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“No personal triumph is the work 
of one person alone”
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Who?

• External and Independent Advisors
• England and Australia
• Widening Participation & Social Inclusion
• Transformation and change management in Student Services

• Advisory Solutions
• WP Review and Optimisation
• Programme/ Strategy design and implementation
• WP benchmarking and data analysis, insights and research

• Outreach Solutions
• Outreach delivery team - for hire
• Uni[FIT] – suite of 25 resources for WP Outreach
• Signature Camps and Conferences
• Professional Development (online/ offline training)
• Schools Alumni Programme
• BUST: Student engagement/ voice programme
• National Networks Facilitation Team





“Partnership”



Continuums of ‘Partnerships’

The Collaborative Value Continuum (CVC) Model

“Our starting premise is that creating value is the central 
justification for cross-sector partnering” (Austin, 2010)

Philanthropic Transactional Integrative Transformational

Compliance or obligation Added value and Innovation



The CVC Model

The Collaborative Value Continuum (CVC) Model

“Value is more likely to be created through engagement
which is relational rather than transactional”



CVC

The CVC Model



Parties and Goals

The TRANSCEND method 

1. Map the [conflict] formation – all the parties, all 
the goals, all the issues

2. Bring in the forgotten / invisible stakeholders

……

5. Dialogue to identify acceptable goals, recognise 
limitations

6. Bring in the forgotten goals for new perspectives

7. Arrive at over-arching goals (accepted)

8. Arrive at short, evocative goal formations

9. Define the tasks for all parties with goals in mind

10. Verify how realising agreed goals also realise the 
parties’ individual goals

11. Help parties “meet at the table” for self-sustaining 
process



Parties: Stakeholder Mapping Tool

Three steps to really unpack and identify agreeable goals:

1. Create space for meaningful dialogue

2. Use the “Stakeholders2” Rule

3. Apply your A, B, Cs test

Goals: Goal Identification Frameworks



Meaningful dialogue

The obvious..?

Can stakeholders articulate their goals?

Does your dialogue allow for development of trust and co-creation?

Top (iterative) questions you can employ:

• What does success look like for you?

• How will we know when the partnership gets there?

• What expectations and limitations do we have?

• What are your (our) key priorities?

• What are your (our) key challenges?

• What would we need to do to overcome these?

• What would you like to bring to the partnership?



Goals: Stakeholders2

What do we want to achieve? Or, what are we aiming 
for? 

THEN: Do we understand each other and can we agree?

What do you1 want to achieve?

What do “you2” want to achieve (your key influencers)

What do “you3” want to achieve (your key influencers’ 
key influencers)

What do they4 want to achieve? (Stakeholder Xn)

What do “they5” want to achieve? (the key influencers 
behind each Stakeholder)

What do “they6” want to achieve? (the influencers of the 
key influencers of SHs)

What do “they7” want to achieve? (identified critical 
stakeholders who are not at the table)
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The A, B, C Test

WHERE:

A = (Inner) Attitudes

B = (Outer) Behaviours

C = Contradictions or Consonance (that need to be overcome/ leveraged)

Consideration of all elements is required. 

What are the dominant attitudes? 

→ And therefore what do we learn

How do behaviours manifest?

→ And therefore how can we act

What are the contradictions between parties?

→ And [how] can these be resolved

A

B C
“The conflict triangle”



A Case Study: 
School Partnerships & Resource Output 

Partner Goals and Priorities:

Stakeholders: Schools
Synergy & strategic alignment: 3 agendas (Attainment, Wellbeing, Destinations)
Goal: Student progression (CEIAG) and curriculum enhancement

Stakeholders: Universities 
Synergy & strategic alignment: Outreach, growth (pipeline), efficiency & speed
Goal: Recruit more target students to HE and to [institution]

Stakeholders: Students
Synergy & strategic alignment: Good, informed choices for successful futures
Goal: Understand opportunities and what these mean for the future

Shared goal: A learning resource that addresses these stakeholder concerns

https://unifit.thinkific.com/
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