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Executive summary 
 

This module is built around the objective to support the networking with a strategic focus on Erasmus+ 
programmes.  At the end of this module the learner is expected to be able to implement strategic actions towards 
the expansion of the school’s network. 

To achieve the objective, the learner is taken through a journey of understanding the networking  potential for 
the development of their organization and  their profile, as well as getting accustomed to novel templates and 
methods for analyzing their networks.    

Moreover, solid steps for improving the networking skills and networking focus are introduced and templates 
shared that can support the concretization of ideas into summarized pitch-able   pages to support partnering 
(getting partners from your network for your projects).
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Expected learning outcomes 
 

After completing this module, the learner is expected to achieve the following learning outcomes: 

 Knowledge 
-To be aware of the nature of networking 

-To understand the difference between simple networking and strategic networking 

-To be aware of the networking benefits for their personal development 

 

 Skills  
-To be able to identify/trace relevant strategic goals for their school 

-To be competent in mapping and deploying a strategic network 

-To be in the position to expand their network towards strategic goals 

 

 Competences 
-To be able to use networking techniques for pursuing the school internationalization goals 

-To maintain and expand the network of the schools’ collaborations 

-To incorporate strategic thinking in their interactions with colleagues and stakeholders 

 

1. Networking basics 
1.1. Introduction 

Human beings are inherently social creatures. As far back as we can trace, humans have travelled, 
hunted, and thrived in social groups and for good reason: the ones who were separated from their tribe 
often suffered severe consequences. Social groups provide us with an important part of our identity, 
and more than that, they teach us a set of skills that help us to live our lives better. 

Considering this, feeling socially connected especially in our increasingly isolated world, is more 
important than ever. The benefits of social connectedness should not be overlooked, especially towards 
the fact that a network of people can easier mobilize and implement collective actions that tackle even 
the greatest social challenges and thus have more realistic opportunities to change the world to the 
better. 

And speaking of having impact, what best than collective action! Looking into the segmentation of 
work in the society - phenomenon that has been taking place for a multitude of years - one can realise 
that in today´s world bringing to life multistakeholder projects requires a great amount of connectivity. 
Now more than ever, organisations cannot act in solitude but rather have to be network developers and 
connectors in order to create real impact and reach their strategic goals. 

It is, thus, beyond doubt necessary to analyse in deep the networking prospers for today´s organisations 
and in specific for the ERA4SE case: how networks can leverage and open-up schools’ opportunities 
towards new horizons of knowledge and actions. 
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1.2. Motives behind networking 

As a general notion, schools are complex organizations, that can best be understood as a loosely coupled 
set of overlapping systems: the student system concerned with student education and development, the 
faculty system concerned with maintaining professional standards and effective teaching, the parent 
system focused on the relationship between the school and the child, and the administration system 
concerned with the management of the whole, including security and external relations. A good school 
climate can be seen as facilitating communication among these systems and having Projects can be a 
game changer element to help increase the effectiveness and the reach of the main goals. Many schools, 
for that reason, found Project Management teams with educators’ part-time involvement, or others even 
have a dedicated Research department for implementing international projects with the school as a main 
actor. And as explained above, real impact projects cannot be implemented by a single actor, but rather 
require a partnership, which in its turn requires a good network and for that is needed devoted network-
makers. 

Networks deliver unique advantages that can be beneficial for personal and organisational growth: 
private information, access to diverse skill sets, and power. People may see these advantages at their 
work every day but might not pause to consider how their networks affect them accordingly to grow 
and succeed in what they do.  

-Private information: When we make judgments, we use both public and private information (info 
gathered from personal contacts who can offer something unique that cannot be found in the public 
domain). Private information, therefore, can give you an edge. Consequently, the value of your private 
information to others—and the value of others’ private information to you—depends on how much trust 
exists in the network of relationships.  

