnerships also address skills shortage needs. They provide businesspeople with an 

opportunity to contribute to educational programs and decision-making. 

There is an increasing need for educational institutions to contribute towards the economic 

development of the country through the development of a knowledge economy that is 

competitive and open to innovation, adding value to the technological capabilities in industry. 

At the same time, educational institutions can also benefit from collaboration and partnership 

agreements with industry. 
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The main aim of this guide is to create a methodology (guide) for PE trainers, business 

representatives and students and describe all partnership phases for business needs 

identification, preparation, face-to-face meeting organization, documentation, maintaining 

further partnerships, identification of benefits of cooperation (from business company, PE and 

HEI perspectives) etc.  

This guide is based on 6 parts: 

Business needs - determine how a partnership could enhance the student experience; Identify 

unmet/underfunded needs of students, universities and partners. 

Preliminary planning - empowering PE trainers and students to look for partnership 

opportunities and draft a partnership proposal and other documentation. 

Laying the foundation - discussion about values, goals and needs, developed an 

understanding of each partner’s desired level of involvement. 

Implementation - establish a formal, written partnership management structure. 

Sustaining the partnership - how to secure explicit support and concurrence for the 

partnership at all levels of the university/PE and business. 

Evaluation - conducting regular evaluations and monitoring. 

 

 

 

When industry and educational institutions work hand in hand to 

reach new heights of knowledge, they become a powerful engine 

for innovation and economic growth (The Importance of 

Education-Industry Partnerships, 2017) 

“ 
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1. BUSINESS NEEDS: DEMANDS AND STRATEGIES 

1.1. Today's and tomorrow's challenges for the business world 

Today’s business world is ever-changing and adapting. Due to digitalization and globalization, 

the need for modern, flexible and future-oriented education is greater than ever in order to 

prepare students for the labour market. The skillset and competences in demand by employers 

are changing due to new job profiles, leading educational institutions to have to think ahead to 

cater to the needs of the 21st Century labour market. 

 
 

There are several universal changes in the business world such as:  

• The availability of enabling technologies and social collaboration tools 

• The continuing distribution of organisations 

• The challenge of keeping workers engaged and connected 

• The difficulty of changing workplace culture 

• Adopting new workplace practices 

• The emergence of alternative workplaces 

• The coming shortage of knowledge workers 

Furthermore, specific changes in real businesses can also be observed - as for example:  

• Technological changes – employee skills need revising to take advantage of new 

technologies 

• Banking changes – SEPA, instant, cash and cheques, funds transfers, etc. 

• Data security and personal information – new laws and regulations 

• New employer laws - minimum wage, restricted working hours, health/safety 

requirements, etc. 

• The availability of enabling technologies and social collaboration tools/social media 
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• The demand for more work flexibility 

• Employee expectations have a stronger impact on shaping the workplace 

• Importance of employer and employee feedback and reviews (ex. online employer 

ratings) 

Teachers and trainers also observe and detect changing skills needs. In “21st Century Skills – 

The 4 Cs” (video available online) four key skills are listed: Critical Thinking, 

Communication, Collaboration and Creativity.  

Students and graduates are increasingly required to be able to reflect critically, analyse, 

synthesize, solve problems, make connections and draw conclusions independently and these 

can be achieved in educational institutions through guided enquiries, challenges, project- and 

problem-based learning. Through the application of different communication channels and 

types (Social Media, Online Tools, Blogs, Wikis, Podcasts, etc.) and using them reflectively, 

students can become motivated, persuasive and clear communicators who listen effectively as 

well as inform and instruct. 

In order to be a good collaborator, the ability to compromise, communicate with mutual 

respect and the feeling of shared responsibility and also empathy towards each other are 

crucial. Activities and methods such as Design Thinking or project-based learning are great 

training forms to acquire good collaboration skills. Moreover, a frequently mentioned skill is 

creativity, which does not exclusively refer to the arts or to advertising and marketing when 

looking inside a company, referring more to being able to think outside the box, ideate, refine 

and challenge and take risks.   

A study by Deloitte from 2017 (video available online) focusing on the future of work affirms 

that  there are five “new realities” of work:  

Everything is on the table: The workplace becomes more vulnerable than the work itself; 

workers and workplaces will need to be more flexible and proactive to react with an open mind. 

Technology learns faster than we can: Robots may take over jobs or tasks and the related jobs 

will need to adapt. However, evolving technology not only influences the world of work, it also 

influences personal lives.  

Highly diverse workforce: 70% of business leaders believe that new skills will be required in 

the future workforce. There will be a move from traditional employees to open-talent 

employees – meaning that the future workforce will consist more of contractors, freelancers 

and crowdsourced work talent as well as robots and AI applications. 

https://www.youtube.com/watch?v=BXT2STtm_54
https://www.youtube.com/watch?v=FQvswtXJz2M
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Work to learn, not learn to work: Routine work will most likely be automated and certain 

skillsets that in the past were required and sufficient for a whole career (decades) will need 

constant updating and adjustments. The required skillsets of the 21st Century will include more 

soft skills and “human skills”. 

Public policy needs to catch up: The type of companies – how they are structured, run and the 

goals - will vary and new companies will evolve rapidly and companies that we have not yet 

heard of will emerge.  

Furthermore, KPMG Australia held roundtables (video available online) with representatives 

from the industry, education and policy makers to discuss the needs for education to adjust to 

the requirements of the future labour market. The roundtables also concluded, similarly to 

Deloitte, that transversal skills and capacities will be more crucial assets when entering the 

labour force rather than educational backgrounds that focuses mostly on content and 

information. The key would be the right blend of practice-based learning, content and academic 

knowledge and the right skills to be able to apply these. In addition, the need for lifelong-

learning and regular upskilling was highlighted which often seems to be marginal after a 

graduate has entered the workforce. 

1.2. The impact of the ever-changing business world for Practice Enterprises 

These changes in the real-world labour market directly influence the Practice Enterprise world. 

The field of Human Resources (HR) is being outsourced to countries with less expensive labour 

costs such as planning, low level business administration etc. Robotics are taking over some 

jobs and tasks and thereby eliminating certain job roles or assignments and adapting other job 

profiles as employees may need to be able to work with new machines and robots.  

Changing profiles – for example, no need for salespersons or order takers anymore – need for 

e-commerce experts. Trainees need to stay actively up-to-date on technologies and have the 

capacity to adapt and learn the basics of the procedures and the new ways of working.  

Employees are committed but only in the short term (project-based work). They need to be 

motivated and work for a bigger purpose. If the employer cannot provide that, employees will 

very likely search for new opportunities. They have rising demands and expectations In regard 

to their employer.  

Generation Z requires us to modify the PE concept because this generation can’t concentrate 

for a long period of time. This requires a new way of communicating, such as online 

communication tools like Slack, Padlet, Zoom, Facebook workplace. Younger students are 

accustomed to using a tablet or laptop for everything, it’s another way of learning and working.  

https://www.youtube.com/watch?v=MTludEhtwgc
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It is getting fashionable for staff to work from home. This means increasing social skills, 

managing time, etc. It is also getting more common to work from home 1-2 days a week or even 

more. An employee does not have to be in one location all week. Most traditional managers do 

not know how to manage working from home. The educational system is slowly changing, 

different students are working on different things, instead of everyone learning the same at the 

same time. Due to the COVID-19 situation, the majority of workplaces were forced to adjust to 

remote work and a lot of employers and employees had to adjust to new means of 

communication. These changes will also influence how we work in the future and possibly 

bring about an even more hybrid work space in which employees will alternate between 

working at the office and working from home. 

This could include remote Practice Enterprises (PEs) - if you do not have enough students in 

the same location, you could combine several students from different locations into one PE. 

This will mean that learning is not restricted to the geographical location. The remote PE 

concept is becoming more important due to a prevalence for working from home. Disabled 

people can become part of the team using the distance PE concept. Training in virtual learning 

environments is on the rise and also the need for the PE concept in the online training world.  

There is a definitive move towards sustainable companies and social responsibility (CSR - 

Corporate Social Responsibility). Students like to work with sustainable products and that 

changes the product line and offers a chance to market different types of products. It also 

changes the ways of operating and managing a PE. If you have a mentor company, they will 

most likely follow the sustainable development trend, however not all PEs have mentor 

company connections. Aside from the aspect of sustainability in regard to product lines, the 

need for social responsibility, specifically CSR, is increasing. Real-world companies dedicate 

their employees’ time and expertise for social projects, for example campaigns focusing on the 

companies values.   

More people will carry out project-based work. A lot of new employees need project 

management, it is going to be an important life skill for them to be able to handle numerous 

smaller jobs at the same time or have a job for a shorter period of time and change companies 

more often, once a project is completed. Skills such as adaptability, flexibility and time 

management are even more in demand. 

More people will work in a GIG economy: A GIG economy is an environment in which 

temporary positions are common and organizations contract with independent workers for 

short-term employment. The trend towards a GIG economy has begun. A previous study by 

Intuit predicted that by the end of this year, 40 percent of workers would be independent 

contractors. 
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Cloud computing. Students are using Google, Microsoft and other cloud-based systems. They 

are still using it inside one enterprise, not between different PEs – but that could very well 

become a reality in the future. 

Students from different target groups (age groups, academic levels) and different countries 

could manage a PE together. Example with a Swiss division and a Canadian division, for an 

international trading inter-country PE for example, where students could divide tasks among 

different departments and countries. 

Entrepreneurial learning is also a key component of the PE concept. We need to be prepared 

for the entrepreneurial educational focus. Today, entrepreneurial education is usually carried 

out between one or two people, but they may miss the core experience. They need to 

experience business life in a PE in order to get the context of why they need micro- and 

macroeconomic essentials, so they know and understand business processes before they 

become entrepreneurs. When there is only a focus on innovative product development, 

potential entrepreneurs often fail, because they miss the bigger picture of managing a business 

and realizing what they are good at and where they may need improvement. They should learn 

to be able to recognize both their skills and deficiencies. 

Technological aspects are the easiest to adapt. Technology is also closely related to legality in 

many countries and also related to the methodology and to the way a business operates.  

E-Commerce is growing rapidly and therefore e-commerce training is essential. As the e-

commerce industry is constantly transforming, developing skills on how to run a business 

online is of great importance.  

