
 
 
Course Outline 
 
MGT 413 H1S  
Cooperative Strategy  
Spring 2008 
Course Meets: Tuesday 2-4, WO 20 
Instructor:  Mara Lederman 
Office:   RSM 555 
E-Mail:    mara.lederman@rotman.utoronto.ca 
Phone:   416.946.0196 
Office Hours:  Thursday 2-4 
 
TA:   Paul Seaborn 
E-Mail:   paul.seaborn@rotman.utoronto.ca 
 
Course Scope and Mission  
This course is intended to improve your ability to determine why, when, how and with whom to 
execute cooperative strategies.  The last 20 years have seen an explosion in cooperative activity 
between firms.  As a result, it is likely that, at some point in your future, you will work for, help to 
establish, consult to, evaluate or compete with a collaborative venture.   
 
Managers considering collaborative activities face a host of challenging questions including: 
When is interfirm collaboration the best way to achieve a particular strategic objective?  How 
should collaborative ventures be structured?  For example, when are alliances preferred to joint 
ventures or long-term contracts?  What criteria should be used to evaluate potential partners?  
And, most importantly, how can one maximize the value extracted from a particular 
cooperative venture? 
 
This course will introduce you to the issues and analytical arguments behind these questions and 
others, drawing on recent advances in the literatures on competitive strategy, organizational 
economics, industrial organization and technology strategy.  Theoretical arguments will be 
developed through course readings and lectures and then applied through case analysis, a 
course project and classroom guests.  Over the 13 weeks of the course, we will cover a broad 
range of cooperative arrangements ranging from strategic alliances to licensing agreements to 
franchise relationships.  The cooperative arrangements we will study will vary along a number of 
important dimensions including: the logic of collaboration, the vertical or horizontal relationship 
between the partners, the degree of commitment and control, and the extent of equity 
investment.  By analyzing a wide range of collaborative activities, it is my hope that, at the 
completion of the course, you will be armed with a set of analytical frameworks and tools that 
will sharpen your ability to: 

• Recognize collaborative opportunities 
• Assess the strengths and weaknesses of potential partners 
• Choose an appropriate structure for a collaborative venture 
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• Anticipate problems faced by cooperative ventures 
• Extract value from collaborative ventures 

 
This course will be particularly complementary with several other Commerce courses.  In 
particular, it will build logically on the concepts introduced in MGT492 (Introduction to Strategic 
Management) and will address some of the topics covered in MGT494 (Technology Strategy), 
MGT493 (Small Business Management) and MGT481 (Organization Strategy). 
 
Course Prerequisites 
MGT 337Y 
 
Required Readings  
Some readings will be posted on the course webpage.  The rest are included in the course 
reading packet which is available at Canadian Scholars Press: 
180 Bloor Street West 
Suite 801 
416-929-2774 
 
Evaluation and Grades 
Grades are a measure of the performance of a student in individual courses. Each student shall 
be judged on the basis of how well he or she has command of the course materials. 
 
   

Class Participation 10% 

Two Case Hand-ins (individual) 10% each = 20% 

In-class Midterm Exam (individual) 30% 

Team Term Project (group) 40% 
       
Class Participation - 10% 
This class is highly interactive.  Regular attendance and class participation are therefore a critical 
part of this course.  You are expected to come to each class prepared to participate actively in 
the class discussion.  If for some reason you are not prepared, please let me know before the 
start of class to save us both the embarrassment of my calling on you.  While I prefer voluntary 
class contributions over “cold calls”, I will occasionally call on students to answer particular 
questions.  It is my hope that our class can serve as a “riskless” environment in which we all feel 
comfortable testing new ideas and pushing the boundaries of our thinking.   
 
Most classes will cover both a theoretical reading and a case.  For theoretical readings, you 
should be prepared to outline the topic that the reading addresses describe its central points 
and offer your critical analysis of them.  For cases, you should be prepared to set forth the core 
challenge facing the case protagonist(s), offer an assessment of the situation and lay out a clear 
and persuasive course of action.  You should also be able to draw links between the theoretical 
reading and the assigned case.  The detailed class schedule attached to this syllabus provides 
assignment questions for each case that we will cover.  You should use these questions to guide 
your case preparation; they will help you focus your case preparation on what I consider the 
most important and interesting features of the case. 
 
