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Abstract  
This work, to describe the process of forming and managing strategic alliances, 
is characterized as a descriptive research, with the approach adopted qualitative. 
As regards the temporal approach is framed as a cross sectional study. As a 
research strategy, we used the multiple case study, taking as the unit of analysis 
the six largest organizations in the field of construction of Brazil. As an 
instrument of data collection, appealed to direct observation and in-depth 
interviews, analysis was used for the interactive model of Miles and Huberman 
(1994). Among the results obtained, it was found that; a) the main motivating 
factors for the formation of alliances were those linked to techno-economic 
sphere; b) the process of analysis and selection of partners permeates mainly 
through the social relations of the principal managers; c) on structuring and 
design prevailed to formal associations and; d) the management process 
decisions are shared. 

 
Keywords: Strategic Alliance, 
Civil Construction, Strategic 
Partnerships, Resource 
dependence, Industrial 
economics, Collaborative 
strategies. 
 
 

Available online 
www.bmdynamics.com 

ISSN: 2047-7031 

 
INTRODUCTION 

Lopes (2004, p. 2) relationships in interorganizational networks, "have not been well understood, 
especially regarding the way they are built, developed and dissolved." According Balestrin and 
Verschoore (2008, p. 173) "are few studies that deal with how to manage them, particularly as regards the 
instruments that can be worth the managers at the time to establish and develop a network." 
"Designing the network as a complex organization and understand your management is crucial to obtain 
competitive gains" (BALESTRIN AND VERSCHOORE, 2008, p. 163), which reinforces the importance of 
the development of this research, which is based on different propositions , since "it is almost impossible 
to understand the formation of strategic alliances using only a theoretical approach" (LOPES, 2004, p. 3), 
given the multifaceted nature of the process. 
This paper proposes an approach that uses three different theoretical perspectives: the dependence on 
resources, the theory of industrial economics and collaborative strategies. Assuming that the different 
enfocarem organizational aspects, these theories can be used in a complementary manner. 
Observing this dynamic this article has set a general goal, describe the process of formation and 
management of horizontal strategic alliances between organizations in the business of construction of the 
subsector of buildings of Brazil. 
To this end, the following specific objectives were pursued: a) Check what are the motivating factors of 
the constitution of horizontal strategic alliances in the subsector of buildings; b) Describe how does the 
analysis and selection of partners for the formation of horizontal strategic alliances in the subsector of 
buildings; c) Identify what are the types of horizontal strategic alliances that have been formed by 
companies in the building sector and; d) Describe how is the process of managing horizontal strategic 
alliances formed by companies in the building sector. 
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Theory of resource dependence 
For Pfeffer and Salancik (1978), main exponents of this trend, firms must be understood through its 
interdependence with the environment. The authors argue that explain the dissatisfaction of employees 
in terms of the precariousness of human relations and wages is irrelevant. If the firm can draw easily 
from new workers into the labor market provided that its competitors can do the same, it should not 
incur costs to improve human relations and increase wages. 
Carvalho (2010), argues that for organizations to be effective managers need to understand the 
environment in which their organizations are immersed , including interdependencies , demands and 
conflicts through which they pass. According to Pugh and Hickson (2004, p. 69), “whereas the 
organizations to which an organization depends cannot be trusted, organizational effectiveness can be 
best expressed by how they are balanced dependency than by internal efficiency measures, financial or 
equivalent nature”. 
The theory of resource dependence , according to Jones (2010), its main premise the focus on the external 
environment of organizations arguing that all organizations are dependent on some element or resource 
that belongs to this environment for the development of its activities. As Lopes (2004, p. 12), “the 
perspective of resource dependence, as well as other perspectives that assume the organization as an 
open system, indicates that there is a better way to achieve organizational effectiveness. According 
Balestrin and Verschoore (2008, p. 80 e 81) from the perspective of this theory seeks to “[...] understand 
the process by which organizations reduce their environmental dependencies, using various strategies to 
increase their own power in the system”. 
Carvalho (2010), explains that the theoretical perspective of resource dependence has three core issues: 
the first refers to the organizational environment as a resource, the second discusses the issues of power 
and interdependence and the third and final question addresses the organizational strategies to reduce 
their resource dependency. 
 
The organizational environment as resource source 
For Jones (2010), before discussing the specific ways in which firms manage their organizational 
environment to defend and expand your domain should understand in detail what are the environmental 
forces that affect organizations and resources they need. For that author explore the definitions and 
concepts of specific and general environments of organizations form an important basis for useful 
analysis of the theory of resource dependence. 
According to Cunha (1993, p. 40), from the perspective of resource dependence theory the organizational 
environment, “[...] would be something like a huge, but limited storage resources (material, human, 
financial, information), whose access is revealed conditioning”. Complementing this vision, Jones (2010, 
p. 47) that includes “the environment is the set of pressures and forces around an organization that has 
the potential to affect the way it operates and its ability to acquire scarce resources”. 
According to Pfeffer and Salancik (1978), the general and specific environments of organizations affect the 
competitiveness of firms while make resources available or not. According to the authors firms are not 
self-directed or autonomous, they lack various types of its environmental resources for the development 
of its operations, including human, informational, material and financial. To acquire them firms 
necessarily need to interact with other organizations having this feature, according to the authors these 
interactions include firms in a constant struggle for the pursuit of autonomy. 
For Jones (2010), the specific environment of organizations consists of outside groups forces that directly 
interferes with the ability of an organization to ensure or have access to necessary resources, the groups 
that are part of this environment are: customers, distributors, unions, competitors, suppliers and 
government. Also according to the author, the general environment of organizations is composed of 
forces that shape the specific environment and altering the ability of all organizations to obtain the 
resources needed for the development of its activities. 
Power and interdependence 