Traditional banking and traditional funding sources are taking a backseat to crowdfunding. 

Crowdsourcing, cryptocurrency and related topics must be openly discussed inside the PE. 

Banking is becoming more instant and online. One example is automatic currency – banks are 

also thinking about how to monitor this issue. SEPA Banking for instant payments must be 

integrated and immediate payments for web shops and marketplaces are the new norm.  

Intellectual property rights go beyond most levels of training provided in a PE. It is difficult 

to implement as there are legal aspects, however it should be explained on a rudimentary level 

to explain the value of protection rights. 

Students have an interest in and need to learn financial management skills – including the 

stock market, mutual funds, financial negotiations, personal financial management.  

The main task for the education system is to ensure that all these challenges can be empowered 

and overcome. 
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1.3. Unmet/underfunded needs of students, universities and how companies can 
meet them 

Assess Critical Needs. If students or educational institutions in your community have needs 

that are not being met or that are underfunded, the educational experience is likely to suffer. A 

PE-business partnership might provide a solution. Consider the type of partnership and the 

level of partnership that would best meet those needs (i.e. direct funding, professional 

development, donation of goods or services, manpower, mentoring, etc.). Also consider 

whether attempting to meet those needs with the help of an outside source is appropriate for 

your students and educational institution. 

Assess Potential Contributions. Conversely, companies should take a close look at the range 

of contributions that can be offered to students and educational institutions. Companies with 

large numbers of employees, for example, might be able to offer substantial human resources 

for tutoring and mentoring efforts. Companies with a strong technical capability, such as those 

in the computer or information sciences field, may be able to offer equipment and specific 

technical training. In any case, companies and educational institutions should work together to 

match the most important needs to the potential contributions. 

A simple tool for determining the needs of students and the PE is the “Stop, Start, Continue 

Worksheet”. The worksheet is available as APPENDIX No. 1. 

Tap Into Resource Networks. For advice and support at this early stage, check to see if there 

are business and education groups in your community that are engaged in promoting 

educational institutions-business relationships. These groups can be a valuable resource, 

particularly for educational institutions and businesses that are seeking a partnership for the 

first time. 

1.4. Enhancing students’ experience through partnerships (students – 
educational institutions – companies) 

Educational institutions are no longer the only source of knowledge, so it’s necessary to involve 

companies in teaching/training activities. 

Partnerships between education and business have consistently shown their value in 

communities across the nation. They can, for example: 

• Provide work-based learning experiences and strengthen career awareness 

• Help educational institutions build success-oriented college and career cultures that 

empower students 

• Help educators align curriculum and readiness standards with business needs 
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• Provide funding and equipment to modernize classrooms, workspaces, and labs  

• Help youth build meaningful relationships with strong role models and mentors 

• Provide financial guidance and advice that lessens affordability as a barrier to 

education. 

The rationale for an enhanced role for business in the educational process lies in the unique 

value it can add to the efforts of educational institutions and communities to build a rigorous 

and relevant education system. The resources, skills, and knowledge that businesses, as well as 

their employees and associations, have to contribute can have broad impact for improving the 

chances for young adults to meet and exceed the full potential of their talents and ambitions. 

 

Businesses can be a differentiating factor in fostering student learning, narrowing achievement 

gaps, and helping educational institutions build capacity to provide effective pathways for 

youth into college and career. It is essential that businesses work together with educational 

institutions and non-profit partners to generate the type of college and career culture that will 

drive student success if young people are to have meaningful chances to flourish and if 

businesses are to grow and stay competitive.   

The value-potential of a true partnership lies not only in the solutions and activities it can 

deliver but also the level of commitment and engagement of the stakeholders. Businesses need 

to see the importance and the return on their investment, be it the development of a pipeline 

of well-trained employees, a more stable community for their facilities and office, or an 

opportunity for employees to develop new skills and contacts in the community. It is essential 

that educational institutions have a clearly defined role for themselves in any alliance and be 

willing to join together as partners in education to optimize their impact. A common strategic 

Strategic partnerships between educational institutions and 

businesses have a tremendous impact on the lives of young 

people and the effectiveness of educational institutions. In 

short, when businesses and educational institutions collaborate 

the partnership generates meaningful improvement in 

students’ achievements and promotes innovation across the 

education process (Business Engagement in Education: Key 

Partners for Improving Student Success, 2013) 

“ 
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vision is essential to help all parties work to the advantage of students (Business Engagement 

in Education: Key Partners for Improving Student Success, 2013). 

 

 

 

 

 

 

Fig. 1. How workforce skills will shift. 
Source: https://ennielifecoach.com/2019/04/23/soft-skills-a-workplace-trend-to-embrace-and-be-fit-for-the-

future-of-work/ 

  

IMPORTANT 

https://ennielifecoach.com/2019/04/23/soft-skills-a-workplace-trend-to-embrace-and-be-fit-for-the-future-of-work/
https://ennielifecoach.com/2019/04/23/soft-skills-a-workplace-trend-to-embrace-and-be-fit-for-the-future-of-work/
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2. PRELIMINARY PLANNING 

2.1. Decisions to be made before starting a partnership   

Preparing for a partnership is nearly as important as the execution. By associating yourself 

with another organization, you are essentially endorsing one another and the work that you 

each do. Partnerships should benefit both sides. However, if the proper steps are not taken 

during the preparation phase, it is likely that your partnership won’t work out in the long term 

(Preparing for a Partnership, 2018). A list of simple first steps when pursuing a new 

partnership is mentioned below as it is a great way to assess the success of a potential 

partnership. You can use Organizational Readiness Assessment for Partnership tool (APPENDIX 

No. 2). 

 

 

 

1.  List your company’s goals, needs and core values. You need to decide exactly what do you 

want to accomplish and in what timeframe? To create a beneficial partnership with someone, 

you need some form of common ground. Start by looking at their values. Do they align with 

yours? If you can’t find any overlap then the partnership will not be balanced. 

2.  Think about the types of companies that can help you achieve those goals. Are you 

looking for a mentor company?  Maybe in your community there’s a company with good 

experience in the field and you want to gain more skills from them? 

3.  Identify the benefits those potential partners could gain through a relationship with 

you. Maybe your PE could advertise the services/products of a business company or maybe PE 

students could do research, collect data, or enter data into a database. 
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4.  Review the list and find the companies that get the most benefit by partnering with you. 

They are your best initial targets. Show them how they will win and you have got a win-win 

deal in the works. 

5. Communication is the key to a successful partnership. If you want to build a successful 

partnership, there must be good communication in place. Communication is how people share 

their ideas, opinions, and problems. As an individual, you are not going to always share the 

same views as your partner, but you must communicate to come to a mutual understanding. If 

you decide to just hold in your thoughts, this behaviour can lead to bigger issues over time. 

 

6. Have a shared vision. When you form a partnership, you and your partner are sharing some 

things that can either succeed or fail. Success is, of course, the objective, but that can only be 

realized if each partner understands how it will be achieved. Before entering into the 

partnership agreement, it is important that each partner shares their long-term vision, and 

defines the expected roles and responsibilities and ideal working relationship. This helps set 

the foundation of how the partnership will operate before you get it started. 

7. Be sure that you are in it for the long-term. Just like a marriage, a partnership should be 

something that you envision being a long-term commitment. If you do not see this as the case, 

it is probably wise that you forgo forming a partnership. A partnership is a legally binding 

contract that can cost you a lot of money to dissolve. To avoid having to deal with such an issue, 

it is best that you choose a partner you can see yourself working with successfully for many 

years. 

8. Set the framework early on. You and your partner must set the framework for how the 

partnership will operate before moving forward with partnership operations. Be sure that the  

One thing to remember is that communication is a TWO-WAY 

process. Listening is just as important as talking. Both partners 

must listen to one another’s viewpoints to understand each 

other’s feelings. This helps to create a working relationship that 

is productive and successful. When you know exactly who your 

partner is and how they function, you can put forth actions that 

help both of you achieve your shared goals. This is how a 

successful partnership works. 

“ 
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material, financial, human resources are understood upfront before moving forward. 

9. Have a united front. In order for a partnership to work, each partner must be supportive 

and understand the expectations of one another. Operating a business is not an easy effort. 

There will come a difficult time where your confidence is shaken due to unforeseen challenges. 

In order for your partnership to succeed during these times, there must be a shared unity that 

works to overcome obstacles. It is about having the ability to succeed together, rather than 

trying to do it all on your own. This is what separates successful partnerships from those that 

fail (What to Remember Before Entering a Business Partnership, 2018). 

 

 

 

2.2. Identifying and researching potential partners 

Define the intent and need. Follow the steps to select the right partners. Be sure to 

continuously come back to your core purpose and the expertise, perspectives, skills and 

resources you will need to achieve it. 

Start with a picture (Fig. 2) of what is to be achieved by the collaboration. This will continue to 

evolve as more partners become involved. Think about the needs within your organization and 

in the community. Consider what outcomes could be achieved by working with others.  

 

 

 

 

If you are thinking about forming a partnership, be sure that 

you choose a partner who can help you create a successful 

partnership. Remember that the key to a great partnership is 

communication, setting expectations, defining roles, 

understanding resources, and working as a united force. 

 

“ 
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Fig. 2. Process to map and reflect on investments in collaboration. 

Source: http://www.collaborationcoach.ca/wp-

content/uploads/2013/02/IdentifyingAndSelectingTheRightCorePartners.pdf 

 

Do not set these in stone early in the formation of the collaboration. It will need to be honed by 

partners as they join (Identifying and Selecting the Right Core Partners, 2013).  

Also, broadly identify the expertise, perspectives, skills and resources that might be required 

to achieve the intent (Fig. 3). For example:  

 

http://www.collaborationcoach.ca/wp-content/uploads/2013/02/IdentifyingAndSelectingTheRightCorePartners.pdf
http://www.collaborationcoach.ca/wp-content/uploads/2013/02/IdentifyingAndSelectingTheRightCorePartners.pdf
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Fig. 3. Expertise, perspectives, skills and resources required 

Source: http://www.collaborationcoach.ca/wp-

content/uploads/2013/02/IdentifyingAndSelectingTheRightCorePartners.pdf 

 

Identify potential partners and their roles. Brainstorm answers to the process questions with 

the leadership within your organization and/or a few other people who have indicated an 

interest in working together. Do research to identify other organizations that share your 

mission or goals, work in complementary sectors and/or could want the same end outcomes. 