A lot of times, you will find out that the right information can be a change maker in a project´s 
conception, in the finding of the right partners, and/or in encountering the persons you need to contact 
to get things done. 

-Access to diverse skill sets: “The best way to have a good idea is to have a lot of ideas.” While 
expertise has become more specialized during the past years, other issues (organizational, product, and 
marketing for example) have become more interdisciplinary, which means that individual success is 
tied to the ability to transcend natural skill limitations through others. Highly diverse network ties, 
therefore, can help you develop more complete, creative, and unbiased views of issues. And when you 
trade information or skills with people whose experiences differ from your own, you provide one 
another with unique, exceptionally valuable resources. 

By having access to diverse skill sets, you can be more creative in ideating thanks to the influence of 
your contacts, you are more open minded to new ideas and in the position to connect peoples´ or 
organizations skills and experience, to bring to life projects that otherwise your school or your team 
itself lacks the total skills to do.  

-Power: Thought traditionally, power was embedded in the hierarchy of organizations, lately it is 
being repositioned and understood to emanate more in those ones who can adapt to changes in the 
organization, develop collaborations, and synthesize opposing points of view. These so called “brokers” 
weren’t necessarily at the top of the hierarchy or experts in their fields, but they link specialists in the 
organization with trustworthy and informative ties. Most personal networks are highly clustered—that 
is, an individual’s friends are likely to be friends with one another as well. Most organizations networks 
are made up of several clusters but with few links between them. Brokers are especially powerful 
because they connect the separate clusters, thus stimulating collaboration and exploiting arbitrage 
among otherwise independent specialists. 

If you think that you lack the power to start things, because of your position in the organisation, think 
twice! Because not being in the top of the hierarchy, doesn´t mean you cannot “shift” the attention to 
new goals and projects. What you need is to be a broker and connect the dots… 
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In every organization, one can identify various profiles 
of colleagues when considering their strongest points at connecting and networking. It is important 
before even starting your net“work”, to try to figure out in your school where your colleagues fall in 
the below categories. In that way you will manage better to use their strengths while bringing them 
onboard to the project team. 

 

This analysis will help you think of the team you want to have and understand which persons are needed 
to mobilize in order to steer the school´s attention towards establishing a Project team. Then, you can 
approach your colleagues and explain why their participation in the project team is important and how 
do you think they could help more regarding networking. 

You can use the below simple table to do an Organization Network Analysis within your organization.  

 

1.3. Forms of networking and benefits 

To succeed in multistakeholder projects conception and implementation, it is needed to develop your 
network in several fronts: 

• OPERATIONAL—with people that you need to accomplish your project tasks (superiors, 
people with the power to block or support a project and key outsiders) >Purpose: Getting work 
done efficiently. 

• PERSONAL—with kindred spirits outside your organization who can help you with personal 
advancement. >Purpose: Develop professional skills through coaching and mentoring; exchange 
important referrals and needed outside information. 

• STRATEGIC— with people outside your control who will enable you to reach key 
organizational objectives. >Purpose: Figure out future priorities and challenges; get stakeholder 
support for them. 

A parallel building of the above network forms will support your professional development and place 
you in the position to help your school towards ideating new projects and building unique 
partnerships for their implementation. Below follows a brief indication of the benefits that can occur 
from networking and consequently partnering into initiatives: 

TIP#1 : YOU ARE NOT ALONE, KNOW YOUR TEAM!

Central 
connectors

Well connected, typically 
with many ties within a 

team, function, geography, 
capability or demographic. 

Credible and respected 
opinion leaders in their 
groups, that can rapidly 

engage others to accept new 
ideas and streamline 

implementation. They create 
alignment within a group 

through their informal 
leadership and trusted 

opinions.

Brokers

Also called boundary 
spanners, are important in 
the network not because of 
the number of people they 

are connected to, but 
because of the number of 

relationships they hold that 
bridge organizational 

boundaries. They act as 
critical conduits of 

information and are very 
effective in bringing people 
and groups together around 
a common interest or idea.

