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Alliance Competence  
Maximizing the Value of Your Partnerships 
R.E.Spekman / I.A.Lynn / T.C.MacAvoy, 2000  
ISBN 9780471330639, 304 p. 
(Wiley, USA) 
Hardback, ca. € 37,90 
 
This title combines the latest research and case studies to explore 
the key aspects necessary to develop a successful alliance. 
Enhanced by a five-year study of global companies, the book 
offers unique insights about building the foundations of alliance 
competence. These competencies provide firms with a source of 
sustainable competitive advantage that will help them compete 
more successfully in global markets.  
 
Through actual ‘war stories’ the problems and challenges are 
revealed, as well as concrete suggestions for managing through 
the evolutionary cycle. After examining all the research available, 
the authors introduce a process they’ve developed called ‘The No 
Blame Review’ (NBR). This collaborative, non-judgmental process 
helps alliances confront times when the alliance seem off track. It 
creates an objective, non-threatening and non-value-laden 
opportunity on both sides to raise, investigate and review serious 
issues. It also allows partners to check the alliance’s vital signs and 
to make a determination that all systems are in alignment. This 
process provides the most positive approach to conflict resolution.  
The insight, real-world examples and research featured will give 
you the tools and diagnostics necessary for locating potential allies 
and creating a successful alliance.  
 
 

Building, Leading, & Managing Strategic 
Alliances  
How to Work Effectively & Profitably with Partner 
Companies 
Fred A. Kuglin / Jeff Hook, 2002 
ISBN 9780814406830, 304 p. 
(Amacom / McGraw-Hill, USA) 
Hardback, ₤ 24,99 = ca. € 40,20 
 
Corporate acquisition is no longer the growth model for technology-
based companies. Now the name of the game is alliances. 
Changes in the world economic climate have fundamentally altered 
not only the way products are created, but also the way businesses 
form and thrive. Large organizations once grew by swallowing 
whole the smaller companies with which they worked. Now, growth 
for both large and small companies is fostered and nurtured by 
strategic alliances.  
 
This timely book illustrates five types of strategic alliances and how 
to structure them to achieve the goals of the component 
companies. Drawing from industries such as communications, 
healthcare, appliances, and defense, the book covers: How to 
determine the right type of alliance, and structure it to meet each 
company’s stated goals; Sharing knowledge and building inter-
company teams; Successfully ending an alliance 
 
Filled with sample legal documents and agreements, frameworks 
and guidelines, the book is an essential resource for companies 
considering strategic alliances. 
 
Contents: 
What Is an Alliance? Great Idea, but How Do I Get Started? 3G 
Wireless Networks: The Future Is Now.. Or Is It? Telecom Provider 
& 3G wireless Device Manufacturers: $1 Trillion Investment, yet 
Where’s the Value? Mission Impossible? From Intense Competitor 
to Alliance Partner! Transportation: Win-Win Must Mean Profit-
Profit. Health Care: Alliances and a Healthy Supply Chain. 
Software Companies and Consulting Firms: Alliances Viewed from 
Both Sides. Know When to Hold, and Know When to Fold. Critical 
Success Factors in Establishing Alliances. The Alliance Hall of 
Fame 
 
 

Butterworths Taxation of Corporate Joint 
Ventures  
3rd edition 1/2005  
ISBN 0-406-90422-7  
(Butterworths, UK) 
Paperback, £ 85,00 = ca. € 136,50 
 
Although there is no separate tax regime or special rules applying 
to joint ventures, all corporate tax issues must be considered when 
undertaking a collaborative project. This book pulls together all the 
relevant strands of information on such issues as:  

• formation and termination of joint ventures  
• capital allowances  
• transfers  
• group relief  
• cross border activity  

 
 

Cooperative Strategy 
Managing Alliances, Networks & Joint Ventures 
John Child / David Faulkner / Stephen Tallman, 2nd edition 9/2005  
ISBN 0-19-926625-5, 472 p. 
(Oxford University Press, UK) 
Paperback, ₤ 24,95 = ca. € 40,10  
 
• clear and systematic overview of an important topic  
• alliances, joint ventures, and networks are increasingly 

common  
• international / comparative examples  
• authors have extensive academic and consulting 

experience  
• clear structure making it suitable for course teaching 

and management training 
 
New to this edition  
• Thoroughly revised and updated  
• Expanded coverage of economic and organizational 

theoretical models  
• Extended use of case studies from USA, Europe, Asia 
 
Contents: 
Theory and Cooperative Strategies  
• Economic Perspectives and Motivations  
• Organizational Perspectives and Motivations  
• Social Relationships and Trust in Cooperative 

Strategies  
Building Cooperative Strategies  
• The Process of Alliance Strategy  
• Partner and Form Selection  
• Networks and Virtuality 
Managing Cooperation  
• General Management  
• Ownership, Control, and Governance  
• Learning and Information Management in Cooperative 

Ventures  
• Human Resource Management  
• Culture  
• Emerging Markets  
Success, Failure, and Change in Cooperative Strategies  
• Success and Failure in Alliances  
• Evolution and Change in Alliances  
• Conclusions and the Future 
 
 

Corporate Partnering 
Structuring & Negotiating Domestic & 
International Strategic Alliances 
Thomas F. Villeneuve / Robert V. Gunderson, Jr., 4th edition 2005 
ISBN 0-7355-5927-9 
(Aspen, USA) 
1 loose-leaf volume & CD-ROM, ca. € 250,00 
 
New Expanded Edition Includes Bonus CD-ROM with Updated 
Forms! 
 
This practical resource provides up-to-date coverage of how to 
structure and negotiate profitable corporate alliances, covering 
both the strategic benefits and potential risks involved in these 
complex arrangements. In clear and straightforward language, this 
handbook explains the proprietary rights issues involved and then 
walks the reader through the chronology of a deal, from the 
definition of objectives to the decision to seek an alliance, 
identification of potential partners, negotiations, and closing.  
 
Corporate Partnering  is full of practical forms covering all aspects 
of strategic alliances annotated with crisp, clear commentary that 
explains the real-world issues addressed by each provision and 
how alternative solutions may be used to accomplish different 
aims. These carefully crafted agreements cover the broad range of 
areas from supply and distribution agreements, product and 
technology licenses, and research and development agreements to 
investment and investment-related arrangements.  
 
Thoroughly revised and updated to reflect the latest developments, 
the 4th edition includes new sections on Spin-Out Transactions, 
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virtual companies, and off-shoring arrangements plus updated 
transaction forms, intellectual property summary, and partnering 
transactions checklists. 
 
Contents:  
Corporate Partnering/Strategic Alliances. Preliminary Agreements. 
The Alliance Agreements. Equity Investments by One Partner in 
the Other. Partnering with Universities and Non-Profit Research 
Institutes. Spin-Out Transactions. Life Sciences Transactions. 
Software, Semi-Conductor and New Media Development and 
Licensing Arrangements. Virtual Company/Outsourcing/Off-
Shoring Agreements. Teaming Agreement 
 
Für das Benchmarking bei Unternehmensverträgen  
 
Die Autoren Thomas F. Villeneuve, Robert V. Gunderson, Jr,  
Colin Chapman,  James, Riley, Jr., David P. Sharrow. alle: 
Gunderson Dettmer Stough Villeneuve Franklin & Hachigian, LLP, 
Menlo Park/Silicon Valley, Waltham/Boston, New York, San Diego 
“... one of the country's leading law firms serving the emerging 
growth company marketplace.“ .  
 
Formularbuch mit erläuternder Einführung und umfass ender 
Checkliste 
Vorlagen für die internationale Vertragsgestaltung und –kontrolle. 
Anregungen und Hilfen für deutsche Vertragsgestaltung 
 
Die Einsatzmöglichkeiten bei Verträgen nach deutsch em 
Recht 
  
1. Referenzquelle für englisch- bzw. zweisprachige Verträge: 
Hier bietet Ihnen dieses Buch wertvolle Hilfen bei der englischen 
Übersetzung, weil Sie sehr schnell Elemente angelsächsíschen 
Procederes bei Problemlösungen in die Vertragsgestaltung 
einbeziehen und eine große Textverständlichkeit für ausländische 
Vertragspartner erzielen werden. 
 
2. Optimierung deutscher Verträge ohne Auslandsbezu g: 
Deutsche Verträge sind durch das BGB, sein Denken und seine 
Instrumente geprägt. Amerikanische Bücher besitzen einen ganz 
anderen materiell-rechtlichen Ansatz und agieren zudem vor dem 
Hintergrund einer anders gearteten Rechtsstreitkultur und einer 
partiell anders ausgerichteten Wirtschaftspraxis. Dadurch bieten 
sie dem deutschen Kautelarjuristen einen interessanten Fundus an 
Anregungen, Ergänzungen und Alternativen zur Kombination mit 
den eigenen Instrumenten: ein probates Korrelativ für die 
Problemlösungen – gerade bei der Gestaltung komplexer 
Sachverhalte. 
 
Die Formularmuster erfassen alle Aspekte von strategischen 
Allianzen. Anmerkungen, Praxishinweise und Alternativklauseln 
helfen bei der richtigen Rechtsanwendung bzw. Vertragskontrolle; 
alle Aspekte von den Liefer- und Vertriebsverträgen, über 
Lizenzen- und F+E-Verträgen bis zur Kapitalbeteiligung 
 
 

Due Diligence for Global Deal Making 
The Definitive Guide to Cross-Border Mergers and 
Acquisitions, Joint Ventures, Financings, & 
Strategic Alliances 
Arthur H. Rosenbloom (editor), 9/2002 
ISBN 1-57660-092-0, 336p. 
(Bloomberg Press / Wiley, USA) 
Hardback, $ 75,00 = ca. € 68,30 
 
The definitive guide to due diligence across world markets 
 
Companies of all sizes have been initiating international 
transactions—mergers and acquisitions, joint ventures, strategic 
alliances, and private placements—in record numbers. Targeted 
due diligence is crucial to effectively research, value, and complete 
these complex deals. With an evolving climate of uncertainty and 
new, unpredictable threats to business, it is more essential than 
ever before.  
 