According to Carvalho (2010), the second issue addressed by resource dependency theory refers to the 
power and interdependence. This perspective emphasizes the issue of interdependence between 
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organizations and " the greater the dependence of an organization with respect to each other , the weaker 
it becomes, and the most powerful company can threaten or extract advantage of that depends on it , if 
you will " ( Jones, 2010, p . 56). 
It is important to remember that interdependence, according to Das and Teng (2003, p. 14), is "[...] the 
degree to which partners depend on each other [...]" to gain access to the resources needed for 
development of its operations. And that power can be defined according to Scott (1998, p. 304) "[...] as the 
potential that a party is to influence the other party is manipulating rewards or through punishment that 
are important to the latter". 
According Bacellar and Medeiros (2005, p. 4), "the ability of a competing organization to impose their 
interests in order to get certain feature, that is, its power increases the degree of dependence on other 
organizations that need the resource." 
For Pfeffer and Salancik (1978), three factors determine the condition of interdependence between 
organizations, the first is on the importance of the resource for the organization a combination of its 
magnitude (proportion of inputs and outputs that depend on it), and its relevance strategic (expressed in 
terms of the consequences of its unavailability); the second refers to how much will the drivers of 
resources have on their allocation and use; and the third condition refers to the extent to which those who 
control the resource has a monopoly on it. 
Second Jones (2010), organizations must simultaneously manage two aspects of its dependence with 
regard to resources: (1) have to influence other organizations in order to obtain resources and; (2) must 
meet the needs and requirements of other organizations in your environment. Remembering that "the 
importance of certain resources to an organization, combined with the scarcity of these resources in the 
market, tends to generate a high degree of organization of dependence on controlling these resources" 
(Lopes, 2004, p. 11). 
 
Strategies to reduce dependence on resources 

The third and final issue addressed by the theory of resource dependency refers to the organizational 
strategies to reduce dependence. In this part are clarified how organizations can develop some strategies 
to manage their resource dependencies and control their access to scarce resources (Jones, 2010). 
Pfeffer and Salancik (1978), argue that there are four possible strategies for an organization take to reduce 
their dependencies on the environment and other groups: 
 

1. Adapting to change or external constraints; 
2. Change the interdependencies, through mergers, diversification or growth. 
3. Negotiate the environment, by establishing connections and agreements with boards of other 
organizations, partnerships, joint ventures and through the formation of business associations. 
4. Change the environment in terms of legality and legitimacy, through political action. 

 
For Pugh and Hickson (2004, p. 69), "the first type of strategy- adapt to or change the external constraints 
- can be conducted in various ways." According to the authors a firm can seek to manage their demand 
for an order of priority first meeting the most critical and then the other as they become critical, thus 
delivering incoming pressures. 
According to Pfeffer and Salancik (1978), change the relationship of interdependence, through mergers, 
diversification or growth is the second strategic option for organizations to reduce their 
interdependencies. The authors explain that mergers may modify this dependency in that they bring into 
the Firm control of essential resources for their activity, thus stabilizing the exchange ratios in which it 
participates. 
Carvalho (2010, p. 55), explains that mergers can occur in three ways: 
 
[...] Vertical integration: what may happen "forward" or "back" in the supply chain, extending the 
organization's control over the vital exchanges to deal with the symbiotic interdependence; 
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[...] Horizontal expansion, which is buying competitors to reduce comensalista interdependence, 
increasing the power of the organization in the symbiotic relationship of exchange; 
[...] Diversification, when an organization acquires another organization that is not in the same business 
or in a direct exchange relationship with it, reducing the dependency upon the variety of different 
domains. 
The third type of strategy adopted by organizations to reduce their dependencies presented by Pfeffer 
and Salancik (1978), is to negotiate the environment, by establishing connections and agreements with 
boards of other organizations (partnering, entrepreneurs associations and joint ventures) . 
According to Pugh and Hickson (2004, p. 70), “environmental negotiation, third type of strategy is more 
common than the total absorption by the fusion process." The mergers and acquisitions are generally very 
bureaucratic, costly and are not always beneficial for firms. For the two companies merge there are 
subjective aspects such as culture and values of those who are often overlooked, leading to failure of the 
joint action of the organizations. 
The last of the strategies is to change the environment in terms of legality and legitimacy, through 
political action. According to Carvalho (2010, p. 58), this strategy firms seek to work "[...] in an arbitrary 
manner, influenced laws, norms and values of society, seeking to defend their interests. "For Pugh and 
Hickson (2004 , p. 71) , in the organizational "[...] environment there is a high level of state regulation , the 
decisions of legislators and government agencies may be more important to an organization than the 
decisions of its customers or consumers". 
 
