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Qualitative criteria can be just as vital to the assessment of an alliance. An
important criteria for assessing the success of an alliance is often what was learned
from it. An alliance may be valued because it adds to company prestige or because
it helped the company gain the confidence of the financial community.
Improvement in strategic position, improved relations with other firms, enhanced
product recognition, improvements in the quality of 4 product, and the building of
a long term profit base, are all important alliance accomplishments. Sometimes
alliances may be unsuccessful in terms of objective criteria, but nevertheless still
meet the essential goals of a partner.

In evaluating an international partnership, it is best to take a long-term view of the
venture since it is likely to take several years before significant financial returns
materialize. There should, however, be clear financial targets established at the
outset, and the evaluation should determine whether or not these targets have
been met. '

COORDINATION AND COMMUNICATION ISSUES

Careful attention should be paid to fostering mutual trust and joint commitment.
Exchange programs have been rated highly by participants and sponsors for short-
term efforts that involve both companies or for longer-term, cross cultural training
programs. In a joint venture, it is often an excellent idea if the general manager
consults with senior management in both parent companies on major decisions,
regardless of whether or not they have any real expertise in the particular issue at
hand. Those consulted are reassured by their ongoing involvement and are far
more likely to be on-side when the actual decision is made.

There are different schools of thought concerning how much and what kinds
of communication are appropriate between a joint venture and its parents.
Some managers feel that joint ventures fail because the parents did not
nurture it properly in its formative years. According to them, managers in the
parent companies should carefully supervise and support the activities of the
_|01nt venture.

Other managers feel that too many joint ventures are smothered by over-
protective, interfering parents who are unable to trust the new child. Or it may be
that the parameters of communication and the purpose of the relationship need to.
be better defined. For example, managers in a large parent company may deluge a
small joint venture with more requests than it can handle. Sometimes the
attempted solution to this problem is worse than the disease: managers in the
parent company, frustrated that they are not getting the response they expected,
add new layers of management to the venture, and what was once intended as a
small, flexible vehicle becomes yet another bureaucracy.
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