Due Diligence for Global Deal Making is an invaluable 
guidebook for companies trying to capitalize on the opportunities in 
both developed and emerging cross-border markets. All too often 
global transactions fail to meet the parties’ expectations, and the 
leading culprit is inadequate due diligence. Especially when the 
target partner lacks a financial performance track record and 
significant assets, expanding businesses must answer difficult 
questions, such as: 
• Why (if at all) should we do this deal?  
• What are the rules going in, and what happens if things 

go wrong?  

• Where are the tax, legal, financial, and operational 
traps, and what are the opportunities?  

 
This book provides what’s needed to avoid devastating mistakes 
and to master the steps that ensure success:  
• Expert analysis, insights, strategies from practitioners & 

leading authorities in cross-border matters  
• In-depth coverage of critical topics decision makers 

need to understand in order to succeed in cross-border 
transactions - from corporate planning to operational, 
financial, legal, tax, accounting, people / organizational 
considerations  

• Best practices of corporate investors and professional 
advisers in conducting critical due diligence  

• Noted experts discuss critical topics corporate 
executives - and all those involved with their company’s 
legal, operational, accounting, and tax matters - need to 
know to successfully complete complex global 
transactions today. 

 
Contents: 
Due Diligence in the Global Economy. Strategic Due Diligence. 
Operational Due Diligence. Financial and Accounting Due 
Diligence. Legal Due Diligence. Tax Due Diligence. People and 
Organizational Due Diligence. Due Diligence Investigative 
Technology and Know-How. Appendix: Cross-Border Due 
Diligence in an Age of International Terrorism  
 
 

Evolution of Legal Business Forms in 
Europe & the United States 
Venture Capital, Joint Venture & Partnership 
Structures 
Erik Vermeulen, 4/2003  
ISBN 90-411-2057-2, 392 p. 
(Kluwer Law / Aspen, NL) 
Hardback, ca. € 93,10 
 
The evolution of partnership forms is stimulated by powerful 
economic forces that can lead to widespread prosperity and wealth 
creation for a society. Given the importance of closely held firms in 
the United States and Europe, The Evolution of Legal Business 
Forms in Europe and the United States  argues that partnership 
law should trouble itself less with historical and descriptive 
arguments about the legal rules and structure of the partnership 
form and focus much more on the new analytical apparatus of the 
economics of organizational form as well the fundamental 
economic learning that informs the debates on limited liability, 
partnership rules regarding management and control, conflict 
resolution and fiduciary duties. Introducing and extending the best 
available theories from law and economics, particularly those from 
the theory of the firm, This book’s analysis demonstrates that the 
patterns of European partnership law and its recent history are 
best understood from an economic and comparative law 
perspective. 
 
By examining the economic theories of the firm and the economics 
of organization choice, The Evolution of Legal Business Forms 
in Europe and the United States  conceives partnership-type 
business forms as contractual entities. The key feature of the 
modern partnership form is that partners have significant flexibility 
and power to limit their liability, transfer all of their rights, and to 
freely exit the firm. Another key feature of partnership law is the 
insight that lawmakers should provide the rules and enforcement 
mechanisms to regulate the important relationships within the 
partnership. The book applies an efficiency test to determine which 
sets of default rules are likely to resolve the main problems in 
partnerships.  
 
Having identified partnership law with the economic theory of 
organization, The Evolution of Legal Business Forms in Europe 
and the United States  then goes to argue that most of partnership 
law is directed at offering bundles of legal rules for different types 
of firms. Lawmakers should promote partnership rules that attract 
investors and can be expected to be efficient if they allow 
entrepreneurs to freely select the bundle of rules that best match 
their priorities. In a modern vision of partnership law, lawmakers 
promote economic welfare through creating non-mandatory rules 
that allow multiple businesses to switch to a favorable business 
form without significant costs. Jurisdictions plagued by falling 
incorporations and low levels of small and medium business 
activity, should abandon the mandatory & standardized framework 
and the ‘lock in’ effect that it promotes, & focus on the mechanisms 
of legal evolution and rules that tend to mimic the market. 
 
This innovation work will have ramifications felt across European 
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jurisdictions, and will be debated by a large audience of 
policymakers and academic lawyers involved in law reform. 
Moreover, the book will receive serious attention from students of 
law and economics, as well as practising lawyers involved in 
resolving complex issues of organizational law. 
 
 

Foreign Direct Investment & Strategic 
Alliances in Europe 
Hong Liu (editor), 2001  
ISBN 0-7890-1653-2, 118 p. 
(Haworth Press, USA) 
Paperback, $ 22,95 = ca. € 20,90 
 
Foreign direct investment (FDI) and strategic alliances are among 
the most popular modes of international market entry and 
expansion in major markets by multinationals. This informative 
book uses case examples, a wide-ranging survey, and the 
expertise of authorities in the field to shed light on the when, why, 
and how of investing and forming alliances in the volatile 
environment of the European market. 
 
Providing both theoretical background and fascinating case 
studies, Foreign Direct Investment and Strategic Alliances in 
Europe begins with an examination of the relationship between 
contextual and strategic factors and foreign market entry 
strategies. Then it illustrates its meaning with a real-world 
application of that information, in this case examining the way 
Israeli manufacturers developed their entry strategies in the EU. 
 
Strategic alliances and foreign direct investment are expected to 
continue to flourish in Europe. By integrating FDI issues with those 
of strategic alliances, this well-referenced book will provide you 
with insights into both areas as well as up-close perspectives on 
specific segments of the European market. 
 
 

Franchising  
Adams / Prichard-Jones, 5th edition 10/2005  
ISBN 1-84592-090-2 
(Tottel, UK) 
Hardback, ₤ 128,00 = ca. € 205,50 
 
Franchising Law explains how to set up a franchise operation in 
the UK, describing how the rights which will make up the package 
to be licensed may be protected. This new edition, written by a 
highly experienced author in this area, takes into account the 
Trade Marks Act 1994 and offers a complete and comprehensive 
source of information on merchandising Intellectual Property. 
 
 

Franchising 
Realities & Remedies, Forms Volume 
Harold  Brown / J. Michael  Dady / Jeffery S. Haff / Ronald K. 
Gardner, Jr.   
ISBN 1-58852-011-0, 1200 p. 
(Law Journal Press / American Lawyer Media, USA) 
1 loose-leaf volume, ca. € 269,00 
 
Franchising: Realities and Remedies, Forms Volume  provides 
actual franchise agreements and completed pre-sale disclosure 
statements for some of the most popular franchised businesses, 
including residential real estate businesses, fast-food restaurants, 
weight control centers, hotels, and telecommunications consulting 
businesses.  
 
While franchising contracts are generally considered onerous to 
the franchisee, the Franchising Forms Volume  was created with 
fairness in mind. The authors have included extensive analysis and 
commentary for each paragraph of these sample forms. You'll 
know what to look for in an agreement - and how to proceed during 
negotiations. This unique deskbook also addresses FTC pre-sale 
disclosure regulations that apply to the Uniform Franchise Offering 
Circular; the standards of good faith and fair dealing; and many 
other issues that confront franchisors and franchisees. 
 
Contents: 
Introduction to Franchising. Control Power in the Franchise 
Relationship. Franchising Manual. Identifying Deception, Trickery, 
and Concealment in the Important Elements of a Franchise. An 
Overview of Legal Problems and Remedies. Disclosure 
Regulations and Their Enforcement. Other Statutes Including "Little 
FTC" Acts. Using the Common Law. Good Faith, Fiduciary and 
Equitable Considerations. Mergers and Acquisitions of Franchise 
Systems. Renegotiating. Protecting Franchisees Under the 
Antitrust Laws. Procedural and Collateral Matters. Complex and 

Significant Legal Concepts. Some Major Concerns About 
Franchising Going Forward.  
 
  

Franchising for Dummies 
Dave Thomas / Michael Seid, 2nd edition 10/2006  
ISBN 0-470-04581-7, 408 p. 
(Wiley, USA) 
Paperback & CD-ROM, ca. € 22,90 
 
A new and revised edition of the friendly guide to franchising 
 
Buying a franchise is one of the most popular ways to start a 
business today and interest is only growing. Franchising for 
Dummies  covers all the ins and outs of franchising, including tips 
on financing and managing the business. This is a comprehensive 
and reliable resource for anyone interested in purchasing a 
franchise. This edition includes updated data and information on 
opportunities for women and veterans, sources of capital, loans 
and leasing programs, human resources, and franchising trends. 
The 2nd edition also includes a CD that delivers all the forms, 
sample business plans, and training and legal information you’ll 
need to get started.  
 
 

Franchising Law 
Martin Mendelsohn / Clive Freedman / Tom Daltry / Stephen Rose 
(editors), 2nd edition 2/2004  
ISBN 1-904501-18-4, 508 p. 
(Richmond Law & Tax, UK) 
Hardback, ₤ 125,00 = ca. € 200,70 
 
This useful handbook offers a valuable blend of law and business 
experience to give practical guidance to managers and their legal 
advisers on the different areas of law affecting the establishment 
and management of a successful franchise.  
  
Franchising Law  covers the history, development and commercial 
rationale of franchising, and details the legal and related practical 
issues which arise at each stage in the life of a franchise. Leading 
franchise practitioners provide authoritative commentary on each 
of these issues, including contractual and financial issues, taxation, 
intellectual property and competition law. Separate chapters 
consider in detail the legal and documentation issues of 
international franchising and the increasing impact of EU legislation 
in this area. 
  
The lawyer and author, Dr. Martin Mendelsohn is the Chairman of 
the Eversheds Franchise Group. He has been particularly involved 
in franchising, distribution, agency and licensing transactions both 
domestic to the UK and internationally for over 40 years, as well as 
UK and EC Competition Law. He is visiting Professor of Franchise 
Management at Middlesex University Business School, London. 
 
