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Forward 

About the book. 

 

It is an obvious truth to say that the better customer/supplier relationships are the greater the 

potential for success there is for both.  Yet in many situations customer/supplier relationships 

can be fractious, unco-operative and de-motivating for both parties.  This need not be the 

case.  If both customer and supplier were clear and agreed on their expectations of one 

another, if they worked in a collaborative relationship and achieved mutual goal satisfaction 

the picture would be very different.  It would also result in both organisations willingly 

bringing their best to the relationship and unleashing the power of their knowhow for the 

benefit of each other.  This is not only a wonderful concept it really is truly achievable and 

this book shows you how. 

 

About Jeremy Francis 

Jeremy Francis has worked in human resource development for over 30 years. 

 

From a background in Training and Development within leading British 

and American banks in 1982 he became a self-employed Human 

Resource Development Consultant working with blue chip corporates.  He 

founded Rhema Group in 1985 with the aim of providing customised 

human resource development solutions globally through the use of 

consultancy, instructor led training, coaching, psychometric assessments 

and learning and development resources. 

 

He is now CEO of Constantior (www.constantior.com).  Constantior 

provides highly interactive online learning using virtual classrooms, online personal 

development resources, and consultancy to deliver cloud-based learning on demand 

anywhere and at any time. 

 

http://www.constantior.com/
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About Jeremy Francis (Cont’d) 

Jeremy is an author and keynote speaker frequently speaking at International Human 

Resource Development Conferences. 

 

His most recent paper was published by The HR Director Magazine and was entitled 

“Globalisation of Business and the Challenge of Aligned Training and Development Issues.” 

 

His most recent keynote speaker assignments were an address to the HR Directors of 

leading Russian Companies in Moscow on “Best Practices in Human Resource 

Development within Europe”, and a presentation at The Middle East HR Conference and 

Expo in Dubai on the topic of “Excellence Through Advanced Training and Development”. 
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Testimonials 

“Jeremy brings an expert, calm, engaging and stimulating approach to the most challenging 
of scenarios. I first hired Jeremy to work with me on a global change management 
programme that required my staff to embrace and adopt a range of new behaviours and 
competencies in order for the business to continue delivering accelerated growth.  
Jeremy is an expert in leadership, management and staff behaviour issues. He is highly 
professional, has a fine eye for detail and is able to engage with the client at a very detailed 
level to ensure optimum results. His preparation and delivery are exemplary and once the 
job is complete he will ensure on-going contact to help measure overall effectiveness of the 
programme and that his work has helped deliver the desired results.” 
Andy Soloman, Global Business Director, Platts 

 

“Jeremy Francis has played a significant role in the design, creation and delivery of many 
programmes for managers within the English Language Teaching Division of Cambridge 
University Press.  
 
He has always been meticulous in the creation of the content, which he customises as 
appropriate, and his style of delivery is very engaging. The feedback we have received from 
his sessions on Leading Teams, Coaching and Mentoring, Performance Management and 
Managing Change have all received excellent feedback from the delegates.” 

Barbara Charlton, Sales Operations Director, Cambridge University Press 

 

“Having worked with Jeremy and his team for more than 20 years I can recommend his 
services to any organisation undertaking significant changes , setting up new sales 
processes and launching new products.  
Jeremy is great to work with - extremely client centered and full of innovative ideas.I 
particularly appreciate the web based training capability and the international partner 
network.”  

David Galloway, Global Business Manager, Linde Healthcare
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All rights reserved 

This e-book is published by Jeremy Francis, 2016 

Text © Jeremy Francis, 2016 

This material (including additional handouts and exercises) is protected under the 
Copyright, Designs and Patents Act 1988.  No part of this material may be reproduced, 
circulated, or transmitted in any form or by any means, electronic or mechanical, 
including photocopying, audio or video recording, or any other information storage or 
retrieval system, without permission in writing from Jeremy Francis 15 Prospect Row, 
Brompton, Gillingham Kent ME7 5AL. 

 

Any unauthorised use of this material constitutes a criminal offence, in addition to 
exposing the user to civil penalties. 

 

Important note about the illustrations 

The images in this e-book are the copyright of Jeremy Francis and 

cannot be reproduced without his permission. 
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Chapter One 

-Building External and Internal Partnerships- 

 

In a highly competitive market-place working in partnership with customers can become a strategic 

issue in achieving long term, sustainable, profitable growth for your organisation as a supplier. 

 

However, unless your organisation builds internal partnerships between managers and employees, 

and between internal departments, it will be difficult to behave in a partnership mode externally.  

There is, therefore, the need to address this strategic issue as well. 

BUILDING EXTERNAL CUSTOMER PARTNERSHIPS 
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Chapter Two 

Building Partnerships between Customers and 
Suppliers 

 

In this book I look specifically at the processes involved in building a partnership way of working 

between Customers and their Suppliers. 

 

There is another book which looks at building a partnership way of working between Suppliers and 

Customers. 

 

When it comes to building internal partnerships there are two other books relating to: 

- Building a partnership way of working between Internal Departments 

- Building a partnership way of working between Managers and Employees 

 

I call the overall approach ‘Partnership in Performance. 

 

I explain the approach in the following pages and then provide you with the tools and templates to put 

into effect the approach with your Suppliers. 

  

 


