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Abstract

Abundant research on alliances indicates that the role of learning is a crucial element in their success.  Despite the increased concern on learning in alliances, there are limited theoretical frameworks that unify the dynamics involved in alliance learning and how it leads to better alliance performance.  This paper attempts to contribute to the literature on alliance learning by proposing a conceptual model that explains alliance learning antecedents, the alliance learning process and alliance performance. Alliance antecedents are conceptualised in terms of alliance-based norms, collaborative experience and partnering knowledge.  These antecedents are examined in the context of alliance learning orientation that, in turn, affects the degree of alliance-based learning.  It is proposed that the greater the level of alliance-based learning, the greater will be the alliance performance.  Managerial implications and suggestions for future research are discussed.
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Introduction

Alliance learning theory provides a meaningful foundation to describe the processes involved in alliance-based learning.  In this paper, alliances include R&D or marketing partnerships, licensing and joint ventures.  Hence, alliances are defined broadly as a cooperative agreement between two or more organizations.  As the process under investigation in this paper is learning, it is envisioned that the cooperative agreement involves some kind of knowledge sharing.  The purpose of this paper is to examine the dynamics of alliance-based learning that refers to “learning that involves the acquisition or internalisation of some critical information, know-how, or capability possessed by the partner” (Kale, Singh and Perlmutter, 2000:220). Hence, this paper views alliance-based learning as a process in which knowledge is acquired and integrated into the alliance which enables the organizations in the alliance better performance outcomes.  

Alliance Learning Theory

Numerous researchers have examined the importance of learning in alliances (eg Dodgson, 1993; Hamel, 1991; Inkpen, 1992; Kumar and Nti, 1998; Simonin, 1997). Alliances provide an important basis from which learning can occur (Tsang, 2002).  In an alliance, two or more organizations come together because they have differences in knowledge that provide the catalyst for learning to occur in the alliances (Inkpen, 2000).  In the alliance literature, Kogut (1988) was the first researcher to explicitly argue that alliances are motivated by a learning intent.  Since then other researchers have theoretically (eg Inkpen, 2000; Kumar and Nti, 1998) and empirically (eg Inkpen and Crossan, 1995; Simonin, 1999) examined the role of learning in an alliance context.

In an alliance context, knowledge affects learning for three major reasons (Inkpen and Dinur, 1998).  First, there is knowledge about how to operate and manage alliances (Lyles and Salk, 1996).  This knowledge helps organizations learn from existing and new alliances.  Second, there is knowledge about the alliance partners.  This helps organizations to learn new skills/competencies.   Third, there is knowledge about organization strategy. This helps organizations to learn how to improve their organizational performance.  Learning has been defined in many different ways but common to them is the recognition of the acquisition and exploitation of new knowledge by the organization (Kumar and Nti, 1998).  Learning in alliances can be defined as “the process of assimilating new knowledge into the organization’s knowledge base” (Autio, Sapienza and Almeida, 2000:911).  Learning in the context of alliances has a narrowly defined scope of learning in that the major objective of learning is a certain technology or other type of know-how of the alliance partner (Tsang, 1999).  This know-how is an organization's accumulated practical skills or expertise (Kogut and Zander, 1992).  This is different to the know-what which is the more articulable dimensions of knowledge (Bresman, Birkinshaw and Nobel, 1999). The know-how is critically important, as a high degree of knowledge is tacit.  Hence, as Tsang (1999:215) states, “the know-how of managing domestic and global strategic alliances has become an essential resource of most firms, and learning is the means to acquire and accumulate the resource”.  In this paper, knowledge is defined both in terms of know-how and know-what as the capacity of an organization to apprehend and use relationships to achieve the intended goal (Autio et al, 2000).  Hence, organizational knowledge is distinct from organizational learning as it includes the learning synergy from the alliance that only comes from the alliance (Larsson, Bengtsson, Henriksson and Sparks 1998).  Knowledge has been stated to be “the critical resource of the future” (Berdrow and Lane, 2003:15).  It is one of the most strategically important resources that an organization has (Inkpen, 2000).  In the alliance literature, there are two basic types of knowledge that are acquired in an alliance, firm specific and market specific (Berdrow and Lane, 2003).  Firm specific knowledge includes the know-how of an organization (Kogut and Zander, 1992).  For example, how the organization operates with its alliance partners and the accumulated knowledge acquired from the alliance.  Firm specific knowledge also includes the know-what of an organization.  For example, an organization in a marketing partnership will have information about what the other alliance partner does and how to maintain the marketing relationship with that organization.