THEORIES OF STRATEGIC COLLECTIVE 

The theoretical perspective on collective strategies are employed in studies of business networks "[...] to 
understand how inter-organizational relations will impact the strategies of companies as well as to 
understand how the results of inter-organizational relationships affect the strategic position and 
competitive advantage the company" (BALESTRIN And Verschoore, 2008, p. 3). 
According to Winckler and Molinari (2011, p. 3): 
 

Considering the various actors involved in organizations, the strategy of a company can be 
developed in organizational or inter-organizational level. Organizational strategies relate to 
aspects, internal resources and results of an organization , while interorganizational strategies 
refer to those developed between two or more organizations . In other words, organizational 
and inter-organizational strategies differ by the scope of their work and the objectives and 
resources. 

 
For Balestrin and Verschoore (2008), the type of organizational strategies the view of organizations is 
based on the principle of competitive exclusion Gause. According to Winckler and Molinari (2011), this 
paradigm firms seek to compete alone, directly confronting its competitors played relations win-lose, that 
is, for a company to gain the other necessarily need to lose. 
For Dias (2001, p 113), organizations have started opting for interorganizational strategies: 
 

In contrast with paradigm of competition (zero-sum game), the paradigm of cooperation 
(positive-sum game) aims at adopting collective strategies for a set of actors (suppliers, 
competitors, customers, etc.) in order to achieve common goals enabling companies to compete 
on the highest levels. 

 
Balestrin and Verschoore (2008), explains that the implementation of collective strategies for more explicit 
they may seem your earnings is not a simple activity, due to the fact some classic postulates used by the 
mainstream in the field of strategy , advocate the prospect of competition individual between 
organizations . 
Perucia (2008, p. 23), states that "the idea of collaborative strategies, as well as most of the studies on 
inter-organizational cooperation in science administration, emerged with greater force from the 80". 
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According Balestrin and Verschoore (2008) and Perucia (2008), two important contributions of knowledge 
for concept consolidation collaborative strategies were the studies developed by Astley in 1984 and by 
Astley and Fombrun in 1983. In this study the authors demonstrated that the inter-organizational 
strategies need not be limited only to competitive relationships. 
Balestrin and Verschoore (2008, p. 57) point out that in view of Astley (1984), collaborative strategies are 
defined "[...] as the joint policy formulation and implementation of actions by members of collectives 
interorganizational". Barney (2002), collaborative strategies exist when two or more independent 
organizations develop some joint activity of manufacturing or sale of products and services. 
Favoretto (2007, p. 49), complementing the vision, emphasizes that: 
 

In order to manage their interdependence and the growing dynamic business environment , 
organizations make use of collective strategies to respond to the movements of this 
environment absorbing the impacts or, proactively , anticipating their changes through 
consistent decisions. 

 
Corroborating the above author, Balestrin and Verschoore (2008, p. 57), support the idea that "collective 
strategies reflect the need for organizations to promote cooperation actions to deal with their dynamic 
interdependencies, just as in nature coalesce - many animals in groups to protect themselves and 
survive". 
According Winckler and Molinari (2011), the type of cooperation strategy two organizations work 
together generating mutual benefits for both companies. According Gulati (1998), the informal or formal 
cooperation is the result of an extensive range of motives and goals in a variety of forms , so that is in 
addition to vertical or horizontal boundaries, as in the case of strategic alliances. 
Ebers and Jarillo (1998), point out that through the adoption of collaborative strategies organizations can 
achieve and sustain competitive advantages from: a) mutual Learning: leading organizations to better 
manage the process of creation and development of new products; b) co-specialty: the firms involved 
achieve profitability in new niche products and markets; c ) better flow of information: facilitates the 
management of the resource flow come in businesses and reducing uncertainty in relations ; d) economies 
of scale: joint efforts and investment partnerships to create new projects for development of products or 
services. 
 
THEORY OF INDUSTRIAL ECONOMY 

The perspective of the theory of industrial economy "is used in research on networks to clarify how the 
different economic production gains - economies of scale, scope and expertise-explain the efficiency of 
these structures" (BALESTRIN and Verschoore, 2008, p. 80) . 
For Britto (2002), this branch of economics deals with the occurrence of multiple forms of productive and 
technological cooperation between organizations. Pointing to the need for research on the factors 
underlying the competitive superior performance of this new form of organization, including not only 
the individual organization, but also the relations between it and the others. 
According Balestrin and Verschoore (2008), the theory of industrial economy presents networks and 
strategic alliances as a superior and efficient management of front to the traditional model of large 
vertically integrated corporation. 
 

This form of organization on the one hand, allows its participants to benefit from economies of 
scale by developing together activities related to research and development, production and 
distribution. On the other, asseguras, and access to knowledge sources located outside its 
borders, risk sharing tied to investments that exceed the capacity of a single company. 
(MAZZALI and COSTA, 1997, p. 125). 
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According Britto (2002, p. 348), the use of generic network concept by economic theory, can differentiate 
two distinct approaches. "The first it highlights the instrumental character of the network concept for 
understanding the behavior dynamics of different markets." 
According to the author, this approach is a distinctly privileged microeconomic cut, trying to understand 
how certain network relations affect the decisions of economic agents (producers and consumers) in 
private markets. 
According to Britto (2002, p. 348 and 349), this perspective the emphasis of the empirical analysis is on the 
network externalities: 
 

1- Externalities techniques related to the situation in which the interdependence between agents 
from the technical point of view results in changes to the characteristics of the production 
functions. 
2- pecuniary externalities that result in a change in relative factor prices and changes in 
corporate cost structures. 
3- technological externalities associated with spill-over effects of the type that result in changes 
in the pattern of adoption and diffusion and innovations in certain market. 
4- demand externalities present in situations where the demand for goods offered by each unit 
is affected by changes in demand from other units or in which the demand for an individual 
consumer is influenced by the aggregate of the same good demand. 