Class participation will be graded using the following criteria: 

• Relevance: Are your comments clearly related to the case and to the comments of 



others? 
• Advancement: Do your comments move the class discussion forward or simply 

reiterate points that have already been made? 
• Support: Have you used specific data from the case, from the readings or from your 

personal experiences to back up the assertions that you are making? 
• Clarity: Are your comments succinct and understandable? 
• Quantity: DO you participate on a regular basis? 

 
 
 In-Class Midterm Exam - 30% 
An individual in-class midterm exam will take place on Tuesday February 26, 2008 (the first class 
after Reading Week).  This will be a case-based exam.  You will be given a copy of the midterm 
case at the end of class on February 12.   On February 26, you will come to class with your copy 
of the case and your notes (no computers) and you will have two hours to answer questions on 
the case that will be provided when you enter the room.  This will be an open book exam. 
 
Case Hand-ins - 10% each for a total of 20% 
Twice during the semester, each student must write up (in sentence form) and hand-in answers 
to the assignment questions for a case.  These are to be handed in at the start of the class in 
which that case is being discussed.  It is up to you to choose the two cases that you wish to 
prepare but note that you must do at least ONE of your write-ups on one of the cases that we 
cover before or on March 4.  Note that you also cannot choose February 5 (when we have a 
guest speaker from American Airlines).   
 
You may want to choose cases that (a) relate to an industry, firm or issue that you find 
particularly interesting; and (b) help balance your work load from your remaining courses.  While 
there is no specific length requirement for this assignment, in past years, the write-ups have 
typically been in the range of 5-7 pages (types double-spaced).  You do not need to inform me 
in advance of which case you wish to write-up but note it is your responsibility to make sure that 
you have completed the two cases by the end of the term.  I will not be “policing” it.  These are 
individual assignments. 
  
Team Term Project - 40% 
Team term projects will be completed in teams of 3-4 students.  Please form your team by the 
second class meeting and have one member of the group email your team to me.  You have 
wide latitude to choose the subject matter for your term project but the overall objective of the 
project must conform to the following description:  
 
The objective of this project is for your team to propose a NEW Cooperative Venture:   
Your project should propose a potential alliance, joint venture, licensing agreement, franchising 
arrangement or other cooperative venture.  Examples of the types of ventures proposed in past 
projects include: a strategic alliance between Starwood hotels and Pottery Barn; strategic 
alliances between Rotman and other business schools; a loyalty program alliance between 
Canadian retailers such as Sobeys, PetroCanada and Rexalls drug stores; and an alliance 
between Apple and Atari to develop an “iGames” device.  Note that your proposed venture 
can be – but does not have to be - between large firms.  For example, you could propose an 
alliance between two local businesses in your neighbourhood.  Or, you could propose 
franchising as a way to grow a local business. 
 
Your final report should have the following structure (small modifications where necessary are 
allowed): 
 



i. Logic of Collaboration: outline the logic underlying your proposed collaborative venture.  
What is the strategic objective that each party is trying to achieve through this venture?  
And why is this objective best achieved through a collaborative venture?  For example if 
you propose an alliance between a biotech and a pharmaceutical company to 
commercialize drugs, explain why this objective shouldn’t (or can’t) be achieved by the 
biotech directly commercializing the drug itself.  In addressing these questions, you will 
probably want to briefly analysis the competitive position of each party so that you can 
explain how the alliance fits into their overall business model.  You may want to use the 
toos that we will cover in the first two classes (Industry Analysis and Competitive 
Advantage) to help you here. 

 
ii. Partner Selection: Given the objectives of the venture which you describe in the previous 

section, explain why each firm is a good partner for the other.  Describe other partners 
that each side could have chosen and explain why they would be inferior. 

 
iii. Propose a Structure: Explain the structure that you would choose for a collaborative – for 

example, a non-equity alliance.  To the extent possible, describe the other structures you 
could have chosen and why you did not. 

 
iv. Value Capture: Explain, as specifically, as possible how each party will extract value from 

the cooperative venture.  For example, will value capture come in the form of reduced 
costs, entry into new markets, stimulating demand by providing complementary 
products?  Your analysis here should tie closely to your discussion of the strategic 
objectives being pursued.  Identify any problems that you see arising in this venture over 
time and how you might deal with them. 

