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probably say 70% of the people are really 
concerned and not sure how they’re going 
to get through it, where the rest are going to 
make it work. I’m resilient; I’m just going to 
make it. Chance are they’re not all going to 
make it, but the positive attitude will take 
them a long way, I think. 

What about criteria?
     To access some co-funding, you do need to 
be GST registered and commercially trading 
with less than 50 full-time employees. It’s 
not for trusts or not-for-profits, but you can 
be a Maori trust. It’s best to refer to the terms 
and conditions on the RBP website. To meet 
with me, you don’t have to meet all those 
conditions. Most people get value from the 
conversation regardless, so although a lot 
will come wanting a voucher, it will transpire 
during the discussion that a voucher isn’t 
what they need or at least not what they need 
right now. So then it’s about referral to the 
right services. 

the phone and asked their customers and 
suppliers how they were doing throughout 
this time not just emailing them. 

What’s the process if people 
are keen to take advantage of 
the RBP offering?
     They need to register on the Regional 
Business Partners website. If they are in my 
region, it will come directly to me and then 
I will contact them for an appointment. 
They don’t have to be a Chamber member to 
apply, and the meeting is completely funded 
by the programme. 

Has anyone seen the lockdown 
as a postitive experience for 
their business?
     Yes, one of the first businesses I spoke to. 
She said, ‘You know what, I actually didn’t 
like my business model and I’m going to 
change it.’ She wasn’t unique in her thought 
process but she was incredibly positive. I’d 

Sandra Crone is the Chamber’s resident RBP advisor. Last year, over 150 business managers and 
owners of SME businesses met with her to tap into her knowledge and contacts to help progress 
their businesses and, in many cases, to access Capability Funding assistance. She usually asks the 
questions, but this time it’s the other way around. 

What is RBP?
     The Regional Business Partner Network 
is a programme funded by NZTE, aimed 
at small-to-medium sized businesses. 
It’s about  understanding their business 
and making recommendations for a way 
forward. It’s about growth and innovation. 
So every business is different and their 
outcomes are quite different and therefore 
there’s a range of service that are available. 

What areas of business can it 
help with?
     The network can help you:
• gain an outside perspective from an 

independent, experienced business 
advisor in a confidential environment.

• plan the next steps to grow your 
business. 

• determine if you are eligible for 
Capability Development vouchers 
or research and development (R&D) 
funding for business growth

• connect with the local business 
community, industry networks and 
clusters

What’s your business 
background?
     I have qualifications in international 
business, I’ve managed two companies — 
one in export — and I’ve worked for myself.
 
What do you like best about 
the role?
     Meeting some really good business 
owners, connecting with people, and 
also seeing some of the businesses that I 

previously worked with now flourishing. 
Seeing businesses really embrace the 
support that they get, then implement it — 
it’s very satisfying. 

What are you look for from 
them?
     To be honest about their business and 
where they think they are. Most people are 
pretty good with that. I guess just being 
able to connect with them and to work with 
them and look for some agreed outcomes. 
It’s developing a pathway. If you want to get 
there and this is where you business is now, 
let’s look at a way to get you there in a year 
or two’s time. So it’s about working through 
some scenarios to help them get to where 
they want to go. 
     They must also have the desire to grow 
or enhance their business. Sometimes they 
don’t know how, so working with them to 
come out with some different options. 

What are some common 
misconceptions about RBP?
     A lot think that it’s just about getting 
a voucher, but I would say 40% don’t end 
up with funding or not right away because 
that’s not what they need. Through the 
discovery session, we make a pathway. 
So it might be referral service, it could be 
me doing a lean canvas, mind-mapping 
together, or strategic planning. 

So a lot of people find value in 
the session alone?
     Definitely. I ask them hard questions that 
their friends wouldn’t ask them. It’s digging 

deeper, finding your pain points, and 
looking at addressing those. You need to be 
really honest with yourself and be willing to 
take on external comments. You don’t have 
to agree with me, but hopefully you’ll walk 
away thinking,  “Hmm, maybe I should look 
at that.”
     I do quite a bit of matching businesses 
together just through my large number of 
business contacts, so that’s often an useful 
offshoot of the meeting. I might suggest the 
Business Building Block workshops that the 
Chamber holds, the angel investors, various 
exporters or NZTE, or people in business 
who can help them or they can help each 
other. 

Do they need to prepare?
     It’s not an interview, but the more open 
you are with your business, the more you’ll 
get out of it. Everything discussed with me 
remains confidential. Then I develop an 
action plan and an overview of what we’ve 
discussed — this is what you’re going to do, 
this is what I’m going to do. 

Is there a common thread for 
those that make it?
     Resilience, being very aware of their 
business, their capability, and their staff’s 
capability. A full team approach, valuing 
their team. I think the biggest takeaway from 
the COVID-19 experience for businesses was 
that for the ones that had good relationships 
with customers and suppliers, that helped 
them to get their payments through. They 
got paid quicker they believe, than the ones 
that didn’t. Also, the people that picked up 

To be eligible for funding
a business must:

• Have undertaken an 
assessment. If we think 
that an investment in your 
business would have an 
impact on your business’ 
ability to grow and 
contribute to the economic 
development of the region, 
your business may be 
eligible for a voucher to 
cover up to 50% of the cost 
of that training or coaching 
($5,000 maximum);

• Be able to demonstrate both 
willingness and capacity 
to grow in a commercial 
environment;

• Have developed an action 
plan together with us;

• Have fewer than 50 full-time 
equivalent employees;

• Be registered for GST.
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