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Abstract - In order to ensure the success of a technology
transfer partnership for-profit or non-profit, it is necessary to
understand which relational capabilities (RC) to explore. This
article analyses which factors can assist in the coordination's
development dimension of RC, in cooperation with the
development of non-profit and profit-oriented technologies,
highlighting their similarities and differences. The method used
was multi-case qualitative research, studying two groups
(group N and group P), each with 5 entities. The main
differences highlighted is the increase of social credibility for
the group N and the knowledge dissemination of the partners
and the processes improvement for the group P. Within this
research, it was possible to deepen the model [1], regarding the
inclusion of factors that can help the development of RC
Management dimensions. Understanding capabilities
development in each alliance is the implication of the study.

Keywords: Relational Capabilities; Technology Transfer,
Model;  Supply  Chain  Management;  Non-profit
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1. Introduction

The performance of a partnership is often explained in
terms of the extent to which the partners follow an
'integration imperative', to consider that they are part of the
same group and act in the name of a common goal, rather
than carry out inter-organizational differences and
heterogeneous interests [2].

However, as described [3], because of the hesitant and
changeable nature of alliances, for them to be successful, it
is necessary to access and use external resources, including
social. It is essential to know how to develop and use what
authors like [4] named Relational Capabilities (RC).

For [5], this capability, also defined as the ability to
manage alliances, encompasses a range of organizational
structures, processes, and mechanisms, improving the
company's ability to get involved and benefit from
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partners. To [4], the ability to manage alliances contributes
to the success of technology transfer is presented. The
authors conceptualise these capabilities as alliance
management skills or as a set of organizational routines that
allow an organisation to manage exchange processes with
external partners.

According to [1], we can divide RC into five
dimensions, namely: coordination, cultural, knowledge,
technological, and co-adaptation. Specifically, in this
research, we will focus on the coordination dimension,
which comprises the following components: 'Formalised
actions', 'Integration and synergy', and 'Coordination
benefits. We relate this dimension to the ability to make
resources efficient, profitable, and productive. It identifies
interdependencies, avoids duplication of actions, and
produces synergies, using the alliance as an action strategy.

Thus, the aim of this research is to analyse which factors
can assist in the coordination's development dimension of
RC, in cooperation with the development of non-profit and
profit-oriented technologies, highlighting their similarities
and differences.

One of the theoretical contributions of this study is to
enhance the knowledge about the concepts and types of
existing alliances once we intend to make a comparison
between non-profit and profit alliances. As most alliance
studies treat non-prof alliances as something similar to
profit partnerships, this research is necessary to extrapolate
this knowledge and enlarge this theoretical view.

Studies in RC generate a better understanding of its five
dimensions and how they can influence the success of
partnerships, depending on how they are structured and
ordered. Typically, studies relating to the term's alliances
and RC focus on the outcome of the alliance, not on its
process, in which capacities (or dimensions) were needed,
developed, and neglected. Thus, it is still difficult to
analyse key elements within the dimensions of RC that
handle the success or failure of cooperation.

The use that participating in organisations and their
peers can make with the knowledge gained in the findings
is also a contribution to this research. Better explaining, we
can comprehend how RC contributes to the success and/or
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failure of those partnerships or similar ones and at
distinction realities.

2. Literature Review
In this section, we address the theme of alliances and their
importance for organisations. Next, we discuss its
relational capabilities, which are skills created by
organisations to better relate to other organisations,
especially in partnerships.

2.1 Supply Chain Management

The principal idea of the supply chain has been described
as "something that consists of elements that are linked to
each of their two immediate neighbors and which jointly
provide a strong but flexible connection" [6]. Essentially,
supply chain refers to a grid or linkage that a company
builds with its suppliers for producing and distributing a
specific product or service [7]. The complex and global
structure of business change the traditional view of a
"chain", because a linear and simple manner is no longer a
reality given [8].

Supply Chain Management (SCM) is an important
aspect of management because coordinates and controls the
activities or firm from the downstream to upstream. The
foremost goal of SCM is to manage and integrate the
control, flow and sourcing of material for this purpose [9].
Supply chain management (SCM) and operational
capabilities are crucial to a company's competitive prowess
[7].

Thus, the trend in modern supply chain networks is to
seek partnerships that improve efficiency. For example, in
recent years, but particularly in the last decade, the terms
"supply chain cooperation" and "supply chain
coordination" have been used increasingly [8].

In the partnership, organizations are involved in joint
programs [9]. In a supply chain network, companies have
individual (private) goals and objectives that they can
achieve by themselves [8].

