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Building Strategic 

Partnerships 

SCIENCE-TO-BUSINESS 

SCIENCE-TO-SCIENCE 

BUSINESS-TO-SCIENCE
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1. Introduction to MUAS

2. Strategic instruments for creating and 

managing a partnering program

i. Vice Rector Partnering 

ii. Partnership Stairway 

iii. Six Golden Rules 

iv. Partnership Relationship Management

FORMAT
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Technology Transfer at the Münster 

University of Applied Sciences

MÜNSTER UNIVERSITY OF APPLIED SCIENCES >
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• Research & transfer

• Practice oriented education

• Focus on cooperation with companies (strategic 

partnerships)

Top 5 Universities in Germany Recognition

• In 2007 Münster University of Applied Sciences 

was awarded as one of the Top 5 Universities in 

Germany applying the best strategies of 

university-industry knowledge exchange and tech 

transfer by the German Federal Ministry of 

Education and Research and the Donors' 

Association

• 85 public and private universities in Germany 

applied for the award

TECHNOLOGY TRANSFER AT THE

MÜNSTER UNIVERSITY OF APPLIED SCIENCES >

Focus
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Partners

TECHNOLOGY TRANSFER AT THE

MUENSTER UNIVERSITY OF APPLIED SCIENCES >

http://images.google.com/imgres?imgurl=http://www.iris.uni-stuttgart.de/bosch.bmp&imgrefurl=http://www.iris.uni-stuttgart.de/ecad-06.html&h=273&w=872&sz=698&tbnid=ThYmfD5OmD7PGM:&tbnh=46&tbnw=146&prev=/images%3Fq%3Dbosch%2Blogo%26um%3D1&start=1&sa=X&oi=images&ct=image&cd=1
http://images.google.com/imgres?imgurl=http://www.repsa.org.au/Portals/0/contentImages/BASF%2520Logo.jpg&imgrefurl=http://www.repsa.org.au/Default.aspx%3Ftabid%3D82&h=472&w=945&sz=22&tbnid=TG7L6AMV_xh6iM:&tbnh=74&tbnw=148&prev=/images%3Fq%3Dbasf%2Blogo%26um%3D1&start=1&sa=X&oi=images&ct=image&cd=1
http://www.ssi-schaefer.co.uk/index.php?id=16770
http://www.uas7.org/content/index_en.html
http://www.cargobull.com/index.html
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Handbook “Responsible Partnering” … 

Supported and endorsed by:

1. European universities association and their 
national rectors’ conferences (EUA) linked to 
Universities and Public Research 
Organisations

2. ProTon Europe

3. The European Association of Research and 
Technology Organisations (EARTO)

4. The European Industrial Research 
Management Association (EIRMA)
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2. STRATEGIC 

INSTRUMENTS FOR 

CREATING AND MANAGING 

A PARTNERING PROGRAM
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Strategic Instrument #1

Vice Rector Partnering

Vice Rector Partnering

• Münster University of Applied 

Sciences (FHM) 

• Recognised the importance of 

partnering at the highest level 

• Established a Vice Rector 

Partnering within the board of the 

University in 2003
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Strategic Instrument #2

Stairway to strategic partnerships

Several

projects

Partnership

Joint

activities

1 project

Strategic 
partnership

Cooperation of 

many years

C
o

m
m

it
m

e
n

t

Strategic Relevance
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Strategic Instrument #3

Fields by players

Strategic Relevance

Longtime 

Cooperation

Partnership

Common 

Activities

Strategic 

Partnership

Several Projects

Project

C
o

m
m

it
m

e
n

t

Prof.

Laboratory

Dean

Faculty

Rectorate

University
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Strategic Instrument #4

PRM (CRM Strategy and Software)

• FHM and CU have created an additional 
stream of client management, Partnership 
Relationship Management (PRM)

• It was identified that there was a lack of 
congruency between Customer 
relationship Management (CRM) and Key 
Account Management (KAM) in terms of 
the development of partnership 

• Creation of a system that allowed for the 
development of key partners from an 
early stage of involvement to a highly 
committed stage

• Reflected in the policies that have been 
identified for each stage in the diagram 
below (FHM)
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PRM

• Two (or more)-way 

(maximize retention and 

potential on partners)

• Benefit oriented 

for both partners

• On time communication

• Building trust and 

confidence 

CRM

• One-way (maximize return 

from end-user)

• Revenue and profit 

oriented 

• Campaigns 

• Building customer 

retention 

Strategic Instrument #4

PRM (CRM Strategy and Software)
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Strategic Instrument #5

PRM and the Partner Staircase

Partnership

Joint Activities

Project

Strategic 

Partnership

D
e
v
e
lo

p
m

e
n

t
S

tr
a
te

g
ic

 A
c
ti

v
it

ie
s

Longtime Cooperation

Several Projects

Observation

Assessment 

and analysis

Check compa-

nies with long 

time coopera-

tion

Selection

Conduct pushing 

talks

Encourage 

common 

activities

Use criteria

Check strategic 

dimensions

Development 

planning

Definition of 

objectives

Define standards

Contract

common vision

Planning for 

further 

Strategies

Definition of 

targets

Encourage 

select 

cooperation

Selection by 

list of criteria

CRM
PRM

KAM
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Rule 1

Both partners must achieve distinctive 

benefits/advantages through the cooperation 

and/or partnership. Those benefits have to be 

clearly defined.

Rule 2

A strategic cooperation has to be agreed by 

contract. There must be at least one standard 

bearer on each side.

Rule 3

Go always only for no. 1 or the market leader or 

visionaries first, only in step 2 switch to no. 2.

6 Golden Rules in Partnering
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Rule 4

Act fast, strategic partnerships are 

developing right now (and who is already 

bound is not free any more).

Rule 5

Co-operations have to be evaluated and 

validated again after a certain amount of time 

(possibly terminated at the start).

Rule 6

The development of a partnership requires a 

top form of individuality in defining the 

benefits and the procedures by PRM.

6 Golden Rules in Partnering
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 A Team Champion

 Clear Objectives & Business Concept

 Mutual Trust

 Appropriate Organisational Arrangement

 A Memorandum of Understanding and 

Legal Agreements on Operations

Critical Success Factors
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… is a key for successful

science and research co-operation!

The Marketing approach …