Energizers

Energizers are critical to 
change efforts because they 
enthusiastically adopt and 

promote new ideas and 
processes. Their enthusiasm 

is contagious, inspiring 
others to get involved, share 

fledgling perspectives or 
even speak up about 

concerns. They are vital to 
the process of gaining 
acceptance by those 

implementing or affected by 
a change.
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Professional Development 
►Personal and professional growth, recognition and job satisfaction 
►Increasingly being seen as ‘change agent’ making an important 

contribution to society and to your school 
►Gaining invaluable relationship-building skills and being able to 

facilitate complex interactions between very different players 
 

Partnership Development 
►Initiating new partnerships 
►Pioneering radical and innovative responses to seemingly 

intractable challenges 
►Procuring significant resources from new sources 

 
Partnership Management 
►Increased confidence in developing appropriate processes for more 

effective partnering 
►Building more robust partnerships capable of overcoming 

challenges and achieving sustained outcomes 
►Developing a learning culture among partners and within partner 

organisations 
►Keeping up the momentum beyond the initial ‘honeymoon’ period 
►Managing a collaborative approach to developing exit and 

transition strategies 
 

Partnership Impact 
►Making the partnership a ‘success’ from the perspective of 

beneficiaries, partners and other stakeholders 
►Scaling up a partnership’s impact and influence 
►Producing tangible outputs / outcomes (sometimes against 

considerable odds) 
 
Systems and Policy Impact 
►Transforming opinions and institutional practices 
►Successfully promoting a partnering approach to key others (policy 

makers, donors, leaders) 
►Contributing to creating an enabling environment for more 

effective partnering 
 

Of course, the ultimate gains of partnering mentioned above will come after successfully collaborating 
in projects and working under their work program and objectives. But, to reach to the point of 
successfully partnering in projects that reflect the strategic goals, one has to start from the very basis of 
networking and not overlook all of the forms seen previously. Below follows a brief overview of the 
discussed network forms with the note that we will mainly focus on the strategic networking in the 
ERA4SE training. 
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Recap: The three forms of networking 

Even if you think you are adept at networking, maybe you are operating only at operational and personal level. 
But to be effective you have to train extra your strategic networking skills and build your own strategic network. 

 Operational network Personal network Strategic network 

Network’s 
purpose 

Getting work done efficiently; 
maintaining the capacities and 
functions required of the group. 

Develop professional skills through 
coaching and mentoring; exchange 
important referrals and needed outside 
information. 

Figure out future priorities and 
challenges; get stakeholder support for 
them. 

How to find 
network 
members 

Identify individuals who can block or 
support a project. 

Participate in professional associations, 
alumni groups, clubs, and personal-interest 
communities. 

Identify lateral and vertical relationships 
with other functional and business-unit 
managers—people outside your 
immediate control—who can help you 
determine how your role and 
contribution fit into the overall picture. 

Location and 
temporal 
orientation 

Contacts are mostly internal and 
oriented toward current demands 

Contacts are mostly external and oriented 
toward current interests and future 
potential interests. 

Contacts are internal and external and 
oriented towards the future. 

Players and 
recruitment 

Key contacts are relatively 
nondiscretionary; they are prescribed 
mostly by the task and organizational 
structure, so it is very clear who is 
relevant. 

Key contacts are mostly discretionary; it is 
not always clear who is relevant. 

Key contacts follow from the strategic 
context and the organizational 
environment, but specific membership 
is discretionary; it is not always clear 
who is relevant. 

Network 
attributes and 
key behaviors 

Depth: building strong working 
relationships. 

Breadth: reaching out to contacts who can 
make referrals. 

Leverage: creating inside-outside links. 

