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The article discusses approaches to defining the concept of "strategic partnership" and its varieties. Highlighted
the main goals and objectives to be solved with the help of strategic partnerships. Determination of the main direc-
tions of interaction, means of achieving them and factors that can become an obstacle to achieving the planned. The
main characteristics of strategic partnership are formulated. Two approaches to building strategic partnerships are
identified, and it is also noted that obstacles to partnerships can take different forms. It has been determined that the
formation of partnerships can be associated with certain risks. Certain advantages and disadvantages of strategic
partnerships have been investigated, which necessitates a thorough analysis of the choice of possible partners and
forms of cooperation with them, as well as compliance with certain rules of cooperation.
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MignpuemcTBa NnepexunBaroTb MNMOOKI NOCTIMHI TpaHCGIOPMAaLiiiHi NPoLEecK B CydacHUX ymoBax rnobanisauii. Lie
crnpusie (hopMyBaHHIO HOBOIO TWMY NapTHEPCTBA, LU0 € NepesyMOBOIO A1 PO3BUTKY CTpaTeriyHux napTHepcTs. Pop-
MYBaHHS 10ro 3MICTy 3a/1eXWTb Bif cneundiku Lineli Ta 3aBAaHb, L0 BUPILLYKOTLCA 3@ AOMOMOIOK CTpaTeriyHoro
napTHepcTBa. Benuka KinbkicTb nepesar i N03UTUBHUX pe3y/bTarTiB CTpaTeriyHoro crniBpobiTHULTBA HE BUK/THOHAE NeB-
HMX Npo6nem i cnabkyx MicLb, L0 BUHMKAKOTb Y NPOLLECi cniBnpaLli. Hefonikm napTHepcTBa NoB'si3aHi 3 Npo61eMoro no-
[iny Bnagy, amoilisimy Ta HECYMICHICTHO NOrNSAIB YYaCHWKIB, iA€0N0TYHMMI BiAMIHHOCTAMM. TPYAHOLL TAKOX MOXYTb
BMHUKHYTK Mg Yac oOpMyBaHHS CTRYKTYpPU ynpaB/iHHA Gi3HeCOM. FKLWO MOBa IiAe Npo BENWKI CyMU rpoLUeit, Toabl
npo6nemMun MOXYTb BUHWUKHYTY i y po3nogini goxody. NpoTe, ifeanbHe cTpateriyHe napTHepCTBO BUMAarae cucteMa-
TUYHOTO «3aBepPLUEHHA» 3 ypaxXyBaHHSAM HOBWX iHTEPECIB CTOPIH, 3MiH Y BHYTPILUHLOMY Ta 30BHILUHLOMY CepeoBHLLi,
MOX/IMBMX PU3NKIB TOLLO. KOXXHa KOMaHAa NignpreMCcTBa Mae CBOE CTaB/IEHHS [0 3MiH. BinbLu TOro, icHye onip 3mMiHam,
0C06/MBO KOMM KOMaHAa BUPILLYE, LLO 3MiHM BigOyBaTUMyTbCS LUBMALLE B iIHTEPECAX NAPTHEPCTBA, HiX Y 1X BACHNX
iHTepecax. LLLo6 36inbLUNTK AMOBIPHICTb YCMiXy 3MiH, CnoyaTky NOTPIGHO 06IPYHTYBATM CBOEUACHICTb TX BNPOBaMKEH-
Hs1, BUKOPUCTOBYHOUM HAMMNPOCTILLY iHchopMmalLito, sika Byae Nerko cnpuimaTmcs | BBaXXaTuch 6iflbLL HafjiiiHOK. Takum
YMHOM, CTBOPEHHS KOHKYPEHTHWX NepeBar y cydacH/X yMOBax € cTpaTeriyHim napTHEPCTBOM Y pisHUX dhopmax. Came
BUKOPUCTaHHA LyX DOPM HaZae KoMNaHii MOX/IMBICTb NOCU/IUTI BNACHI KOHKYPEHTHI nepesaru, BUKOPUCTOBYBATY re-
peBarvi napTHepPIB Ta OTPUMATK CUHEepPreTUYHNIA eqdexT Bif chiBnpawi. Bce Le BuMarae peTenibHOro Bifgoopy MOXINBMX
napTHepiB Ta hopM crniBnpaLi 3 HUMU, a TaKOX AOTPUMAHHS NEeBHUX NPaBu cnisnpadi.