Contents:  
What is Franchising. Confidential Information and Trade Secrets. 
History and Development. Copyright. The Commercial Rationale. 
Information Technology. How the Law Affects Franchising. 
Premises. The Relationship of the Parties. EU Competition Law. 
The Structure of Franchise Arrangements. UK Competition Law. 
The Financial Aspects. Remedies. The Franchisor's Liabilities. The 
Franchise Contract. UK Taxation. International Franchising: The 
Legal Issues. Intellectual Property: An Overview. International 
Franchise Documentation. Trade Marks. International Tax Issues 
 
 

Governance of Strategic Alliances 
Antoine Hermens, 10/2007 
ISBN 9780415405386, 256 p. 
(Routledge, UK) 
Paperback, ₤ 22,99 = ca. € 36,90  
 
The continual creation of countless strategic alliances amongst 
major international corporations is one of the defining 
characteristics of the contemporary market economy. Alliances 
with governments, competitors, customers, suppliers and a variety 
of research and educational institutions are necessary when facing 
rising R&D costs, shortening product life-cycles, the increasing 
need for global economies, and the rapid transformation of 
technologies. Companies seek to leverage key resources by 
coupling them with the resources possessed by others. This key 
book analyzes the experience of alliance formation and 
governance in a number of international corporations in a range of 
industry sectors. Important governance factors explored include: 
the alliance environment; alliance conditions; performance; 
evaluation; and outcomes. Alliances can be defined as business 
relationships between independent firms to pursue important goals 
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where partners pool, exchange or integrate key strategic resources 
for mutual gain. Critical to the success or failure of strategic 
alliances is how well they are governed, a topic this book explores 
in detail.     
  
 

A Guide to International Joint Ventures with 
Sample Clauses 
Ronald Charles Wolf, 2nd ed. 2/1999 
ISBN 90-411-9672-2, 288 p. 
(Kluwer Law, NL) 
Hardback, ca. € 121,50 
 
International lawyers dealing with joint ventures face complex legal 
issues on a daily basis. Practical guidance is a must. In this 
significant enhanced second edition of a popular text, an American 
attorney with over 25 years’ experience in a European capital 
provides the clear, straightforward direction practitioners need to 
assure smooth deals.  
 
Unique features of the work include: 
• A jurisdictional questionnaire with 77 questions for 

consultation when counselling an international joint 
venture 

• Guidance and practical solutions to the recurring 
problems joint ventures present between partners 

• Over 100 sample clauses presented in understandable, 
yet technically precise language. 

 
This second edition offers, for the first time: 
• A considerably expanded treatment of all aspects of 

international joint ventures, including a detailed analysis 
of 50 critical legal issues which should be considered 
for incorporation in a joint venture agreement 

• An extensive treatment of European Competition Law 
and International Joint Ventures 

• An unmatched, first-time glossary of international joint 
venture terms & definitions comprising over 200 items. 

 
These features save time, money, and other resources by giving 
practitioners a starting point in drafting international joint venture 
documents and by minimising the likelihood that a key issues with 
potentially significant ramifications will be overlooked. The ultimate 
no-nonsense handbook, this book is a key weapon in the arsenal 
of the international dealmaker. 
 
 

Harvard Business Review on Strategic 
Alliances   
1/2003 
ISBN 1-59139-133-4, 224 p. 
(Harvard University Press / McGraw-Hill, USA) 
Paperback, ca. € 26,00 
 
Depending on the context, the same firm can be a company's arch-
rival or its most important ally. This collection of classic articles and 
bold new thinking on how to build and manage strategic business 
relationships offers essential guidance for executives in our 
complex global marketplace.  
 
Articles include:  
• Is Your Strategic Alliance Really a Sale? by Joel Bleeke 

/ David Ernst;  
• Use Joint Ventures to Ease the Pain of Restructuring by 

Ashish Nanda / Peter Williamson;  
• Group vs. Group: How Alliance Networks Compete by 

Benjamin Gomes-Cassers;  
• Collaborative Advantage by Rosabeth Moss Kanter;  
• Saving the Business Without Losing the Company by 

Carols Ghosn;  
• When is Virtual Virtuous? H Chesbrough / David Teece.  
  
Subjects Covered: 
• Alliances,  
• Competitive strategy,  
• Executives,  
• Finance,  
• Joint ventures,  
• Partnerships,  
• Strategic alliances,  
• Upper management.  
 
 

Intellectual Property 
Licensing & Joint Venture Profit Strategies 
Gordon V. Smith / Russell L. Parr, 3rd edition 4/2004 
ISBN 9780471460046, 640 p. 
(Wiley, USA) 
Hardback, ca. € 189,00 
 
Now it its third edition, Intellectual Property: Licensing and Joint 
Venture Strategies  provides the most up-to-date practical tools for 
evaluating the investment aspects of licensing and joint venture 
decisions, and discusses the legal, tax, and accounting practices 
and procedures related to such arrangements.  
 
 

International Banking Strategic Alliances 
Reflections on BNP/Dresdner 
Jörg Itschert / Rehan ul-Hag, 10/2003  
ISBN 0-333-99259-8, 176 p. 
(Macmillan Palgrave, UK) 
Hardback, £ 50,00 = ca. € 80,30 
 
We know that many alliances between companies fail. We have far 
less understanding of how and why this happens. International 
Banking Strategic Alliances  makes a significant contribution to 
such understanding. It provides a detailed account of the alliance 
between the Banque Nationale de Paris (BNP) and the Dresdner 
Bank, which was signed in October 1996 and dissolved by mutual 
agreement six years later in 2002. In Part I of the book, the authors 
provide a longitudinal account of the alliance's lifecycle. This is an 
unusually vivid and authentic inside story, which offers many 
insights into the processes and pathways of an alliance. Part II 
focuses on the issues that the BNP-Dresdner alliance raises for the 
banking industry.  
 
The authors are careful to place their account into its context, and 
this considerably enriches their contribution to both theory and 
practice. The more immediate context is that of the two partner's 
strategic intentions for their alliance and their respective cultures 
that had to be accommodated in their collaborative arrangements. 
The wider context is the European banking sector and its political 
economy. In giving both micro and macro contexts due weight, the 
authors are able to demonstrate how an alliance evolves both in 
terms of its internal dynamics as well as in relation to external 
changes.  
 
A rich case study always offers great potential for theory and 
practice, but that potential has to be realized through skilled and 
sensitive analysis. It is a credit to the authors of this book that they 
have achieved this. Those working in banking, having responsibility 
for the management of alliances, or teaching on the subject, will all 
benefit greatly from reading this important new book.' - Professor 
John Child, University of Birmingham 
 
Contents: 
FLAWED INTERNATIONAL BANKING ALLIANCE 
• Multilateral Banking Cooperation as a Means of 

Participating in Multinational Link-ups 
• Joint banking presence abroad: New Brand of Alliance 
• Shareholders and EC Commission Give the Go-Ahead 
• Birth of shared myth: Possible nucleus of shared brand 
• Obstacles and Hindrances on the Way to the Trans-

National Alliance 
• Alliance of the Augurs as Jointly Acting Brand Leaders 
• Strategic Alliance: Preliminary Stage or Ultimate 

Objective? 
• Taking Cooperation from a Global Spectacle to a 

Focused Joint Servicing of Customers 
• Will to cooperate: expression of Inter-cultural work ethic 
• Business in Central and Eastern Europe in 2000 
STRUCTURAL CRISIS OF TRADITIONAL BANKING 
• Universal Banking: from National Peculiarity to Ideology 
• Problem with Presence of Commercial Banks Abroad 
• 'Domestic-Foreign' Conflict as Multiple Cultural 

Interference Factor 
• Outlook: International Strategic Alliances More Likely in 

the Post-Universal Banking Era?  
 

 

International Encyclopaedia of Franchising 
Law 
Martin Mendelsohn (editor) 
(Richmond Law & Tax, UK) 
Online, ₤ 295,00 = € 513,30 
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International Encyclopaedia of Franchising Law  provides 
indispensable practical guidance and legal reference for 
practitioners, corporate counsel and business executives involved 
in international franchising transactions. Franchising is established 
in over 140 countries and this number continues to grow as 
franchise systems are increasingly looking for overseas expansion. 
As the global patchwork of legislation that impacts on franchising 
expands, it is important to consider the diverse and complex legal 
and practical issues involved in taking a franchise across borders.  
 
Formerly published by Kluwer Law International, and now 
published by Richmond Law & Tax, International Encyclopaedia 
of Franchising Law  will continue to deliver high quality advice. 
Experts in jurisdictions worldwide will consider all areas of 
particular concern in establishing, protecting and controlling an 
international franchise network including 
• Contract law 
• Legal status of the parties and nature of legal 

relationships 
• Financial aspects 
• Competition law 
• Intellectual property law 
• Taxation 
• Corporate law 
• Special franchise regulation 
• Property law 
• Planning law 
• Foreign investment regulation 
• Exchange controls 
• Import and export controls 
• Excise and duties 
• Remedies and dispute resolution  
 
In addition, International Encyclopaedia of Franchising Law  
includes an expert and comprehensive overview of the basics of 
international franchising, and a wealth of practical information for 
each jurisdiction covered, including: 
• Statistics on the franchising sector in each jurisdiction 
• Description of government policies and regulatory 

intentions  
• Details on financial or tax incentives for foreign 

franchisors 
• Consideration of relevant cultural factors 
• Contact information for relevant government or related 

agencies involved in franchising and IP 
• Services provided by local franchise associations  

 
Jurisdictions covered to date: 
Australia, Austria, Canada, Denmark, European Union, Germany, 
India, Israel, Italy, Korea, New Zealand, Sweden, Switzerland, 
United Kingdom, United States  
 
The lawyer and author, Dr. Martin Mendelsohn is the Chairman of 
the Eversheds Franchise Group. He has been particularly involved 
in franchising, distribution, agency and licensing transactions both 
domestic to the UK and internationally for over 38 years, as well as 
UK and EC Competition Law. He is visiting Professor of Franchise 
Management at Middlesex University Business School, London. 
 