 
According to the author analyzes these externalities seek discuss the phenomenon on the appearance of 
increasing returns within certain markets, which have some of the features described above. According 
Mazzali and Costa (1997), studies using this approach seek to understand and characterize such as 
externalities can impact the interdependence between economic agents included in this network. 
The second approach according Britto (2002, p. 350), "[...] discusses the concept of network less from the 
possible effects generated on the behavior of consumers and producers , and more from the point of view 
of the constitution of a kind particular institution , with the ability to coordinate the conduct of economic 
activity." 
To the author in this perspective the focus is for structural elements of business networks and the 
particular operating mechanism responsible for the generation of endogenous stimuli inducing adaptive 
processes respond to the changing environment (Britto, 2002). 
According Britto (2002, p. 350): 
 

Comparing this approach with the aforementioned perspective, which focuses on the discussion 
of network externalities effects on the adjustment mechanisms of the different markets , two 
different basic can be highlighted . On the one hand , the emphasis of the analysis is on process 
of structuring and transformation of these networks from internal and external stimuli , not just 
the impact that the formation of these structures brings about allocative dynamics of different 
markets. On the other hand, considering these networks as a specific object of research , the 
allocative processes that occur inside are now designed with a particular facet of the operating 
mechanisms of these structures , making it necessary to consider other dimensions associated 
with these mechanisms. 

 
For Nicoluci et al. (2006, p. 44), analyze the "[...] structural elements, as they combine, how is coordination 
within the network, the extent to which stimulus ebbs and flows of the sector takes place spontaneously 
and the extent to which there is no coordination in contractual formal basis", is of paramount importance 
for the understanding of the network that is being studied. 
For Britto (2002), the combination results in three distinct impacts associated with the consolidation of 
these arrangements within the intra-network environment; (1) the technical-productive sphere improving 
operational efficiency; (2) the coordination of production and technology decisions reducing the 
environmental uncertainties, due to increased inter-organizational cooperation and; (3) technological 
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cooperation in providing greater scope for learning and a time an increase in innovative capacity of 
organizations. 
It should be noted that the theory of industrial economy mainly is about how is associated with the 
division of labor in a systematic and pattern of specialization of productive functions between different 
agents inserted in the network. Addressing its power structure and the hierarchical-functional 
conformation, highlighting the internal mechanisms of conflict resolution and specificity of competition 
between its members. 
 
METHODOLOGY 

To enable the purpose of this study as described above used the development of multiple case studies in 
which the analysis unit six major construction companies operating in the construction industry of the 
subsector of buildings of Belo Horizonte - Minas Gerais. These organizations were chosen intentionally 
and convenience of the researcher, which features according to Malhotra et al. (2005), a sample not 
probabilistic criteria for access and convenience. 
It is noteworthy that, as requested by the participating organizations, their names were respected. So all 
alliances studied here were given at random, the following IDs: Alliance Alpha, Beta and Gamma and 
each pair of companies within each alliance received an identification as a company 1 and 2. 
It is observed that although the organizations have not allowed the linking of their names to this research, 
it is necessary to highlight the importance that the directors and managers of the same given to the 
development of this work providing time, staff and the organization structure. In all, eleven semi-
structured interviews were conducted, which took place in person at the headquarters of the six grantors 
organizations, these were carried out with the main directors who are connected directly to the process of 
formation, development and management of strategic alliances practiced by their companies. 
It complements that all interviews presented here, were: a) conducted in accordance with the built case 
study protocol; b) digitally recorded, with the agreement of respondents and; c) transcribed all scientific 
technical rigor, respecting the rules and interviews transcription procedures. It is noteworthy that the 
case study protocol using as a data collection tool for this dissertation was constructed containing twenty-
two open questions divided into four categories of analysis that directly correspond to the interests of the 
specific objectives of this research. 
To validate the reliability of the case study protocol, the following procedures were performed: a) The 
interview guide was evaluated by the members of qualifying banks of this dissertation, which provided 
significant contributions that have been incorporated both the interview guide as to the proper approach 
this theoretical research and; b) three were carried out pre-tests with three experts working in the field of 
training and strategic partner management in the construction industry, and at the end the suggestions 
were analyzed and incorporated into the script. 
At the end of the field research were recorded 04 hours, 34 minutes and 20 seconds of recording, 
generating a total of 116 transcribed pages. After the transcripts, the generated material was grouped to 
records made in a field notebook derived from direct observations. Then, this consolidated material was 
used the model proposed by Miles and Huberman (1984), which takes two data reduction cycles that 
served as base for the construction of the analysis and discussion of the results. 
In order to assist in the process of analysis and interpretation of the data it was built analytical research 
model (Table 1), which is the association of the research objectives, dimensions and categories of analysis 
and its variables linked to the script of semi-structured interviews . 
By the time, the chapter presents the analysis and discussion of the results found in the field was divided 
into blocks representing the categories of analysis of this study. Thus, the presentation of field discoveries 
approaches the research problem whereas the analysis categories are explored and presented. 
It is expected that from this building logic to which the text proposes, the reader is led to the essence of 
this research, which is to investigate and analyze the process of formation and management of horizontal 
strategic alliances between branch organizations 
construction of buildings subsector. 
 