Kntouosi cnoBa: cTpareriyHe napTHEPCTBO, NApTHEPCLKI Bi4HOCWHW, KNacTepHi YTBOPEHHS, CTpaTerivyHi a/ibsHCH,
CniBpoGITHNLTBO.

B cTaTbe pacCMOTPEHbI NOAXO/bl K ONPeAeNeHNI0 NOHATIS «CTpaTerniyeckoe napTHEPCTBO» M €ro pasHoBUA-
HOCTEi. BbleneHbl OCHOBHbIE LIEMN 1 3a/1auu, PeLlaeMble C MOMOLLbI0 CTPaTErnyecknx napTHepcTs. OnpeaeneHnm
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[NaBHbIX HaNpaB/EHUs B3aNMOLENCTBUSA, CPEACTBA UX AOCTMKEHUS 1 (DaKTOpPbI, KOTOPbIE MOTYT CTaTb Nperpagoi
ANS [OCTWXKEHWs1 3ansiaHoBaHoro.ChopMy/ibOBaHO OCHOBHbIE XapaKTepUCTWKU CTpaTernyeckoro napTHepCTBa.
BbleneHbl ABa NoaxoAa K CO3AaHUI0 CTPATErMUYECKUX NapTHEPCTB.3bSCOBAHO TaKKe, UTO NPENSTCTBUS HA MyTH K
napTHepPCTBY MOrYT MPUHUMATL pas/inyHble opmbl. OnpefeneHo, YTo (hOPMUPOBAHME MAPTHEPCKUX OTHOLLEHMUI
MOXET BbITb CBA3AHO C ONPEeAeSEHHbIMM prckamu. VccnefoBaHa onpeaeneHHble NPenMyLLecTsa CTpaTermieckmx
NapTHEePCTB W HeJOCTaTKM, YTO BbI3bIBAET HEOBXOAUMOCTb TLLATE/NBLHOMO aHan3a Nno BbIGOPY BO3MOXHLIX NapTHe-
POB 1 (hOpPM COTPYAHMNYECTBA C HAMU, & Takke COBMIOAEHNS ONpeAeneHHbIX NPaBus COTPYAHNYeCTBa.

KnioueBble croBa: cTpaTernyeckoe NapTHepPCTBO, NapTHEPCKIE OTHOLLIEHUS, KNacTepHble 06pasoBaHus, cTpa-

Ternyeckne aJibsaHCbl, COTPyaAHNYECTBO.

Formulation of the problem. In modern con-
ditions of globalization, enterprises are undergo-
ing profound permanent transformational trans-
formations. These changes contribute to the
formation of a new type of partnership, which act
as prerequisites and actualize the need for the
development of strategic partnerships. Domestic
enterprises actively use such business formats —
franchising, outsourcing, joint production, cluster
formations and strategic alliances, network, virtual
and shell enterprises, and the like. In European
countries, the practice of strategic interaction
between companies is quite rich and long-lasting.
However, there are some problems in ensuring
the successful functioning of these types of part-
nerships that Ukrainian enterprises face.

Analysis of recent research and publi-
cations. The studies of A.N. Grebeshkova,
N.A. Danilyuk, A.V. Dushenko, A.V. Ermolaeva,
I.I. Zhovkva, N.A. Krikhivskoi, G.V. Makhovoy,
B. Parakhonsky are devoted to the issues of
strategic partnership. However, there is no una-
nimity among scientists on the scientific defini-
tion of the concept of "strategic partnership”. As
a result, individual international economic ties,
defined as strategic partnerships, in fact are not.
And the scattered relationship does not allow
concentrating efforts and resources on really
promising areas of international cooperation
that are strategically important for the Ukrainian
economy.

Isolation of previously unresolved parts
of a common problem. Some authors consider
strategic partnership as a system of interaction
between two or more states, based on the rec-
ognition of common and/or their vision, a high
level of cooperation in certain areas, mutual
foreign policy support, in particular, within the
framework of international organizations, the
coordination of positions in crisis situations and
the solution of international conflicts. It can be
summed up that the concept of "strategic part-
nership" has occupied an important place in the
practical processes of international cooperation
for a long time and is characterized by its com-
plexity and versatility.