Do not just think of allies, also think about competitors. 

Be sure to distinguish between those organizations or people who could be core partners from 

those who are broader stakeholders. Think about it in the following way (Fig. 4): 

http://www.collaborationcoach.ca/wp-content/uploads/2013/02/IdentifyingAndSelectingTheRightCorePartners.pdf
http://www.collaborationcoach.ca/wp-content/uploads/2013/02/IdentifyingAndSelectingTheRightCorePartners.pdf
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Fig. 4. The way of identifying potential partners 

Source: http://www.collaborationcoach.ca/wp-

content/uploads/2013/02/IdentifyingAndSelectingTheRightCorePartners.pdf 

Now think about the roles each partner could play and align those with what needs to be 

fulfilled to achieve the outcomes. Again, the roles will likely be revised as the collaboration 

forms and you hone your goals and outcomes. You may need to hold a meeting with potential 

collaborators to uncover the specific capacities and skills they bring to the table. Start building 

the core partner composition analysis chart (APPENDIX No. 3). 

Identify Key criteria and select the core partners. Once you have assessed your needs and 

identified potential partners, you can use agreed-upon criteria to help select the right partners. 

Determine if all the criteria need to be met or if some are more important than others. Review 

the list of possible partners and how well they could meet the identified criteria.  

The following are examples of criteria: 

• Have a significant stake in and/or commitment to the collaborative outcomes. 

• Can contribute the skills, capacity and resources required to fulfil the outcomes. 

• Are willing to contribute sufficient time, resources and skills. 

• Bring credibility because of their demonstrated track record and reputation. 

• Share fundamental values, beliefs or assumptions. 

• Have a history of collaborating effectively. 

• Continue to build the core partner composition analysis chart mentioned above.  

Remember to be intentional in your process of selecting partners. You should not choose your 

partner company solely based on personal contacts to businesspeople (which 

http://www.collaborationcoach.ca/wp-content/uploads/2013/02/IdentifyingAndSelectingTheRightCorePartners.pdf
http://www.collaborationcoach.ca/wp-content/uploads/2013/02/IdentifyingAndSelectingTheRightCorePartners.pdf
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students/trainers might have). The process can be very simple or more involved depending 

upon the nature of your collaboration.  

Add partners. As your collaboration evolves and matures, you may find that the intent changes, 

partners need to be replaced and/ or there are capacity gaps that must be filled. Follow the 

same process as you did at the formation of the collaboration, so you continue to engage the 

right partners. To identify gaps that need to be filled, revise your core partner composition 

analysis chart. 

 

So do not rush into making a wrong partnership decision because you have some self-imposed 

deadline in mind. Take your time to interview potential business partners and thoroughly 

research each possibility. 

2.3. Variety of opportunities for cooperation with companies in order to develop 
mutually beneficial relationships 

Potential collaboration opportunities between PE and real companies are:  

• Real company providing products, PE advertising the mentor company during PE fairs 

and in other advertising materials.  

• Real company providing products, PE students providing research of clients’ opinion 

about the products.  

• Real company providing training, PE students - potential trainees or workers of this 

company. 

Collaboration opportunities that benefit companies (Imitacinių bendrovių veiklos galimybės 

realaus verslo kontekste, 2018): 

• Preparing company’s advertising (leaflets, brochures) material 

You do not want to find out months into your agreement that you 

had overlooked something major and have to backtrack out of 

your proposal as that will send the wrong message to your 

newfound partner and potential customers. If you are genuine 

and have a well-planned strategy, then partnerships could be 

just the channel you have been looking for (Identifying and 

Selecting the Right Core Partners, 2013). 

“ 
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• Distributing the company's advertising on social networks  

• Searching for the company's potential customers  

• Organizing company’s events  

• Consulting the company's customers (presenting goods or services)  

• Participating in projects/preparing projects proposals 

• Organizing and conducting various market surveys  

• Preparing presentations about the company 

• Representing the company at exhibitions/fairs 

Collaboration opportunities that benefit Practice Enterprises (Imitacinių bendrovių veiklos 

galimybės realaus verslo kontekste, 2018): 

• Internship places for students 

• Getting acquainted with business areas (sales, construction, tourism, etc.) 

• Providing material support for PE 

• Helping to understand the general activities of business enterprise 

• Providing consultations/mentoring 

• Organizing training/teaching activities 

• Opportunities to use the company's infrastructure 

• Collaborating in the preparation of joint projects  

• Providing opportunities for cooperation with other companies 

Collaboration can grow and become not only between the real company and the PE, but also 

with the whole educational institution and the real company becomes a social partner. 

It is always recommended to have a collaboration agreement, which makes it easier to define 

the responsibilities and the rights of both parties. 

2.4. Specific possible cooperation offers for companies 

Partnerships with real companies are needed to support the PE with real products or product 

examples, assortments and pricelists for the everyday PE activity and especially for 

participating in PE fairs. Potential partners are usually companies with similar activities.  

Do Your Research. Before making a partnership proposal, take the time to research the 

company you are interested in. Sure, you already know that it is a good fit for your PE and that 

its vision aligns with yours, but that might not be enough. Try to find out more about its history, 

accomplishments, employees and organizational performance. You can use a tool helping to 

evaluate potential partners (APPENDIX No. 4). 
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The more you know about it, the higher your chances of success. The whole idea is to 

demonstrate a keen interest in the company you want to partner with. Read case studies, check 

its website and social media pages, search for press releases and study its products. Make sure 

you know what differentiates it from the competition and what its selling points are. 

With this information, you will be better prepared to make a partnership proposal. Reach out 

to the company's CEO or other leaders, and briefly present your idea. Once you have caught 

their attention, write a proposal that describes your vision in detail. Emphasize how this 

partnership will benefit both parties and why it's a smart move. 

Structure Your Partnership Proposal. The key to a strong partnership proposal is to convince 

the reader that your idea is profitable and plausible. Back up your claims with hard facts; 

structure your pitch so it communicates what they want and need to know. Keep it short and 

relevant. No one is going to read a 10-page proposal (APPENDIX No.5). 

Address the recipient by name. Introduce yourself and your company. Highlight your key 

accomplishments and unique selling proposition to catch the person's attention. Cover the 

following points in your proposal: 

• A hook: Its role is to grab the readers' attention and make them want to find out more; 

describe your experience, key accomplishments and qualifications. 

• Statement of the problem or need: Point out a problem your potential business partner 

is facing; show that you are aware of their needs and future plans. 

• Solution: Describe why the partnership makes sense for both parties and how it 

benefits the company in question; include facts and figures that support your 

statements. 

Summary/conclusion: 

• Summarize the benefits of a business partnership and ask to set up a meeting or call. 

• Attach any supporting documents to your proposal. Use charts, figures and other visuals 

to illustrate your point and emphasize the partnership's benefits. 

Maximize Your Chances of Success. A partnership proposal is not a sales letter. 
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Use reasonable repetition to emphasize your key points. Only include facts and information 

relevant to the company you want to partner with. If you are reaching out to several companies, 

tailor your proposal to each organization, and make sure it aligns with their vision and goals. 

Avoid superlatives and words or phrases that may set a negative tone. Cut the fluff and get 

to the point. Follow up with an email or phone call a few days after submitting your proposal. 

Let them know that you are ready to answer any questions they may have about a potential 

partnership (Picincu, 2019). 

2.5. Certainty and clarity of the partnership agreement 

Agreements/contracts should seek to provide certainty and clarity for those relying upon them. 

It is a principle of law that an ‘agreement to agree’ between parties is void and unenforceable 

for uncertainty. An agreement to agree, in simple terms, is an agreement to enter into an 

agreement at a future date. This might occur, for example, where the parties have agreed most 

of the terms, but they wish to agree specific contractual terms at a later date, perhaps to allow 

flexibility. 

If the terms of the contract are uncertain or incomplete, the parties cannot have reached an 

agreement in the eyes of the law. Failure to agree on key issues may cause the entire contract 

to fail. 

Contracts should be drafted clearly and unambiguously to avoid challenge on the basis of 

uncertainty. If provision is to be made for agreement at a future date then this should be set 

out clearly and with an objective mechanism to allow the parties to resolve any disputes 

(Certainty and ‘Agreements to Agree’, 2014). 

Use The Partnership Agreement Development tool for clarifying the partnership agreement 

(APPENDIX No.6). 

Highlight your company's achievements and let its personality 

shine, but refrain from being overly promotional. Remember, 

you are trying to develop a mutually beneficial relationship. Be 

genuine and professional. 

“ 
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2.6. Practical tools helping trainers/students prepare the partnership 
agreement for companies 

Each contract should be drafted with only a few main drafting principles in mind. A contract 

should be prepared in plain language, meaning that the language used is simple and clear. A 

drafter must be accurate. The contract should be consistent as regards to style, structure, 

terminology and level of detail. A drafter may use vague terms but should be conscious how 

and when to use them and should avoid ambiguities (unless it serves an intended purpose). 

 

Use ‘plain language’ in contracts: a businessperson should be able to understand what it says. 

The involvement of a legal counsel should be necessary only to give an impartial view, oversee 

the legal consequences, to clarify that certain phrases are normal or to confirm that indeed they 

reflect the parties’ intentions. The legal aspects of a contract should be limited to what is being 

expressed, not how it is expressed. (No tricks!) Old fashioned contractual language, which is 

not plain language (anymore) will make a contract harder to read. It will also not serve the 

interests of the parties. 

 

No archaisms. There is no need to include archaisms such as WITNESSETH or oddities such as 

the use of both words and numerals to express numbers (words may be useful because a 

number is easy to misprint, but equally risky is updating figures whilst forgetting the 

Furthermore, a contract drafter who works in a multinational 

context should have a broad understanding of the 

characteristics of different national legal systems and be aware 

of significant differences between legal cultures (Drafting 

Contracts, 2018). 

“ 

What is plain language, especially plain legal language? It is 

ordinary ‘adult language’, used in day-to-day context. It is 

language stripped of archaic ‘legalese’ or the latest business 

jargon and vocabulary, supported by a proper layout and 

typography of the text. 

