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The Partner

PSL launches Network PLUS +

PSL has a broad range of useful tools, guides and services to help
businesses realise the value of partnering and collaborative relationships.
Our recently created subscription package, Network PLUS+, contains a series
of PSL products and services, aimed to help you identify strengths and
weaknesses of your current and future business relationships.  This
subscription includes discounted workshops, free PSL publications, and
access to a range of tools and services.

Our interns from the United States, Samantha Cooper and Jordan Mandel,
have contributed to the development of this subscription package. They are
thrilled to be working closely with PSL, and have shown great interest in
learning about the benefits of partnering across all sectors. The aim of
Network PLUS+ is to further encourage our members to use PSL tools and
services, to maximize the effectiveness of their collaborative relationships.

Membership Subscription Package:

Substantial
discounts on
PSL tools and

workshops

Customized
workshops and
programes,
tailored to
specific market
interests
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Ability to
develop cross-
functional
network with
fellow
members

Accesstoa
range of PSL
partnering
publications

For an annual subscription of £95, Network PLUS+ subscribers will receive materials and services with savings

of over £500.

PSL publications contained on a CD which will be refreshed

annually including:

Ul

Ul

(£23.50)

R R

(£23.50)

Future Connections (£17.65)

Initial Partnering Profile (£11.75)
Internal Self-Assessment (£175)
Strategic Partnering Overview for Directors Guide

Partnering Strategy Guide £23.50)
Supply Chain Partnering Guide (£23.50)
Partnering for Service Guide (£23.50)
Value Creation Guide (£23.50)
Partnering Contracts Guide (£23.50)
Outsourcing & Partnering Guide (£23.50)
Strategic Partnering Overview Guide

£400 value!

** PLUS: a free copy of The Annual Partner 2008 (£10)

programme:

40% Discount on public one day workshops available to non
-members at £300. The following are part of the current
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Developing Strategic Partnering Programmes
Introduction to PAS 11000 and CRAFT Methodology
Monitoring and Measuring Collaborations

Critical Behaviours £300 value!

10% discount on all in-company or company specific
programmes you may be considering covering;
collaborative development, training, and support

Login to the Network on PSL’s website to subscribe
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A joint BERR / CBl initiative
Established in1990 to promote
Competitive advantage

through

Collaborative business relationships
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CRAFT : a unique methodology to maximise added value
from relationships and the foundation for BSi PAS 11000

o ae @
DJl

Partnership Sourcing Limited
Sullivan House, 4 Grosvenor Gardens

BERR v 207 s241300 MB‘II

www.PSLCBlL.com

ASSESSMENTS

PARTNER
DEVELOPMENT

. Page 12


http://www.pslcbi.com

