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Wearing all the hats a business owner must can be a difficult and time-consuming task.
Hiring more employees and growing your business can add to the pressure. A business
partner can often help balance out your professional life, but the process of finding the
right business partner can be a stressful task in itself.

My biggest challenge is finding a business partner with complementary skills that would
enable us to focus on what we do best and be more efficient with our networking and sales
efforts. A partner would also alleviate fears of the sales increase needed when hiring
to cover salaries. I've tried using contractors to fill the void, but it has not worked out.
How do I find the right partner to help run and grow my business?

—A St. Louis web designer

Choose Carefully I would suggest two
things: Work togeth-
er for a few months
to get an idea of how
you both work, and
most important, read
and use the process
in “The Partnership
Charter” by David
Gage. It was a very

valuable tool that my

partner and I used to
form our partnership.

—Cathy Sexton, On Point Solutions LLC

You should choose your business partner
more carefully than your spouse.

As the networking/sales person for your
business, this person will largely be the
face and personality of your company, so
select someone who shares your values,
ethics, enthusiasm, drive and goals for
success.

Sexton

This person should have a proven track
record and documented success with the
desired skill sets. There should also be an
“engagement” period so you can evaluate .
this person to make certain you have cho-

sen the right partner.
Find A Compatible Relationship

Like finding the right life partner, finding
the right business partner is about a com-
patible relationship. Relationships take
time to develop.

Here are a few
ideas on how to find
this person:

1. Consult with in-
dustry professionals
you know and trust
to refer someone.

Consider the fol-
lowing criteria for
increasing your
chances of a success-
ful partnership:

1. Define what

you need from a
partnership—benefits
and goals. Establish
the skill sets needed
to make your future

2. Approach people
with the required
skills whom you ad-

Birsinger

mire and trust.

3. Place a free listing on http:/stlouis.
craigslist.org.

4. Place a blind box ad in your indus-
try magazines, St. Louis Small Business
Monthly or other business publications.

Coleman

partner compatible.

2. Determine his or her investment.
Whether money or sweat equity, your new
partner will need motivation to succeed.

5. Try http://www.partnerup.com.

—Mark Birsinger, M.A.

Birsinger & Co. LLC
3. Don’t be too quick to act; take your

time. When you think you found some-
one who meets your needs, meet with him
or her several times. Start building the
relationship.

Partnership Is Like A Marriage

Finding a partner sounds like a great idea.
A partner can share the workload and help
increase sales and profit. But it is not as
easy as just hiring an employee or contrac-
tor. A partnership is much like a marriage,
and in some cases you spend more time
with a partner than you do a spouse.

4. Let him dip his toe in the water. In
other words, see what it might be like hav-
ing this person as a partner before you both
make the commitment.

5. You and your new partner should clearly
understand expectations and each other’s
role in the business and put it in writing.
Getting an attorney’s advice would be the
prudent thing to do.

So, it is very important that you comple-
ment each other’s strengths; share the
same vision, goals and work ethics; and
have the same or very similar management
styles. There must be mutual respect and

trust. Before entering into any partnership, ~—Ken Coleman, FranNet

Do you have a challenge that you would like answered by the board?

If so, send them to jeremy@sbmon.com. All challenges will be presented anonymously