However, at the micro level, especially for
domestic practice, strategic partnership as an
instrument of the socio-economic policy of enter-
prises has not received proper development. It
should be noted that such categories as “enter-
prise strategy”, “strategic planning”, “strategic
management” are filled with meaning and are
actually used in domestic practice, which can-
not be said about “strategic partnership”. In this
regard, the study of the theoretical foundations
of “strategic partnership” at the micro level is
very important. Moreover, according to the fore-
casts of experts in the coming years, most for-
eign innovations will be carried out precisely due
to the conclusion of agreements on strategic
partnerships with domestic enterprises.

The purpose of the article is to determine
the features and main characteristics of strate-
gic partnerships, as well as to summarize certain
advantages and obstacles on the way to partner-
ship in order to form the competitive advantages
of enterprises in modern conditions.

Presentation of the main research mate-
rial. For the first time, strategic partnerships, as a
new format for business development, appeared
in the 80s. The last century, mainly in countries
such as the USA, France, Germany, Great Brit-
ain. A successful example of a strategic busi-
ness partnership was the collaboration between
Microsoft and the IBM PC, which resulted in an
increase in the partners' revenue and share in
the software market [3].

So, |. Tokmakova believes that strategic part-
nership is a system of voluntary, long-term and
mutually responsible relations of an integration
type between participants in economic life, which
arise in the process of production, distribution,
exchange and consumption of an economic
product and ensure the achievement of strategic
goals and lead to a synergistic increase in the
effectiveness of economic activities, providing
winnings to each partner [3].

In turn, A.N. Grebeshkova, V. Makhova con-
siders strategic partnership as a way for partners
to achieve joint strategic goals for the implemen-
tation of a certain competitive strategy [1].
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According to B. Parakhonsky and G. Yavor-
skaya, strategic partnership is considered as a
type of interstate relations, built in the form of a
consistent system of interaction between states
in the direction of implementing joint strategic
tasks, interests and goals [3].

In a broad sense, a strategic partnership is
a system of interaction between two or more
states based on the recognition of common
and / or their vision, a high level of cooperation
in certain areas, mutual foreign policy support, in
particular, within the framework of international
organizations, coordination of positions in crisis
situations and solving international conflicts [2].

In a narrow sense, strategic partnership can
be built on more pragmatic principles, around
the implementation of large-scale interstate pro-
jects, in particular, in trade and economic, trans-
port and infrastructure, political, security and
other sectors.

L. Chekalenko believes that strategic part-
nership is higher than the level of cooperation
in comparison with the usual relations between
those partners who do not have mutual territorial
claims, but there is a mutual adherence to the
principles of territorial inviolability and inviola-
bility of borders. These are relations of partners
with similar values and common roots, national
interests, which recognize the obviousness and
necessity of the trend of dynamic growth of bilat-
eral trade and deepening of cooperation [7].

According to the author, strategic partnership
should be considered as a set of economic rela-
tions on a voluntary contractual basis regarding
the implementation of certain activities based on
the pooling or distribution of resources, responsi-
bility and risks in order to protect and strengthen
competitive positions in the market and ensure a
positive economic result [3].

N.M. Rakutina believes that at the regional
level, strategic partnership is a long-term volun-
tary and mutually beneficial cooperation based on
the pooling of resources, competencies, knowl-
edge and abilities of its subjects, contributes to
the achievement of the most effective activities
of the subjects of partnership and ensures stable
socio-economic development of the region [3].

Atthe interstate level, according to I.l. Zhovkva,
strategic partnership acts as a special instrument
of the state's foreign policy, with the use of which
it coordinates its actions in the international arena
with other states; interaction in the use of this tool
and the coincidence of the strategic national inter-
ests of two or more states in several areas lead
to the emergence of a special type of interstate
cooperation between them [4].

In general, partnership is a broad and com-
plex category that is currently not clearly defined
and can be applied in different ways. If we follow
the well-known "theory of stakeholders"”, then
the main contact audiences for establishing part-
nerships, whose interests affect the activities of
the enterprise, are: the owners of the enterprise;
employees of the enterprise; business partners;
local community and government agencies.