 

“ 
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corresponding words; words to ascertain that 30 days are “(thirty)” days and not “13” or “20” 

is ridiculous). The use of Latin terms is not archaic, but you should avoid incongruous speech. 

Important and necessary. A good drafter determines what is important. It is important to 

understand where in the business the real risks or avoidable exposures are, or where the 

desired performance by a party is not self-evident. Secondly, a drafter should consider whether 

providing for it is necessary; in other words, who carries the burden of any true uncertainty? 

Often, deleting words or clauses makes clear what really matters. 

Short sentences are easier to read. Everyone knows that short sentences are much easier to 

read than longer ones. Contracts are amongst the least readable texts one can imagine. Apart 

from the abstract language, the typical reason for this is the use of lengthy sentences. Therefore, 

be concise and to the point and address only those matters that must be elaborated on to avoid 

surprises or confusion, or those matters which have relevance in litigated disputes. 

Adopt a contract drafting convention. Some organisations have a rule that no sentence 

should exceed 17 words and that no word should exceed five syllables. This may be excessively 

prescriptive, but it imposes an excellent discipline. It certainly requires the drafter to express 

ideas one at a time. 

Techniques to simplify such sentences are to think first and to conceptualise: does it really 

increase ‘certainty’ if you draft the long lists of persons, actions or matters?! A list also has 

drawbacks such as encouraging creativity towards the grey areas of the listed matters; 

concepts are more likely to capture any failing manifestations; a list of concepts lacks 

conceptuality. 

The contract clause can be shortened easily by a better use of definitions, by separating out the 

condition (i.e. the second half), by defining: 

• the exhaustive list of related persons (e. “their respective shareholders, directors, 

officers, managers, employees, agents, advisors or representatives”); 

• several or all of their prohibited actions (e. “not to, directly or indirectly, solicit offers 

for, encourage, negotiate, discuss, or enter into any agreement, understanding or 

commitment”); and 

• all the possible transaction structures (e. “a possible direct or indirect sale, merger, 

combination, consolidation, joint venture, partnership, recapitalization, restructuring, 

refinancing or other disposition of all or any material part of the Company or its 

subsidiaries or any of the Company’s or its subsidiaries’ assets or issued or unissued 

capital stock”). 

In other words, a quasi-exhaustive list could be reduced into concise wording addressing the 

relevant concept rather than its manifestations. 
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In passive tense there is the potential danger that it is unclear which party is obliged to perform. 

To solve this in the passive, the drafter should insert additional words like by Seller. Two 

additional words. A technique to prevent this is to realise that each obligation should mention 

the debtor. In most cases, this will almost automatically turn the sentence into the active tense 

in which the debtor of an obligation is also the (grammatical) subject of the sentence. 

Personalise! A method to make contracts dry as dust is to ‘impersonalise’ the contract 

provisions. Impersonal sentences can be recognised by phrases such as It is agreed that. Often, 

this phrase is redundant because it would be followed by something like A shall do x and y, 

which is sufficient and clear. If it is not, the actor (i.e., the debtor of the obligation) is probably 

missing. Similar examples, in which the debtor potentially remains unclear, start with The 

Parties agree to. 

Similarly, if possible, obligations and other provisions should be drafted in the singular number 

and the present tense. Instead of The Parties shall promptly notify each other of the occurrence 

of events of force majeure, it is better to write A Party shall promptly notify the other Party of 

the occurrence of an event of force majeure. 

Nominalisation. Nouns are more tiresome to read than verbs. ‘Active sentences’ tend to build 

‘verb-heavy’ structures that would in the passive be covered by nouns. A verb gives a sentence 

its action, whereas a noun places the reader outside the context. This means that a text also 

becomes more vivid in the active voice. Not only does the active voice keep a sentence simpler, 

it also tends to make the sentence clearer. 

Lawyers are well able to nominalise verbs: in the lawyer’s eye, a shareholder does not resolve 

but adopts or makes a resolution; a buyer does not pay but makes a payment; a party does not 

notify in writing but gives a written notice; a service provider does not act appropriately but 

takes appropriate action. NOT! Try to avoid these nominalisations and build on verbs as much 

as possible. 

Active tense. A golden rule for writing texts, equally valuable in 

drafting contracts as for any text, is to use the active tense 

instead of the passive. Often, the active voice results in a sentence 

that is less wordy and more direct. 

“ 
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Finalising a contract by deleting the superfluous words makes it crisp. Deleting unnecessary 

words brings the truly important matters to the surface. This is even more important in 

contract drafting than in other writings. A woolly novelist may bore the reader; but a wordy 

contract drafter may even create ambiguity. 

 

 

 

 

 

 

 

 

 

 

Partnerships go through several stages as they develop and mature but some common 

characteristics of success emerge that seem to be valid regardless of the region and context. It 

is clear that special attention needs to be paid to:  

 

 

 

A good drafter determines what is important. It is important to 

understand where in the business the real risks or avoidable 

exposures are, or where the desired performance by a party is 

not self-evident. Secondly, a drafter should consider whether 

providing for it is necessary; in other words, who carries the 

burden of a true uncertainty. Often, deleting words or clauses 

makes clear what really matters (Drafting Contracts, 2018). 

“ 

IMPORTANT 
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Fig. 5. The most important aspects in partnership 

  

Establishment of feasible objectives and development of a 
clear and flexible strategy for achieving these objectives and 

building shared vision and trust 

An investment in efficient organizational structures 
supporting the partnership and ensuring capacity building 

(e.g. subgroups, forums, management teams) 

Assurance of communication and 
accountability 
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3. LAYING THE FOUNDATION 

3.1. Future skills demand and supply 

Several key drivers, such as demographic structure, technological advancements, and climate 

change will significantly impact future employment, occupational structure and employees’ 

skills and qualifications across sectors and across Europe (Cedefop, 2016). The intensity of 

each driver’s impact varies, depending on sector activities (production or services) or 

vulnerability to exogenous elements, such as global competition. This is reflected in the 

persistence of long-term trends, such as the decline of employment in primary industries and 

basic manufacturing, while employment in tertiary sectors such as business services or 

distribution and retail are expected to rise. 

 

Automation is not the only force shaping the workplace. Europe’s mix of sectors is rebalancing 

as manufacturing and agriculture continue to recede while services gain more relative weight. 

Now automation is amplifying the shift toward more knowledge-intensive sectors, such as 

education, information and communications technology, and human health and social work.  

Based on our modelling, three sectors are likely to account for more than 70 percent of 

Europe’s potential job growth through 2030. The strongest net gains are in human health and 

social work, where 4.5 million jobs could be added. This is followed by professional, scientific, 

and technical services, which could add 2.6 million jobs, and education, which could gain 2.0 

million jobs.  

The occupational mix is also changing due to automation. Many of the largest occupational 

categories in Europe today have the highest potential for displacement. These include office 

support roles and production jobs, which employ about 30 million and 25 million workers, 

respectively. Low-wage customer service and sales roles, such as cashiers and clerks, are also 

likely to decline as many tasks are automated. Just ten of the more than 400 occupations we 
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examined—including shop sales assistants, administrative secretaries, and stock clerks—

account for nearly 20 percent of likely displacements (McKinsey&Company, 2020). 

 

Fig. 6 The Occupational Mix Across Europe 

Source: https://www.mckinsey.com/featured-insights/future-of-work/the-future-of-work-in-europe 

Many of the growing occupations require a higher level of skills. STEM-related occupations and 

business and legal professional roles could grow by more than 20 percent in the coming decade. 

Creative and arts management roles could increase by more than 30 percent, although this is a 

small category, with just over five million workers. Just 15 occupations account for almost 30 

percent of potential future net job growth in our model. They include such diverse occupations 

as software developers, nursing professionals, and marketing professionals.  

Even within a given occupation, day-to-day work activities will change as machines take over 

some proportion of current tasks. Workers may need different skills as a result. Our model 

shows activities that require mainly physical and manual skills declining by 18 percent by 2030 

across Europe, and those requiring basic cognitive skills declining by 28 percent. In contrast, 

activities that require technological skills will grow in all industries, creating even more 

demand for workers with STEM skills (increasing 39 percent), who are already in short supply. 

At the same time, we foresee 30 percent growth in demand for socioemotional skills. Human 

https://www.mckinsey.com/featured-insights/future-of-work/the-future-of-work-in-europe
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workers will increasingly concentrate in roles that require interaction, caregiving, teaching and 

training, and managing others—activities for which machines are not good substitutes.  

Education is significantly correlated with the likelihood of being displaced by automation. In 

the midpoint automation adoption scenario, people with only secondary education are three 

times as likely as people with more education to be in roles with high potential for automation 

(McKinsey&Company, 2020).  

3.2. The values, goals, needs and expectations of employers in relation to 
employees, possible models of their satisfaction 

1. The Psychological Contract. There are many explicit expectations in the employer-

employee relationship such as salary, compensation and job duties.  In addition to the explicit 

agreements between employer and employees, there are often unacknowledged and unspoken 

expectations.  These are part of the psychological contract. The psychological contract is an 

unwritten agreement that sets out what employers expect from employees and what 

employees expect from employers.  In practice most psychological contracts are between 

managers and their direct reports.  This contract defines the expectations each person has for 

the people in the role called ‘manager’ and the role called ‘worker’. Managers are expected to 

treat workers fairly, to give feedback on how workers are performing their jobs, to provide 

acceptable working conditions, and to communicate clearly about relevant organizational 

issues. Workers are expected to provide a fair day’s work for their pay, to have a positive 

attitude, to follow directions, to show up every day, and to demonstrate loyalty to the 

organization (embodied by the manager).  

It should be emphasized that the employer and employee need not communicate, nor agree on 

the specifics of the psychological contract for the contract to exist, and, for the contract to have 

behavioural consequences.  The psychological contract has an impact on the amount and 

quality of work and employee provides, even whether the employee stays with the 

organization. 

2.  Expectations Affect Work Behaviour. Most people do not communicate their expectations 

clearly, to the appropriate person, and at the most effective times.  Broken psychological 

contracts between employers and employees are at the root of many workplace conflicts, 

absenteeism, poor performance, and costly employee turnover. This silence about the 

expectations in the psychological contract seems to be the rule, rather than the exception.   

