Decision criteria to evaluate co-branding opportunities

1. Does the program fit the SVS portfolio?

· Does the program complement or add value to the existing SVS program portfolio?
· Does the program compete with any existing SVS programs?

· Does the program meet a need for the SVS and/or for the specialty that is not already being met? Does it meet a need for vascular surgeons? (i.e., industry sponsored training on new devices)
· Does the program contribute to the Society’s strategic goals and position SVS for the future?  
· Are there alternative approaches that may be a better fit for SVS?  i.e., what are the competing programs that might seek co-branding?
2. Does the program benefit SVS?
· What are specific, tangible benefits to the SVS?

· What is the financial benefit for the SVS?  
· Does the program enhance the visibility and reputation of the SVS?

3. Is the partner worthy?

· Is the partner’s behavior consistent with SVS values:  integrity, commitment to quality, relevance to members, leadership, diversity and inclusivity, professionalism?

· Who will the decision to co-brand benefit?  e.g., is the program/meeting organized by a for-profit or non-for-profit entity?
· Who will the decision to co-brand alienate? 
· What are the consequences of not taking action?

4. Does the opportunity meet the SVS requirements for co-branding?
· The product or program is within the mission and scope of SVS, as determined by SVS at its sole discretion.

· The product, while not developed by SVS, has been reviewed by SVS for its quality and suitability.

· A written agreement is developed specifying the parameters and duration of the co-branding relationship, in a form acceptable to SVS in its sole discretion.

· All uses of the SVS name and logo will be subject to prior review and approval by SVS.

· The agreement will specify that SVS has the right to terminate any use of the SVS name or logo at any time and for any reason, upon reasonable prior written notice.
