Tools for Alliance Builders


Appendix II

Preconditions for Success: An Alliance Checklist

· Common cause:  The issue to be addressed by the alliance is important to prospective alliance members. It is clear why forming an alliance is advantageous as a way to treat the issue.

· Belief in alliances as a strategy:  Prospective alliance members believe that this approach can solve problems better than working independently. Alliance members are willing to treat each other as equal partners.

· Presence of a convener:  At least one prospective alliance member has the standing to call the other alliance members to the table. The convener could be from USAID or from a partner group.

· Principled Behavior:  It is critical that USAID aligns itself with those private entities whose interests are compatible with USAID’s and whose business practices do not pose reputation risks for the alliance or for USAID. Look for ‘evidence’ that the proposed partners’ operational practices incorporate, for instance, commitment to human rights, decent work conditions, environmental protection, and community involvement.

· Resources:  Financial and human resources to support the alliance are available.  Each member is willing to commit the particular resources that it is able to share.

· Willingness to explore opportunities:  Alliance members are willing to take risks together that individually they might not be willing to take; and they’re willing to work creatively together in doing so.
Don’t feel that you have to work in isolation as you complete the checklist. Many other organizations — other donors, NGOs, companies, as well as other units in USAID — already have a wealth of experience in establishing and using alliances. 

The following four key characteristics, known as the Alliance Precepts, are present in successful alliances:

· Joint definition of the development problem and its solution by all development partners in the alliance.

· Agreement between the development partners to share resources, risks and results in pursuit of an objective that can be better obtained with a joint effort.

· Looking toward new partners (or existing partners in new ways) for innovative approaches to get the job done.

· Leveraging significant resources that may include financial resources, in-kind contributions and intellectual property.

Bear in mind that alliances are a return on investment of time and budget over the long term. Though initial outreach and consultation may involve discussions beyond the typical planning process, alliances ultimately produce more attention and resources for development objectives:

· Alliances present an opportunity to at least double resources devoted to a particular development activity being implemented through an alliance

· By working across stakeholder interests, USAID officers can help focus those groups that influence a program’s results

· Alliances increase the human resources committed to an objective — the commitment is greater because the investment of real resources and shared risk are tied to core interests

· The solution to a development challenge often can be achieved through an alliance modality
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