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Filling the Technology Void 
Why digitization of Alliance Management is  
critical to success.

Bob Jones, Chief Operating Officer
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Current State of Digitization
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 recently with many enterprises seeking 
to derive upwards of 40% of their annual revenues from these collaborative business 
relationships. Although revenue expansion is often the primary driver for establishing 
an alliance, cost sharing, access to skills, or product innovation may also support 
alliance creation. 

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, but a key driver is a 
scarcity of technology enablement options that support the specific requirements of 
Alliance Management.

This white paper will discuss why digitization is so important and how an Alliance 
Management platform, like collabtogrow Succeed™ will become an integral part of a 
successful Alliance Management Program.

...the strategic alliance market has been dramatically underserved 
when it comes to both innovation and technology. 

Even today, most alliances are managed by a combination of legacy 
office products with little or no support for generating new innovative 
ideas or identifying the next alliance opportunity. 

– Ken Coppins, CEO, collabtogrow
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Why Technology Matters to  
Alliance Management

Strategic alliances have a number of very 
specific requirements that can only be met with 
an integrated digital solution:

Alliance partners need a shared, highly-
secure platform where they can engage, 
collaborate and innovate

The business logic (e.g.; vision,  
goals/objectives, KPIs, etc.) underlying 
the alliance has to be transparent 
to appropriate stakeholders with an 
automated work-flow mechanism to 
enable and track partner agreement

A joint opportunity and deals pipeline is 
critical to enable sales teams to find and 
work deals together

A strategic alliance, at its core, is a major 
program requiring automated and enforced 
project management discipline (i.e.; risks, 
issues, actions, approval and escalation 
workflows, etc.)

Alliances have some additional unique 
characteristics (e.g.; financial and non-
financial contributions, funding requests 
and disbursements, innovation ideas, etc.) 
that need to be tracked and managed.

Alliance partners’ Senior Executives  
need a high-fidelity (and trusted)  
source for reports, dashboards and 
Business Reviews.

As evidenced by the astronomically high alliance 
failure rate, trying to meet these requirements 
by stitching together spreadsheets and 
presentations is a recipe for failure.  
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Technology Alone Isn’t Enough

To be effective a digitized strategic alliance 
platform needs be underpinned by a rich 
framework of industry-leading alliance 
management practices. The framework 
supporting collabtogrow’s platform is an 
accelerated, simplified model that combines 
industry-leading practices from ISO 44001 with 
real-world alliance know-how. 

The framework defines the “success” of your 
alliance program across eight dimensions. 
Each dimension represents a critical element 
to managing and measuring your collaborative 
relationships. Companies that consistently 
succeed in getting value from alliances 
demonstrate high capability across these 
dimensions.

collabtogrow™ Framework
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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 – Documenting the Business Case that 
justifies the investments, commitments and expectations 
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Imagine the Alliance

Agreements & Contracts – Formally documenting 
the relationship and communicating within each 
organization to establish clarity and alignment

Governance – Establishing the governance structure 
and management processes to manage the relationship. Alignment of the Partners

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
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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 managed digitally if the success rates are to be 
dramatically improved. 

If you don’t currently have an Alliance Management technology platform or are 
concerned about the inefficiency (and ineffectiveness) of “cutting and pasting” 
information from various legacy office products, collabtogrow Succeed™ can be 
readily implemented to fill the Alliance Management technology void.

Contact us here to learn more about our collabtogrow Succeed™ platform.

Bob Jones, Chief Operating Officer
(617) 803-4998  |  bobjones@collabtogrow.com 

To fill the technology void, the Alliance Management platform must automate and 
enable the processes and deliverables associated with these 8 dimensions. Below 
are examples of deliverables for each phase:

https://collabtogrow.com/contact-us

