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Sandhya Rao started her talk on building cross sector partnerships by saying, “There is no 

magic bullet.”  However she said, she would try to use personal lessons she has learned to 

provide helpful information to better building good partnerships. She emphasized that she 

gained these valuable skills not through magic, but instead through practice. 

 

Lessons Sandhya has learned through her time working in the field: 

 

1. Message for aid agencies: Engage the private sector beyond CSR 

 

2. Identify pain points that, if resolved would strengthen the bottom line for 

industry and yield positive health returns 

 

3. Create the business care for investments in health & development – work with 

industry to obtain the metrics they need 

 

4. Minimize private sectors risks – aggregate and guarantee demand whenever 

possible to incentivize R&D, manufacturing for emerging markets 

 

5. Leverage private sector capacities: research & innovation, manufacturing, 

distribution, marketing, employee engagement 

 

6. Support entrepreneurs: private providers, social enterprises, early state technology 

and research companies 

 

7. There has been distrust between public and private sectors  now there is 

conversation about combining and working together 

 

 

Global development at USAID (http://1.usa.gov/1teqSe6) fosters individual exchanges, 

which seems simple (similar to what we’re doing here at the Next Mile Project) but with 

two major bureaucracies, with so many entry points, it gets complicated. The exchange 

needs to happen on an individual basis it’s beginning to seem. 

 

Answers to the: Why? Who? What? And how? Of building partnerships: 

 

Why Partner? 

 Looking to distribute risk 

 Catalyze innovation; new solutions 

 Leverage platforms and capital (human, physical, reputation)   partner with an 

organization that has an existing platform to get the word out 

http://1.usa.gov/1teqSe6


 Reach the last mile (ensure/low-income/vulnerable populations) 

 Improve quality of products and service 

 Reduce cost; increase cost-effective 

 

Who? Selecting partners 

 Asset inventory – who’s in the room, what type of assets do they have and how do 

they compliment each other?  

 Creating a shared understanding for why partners are at the table, is so important.  

 Find internal champions in each organization – don’t rush to make the 

partnerships happen, understand that it is individual good that will makes these 

happens.  

 

What? Building a partnership 

 Understand what metrics are shared vs. unique 

 Ask: what does success look like for the partnership, for each organization, for 

each individual? Acknowledge that it’s going to be different  

 Create a governance structure 

 If appropriate, create parallel funding mechanisms to a third party implementer  

 Focus on co-creation but understand relative strengths, weakness, and assets and 

leverage them accordingly 

 Communicate effectively and frequently, both internally and externally 

 Use LinkedIn, conferences, approaching them in the field, talking to grantees 

 It is becoming a lot easier for big players to give grants to the little guys with 

innovation at the for front 

 “Having an enthusiastic energetic team on the ground seen as a universal broker 

on what is going on the table is a good tool. Building credibility and being able to 

build that excitement about the project is huge.” 

 

How? Getting started 

 Start with the end in mind – what’s your exit? 

 Top-down, bottom-up approach to consensus 

 Concept paper: goal, objective, roles, assets, metrics, governance, 

communications, budget, and time frame 

 Launch event: Public launch? Press release? 

 

Last key take-aways:  

 

Value the partnership and the work itself; you have to package it well. 

 

“At the time it might feel like the juice isn’t worth the squeeze”, but it is. 

 

Communication buzz needs to be deliberate.  

 

Communicate a market understanding to make a partnership. 