Filling the strategic partnership with specific
content depends on the specifics of the goals
(Figure 1) and the tasks solved with its help. For
relations of strategic partnership, it is necessary
to determine the main directions and goals of
interaction, means of achieving them, stages
of implementation, preventing factors that can
become an obstacle to achieving the planned.

Companies can cooperate within the indus-
try in which they operate, or other industries,
resource or product markets.

Strategic partners can be selected from
domestic and foreign firms. At the same time,
both firms of equal size and firms become part-
ners, differing in scale and market coverage.
Strategic partnerships are often an effective
way for small firms (especially those involved in
advanced technology) to enter new markets with
their unique product.

So, strategic partnership is a specific model of
enterprise development by attracting and using
the knowledge and abilities of third-party organ-
izations to achieve strategic goals and acquire
(and/or strengthen the acquired) competitive
advantages.

The main characteristics of strategic partner-
ships are as follows:

— long-term interaction of partners to achieve
a common goal by complementing each other;

— implementation of joint highly profitable pro-
jects;

— the least legally restricted way of entering
the market;

— the ability of a partner to make a free choice
for making managerial decisions oriented to the
future.

The partners can be both equal and organi-
zations of different sizes of business and market
coverage.

There are two approaches to creating strategic
partnerships: vertical and horizontal association.

When creating a vertical partnership, the
leadership of the organization must solve the
classic problem: "make or buy". To do this, it is
necessary to make a well-grounded manage-
ment decision: merging with another enterprise
for the production of components for the produc-
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" the desire to reduce the time lag between the discovery (invention) and the

emergence of a new product;

penetration into new markets through the partner's sales network;

reduction of costs and risks of exploratory research and development;

use of highly qualified research and engineering potential of contractors,
their latest technologies, know-how;

reduction of time and costs for product development through joint efforts
in the production of components, ready-made modules, marketing;

S R I

avoiding quotas, sanctions, tax legislation;

through the sale of licenses)

influence on the nature of competition in the industry (for example,

costs, outdated technology)

filling (strengthening) the weaknesses of the organization (high production

ARERES

maintaining the independence of the organization.

Figure 1. Strategic objectives [4; 5; 6; 7]

tion of products or its purchase on the market
from external manufacturers. It is in such cases
that vertical partnerships seem to be the most
acceptable solution [3].

Horizontal strategic partnerships are formed
between organizations to expand sales by creat-
ing a single distribution chain. Strategic partner-
ships can take many forms (Figure 2).

The strategic nature of partnership between
enterprises is determined by:

— the presence of a common strategy for
partners to achieve a specific goal;

— the uniqueness of the contribution of
each partner to the achievement of a com-
mon goal;

— distribution between partners of
responsibility for success in creating a com-
petitive advantage for the participants in the
partnership [3].

So, the basis of partnership, the coop-

large businesses operating in various regional
and sectoral markets [4, p. 26].

A large number of advantages and positive
results of strategic cooperation does not exclude
certain problems and weaknesses that arise in
the process of cooperation. Effective cooperation
of the activities of independent companies is a
difficult task (given their different motivations and
goals, which are sometimes contradictory). The
independence of partners can lead to suboptimal

production
agreements;

business

science city; networks;
b

eration of organizations comes to the fore
through the partial coincidence of their inter-
ests and the realization that competition
between them will not give special advan-
tages even to the winner. The advantages
of cooperation are chosen by companies
of various organizational and legal forms,
which are subjects of small, medium and

outsourcing in various

partnerships based on
franchising, cooperation

areas of activity.  and subcontracting;

clusters;

Figure 2. Forms of horizontal strategic partnerships
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decisions to revise strategic cooperation. Linguis-
tic and cultural barriers should also be considered.

Strategic partnership should inspire success,
the basis of which will be the opportunity to
obtain certain advantages (Figure 3), to achieve
a qualitatively new state of the enterprise.

Disadvantages of partnerships are primar-
ily associated with the problem of separation
of powers, ambitions and incompatibility of the
views of the participants, ideological differences.
Inconsistent policies can lead to irreversible
negative results for both sides. Also, difficulties
may arise in the formation of a business man-
agement structure [5]. Distribution of income
can also be problematic when it comes to large
sums of money. So, partnership interaction can
be complicated in a certain political, economic or
cultural environment.