So why do we not communicate our work expectations with each other?  First, we often do not 

even know what the elements of the contract were until we have been disappointed because 

some important expectation was not met.  Second, the need to actually discuss work 
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expectations is relatively new in many cases.  Until relatively recently workers and managers 

agreed that workers were expected to keep their jobs until they retired unless they failed to 

perform in some important ways.  With the rapid changes in workplaces today, this agreement 

can no longer be taken for granted.  In order to have a high-quality employer-employee 

relationship it is helpful to have more explicit discussions about worker-manager / employer-

employee expectations, and to have these discussions regularly.   

The process of clarifying and discussing expectations reduces turnover and increases 

productivity and job satisfaction.  One of the most powerful motivators in organizations is 

managerial attention.  Discussing expectations clearly helps employees believe someone in the 

organization cares about them as individuals. 

3.  Employer-Employee Expectations. Expectations can be organized in many ways but should 

cover aspects of work and life important to the people involved – both the explicit expectations 

for task performance, managerial direction, and organizational resource support, and, more 

personal expectations each person has for respectful treatment, work environment quality, 

personal expression and growth.  In each description both the manager (as an individual and a 

representative of the employer) and the employee have expectations.  Sometimes these 

expectations match.  The problems occur when the expectations do not match.   

4.  Work Structure Expectations. Clear and Engaging Direction vs. Open-ended and 

Unstructured Work. Employees have expectations about how much information they will be 

given about what they have to do and why.   Employees-managers who prefer clear and 

engaging direction expect to have very clearly defined jobs and job responsibilities.   They want 

to know what resources are available-required to do the work and the specific outcomes that 

must attained for rewards.   They expect-provide a job description for each job based in job 

analysis.   

This job description delineates exactly which tasks there are to be performed.  They are likely 

to negotiate objectives they must meet using the job description as a basis.  Other employees 

prefer more open-ended and unstructured jobs and expect to give-receive an idea of what 

needs to be done but not much direction about how it needs to be done.  They would find a job 

description unnecessary and restrictive, perhaps even ineffective when their work requires 

immediate responses to the information available at the time.   

5.  Relationships between People in the Organization. Valuing Differences vs. Homogeneity: 

Some people like to work with all kinds of people and enjoy the exchange of different 

perspectives, even if that means some conflict.  They thrive in environments where differences 

are sought and utilized constructively.  Other people prefer more homogeneous groups where 

they have a strong sense of being and thinking like the other people they work with every day. 



 
Practice Enterprise Partnership with Real Business Guide 

33 
 

 

 

Team Work vs. Autonomy. Many people like to work alone. Others prefer to work in groups.   

Some jobs even require people to work as a team because the tasks are too complex for any 

individual alone.   

Work, Life, Balance. Some of us are workaholics – we are willing to put in as many hours as 

possible to get the job done.  Others of us prioritize our personal lives and work makes it 

possible to live those lives as we desire.  And others of us seek a quality of life where there is a 

boundary and balance between the personal and the professional aspects of our lives.  When 

balance is an expectation people expect flexibility in work hours, limited organization activities 

organized during personal time, and a reasonable amount of work for the time available to 

work. 

6.  Motivating Expectations: Recognition, Expression, Security and Growth.  Everyone likes 

to be recognized, but some people have very explicit expectations about how, when, and by 

whom, they want to be recognized.  Whatever way you recognize people, be sure the 

recognition is explicitly tied to actual work performance (The Employer-Employee 

Expectations, 2018). 

3.3. The impact of partnership on the academic, social and physical well-being of 
students 

Social, emotional and cognitive competencies develop throughout our lives and are essential to 

success in our educational institutions, workplaces, homes, and communities and allow individuals 

to contribute meaningfully to society (The Aspen Institute, 2017). 

Research came up with several competences and abilities, which enhance student and adolescent 

learning effectiveness. For example the ability to manage emotions, focus their attention or to 

successfully navigate relationships with peers and adults have a positive effect on the learning 

progress. Also the problem-solving skills, ability to learn from and apply academic content in 

practice as well as the capability to persist in the face of difficulty contribute to the quality of the 

learning outcome in a positive way. 

In addition to individual student outcomes, attention to social and emotional development leads to 

safe, well-functioning schools and classrooms characterized by supportive culture and climate, 

positive relationships, effective classroom management, deeper learning, and reduced behavioural 

problems. 

Students should be the ultimate beneficiaries of all partnerships. It is therefore critically important 

that an assessment of the partnership’s expected outcomes be conducted before it takes effect in 

order to ensure a positive impact on students. This can be achieved by informing all relevant parties 



 
Practice Enterprise Partnership with Real Business Guide 

34 
 

 

 

of the proposed partnership and giving them an opportunity to discuss the pros and cons, and to 

provide feedback. Some educational institutions have established an accountability committee to 

review the impact of a partnership on students. Committee members have included educational 

institutions officials, teachers, parents, students, and members of the community. In the absence 

of a special committee, the local PTA (Parent-Teacher Association) can often help fill this role. 

Whatever the venue, make sure that students themselves have a voice and are involved in the 

process. Effective and thorough communication prior to the implementation of a partnership is 

critical to its long-term success (A how-to Guide for School-Business Partnerships, 2016). 

3.4. The main goals and needs from the perspective of the educational 
institutions  

There are three main benefits of education-business cooperation which are of rising importance for 

Educational Institutions in the forthcoming years:  

• Improvement of the quality and relevance of practical training. There are various 

approaches to achieve this: internship programs, including the perspective of globalizing 

labour market and opportunities to recruit foreign employees; involvement of business 

people as university lecturers; supply of skills and competences, corresponding to the needs 

of the companies through development of centres of excellence and competence centres; 

review and adaptation of the academic programs, including development of joint programs; 

modernization of university teaching staff and methods; improvement of university 

management, such as change of leadership, centralization of research centres; and lastly, 

increased efficiency of investment in education 

• Better job opportunities for graduates - through job fairs and internship programs, 

employer branding or via the activities of the university career centre as a linkage for 

promoting employability skills and better career development of graduates  

• Encourage research and development and joint initiatives and projects - through wider 

participation of students and PhDs in the research and development, enhancing the 

practical, applied-science and project activity of the universities, multidisciplinary 

cooperation and focus on new knowledge in accordance with the arising new sectors and 

technologies, boosting the transfer of knowledge and innovation and the entrepreneurship 

(EMCOSU,2012). 

3.5. Short- and long-range goals of partnership, including expected outcomes 

A partnership may directly deliver on an organisation’s strategic objectives. For educational 

institutions for example, this could include delivery of specific programmatic or advocacy 

objectives, with direct or indirect impact on intended beneficiaries, depending on the organisation’s 
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mission and mandate. For a company it might be gaining commercial value through new business 

opportunities, or it might be around ensuring a supply chain is sustainable. 

In some cases, a partnership may not directly deliver the organisation’s mission, but instead 

contribute along a pathway towards its strategic objectives. For example, the partnership might 

support the adoption of standards or behaviours that indirectly facilitate or contribute to the 

achievement of a particular objective. Or it might support an enabling environment or systemic 

shifts that allow a problem to be tackled more effectively in the future. For example, a company 

may collaborate with other businesses and NGOs to develop sustainability standards of a particular 

commodity supply chain, which will in turn help the company raise its own levels of sustainability. 

Resource gains can include financial gains in the form of funding or cost savings that can be 

made (for example through sharing services). Organisations might also receive non-financial 

material gains such as in-kind contributions of goods, services or volunteers. 

Organisations may also enter partnerships to achieve a number of nontangible benefits. These 

might include, for example, social or political capital; networking and connections; increased 

legitimacy; reputational benefits; influence and positioning; knowledge and capacity building; 

innovation in thinking and employee morale and retention (Stibbe, Reid, Gilbert, 201 

 

 

  

IMPORTANT 

You‘ve read and talked. You‘ve shared funds of knowledge. Perhaps you have 

disagreed, laughed and cried. You have heard and respected a differing viewpoint. 

Your partnership has begun. 

➢ What are all of you – families, educators, community members, and students 

goind to do to make your learning community the inclusive and welcoming 

family you want it to be? 

➢ What will you design that is unique to your community? 

➢ How will you stay on track? 

➢ How will you know that you are making a difference in student‘s learning? 
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goind to do to make your learning community the inclusive and welcoming 

family you want it to be? 

➢ What will you design that is unique to your community? 

➢ How will you stay on track? 
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4. IMPLEMENTATION 
It is not enough to sign the agreement.  You need to be clear about how you will work together 

to achieve the goals of partnership.  For partnership management purposes, governance is the 

process of decision-making and the process by which decisions are implemented or not 

implemented.  The amount of decision-making authority your team feels is appropriate for 

your partners will help determine the best governance system for your partnership.   

 

Manage Staff Transitions. Keep in mind that staff and leadership at PEs and businesses can 

change. When this occurs, make an effort to establish relationships with new employees, 

especially if they have a role in the partnership. This can be helpful even at the highest levels. 

If a business partner brings on a new CEO, for instance, a letter from the educational institution 

principal outlining the partnership’s successes will give the CEO a good introduction to the 

program and may engage him/her in the partnership early. The same can be said for a letter 

from a businessperson to a new principal. Do not be shy about going in person to the business 

location or educational institution to welcome a new CEO or principal to the community. 

 

Students just come and go, they are changing every year or every semester or every module, 

but Head of PE stays and keeps on sustaining the partnership. Also, an initiation process of 

collaboration Head of the PE makes contacts and tries to find the suitable partner, because 

A very important role in making partnerships with real 

companies is for the Head of the PE. The teacher, lecturer, 

mentor, tutor or a person managing the PE is the main figure in 

making these partnerships. 

“ 
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collaboration must be in institutional level, not only in personal, so Head of the PE is an official 

representor of institution, so there is a possibility to make an official agreement. 

Provide training for all involved parties. The educational institutions and business should 

work together to determine what types of training might be needed to ensure the success of 

the partnership. In the case of tutoring and mentoring, the educational institutions might be 

best able to provide training for volunteers. Outside sources should be tapped as well (see list 

of resource contacts in Section 1). In other instances, the business partner might be the best 

source of training. If the partnership provides for student internships at a corporation, for 

example, the business might provide training to acclimate students to the corporate culture 

with respect to appropriate dress, behaviour and expectations (A how-to Guide for School-

Business Partnerships, 2016). 

