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1. MISSION AND OBJECTIVES

A Strategy for Change… 

MESSAGE  FROM THE SENIOR MANAGEMENT TEAM

To successfully compete in the global marketplace we must enhance the reach and “speed-to-market” of our relatively small direct sales force. We will do this through the creation of strategic partnerships and product alliances. 

It is imperative that all business units work hand-in-hand to create and deliver a worldwide partnership strategy. 

MISSION

The primary mission is to forge long-term partnerships that will bring mutually beneficial market opportunities to an enterprise company.  Each unit must be committed to work closely  in the identification, formation and management of these global alliances and partnerships. It is also imperative to enhance and grow existing relationships, capitalizing on new alliances, and evaluation of acquisition alternatives to expand market presence, increase market share and to generate significant revenue growth. 

FRAMEWORK 

It is necessary to create and work within a framework by which can evaluate, develop and implement strategic alliance and partnerships with industry leaders and technology partners. This framework will allow you to make informed decisions on selecting, developing, negotiating and maintaining the most appropriate alliance partner.  This framework will also define how these partnerships work with the direct sales force and business units to avoid any conflicts. 

It is also necessary to develop and execute a global alliance and partnership growth strategy. This will include the identification of industry and thought leaders in the areas of technology, consulting and third-party service providers. It is designed to  forge long-term partnerships that will bring mutually beneficial market opportunities to the enterprise and its partners.

It is important to work to create a framework by which an enterprise can evaluate, develop and implement strategic alliance and partnerships with other industry leaders, other internal business units, companies, and technology partners. This framework will be designed to gather the necessary information necessary to make informed decisions on selecting the most appropriate alliance partner, and to provide a process for developing, negotiating and maintaining these relationships. This will include:

1. Assessment of current alliances and partnerships        6. Review of product and service compatibility

2. Identification of new target alliances

7. Assessment of the marketplace view

3. Establishment of alliances premises                             8. Competitiveness due diligence

4. Statement of alliance and partnership mission             9. Preparation of the business case

5. Analysis of existing and targeted markets                   10. Development of the operational framework

6. Review of product and service compatibility              11. Implementation

THE GOAL
The goal is to implement innovative and effective alliances that are mutually rewarding and fulfill both the enterprise and the partner strategic plans; providing unique values to the market which are otherwise not available without the union of the alliance.
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