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Introduction

self evaluation workbook

This Self Evaluation Workbook is part of the self-help tool kit. It s designed to provide small and
medium-sized business owners and senior managers with a sneak preview of the sort of
questions, issues and concerns you face as you form and implement a business network or
strategic alliance.

But more importantly, going through and completing this workbook should help you measure the
value of a strategic alliance for your company or enterprise in meeting your business objectives
and improving the bottom line. Many topic areas are related to getting a better understanding of
your own business, and what makes it tick  better still, what makes you tick as the key decision
maker. In other words, a network readiness guide.

When is the best time to complete this workbook? Anytime you feel the need to get a better
understanding of the business networking process. You might like to have a go at this workbook
after you have attended an informational roundtable session an event where the topic of
strategic alliances and business networks was formally introduced to you. Or maybe you ve
decided to go it alone with your potential partners to work out your own strategic alliance on
your own time and territory. Either way, this workbook can serve as a reinforcement and
stimulator atool to help you focus and prepare you for the decisions and issues ahead.

how best to use it

We ve organized this workbook to be scribbled in - so make lots of notes, underlines, highlights
and doodles it s yours to keep. You Il also notice that the various topics are organized into two-
page spreads each topic opens up with some notations and instructions on the first page while
the following contains the checklists, tables, charts and lists for you to work on and prioritize.

We ve also included an example of a completed worksheet page to motivate you into completing
the exercises it s not that hard as you can see!

Topics represent some of the issues and areas you and your potential partners in a business
network would face at the outset. Subjects cover the gambit from success and failure factors,
company values and areas of cooperation, to topics like network operation and expectations. A
sort of network readiness guide.

In some respects, this might be a lonely exercise, but it allows you to think in advance before you
are obliged to do it in a group setting and share it with others. Practice makes perfect some might
call it. So don t be scared off by some of the topics or individual questions. They should help you
focus on yourself and your company, and serve as a great warm-up exercise to when the real
networking and cooperation begins. Enjoy!
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A word about getting your hands on extra copies of this readiness workbook. They re available
from the Action Southwest Business Networks Coalition on our website at
www.actionsouthwest.com.
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work sheet
Spreads

why network?

why do this exer cise?
It isimportant to fully understand why you are doing something before you do it. Expectations as
well as results are more meaningful. In this exercise, we look at some of the more important
reasons companies get together to network. Y ou may agree with some or al of them; you may
have your own reasons as well.

what the theory says
Business networks work in theory. Theory alone, however, may not be enough to convince you
of the benefits of an alliance or cooperation with a series of partners. Therefore networks are
often considered as a potential solution to a definite problem, challenge or opportunity.

instructions
There are many reasons for companies to network. Some are listed on the page opposite. Check
off the ones that make sense to you. Add othersto suit your own reasons. The end result should
be a short list of the key things you expect to get out of a strategic business network. Prioritize
your list and keep it close at hand — it will come in handy later.
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