 

International Joint Venture Performance In 
South East Asia 
Craig C. Julian, 2005  
ISBN 1-84376-094-0, 384 p. 
(Edward Elgar, UK) 
Hardback, ₤ 69,95 = ca. € 112,30 
 
Craig Julian argues that the International Joint Venture (IJV) 
phenomena represents two opposing trends. On the one hand, an 
analysis of the number of new IJVs reveals that they are becoming 
increasingly popular as a mode of overseas market entry and 
expansion. On the other hand, however, the significance of a 
robust growth trend is overshadowed by the incidence of high 
failure. 
 
The book examines the factors influencing the marketing 
performance of IJVs in South East Asia, including market 
characteristics, conflict, commitment, product characteristics, 
marketing orientation, control, trust, partner’s contributions and 
partner’s needs.  
 
Contents:  
• Trends and Characteristics of International Joint 

Ventures  
• Performance of International Joint Ventures  
• Market Characteristics and Performance  

• Conflict  
• Commitment and Performance  
• Product Characteristics  
• Marketing Orientation  
• Control  
• Trust  
• Partners’ Contributions  
• Partners’ Needs  
• Top Management Teams of International Joint Ventures  
• Equity Joint Ventures and the Theory of the 

Multinational Enterprise  
• Investing in Thailand via Joint Ventures  
• Legal Implications of Investing in Thailand  
• A Guide for Managers of International Joint Ventures  
• Future Research Agenda for International Joint 

Ventures in South East Asia  
• References, Index  
 
 

International Joint Ventures 
Dennis Campbell 
ISBN 0-8205-2474-3 
(Matthew Bender / Lexis, USA) 
2 loose-leaf volumes, $ 478,00 = ca. € 434,80 
Werk wurde eingestellt; nicht mehr lieferbar, out o f print 
 
 

International Joint Ventures 
An Interplay of Cooperative & Noncooperative 
Games Under Incomplete Information 
Ursula F. Ott, 1/2006  
ISBN 0-333-96896-4, 256 p.  
(Palgrave Macmillan, UK) 
Hardback, ₤ 55,00 = ca. € 88,30 
 
International Joint Ventures (IJVs) combine the resources of local 
and foreign firms to create independent business entities that are 
able to avoid the risks of cross-border transactions and to gain 
access to new markets. Despite these advantages, the failure rate 
of IJVs is very high. This book takes a theoretical approach to the 
lifecycles of IJVs. Game theory is used by the author to foresee 
potential problems that may be caused due to conflicting and co-
operating elements in the formation, management and termination 
processes of IJVs. Using rigorous theoretical tools including 
bargaining, contract/incentive theory and repeated games, the 
author suggests solutions to the problems predicted. 
 
Contents: 
• Introduction: International Joint Ventures and Game 

Theory 
• The Rules of the Game 
• Formation Period: Bargaining and Common Agency 1 

(Adverse Selection) 
• Management Period: Common Agency (Moral Hazard) 
• Termination Stage: Endgames 
• The IJV Game: Conclusions 
• Mathematical Appendix  

 
 

International Joint Ventures, Mergers & 
Acquisitions 
Susan Meek / Wilson Chu, 2000 
ISBN 1-57105-107-4, 345 p. 
(Transnational Publ., USA) 
Hardback, $ 125,00 = ca. € 126,40 
 
The major free trade agreements of the 1990s have quickened the 
pace of international joint ventures, mergers and acquisitions in all 
the world's regions. Here is a convenient survey, by business 
lawyers and corporate counsel from Asia, Europe, and the 
Americas, of the important legal issues that arise in the course of 
planning, negotiating, and implementing a transborder business 
relationship.  
 
 

International M&A, Joint Ventures & 
Beyond 
Doing the Deal 
David J. BenDaniel / Arthur H. Rosenbloom / James J. Hanks, 2nd 
edition 6/2002  
ISBN 9780471022428, 640 p. 
(Wiley, USA) 
Hardback, ca. € 79,90 
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This fully revised 2nd Edition shows readers how to find, analyze, 
structure, and negotiate international deals. Readers are guided 
through the complex intricacies of handling personnel policies, the 
purchase of foreign concerns, joint venture activities, and related 
risk management strategies when undertaking foreign deals. 
 
Contents:  
Critical Issues in Planning & Implementation   
Strategic Choices  
Legal Aspects 
Legal Aspects of Acquiring US Enterprises. Legal Aspects of 
Acquiring Non-US Enterprises  
Accounting & Tax Aspects 
Accounting Aspects of International Mergers and Acquisitions. Tax 
Aspects of Inbound Merger and Acquisition and Joint Venture 
Transactions. Tax Considerations in Acquiring Non-US Enterprises  
Financial Aspects 
International Financing for Cross-Border M&A Transactions. 
Government Assistance in Financing Cross-Border Transactions. 
Overview of International Project Finance  
Joint Ventures 
Nature of International Joint Ventures and Their Role in Global 
Business. Legal Aspects of International Joint Ventures and 
Strategic Alliances  
Valuing Companies & Negotiating Transactions 
Pricing and Negotiations  
Special Topics 
Risk Management in Cross-Border Transactions. Human 
Resources Concerns. Post merger Integration  
 
 

Joint Ventures   
Ian Hewitt, 11/2005  
ISBN 0-421-85050-7 
(Sweet & Maxwell, UK) 
Hardback & CD-ROM, ₤ 165,00 = ca. € 264,90 
  
Joint Ventures  examines a range of transactions where two or 
more existing companies or firms agree to establish a common 
enterprise or business-related activity in which they intend jointly 
and directly to participate. The work identifies the principal issues 
raised by a range of transactions, sets out the relevant background 
law, suggests practical ways of dealing with the issues that arise. 
 
It provides a one-stop source of information on this important area, 
containing expert commentary together with practical work tools for 
the practitioner, including precedents and checklists. Coverage is 
international, covering joint venture law and practice in the Far 
East, North American, European, Eastern European, South 
American territories. 
 
Much of the content has been restructured since the previous 
edition, including Planning a JV, International JVs (more emphasis 
on Latin America and emerging markets), and Competition and 
Regulatory Controls (reworked into two chapters to cover EC 
competition law and UK competition law).  
• Covers implemented legislative changes in light of the 

FSMA 2000 and Enterprise Act 2002 
• Extensive and expanded precedent coverage included 

for the 3rd edition 
• A CD containing precedents accompanies the book 
 
Contents: 
Law and practice of joint ventures:  
• Why a joint venture.  
• Planning a JV.  
• International JVs.  
• JV structures.  
• Tax planning.  
• Competition and regulatory controls.  
• Capital and funding.  
• Directors and management.  
• Minority protection.  
• Deadlock.  
• Exit and termination.  
• IP and technology.  
• Employment issues.  
• Accounting.  
• Ancillary contracts.  
• Dispute resolutions.  
Selected jurisdictions. Precedents. JV checklists. 
 
Jurisdiction : England & Wales & EU 
 
 

Joint Ventures & Shareholders Agreements  
Comben Simmons & Simmons, 2nd edition 2/2005  
ISBN 1-84592-025-2 
(Tottel Publ., UK) 
Hardback, ₤ 135,00 = ca. € 216,70 
 
This new edition provides practical guidance and analysis on all 
aspects of joint ventures. The book takes a procedural approach, 
considering all the legal issues and documentation involved, and 
offers practical tips, highlighting the commercial aspects to be 
taken into consideration. 
 
 

Joint Ventures in Europe 
Mark Davis / Adam Levin, 3rd edition 2007 (Juli: noch kein Termin) 
ISBN 9781845923280 
(Tottel, UK) 
Paperback, ₤ 145,00 = ca. € 232,80 
 
The new third edition of this well-respected text is a practical, 
comparative guide to the selection and use of differing joint venture 
structures in fourteen countries: Belgium, France, Germany, Italy, 
Spain, Sweden, Switzerland, The Netherlands and the UK. 
Additional jurisdictions covered in this new edition are The Czech 
Republic, Denmark, Ireland, Luxembourg and Poland. 

 
  
Joint Ventures in the International Arena  
International Practitioner's Deskbook Series 
Darrell Prescott  / Salli A. Swartz, 3/2003    
ISBN 1-59031-135-3, 241 p. 
(American Bar Association, USA) 
Paperback, $ 84,95 = ca. € 77,80 
 
Joint Ventures in the International Arena  gives you an overview 
of the issues faced by lawyers dealing with international joint 
ventures (as they traditionally have been defined) and strategic 
alliances (a term that more recently has become fashionable). Nine 
editors/contributors who are well-known and experienced lawyers 
in their respective fields offer firsthand practice insights into: 
• what joint ventures are, what legal forms they may take, 

how they may be financed, how to devise exit 
strategies, and how to devise methods and techniques 
for the transfer of ownership  

• how best to choose a joint venture partner, techniques 
in negotiating a joint venture agreement, and 
governance of a joint venture (including minority and 
majority governance mechanisms)  

• the different tax issues that arise in international joint 
ventures and that can drive the choice of country and 
vehicle to be used  

• the various competition issues arising out of joint 
ventures in the United States and Europe, including the 
different approaches used by the American and 
European competition law authorities' global merger 
notification requirements  

• trade issues, including international compliance issues, 
such as American and international antibribery laws, 
money laundering laws, antiboycott laws, antidumping 
issues, WTO dispute settlement procedures, customs-
related issues, export control and embargo legislation  

• the practical issues involved in setting up joint ventures 
in Europe, South America, and China.  

 
Valuable appendices include a checklist for joint venture 
agreements, sample joint venture agreements (including 
documents for corporate and real estate arrangements), and an 
agreement of formation and activities of joint venture "PeterPhil" in 
the form of a limited liability partnership. 
 