 

 

 

2. Strategic related networking  
2.1. Basic strategic networking 

So far, we have mentioned three types of networking, which everyone needs to develop and utilize in 
order to be successful in what they do, and especially in projects! And to really succeed in building a 
project team with prosperous goals, one must skillfully master the strategic networking—by 
interacting regularly with people who can open the eyes to new project opportunities and help capitalize 
on them. 

“Build your strategic network and burnish your own — and your school´s — performance.” 

You need a strategic network because the forces that drive change in your field will probably 
come from outside your current world. That means you need some way to discern those forces when 
they first appear on or over the horizon, not when they arrive at your door. That’s the purpose of this 
network. 

Your strategic network consists of outposts — individuals who work on the horizon of your world and 
can see into worlds beyond, both inside and outside your organization. 
Because there are many worlds surrounding yours and you can’t predict which will produce the invading 
forces of disruption, you need several outposts, and you need to create them intentionally because such 
relationships won’t develop naturally. That’s the tough part. 
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The good news is that your links to these outposts will mostly be what sociologists call “weak ties.” You 
connect with them only on occasion, perhaps once a month or even only two or three times a year. But 
once you’ve made the connection, you can keep it alive with an occasional email, phone call, cup of 
coffee, or hallway chat at a conference you both attend. And, once you’ve made the links, each outpost 
will know your interests and can let you know if anything of consequence to your world occurs in theirs. 

Like all networks, a strategic network only works if it’s built on mutual interest. You serve as an 
outpost in your world for those who serve you in theirs. You learn their interests and goals and let them 
know if anything in your world might concern them. 

Leadership and management are largely based on the future, on a sense of where you and your group 
are trying to go, the future you want to create. To define, move toward, and succeed in that future, you 
need to build proactively a far-flung network of people who live and work at the edge of your current 
world. 

Developing great strategic thinking skills is 
a demanding challenge, but highly necessary as a basis for strategic networking! It requires to gain 
exposure to strategic roles, synthesize broad information, participate in a culture of curiosity, and gather 
experiences that allow you to identify patterns and connect the dots in novel ways. 

Being more strategic though, doesn’t mean necessarily making decisions that affect the whole school 
or allocating scarce budget money. It requires only that you put the smallest decision in the context of 
the organization’s broader goals. Everyone has an opportunity to think more strategically.  And its when 
you and others in your organization think strategically, that you can generate important benefits: 

• You chart a course for your group that aligns with the overall school´s strategy and execute 
on it in your day-to-day work. 
• You make smart long-term decisions that complement and align with decisions that others in 
your organization are making. 
• You gain your superiors´ commitment to supporting your decisions. 
• You boost your group’s performance and maximize project results. 
• You focus your daily work so you’re working on priorities that make the highest 
contribution. 

 

Get Started: Be Strategic in Your Daily Work 

TO DO LIST! 

☐Recommit to updating your knowledge by reading relevant articles, getting outside 
your organization routinely, and reconnecting with external contacts. Learn like this 
about the new ways in which peer organisations address challenges. Feel energized by 
this new knowledge and you will see yourself developing sharper views on ideas for 
your organisation and asking better strategic questions. 

☐Commit yourself to attending two key events a year and block them off on your 
calendar before it gets filled with other meetings.  

☐Set aside 30 minutes a week to read relevant articles and to connect with external 
resources.  

☐Make the discussion of new ideas a recurring agenda item in the team meetings and 
ask team members to take turns bringing in a provocative article. Good ideas can come 

TIP#2 : DONT FORGET YOUR STRATEGIC THINKING SKILLS!
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from anyone, and that developing the strategic thinking skills of your direct colleagues 
will accrue to your benefit as well. 

☐Lastly, block out 30 minutes on your calendar before important meetings to have 
time to collect your thoughts before going into meetings so that you can be more 
prepared, more vocal, and certainly more willing to challenge other’s ideas. 

The above will allow you to begin to shape your point of view on important issues and identify a few 
strategic questions to bring up. You will be more aware of your sector news, capable of forming an 
informed opinion and giving important inputs to meetings and events, as well as more trained in forming 
new ideas. 

