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Introduction

This study focuses on the commercial partnership that exists when USHA Ltd and a commercial company enter into an agreement either to raise funds, project or event sponsorship, undertake a speaking engagement or to raise the Association’s profile.

Typically this will allow the company to use USHA’s name and logo to promote its own products or services.
In return USHA receives a proportion of the income, or some other benefit, generated from the promotion of products or joint project partnership association.
The report does not cover the relationship that exists between USHA Ltd and a wholly owned trading subsidiary.

· USHA Ltd recognises that its name is a valuable asset and that, in a commercial partnership, an association with USHA Ltd may generate substantial benefits for the company.
· Accordingly, USHA Ltd will take steps to protect and, where appropriate take professional advice on valuing its name.
· USHA Ltd needs to clearly establish what it expects to gain from a commercial partnership prior to entering into an agreement and set up appropriate systems to monitor and review the partnership.
· USHA Ltd needs to carefully consider whether a proposed commercial partnership with any specialist or project group is appropriate and in the best interests of the Association and its members.
· Regardless of the size or nature of the commercial partnership, USHA Ltd should take the appropriate steps to ensure that they identify and manage any risks connected to a commercial partnership fund-raising agreement.
· USHA Ltd needs to ensure from the outset of a commercial agreement that the expectations of both parties have been agreed and can be managed effectively and appropriately.
· Any specialist or project group of USHA Ltd should research a proposed commercial partnership carefully and, if it proves to be appropriate and viable, establish a plan of how the partnership will be managed.
· USHA Ltd must exercise control over the commercial agreement and must not simply accept an agreement drawn up by a company without seeking appropriate advice.
· USHA Ltd must establish clear agreements with the commercial partner before the partnership starts. The precise nature and the complexity of the agreement will depend on the size and the type of commercial partner.
· USHA Ltd should monitor and review the performance of commercial partnerships on a regular basis, to ensure that they remain effective and appropriate.

USHA Ltd will not consider a joint venture with any organisation or company whose core business is deemed to be in conflict with its own
Overall responsibility rests with the USHA Executive Board to ensure that the commercial partner acts responsibly and with a sufficient level of care when considering any ethical questions that may be attached to a proposed commercial partnership.

Choosing a commercial partner with care

· Regardless of the size or nature of the commercial partnership, USHA Ltd will take the appropriate steps to ensure that they identify and manage any risks connected to a commercial partnership agreement.

· From the outset of a commercial agreement the expectations of both parties have been agreed and can be managed effectively and appropriately.

Approaching companies

· A conflict of interest can arise in some circumstances when approaching regular contacts. If a conflict of interest is identified, it needs to be managed effectively in order to ensure that the reputation and integrity of USHA Ltd is not compromised.

· In some instances, it might not be possible or desirable to manage a conflict of interest which has a detrimental impact on the effective working of USHA Ltd for example if a Board, Specialist or Project Group member has to withdraw from meetings because of their involvement with the commercial partner and are restricted from fulfilling their role in the Association.
Ensuring effective communication

· Both parties must ensure they have effective channels of communication in place and, where necessary, appropriate policies for delegating responsibility for the management of a commercial partnership.
· It is essential that the relationship between USHA Ltd and a commercial partner is transparent and that the Executive Board ensures that appropriate monitoring procedures are put in place and enforced.
· Clear channels of communication and, where necessary, policies for delegation are also important in ensuring an effective and efficient approach to fund-raising with commercial partners.

Monitoring
· Once the terms of the commercial partnership have been agreed, USHA Ltd should consider putting in place monitoring and reassessment provisions to ensure that the arrangement continues to be effective.

· There should not be an automatic renewal of commercial partnerships without assessing whether any changes are needed.

· USHA Ltd should periodically review and consider the consequences and impact the termination of a partnership agreement will have on fund-raising income, sponsorship or profile initiatives.
· There may also be additional and complex factors to consider in some cases, such as publicity and safeguarding a new donor base to ensure USHA’s best interests are protected.
· USHA Ltd should exercise its ability under Regulation 5 of the 1994 Fund-raising Regulations to request documentation from commercial partners as part of an on- going monitoring and review process.

Recommendations:

· No commercial agreement should be agreed without approval of the USHA Executive Board.
· All Specialist and Project groups who wish to go into partnership with a commercial company must request approval from the Executive by submitting a Project Support application with details of the commercial company and the benefits to USHA and its members.
· If given USHA Executive approval a contract of agreement is drawn up with required safeguards between the group and the commercial company.
· This is to be reviewed every quarter by the Executive Board.
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