The book provides practical assistance to lawyers dealing with 
transnational business agreements. Given today's globalization, 
the likelihood is growing rapidly that those attorneys will only 
continue to increase in number. 
 
 

Joint Ventures 
Antitrust Analysis of Collaborations Among 
Competitors  
3/2007  
ISBN 1590317009 - 9781590317006, 130 p. 
(American Bar Association, USA) 
Paperback, $ 89,00 = ca. € 81,00  
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This is the first book to provide a comprehensive analysis of 
antitrust joint venture law in the immediate aftermath of the 
Supreme Court's landmark Dagher decision. It reviews antitrust 
principles applicable to joint ventures and other competitor 
collaborations, taking into account relevant statutory and case law 
as well as government guidelines and enforcement practices. 
 
 

Joint Ventures, International Investment & 
Technology Transfer  
Nirvikar Singh / Sugata Marjit, 2/2003  
ISBN 0-19-564802-1, 426 p. 
(Oxford University Press, India) 
Hardback, £ 27,50 = ca. € 44,20 
 
The reader focuses on joint ventures and foreign investment in the 
context of development, covering the relevant theoretical and 
empirical literature. 
 
 

Leading Biotechnology Alliances  
Right from the Start 
Alice M. Sapienza / Diana Stork, 8/2001  
ISBN 9780471182481, 204 p. 
(Wiley, USA) 
Hardback, ca. € 62,90 
 
Since the early 1990s, research and discovery collaborations 
between biotechnology and pharmaceutical companies have 
increased to the point that they now provide more than half of the 
total capital invested in the biotechnology sector. Although smaller 
biotechnology companies may be engaged in only a few alliances 
at a time, some of the most active pharmaceutical players may be 
engaged in anywhere from thirty to forty alliances at once. Any 
single alliance relationship may be the lifeblood for a small 
biotechnology company, while the same relationship may be just 
one of many for the pharmaceutical partner. Research alliances 
with small, close-to-the-science companies are the source of many 
of the innovative ideas of today and the future, but they present 
formidable challenges. Successful collaboration depends not only 
on the solution of scientific and technical problems, but also on the 
successful resolution of many leadership and organizational 
problems.  
 
Leading Biotechnology Alliances  presents a tightly focused 
discussion regarding issues and questions that are unique and 
critical to the effectiveness of alliances, including: Power 
differences & other asymmetries between partner firms & some 
implications for alliance dynamics; Sector history and evolution as 
a basis for understanding the cultural divide that characterizes 
many biotechnology-pharmaceutical relationship; Why leaders on 
the biotechnology side must assume the greater leadership 
responsibility in these alliances; Different - and predictable - 
challenges over the alliance life cycle, from start to 
completion/termination; Leadership roles needed for productive 
and effective collaboration across groups, locations, and 
companies 
 
From societal and economic perspectives, it is important to lead 
biotechnology alliances right, right from the start. The intent of 
Leading Biotechnology Alliances  is to help scientists and 
executives from large and small companies do just that - 
collaborate productively and effectively. This book includes a case 
study, numerous interview excerpts, general theory and 
background, a delineation of alliance responsibilities, and a set of 
alliance effectiveness questions. Together, these ingredients 
provide the reader with a clear understanding of the complicated 
dynamics of alliances and leadership issues and roles within the 
alliance life cycle. 
 
 

Managing International Joint Ventures   
The route to globalizing your business 
Clifford Mathews, 2/2001    
ISBN 0-7494-3497-X, 247 p. 
(Kogan Page, UK) 
Paperback, £ 18,99 = ca. € 35,50  
 
International Joint Ventures (IJVs) are now a common feature of 
the business world, which means more and more managers are 
faced with the task of managing this complicated organizational 
form. Managing an IJV involves handling and formulating complex 
structures, dealing with cultural differences and coordinating 
business activities across international boundaries.  
 

In Managing International Joint Ventures , Clifford Matthews 
provides practical advice on how to design desirable IJV 
organizational and financial structures, and on choosing the best 
way to make them work. To assist you in recognizing how to avoid 
problems before they occur, he gives examples of the types of 
business practice that have caused failure with the IJV arena.  
 
Written for CEOs and directors of large- and middle-market 
companies, this book will give the reader a realistic insight into the 
world of IJV management, which covers:  
• trends;  
• cooperation;  
• objectives;  
• IJV structure;  
• control;  
• finance;  
• agreements;  
• disputes. 
 
Highly illustrated, with charts and diagrams to aid understanding, 
this book will prove to be an indispensable guide for ensuring 
stable, profitable and successful IJVs of the future.  
 
 

Mastering Alliance Strategy 
A Comprehensive Guide to Design, Management, 
& Organization 
James D. Bamford / Benjamin Gomes-Casseres / Michael 
Robinson, 1/2003  
ISBN 9780787964627, 432 p. 
(Jossey Bass / Wiley, UK) 
Hardback, ca. € 44,90 
 
Successful business alliances today are critical to the competitive 
advantage of many companies. Mastering Alliance Strategy  
presents state-of-the-art thinking and practices for using 
partnerships effectively. This essential resource will help you 
understand and use alliances better, whether you are a new or 
seasoned alliance professional, a business-development specialist, 
a line manager, or a top executive.  
 
The authors argue that the secrets to success lie not solely in the 
intricacies of a deal but also in the strategy and organization 
behind the deal. They draw ideas and tools from years of research 
and reporting on four elements that are key to an effective alliance 
strategy: Designing the alliance and crafting the agreement; 
Managing the alliance after it is launched; Leveraging a 
constellation of alliances; Building an internal alliance capability  
 
Contents: 
Designing Alliances Setting Strategy.  
Envisioning Collaboration (David Ernst). Finding Joint Value 
(Charles Roussel). Managing Risk. Entering Emerging Markets 
(Ashwin Adarkar, Asif Adil, David Ernst, Paresh Vaish). Putting 
Strategy Before Structure. Building the Foundation. Collaborating 
with Competitors. Crafting the Agreement: Lawyers and Managers 
(David Ernst, Stephen Glover, J Bamford). Negotiating the Deal.  
Managing Alliances Working Together.  
Relationship Management (J Weiss, Laura J. Visioni). Governing 
Collaboration. Making Joint Decisions (Francine G. Pillemer, 
Stephen G. Racioppo). Managing Without Control (Gene 
Slowinski). Leading the Relationship. Alliance Staffing. Roles of the 
Alliance Manager. Life as an Alliance Manager. Getting Out. Why 
Joint Ventures Die (Bruce Kogut). Graceful Exit.  
Competing in Constellations Managing Networks.  
Constellation Strategy. Constellation Governance. Constellation 
Dynamics. Veterans and Pioneers. Reaching Every Pocket: Coca-
Cola. Network Effects: Visa International. From Local to Global: 
Colliers International. Leading Wagon Trains: Western Wisdom.  
Building an Alliance Capability.  
Sustaining the Effort. Growth of Alliance Capabilities (J D. 
Bamford, D Ernst). Alliances Across the Corporation: Unisys. 
Training for Collaboration. Master Builders. Grandmasters at the 
Extremes. Order Out of Chaos: Lotus Development. From Art to 
Science: FedEx. An Army of Diplomats: Eli Lilly (Nelson M. Sims, 
Roger G. Harrison, Anton Gueth).  
 
 

Mergers & Acquisitions & Joint Ventures 
International Conference Network 
Barry Hawk (editor), 4/2004 
ISBN 1-57823-182-5, 550 p. 
(Juris, USA) 
Hardback, $ 125,00 = ca. € 113,70 
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This volume includes selected chapters from the annual 
proceedings of the Fordham Corporate Law Institute. The general 
subject is the antitrust or competition law analysis of mergers, 
acquisitions and joint ventures which is a subject of increasing 
importance. 
 
In the last ten years there have been radical changes around the 
globe in the application of antitrust laws to mergers, acquisitions 
and joint ventures, including both domestic transactions and 
transborder transactions. For example, there has been a rabbiting 
proliferation of merger control systems which require premerger 
notification and entail global or world bars on closing. Today over 
70 jurisdictions have merger control systems. Although differences 
continue to exist in the substantive tests and analyses, there is a 
growing convergence with jurisdictions looking to prior and 
contemporaneous decisions and analyses in other jurisdictions, 
notably in the European Community and the United States. Thus 
most of the chapters focus on the antitrust treatment of merger and 
acquisitions under the EC Merger Regulation and the Clayton Act.  
 
Joint ventures present both merger control issues and restrictive 
agreement issues and are discussed in several chapters. Given 
the number and importance of joint ventures and strategic 
alliances, these chapters are highly relevant to today's 
practitioners, in-house counsel, decisionmakers and academics. 
 
Minority shareholdings also can raise issues under laws and 
regulations governing merger, restrictive agreements and dominant 
firms. The chapters discussing minority shareholdings are timely 
given the complexities of the issues and  the renewed enforcement 
attention to minority shareholdings by antitrust authorities. 
 
In sum, the chapters are not of historical interest. For example, 
perennial issues concerning vertical and conglomerate merger 
concerns are examined in several chapters. Market definition and 
remedies are other ongoing topics discussed in the chapters.  
  
