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CNSI Background 

CNSI is a leading solution provider in 

the MMIS space 

Awarded Michigan’s MMIS 

Replacement DDI in 2005 with 

subsequent Operations Support 

contracts 

CHAMPS sits at the center of a large 

Medicaid footprint in the State of 

Michigan 

Strengths in the areas of innovation 

and technology 

Matured from Vendor to Strategic 

Partner 
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Conference Theme 

 

“Cultivating Relationships and 

Opportunities to Share and Succeed” 
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Strategic Partner 
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Gears are 

levers  

arrayed in 

a circle… 



 

In science, a machine is anything that 

makes a force bigger.  

= 

Force Multiplier 
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In life, relationships are a force multiplier  

and 

In business, partnerships are a force 

multiplier 

7 ©20153 CNSI 



Partnership Definition 

 

An extended relationship between buyers and sellers based on 

confidence, credibility and mutual benefit.  

 

-- Council of Supply Chain Management Professionals  
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Another Partnership Definition 

 

A commitment over an extended time to work together to the 

mutual benefit of both parties, sharing relevant information 

and the risks and rewards of the relationship. These 

relationships require a clear understanding of expectations, 

open communication and information exchange, mutual trust 

and a common direction for the future.  

 

-- Institute for Supply Management 
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Working Man’s Definition of Partnership 

Meshing two forces together to multiply force or speed.  
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A Partnership is NOT… 

 Contracts and Agreements 

 A solution to a singular problem or event 

About the technology per se’ 

A tool used by vendor/supplier to get more from the other 

party without reciprocation  

 Remember Atlantic SE flight 2311 
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Principles that “Mesh” Together 
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Priorities that “Mesh” Together 
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A Partnership is… 

Leadership being on the same page… 

About adding long term value to both parties 

About complimenting the other  

Give and Take / Trust and Respect / Shared Risk & Reward 

About open communication and clear governance 

Reinforcing behavior that benefits both parties  

About “meshing” together 
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Closing Thoughts 

What does “Cultivating Relationships and Opportunities to Share 

and Succeed” mean? 

Where do we need to multiply force or speed? 

Where can we find partners to “mesh” with in our every day work? 

What behaviors reinforce trust and long term value creation? 

How can we lead in the position we are in today? 
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THANK YOU! 

 
Bret Baker 

Director, Program Management Office 

Midwest Region 

  

CNSI  

6465 Millennium Drive, Lansing, MI 48917  

t: 517.321.3133 | bret.baker@cns-inc.com   
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