 
**Note that the cooperative venture that you propose must be NEW in the sense that it has NOT 
been contemplated by the firms or investment community** 
 
 
Project Evaluation: 
1. Progress Report #1 - Each group will submit an initial Progress Report, due in class on January 

29, 2008.  This Progress Report should be no more than 2 pages (typed, double-spaced) and 
should briefly explain the chosen venture and the reasons for choosing that venture.  The 
report should also include a brief outline for the remainder of the project.  The purpose of this 
report to is to ensure that I am aware of your venture and to provide a platform for 
consultation about your group’s progress. 2.5% of the course grade 

 
2. Progress Report #2 – Each group will submit a second Progress Report, due in class on March 

18, 2008.  This Progress Report should again be no more than 2 pages (typed, double-spaced) 
and should update me on your progress since the first report.  In particular, you should provide 
a fairly detailed explanation of the logic of your collaborative venture (which, at this point, 
should be well developed).  You should also provide a detailed outline for the remainder 
project, summarize the research that has been carried out and explain how tasks have been 
allocated across your group.  The purpose of this report is to ensure that your idea is sufficiently 
well-formulated by this stage and to provide an opportunity for me to identify any problems or 
in your project before the final report is due.  2.5% of the course grade 

 
3. Final Report - The project should be 15-20 pages double-spaced, plus up to 7 additional 

pages of exhibits.  You may also attach news clippings or other relevant background 
information in a backup appendix (not included in the 15-20 pages of text or 7 pages of 
exhibits).  The project should be self-contained - that is, all the information I need to 



understand the analysis should be included.  The Final Report is due at the beginning of class 
on April 8, 2008. 25% of the course grade 

 
4. Presentation - Each team will make a 10-15 minute presentation on their project.  The 

presentations will take place in class on April 8, 2008.  All teams must email me their slides by 9 
am that day.  I will post each team’s slides on the course webpage by noon on April 8 so that 
each team can bring copies of other teams’ slides to the presentations.  It is my hope that this 
will facilitate an active discussion after each team presentation.   10% of the course grade 

 
Missed Assignments/Midterms  
Students may miss an assignment or midterm test due to illness, domestic affliction, or in the case 
of part time students, work commitments, without academic penalty providing the appropriate 
documentation is received and approved in a timely manner.  
 
In such cases students must notify the Commerce Office on the date of the missed assignment or 
midterm and a medical certificate, employer’s letter or other supporting evidence must be 
submitted to the Commerce Office within 48 hours of the due date of the assignment or the test 
date.  Students who do not provide the Commerce Office or the instructor appropriate or 
sufficient supporting documentation will be given a grade of 0 (zero) for the assignment or test.  
 
Students who miss the in-class midterm exam and provide the appropriate documentation will 
be given a make-up exam of similar format.  Because the case hand-ins can be scheduled by 
the student, there will be no accommodation for students who do not complete two of them 
some time during the semester.  The term project (which is ongoing throughout the semester) 
cannot be missed. 
 
Course Website 
Like many other courses, MGT413 uses Blackboard for its course website. To access the MGT413 
website, or any other Blackboard-based course website, go to the UofT portal login page at 
http://portal.utoronto.ca and log in using your UTORid and password. Once you have logged in 
to the portal using your UTORid and password, look for the My Courses module, where you’ll find 
the link to the MGT413 course website along with the link to all your other Blackboard-based 
courses. 
 
Course Work & Academic Honesty  
Submission of Assignments - Late submissions of any assignment may be considered; however, a 
resolution may be determined at the instructor’s discretion and may include an academic 
penalty.  
 
Academic Misconduct - The University’s Code of Behaviour on Academic Matters (“Code”) 
applies to all Commerce students. The Code prohibits all forms of academic dishonesty 
including, but not limited to, cheating, plagiarism, and the use of unauthorized aids. Students 
violating the Code may be subject to penalties up to and excluding suspension or expulsion from 
the University. A copy of the Code may be found at: 
http://www.utoronto.ca/govcncl/pap/policies/behaveac.html 
 
Additionally, further information from the Faculty of Arts & Science regarding the procedures and 
prevention of Academic Offences may be found at  
http://www.artsci.utoronto.ca/main/faculty/acaresources/pdfs/academic_pt2_2007.pdf 
 
Students are expected to conduct themselves with the utmost integrity during their time at the 
University of Toronto and, without limiting the foregoing, will:  
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 Maintain an optimal learning and work environment for themselves and others (cooperation, 

keeping commitments, attendance, on-time arrival, preparation in advance, participation 
and non-disturbance during classes, provide support to colleagues and program 
administration...) 