Contents: 

• Merger Review under Canadian Competition Law 
- George N. Addy 

• Vertical Aspects of Mergers, Joint Ventures and 
Strategic Alliances - Juan Briones Alonso 

• Vertical Aspects of Mergers, Joint Ventures and 
Strategic Alliances - Bernard E. Amory 

• Mergers & Partial Mergers under EC Law - K 
Banks 

• Mergers Outside the Scope of the New Merger 
Regulation – Implications of the Philip Morris 
Judgment - Christopher Bellamy 

• The Geographic Market Definition under 
European Merger Control Law - Cornelis 
Canenbley 

• Remedies under Merger Regulation - G Drauz 
• Public Interest Criteria in the Assessment of the 

Mergers in the United Kingdom by the 
Monopolies & Mergers Commission - Dan Goyder 

• “Controlling” the Shifting Sands: Minority 
Shareholdings under EC Competition Law - Barry 
E. Hawk and Henry L. Huser 

• EC Merger Control: Economics as an Antitrust 
Defense or an Antitrust Attack? - Frederic Jenny 

• The Problem of Market Definition under EC 
Competition Law - Thomas E. Kauper 

• International Joint Ventures under Community 
Law - Dr. John Temple Lang 

• Vertical Mergers, Joint Ventures and Strategic 
Alliances (Panel Discussion) - William T. Lifland, 
Juan Briones, Robert Pitofsky, Michael Reynolds, 
Neal R. Stoll, Joseph Winterscheid 

• Politics or Policy? The Demystification of EC 
Merger Control - H. Colin Overbury 

• The Effect of Global Trade on United States 
Competition Law and Enforcement Policies - 
Robert Pitofsky 

• Mergers and Joint Ventures: The Vertical 
Dimension - Michael J. Reynolds 

• Selected Recommendations for Substantive and 
Procedural Convergence in the Multi-
Jurisdictional Merger Context - James F. Rill and 
Christine Chambers Wilson 

• Current Procedural and Litigation Aspects of 
Mergers and Takeovers - Mario Siragusa 

• The Treatment of Joint Ventures under the EC 
Merger Regulation – Almost through the Thicket - 
James Venit 

 
 

Model Joint Venture Agreement with 
Commentary  
4/2007   
ISBN 9781590313121, 379 . 
American Bar Association  
Paperback, ₤ $ 179.95  
 
This comprehensive resource provides a complete draft of a Model 
Joint Venture Agreement based on a hypothetical fact pattern. 
Also, provided is incisive commentary explaining the meaning and 
function of each provision. A checklist is included addressing the 
issues surrounding the formation of the Joint Venture and the 
ongoing legal rights and obligations between the parties. The 
Agreement plus other related documents are replicated on a 
companion CD-ROM and ready for tailoring to your transaction. 
 
 

Negotiating International Joint Venture 
Agreements 
Stephen Sayer 
1 Loose-leaf volume + disk 
ISBN 0-421-63140-6 
(Sweet & Maxwell, UK) 
Loose-leaf & disk, £ 375,00 = ca. € 601,90  
 
This is a highly practical loose-leaf manual dealing with the legal 
and commercial aspects of structuring and negotiating international 
and domestic joint ventures throughout the world. Designed as a 
user-friendly legal tool, it offers clear, concise and jargon-free 
access to complex law and documentation. 
• All the information and paperwork necessary to deal 

with each stage of the joint venture transaction 
• A set of authoritative user-friendly precedents cover 

virtually all types of commercial joint venture situation 
• Commentaries explain the reasons for specific 

provisions and alternative clauses and discuss points 
which individual parties will wish to negotiate 

• Convenience of use is increased by the inclusion of all 
precedents on computer disk 

 
Stephen Sayer is a solicitor and the partner in charge of Richard 
Butler’s commercial department. 
 
Contents:   
• Forms of financing. 
• Ancillary agreements such as IP licenses. 
• Contents of the joint venture agreement.  
• Due diligence procedures, the structure, enforcement of 

obligations, contributions and registration.  
• The feasibility study, business plan and budget, 

licences and approvals.  
• The right to terminate, arbitration, the charter of a joint 

venture company and restrictive covenants.  
• Waiver, confidentiality, submission of parties to 

jurisdiction 
 
 

The Partnering Imperative 
Anne Deering / Anne Murphy, 4/2003  
ISBN 9780470851593, 192 p. 
(Wiley, UK) 
Hardback, ₤ 36,99 = ca. € 59,40 
 
The unpredictability of the e-business world is making the business 
of business much too complex for the old, mono-cultural 
organizations to cope with on their own. In this respect, internet 
has become a crucial catalyst in the shift of emphasis away from 
acquisitions & towards partnering as a core strategy for building 
business. Additionally, in e-business itself, the ability to form and 
manage partnerships has become just as essential as speed and 
agility.  
 
The reasons for this are as follows: Globalization and convergence 
of technology oblige organizations of all kinds to seek partners 
among 'alien' cultures. Acquisitive internet developments do not 
work because they violate the philosophy of the market space. The 
internet is a huge, complex and rapidly growing partnership in 
which no single organization exerts significant control. The speed 
at which e-partnerships can be formed outstrips the time it takes to 
complete an acquisition. Relationships between companies need 
to be more provisional because of the volatility of the market place. 
stock market has, for the foreseeable future, effectively priced e-
business companies out of the market for firms that lack internet-
type price earnings multiples.  
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This book looks at the nature of partnering and e-partnering and 
describes how organizations must adapt their leadership, strategy 
and communications processes if they are to sustain innovative 
partnerships. It makes the case for partnering as a 'good fit' with 
the new e-business environment because it makes the enterprise 
more adaptable and creative than a conventional integrated 
business. The author introduces the skills needed in partnering to 
create and implement an e-strategy.  
 
Based on original research conducted with a wide range of 
partnering organizations, and a methodology that has proved 
effective in real-life business situations, the authors reveal the 
secrets of success in business partnering.  
 
Contents: 
A new kind of enterprise. A new language for partnering. Searching 
for fit. Living with difference. Exploring common ground. Trading in 
'common' sense. Someone at the helm. On trust and conflict. 
Appendix A: Partnering grid self-assessment. Appendix B: 
Partnering objectives assessment.  
 
 

Partnerships, Joint Ventures & Strategic 
Alliances  
Stephen Glover / Craig M. Wasserman, revised edition 2003 
ISBN 1-58852-055-2, 1500 p. 
(Law Journal Press / American Lawyer Media, USA) 
2 loose-leaf volumes & CD-ROM, ca. € 395,00 
 
There are few, if any, major corporations that do not engage in 
some level of partnership, joint venture and strategic alliance 
activity. Partnerships, Joint Ventures & Strategic Alliances  will 
help you dissect any proposed transaction, spot the issues that 
need to be addressed, and achieve a successful outcome.  
 
Discussions include:  

• building a successful partnership, joint venture 
and strategic alliance;  

• choice of entity considerations;  
• fiduciary duties;  
• tax and regulatory issues;  
• the role of lawyers.  
• Forms on CD-ROM 

 
Leading experts offer their best strategies for negotiating joint 
ventures and alliances. 
 
Written for anyone with hands-on involvement in negotiating and 
drafting joint ventures and strategic alliances, this complete 
reference provides extensive guidance on drafting limited 
partnership, limited liability company, and nonentity strategic 
alliance agreements. Detailed chapters examine special issues in 
financial services and real estate joint ventures; minority strategic 
investments; and intellectual property law considerations.  
 
Throughout, you'll find timesaving checklists, clauses and forms 
(also provided on CD-ROM) that you can tailor to your own deals. 
 
Contents: 

• Overview: Building a Successful Partnership, 
Joint Venture or Strategic Alliance 

• Getting started: process, timing, disclosure 
concerns 

• Letters of Intent 
• Choice of Entity Considerations-A Comparison of 

Legal Entities 
• Fiduciary Duties, Legal Obligations of Joint 

Venture Partners 
• Drafting the Joint Venture Agreement 
• Ancillary Agreements 
• The Role of Lawyers in Fostering Trust in 

Business Alliances 
• Getting Alliances Right- Management Perspective 
• Managing the Alliance Relationship 
• Negotiation Strategies for Joint Venture and 

Alliance Success 
• Delaware Limited Partnership Law 
• Nonentity Strategic Alliances 
• Special Issues in Financial Services Joint 

Ventures and Alliances 
• Special Issues in Real Estate Joint Ventures 
• Minority Strategic Investments 
• Antitrust Considerations 
• Tax Issues 
• Securities Law Issues 

• Intellectual Property Issues Arising Out of the 
Formation and Operation of Joint Ventures 
 

 

Strategic Alliance in Eastern & Central 
Europe 
A.S. Hyder / D. Abraha (editors), 2003  
ISBN 0-08-044208-0, 246 p.  
(Pergamon / Elsevier, NL) 
Hardback, ca. € 81,40 
 
The publication of this book is timely and appropriate because it 
deals with Eastern and Central Europe (ECE), and alliances with 
local partners with different attitudes, beliefs and ways of thinking. 
At the beginning of the 1990s many Western firms entered ECE 
hurriedly without thinking about the complexities associated with 
this region. Many promising business ideas failed due to lack of 
knowledge about the local environment including social, cultural, 
political and human resource related issues. This book therefore 
addresses issues in depth as how to reduce the gaps between 
Western and Eastern firms and how to make the alliances 
workable and fruitful. Initially motives are focused to assess 
partners' expectations from the alliances. Once expectations are 
known, it becomes easier to evaluate performance of the activities. 
Exchange of complementary resources plays a vital role in the 
formation, management and development of the relationships. The 
change of need over time and exchange of resources are seen as 
a consequence of learning that takes place on the part of alliance 
partners. Environmental factors are of particular interest in this 
study as they influence the operations in various ways and many 
times can directly contribute to the success or failure of the 
collaborations. 
 
Contents:   
Introduction and Foundation.   
• Background of the Study.  
• Knowledge of Strategic Alliances.  
• Methodological Discussion.  
• Eastern and Central Europe (ECE).  
• Theoretical Framework.  
• Motives.  
• Resources.  
• Learning.  
• Network.  
• Performance.  
• General environment.  
Case Presentation.   
• Alliances in Fast-Adapting Countries.  
• Alliances in the Medium-Adapting Countries.  
• Alliances in Slow-Adapting Countries.  
Depth Discussion and Conclusion.   
• Discussion and Comparison of the Cases.  
• Research Findings and the Literature.  
• Conclusions and Implications. 

