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BUSINESS GUIDE:

How TO PARTNER IN MEXICO

In order to adapt to the new demands of strategic alliances, some companies have
restructured themselves. In one case, the vice president for indirect marketing
looks for the right partners, promotes the company both internally and externally,
does the initial negotiations, manages contractual relationships, and provides
guidance on sales and marketing approaches. The business manager of this
company spends time with the partner, assists on initial sales and marketing
efforts, coordinates resources, is locally-based and understands business practices.
The technical support position provides technology transfer, does technical
training, puts people on-site during the start-up period, provides telephone
support on an ongoing basis, and consults on the internationalization of
technology. Any alliance will benefit from having commitment from both
operational and executive levels.

Some companies have successfully adopted a team approach in which people with
critical functional expertise form a team and work closely with the other
company's team on alliance-related tasks. Each company contributes specialists
from its particular areas of strength. This approach not only devotes human
resources to work exclusively on the alliance, it also creates the perfect
opportunity for people to buy into the alliance at an early stage in the alliance-
building process.

Using the team approach, members meet regularly as a group and individually as
required. This way all the members of the project understand both the obstacles
encountered and the successes achieved. A project team provides â forum for
frequent communication, ensuring all members understand the issues. It also
helps foster a spirit of cooperation and commitment.

Companies may choose to place more emphasis on the role of the champion. Staff
are encouraged to develop direct links as the relationship develops. The champion
is informed on the outcome of discussions. Many companies develop a
sophisticated communication infrastructure which identifies key people in
different areas and links them together..

Regardless of the number of people in the network, a simple organizational
structure is often most effective. In fact, business in general is seeing a trend
toward organizations with fewer levels of hierarchy and less bureaucracy. This
trend is particularly suited to strategic alliances because it encourages
communication between employees and between firms.
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