 Submit only original work, giving credit to others where appropriate;  
 Neither give nor receive unauthorized aid in examinations or on assignments;  
 Contribute substantially and proportionally to each group assignment;  
 Ensure enough familiarity with the entire contents of group assignments so as to be able to 

sign off on them as original work;  
 Accept and acknowledge that assignments found to be plagiarized in any way will be 

subject to sanctions under the University’s Code of Behaviour on Academic Matters;  
 Represent themselves honestly to members of the Commerce community and to outsiders; 
 Represent Commerce appropriately to the outside world, and act as professionals (integrity, 

deportment, reasonableness and respect). 



Detailed Class Schedule 
 
Class 1 – Industry Analysis (and course introduction) 
 
Readings: 
• Porter (1979) 
____________________________________________________________________________________ 
 
Class 2 – Value Creation and Value Capture 
 
Readings: 
• Pankaj Ghemawat and Jan Rivkin, “Creating Competitive Advantage,” Harvard Business 

School note #9-798-062. 
• Brandenburger and Nalebuff, ch. 2 
 
Case: 
• Wal-Mart Stores in 2003 
 
Assignment Questions: 
1. Compare the recent financial performance of Wal-Mart’s Discount Store business in the U.S 

with competitors Kmart and Target (see Exhibit 5 and discussions in the text).  What do the 
differences imply about Wal-Mart’s strategy relative to these two other firms? 

 
2. What accounts for Wal-Mart’s assent to leadership in the discount retailing of nonfood 

merchandise?   
 
3. Much of Wal-Mart’s growth between 1997 and 2000 appears to have come through their 

expansion into discount retailing of food, via Supercenters.  Why have Supercenters 
unlocked so much additional value for Wal-Mart?  Can you reconcile your assessment with 
the estimates in Exhibit 12?  

 
4. Do you think that Wal-Mart’s superior performance in its core U.S business is sustainable?  

What threats does Wal-Mart face? 
 
____________________________________________________________________________________ 
 
Class 3 - The Value of Interfirm Collaboration - January 22, 2008 
 
Readings: 
1. Doz, Yves and Gary Hamel, “Discovering Value in Alliances,” chapter 2 in Alliance 

Advantage, Boston: Harvard Business School Press, 1998, pp. 33-56. 
2. Dyer, Jeffrey H., “Collaborative Advantage and the Extended Enterprise,” Introduction in 

Collaborative Advantage, Oxford: Oxford University Press, 2000, pp. 3-22. 
 
Case: 
• Millennium Pharmaceuticals (A)  
 
Assignment Questions: 
1. Why do biotechnology firms exist?  Why aren’t biotechnology activities organized as 

subsidiaries of pharmaceutical companies? 
 



2. Why do biotechnology firms seem to fare so poorly in their collaborations with 
pharmaceutical companies? 

 
3. What is Millennium’s overall strategy?  Why is Millennium more successful than other 

biotechnology firms at its collaborative efforts? 
 

4. Should Millennium undertake the proposed alliance with Lundberg? 
 
 
Class 4 – The Structure of Collaboration - January 29, 2008 
 
Readings: 
• Dyer, Jeffrey H., “Creating Dedicated Assets in the Extended Enterprise,” chapter 2 in 

Collaborative Advantage, Oxford: Oxford University Press, 2000, pp. 41-58. 
• Dyer, Jeffrey H., Prashant Kale, and Harbir Singh, “When to Ally and When to Acquire,” 

Harvard Business Review, July-August 2004, pp. 108-115. (on portal) 
 
Case (we will treat this reading as a case study): 
• Muris, Scheffman and Spiller, “Strategy and Transaction Costs: The Organization of 

Distribution in the Carbonated Soft Drink Industry,” Journal of Economics and Management 
Strategy, vol.1, no. 1, pp83-108, 1992. 

 
Assignment Questions: 
1. What was driving the initial organization of bottling in the form of small local bottlers?  Why 

were these bottlers independent as opposed to owned by Coke and Pepsi? 
 
2. As a result of being independently owned, what risks did the bottlers face?  What risks did 

Coke and Pepsi face?  How did each side protect themselves against these risks? 
 
3. What factors lead to the consolidation of bottlers that took place in the 1960s and 1970s? 
 
4. What factors lead to the acquisition of bottlers by Coke and Pepsi beginning in the late 

1970s? 
 