The relationship of the organization with the
stakeholders will suffer if the behavior of the partners will
be based on opportunity [9]. Indeed, in current supply chain
networks, organizations are considering cooperation and
the coordination of their business processes more
strategically, as well as searching for more refined and
closer relationships with other supply chain network
participants [8].

Because of measures of joint performance, dependency
and trust, organizations are turned towards long-term
relationships. New opportunities are also the approach of
supply chain collaboration along with long-term
orientation [9].

However, all companies are linked by the integrated
nature of the supply chain business in which they
participate and thus they operate in the same environment.
However, conflicts may arise in this environment.
Therefore, companies need to synchronize their activities
in order to avoid harmful interactions. This process is
called coordination. In other words, coordination within a
supply chain is a strategic response to the problems caused
by inter-organizational dependencies within the chain.
Coordination occurs between two or more firms, where
tight control requires a coordination mechanism that
synchronizes two or more specific functions [8].

2.2 Alliances or partnerships

We create alliances or partnerships between organizations
to improve the resources base. They can provide benefits
like access to information and market, organizational
learning, and provision of capabilities necessary to
compete in dynamic markets [10]. Into an alliance are
knowledge and technological exchanges, which create
value and competitive advantage [11].

The development of alliances with partners at different
levels, whether public or private, national or international
organizations, allows companies to gain new knowledge
and innovate [12]. For [5], alliances are a beneficial way
for the company, because of the possibilities they open for
the exchange of knowledge, assimilation, and new skills
learning, besides access to resources that they would not
have without partner support [13].

The partnerships can be for-profit and non-profit
technology transfers. For-profit alliances occur because of
the need to improve a certain process or improve the
companies' innovation performance [13]. It can occur with
organizations of different sizes, focuses, embedded
technology, and types of innovation [14].

For [15], with innovating and meeting new social and
environmental goals companies face challenges, which are
usually overcome by establishing alliances with other
organizations, allowing mutual access, and integrating the
resources and capacities.

The non-profit alliances should solve complex social
problems that no single sector has the knowledge and
resources to deal with adequately or efficiently, besides
generating mutual value for both parts of this partnership
[16]. It usually occurs between a Non-Governmental
Organization (NGO) and another type of organization,
such as a public or a private one. This kind of partnership
is called a social alliance and also involves the sharing of
resources, knowledge, technology, and capability [17].

The ability to identify opportunities and relationships
with relevant resources and know-how is one of the key
factors of alliance success [10]. Independently of the type
of partnership (for-profit and non-profit technology
transfer), they should be correctly got better results, more
exchange of resources, and partnership extension. To do
that, it is necessary Relational Capabilities which are
addressed in the next section.

2.3 Relational Capability

Because of the divergence of internal processes or even
because of the different degrees of technology use in each
organisation, it is necessary, as described by [5], to
establish interactive mechanisms that assistance mitigate
opportunism risks and improve collaborative performance.
Such mechanisms are the Relational Capacities, or as
defined by [15], the management capacities of these
relationships. [18] defined relational capabilities as an
organisation's ability to manage relationships. We also
called these Relational Capabilities as skills, mechanisms,
dynamic capabilities, social capital, and absorptive
capabilities.

Relational capabilities can continuously better an
alliance through the management, integration, and learning
of relationships. The aim is the competitiveness of
alliances. RC can either detect, capture, and reconfigure
resources, thus acting as a higher-level capability [19].
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The major advantage of RC is the use of the company's
critical resources, the production increase, the advance in
markets, and the better performance of the company [20].
Relational capabilities also involve the ability to choose
correctly the partner [21] and to develop technical and
interpersonal skills for the efficient management of the
partnership process [22].

Finally, organisations that develop relational capabilities
have a competitive advantage over competitors who
renounce this ability [23]. RC is still important because the
skills developed in cooperation ensure the success and
effectiveness of an alliance.

The relational capabilities allow to expand of the
company's resource base beyond its borders [24] and
improve the integration process between partners,
eliminating duplication of resources and effectively using
them [25].

According to [4], these 'organizational routines', here
called relational capabilities, allow an organization to

Integration and synergy

Benefits of coordination

Formalized actions

Changes and solutions

COORDINATION

manage exchange processes with external partners. For
[15], this will facilitate not only the success of new
alliances but also the maintenance of existing ones.