Market specific knowledge supports the alliance activities that occur in a specific market or country (Berdrow and Lane, 2003).  It is important for alliance partners as it allows them to gain knowledge about the market in which they operate (Yli-Renko, Autio and Tontti, 2002).  In terms of international alliances, it allows them to learn about the international market. Day, (1994:10) highlights that “effective learning about markets is a continuous process that pervades all decisions”.  Hence, it is a process in which organizations acquire knowledge about competition in the market.

Conceptual Model

Alliance-based theory provides a basis through which the conceptual model was developed.  The model is illustrated in Figure 1.  The model incorporates six constructs: alliance performance, alliance-based learning, alliance learning orientation, alliance-based norms, collaborative experience and partnering knowledge. The model suggests that organizations with alliance-based learning increase their alliance performance.  Alliance-based learning is built and nurtured by the alliance learning orientation.  The predictors of the alliance learning orientation are alliance-based norms, collaborative experience and partnering knowledge.  This paper views alliance-based learning as a continual process in which learning is acquired and integrated into the alliance which enables organizations to gain better alliance performance.

*Insert Figure 1 here*


Alliance Performance

 In an alliance it is important to the alliance partners to determine how well the alliance is performing.  The performance of the alliance will have important implications to the management of existing and future alliances.  In the international business literature there is increasing recognition of the importance of alliances and their performance (Arino, 2003).  Crossan and Inkpen (1995:77) states “managers use performance as a direct proxy for gauging learning occurrence”.  There are a plethora of definitions of alliance performance existing in the literature (Ding, 1997). Underlying most definitions is a goal accomplishment perspective (Arino, 2003). Goals can be financial in terms of growth, market share and profitability (Geringer and Hebert, 1991).  However, financial goals have been criticised as not encapsulating all of the advantages of alliances (Ohmae, 1989).  Non-financial goals like learning are increasingly becoming more important.  Learning cannot always be measure financially.  Often learning is intangible and intrinsic to the alliance and the individual alliance partners.  Affecting financial goals are operational goals.  They can include contract and ownership stability (Geringer and Hebert, 1991). In terms of operational performance measures, they are less likely to have tangible learning benefits.  More likely to have learning benefits are organizational effectiveness measures.  They provide a measure of individual firms satisfaction with the overall alliance performance.  Examples of organizational effectiveness measures are overall and strategic goal assessment (Arino, 2003).  Hence, both traditional measures of performance (eg profits and market share) and non-traditional measures (eg knowledge and skills gained) are incorporated into this measure.  As alliance-based learning is the process of interest in this paper and organizational effectiveness measures incorporates both tangible and intangible learning benefits, the organizational effectiveness approach will be adapted.  The definition of alliance performance will be adapted from Arino’s (2003:68) definition that defines it, as “the degree of accomplishment of partner’s goals, be these common or private, initial or emergent”.  In this paper, alliance performance will be defined as the degree of accomplishment of partner’s goals in terms of learning benefits.

Alliance-Based Learning

Learning from alliance partners is often stated in the literature to be the most important alliance rationale (Khanna, Gulati and Nohria, 1998).  Alliances provide a foundation for learning to occur as alliance partners share information (Harrison, Hitt, Hoskinson and Ireland, 2001).  The process in which alliance partners learn from one another is critical to overall alliance success.  Alliance-based learning in this paper is conceptualised as a process in which information is acquired, disseminated, then results in behaviour change.  In this paper, market orientation is used as a proxy for alliance-based learning. 

Market orientation has been designated a high priority area for research (Pulendran, Speed and Widing, 2000).  There are two major perspectives on market orientation that are the cultural and behavioural perspectives (Homburg and Pflesser, 2000).  The cultural perspective relates to specific characteristics of the organization. The behavioural perspectives relates to specific behaviours. 

