
A Picture of Your Alliance Management Practice
is Worth a Thousand Words
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Introducing Snapshot
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Measure and 
quantify

Use proven frameworks that define the purpose and value of alliance management to create a view 
of your practice that is relevant to key stakeholders and can be tracked over time. 1

Assess current 
state of practice

Analyze your alliance management practice strategically against our Alliance Management 
Foundation and operationally against the Seven Habits of Highly Successful Alliance Managers.  2

Plan your 
roadmap

Use the results of the assessment to build a prioritized three-horizon roadmap to enhance the 
capability to meet the needs of the portfolio and deliver value to stakeholders.3

Design learning 
opportunities

Shape professional development for alliance managers and training for governance committee and 
project team members to build the skills needed to achieve the intended value of partnering efforts. 4

Build business 
case

Go after near-term, low-cost, obvious wins while building the business case for longer-term, 
capability growth initiatives requiring greater investment.5

Create robust 
communications

Facilitate change with a comprehensive communications and education program designed to engage 
stakeholders and create a conducive environment for partnering success. 6

Partnering is a core strategy of life sciences companies. They need a world class organizational partnering capability for their strategy to 
succeed. Snapshot takes a measure of the alliance management component of that capability and charts a specific roadmap for 
delivering value to stakeholders and improving alliance outcomes
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Why Conduct a Snapshot Alliance Management Capability Assessment?

Position the alliance 
management team more 

strategically

Take tangible actions to 
maximize alliance value 

realization

Data is collected from members of the alliance management team, key stakeholders, and in some instances partners,            
to provide a holistic perspective on the alliance management practice

Strengths and weaknesses are evaluated from the perspective of the management needs of the portfolio
Consistent evaluation criteria enables longitudinal analysis as well as industry benchmarking  
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Build organizational capability for 
managing all types of collaborations

Create a quantifiable, actionable assessment of your alliance management 
practice based on proven strategic and operational frameworks 



4

Case Study: Taking a Measure of Current Practice in Preparation for Scaling AM
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The Situation

About to commercialize its first drug and knowing 
more partnerships will soon follow, an alliance 
management team wants to know how well it is doing 
and where to focus value-adding efforts. 

Fact Gathering
Interviews with key executives and other stakeholders 
provide rich insights into how alliance managers are 
perceived and how they can better assist the 
company in realizing its strategic objectives.

Measuring the 
Practice

Using the Alliance Management Foundation and 
Seven Habits Model we assessed the practice based 
on five stages of AM performance relative to the 
needs of  its current and anticipated future portfolio. 

The Impact

A strategic roadmap and operational action plan 
supported the alliance management story to secure 
additional resources, raise the profile of alliance 
management, and participate in executive forums.

With global codevelopment and cocommercialization partnerships, together with multiple clinical collaborations, the team knew it 
needed to build the company’s ability to succeed at partnering



Case Study: Building a Prioritized Roadmap to Focus and Communicate Efforts
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Baseline Twelve-Month Objectives

Having a focused roadmap that outlined how stakeholders would benefit was critical for securing necessary investment

● First, the team considered where they 
could eliminate pain points for 
stakeholders

● Next, they thought about what would 
help build the alliance management 
capability

● Then, they considered the investment 
required to make a meaningful 
difference

● Finally, the team made sure they could 
“move the dot” in a reasonable period 
of time and be able to demonstrate 
meaningful improvement

Initial Roadmap Considerations
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Snapshot Frameworks Assess Both Strategic and Operational Aspects of the Capability
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Alliance Management 
Foundation Model 

Seven Habits of Highly 
Effective Alliance 

Professionals

Assess how well risk is managed and value created by 
implementing four building blocks of purposeful 

leadership, collaborative engagement, agile governance, 
and measurable outcomes within the context of a 
company’s strategy, structure, culture, and partner 

ecosystem 

Assess how effectively the core alliance management 
activities are carried out to achieve the overall purpose 

of managing the cost of time and preventing the inherent 
inefficiencies of partnering from eroding and overtaking 

the intended value from partnering

The Alliance Management Foundation Model and the Seven Habits reflect the perspective and activities of the most respected and 
successful alliance management practices and professionals



With Snapshot the Team Implements a Program of Tangible Action to Build Alliance 
Management Capability and Drive Results

A three-part process is focused on data-based action to engage your essential stakeholders by communicating your “why” in ways 
that are relevant to them 
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Interviews with key 
stakeholders, working 
sessions with alliance 

management team

1
Data

2
Analysis

3
Action

Assess the current state 
relative to the Alliance 
Management Foundation 
and Seven Habits