Barriers to partnership can take many forms [6]:

— on the part of public opinion — skeptical or
biased attitude, overestimated expectations,
exceeding real possibilities, etc.;

—due to limited personal capabilities of people
who will lead the partnership: insufficient skills
in building and managing a partnership, limited
internal or external powers, too narrow special-
ization, insufficient faith in the effectiveness of
the partnership;

— due to the limited organizational capabilities
of partner organizations, a conflict of priorities
and competition may arise;

— on the part of external constraints, such as
local social, political and economic conditions,
the scale of the problems and (or) the speed of
change, the inability to access external resources.

Thus, the formation of partnerships can be
associated with certain risks (Figure 4).

Only choosing the right approach and adher-
ing to certain requirements will guarantee suc-
cessful business cooperation.

Strategic partnerships will be an excellent tool
and a way to increase income if the following
points are observed:

— definition of a specific goal, objectives and
desired results of cooperation;

— initial distribution of powers, responsibilities
and income;

— making a decision on the possibility of a
partner's participation in another business;

— monitoring of financial indicators in the pro-
cess of cooperation, and is a test of effectiveness.

Today, few can boast of a perfect strategic
partnership, because it must be systematically
“completed”, taking into account the new inter-
ests of the parties, changes in the internal and
external environment, possible risks, and the
like. Each team of the enterprise has its own atti-
tude to changes. This should take into account
the "effect of ownership" — people tend to value
what they have, if there is no good reason to
change, they have a natural tendency to listen
and seek evidence so as not to make changes.
There is generally resistance (overt or implicit) to
change, especially when the collective decides
that change will happen faster in the interests
of the partnership than in their own. To increase
the likelihood of successful changes, it is nec-
essary first of all to argue the timeliness of their
implementation, using information as simple as
possible, it will be easily perceived and consid-

tactical decisions

' obtaining from partners the necessary information for making both strategic and

building an integrated production capacity and linkages to achieve future goals

_projects

‘the ability to open and develop new business areas, implement large and complex

‘networks

' using “general marketing” to optimize costs, gaining access to the partner's sales

strengthen competitiveness

' conducting joint research, transfer of technology, knowledge and trademarks to

ensuring the creation of a relational space for business entities as a result of the
_collective efforts of partners to increase the level of comfort

resources

' achieving greater flexibility in doing business and the ability to attract financial

_partnership

| creation of prerequisites for the transition to a higher (effective) level of

Figure 3. Benefits of strategic partnerships



Bunyck # 29 / 2021

EKOHOMIKA TA CYCNINIbCTBO

— loss of reputation due to participation in a partnership or from its
unsuccessful completion in the future — loss of independence, since
partnership cooperation inevitably means for each organization an

. increase in dependence on other partners in the process of joint activities;

are unfavorable for the enterprise;

conflict of interests, which leads to a forced search for compromises that

corresponding return appears;

outflow of resources — a partnership usually requires large investments
(especially time) at the beginning of the process, long before the

implementation.

implementation problems — after the partnership is formed, the resources
received and each partner organization begins to implement the project, a
new set of obligations and problems may arise in the process of its

Figure 4. Risks of forming partnerships

ered more reliable. It is important to organize
group discussion of changes, group decision
making. Groups of workers become supporters
of change when they understand and share their
need, have the opportunity to speak out and
be heard, when their opinions and suggestions
are taken into account. At the same time, it is
appropriate to use one of the methods of prac-
tical psychology — reframing, which will change
the views, thoughts, vision and perception of the
team of strategic partnership as a future picture
of long-term and effective cooperation in the face
of increasing competition for leadership

Conclusions. So, in modern conditions, one
of the most expedient ways to create competi-
tive advantages is strategic partnership in vari-
ous forms, the use of which provides an enter-
prise with the opportunity not only to strengthen
its competitive advantages, but also to use the
advantages of partners and obtain a synergistic
effect from cooperation. But, it should be noted
that partnerships have certain drawbacks and
associated risks. This necessitates a thorough
analysis of the choice of possible partners and
forms of cooperation with them, as well as com-
pliance with certain rules of cooperation.
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