Market orientation in the cultural perspective is defined as “the organization culture that most effectively creates the necessary behaviors for the creation of superior value for buyers and, thus, continuous superior performance for the business” (Narver and Slater, 1990:21; also used by Dawes, 2000).  The behavioural perspective defines it as “the organization-wide generation of market intelligence pertaining to current and future customer needs, dissemination of the intelligence across departments, and organization wide responsiveness to it” (Kohli and Jaworski, 1990:6; also used by Jaworski and Kohli, 1993; Pulendran et al, 2000).  There are both similarities and differences in these definitions that impact upon this paper.  The similarities are that they both have an external orientation, recognise the importance of behaviour responsiveness and acknowledge the importance of stakeholders (Mavondo and Farrell, 2000).  The main differences are that the behavioural perspective emphasises ongoing behaviours such as generating information whilst the cultural perspective considers behaviours as being organization specific.  The behavioural perspective also does not consider generating information as an orientation but the cultural perspective does.  Also, important in terms of this paper is that the behavioural perspective posits generating information in the operational or tactical level whilst the cultural perspective posits it at the strategic level (Mavondo and Farrell, 2000).  As the process under investigation in this paper is behavioural in terms of examining the roles that learning plays in alliances, the behavioural perspective will be adopted. Therefore, Kohli and Jaworski’s (1990) definition is adapted to suit the context of this paper.   Hence, alliance-based learning is defined as the generation of information amongst alliance partners, dissemination of the information amongst alliance partners and the behaviour responsiveness to the information amongst alliance partners.

The acquisition of information is necessary for alliance-based learning.  Information acquisition is the result of the experience of others in the organization and/or organizational memory (Slater and Narver, 1995).  Experience can be internally or externally focused (Slater and Narver, 1995).  Internally focused experience has been referred to as exploitation (March, 1991).  It includes utilising the skills and experience of people in the organization. Externally focused experience has been referred to as exploration (March, 1991).  It includes exploring the skills of people in the organization so that the organization as a whole can learn from them.

Organizational memory includes both internal and external experience. It refers to the organizations knowledge.  It includes both tangible and intangible knowledge. Tangible knowledge includes company reports and documents. Intangible knowledge includes the experience of company employees. The memory of an organization will affect the ability of the organization to acquire information as it will encourage knowledge sharing between alliance partners when the knowledge is critical to the learning potential of the alliance.

Once information in an organization has been acquired it needs to be disseminated in order to facilitate alliance-based learning.   Information dissemination occurs through sharing the information to the organization as a whole.  It allows each piece of information acquired to be seen in its broader context by all organizational members (Slater and Narver, 1995).  For alliance-based learning to occur, it is important that all members of an organization have access to and are aware of new knowledge. Information can be converted into knowledge through information flows.  This will allow for organization members to ask questions, to be given feedback about the information and to provide insights into the information (Quinn, 1992).  Dissemination allows for the organization to internalise what it has learnt (Ahuja, 2000).  It also allows the organization to capitalise on existing knowledge (Zahra, Ireland and Hitt, 2000).

Once the information has been disseminated it needs to be responded to in order to affect alliance performance.  Behaviour responsiveness has also been referred to as shared interpretation.  For learning to occur there must be a consensus in the meaning and implications of the information (Slater and Narver, 1995).  As some people within an organization are aware of the importance of information, it is critical for performance reasons that the organization does something with the information that it has acquired and disseminated within the organization.  For example, an organization may have acquired information about a new product, disseminated that information within the organization, then started to use the new product in the manufacturing of existing products.  The response of the organization to information is important as a lot of it will be tacit. Tacit information is difficult to use unless it is incorporated into the organization’s operations (Zahra et al, 2000).  The organization needs to have a consensus about the meaning of the information in order to respond to it appropriately.

The ability of an organization to respond to information acquired and disseminated will affect its performance.  Previous researchers have shown that organizations that have a market orientation will have increased profitability (eg Narver and Slater, 1990; Farrell, 2000; Jaworski and Kohli, 1993).  In terms of the alliance literature, researchers have stressed the importance of organizations having a strong learning focus and its relationship to alliance success (eg Hamel, 1991; Arino and de la Torre, 1998; Phan and Peridis, 2000).  Hence, it is proposed that organizations with a greater level of alliance-based learning will have a greater level of alliance performance. Hence, the following proposition is postulated:

Proposition 1: The greater the alliance-based learning, the greater will be the alliance performance