4.1. Determining roles and responsibilities of partners 

Every partner within a partnership should know precisely why they are there, what they bring 

to the partnership, what to expect from others, and of course what is to be achieved together – 

or in other words, what is expected of them. Unfortunately, many partnerships lack 

clarification as to the roles and functions of the various partners.  

So what roles and functions are important to a partnership approach? In relation to 

cooperation, partners can take on various functions – knowledge carriers, information brokers, 

financiers and policy makers – and various roles - visionaries, strategists, salespeople, lobbyists 

and coaches. Facilitators, mediators and, not least, managers are also essential to the 

functioning of partnerships. Each individual partner usually has more than one role and 

function; for example, a partner can act as a knowledge carrier, financier and visionary at the 

same time. In addition, all roles and functions are important to the overall success of the 

partnership. If for instance a partnership lacks salesmen, it will not be able to communicate its 

output in the best way. Similarly partnerships without moderators will almost certainly run 

into difficulties co-ordinating and balancing the partners’ inputs. It is important that roles and 

functions are clarified in advance: each partnership should discuss, precisely define and jointly 

decide on the roles that each partner has and the functions that are necessary for their 

partnership. Not all of these roles are explicit or can be made explicit, however. The 

communicative skills required by partnerships are in particular only noticed and appreciated 

when they are missing from the process.  

Moreover, partners’ roles and functions vary over time, in particular due to:  

• Shifts of emphasis in work programmes in response to changing local and regional 

demands 
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• The changing requirements of different phases of the partnership e.g. foundation, 

implementation, and consolidation 

• Fluctuations in the personnel representing the various partners, and their skills and 

competences. 

In order to strengthen the inner fabric, efficiency and effectiveness of partnerships, an 

institutional development process can prove helpful. In course of this process, partnerships are 

required to reflect on their overall function, their obligations and limits, and their 

responsibilities and restrictions. If partnerships are uncertain as to their key function, they will 

become overloaded with diverse local and regional requirements. Consequently, reaching all 

targets, plans and ideas will become impossible. Demands can be met only if partnerships are 

clear about their raison d'être and communicate their responsibilities and competences as well 

as the boundaries of their abilities and capacities.  

This is already a great challenge. In addition, roles and functions vary not only according to the 

types of partner involved, but also in relation to the overall function of the partnership. The 

management roles required by partnerships vary, for example, depending on the function of 

the partnership. For instance, if a partnership defines its key function as a “strategic board for 

a better co-ordination of regional policies”, the main purpose of the manager of this partnership 

will be the “co-ordination of partners”. Likewise, the functions of partners can range from 

“giving thematic inputs from the employer’s point of view” and “developing labour market 

measures” to “financially supporting partnership measures”. In large partnerships, it is likely 

that only a core group will be involved in clarifying roles and responsibilities. However, a broad 

consensus should in general be the aim (OECD LEED, 2006). 

 

 

 

 

 

 

 

 

 

 

IMPORTANT 
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It is not enough to sign the agreement.  You need to be clear about how you will work together 

to achieve the goals of partnership.   

 

Fig. 7 The Five Steps of Open Standarts 
Source: https://www.researchgate.net/figure/The-five-steps-of-Open-Standards_fig5_281068807 

  

https://www.researchgate.net/figure/The-five-steps-of-Open-Standards_fig5_281068807
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5. SUSTAINING THE PARTNERSHIP 

5.1. Securing explicit support and concurrence for the partnership throughout 
the educational institution and business – at the highest levels as well as 
throughout the staff 

 
Partnerships should have support at the highest level within the business and educational 

institutions in which PEs are carrying out their activities. 

 
 

Superintendents, principals, educational institutions boards, CEOs and managers should 

articulate and demonstrate support for the partnership internally and externally. 

• Partnerships should be explicitly supported by teachers, PE managers, employees and 

other constituents. 

• Communities should have the opportunity to review and contribute to partnerships. 

• Partnerships should include detailed internal and external communications plans, 

which clearly illustrate expectations of all parties: 

• Partners should communicate regularly about intended and actual outcomes of all 

activities. 

Communication about partnerships should allow opportunities for private and public 

recognition of both parties. 
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6. MONITORING AND EVALUATION  
Partnerships should be developed with clear definitions of success for all partners: 

• Measures for success should be established at the outset of the partnership. 

• Partnerships should be evaluated on a regular, agreed-upon basis. 

• Evaluation should include collection and analysis of information to determine 

accomplishments, strengths and weaknesses of the partnership. 

 

Along with strategic planning, monitoring and evaluation are key components for a successful 

partnership. While planning helps identify the objectives to be reached and the work to be done 

from the outset, a good evaluation and monitoring process helps to assess, throughout the 

partnership, whether operations are relevant and results satisfactory, and to gauge the 

partnership’s true impact. 

Three principles should be taken into account when implementing an evaluation and 

monitoring process:  

1. The partners must be involved in the exercise.  

Partners must be able, among themselves, to set the results to be reached and the impacts and 

outcome sought. These must be based on a sound analysis of the region and of community 

expectations.  

They must agree on the key indicators that will best demonstrate the relevance and efficiency 

of their actions and the long-term impact of the partnership.  

They must participate in developing an evaluation strategy that includes various methods (e.g. 

collection of statistical data, satisfaction surveys, etc.).  

They must identify monitoring procedures and be involved in developing data collection tools.  

2. Specialists must be responsible for some of the evaluation stages.  
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Specialists must lend their expertise to the partners and ensure their basic training in 

evaluation methods.  

They must guide the partners through the process and verify and validate their choice of key 

indicators or follow-up methods.  

At certain stages they must conduct satisfaction surveys among the partnership’s clients or 

beneficiaries and analyse the results.  

For their part, project participants must agree to compile necessary data and information.  

This approach helps partners familiarise themselves with the evaluation methods and develop 

a certain expertise in the field, guaranteeing both the credibility of the process and the results 

obtained and validated by the external specialists.   

 The partnerships may choose among various methods of evaluation the one that best suits 

their case, both in terms of membership and in terms of scope and objectives. The use of an 

external evaluator combined with the partnership’s involvement in the procedure shall ensure 

demonstrable optimum results. Moreover, continuous internal auditing (in a softer way than 

the usual entrepreneurial process) will help the partnership maintain reliability and credibility 

among its members. This holds especially in the case of partnerships involving a wide variety 

of members.  

3. The evaluation and monitoring process must be implemented at the beginning of the 

partnership.  

In order to fully appreciate the direction taken by the partnership and its results, it is important 

to establish the initial baseline situation as quickly as possible and to compile key data 

regularly and on an on-going basis. A budget must also be provided for evaluation and 

monitoring from the start.  

Especially for the monitoring process, it is essential to install a mechanism friendly to the user, 

constructed in such a way as to facilitate the work of the partners appointed to follow up the 

activities and procedures. Separating the monitoring of activities from that of the partnership’s 

own development (evolution, widening of the scope, enlargement, etc.) will help organise the 

internal process on the basis of crucial questions such as: “What are we planning and 

implementing?”, “With what human and economic resources?”, “What is our benefit and 

corresponding cost?”, “In what do we see deficit or surplus (in many terms, like effort, money, 

ideas etc)?”  

Such circumstances not only ensure a fair and accurate appreciation of the work done, but also 

provide an assessment of the effects and long-term impacts of the partnership in the region. 
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Corrective action can be quickly taken if it is possible to credibly demonstrate expected results 

both to the community and to financial backers.  

The process ultimately results in greater trust among partners and more credibility for the 

partnership itself (OECD LEED, 2006). 

 

 

 

 

Fig. 8 Partner Engagement Cycle 
Source: https://www.slideteam.net/partner-engagement-cycle-with-monitoring-and-evaluation.html 

  

IMPORTANT 

https://www.slideteam.net/partner-engagement-cycle-with-monitoring-and-evaluation.html
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CONCLUSIONS AND INSIGHTS 
Industry-education partnerships are collaborative efforts that bring educational institutions, 

businesses and communities together to address their mutual interest in improving education. 

When industry and educational institutions work hand in hand to reach new heights of 

knowledge, they become a powerful engine for innovation and economic growth. 

The ever-changing real-world labour market directly influences the Practice Enterprise world. 

Virtual learning, working from home, virtual communication, doing lots of activities remotely 

– it’s not just a trend, it’s a necessity caused by the current climate in the whole world. 

Partnerships between educational institutions and businesses have a tremendous impact on 

the lives of young people and the effectiveness of education. When businesses and educational 

institutions collaborate; the partnership generates meaningful improvement in student 

achievement and promotes innovation across the education process. 

For a better partnership, it is necessary to: 

Create a database for companies that have already been contacted about cooperation issues 

and already know about PE activities. 

Make the possibility for each PE to connect to the database and fill in the data, and it could be 

managed by national PE Centres. 

Provide training for PE managers on project preparation and opportunities for joint projects 

with companies. 

Organize meetings, discussions, entrepreneurship competitions together with representatives 

of real-world companies, during which PE activities would be presented and opportunities for 

cooperation would be defined. 

Organize seminars, training cycles, field lectures, joint projects together with companies. 

Create conditions for PE managers to do internships in foreign PEs, during which the 

experience of their cooperation with companies could be taken over. 

After sharing good practices in cooperation between companies and Practice Enterprises 

abroad, to create a publication of examples of good practices in cooperation between PEs and 

companies with advice and recommendations.  

Create scenarios for PE students on how to organize Business Meetings, Roundtable 

Discussions and other events in a PE, as joint events are very important in a partnership. 
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APPENDIX 1: STOP/START/CONTINUE 
WORKSHEET 
The Stop…Start…Continue activity is used for a variety of purposes. In the process of 

developing a partnership, it may be very helpful for establishing baseline data and developing 

a common understanding of the stakeholder group perceptions of the current situation. Here 

is a brief outline of the steps to follow in using the Stop…Start…Continue worksheet. 

1. Set the Context  

Take some time to think about what you are doing in relationship to business and PE 

partnerships. Ask yourself these questions: 

• What is not working in our current PE?  (Something we should STOP). 

