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Specialists in Making Your Alliances Work



ALLIANCES ARE PARTNERSHIPS
BETWEEN BUSINESSES

Alliances arereported to fail dueto:

B Ineffective operating structures
B Misaligned business strategies
B Faulty contractual terms

Doesthisdescribe your situation?

Top Reasons for Alliance Failure ) .
q Partner businesses are operatlng

independently from one another

q Expectations are not being met for one
or all partners

q Conflict and clashes are occurring
among people involved in the alliance

Source: 2000 Survey by Vantage Partners of over 150 alliance managers

q Thealliance is segregated from core
business execution

If you checked yesto any one of these answers,
you aren’t getting the most from your alliance.
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OUR SERVICES

Our services help make your alliance work by:

» Performing aliance quality assessmentsto verify that you are
getting the most from your alliance

* Implementing alliance management processes and enablers
to streamline integration activities among partners

Alliance Quality ) ] ]
Assessments « Creating measurements and ongoing tracking

B ement capabilities that demonstrate the alliance is working

Processes & Enablers

» Providing advice and coaching to alliance |eaders who

Measurements & . K A
are responsible for delivering results

Ongoing Tracking

Alliance Advice &

Coaching Contributing leading practices and research that give an

external context for achieving aliance performance
Leading Practices &

Research

-

Proprietary Capabilities:
Blue-Vaue™ Measurement
Blue-Alliance™ Diagnostic
Blue-Alliance™ Workshop Series
Blue-Alliance™ Research Program
Blue-Value™ Check
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S.530ds

Consulting
Toward
OUR OFFER TO YOU FUSSS
Success
» Welisten - you know your business
« We meet your needs with demonstrated capabilities
» We use proven approaches, techniques and tools
» We are committed to getting the job done
» We are dedicated to exceeding your expectations
» We have expert knowledge - we know our business

STAGING ALLIANCES FOR SUCCESS

Deal Definition Operational

Partner &
Integration

Opportunity
Evaluation PR
Strategy & Relationship
Objectives Management
Negotiation Impleme ntatlon

OUR PROMISE

We help you make your aliances work.
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OUR RESEARCH AT WORK

Strategic Alliances Are On The Rise

M ore than 20% of corporate revenues are generated through strategic
aliances and thisis predicted to grow to at least 30% by the year 2005.

Four incentives drive companies to form aliances:

_ Customer Growth: Increase strength in the market
Total Business Conducted place by growing and accel erating business with

through Alliances customers.

Operations Effectiveness. Implement dramatic
improvements in operations capabilities that boost

40%

value delivered to customers.

30%
| Innovation: Looking longer-term, invest in leapfrog
20% product and service advancements, often using

gE technology, to generate future competitive edge.
10% | % Economic: A traditional mativator isto increase

economic viability by reducing costs and

0% generating higher returns.
1990 2000 2005 2010

Source:EIU Global Executive Survey Andersen Consulting, Warren Company

50%

40%

However, 70% of alliances fail to meet expectations and the
primary reason is ineffective operating structures.

Areyou interested to know more?
Send us an e-mail at info@blue-sands.com and we will send you our
free Bulletin Series

www.blue-sands.com




W e are asmall, Toronto-based, management
consulting company providing specialized
services to our corporate clients.

Our focusis on strategic alliances.

Our promiseisto help you make
your alliances work.

Penny McGill
President & Founder

“They drew a circle that shut me out,
Heretic, rebel, a thing to flout.
But love and | had the wit to win. 2
We drew a circle that took them in." 1‘\/“

Blue Sands Associates Inc.

52 Gaslight Crescent
Scarborough, Ontario, Canada M1C 3S8

e-mail: info@blue-sands.com
Tel (416) 208-5955 Fax (416) 208-9463
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