Alliance Learning Orientation

The learning orientation that organizations have impacts on their ability to learn from an alliance.  Previous researchers have recognised the importance of an organization’s learning orientation (eg Day, 1994; Sinkula, Baker and Noordewier, 1997; Tsang, 1999).  The presence of a learning orientation in an organization means that emphasis is placed on the role of learning.  The strength of this learning intent will determine the resources of the organization that are devoted to learning (Inkpen and Dinur, 1998).  An organization that has a strong learning orientation will learn more effectively (Tsang, 1999).  The construct learning orientation is relatively new in the literature.  Lei, Slocum and Pitts (1997:209) states “organizational receptivity to learning from alliances includes the degree of “openness” of the firm’s culture, the degree of pre-existing organizational slack, and senior management’s commitment to learning”.  Among the first researchers to create and validate the learning orientation construct were Sinkula, Baker and Noordewier (1997).  They define it as the “set of organizational values that influence the propensity of the firm to create and use knowledge” (Sinkula et al, 1997: 309).  This definition will be adopted in this paper. The organizational values that Sinkula et al (1997) use to measure learning orientation are commitment to learning, open mindedness and shared vision.  Fellow researchers have examined these values (eg Day, 1991, 1994; Senge, 1990, 1992; Tobin, 1993; Lei et al, 1997; Liu, Luo and Shi, 2002). 

Commitment to learning is the value an organization places on learning. In an alliance context, this commitment is important to facilitate trust between partners.  The learning activity that takes place within an organization and the ability of individuals in that organization to think and learn are axiomatic and have been referred to by Tobin (1993) as a thinking literacy.  The more value an organization places on learning, the more learning will occur (Sackmann, 1991).  The commitment to learning in an organization is reflected in the culture of the organization.  When a learning culture exists and organizations are committed to learning, more dynamic learning is likely to occur (Liu et al, 2002).   For example, an organization may change the way it operates as a result of learning from an alliance partner their technology expertise.

Open mindedness is an organizations ability to be open to new ideas (Day, 1994). These ideas can be in the form of trends and events (Day, 1994).  As an organization becomes more open to new ideas, existing assumptions and beliefs within the organization will be questioned (Sinkula et al, 1997).  This questioning of long held beliefs is related to the concept of unlearning (Nystrom and Starbuck, 1984).  Some organizations are accustomed to doing things certain ways and may not be welcoming of change.  Unlearning is the process of changing the way the organization currently does things in the hope that the new way will be more efficient.  Also, in many organizations there is much information but they do not know this (Day, 1994). Hence, they have large amounts of information but do not have the ability to use this knowledge for the organizations benefit.  The amount of information shared in the organization will be determined by the organizations openness in the alliance (Inkpen, 2000).  The organizations ability to be open the new ways of thinking is an essential element in the learning process (Hamel, 1991).  When the organization is open to new ideas, the organizations mental models will be affected as they have the open mindedness to question them (Day and Nedungadi, 1994).  The open mindedness will then facilitate learning in terms of facilitating the updating of organizational practices (Liu et al, 2002). 

The shared vision in an organization will affect the amount of learning that occurs within an alliance setting.  An organizations shared vision is the ability of an organization as a whole to see events and occurrences that currently and in the future will affect them.  Members in an organization need to have a collective interpretation of the organizations vision (Sinkula et al, 1997).  When the vision of the organization is congruent in organizational members then it is easier to implement and respond to changes that occur in the marketplace (Sinkula et al, 1997).  More importantly is that organizations that have a shared vision will have a common sense of purpose and direction that will impact upon leaning (Day, 1994).  A higher level of learning will occur when there is a common commitment of organizational members (Day, 1994).

The link between alliance learning orientation and alliance-based learning is a crucial link.  The shared vision, commitment to learning and open mindedness of an organization, which are key dimensions of alliance learning orientation, will influence the degree of information acquired from an alliance.  An organization that has a commitment to learning will allow dissemination to occur (Narver, Slater and Tietje, 1998).  The learning commitment will then influence the level of behavioural change that occurs in the organization (Narver and Slater, 1991).  Hence, the alliance learning orientation will lead to organizations involved in the alliance to question information processes that will influence the amount of learning that occurs in an alliance setting (Baker and Sinkula, 1999).