 
Class 5 –Co-option Alliances: Competitors - February 5, 2008 (Guest: Rob Britton, AA) 
 
Readings: 
• Oum and Park, “Airline Alliances: Current Status, Policy Issues and Future Directions,” 

Journal of Air Transport Management, vol. 3, num. 3, pp133-144, 1997 (on portal) 
 
Assignment Questions: 
1. Although deregulated in many respects, the airline industry continues to be subject to 

some large constraints that do not exist in other sectors.  There are "flag airlines", but there 
are no "flag chemical companies" or "flag automakers".  Airlines are uniquely invested with 
nationality.  Does this make sense in a world where capital flows ever more freely? 

 
2. Is there a compelling customer proposition for alliances, or is it just a good thing for the 

companies? 
 
3. Is United the optimal partner for Air Canada? 
 



4. Should WestJet pursue alliances with U.S. airlines? 
 
5. What factors would be essential to a successful alliance between airlines?   
 
 
Class 6 - Co-option Alliances: Complementors - February 12, 2008 
 
Readings: 
• Shapiro, C. and H. Varian, “Networks and Positive Feedback”, chapter 7 in Information 

Rules, Harvard Business School Press, 1999. 
 
Case: 
• Power Play (A) - (C) 
 
Assignment Questions: 
1. Power Play (A): Nintendo successfully recreated the home video game business following 

the Atari boom and bust.  How did it do so?   
 
2. Power Play (A): Consider Nintendo’s relationship with its software licensees.  How did 

Nintendo ensure that it had the upper-hand in these relationships? 
 
3. Power Play (B): Why was Sega more successful than NEC in the 16-bit market? 
 
4. Power Play (C): Assess Trip Hawkins’ strategy for launching the 3DO machine. 
 
 
Class 7 – In-class Midterm Exam – February 26, 2008 
 
 
Class 8 - Co-Specialization Alliances – March 4, 2008 
 
Readings: 
• Gans, J. S., and S. Stern, “The Product Market and the Market for ‘Ideas’: 

Commercialization Strategies for Technology Entrepreneurs,” Research Policy 32 (2003) pp. 
333-350. (on portal) 

 
Case: 
• Abgenix and the XenoMouse 
 
Assignment Questions: 
1. What is the difference between the product market and the market for ideas?  How do 

you make money in the market for ideas? 
 
2. According to Gans and Stern, how should a team of entrepreneurs decide whether to 

commercialize through the product market or the market for ideas? 
 
3. How should Abgenix commercialize ABX-EGF?  Should it:  

i. sign with Pharmacol?   
ii. sign with BioPart?   
iii. go at it alone until the end of Phase II trials? 
iv. something else?  

 



Be sure to argue why the option you recommend is better than the other options Abgenix is 
considering.  Provide as detailed quantitative analysis as possible. 
 
 
Class 9 - Learning Alliances - March 11, 2008 
 
Readings:  
• Gary Hamel, Yves Doz, and C.K. Prahalad (1989), “Collaborate With Your Competitors – 

And Win,” Harvard Business Review, Jan-Feb, pp. 133-139. (on portal) 
 
• Ranjay Gulati, Tarun Khanna, and Nitin Nohria (1994), “Unilateral Commitments and the 

Importance of Process in Alliances,” Sloan Management Review, Spring, pp. 61-69. (on 
portal) 

     
Case: 
• Nora-Sakari 
 
Assignment Questions: 
1. The two articles seem to offer conflicting diagnoses and prescriptions.  Can we reconcile 

them?  How? 
 
2. What is Nora trying to achieve through the joint venture? What is Sakari trying to achieve?   
 
3. How else could each side have achieved their respective objectives?  Is the formation of 

the joint venture the best option for both companies to achieve their respective 
objectives? 

 
4. Why have negotiations so far failed to reach an agreement? 
 
5. As Zainal, would you try to renegotiate with Sakari?  How would you restructure the terms of 

the deal? 
 
 
Class 10 - Why do Firms Franchise? - March 18, 2008 
 
Readings:  
• Coneely, Catherine and Paul Gompers, “A Note on Franchising,” HBS #9-297-108, June 20, 

1997 
 
Case:   
• Choice Hotels 
 
Assignment Questions: 
1. What are the various sources of “economies of scope” (or shared costs) that Choice Hotels 

can benefit from?  How big are these scope economies?  Try to quantify them as best as 
possible. 