                Business Management Dynamics  

Vol.8, No.3, Sep 2018, pp.26-40 

   

©Society for Business and Management Dynamics 

Table 1: Analytical Research Model 

 
Source: Prepared by the author based on the theoretical framework. 
 
ANALYSIS AND DISCUSSION OF RESULTS 

CATEGORY ANALYSIS 1: PROPELLANTS FORMATION OF THE COVENANT 
The first category of analysis of this research was designed to determine which are the main motivating 
factors of the constitution of horizontal strategic alliances in the subsector of buildings, using the 
backdrop of the analytical research model built for this job. Harbison and Pekar (1999) explain that the 
drivers of the formation of strategic alliances emanate mainly from the characteristics of the sector in 
which they operate and that these reasons evolve and change over the years and market characteristics to 
which they act. 
When investigated the main characteristics of the sector of construction related to its strategic importance, 
the model proposed by Harbison and Pekar (1999) in the view of respondents, it was found that this 
industry is highly strategic for the national economy corroborating the argument of Diesse (2013). When 
respondents were asked about the use of own and third capital to carry out the operations of their 
organizations and the subsector as a whole, it was found that this subsector is highly dependent on third-
party capital, this being the second Harbison and Pekar (1999 ) favor the formation of strategic alliances. 
To verify the need for skilled labor, it was found that as well as all areas of Brazil there is still a major lack 
of skilled labor in this subsector (AVELAR and MONTEIRO, 2010). This both in the administrative and 
financial aspect as operating since this subsector there is a very high demand for manual labor that can 
not be automated. 
When we inquired about the sector's maturity level, it was found that despite being a mature industry it 
is growing and expanding. As indicated by Diesse (2013) from 2004, this subsector began the first signs of 
growth, with increased investment in infrastructure and housing units. 
Asked about the level of competition within the subsector, the respondents who identify as being a very 
competitive sector, due to the large number of organizations that are part of this subsector (CARVALHO 
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and TOTTI 2006). But this competition is healthy and has taken all organizations to offer good products 
more affordable. 
Concerning the level of government intervention examined whether there was a convergence in the 
statements of respondents, recognizing the fundamental importance of interventions for growth and 
development of the subsector, as previously shown by the work done by Avelar and Monteiro (2010). By 
analyzing the size of the organizations that are part of this subsector, it was found that such evidence 
reaffirm the work conducted by Carvalho and Totti (2006). Whose research has identified the existence of 
large construction companies in this market that meet a large share of existing demand, and the share 
that remains is served by several small regional construction companies. 
When asked about the characterization of the building sub-sector respondents identified the main reasons 
the subsector organizations of buildings to form horizontal strategic alliances. It is emphasized that such 
questions were directed from the main topics found in the theoretical foundations that make up this 
research. Note that when respondents did not address any specific issue relevant to the development of 
this research resorted to the use of Follow up and auxiliary frames. 
In this part of the interview, respondents were asked to freely speak about what were the reasons that the 
buildings sector organizations to form horizontal strategic alliances, and specifically in the case of the 
organization where they worked and how to realize the need to form alliances horizontal strategic. In 
these passages, was confirmed what had been pointed out by Lorange and Roos (1996), one of the main 
motivations that lead organizations to form strategic alliances is that they gain a better competitive 
position against existing competitors in your niche market. 
This evidence also reinforces the findings of Aaker's work (2001), according to which strategic alliances 
are an important tool for increasing organizational competitiveness. 
In interviews conducted it was observed that: the use of know-how and the physical structure; the 
possibility of geographic expansion; access to other market segments; prior knowledge of the local culture 
(Collection and sharing of knowledge); the generation of economies of scale; sharing of risk; conducting 
advertising / joint advertising and; access to scarce and strategic resources are the predecessors of 
strategic alliances formation process (Lewis, 1992; YOSHINO and Rangan, 1996; Ferreira and 
BARCELOS, 2006; Casseres, 1999; MARQUEZ, 2003; DOZ and Hamel, 2000; Harbison and Pekar JR., 
1999; LOPES, 2004; WINCKLER and MOLINARI, 2011; Lorange and Roos, 1996). 
Other peripheral reasons were raised, but did not have confirmation over the other interviews, they are: 
adding value, financial constraints, organizational growth, future profit sharing and joint purchasing 
(WINCKLER and MOLINARI, 2011; Lorange and Roos, 1996; LOPES 2004; Harbison and Pekar JR., 1999; 
DOZ and Hamel, 2000; AVELAR and MONTEIRO, 2010). It was found that such evidence strengthened 
the view of obtaining resources through the formation of partnerships, entrepreneurs associations and 
strategic alliances as postulated by the Theory of Resource Dependence (Pfeffer and Salancik, 1978; 
CARVALHO, 2010; PUGH and Hickson, 2004; PRADO and TAKAOKA, 2006; CUNHA, 1993). 
CATEGORY ANALYSIS 2: PARTNERS SELECTION PROCESS 
The second category of analysis discusses the process of selection and choice of partners. In this category 
we sought to determine which were the motivators and influencers in the analysis and selection of 
partners that will form strategic alliances studied here. 
When investigating this process, it was found that there was a consensus among respondents to the claim 
that these partnerships are the result of a prior knowledge of the directors of the organizations involved. 
At this point you can identify that trust (LYNCH, 1994) the partner is the glue that solidifies, strengthens 
and provides the emergence of such partnerships. 
It was confirmed that strategic alliances in the subsector of buildings formed from the social networks of 
the key executives of the organizations involved, confirming Lopes claims (2004, p. 16) that "social 
networks and information flows resulting of previous relations between companies are key to the choice 
of partners ... ". 
It was also found that such evidence corroborate the postulate by Kanter (1994), that the choice of partner 
passes also by emotional affinity between executives and professionals involved in the partnership and 
the ability and experience of executives to assess the potential of partner. 
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It was indeed, the existence of strategic interdependencies of an organization to another (Pfeffer and 
Salancik, 1978; LOPES, 2004; CARVALHO, 2010), because there is the need for organizations to produce 
more by volume and large increase in sales, provided by the government plan "My house, My Life" 
(DIESSE, 2013). In this sense, it gives prominence to the story of one of the interviewees. 
When asked which attributes were or are taken into consideration in the choice of partners, respondents 