Researchers have tested the link between learning orientation and market orientation. Farrell (2000) and Slater and Narver (1995) proposed that an organization with a high market orientation will lead it to having a high learning orientation.  However, Farrell (2000) also highlights that a market orientation is a part of the organizations culture. This paper proposes that an organizations culture is inherently a learning orientation. Thus, this paper proposes that a learning orientation precedes an organization having a market orientation (as espoused by Sinkula et al, 1997).  It is a contribution to the literature on learning orientation and market orientation in an alliance-based context.  Thus, the next proposition is:

Proposition 2: The greater the level of alliance learning orientation, the greater will be the alliance-based learning

Alliance-Based Norms

Norms between partners in a relationship are highly important. Norms in an alliance context define permissible limits of behaviour among alliance partners.  Lusch and Brown (1996:28) states “norms define standards for how parties should treat each other”.  They are important predictors of the ability of an organization to learn from an alliance.   It is important to consider how alliance partners interact and behave with each other.  In this paper, relational norms are used as a proxy for alliance based norms.  Heide and John (1992) examined relational norms in terms of flexibility, information exchange and solidarity.  Trust has also been examined in the context of relational norms (eg Dahlstrom, McNeilly and Speh, 1996; Morgan and Hunt, 1994; Lusch and Brown, 1996).  In this paper, alliance-based norms will include flexibility, information exchange, solidarity and trust.

Norms have been defined as “expectations about behavior that are at least partially shared by a group of decision makers” (Heide and John, 1992:34).  This definition has been elaborated upon by Lin and Germain (1999:8) as “expectations that aim to enhance the well-being of the relationship as a whole and prescribe exchange behavior toward collective rather than individual goals”.  This definition will be adapted to the alliance context in this paper.  Hence, alliance-based norms are defined as expectations that aim to enhance the well being of the alliance as a whole and prescribe exchange behaviour toward collective rather than individual goals.

Flexibility is important in relationships as often unforeseen things happen that impact upon the nature of the relationship.  It is defined as “a bilateral expectation of willingness to make adaptations as circumstances change” (Heide and John, 1992:35). In an alliance context, flexibility ensures that alliance partners are flexible when circumstances change.  Information exchange impacts upon what knowledge is shared in a relationship.  It is defined as “a bilateral expectation that parties will proactively provide information useful to the partner” (Heide and John, 1992:35).  Alliances partners need to facilitate the alliance learning process by exchanging information with each other.  Sarkar, Echambadi, Cavusgil and Aulakh (2001:363) states “acting as a bonding mechanism between partners, the exchange of timely, quality, and participative communication is argued to be vital to successful collaborations”. Solidarity is needed in relationships to ensure long-term success.  It is defined as “a bilateral expectation that a high value is placed on the relationship” (Heide and John, 1992:36).  The alliance will be strengthened by the solidarity of the alliance partners. Common interests and responsibilities are examples of solidarity (Gunlach, Achrol and Mentxer, 1995).  Trust is important in relationships as it will facilitate knowledge sharing.  It is defined as “the degree of confidence shared by the partners regarding each other’s integrity” (Sarkar et al, 2001:362).  It is reflected in the degree of confidence the alliance partners have on the integrity of one another (Morgan and Hunt, 1994).

Alliance-based norms will influence the alliance learning orientation.  It is more likely that alliance partners will encourage learning when they believe that the alliance partner(s) will behave in an appropriate manner.  This expectation will enhance the shared vision of the alliance as the alliance partners realise that each other has the required expertise and resources to meet unforeseen circumstances.   The alliance partner’s belief that each other will behave beneficially in terms of the goodwill and motivations will enhance learning in the alliance (Moorman, Deshpande and Zaltman, 1993).  More value will be placed on learning when the alliance partners have a relationship in which there is no opportunistic exploitation of one partner by the other (Larsson et al, 1998).  Therefore, the integrity of the alliance partners becomes important in facilitating the learning process (Aulakh, Kotabe and Sahay, 1996).  This leads to the next proposition:

Proposition 3: The greater the level of alliance-based norms, the greater the alliance’s learning orientation

Collaborative Experience

The experience of alliance partners in alliances influences what they want to learn and what they will learn from an alliance.  Many researchers have highlighted that organizations with a higher level of collaborative experience are more desirable (eg Gulati, 1995; Morgan and Hunt, 1994; Mitchell and Singh, 1996).  Collaborative experience encompasses various aspects of an organizations collaborative history such as the frequency, intensity, longevity and types of collaboration (Simonin, 1997).  In this paper, collaborative experience will be defined as the frequency with which an organization has collaborated with other organizations and the intensity, longevity and types of the collaboration. 