A few authors proposed a model to study Relational
Capabilities [1], [26], [27], [28], [29], [30]. An analysis of
each one of them, [1] which is shown in Figure 1, is the
most recent and brings together the knowledge of the
others, forming a more robust and complete model to be
used. Also, this model comprehends the construct of
Relational Capability as something interconnected and
interrelated. Because of that, it is the model used in this
study. For [1] there are five dimensions of RC
(coordination, cultural, knowledge, technological, and co-
adaptation). For alliances to succeed, they need to be well
implemented, analysed, and constantly reviewed. But in
this research, only one was studied: the coordination one.
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Figure 1. Relational Capability's Model

In [1] model, the coordination dimension is formed by
the realization dimension [27], Alliance Portfolio
Coordination and Relational Governance Capability [29],
and alliance portfolio coordination and inter-organizational
coordination [30]. The "coordination dimension relates to
the ability to manage the partnership's resources, making
them efficient, profitable, and productive. This dimension
identifies interdependencies to avoid efforts duplication
and produces synergies between the individual alliance.
When the organizations belong to a group, there is a
reduction of conflict, and the alliance becomes a strategy
of action [1].

Three components: formalized actions, integration and
synergy, and benefits of coordination [1] form the
coordination dimension. The formalized actions observed
the general coordination actions, to reduce costs, increased
value, and create initiatives among partners. Integration
and synergy are the ability to interface between partners
and to create synergies in all alliances. Thus, it is possible
to identify interdependence between alliances. Benefits of
coordination intend the discussions about the most
beneficial networks and the perception of gains and
benefits from the alliance [31].

Coordination routines aim at allocating resources,
assigning tasks, and synchronizing activities [30].
Companies need to develop specific processes, such as
integration capability, to transfer resources and skills [24].

The configuration and formalization of the supply
processes and responsibilities both influence supply
management capability [32].

Once the theoretical knowledge of this article (SCM,
Alliances and Relational Capability) has been briefly
explained, we move on to methodological procedures and
the description of steps for its realization.

3. Methodology

We have made this research using a qualitative approach,
based on a descriptive aim and on a technical procedure of
a multiple case analysis (Merriam, 2009; Stake, 2005; Yin,
2005; Creswell, 2010). There was also replication to
compare the data. Theoretical saturation was used (Flick,
2007) to determine the number of cases in the research.
Two groups of technology transfer partnerships were
studied: for-profit (Group P) and non-profit (Group N), five
corporations formed each group. There were cases P1 to P5
(for-profit from 1 to 5) and cases N1 to N5 (non-profit from
1to5).

For data collection, an in-depth interview was conducted
with employees with notorious knowledge about the
partnerships. A semi-structured questionnaire (validated by
specialists) has been used as a data collection instrument.
Following the interview's transcription, two types of
categorizations were formed: by the coordination
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dimension and by the explanatory factor, as explained
below:

Initially, the excerpts from the interviews were
categorised as part of the coordination dimension (from the
earlier categorisation). Followed, in which sixteen factors
that could assist in the development of RC dimensions were

listed (from the later categorisation). It is important to
highlight that, at this moment; we do not adhere to the
coordination dimension, but to the construct (Relational
Capabilities) as a whole. The sixteen factors are:

Table 1. Factors that could assist in the development of the dimensions of relational capacities.

Adaptation to partners

Public recognition of the partner

Control of shared knowledge

Relationship time

Differences in perception between partners

Results for all stakeholders

Dissemination of knowledge created

Results generated in the partnership

Focus on common goals

Search for common solutions

Increased social credibility

Strategic dependence on knowledge

Knowledge of partners

Strengthening partnerships

Process improvement

Transparency of actions

After categorizing the data from earlier and from later,
we have made a description of how the explanatory factors
were perceived in each of the ten cases. Then, in an
agglutinating board, the factors were identified as present
or absent in the ten cases studied. Finally, after a theory
analysis, the ultimate results were compared. As the
methodological procedures have been presented, we
present the analysis of the results below.

4. Discussion

This session presented the data description, starting with
cases P and following the N group. In order to facilitate
understanding of the text and to avoid confusion between
components and factors, the three components
('Formalised actions', 'Integration and synergy' and
'Coordination benefits') will be written in beld and the
sixteen critical factors (Table 2) will be underlined.

In case P1, deeper attention to the human component,
with an association between partners, technical routines,
previous experiences and communication, and trust was
necessary. This led to closer ties, synchrony of actions and
decision-making, a lasting relationship with stakeholders,
the search for long-term joint solutions, as well as to the
creation and knowledge and technology transfer. But five
factors were not perceived: 'Adaptation to partners',
'Control of shared knowledge', 'Differences in perception
between partners', 'Dissemination of knowledge created',
and 'Strategic dependence on knowledge'.

