Strategic Restructuring and Business Planning
The decision to enter into a strategic restructuring relationship with another organization is a major one. Regardless of the type of
restructuring—joint programming, administrative consolidation, joint venture corporation, parent-subsidiary structure, merger, or
acquisition—business planning can be an important, and often integral, part of the process. Business planning may precede a
strategic restructuring process, may be done concurrently with strategic restructuring negotiations, or may be done immediately
following a decision to restructure, as a way to plan for implementation.
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Business Planning as Catalyst
Business planning tests the proposition that a particular undertaking—program, partnership, new venture, growth strategy, or the entity as a whole—is
economically and operationally viable, and describes the parameters of a successful effort. In the course of a business planning process an organization
will examine and assess its current business model, research and review market factors, and identify and test assumptions related to a range of financial,
operational, and mission-related factors. At any point in the process an organization may uncover a new or timely opportunity for partnership.
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*The Six Basic Business Planning Questions
1. What is the focus of the business planning effort (e.g., a particular program, a new initiative undertaken either alone or with partners, or the enterprise as a whole)?
2. What is the strategic intent of the program, initiative, or enterprise that is the focus of the business planning effort?
3. What questions do we need to answer—and what decisions do we need to make—in the course of this business planning process?
4. What information do we need in order to make these decisions?
5. Who is the audience for this business plan, and how will they use it?
6. Who will approve the final decisions and document?
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Business Planning to Inform Negotiations
Not all potential partnerships are sufficiently complex as to require a full business planning process prior to a decision to move forward. Some are,
however—either because of the number of parties involved, the complexity of the proposed business model, or the nature of the questions posed by key
stakeholders such as board members or funders. When business planning is called for, we recommend the following process.
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Business Planning to Launch Implementation
Often two or more potential partners will conclude a negotiations process having done enough planning to secure agreement from all parties to move
forward, but not enough to proceed confidently with full implementation. Business planning can be an effective tool for focusing everyone on the important
work ahead: building on the best of what each partner brings to the table to establish and run a successful, sustainable venture.

Exploration and Assessment

Design and Launch of the Process

Organizational Self-Assessment
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