FOOD FOR THOUGHT

STRATEGIC ALLIANCES
With worldwide trends in innovation, availability and sustainability significantly disrupting
the food and beverage industry landscape, how are strategic alliances providing an
opportunity to thrive and keep the competition at bay?
The demand for innovation and margin pressures in
the F&B industry have created a waterfall effect where
strategic alliances represent an increasingly attractive
alternative to traditional M&A activity.

Consumer demand for innovation
Market pressures squeezing margins
Reduced margins = Less innovation
M&A replaces R&D
M&A risk
Strategic alliances

Strategic alliance opportunities are presented all the way through the value
chain, not just in up-stream areas such as procurement.

VALUE
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marketing

AlixPartners surveyed 100 CEOs and senior representatives from some of Italy’s
biggest F&B players at the recent Food Summit 2019 in Parma, and discovered their
key priorities for success and their thoughts on strategic alliance activity.

FACTORS CRITICAL TO SUCCESS IN FIVE YEARS

44%

39%

32%

New technology/
digitisation

International expansion

New products / new
category entry /
innovation

WHERE COULD STRATEGIC ALLIANCES BENEFIT YOUR BUSINESS?

54%

27%

Supply chain
(logistics/distribution)

Co-branding and
co-marketing

20%
Distribution abroad

Strategic alliances can provide solutions to the challenges
of innovation and margin pressures in a number of ways.

DEMAND FOR INNOVATION

PRESSURE ON MARGINS

Reduced cost – and reduced cost of failure

Speed to market

Sharing the profit pool

Try before you buy

Critical mass

Brand extensions

Reach a broader base

It’s not all plain sailing though, as the AlixPartners survey respondents explained with
regard to the biggest hurdles they saw in progressing with strategic alliances today.

48%
Clarifying and sharing
goals between
companies

30%

27%

Providing a
substantial form
to the alliance

Little openness of
entrepreneurs

19% 19%
Finding the way
to share financial
earnings

Low capacity for
working in teams
on projects

So, what’s the key to success when it comes to strategic alliances?

LOOK FOR THE RIGHT DEAL
based on company strategic
and cost/revenue synergies
FINALISE THE DEAL IN THE BEST WAY
operationally, contractually and from a
profit pool sharing perspective
MANAGE AGREEMENTS FOR SUCCESS
have the right people dedicated to the
partnership, create an active transformation
office and agree KPIs for
constant evaluation

Click here to download the full
report and get even more food for
thought on strategic alliances.