In case P2, they required communication, assertiveness,
an association between partners, closer ties, and previous
experiences. They also needed collaborative innovations,
technical routines and synchrony of actions, and decision
making. Here, we did not notice four factors: 'Differences
in perception between partners' 'Dissemination of the
knowledge created, 'Increased social credibility', and
'Strategic dependence on knowledge'.

In P3, there was a need for technical routines and the
creation of policies for partnerships, alignment of interests,
and closer ties, as well as the discovery of new alliance
opportunities. Partnerships also needed to be evaluated and
publicised; therefore, communication between partners
was essential. Other perceptions are the importance of
knowledge and technology creation and transfer, previous
experiences, synchronising actions and decision making,
and the dissemination of partnering benefits. We did not

identify three factors: 'Differences in perception between
partners', 'Increased social credibility', and 'Strategic
dependence on knowledge'.

Likewise, to develop the P4 RCs, it was necessary to
create partnerships' policies, knowledge, and technology
creation and transfer, as well as previous experiences.
Additionally, communication, trust, closer ties,
identification of the benefits of partnering, and flexibility
proved to fundamental. With these characteristics, it is
possible to guarantee the visibility of the organisation,
long-term relationships with stakeholders, and long-term
social results of the project. We did not identify three
factors: 'Control of shared knowledge', 'Dissemination of
created knowledge', and 'Strategic dependence on
knowledge'.

The last case of for-profit alliances, P5, did not present
5 factors: 'Control of shared knowledge', 'Differences in
perception between partners', 'Dissemination of knowledge
created', 'Increased social credibility', and 'Public
recognition of the partner'. For the other activities,
alignment of interests, communication, trust, and
identification of benefits in making partnerships was
necessary. The association between the partners, the
commitment to future results, and the creation and transfer
of knowledge and technology were fundamental. Finally,
the perception of further results from alliances, previous
experiences, the organisation's work dynamics, and
flexibility were also mandatory for the development of P5
RCs.

Making the same analysis with non-profit partnerships
(Group N), we have noticed that for the development of RC
in NI, communication, trust, lack of formalisation,
flexibility, and an association between partners were
essential. Other necessary actions were the development of
technical routines, the perception of long-term social
results of the project, and the organisation's credibility
identification. But they did not mention five factors:
'Control of shared knowledge', 'Dissemination of
knowledge created', 'Knowledge of partners', "Process
improvement', and 'Strategic dependence on knowledge'.

In N2, for the development of RC, an association
between partners, synchrony of actions and decision
making, the credibility of the organisation, and perception
of the social results of the project in the long term were
essential. In addition, to the requisition of technical
routines, voluntariness, flexibility, and the absence of
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formalization were mentioned. However, six factors were
not noticed: 'Control of shared knowledge', 'Differences in
perception between partners', 'Dissemination of knowledge
created', 'Knowledge of partners', 'Process improvement',
and 'Strategic dependence on knowledge'.

In N3, we did not notice only 1 factor: 'Differences in
perception between partners’. To develop the other
activities, the ability to articulate, commitment to future
results, synchrony of actions, and decision making were
necessary. There were also mandatory actions:
formalisation of the partnership, closer ties,
communication, and attention to problems. Finally, in this
organisation, incentives to coexist and to share situations,
accountability to partners, identification of the benefits of
making partnerships, and the perception of results from
alliances were required.

In N4, mandatory actions for the development of RC
were social credibility, communication, trust, flexibility,
and alignment of interests. Additionally, participative
management, closer ties, technical routines, transparency,
identification of benefits, and results in partnering have

been mentioned. However, six factors were not identified:
'Control of shared knowledge', 'Differences in perception
between partners', 'Dissemination of knowledge created',
'Knowledge of partners', 'Process improvement', and
'Strategic dependence on knowledge'.

The NS5 organisation, last analysed, had the following
unidentified activities: 'Increased social credibility', 'Public
recognition of the partner', 'Results for all stakeholders',
and 'Strategic dependence on knowledge'. For its RC to be
developed, attention to problems, communication,
synchronisation of actions and decision making, and
learning were necessary. In addition, the need for
participatory management, creation of technical routines,
formalisation of the partnership, and transparency about
actions have been reported. It was possible to carry out the
partnerships' maintenance and the activities monitoring.