showed a consensus in the responses highlighting: the partner's reputation; opportunity to economies of 
scale generation / scope; access to new segments; technology partner holds; possibility of access to new 
markets; financial condition; ability to obtain and share knowledge; opportunity to promote barrier to 
competition; access to scarce and strategic production inputs; cultural compatibility and; the combination 
of resources and different skills. 
complements that such evidence reinforce the concepts of the theory of industrial economy, the choice of 
partner is also related to complementary resources, generating economies of scale, scope and expertise to 
the partners involved in strategic alliances (BALESTRIN and Verschoore, 2008; BRITTO, 2002; MAZZALI 
and COSTA, 1997; ROAD, 2006;. NICOLUCI et al, 2006; POUSA et al, 2006).. 
Such attributes found, according to the theory, can be categorized as Ross & Bronn (1992) (cited in 
Marquez, 2003) in two categories: a) the partners related to: trust; the partner's reputation and; cultural 
compatibility b) related to the tasks: opportunity for economies of scale generation / scope; access to new 
segments; technology partner holds; possibility of access to new markets; financial condition; ability to 
obtain and share knowledge; opportunity to promote barrier to competition; access to scarce and strategic 
production and inputs; the combination of resources and different skills. 
Confronting such evidence with theoretical prop that supports this research, it was found that such 
empirical findings reinforce the work done by the authors: Noleto (2004), Marquez (2003), Doz and 
Hamel (2000), Lorange and Roos (1996) Lopes (2004), Yoshino and Rangan (1996), Lynch (1994) and 
Kanter (1994) indicating that such attributes are important in mate selection and selection process. 
For Harbison and Pekar Jr. (1999), is extremely important to understand from the point of view of each 
company involved which are the main objectives of the alliance, because to understand the expectations 
of each organization can help keep the lines of communication open when they arise difficulties. properly 
assess the commitment of each company is extremely important when the organizations involved are 
competitors, because the horizontal alliances partners may come to compete with each other in the future. 
When lifting the existence of expectation of convergence processes and interests between the partner 
companies, strong met evidence to prove that organizations make use of this important tool. 
Such indications show that the organizations in the sample of this research use as indicated by theory 
(Harbison and Pekar JR., 1999; MARQUEZ, 2003; DOZ and Hamel, 2000; Lorange and Roos, 1996; 
YOSHINO and Rangan, 1996; LYNCH, 1994), the best practice training and management of strategic 
alliances, which posits the importance of converging the main objectives of alliances from the perspective 
of each of the partners involved. Understanding the needs of each partner helps achieve a relationship of 
trust and start trading on solid foundation. 
CATEGORY ANALYSIS 3: STRUCTURE AND DESIGN OF ALLIANCES 
This category of analysis which aimed to identify types of horizontal strategic alliances that have been 
formed by the buildings sector organizations. Chased be identified for both, the degree of formalization, 
contractual conditions, interactions and interdependencies levels between partner companies and the 
general and specific characteristics of partnerships. 
To determine the degree of formalization of the partner companies, it was found that there was a 
consensus among respondents to confirm the existence of a contract formalizing the partnerships 
developed. Such evidence points to a quote from Jones (2010), the more formal for the chosen 
coordination, the greater the degree of control that those involved wish to have on these partnerships. 
Therefore, it is understood that this degree of formalization besides protecting legal, fiscal and tax issues, 
also serves as a control mechanism between the partners involved. 
When addressing the types of strategic alliances formed between the organizations studied, it was found 
a consonance among respondents to identify that the composition of the partnership / alliance is usually 
formed a new company and partner companies kept their operations independently. At this point, 
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important it is to emphasize Barney and Hesterly (1996) to explain when there is a cooperative 
relationship between two or more organizations, with the purpose to develop, design, manufacture, 
market or distribute products and this bond is characterized by the creation of a new separate company 
and disconnected from the partner is called joint ventures. 
To Eiriz (2001, p. 74) "joint ventures are strategic alliances the financial sector because, in the case of the 
establishment of a new entity, involving, among other things, the allocation of capital to its shareholder 
structure. However, the development of this type of alliance is quite common to pursue business 
objectives or production / technical ". Confronting what are the reasons that are taken or were taken into 
consideration for the choice of the type of partnership and agreement to be developed between the 
partner companies, they stood out as key drivers issues related to tax, tax and legal activities to opening 
of this partnership. 
It was identified that such matters relating to tax, tax and legal activities are taken into consideration 
especially not to delay the process of construction of the projects, according to respondents depending on 
the location where it intends to develop partner bureaucratic obstacles may delay the official schedule of 
work. This fact confirms the observations of Lorange and Roos (1996) that there is no better model or 
specific type of strategic alliance, the important thing is to choose the most appropriate way for each 
organization, always according to their conditions and interests. 
When asked about what types of shared resources between the partner organizations, it was found that 
resource allocations are made enough for long-term operations and relating to the recovery or retention 
of the same resource used are kept in the partnership. Taking advantage of the strategic alliance model 
proposed by Lorange and Roos (1996), it is possible to identify that this evidence represents a case of full 
joint venture. They require resources to be provided by the parties with greater freedom, allowing 
adaptation to new eventualities, and that resources tend to be kept in the strategic alliance, providing 
support for strategic future mobilizations. 
So we contacted that the main shared resources in the development of the partner are resources: financial, 
human and technical. In Eiriz vision (2001), such alliances fall within the type of strategic alliance the 
financial sector, where the main objective is the integration of capital, mergers and acquisitions 
organizations, and joint ventures. It is noteworthy that these resources are invested in partnerships in the 
proportion of each of the partner companies, ie according to the percentage defined in the partnership 
agreement. This partnership agreement defines the responsibilities of each partner, who manages the 
partnership, who is responsible for the work and those who follow other processes. 
To determine the type of strategic alliance developed by organizations in the light of the theory of 