Workshops with the alliance 
management team to develop  
a multi-workstream roadmap, 
business case, and concise 
stakeholder-focused messaging 
to guide capability building
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Snapshot Deliverables and Timing 
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Snapshot provides professional development for the alliance management team beginning with the initial working session as we share 
the benefit of our work across dozens of life science companies 

1. Deliverables from Data 
Gathering Stage

● Communications plan and 
materials to engage 
stakeholders

● Interview guide

● Initial findings from the 
interviews backed up by 
quotes (anonymized) from the 
interviews

2. Deliverables from     
Analysis Stage

● Evaluation of the alliance 
management practice against 
the Alliance Management 
Foundation Model and Seven 
Habits

● Workshop planning and 
materials

3. Deliverables from Action 
Stage

● Prioritized multi-workstream 
roadmap for developing the 
capability

● Concise stakeholder and 
change management plan 

● Case for investment in alliance 
management

30 – 45 days 15 days 15 days following workshop



A Snapshot Alliance Management Capability Assessment is the First Step in Building 
Your World Class Practice 
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A World Class
Alliance Management Practice 

At the Conclusion of a Snapshot Engagement the
Alliance Management Team Will Have Created…

A prioritized roadmap and a near term action plan 
for implementing the initiatives/workstreams that 
will achieve the vision

A clear, concise stakeholder and change 
management plan

A baseline analysis of the current state of alliance 
management, identifying its achievements to date 
and defining ways it can pursue greater efficiencies 
and maximize alliance value

A compelling business case for investment 
in alliance management
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Savvy alliance 
professionals partner 
with The Rhythm of 
Business to enhance 
their leadership, 
empower consistent, 
agile execution, and 
deliver value
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Our Services and Clients
Embed partnering throughout the organization. 

Create desired outcomes. Increase your influence and impact.

Consulting
Strategize, design and build your 

alliance management capability to 
demonstrate value to stakeholders 

and partners and outcomes for 
customers. Design, activate, assess, 

and improve individual alliances

Alliance Management Training
Hands-on coaching, support on 

challenging alliances, customized 
training to grow partnering and    
alliance management expertise           

and collaborative skills throughout      
the organization

Assessments
Data-driven, contextual analysis 
provides deep insights that solve 

problems, drive measurable 
improvement on individual 

alliances, and produce roadmaps 
for capability development

A Few of Our Life Sciences Clients
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Digitization
Automate routine alliance 
management workflows; 

manage risk, and make the 
work of alliance management 

visible and tangible with 
allianceboard



Jan Twombly, CSAP
PRESIDENT AND ENGAGEMENT LEAD

Jan Twombly, Certified Strategic Alliance Professional (CSAP) is a trusted advisor to leaders in both industry and 
academia, helping to develop their organizations’ ecosystem partnering and alliance strategies. Her clients count on her to 

advise on establishing new alliances, to develop alliance management process and procedures, and to step in when 
alliances are in trouble. Her current emphasis is on achieving excellence in alliance management and evolving it from a 
function to a core component of an organizational capability. She serves on the Board of Directors of the Association of 
Strategic Alliance Professionals (ASAP), fulfilling many roles. She is a frequent contributor to ASAP and other industry 

publications, regularly presents  thought leadership on collaboration, alliances, and alliance management, and is co-author 
of The Partnering Guide  blog and numerous whitepapers. 
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Jeff Shuman, PhD, CSAP
CO-FOUNDER AND SENIOR CONSULTANT

Jeff Shuman, PhD, CSAP, is co-founder, The Rhythm of Business and Professor Emeritus of Management, Bentley 
University. An educator and trusted advisor to executives and managers who are embracing entrepreneurial management 
and the power of collaboration to drive business transformation and success, he blends the theoretical with the practical, 

providing useful, easily implementable and repeatable advice. Believing that one can’t teach without experience, he’s 
founded or been part of the founding team of five companies across multiple industries—including a computer company 

that was the first to build an alliance with Microsoft to distribute Windows 3.0 through an original equipment manufacturer 
(OEM) environment. All of his companies have had partnering as a core strategy and organizing principle of the business. 
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Recent Publications & Presentations
Visit www.rhythmofbusiness.com/partneringinsights for our latest blog posts, whitepapers, and presentations. 
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http://www.rhythmofbusiness.com/insights


We look forward to connecting with you!
CONTACT US

656 Ocean Ave Unit 726, 
Revere, MA  USA 02151

jan@rhythmofbusiness.com www. rhythmofbusiness.com+1 617-965-4777
+1 617-851-0135

Empowering Partnering and Collaboration Success
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