 
 

Strategic Alliances 
Governance & Contracts 
Africa Arino / Jeffrey J. Reuer, 9/2006  
ISBN 1403995923, 256 p. 
(Palgrave Macmillan, UK) 
Hardback, ₤ 55,00 = 88,30 
 
Strategic alliances are taking on an increasingly important role in 
international business. This collection of articles by leading 
scholars addresses fundamental questions on the governance and 
contractual mechanisms underlying alliances. When are alliances 
an effective governance structure? Which governance 
mechanisms underlie strategic alliances? How does alliance 
governance change over time? How do relational governance 
mechanisms operate and relate to formal governance? What are 
the main contractual elements of alliances? 
 
Contents: 
Introduction: Governance and Contracts in Strategic Alliances; 
A.Ariño & J.J.Reuer 
 
GOVERNANCE OF STRATEGIC ALLIANCES 
• The Need for Scale as a Driver of Alliance Formation: 

Choosing between Collaborative and Autonomous 
Production; B.Garrette, X.Castañer & P.Dussauge 

• Do Alliances Provide Effective Entry into a New Line of 
Business?: The Short Term vs. Long Term Effects of 
Entering a New Line of Business Through Alliances; 
L.Mulotte & P.Dussauge 
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• The Bearable Lightness of Inter-firm Strategic Alliances: 
Resource-Based and Procedural Contracting; 
A.Grandori & M.Furlotti 

• Why Managers Choose Equity Ownership in Inter-Firm 
Relationships?; P.Kale & P.Puranam 

• Government as an Alliance Partner; M.Richards & 
D.C.Indro 

• Coordination, Appropriation and Governance in 
Alliances: The Biotechnology Case; S.Tallman & 
A.Phene 

• Licences and Joint Ventures as Knowledge Acquisition 
Mechanisms: Evidence from U.S.-Japan Alliances; 
J.E.Oxley & T.Wada 

• Are there Benefits from Engaging in an Alliance with a 
Firm Prior to its Acquisition?; R.Agarwal, J.Anand & 
R.Croson 

• Interorganizational Governance Trajectories: Towards a 
Better Understanding of the Connections between 
Partner Selection, Negotiation and Contracting; 
P.W.L.Vlaar, F.A.J.van den Bosch & H.W.Volberda 

• Strategic Alliance Governance: An Extended Real 
Options Perspective; I.R.P.Cuypers & X.Martin 

• The Uncertainty-Governance Choice-Puzzle Revisited: 
Theoretical Perspectives on Alliance Governance; 
F.Koenig & T.Mellewigt 

• A Time-Dependent Framework on Developing 
Perceptions of Relational Norms: The Role of Emotions 
and Uncertainty Reduction Factors; L.Poppo & 
C.J.Lambe 

• Matching Alliance Governance to Alliance Content; 
G.Hoetker & T.Mellewigt 

• The Enforcement Space: Some Reflections on the Role 
of Trust and Enforcement in Strategic Alliances; 
S.Svejenova, M.P.Koza & A.Y.Lewin 

CONTRACTUAL FOUNDATIONS OF STRATEGIC ALLIANCES  
• Revisiting Our Views of Contract and Contracting in the 

Context of Governing Alliances; P.Smith Ring 
• Designing Inter-Organizational Contracts: The Role of 

Detailed Task Descriptions; K.J.Mayer  
• The Value of Patent Protection for Technology 

Development Alliances; S.Wakeman 
• Do Prior Alliances Influence Alliance Contract 

Structure?; M.D.Ryall & R.C.Sampson 
• Learning to Govern by Contract; N.Argyres & K.J.Mayer 

Contractual Renegotiations in Entrepreneurial 
Alliances; A.Ariño, R.Ragozzino & J.J.Reuer 
 

 

Strategic Alliances  
Theory & Evidence  
Jeffrey J. Reuer (editor), 3/2004  
ISBN 0-19-925655-1, 474 p. 
(Oxford University Press, UK) 
Paperback, £ 24,99 = ca. € 40,20 
 
Strategic alliances challenge conventional theories of the firm. 
Despite their rapid proliferation and the opportunities they present 
for firms, they are extremely difficult to manage. This book 
examines the main perspectives of strategic alliance, takes stock 
of the evidence, and indicates prospects for a better understanding 
of this complex phenomenon. 
 
Readership:  
Academics and graduate students in management, economics, 
sociology, and related areas; MBA students studying corporate 
development or alliances in particular  
 
Contents: 
• Jeffrey J. Reuer: Introduction - Strategic Alliance 

Research: Progress and Prospects  
Overview of Research on Interfirm Collaboration  
• Farok. J. Contractor and Peter Lorange: Why Should 

Firms Cooperate? Strategy and Economics Basis for 
Cooperative Ventures  

• B Kogut: Joint Ventures: Theoretical & Empirical 
Perspectives  

• Arvind Parkhe: International Joint Ventures  
Economic Perspectives on Interfirm Collaboration  
• Jean-Francois. Hennart: A Transaction Cost Theory of 

Equity Joint Ventures  
• Srinivasan Balakrishnan and Mitchell P. Koza: 

Information Asymmetry, Adverse Selection, Joint 
Ventures  

• Jean-Francois Hennart and Sabine Reddy: The Choice 
Between Mergers / Acquisitions and Joint Ventures: 
The Case of Japanese Investors in the United States  

• Jeffrey. J. Reuer and Mitchell P. Koza: Asymmetric 
Information and Joint Venture Performance: Theory & 
Evidence for Domestic and International Joint Ventures  

Real Options Perspectives on Interfirm Collaboration  
• B Kogut: Joint Ventures & Option to Expand & Acquire  
• Tailan Chi and Donald J. McGuire: Collaborative 

Ventures and Value of Learning: Integrating the 
Transaction Cost and Strategic Option Perspectives on 
Foreign Market Entry  

• J J. Reuer / M J. Leiblein: Downside Risk Implications 
of Multinationality & International Joint Ventures  

Learning Perspectives on Interfirm Collaboration  
• G Hamel: Competition for Competence and Interpartner 

Learning Within International Strategic Alliances  
• Tarun Khanna, Ranjay Gulati, and Nitin Nohria: The 

Dynamics of Learning Alliances: Competition, 
Cooperation, and Relative Scope  

• H G. Barkema, O Shenkar, F Vermeulen, / J H. J. Bell: 
Working Abroad, Working with Others: How Firms 
Learn to Operate International Joint Ventures  

Relational Perspectives on Interfirm Collaboration  
• J H. Dyer / Harbir Singh: Relational View: Cooperative 

Strategy & Sources of Interorganizational Competitive 
Advantage  

• Ranjay Gulati: Alliances and Networks  
• G Walker, B Kogut, / W Shan: Social Capital, Structural 

Holes, and the Formation of an Industry Network 
 
 

Strategic Business Alliances  
An Examination of the Core Dimensions  
Keith W. Glaister / Rumy Husan / Peter J. Buckley, 5/2004  
ISBN 1-84376-177-7, 224 p. 
(Edward Elgar, UK) 
Hardback, £ 65,00 = ca. € 104,40 
 
Strategic Business Alliances  examines key issues in the 
analysis, management and performance of international joint 
ventures using a sample of UK-European equity joint ventures. The 
authors consider the viewpoint of all configurations of the 
international joint venture – UK parent, European parent and joint 
venture management. Factors discussed include motives for 
formation, partner selection criteria, joint venture management, and 
control and performance, all of which have been identified in the 
literature as the core dimensions of joint venture activity.  
 
Contents:  
• What do we Know About International Joint Ventures?  
• Strategic Motives & Performance 3. Nature of Partner 

Selection 
• Management Control  
• Decision Making Autonomy  
• Learning to Manage International Joint Ventures  
• Partnering Skills and Cross-Cultural Issues  
• Performance Assessment in IJVs: relationship between 

Subjective & Objective Methods, Influence of Culture  
• Culture and the Management of IJVs  
• Summary and Conclusions  
• Appendix. Research Methods, Sample Characteristics  
• Appendix. Case Vignettes: Outlines of Sample IJVs  
• References, Index  
 
 

Strategic Partnering Handbook  
Practitioners Guide To Partnerships & Alliances 
Tony Lendrum, 4th edition 12/2003  
ISBN 0-07-471326-4, 420 p. 
(McGraw-Hill, UK) 
Hardback, £ 33,99 = ca. € 54,60 
 
The Strategic Partnering Handbook  is an internationally 
renowned how-to guide for creating successful partnerships and 
alliances both within and across borders. While previous editions 
have all been top sellers, today's rapidly changing global business 
environment requires a new edition featuring revised strategies 
coupled with current case studies and examples. Lendrum argues 
that in order for businesses to grow and achieve a sustainable 
competitive advantage, they must develop quality relationships 
between customers and suppliers - both within and outside the 
organisation. To illustrate this point he draws on fresh case studies 
and research to present the many facets of modern strategic 
partnering. 
 
Contents: 
THE ENVIRONMENT  
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• An introduction to strategic partnerships  
• Organisational structure 
• Partnerships, competitive advantage, fit with strategy 
• Corporate culture 
THE STRATEGIC PARTNERING PROCESS 
• Introduction: motivators, steps and outcomes 
• A process for partnering/alliancing with customers and 

suppliers: the twelve steps 
THE PARTNERING AND ALLIANCE MANAGER 
• Managing change and complexity in partnering and 

alliance relationships  
• Strategic partnering and alliance managers  
• Linking measurement, performance, risk / benefit and 

remuneration 
CASE STUDIES IN STRATEGIC PARTNERING AND 
ALLlANCING  
• Case Study 1 Alcoa and Honeywell A global alliance 

from humble beginnings  
• Case Study 2 Transfield Services and Worley A tale of 

two companies 
• Case Study 3 The Sydney Water Journey A strategic 

'triple bottom line' approach to relationship 
management 
 

 

Strategic Partnerships 
An Entrepreneur's Guide to Joint Ventures & 
Alliances  
Robert L. Wallace, 9/2004  
ISBN 0-7931-8828-8, 207 p. 
(Dearborn Trade, USA) 
Hardback,  $ 22,00 = ca. € 20,10 
 
Build long-term success though mutually beneficial relationships 
with larger business entities.  
 