 

2.2. Setting up strategic networking goals 

Being a strategic thinker is a requisite for starting your strategic networking journey. Keeping in mind 
the above recommendations and definitions, it´s time to dive into the act of connecting and broking! 
There are five major steps in building a productive strategic network: 
 

1. Know your school. 
2. Know where your group is going. 
3. Assess your network. 
4. Create your network. 
5. Sustain your network. 

 
Step 1: Know Your School 
Start by creating a solid foundation of knowledge about the school you’re in. This is the context for 
everything that follows. Nothing will make sense until you understand what your school does, how it 
works around its goals, the challenges it faces, where it’s trying to go, how it’s planning to get there, 
and who does what. Below follow 3 guiding questions that you should analyse: 
 
► Do you understand your school? 

 

► Do you understand how your school´s projects actually work? 

 

► Can you figure out who has influence in your school? 

 

Moreover, a highly relative element to the strategy of the school is the internatonalisation plan. Your 
school must have, and if not must create an internationalization plan that outlines the above information 
and sets clear strategic goals. Your part is to be fully aware of it, and if it doesn’t exist to support 
creating it in order to start!  
You can see the relative ERA4SE lesson for the internationalization plan in order to get support. 
 

Step 2: Know Your Current Work and Where You’re Going 
Perhaps it’s obvious, but to map your web you must begin with a good understanding of your group 
and its work.  
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Understanding of your group and its work 

► What does it do, and how does it do its work?  

 

► What are its critical success factors?  

 

► Its key metrics—measures that define progress and success?  

 

► Whom does it depend on?  

 

► Who depends on it?  

 

Equally important, you must know where your group is going. 

► What are your plans?  

 

► Where do you expect to be in a year?  

 

► In three or more years?  

 

► How will the future be different from today?  

 

► How do you plan to get there? 

 

► What will change along the way?  

 

► What resources and whose help and support will you need to create the future you want? 

 

Step 3: Assess your strategic network 
It is highly important to diagnose your already existing network in order to be able to assess it and 
identify key points of interest. 

Determine what type of network you currently have and discover how your networking practices can 
lead to one kind of network or another. Fill in the names of the most important contacts in your 
network— people you rely on for the exchange of private information, specialized expertise, advice, 
and creative inspiration. 
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Name of contact 
Importance 

(1-3) 
Who introduced you 
to the contact? 

To whom you introduced 
the contact? 

    
    

 

This analysis will reveal the brokers in your network and help you see the networking practices you 
used to connect with them. Also, will reveal the level of your broking activity towards others 

Once your data is filled in, look at the number of times “me” appears in the center column. If you’ve 
introduced yourself to your key contacts more than 65% of the time, then you’re probably building your 
network using the self-similarity principle and your network may be too inbred. The self-similarity 
principle states that, when you make network contacts, you tend to choose people who resemble you in 
terms of experience, training, worldview, and so on. Executives, in particular, disproportionately use 
the self-similarity principle to build their networks. Obviously, it is easier to trust someone who views 
the world through the same lens you do; you expect that person to act as you would in ambiguous 
situations. What’s more, working with people who share your background is often very efficient: You 
both recognize concepts that allow you to transfer information quickly, and you are less likely to 
challenge one another’s ideas. Finally, like-minded people will usually affirm your point of view and, 
as a result, gratify your ego. 

However, these benefits offer diminishing returns—and can even turn negative. Too much similarity 
restricts your access to discrepant information, which is crucial to both creativity and problem solving. 
If all your contacts think the way you do, who will question your reasoning or push you to expand your 
horizon? And because, over time, people tend to introduce their contacts to one another so that everyone 
becomes friends, the similarity of thought and skill reverberates, creating what we call an echo chamber. 