 
2. How important is “cross-selling” to Choice?  For example, try to quantify the additional 

revenue that a Quality hotel earns in a year as a result of Choice’s policy of “cross-selling”?   
 
3. Is there a link between Choice’s decisions to “cross-sell” and its ability to realize the 

economies of scope you described in Question #1?  Explain. 



 
4. What is the “impact” problem?  Would the “impact” problem be more or less serious if 

Choice Hotels owned, rather than franchised, its hotels?  Do the strategies pursued by 
competitors such as HFS and Marriott result in more or less “impact”? 

 
5. If “impact” is a concern for all Choice franchisees, why can’t they rely on the International 

Operator’s Council to protect their interests? 
 
 
Class 11 – Cooperative Dynamics - March 25, 2008 
 
Readings: 
• Gomes-Casseres, Benjamin, “Managing International Alliances: Conceptual Framework,” 

HBS note # 9-793-133, 1993, pp. 10-14. 
 
Case: 
• Wintel (A) 
 
Assignment Questions: 
1. What are the key drivers of Intel’s business model? 
 
2. What are the key drivers of Microsoft’s business model? 
 
3. Given these drivers of profitability, in what areas would you expect conflict between Intel 

and Microsoft?  In what areas would you expect cooperation? 
 
4. If you are Andy Grove making a decision on NSP, would you (a) cave to Gates; (b) hold 

your ground; or (c) try to negotiate a compromise? 
 
5. As Andy Grove, do you believe that on NSP, Gates will (a) cave to you; (b) hold his ground; 

or (c) be willing to negotiate a compromise? 
6.  
 
Class 12 – The Role of Relationships 
 
Readings: 
• Dyer, Jeffrey H., “Creating Trust in the Extended Enterprise,” chapter 4 in Collaborative 

Advantage, Oxford: Oxford University Press, 2000, pp. 87-109. 
• Optional: Gibbons, Robert, “Relational Contracts” (online) 
 
Case: 
• Crown Equipment Corporation: Design Services Strategy 
 
Assignment Questions: 
1. In your past two years at Rotman, you have likely engaged in a large number of 

cooperative activities.  My guess would be that none of these cooperative activities were 
governed by formal contracts.  What governed behavior in these cooperative activities?  
What types of incentive misalignments could have arisen?  How was “trust” established?   

 
2. What has been Crown’s competitive strategy?  What role has design played in supporting 

this strategy?  What role has operations played in supporting this strategy? 
 



3. Why has Crown’s relationship with RichardsonSmith been so successful?  How might this 
relationship change under the new ownership of RichardsonSmith? 

 
4. What would you advise Tom Bidwell regarding the vertical integration of design? 
 
 
Class 13 - Course Summary and Final Presentations - April 8, 2008 
 



Quick Summary  
 

Date Topic Case (all in packet) Readings 

Jan. 8 Industry Analysis None Porter (1979) (online) 

Jan. 15 Value Creation and Value Capture Wal-Mart in 2003 
HBS note #9-798-062 (packet); 
Brandenburger and Nalebuff ch. 2 
(packet) 

Jan. 22 The Value of Interfirm Collaboration Millennium 
Pharmaceuticals 

Doz and Hamel p. 33-56 (packet);  
Dyer p. 3-22 (packet) 

Jan. 29 The Structure of Collaboration Muris, Scheffman and 
Spiller p. 255-277  

Dyer p. 41-58 (packet);  
Dyer, Kale and Singh (2004) (online) 

Feb. 5 Guest Speaker: Rob Britton, American Airlines Oum &Park (1997) (online) 

Feb. 12 Co-option Alliances Power Play (A)-(C) Shapiro and Varian p. 173-225 
(packet) 

Feb. 19 Reading Week 

Feb. 26 In-Class Midterm Exam 

Mar. 4 Co-Specialization Alliances Abgenix Stern and Gans (2003) (online) 

Mar. 11 Learning Alliances Nora-Sakari 
Hamel, Doz & Prahalad (1989);  
Gulati, Khanna & Nohria (1994) (both 
online) 

Mar. 18 Why do Firms Franchise?  [Potential 
Guest Speaker TBA] Choice Hotels A Note on Franchising (packet);  

Mar. 25 Cooperative Dynamics Wintel (A) HBS note 9-793-133, especially pp. 10-
14 (packet) 

Apr. 1 The Role of Relationships Crown Dyer p. 87-109 (packet) 

Apr. 8 Course Conclusion and Project Presentations 

 
 
 