resource dependence (Pfeffer and Salancik, 1978; CARVALHO, 2010; Jones, 2010; LOPES, 2004; 
BALESTRIN and Verschoore, 2008; PRADO and TAKAOKA, 2006) , it was confirmed that they have 
come from the existing competitive interdependencies between organizations that compete in the same 
market segment for scarce supplies and production. 
Through, the testimonies collected was possible to identify these alliances fall as horizontal strategic 
alliances, according to Hitt, Ireland and Hoskisson (2008) and those established between organizations in 
the same level of the production chain, ie they are companies in the same niche market. 
The authors point out that horizontal alliances are used to gain competitiveness from a market 
opportunity, combining the assets of the partner companies in a complementary way to create and add 
value to the end customer. In the view of Yoshino and Rangan (1996), strategic alliances found are 
characterized as competitive alliances, because they have a high degree of potential conflict because it is 
competing organizations and a high degree of extension of organizational interaction. 
CATEGORY ANALYSIS 4: MANAGEMENT OF STRATEGIC ALLIANCES 
The last category of analysis of this research deals with the process of management of strategic alliances. 
At this stage of the work they were raised issues of division of labor, specific team for managing and 
monitoring the development of the partnership, communication mechanism and information among 
partners of businesses in alliances and conflict management. 
It sought to further demonstrate what were the main tangible and intangible difficulties encountered by 
companies in the development of the partnership, and what were the factors that facilitated or facilitate 
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the achievement of objectives. We attempted to further raise what are the key indicators designed to 
monitor the development of alliances in the surveyed organizations. 
So began the analysis, seeking to clarify strategic alliances management models in the light of theory, are 
used by companies surveyed (LYNCH, 1994; BALESTRIN and Verschoore, 2008; MAZZALI and COSTA, 
1997; MARQUEZ, 2003). it was established that the main management models adopted by the 
organizations studied were the management model from an industry leader as testimonials below: 
In this model, Balestrin and Verschoore (2008) explain that one of the partner companies in the alliance 
assumes all functions, costs, training and management of the alliance, managing related operations of 
partner organizations to the goals and objectives defined in the constitution of the partnership are met . 
Converging the previous theme sought to identify what are the roles of each company within the partner. 
It was found that this role is defined in the agreement, each company operates differently within the 
partnership. The company ostensibly the responsibility to manage the resources, manage the operation of 
the process. When the company is not ostentatious (hidden partner), the responsibility it becomes more 
financially, but not running away from all civil, fiscal and tax liabilities. 
When asked about the existence of a specific sector to take care of the main issues related to training, 
implementation and execution of strategic alliances developed by their companies, it was found that as 
suggested by theory, this department exists in the companies surveyed (YOSHINO and Rangan, 1996; 
LYNCH, 1994; Harbison and Pekar JR, 1999).. 
It was identified that this department serves as a direct contact between the partners and that each 
department considered strategic within the company, for example, accounting, financial and treasury, 
have their part turned exclusively to address the development issues of the partner. In the view of 
respondents, it facilitates contact between the partner companies, so that if there is any doubt, the partner 
companies are able to more easily and quickly and with the best quality possible to remedy this problem. 
When investigating how the flow of information between partner companies, it was found that is free 
and direct flow (YOSHINO and Rangan, 1996;. Harbison and Pekar JR, 1999), and the partner companies 
free access to each other. In addition to this opening, according to respondents monthly are available on 
the intranet of the companies various reports with all engineering information, financial, accounting and 
tax. 
In order to evaluate the decision process in alliances, it rose as the process of making decisions involving 
studied alliances is structured. In this regard it was found that the major decisions involving the 
partnership are taken collegially between the partner companies, always to achieve the ultimate goal of 
the strategic alliance signed. 
In measuring whether the partner companies created indicators for monitoring the development of a 
partnership (YOSHINO and Rangan, 1996; Lorange and Roos, 1996; LYNCH, 1994), it was found that as 
recommended theory, they created indicators for monitoring alliances developed by their companies. 
It was found that the main indicators are related to the production area: productivity index, number of 
employees per physical production of the work in the month, direct cost, estimated, projected and 
incurred, the speed of production xo delivery time for customer venture. connected accompaniments also 
the speed of sales, customer shutdown speed with the financial institution with the signing and 
registration of this agreement. 
It is noteworthy that there are other accompaniments performed also linked to financial indicators that 
show the cash management of projects, indicators related to investments and also the position of 
financing, sales and all relevant stages of the projects. 
In addressing the main factors that facilitate or facilitated the achievement of the objectives proposed by 
the partnerships were identified in the interviewees that the main factors were: close contact between the 
parties; the choice of partner strategy; constant monitoring of results; the synergy between the companies; 
the alignment of goals, the opening that each company gives; the profit opportunity within that 
partnership and; reciprocity. 
When lifting the main tangible and intangible difficulties perceived by the respondents, it was found that 
the cultural compatibility between partner companies (YOSHINO and Rangan, 1996; LYNCH, 1994; 
Harbison and Pekar JR., 1999; BALESTRIN and Verschoore, 2008; MAZZALI and COSTA, 1997; 
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MARQUEZ, 2003) was the main obstacle identified by respondents in the development and operation of 
strategic alliances studied. 
Finally, the research investigated on the conflict management process in the studied alliances (LYNCH, 
1994;. Harbison and Pekar JR, 1999; YOSHINO and Rangan, 1996; BALESTRIN and Verschoore, 2008; 
MARQUEZ, 2003). It was found that the main conflict resolution mechanism used by partner companies 
are monthly meetings held by the directors, which is made on the alignment of development partner. 
Such findings make clear the importance of senior management function (YOSHINO and Rangan, 1996) 
in the development of the strategic alliance. In addition also to demonstrate the relevance of the 
manager's job, according to Lewis (1992) managers of strategic alliances must possess certain technical 
and behavioral skills so that they can perform with excellence their functions, they are: Negotiation skills, 
flexibility, humility, acceptance risks, expertise for repairs, integrity, sensitivity, patience and curiosity. 
 
