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organization may even decide against the alliance if negotiations do not result in a deal of its
convenience. In the management phase, the commitments made are implemented, the activities
are performed, and the payoffs realized. The outcome is evaluated by organization vis-a-vis its
objective for alliance. Depending on the organization's priorities in the light of changed set of
capabilities and the environment, the alliance may be continued or terminated. It is argued that
activities within the alliance (managerial action) would significantly influence the development
of alliance more than any other factor. The intent and capabilities of the partner-determining its
objectives, and the environment-consisting of "sponsor elements’ whose sustained support is
vital for organization's survival, also influence the development of alliance. The outcome of
alliance is seen as a continuous one which constantly modifies the organization's capabilities and
hence influences the future manageria action. The framework is presented in the form of ten

propositions.

The study involved an exploratory analysis of alliances between Indian and foreign firms. Case
study method suited the purpose because it helped examining the process-related factors. The
five cases were selected from Indian consumer goods industry, which witnessed a flurry of
aliance activity following liberalization of Indian economy. The data, collected through the
interviews, published sources and company records, are presented in the form of case

descriptions.

The five cases were presented to fifteen judges who were asked to identify factors which
influenced the development of the alliance in each case. The findings were used to ascertain
whether the case data supported the framework. These findings were analyzed by comparing and
contrasting the data from the cases in order to test the validity of the framework. The findings
supported eight propositions and could not conclusively support one proposition. One
proposition could not be tested at all. The propositions supported by the findings are retained for

future research.

The study, though exploratory in nature, points out some important issues regarding strategic
aliances. Firstly, the single-partner view, since it focuses on the role of alliance in the

organization's overall dtrategy, better explains the organization's approach towards alliance.






