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Connecting and Engaging with our Future


Theme Eleven: Partnerships. 

Consider how your theme connects to and interacts with the theme “Revenue Generation.”  Working with others at your table, take ten minutes and discuss the following – these responses should be recorded on the Recorder Sheet:   
In what ways are the Revenue Generation and Partnership themes connected?  How could changes in one theme positively or negatively impact the other theme?  
· Partners can fund the work we do!  Examples: Programs, projects, resources, personnel/positions
· Public/private partnerships can expand “human capital”

· Your partnerships aren’t just between people they are between systems

· SL$ through NIFFA = there may be partnerships at the “larger” level that can result in revenue (Federal/State).  Examples: 4-H National Council, WI Donors Forum, DNR

· As State/Federal agencies experience the same cuts; private sector partnerships will be critical

· Coordinating “Who’s partnering with my partner?”

· Generating revenue at the county level (especially within partnership) need support or mechanism at the state level or among local partners to administer funds (echoed)

· Basin Initiative (25) 1998 funded by Dept. of Natural Resources.  Found Federal grants but need additional partnerships to be sustainable without DNR funds

· More clearly defined partnerships in contractual agreements (do the work, but don’t get the funds)

· WNEP partner with FLE and other specialists – revenue generation?

· Partnerships are tied directly to revenue generation – WNEP

· WNEP – funding res. Partnership

· 4-H funding sources come from outside/community resources

· Encourage partners to take over responsibility for certain programs (example: afterschool – school partners – engage parents to help support program)

· Develop long-term funding relationship – helps motivate partners to identify ways to make it work; make them feel appreciated
· Partnership relationships open doors to other partnership/revenue generation sources

· Sometimes we could work with partners where they write and manage the grant – we (CES) manage the educational component

· Should partnerships inherently generate revenue?  In other words, should it be a “requirement” of partnerships in order to become/remain viable? (Question, but no conclusion reached).

· Will partnership enhance revenue generation for Extension for the project?

· Local counties are looking for revenue requirement, if not mandated.

· Go after an outside grant – cements partnership, but most grant sources want multi-disciplinary inputs

· Unified: Can present all the expertise in a multidisciplinary opportunity – cross specialize

· Larger CES program area to acquire $ for us to use in our local programs

· Smith Lever does limit what can be funded – takes administration to understand the structural hurdles of collaboration

· Fees are never enough to go after grants, industries help? Businesses help? Legislature helps?

· Partnerships ( new networks ( revenue generation ideas begin

· WNEP + partners share cost share + in-kind
· Don’t always have to generate revenue – each partner brings resources to the table

· If we have more partners, grant writing is easier and more powerful

· Partners may be the ones providing the funds – getting to know them before you ask for funds increases chances of getting funds

· Once partners know about your programs, they’re more likely to support you through funding, marketing, and joint programming

· Negative impact:  If we’re used to getting funding and now we’re partnering, that partner may want some of the funds

· State agency may feel political pressure to fund others doing similar work

· Partnerships allow you to focus on a community concern but more broadly – may be policy change, awareness, programming

· Can all be focusing on the same issue but from different perspectives

· In working with partners there may be different views on revenue generation

· Working with partners may give you access to funds/resources

· Can think about partnering with participants – and this increases new questions/challenges

· Partnerships are critical to expanding our educational message and revenue generation/support of UWEX programs

· Working across program areas on major issues – energy, sustainability – brings Extension expertise and community connections to move toward success that will spur economic development as well as community health.  This vital role creates value leading to revenue generation. 


If your birthday is in an odd month, get up and find a table in the Revenue Generation theme section.  If your birthday is in an even month, stay at your current table. Table Recorders will facilitate and record a fifteen minute discussion where each person at the table will share a significant conversation point from STEP THREE.
· Revenue generation through distance education

· Reaching more people, diverse audiences

· If 4-H programs were driven by revenue generation they would look different – lose focus on education

· 4-H Bayfield Co. has turbines and youth education programs – not connected to energy and communication team or sustainability team.  We need to pull together to create community value.  