Another obstacle to diversity in networks is the proximity principle, which holds that workers prefer 
to populate their networks with the people they spend the most time with, such as colleagues in 
their department. The reason this principle works against building efficient networks is that the world 
is organized by like things— people with the same training tend to be in the same department, just as 
people with similar backgrounds tend to live in the same neighborhood. If you follow your natural 
tendencies and build networks according to the proximity and self-similarity principles, you will create 
echo chambers in your network and reduce opportunities to enrich your networks with greater diversity. 

 

Step 4: Create Your Network 
Forge Better Connections 

Shared Activities 

The best way to break through the barriers created by the self-similarity and proximity principles is by 
using the shared activities principle. Potent networks are not forged through casual interactions but 
through relatively high-stakes activities that connect you with diverse others. Shared activities bring 
together a cross-section of disparate individuals around a common point of interest, instead of 
connecting similar individuals with shared backgrounds. They let you observe your contacts in a wide 
range of situations. Participation in a shared activity allows for unscripted behaviors and natural 
responses to unexpected events—things that rarely show up during business lunches or office meetings, 
where impressions are managed, and presentations are carefully rehearsed. Moreover, because these 
responses are spontaneous, they are more likely to be perceived as genuine, stable attributes of character 
that apply not only to the current activity but to other pursuits as well, including commercial endeavors. 
And because the opportunities for celebration and commiseration generate bonds of loyalty, these 
diverse individuals can enjoy close working relationships that they might not otherwise have formed. 

Go for Brokers 
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Returning to your work sheet, take a look at the names of your brokers in the center column. It’s 
important to determine who your brokers are so you can discover what activities bring you into contact 
with them and how you can further develop those ties. Perhaps the individuals you listed are not 
obviously powerful broker candidates like CEOs or partners at law firms, but you can reach them, and 
they are well connected to clusters outside your current circles. 

Now examine the people listed multiple times in the first column and think about how you met them. 

To build a network rich in social capital, cultivate powerful brokers who aren’t in positions of formal 
authority— the places where everyone else looks. 

Research shows that if you create your networks with trust, diversity, and brokerage, you can raise your 
level of information from what you know to who you know. 

 

Step 5: Sustain your network 
☐Share—don’t hoard—information, point out threats and opportunities, send a heads-up about 
something of interest, volunteer to help with a problem, actively support others’ causes when you can, 
contribute ideas, give honest and constructive feedback. If you know someone is interested in a subject 
and you find a good article or podcast that applies, forward it to him. 

☐Be a bridge yourself. Act as a link between two members of your network who share some work 
interest but wouldn’t normally connect with each other in the normal course of events. 

☐Build coalitions of network members who seek a similar goal. Work through your common interests 
and find ways to express your single voice where it can influence the actions and decisions of others. 

☐Take opportunities to make a human connection. Send e-mails saying, “Thanks,” 
“Congratulations,” “I’m sorry for you,” or whatever is appropriate and genuine. The test here isn’t 
whether you normally do that sort of thing; instead, ask yourself, “What would I say if the person were 
standing in front of me?” Say it in a quick call or e-mail. Small, human touches are important.  

☐Periodically step back and assess your relationships with your network partners, as you did in the 
beginning. Are important relationships being ignored or underserved? Do any need to be repaired or 
revived? 

☐Use all interactions to maintain and strengthen your long-term relationships with network 
members, not just to resolve an immediate problem. Conduct negotiations, no matter how tough, on the 
assumption that both of you want to maintain a strong ongoing connection. 

☐Talk as candidly as possible about your relationship and how it’s working for each of you. Be 
prepared to hear, without defensiveness, problems they have with you and your group. Be willing to 
admit errors and misjudgments. The words I’m sorry or I was wrong— I need to learn may seem trite 
by themselves. At the right moment, though, they can be transformational. 