An estimated 20,000 corporate alliances have been formed 
worldwide over the past two years. Such strategic alliances can 
provide business owners with long-term security, new revenue 
channels, and, often, the anchor needed to maintain stability in 
otherwise turbulent waters.  
 
A successful joint venture can open the door to a world of future 
partnership opportunities, says renowned entrepreneur Robert 
Wallace. In Strategic Partnerships: An Entrepreneur's Guide to 
Joint Ventures & Alliances , he outlines a framework business 
owners can use to conceive, develop, and execute such 
relationships between themselves and larger organizations. Based 
on the author's 20 years of field research, readers will learn how to:  
• Evaluate the suitability of a potential joint venture 

partner.  
• Establish relationship boundaries to define how 

partnering companies can work together through 
processes and complications.  

• Keep relationships fun, exciting, and profitable.  
• Properly and legally bring joint venture arrangements to 

a close.  
 
Most chapters conclude with a case study of a business illustrating 
the chapter topic, along with an interview with an executive from a 
major corporation. The stories and interviews give readers real-life 
takeaways that they can relate and apply to their own situations, 
providing them with a specific tool to move forward in their 
development.  
 
Robert Wallace is a longtime entrepreneur sought after for his 
expertise in engineering, telecommunications, systems 
development, business development, intrapreneurship, and 
entrepreneurship. He is the founder and chairman of a minority-
owned IT consulting firm, and of a Web portal fostering the 
development of minority and women entrepreneurs. In 2000, 
Wallace was selected as the only small business member of the 
GE Center for Financial Learning Advisory Board.  
 
 

Transnational Joint Ventures 
ISBN 0929576454  
(Business Laws Inc. / West Publ., USA) 
3 loose-leaf volumes & CD-ROM, $ 400,00 = ca. € 363,80 
Updated semiannually  
 
This publication features a collection of text, forms, and selected 
laws and regulations to help you in structuring joint ventures 
between U.S. and foreign companies. Highlights include an 
overview of transnational joint ventures, analysis of antitrust and 
tax considerations, structuring the joint venture, and country-

specific information on the European Union Countries, Japan, 
China, Latin American Countries, and others. It includes a CD-
ROM containing sample joint venture agreements.  
 
Contents: 
• International Joint Ventures: Setting Them Up, Taking 

Them Apart  
• Concise Guide to U.S. Customs for the Joint Venture  
• Corporate Counsel's Guide to Export Controls  
• Enforcement and Recognition of Foreign Money 

Judgments in the United States  
• Letters of Credit in Transnational Joint Ventures  
• Guide to the Foreign Corrupt Practices Act  
• International Arbitration  
• Antitrust Analysis of Joint Ventures  
• FTC/DOJ Antitrust Guidelines for Collaborations among 

Competitors  
• Transfer-Pricing Issues for Transnational Enterprises  
• Government Financing for International Ventures  
• International Public Company Joint Ventures  
• Structuring International Operations - A Legal 

Framework for U.S. Companies Operating Abroad  
• Corporate Counsel's Guide to Business-Related Visas  
• Application of U.S. Antidiscrimination Laws to 

Multinational Employers  
• The Exon-Florio Amendment of the Omnibus Trade and 

Competitiveness Act of 1988  
• European Union Antitrust Principles  
• The Reform of EC Antitrust Enforcement - What Will It 

Mean to Practitioners  
• Doing Business in the Netherlands  
• Negotiating and Structuring International Business 

Transactions in France  
• Doing Business in Germany and Europe 2004/05  
• Opportunities in Spain: Doing Business in the New 

Europe  
• Russian Joint-Venture Legislation  
• Franchising in Far Eastern Russia  
• Establishing a Business in Canada  
• Laws on Foreign Direct Investment in China  
• Mergers and Acquisitions in the People's Republic of 

China  
• Joint Venture Practices in India  
• Franchising: The Indian Scenario  
• Foreign Direct Investments in Vietnam  
• Planning the Joint Venture in Mexico  
• Joint Ventures in Brazil  
• The Operation of Joint Ventures under the Ghanaian 

Legal System  
• Joint Ventures in South Africa  
• Sample Forms & Checklists  
Appendices  
• U.S. Laws and Regulations  
• EU Authorities  
• Joint Venture Agreements  
• Summaries of Joint Venture Agreements  
• Table of Forms by Country  
• Bibliography - Index  
 
 

United States Joint Ventures With 
International Partners 
David W. Detjen 
ISBN 1-57823-169-8, 1100 p. 
(Juris Publ., USA) 
1 loose-leaf volume, $ 250,00 = ca. € 227,40 
Updated Annually and When Needed.  
 
United States Joint Ventures With International Par tners  is a 
practical handbook to assist in the negotiation and structuring of a 
joint venture in the United States. It is intended not only for the 
non-American lawyer and in-house corporate counsel, but also to 
assist the American lawyer and in-house corporate counsel in the 
intimacies of establishing jointly-owned business enterprises within 
the American legal system.  
 
United States Joint Ventures With International Par tners  deals 
with businesses to be operated in the United States jointly by a 
domestic corporation or partnership and a foreign business entity. 
Chapter 1 discusses the nature of a joint venture and some of the 
reasons for and advantages of a joint venture. Chapter 2 describes 
some of the cultural and legal differences that may arise between 
the parties in the course of negotiating and implementing the 
contracts establishing the joint venture. Chapter 3 discusses the 
fundamental decisions regarding applicable law and the form of the 
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business entity which often must be decided upon by the parties at 
the very start of the negotiations, and outlines the important 
agreements which often must be negotiated between the parties in 
order to establish and operate the joint venture. This chapter also 
discusses some of the tax ramifications to the U.S. and the Foreign 
Business partner of doing business together. Chapter 4 addresses 
the key provisions in a formation agreement between the parties in 
regard to the creation of a joint venture. Chapters 5 , 6, and 7 
highlight the important aspects of various fundamental agreements 
which should be negotiated by the parties in establishing a joint 
venture as either a U.S. corporation or a U.S. partnership. Finally, 
Chapter 8 highlights certain important points to be considered in 
negotiating key ancillary agreements in connection with the joint 
venture, including supply agreements and licensing agreements. 
 
Contents: 
Introduction 
• Why Enter Into a Joint Venture? 
• The Joint Venture as a Compromise 
• Some Basic Definitions 
• Checklist 
Working with International Joint Venture Partners  
• Cultural Differences 
• Legal Differences 
• Differences in Negotiating Style 
• Differences in Business Perspective 
• Know the Partner 
Preliminary Procedures & Decisions in Structuring a Joint Venture 
• Confidentiality Agreement 
• Should the Parties Utilize a Separate Joint 

Venture Vehicle or Another Relationship? 
• Overview of U.S. Tax Ramifications for Join Ventures 
• Should a U.S. or Foreign Joint Venture Vehicle Be 

Created? 
• Business Activity Abroad 
• What Law Should Govern the Contracts and Legal 

Relationships? 
• Which U.S. Form of Business Entity to Be 

Used: Corporation of Partnership? 
• Tax Considerations in Choosing Between 

the Corporation and Partnership Forms 
• Defining the Scope of the Joint Venture Business 
• Financing Issues 
• Antitrust Considerations 
• Agreements and Documents to Be Negotiated 
Drafting the Formation Agreement 
• Name and Purpose 
• Kind of Entity 
• Capital Contributions 
• Representations of the Partners Themselves 
• Interim Covenants 
• Conditions to Closing 
• Post-Closing Adjustments 
• Termination of the Formation Agreement 
• Damages After Closing: Indemnification 
• Resolution of disputes 
• Other Issues 
• Checklist of Additional Matters 
Establishing a Corporate Joint Venture Vehicle 
• Nature of a U.S. Corporation 

• State of Incorporation 
• Qualification 
• Article of Incorporation 
• By-Laws 
• Shareholders Agreement 
• Operations of the Joint Venture Vehicle: General 

Concepts 
Establishing a Partnership Joint Venture Vehicle 
• The nature of U.S. Partnerships 
• Basic Tax Considerations in Structuring Partnerships 
• Organization and Qualification of the Partnership 
• Important Aspects of Partnership Agreements 
Establishing an LLC Joint Venture Vehicle 
• The Historical Background of LLCs 
• Common Characteristics of LLCs 
• Organization and Qualification of the LLC 
• Important Aspects of LLC Operating Agreements 
Drafting Ancillary Agreements 
• Distribution or Supply Agreements 
• Licensing Agreements 
• Employment Relationships 
• Terms and Conditions of Sale  
 
Forms  
• Sample Confidentiality Agreement 
• Form 5471: Information Return of U.S. Persons with 

respect to Certain Foreign Corporation 
• Form 90-22.1: Report of Foreign Investment Disclosure 

Act Report 
• Form ASCS-153: Agricultural Foreign Investment 

Disclosure Act Report 
• Commerce Department Reports  
• Antitrust Improvements Act Notification and Report 

Form for Certain Mergers and Acquisitions 
• Sample Formation Agreement 
• Checklist for Setting Up a Joint Venture Vehicle 
• Sample Articles of incorporation for a Joint Venture 

Corporation 
• Sample By-Laws for a Joint Venture Corporation 
• Sample Shareholders Agreement for a Joint Venture 

Corporation 
• Sample Partnership Agreement for a Joint Venture 

Partnership 
• Sample Distributionship Agreement for a Joint Venture 

Arrangement  
 
Source Materials  
• Hart-Scott-Rodino Rules for International Joint Venture 

(16 C.F.R. §802.50-53) 
• American Arbitration Association’s Commercial 

Arbitration Rules 
• UNCITRAL Arbitration Rules 
• United Nations Convention on Contracts for 

the International Sale of goods 
• Overview of Nonimmigrant and Immigrant Visas 
 
 
 

 
 

 