• What should we have in place to improve our PE activities?  (Something we should 

START). 

• What is working well in our PE and should be continued? (Something we should 

CONTINUE). 

2. Individual Work  

Use the Stop…Start…Continue worksheet to:  

List three (3) things we are currently doing that we should STOP. 

List three (3) things that we should START that would improve our PE activities. 

List three (3) things we are currently doing in our PE that should CONTINUE. 

Note:  If there already are partnerships in your district or educational institution, you may want 

to ask what to STOP, START, or CONTINUE relative to what is currently happening with 

partnership activities. 

  
STOP 

 
What are we doing in our current PE that is not working? (Something 

we should STOP) 
 

START 
 

What should we put in place to improve our PE activities? (Something 
we should START) 

 
CONTINUE 

 
What is working well in our current PE and should be continued? 

(Something we should CONTINUE) 
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APPENDIX 2: ORGANIZATIONAL READINESS 
ASSESSMENT (ORA)  
This tool can serve as a helpful guide for assessing PE readiness for partnership, defining your 

organization’s goals, and identifying prospective partners.    

Recommended data collection, analyses and interpretation: There are 10 items making up the 

ORA that should be addressed as part of a discussion of key members of your organization who 

have responsibility for establishing and maintaining relationships with your program’s 

partners. The items are designed to be an organizational self-assessment of perceived 

willingness and capacity to engage in a partnering relationship. For each item members are to 

consider, discuss and come to an agreement as to the current readiness of your organization to 

partner with a specific person, group or other organization. The items are grouped as follows:  

A - Organizational Importance, B- Organizational Negotiation and C- Organizational 

Responsibility.  

Each item is to be scored as YES (checked or ‘1’) or NO (unchecked or ‘0’) with a score range of 

A 0-2, B 0-4 and C 0-4. A simple majority score overall and within each group indicates your 

group level of readiness.  

 Assess your own readiness for partnering:  

 We are willing to model the principles and values behind partnering. (C)    

  We are open to learning new skills and behaviours such as decision-making and teamwork. 

(B)  

  We will listen to others and work toward partnering communications. (B)  

  We are open to people who have ideas that we might not agree with. (B)  

  We are willing to check our own agenda and to do what is best for the partnership. (B)  

  We are ready to identify common goals and objectives. (C)  

  We have a strong group of people to bring to this partnership. (A)  

  We understand what we can bring to this partnership. (A)  

  We agree to be a partner and to learn our roles and responsibilities. (C)  

  We agree to come with a sense of humour. (C) 



 
Practice Enterprise Partnership with Real Business Guide 

49 
 

 

 

APPENDIX 3: CORE PARTNER COMPOSITION 
ANALYSIS CHART 

1. This worksheet can be used to align requirements with characteristics of potential 

partners.  

Our intent and outcomes are:  

 

 

 

List what is required to fulfil the intent 

and outcomes 

 

 

 

Identify those brought by potential partners 

(including those that align with 
requirements as well as others) 

 

Expertise/perspective: 

 

 

 

 

Skills:  

 

 

 

 

 

Resources: 
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2. Use this worksheet to screen potential partners. In the orange section identify each of the 

key criteria that need to be met by potential partners. Down the blue column, list the names of 

potential partners. Under each criteria, put a checkmark if the potential partner can meet the 

criteria. This will give you a picture of any gaps. 

 

 Identify criteria 

List potential 
partners 
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APPENDIX 4: EVALUATING POTENTIAL 
PARTNERS   
There are many items to consider when strategically choosing partners in order to ensure that 

the potential partner will assist in supporting and advancing your mission. This worksheet asks 

questions to guide your thinking process when assessing potential partners.   

 Recommended data collection, analyses and interpretation:  The Evaluating Potential Partners 

(EPP) worksheet is a qualitative measure of the perceived value and benefits of establishing 

and maintaining partnerships that should be addressed as part of a discussion of key members 

of your organization who have responsibility for establishing and maintaining relationships 

with your program’s partners. The items are designed to be an organizational self-assessment 

of perceived willingness and capacity to engage in a partnering relationship. For each item 

members are to consider, discuss and come to an agreement as to an individual’s, group or 

organization partnership potential specific to: a)  type; b) audience targeted; c) compatibility 

of values; d) benefit and challenges; e) mutual goals and aims; f) purpose [intended outcomes]; 

g) quality; and h) resources. Members are to take time and engage in a discussion that allow 

for agreements and disagreements on each item to be aired. Your team members’ answers 

(second column) should reflect a consensus (mutual agreement) for each item that would lead 

to an overall decision about the viability of a potential partner(s).   

Questions Your Answers  
Think about what type of organization would 
be most beneficial to pursue.  Is it a non-
profit? Is it religious in nature? Is it large or 
small? Describe the organization. 
(Organization Type)  

 

What audiences are you trying to reach and 
who would be most helpful in reaching that 
audience? (Target Audience)  

 

What benefits would this organization 
provide?  What are the drawbacks? (Benefits 
and Challenges)  

 

Is this organization or individual well-
regarded in the community?  Connecting 
yourself with an organization that has a bad 
reputation may hurt your position in the 
community. (Benefits and Challenges)  

 

What does each organization want to 
accomplish by working together? (Goals, 
Aims and Outcomes) 
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Which kind of organizational relationship is 
necessary to accomplish those goals? 
(Purpose)  

 

Is there sufficient trust and commitment to 
support these kinds of relationships? 
(Quality)  

 

Are there resources available for this kind of 
organizational relationship, such as time, 
skills, client understanding, financial 
resources, community support, commitment, 
health and human resources? If not, can 
those resources be accessed? (Resources)  

 

 

 

How do the organization’s values fit with yours?  You will find managing a partnership much 

more difficult if your mission and goals do not align with each other.  List your organization’s 

values and your potential partner’s values and see where they align: (compatibility of values)  

 

Your organization’s values Your potential partner’s values 
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APPENDIX 5: PARTNERSHIP PROPOSAL TOOL 
 

I. Description of Proposing Organization:   

• Name of Organization  

• Years in Existence  

• Contact Names, Mailing Address  

• Physical Address, Phone, Fax, E-mail  

• Purpose of Organization  

• Services Provided  

• Member/User Profiles  

• Accomplishments 

• Legal Status  

  

II. Summary of Proposal   (100 words or less)    

What is being proposed?  

  

III. Benefits to the Partnering Organization  

Why is your organization interested in partnering with potential partner?  Please individually 

list and discuss the benefits (monetary and non-monetary) for your organization.  

 

IV. Benefits to Potential Partner? 

Please individually list and discuss the benefits (monetary and non-monetary) for potential 

partner.     

 

V. Details (as currently known)   
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The following page lists a series of Guiding Questions to help you address details that can help 

outline the benefits of a possible partnership.  Please try to answer as many as possible with 

currently known information.  Please include what your organization proposes to provide and 

what is requested of the potential partner.  Please include (as known) initial plans for your 

concept, operations, projected costs and revenues, staffing, and/or any scheduling or 

maintenance needs, etc.  

Guiding Questions 

Meeting the Needs of our Community: 

• What is the projected number and profile of participants who will be involved in this 

partnership? 

• What alternatives currently exist to serve the users identified in this partnership? 

• How much of the existing need is now being met? 

• What is the availability of similar programs elsewhere in the community?  

 The Financial Aspect:  

• Can the partnership generate more revenue and/or less cost per participant than the 

company can provide with its own staff or facilities? 

• What resources are expected to come from the partner company? 

• Will there be a monetary benefit for the partner company, and if so, how and how much?  

 Logistics:  

• What is your proposed timeline? 

• Are there any mutually-beneficial cooperative marketing benefits?  

• What is your organization's experience in providing this type of facility/program?  

• How will your organization meet partner company requirements?  

 Agreements and Evaluation: 

• How can you assure the partner company of long-term stability of your organization? 

• What types and length of agreements should be used for this partnership? 

• What types of “exit strategies” should we include? 

• What should be done if the activities do not meet the conditions of the original 

agreements?  
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APPENDIX 6: DEVELOPING A PARTNERSHIP 
AGREEMENT - THE PARTNERSHIP AGREEMENT 
DEVELOPMENT TOOL 

  

This worksheet can be used by organizations to assist in developing a comprehensive 

partnership agreement that clearly addresses each partner’s roles and responsibilities and 

many of the elements needed for the partnership to run smoothly. While agreements can and 

should be reviewed and revised over time, a strong agreement forged early in the partnership 

lays the foundation for a strong and sustainable collaboration.  Outlined below is a list that 

partners might include in a written agreement, although not every item needs to be addressed. 

Agreements vary, reflecting the uniqueness of the partnership.   

  

Recommended data collection, analyses and interpretation: The Partnership Agreement 

Development Tool (PAD) is a qualitative instrument that is intended to be used for 

documentation of the process of developing agreements. For each section and set of items 

below, you and your partner/potential partner are to document (check and write-down) 

whether each was ADDRESSED, DISCUSSED or FINALIZED and what was done at each stage of 

the process (Action Steps). Use of the PAD is to be a progressive step-by-step building process 

that will allow you and your partners to discuss, negotiate and identify/decide upon the critical 

components of an agreement.  The end product is a systematically developed and well-

reviewed mutual agreement.   

The worksheet which follows consists of the following five sections: I. General Information II. 

Partnership Services III. Fiscal/ Resources IV. Systems a. Planning and Decision-Making b. 