· Programming cooperatively in areas of value to community in an interrelated way vs. silos might prevent picking off (discontinuing) any 1 area local position
· Grants may be easier to get if you partner

· Need to recognize that “sponsoring” is different from “partnering”

· Should be some flexibility – no institutional rigidity – in terms of how partnerships are developed, how they look and if it’s too wide open there is potential for abuse

· Depending on the program, there’s different opportunities for funding – Example: Some program participants are more willing to pay for a class because they make their living from what they’re learning – parenting education, less amenable to paying for the class.

· The danger of “chasing money” by offering programs that you can charge for rather than addressing primary need

· Need to make sure to keep an eye on the educational value of program

· Eliminate partnerships by geography and develop them based on services and mission – challenge is finding a funding source that will work across county lines

· May want to run grants through partners so there’s not a portion of administrative fees taken out by Extension (administrative fee)

· If funding is to partners, one partner may claim more “credit” than actually due and funding may be reapportioned based on that

· Charging for a program may cause it to be valued more by the consumer

· Could charge same fee for all programs (take the decision out of educators’ hands) and also have a scholarship fund

· Refuse to do revenue generation

· Except for specific project outcome – short-term/finite

· Only to cover nominal expenses to partnerships

· Partnership = the community (local)

· Should not have to go over grants to may my own way = then I work for them not the local community – loses our unbiased point of view

· Engage to local population for positive change – not to maintain status quo

· Seek partners to make change:

· Partners to provide $, practical nuts and bolts to get something done

· Partners to provide educational aspects

· Partners to legal enforcement of regulations

· Revenue generation or partnerships can negatively impact programming in a variety of ways (example – partnerships drive programming rather than the need) – removes some objectivity

· How do you “filter” partnership possibilities? (right partner/wrong opportunity or vice versa)

· Roles in partnership may affect where the revenue goes (who gets it? Who benefits?)

· Time, skill, training needed for both partnerships and revenue generation

· Learning to start partnerships; learning to end partnerships; and everything in between – different skills needed for different phases of partnership

· Are partnerships required (for revenue generation or otherwise) or are they encouraged as a support for response to needs

· Long-term partnerships + successful revenue generation =

· Training provided in CES to address needs for schools mentioned above (to stay relevant and viable)

· State and county colleagues need an understanding that expectations for partnerships and revenue generation must replace prior responsibilities, not be added to responsibilities

· Expectations and management change when we are working revenue generation to support education

· Resources and professional development training would be the next step (a department for support, training, and additional resources) 

· State specialists do some of this already

· NIFA diversity preferred partner portfolio at the Federal level (and state)

· Infrastructure at Lake Street – with the finance dept. at the state level.  Guidance with non-lapsing accounts – i.e. 3 year grant but county wants no carry-over.  Revenue Dept. – can’t charge money for attendance if grant funded.  Need support people at the state level.

· Accepting $ from industry/company/individuals can lower credibility

· Not enough time or people to do evaluation of grant program – so can’t accept $

· Need grant writers to support partnerships and increase revenue generation

· Sometimes turn down revenue because it does not match our mission/goals or reporting it too cumbersome

· Contracting with private sector vs. sharing funds with CE for the work we can do 

· Is the organization’s “view” of a partnership sustainable

· Echoed the management of funds

· BOB – Build on Base

· Low branches – generating $ to support funds without paying overages (admin)

· LOG’s – Low Overhead Grants

· There is a cost-benefit ratio to partnerships

· Opportunities to generate revenue may be lost due to lack of time or foresight to hire

· Increase our capacity at the state level to manage revenue generation 
Extension Reconsidered








FACILITATOR - RECORDER SHEET





STEP THREE: The Big Picture
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STEP FOUR: Making Connections
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