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Alliance Maturity Warning Signs

Even without undertaking an assessment of 
your alliance program, there are six easy-to-spot 
warning signs that your strategic alliance may 
be heading in the wrong direction:

Clear senior management commitment to 
the relationship is minimal, absent, or at an 
inappropriate organizational level from one 
or both partners.

Strategy and scope for the relationship is 
unclear or hasn’t been communicated to 
stakeholders.

A collaborative, informed and trusting 
working relationship has not developed 
between alliance partners.

The goals, objectives and KPIs of the 
alliance have not been defined or are not 
clearly understood by stakeholders.

The alliance governance model has not 
been implemented or is not being followed.

The resources assigned from one or  
both parties are inadequate to meet  
the objectives.

If your alliance program exhibits one or more of 
these high-level symptoms, or if you just want 
to better understand your alliance readiness 
and get in front of potential issues, undertaking 
a more comprehensive collabtogrow Profile™ 
exercise will make sense for your company.

In today’s business world, many CEOs believe 
partnerships and alliances are strategic growth 
drivers critical to overall business development. 
The interest in alliance relationships has gained 
momentum over the past few years with many 
enterprises seeking to derive upwards of 40% of 
their annual revenues from these collaborative 
business relationships. Revenue expansion is 
clearly the primary driver for establishing an 
alliance. However, cost sharing, access to skills 
and product innovation can also support the 
rationale behind an alliance. 

While interest, excitement and expectations 
are sky-high, the fact remains that well over 
50% of all such relationships will underperform 
expectations, disappoint stakeholders or 
outright fail. The reasons for failure are many 
and include poor goal-setting, lack of qualified 
and committed resources, inadequate planning, 
poor governance, failed execution and poor 
follow through.

No enterprise enters into a strategic alliance 
with the intent to fail.  So why is it so difficult 
to succeed, even with highly motivated 
partners? Quite simply, collaborative business 
relationships are complex initiatives and success 
requires a level of maturity not found in many 
alliance programs. 

The goal of this white paper is to discuss 
the collabtogrow Profile™ framework that 
companies can use to better understand the 
maturity of their alliance program, how “ready” 
they are for a successful strategic alliance, or 
even to gain insight into why their alliances may 
be underperforming.

Business Drivers for Strategic Alliances
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Alliance Maturity Dimensions

The collabtogrow Profile™ framework focuses 
on understanding and measuring the maturity of 
your alliance program across eight dimensions. 
Each dimension represents a critical element 
to the success of collaborative relationships. 
Companies that consistently succeed in getting 
value from alliances demonstrate high maturity 
across most, if not all, of these dimensions.

STRATEGY
Defining, documenting, and 
communicating the strategy and  
vision for the relationship

GOALS & KPIS
Establishing and agreeing upon 
clear objectives, goals and KPIs for 
achievement of the strategy and vision

BUSINESS CASE
Constructing a Business Case to 
establish the investments,  
commitments and expectations

AGREEMENTS & CONTRACTS
Formally documenting the relationship 
in agreements / contracts and 
communicating within each organization 
to establish clarity and alignment

GOVERNANCE
Establishing the governance structure 
and management processes to manage 
the relationship.

OPERATIONS
Keeping the relationship focused on 
achieving the objectives and goals  
and executing on the operational  
alliance activities

REPORTING
Producing periodic and ad-hoc reporting 
and dashboards on the agreed-upon 
goals, objectives and KPIs

CONTINUOUS IMPROVEMENT
Leveraging learnings to refine and 
improve internal and joint processes and 
proactively managing issues and risks to 
identify other areas for improvement

The collabtogrow Profile™ approach of Discovery, Analysis, and Improvement Recommendations 
facilitates a comprehensive readiness assessment of strategic alliances, whether active or in the 
formation stages.
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Profile Approach

In a matter of a weeks, through accessing 
alliance documentation and artifacts, and 
executing a highly-targeted set of interviews, 
workshops and questionnaires, our Alliance 
Advisors can assess the maturity, completeness 
and effectiveness of the practices, management 
systems, plans and resources that direct alliance 
activities. Early in the exercise we will provide 
a visual depiction of your company’s maturity 

levels across the 8 dimensions. This “at a glance” 
view showcases the strengths and improvement 
opportunities for your alliance.

Our experienced Alliance Advisors then link 
the analysis findings, assessment results 
and their observations from workshops and 
interviews to formulate specific improvement 
recommendations and implementation plans.
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Summary

Alliances and Collaborative Business Relationships are experiencing an upturn in 
today’s dynamic business environment. These relationships are needed to drive 
growth and innovation but must be evaluated, structured and managed differently 
than in the past if the success rates are to be dramatically improved. 

If you think your alliance is heading in the wrong direction or if you just want to 
proactively get ahead of the curve, this white paper will provide a solid maturity 
profiling approach that can be carried out efficiently and swiftly to answer the 
question – Are your Strategic Alliances ready to succeed?
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