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• IntelliVen Learning Community 3 Alliance by Design starts on the hour.
• Register for the next Manage to Lead Immersion Program
Online Overview Workshop: December 5 at 8:00 am eastern
• Enter in the CHAT box:
o Past participants: Share a key lesson from your experience with the program.
o Guests: What attracted you to join us today?
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The Definition of an Alliance

• Firm-to-firm agreement to operate…
• in a way that works and keeps working as the business environment
and the parties’ organizations evolve…
• by meeting their mutual interests…

• until there is a mutual agreement to disconnect.
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The Alliance Paradox

• Much effort at high cost by bright people in partnering organizations
yields poor results.
• Most alliances, partnerships, mergers, and acquisitions do not
achieve their envisioned potential.
• The resolution:
o Alliance architecture
o Governance
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The Cause of the Paradox

• Too often alliances are handled as a “deal” with most attention going
into the purpose of the partnership and the deal terms with sincere
talk about collaboration and trust.
• After agreement, representatives of each party independently set out
to get things done in their respective organizations.

• A better approach is to set up and systematically implement: a layered
Alliance Architecture.
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Agree on the intended position along the
Alliance Continuum

Transactional
We buy from,
and sell to, each
other and are
preferred
partners.

Collaborative
We work closely
together on a
regular basis to
reach common
goals.

Innovative

Our goal is to jointly
build a
service/venture that
did not previously
exist.

Identity
Shaping
We want to create a
joint brand. I.e., “we
are who we are
because of our
relationship”.

Each has a different risk/return and trust/contracting trade-off calculus.
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Progress Through Stages of
Alliance Development

CLARIFY

PLAN

PERFORM

• WWW for each
party

Who
will do what in
terms of
DO, SELL,
GROW.

• Set Intent
• Execute
• What, Why,
So What,
Now What

• WIIFM and
WIIFY

RE-PLAN
• Report-out
• Communicate
• Iterate

GOVERN
• Reviews
• Advice
• Peer Group
• Learning
Community
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Tips
• Operations makes or breaks the alliance.

• Governance makes sure operations works as intended.
• Deal terms hold things together, but they do not make things work.

• Have a realistic set of exit conditions.
• Go for Peer-to-Peer Symmetry (i.e., balanced; not necessarily equal)
in terms:
o
o
o
o
o
o

Risk
Benefit
Inputs
Knowledge sharing
Ownership
Commitment.
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Conclusions

• Decide where to position the partnership the alliance continuum.
• Clarify to each party both party’s strategic intent for the alliance.
• Know and communicate how things will work.

• Assign leaders with high stakes from both organizations to make sure
things go well.
• Keep visible to most senior leaders to govern and guide via a
executive reviews.

Thank you.
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