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[bookmark: _Toc207106099][bookmark: _Toc209018685]Delivering impactful and sustainable educational programmes
Building recurring partnership revenue models to support ongoing impact

Practical tools
[bookmark: _Toc209018686]Partnership-based model readiness checklist
This tool is designed to help leadership teams determine whether their programme is ready to launch a partnership-based revenue model. It should be completed collaboratively by senior leaders, delivery teams and finance staff before investing resources in model development. 
The checklist is organised into three areas: market understanding, organisational readiness, and strategic alignment. Work through each section systematically, gathering evidence to support your responses. 

	Marketing understanding

	Relevant Key messages
	Key message 2: 
Research what participants value most before designing your partnership-based model

	Checklist statements
	Yes
	No
	If yes, key learnings and insights…
If no, to complete this we need to …

	You have consulted current and past participants about their ongoing needs
	
	
	

	You understand what participants found most valuable about your programme
	
	
	

	You have identified what support participants would be willing to pay for
	
	
	

	You have researched competitor offerings and pricing in your market
	
	
	

	Next steps
	

	Organisational readiness

	Relevant Key messages
	Key message 1: 
Define what you intend to achieve through your partnership-based model.
Key message 3: 
Plan how you will regularly refresh and update your programme content.

	Checklist statements
	Yes
	No
	If yes, key learnings and insights…
If no, to complete this we need to …

	Your senior leadership supports the partnership-based model approach
	
	
	

	Your delivery team understands and supports the transition
	
	
	

	You have identified a team to deliver the partnership-based model
	
	
	

	Your finance team can manage recurring billing and partnership-based model metrics
	
	
	

	You have systems in place for customer support and engagement
	
	
	

	Next steps
	



	Strategic alignment

	Relevant key messages
	Key message 5: 
Ensure your partnership-based model complements rather than competes with your existing services.

	Checklist statements
	Yes
	No
	If yes, key learnings and insights…
If no, to complete this we need to …

	The partnership model aligns with your organisation's strategic direction
	
	
	

	You have reviewed existing services to avoid competing offers
	
	
	

	You have identified how the model complements other activities
	
	
	

	Next steps
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Partnership-based revenue model design framework
This tool is designed to guide leadership teams through the key decisions involved in designing a partnership-based revenue model. This framework is best used after completion of the readiness checklist. 
The questions are organised into six themes that build logically from understanding participant needs through to implementation planning. 
Value proposition
· What do participants find most valuable about your current programme?
· What aspects of your programme have the most lasting impact?
· What ongoing or recurring challenges do participants face that you could help address?
· Would participants benefit more from continuous access or periodic intensive engagement?
Model selection
· Do participants need consistent ongoing support (favouring subscription models) or prefer defined engagement periods with flexibility to opt in or out (favouring cyclical models)?
· How do participants' budget and planning cycles work?
· Does your intervention benefit from ongoing access or repeated fresh delivery?
· What are the expectations and norms in your field?
Offering structure
· Do you want a tiered approach with different service levels, or a flat-cost core offering with add-ons?
· What should be included in your core offering to provide clear value?
· What additional services would some participants value enough to pay extra for?
· How can you balance comprehensive value with sustainable delivery costs?
Pricing strategy
· How much are participants currently paying for your programme?
· What is the annual value that participants receive from your programme?
· How does your proposed pricing compare with similar offerings in the market?
· What discounts or incentives might encourage early adoption or multi-year commitments?



Delivery model
· Which benefits can be delivered digitally for cost-effectiveness?
· Which elements require personal interaction or customisation?
· How will you maintain programme quality across different delivery modes?
· What support do participants need to effectively use your offering?
· How will you keep content fresh and relevant over time?
Internal consultation
· How does the model align with your organisation's mission and values?
· What capacity and resources will be required to deliver partnership-based services?
· How will success be measured and monitored?
· What are the potential risks and how will they be mitigated?
Implementation planning
· Which participants will you prioritise to work with first for partnership-based services?
· How will you communicate the transition from one-off programmes to ongoing partnerships?
· What systems and processes need to be established before launch?
· How will you gather feedback and iterate on your offering?
· How will you maintain relationships with partners between engagement periods (for cyclical models)?
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