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From a recent article in Business Week, Joe Kittel gleaned the following summary points,  regarding  “partnerships”.  (From Business Week article on Ford/Mazda partnership; Feb 10, ‘92, pp 102)

KEYS TO SUCCESSFUL PARTNERSHIPS

1.
KEEP TOP MANAGEMENT INVOLVED: 

The boss  must  set a tone for the  relationship.  Otherwise  middle managers  will  resist  ceding  partial  control  of a project  to a partner.

2.
MEET OFTEN, AND OFTEN INFORMALLY:

Meetings  should  be at all  levels  and  should  include  time  for socializing.  Trust can’t be built solely around a boardroom table.

3.
USE A MATCHMAKER:

A third party can mediate  disputes, suggest new ways of approaching the partner, and offer an independent sounding board.

4.
MAINTAIN YOUR INDEPENDENCE:

Independence  helps both  parties hone the areas of  expertise  that made them desirable partners in the first place.

5.
ALLOW NO ‘SACRIFICE’ DEALS (NO WIN/LOSE, ONLY WIN/WIN): every  project must be viable for each  partner.  It is up to senior management to see that an overall balance is maintained.

6.
APPOINT A MONITOR:

Someone must take primary  responsibility for monitoring all aspects of the alliance.

7.
ANTICIPATE CULTURAL DIFFERENCES (VIEW THEM AS POSITIVE, EMBRACE THEM):

They may be corporate, or national.  Stay flexible, and try to place culturally sensitive executives in key posts.