☐Avoid unhealthy rivalry. Many professionals tend to see relationships as opportunities for 
competition. Some of that can be constructive, especially if aimed at achieving mutual goals. But take 
care that interactions with others don’t become primarily about winning. Too often, we fall into an “us 
versus them” attitude. Instead, find ways everyone can achieve their goals, at least in the long run. 

 

2.3. Expanding your strategic network online 

One very important aspect to mention is the use of online tools to expand your network. There exist 
several places that a project practitioner can utilize in order to reinforce and build their Erasmus+ 
strategic network and below we will present some of them briefly: 
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Search by theme 

The Erasmus+ Project Results Platform lists all current and completed Erasmus+ projects, and the 
partners involved. You can browse the platform by country or by keyword, or a combination of both. 
Enter terms relevant to your project theme and you may find some interesting avenues to 
explore: https://ec.europa.eu/programmes/erasmus-plus/projects/ 

Search by sector 

If you want to narrow down organizations by sector, there are several options available. 

Find partners is through the ‘Opportunities’ section of the School Education Gateway. 

As a school register with eTwinning, which allows to link with schools interested in similar areas. 

Adult Education organizations can browse for partners or create their own listings through 
the EPALE partner search site, at https://ec.europa.eu/epale/en/partner-search. 

Youth organizations can do the same though OTLAS, the partner finding tool on the SALTO youth 
site. 

Vocational Education and Training organizations may like to look through the lists of VET Mobility 
charter holders, which are organizations with a proven track record in organizing VET mobility for 
learners and staff. The EPALE partner search function can also be useful for vocational 
organizations. 

There are also a number of unofficial websites and Facebook pages dedicated to connecting partners. 
Please note that European Commission is not involved in running these sites and are not responsible 
for the content. 

Erasmus+ Partner Finding Facebook page. 

Take part in a contact seminar 

National Agencies across Europe organize funded international meetings called Transnational 
Cooperation Activities, or TCAs. They encourage collaboration and sharing of good practice in 
Erasmus+, and often focus on specific topics in education, training and youth work. Some events, 
known as contact seminars, are intended specifically for finding partners and developing project ideas.  
Contact the National Agency in your country to find out about TCAs you can apply for. 
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3. Make your partnership 
Having gone through the previous materials and worked in the mentioned aspects, the consolidated 
experience and effort will allow your team to confidently jump into your first proposal creation.  

Either if the project idea has been in-house created or through collaborations and brainstorming with 
collaborators, one thing is sure: you will need to pitch it to potential partners. A successful pitch is 
what can win a new partnership for your concept, and thus is very useful to concretize your idea into a 
one-page-template that you can use with the invitation, but also present it and speak about it without 
getting lost of the focus.  

1. Firstly, you will need to put down the concept into a one-page template, where the main 
development questions are answered. Below is the example of the ERA4SE project concept: 

 

2. You need to select those potential contacts from your network that are ideal to build a 
partnership with the know-how and/or the needed context to work under the goals. This will 
give you points in the proposal and guarantee high-quality relative results. 

3. Prefer a direct way of contact (pick-up the phone and call to pitch your idea) then send also 
a supporting email with the project one-page scheme to the Key person and ask for a sequential 
meeting to explain them why you think their participation is relevant. Ask them in the meeting 
to confirm if they fit in the proposal and is relative to their organizational strategic goals. 
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4. Start establishing your partnership, and for that we have a proposed resource to help you get 
more information on partnering: https://www.nesta.org.uk/toolkit/partnership-toolkit/   

5. Last but not least, make sure you always have your PIF (Partner´s Information) ready! A lot of 
times, when you invite someone for a project, you might be invited back, and thus your PIF is 
the document that they ask to include you in the proposal. Below we share an example of PIF 
template: 

 
Moreover, whenever you are not the leader of a proposal, you will have to send this PIF. So, 
make sure you include some quality information there, and always adjust it to the focus of the 
project, to showcase your related experience and personnel that fits to be part. 

 