Alliance partners will most likely have experience with dealing with each other’s employees that will facilitate learning.  They may have had experience in managing the alliance, which will make modifications to the alliance easier.  As the alliance partners get to know how each other operates, they develop linkages that enhance the benefits resulting from engaging in the alliance (Dyer and Singh, 1998).  These linkages will then contribute to more collaboration taking place (Houston and Johnson, 2000).  In terms of the learning capability of an alliance, experience between alliance partners has been found to be a critical factor (Zander and Kogut, 1995).  Sinkula (1994:36) highlights that “organizational learning like individual learning, is a function of age and experience”. Other researchers have also stressed the link between greater collaborative experience and learning (eg Dyer and Singh, 1998; Powell, Koput and Smith-Doerr, 1996).  Hence, collaborative experience is important in facilitating learning (Simonin, 1997).  This leads to the next proposition:

Proposition 4: The greater the level of collaborative experience of the alliance, the greater the alliance’s learning orientation

Partnering Knowledge

The knowledge that alliance partners have is important in encouraging alliance-based learning.  It occurs when organizations gain access and internalise knowledge of alliance partners (Inkpen, 2000).  Lyles and Salk (1998) state that partnering knowledge is the extent to which an alliance partner has learnt knowledge about foreign cultures, product development, managerial techniques, marketing expertise, manufacturing processes and technological expertise.  In this paper, partnering knowledge is defined as the extent to which an alliance partner has learnt new expertise, skills and processes.  The knowledge is thus transferred through the mutual interdependence of alliance activities (Inkpen, 1996).  As Inkpen and Dinur (1998:455) states, “if the alliance replicates partner experiential knowledge in a jointly owned organization, one or all partners may have access to knowledge that would not have been available in the absence of collaboration”.

In an alliance, the knowledge that partners obtain from each other influences the learning orientation of the alliance.  As Simonin (1999:464) highlights “the growing interest in international strategic alliances and in the learning organization has evolved into a distinct line of inquiry focused on how organizations learn from their partners”.  The amount of knowledge to be obtained from an alliance has been stated to be one of the most important motivators for alliance formation (Kale et al, 2000).  To increase learning from the alliance, the alliance partners need to share as much information as possible (Crossan and Inkpen, 1995).   Alliance partners will be particularly interested in learning about new ideas and products (Dyer and Singh, 1998).  Partnering knowledge is inherently the assessment and internalisation of capabilities, information and skills from the alliance partners (Kale et al, 2000).  Hence, the amount of partnering knowledge obtained will influence the extent to which learning is important in the alliance which leads to the next proposition:

Proposition 5: The greater the level of partnering knowledge of the alliance, the greater will be the alliance’s learning orientation

Discussion and Conclusion

Research into knowledge transfer through alliances is a relatively new area (Bresman et al, 1999).  As alliances increase in importance, exploiting the learning potential of alliances also becomes important (Buckley and Casson, 1988).  In order to exploit the synergies inherent in alliances, an understanding of the nature of the alliance process is required (Mohr and Spekman, 1994).   This requires organizations attaching a value to alliance knowledge.  Organizations must have the capacity to learn and have the necessary process for knowledge to be acquired and disseminated in the organization (Hagedoorn and Schakenraad, 1994).  The  capacity of an organization to learn is an organizational skill that is enhanced through building a base of related knowledge amongst alliance partners (Spekman et al, 1998). 

Learning in alliances is a crucial organizational asset that is essential for alliance performance.  However, as learning is sometimes invisible, its management creation and use is a challenge for organizations.  Alliances can help organizations learn through yielding new and valuable insights into organizational processes.  This paper has proposed a theoretical model that describes the role of alliance-based learning. Alliance learning predictors: alliance-based norms, collaborative experience and partnering knowledge influence the level of alliance learning orientation.  This alliance learning orientation then influences the alliance-based learning, which affects alliance performance.   This paper has contributed to the literature on alliance learning by proposing a model that can help explain the process of alliance learning.   It is suggested that future research examines these relationships empirically through a survey and that the results are analysed with structural equation modelling.  Future research needs to identify in greater detail how an organizations learning orientation will affect its market orientation as this is an area of research that is underdeveloped. Also, the role of alliance learning predictors such as collaborative experience need to be examined in relation to both the learning intent of an organization and an alliance.  
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