Communications c. Oversight d. Record-keeping and Documentation V. General Administrative 

Elements  

The Partnership Agreement Development Tool 

1. General Information (often introductory)  
 

Not yet 
Addressed  

 

Under 
Discussion 

Finalized Your steps 

General statement of the agreement's 
purpose      

    

Partner's affiliation and legal status     
Contractual Period          
Contract amendments, renewal, and 
termination procedures  
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Role of each partner's decision-making 
bodies in the contractual development and 
approval process  

    

Compliance with local, state, and federal 
regulations and policies  

    

Conflict of interest statements and 
prohibited activities      

    

Signatures of key parties and date of signing           
2. Partnership Services      
Location of services          
Each partner's role in service delivery          
Staff assigned to support the partnership; 
which entity/partner employs and 
supervises which staff   

    

Responsibilities of each partner's staff          
Staff schedules          
Supervision procedures          
Staff qualification requirements          
Professional development responsibilities 
(in-service, training, college courses) 

    

Staff selection procedures          
Annual performance appraisal procedures          
Provisions for substitutes          
3. Fiscal/Resources      
Funding and resource commitment of each 
partner     

    

Funding/resources accessed and by which 
partner      

    

Designated responsibilities for: 
facilities/space, maintenance, repairs, food 
service, and supplies and equipment (who 
will retain ownership of equipment when/if 
the agreement ends)  

    

In-kind services         
4. Systems      
A. Planning and Decision-Making      
Role of each entity's decision-making bodies 
in planning and decision making  

    

Community assessment process          
The Partnership Agreement Development 
Tool (continued)  

    

Collaborative, inclusive strategies involving 
partners' staffs and the community  

    

Items needing prior approval (items 
a partner reserves the right to 
approve) 

    

B. Communications      
Type, frequency of meetings; meeting 
participants      

    

Type and frequency of reports          
Information exchange (calendars, personnel 
policies, position openings, etc.)  
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Other agencies, responsibility of each 
partner      

    

Use of technology, i.e., shared databases for 
tracking,  email communication, etc. 

    

Protocols for information sharing          
Communications          
Dispute resolution procedures          
C. Oversight     
Notification procedures/follow-up on local, 
state, and federal monitoring/assessment  

    

Ongoing observation of partnership 
operations, review of records, written 
feedback, follow-up 

    

Annual program self-assessments, other 
reviews      

    

Improvement initiatives (partners' 
obligations when partnership isn’t 
progressing as envisioned)  

    

D. Record-keeping and Documentation      
Recruitment, enrolment application, and 
intake      

    

Storage of records and access          
Procedures for recording/tracking of 
services, follow-up      

    

Transfer of information, confidentiality          
5. General Administrative Elements      
Contact person for each organization 
involved      

    

Travel polices          
Liability/insurance          
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APPENDIX 7: EXAMPLES OF BEST PRACTICES 
  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

The very first steps before starting a partnership refers to the 
definition of the business mission and the knowledge of Practice 
Enterprise management, initial training on software usage and job 
documents, elaboration of Practice Enterprise launch.  
In order to do so, the following areas should be analyzed:  

• Assignment of staff to the departments and offices in which the 
Practice Enterprise is organized  

• Scheduling of start-up activities and communication with other 
Practice Enterprises 

• Setting the Accounting Information System 
• Financial planning 
• Developing a business plan 
• Macrostructure of the Practice Enterprise. 

In addition to that, the participation to the fair of Practice Enterprise 
is particularly important since it allows developing communication 
skills, sales skills, ability to maintain direct business relations, public 
presentation of the simulated activity. 
 
In order to sustain the partnership, developing trade with simulated 
enterprises with the help of the most important marketing 
techniques is crucial. In particular, the following activities are 
conducted: 

• Research on market share from the competition 
• Development of the simulated catalogue of products and 

services 
• Promotional offer of business start-up  
• Stipulation of agreements with customers and suppliers  
• Website setting  
• Negotiation funding for the company 
• Definition of the job description of each employee 
• Accounting elaboration 

 

Examples of best practices in PE and business cooperation: 
Italy 
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Examples of best practices in PE and business cooperation: 
Austria 

The Department of Business Education and Development at the University 
of Graz is currently running the following two Practice Enterprises (PEs): 

KFUNIline Weiterbildungs GmbH, founded in 1996. Products offered in the 
PE market: Seminars and trainings. 

eXpand International Consultancy GmbH, founded in 2004. Products 
offered in the PE market: Consulting services and market research. 

By the example of a typical PE-semester it is shown how implementing a 
hybrid mentoring model and the sustaining this partnership are organized 
in practice at the University of Graz: 

        • Coordination activities. Before the start of the study year the trainers 
meet with representatives of Raiffeisen Landesbank AG in order to 
recapitalize and evaluate the activities of the previous period as well as to 
give an outlook of the activities planned for the upcoming winter and 
summer term. At the beginning of each semester, the student Marketing-
teams of the PEs get in touch with the responsible representatives at 
Raiffeisen Landesbank AG to introduce the new PE-team and to coordinate 
the activities for the upcoming semester (e.g. handling of mentoring 
materials for PE activities such as information events). 

       • Mentoring activities at the start of the semester. Students send out 
the updated product programme of KFUNIline and eXpand to all national 
and selected international PEs. The mass mailing for the regional PEs also 
includes a folder from the mentor (addressing specifically the students at 
school-based PEs), thus providing an added value for the mentor. 
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•    Mentoring activities in daily PE-business. The logo of the mentor 
is incorporated in all official documents of the PE, including posters, 
presentations, invoices and the webpage. Additionally, it is part of the 
frontpage of every market analysis, eXpand provides as a simulated 
product to its customers on the PE-market. 

 

  

•  Exchange of expert knowledge with the sponsor – a hybrid 
mentoring model.Within every winter term, students and trainers meet 
with representatives of Raiffeisen Landesbank AG to receive an expert 
input on relevant topics such as customer segmentation, market 
monitoring and marketing activities. Although the fields of business of the 
PE and the sponsor differ, students and trainers can profit from this 
exchange on general topics and gain the possibility for socializing and 
networking. For the purpose of this exchange event, the sponsor invites the 
students and trainers to their local headquarters, adding another facet to 
the PE-sponsor relationship which goes beyond mere sponsoring. 

•   Semester highlights and special events. Raiffeisen Landesbank 
AG as a sponsor plays an important role at all events hosted by eXpand and 
KFUNIline. Once every semester, students organize an information event 
for future students where also the sponsor is presented. Semester 
highlights such as the participation in international PE-fairs (e.g. in New 
York, Essen, Dornbirn) are only possible because of a contribution from the 
sponsor. Within the previous semesters, students also organized a special 
online PE-fair (‘Online Trading Day’). The sponsor is always present in the 

design of all used materials. 
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In partnership with real business we can share several good practices:  

1. Consent of mentor companies for the use of their name and trademark  

The Registry Agency of the Practice Enterprise Centre performs registration 
of all Practice Enterprises in Bulgaria. For this purpose, documents identical 
to those submitted by real companies for the registration of traders in the 
country are filled out. The documents are submitted online. 

When checking the name that the trainees want to use, BUCT (Bulgarian 
Central Office) does not allow two companies with the same names, i.e. the 
company name must be unique. BUCT publishes on its website the current 
list of Practice Enterprises in Bulgaria, as well as the list of PEs from the 
previous school year. 

2. International fair of practice enterprises “TF fest - Young Entrepreneur” 

The only competition in professions with international participation is held 
annually - the International Fair of Practice Enterprises "TF FEST - Young 
Entrepreneur". Every year more than 100 Practice Enterprises take part in 
the fair. The Practice Enterprise Fair shows the results of the integrated 
education in economics, business administration and a foreign language 
with a focus on the development of digital and entrepreneurial skills in a 
simulated learning environment. TF FEST is an established and important 
forum that is very popular not only in Bulgaria but also in the entire Balkan 
region. It plays a very important role in creating, developing and maintaining 
the entrepreneurial spirit of young people, as it gives them the opportunity 
to test their competencies in real business conditions and gain experience 
that is useful for their future development.  

 

Examples of best practices in PE and business cooperation: 
Bulgaria 
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During TF FEST, more than 12 competitions are traditionally held, which are 
evaluated (and often initiated) and awarded by representatives of 
businesses, universities, public administration and the non-governmental 
sector. The joint work with the partners is done not only during the fairs, but 
also during the whole learning process. The competitions initiated by them 
have been declared by the European Commission as good practice and have 
been published in its publications. Examples: 

• ANUALLY AWARDING OF PE-TEAMS FOR RESPONSIBLE BUSINESS 

• MISS AND MISTER TF FEST COMPETITION 

• COMPETITION FOR PROTECTION OF INTELLECTUAL PROPERTY 

• COMPETITION “YOUNG ACCOUNTANT” 

• COMPETITON “BEST COOPERATION WITH A MENTOR COMPANY” 

 

3.  TRAINING TAX AGENCY 

A training tax agency comprised by students from the European University of 
Economics and Management debuted at TF FEST. It works with the support of 
the Territorial Directorate of the National Revenue Agency in Plovdiv, where 
EVUIM is headquartered. The aim of the joint initiative is to improve the training 
of specialists for the public sector, and for those who will develop and run 
private business to have a fuller knowledge of taxes. The establishment of the 
educational tax administration is part of the program of the Centre for Career 
Development at the higher school, which in practice implements the modern 
dual system of education. 
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PE MIGLĖ was established in 1994 in Vilnius Business School, nowadays Vilnius 
College/University of Applied Sciences.  There was a business plan created for 
PE MIGLE with activity of wholesale and retail sale of confectionery products.  

The biggest and the oldest confectionery factory in Lithuania AB VILNIAUS 
PERGALĖ was chosen as the main supplier – mentor (real company).  

 

There was no official agreement between institutions, but AB VILNIAUS 
PERGALĖ was always mentioned as the main supplier and mentor of PE 
MIGLĖ in every catalogue, brochure or leaflet from 2008. PE MIGLĖ has won 
the main prizes among PE higher educational institutions participating in fairs 
in 2007 in Visaginas, Lithuania and in Prague, Czech Republic with the help of 
AB VILNIAUS PERGALĖ contribution. 

PE MIGLĖ, being loyal to Lithuanian brands and natural products, decided to 
have another supplier – mentor - an old Lithuanian factory of confectionery 
products - AB NAUJOJI RŪTA. 

 

 AB NAUJOJI RŪTA belonged to the 2nd largest Concern of Lithuanian 
companies ACHEMA GROUP and this Concern had the collaboration 
agreement with Vilnius College/University of Applied Sciences, so it was a 
huge trans-institutional agreement where collaboration between PE MIGLĖ 
and AB NAUJOJI RŪTA was included. 

And the result of collaboration for AB NAUJOJI RŪTA was not only the 
advertisement of this factory sweets, but also PE MIGLĖ students have made 
the research for AB NAUJOJI RŪTA  about the taste and design of some sorts 
of sweets by surveying clients during the PE fair. 

 

Examples of best practices in PE and business cooperation: 
Lithuania 