CONCLUDING CONSIDERATIONS 
This research aimed to discuss the following issues of research: "How and why is the formation and 
management of horizontal strategic alliances between organizations in the business of construction of the 
subsector of buildings of Brazil?”. 
In order to deepen this issue, we sought to achieve the following overall goal: "to describe the process of 
formation and management of horizontal strategic alliances between organizations in the business of 
construction of Brazil's buildings subsector". 
Note that this study did not have the intention nor the intention to provide results that can be generalized 
to other organizations that have or not the alliance strategies. Concerning the achievement of specific 
objectives proposed for the development of this research the following projects: 
- Check what are the motivating factors of the constitution of horizontal strategic alliances in the building 
subsector. 
In the category of analysis 1: drivers of the formation of strategic alliances was possible to identify the 
subsector of buildings can be considered on its characteristic: a mature industry; dependent on third-
party capital; with low labor-skilled workers; having characteristics as commodity products; not 
requiring the use of large technologies; with slow growth in sales; and that its thrusters for the alliance 
formation are: increasing competitiveness; the use of know-how and the physical structure; the possibility 
of geographic expansion; access to other market segments; prior knowledge of the local culture 
(Collection and sharing of knowledge); the generation of economies of scale; sharing of risk; conducting 
advertising / joint advertising and: access to scarce and strategic resources. 
- Describe how does the analysis and selection of partners for the formation of horizontal strategic 
alliances in the building subsector. 
In the analysis of category 2: the partner selection process was possible to identify the partner selection 
process occurs mainly from the social networks of the key executives of the organizations involved and as 
attributes were taken into account in the choice of partners: the reputation; opportunity to economies of 
scale generation / scope; access to new segments; technology partner holds; possibility of access to new 
markets; financial condition; ability to obtain and share knowledge; opportunity to promote barrier to 
competition; access to scarce and strategic production inputs; cultural compatibility and; the combination 
of resources and different skills. 
- Identify which types of horizontal strategic alliances that have been formed by companies in the 
building sector. 
In the category of analysis 3: structuring and alliances design was possible to verify that: There is a high 
degree of formalization between the studied alliances due to the desire or the need to control the 
enterprises involved; the main corporate type adopted by partnerships are joint ventures; the choice of 
the type of partnership and the contract is mainly influenced by issues related to tax activities, tax and 
legal establishment of the partnership; key features shared between the partners are: financial, human 
and technical and; Finally, such alliances, according to the theory fall as competitive horizontal strategic 
alliances. 
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- Describe how is the process of managing horizontal strategic alliances formed by companies in the 
building sector. 
In the analysis of category 4: management of strategic alliances was established that: the main 
management model adopted by the organizations studied was the management model from an industry 
leader; each partner company has a defined and limited role in the contract; each company has a specific 
department to take care of matters related to the partnership; the flow of information between companies 
are made freely and directly; the decision making process on strategic alliances are made on boards; key 
indicators designed to monitor the partners are linked to the financial and production; the main 
complicating identified by respondents to the development of partner was the cultural compatibility and; 
senior management and the alliance manager play key roles in the conflict management process of the 
studied alliances. 
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