Based on this description, it was possible to elaborate on
Table 2. In that, the factors in each of the analysed cases
are presented, Y represents the presence (Y = yes) and N
(N = no) the absence.

Table 2. Presence (Y) or absence (N) of the factors that could assist in the development of the dimensions of relational
capacities in each of the analysed cases

Factors

—
N
w
N

2(s)

9,1

4
|~

w»
—

Adaptation to partners

Control of shared knowledge

Differences in perception among partners

Dissemination of knowledge created

Focus on common goals

Increased social credibility

Knowledge of partners

Process improvement

Public recognition of the partner

Relationship time

Results for all stakeholders

Results generated in the partnership

Search for common solutions

Strategic dependence on knowledge

Strengthening partnerships
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Legend: Y = Yes or presence of the factor in the case; N = No or absence of the factor in the case; P1 to P5 = cases P1 to P5
(for profit from 1 to 5); N1 to N5 = cases N1 to N5 (non-profit from 1 to 5); Z (s) = sum of yes that the factor had in group P

and group N.

It is notable that the factors with less appearance in both
groups were: 'Difference in perception between the
partners', 'Strategic dependence on knowledge' (both
factors were present in only one case in each group),
'Control of shared knowledge' (present in only two cases of
each group) and 'Dissemination of knowledge created'
(present once in Group P and three times in Group N).

By doing formalized actions, the 'Difference in
perception between the partners' is reduced, because these
actions established the longings and prerogatives of each
partnership [38]. With the integration and the synergy
produced by the coordination dimension, there was no
'Control of shared knowledge' or 'Strategic dependence on
knowledge' [39]. The risk of opportunism also forces firms
to spend more transactional efforts on coordination and
monitoring. As a result, it allocated fewer resources to
knowledge sharing, acquisition, and integration.

In the end, the 'Dissemination of knowledge created' is
an uninteresting factor in the coordination dimension of
Group P and a little more cited into Group N. By the
characteristics of the partnerships (non-profit technology
development) the dissemination of knowledge is more
relevant, given the importance of generating the integration
and synergy between partners [18].

The data obtained in the research indicate that there is
not an excessive dependence on the knowledge obtained by
the partnership, nor that the cases analysed should restrict
the technological knowledge transfer that flows between
the partners, as opposed to mentioned by [40].

In addition, the factors that were necessary for both
groups indicated the need for partner's adaptation, public
recognition, and transparency of actions. Thus, by the
increase in the relationship period (relationship time), it
was possible to focus on common goals, strengthen
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partnerships, and bring results to all involved by seeking
common solutions.

The factors seen as necessary by both types of alliances
studied are the foundation for successful coordination. For
[5], the experience of making alliances is beneficial for
organizations' internal initiatives, as they allow the
exchange of knowledge, assimilation, and learning. But is
fundamental to the success of the alliances that there is an
adaptation between partnerships. Thus, the coordination of
actions and adaptation that occurs the required for both
partners to signal their commitment to the relationship and
desire to invest in the relationship for the long term, as
mentioned by [41].

Furthermore, the 'Adaptation to partnerships' also
guarantees more integration and synergy [42]. Another
point that increases integration and synergy is 'Public
recognition of the partner' and 'Transparency of actions',
since the partners can show the relevance of the alliance
and the actions that are being taken and thus increase the
bond between the partners, as cited [43].

According to [5], knowledge sharing between partners is
essential for innovation performance. Thus, often, the good
shared in technology transfers is knowledge. For [44],
integrating information from new knowledge or the
dissemination of created knowledge helps to improve the
alliance. However, as written by [45], the sharing with
external partners of rare and valuable knowledge (the
source of a company's sustainable competitive advantage)
is likely to diminish the rarity potential of the inventions
developed by companies. For this reason, the control factor
of shared knowledge, often neglected by the interviewees,
must be examined. Another interesting factor to be
discussed is strategic dependence, which has been
mentioned as less necessary for the interviewees of this
study. However, according to the same authors mentioned
above [44], handles the awareness of the partnership, its
risks, and opportunities.

As much as the alliance perpetuates itself, more it is the
advantages to the coordination dimension. The time
allowed knowing how the partners act and develop
formalized action into the development of the alliance, as
mentioned by [46]. The 'Relationship time' also get the
partners close to acting together with 'Focus on common
goals' [43], into the 'Seeking common solutions' [19] and
the 'results to all' involved, as mentioned by [46]. All these
factors show beneficial to the coordination dimension,
because they carry much more synergy to partnership,
strengthen it, as exposed by [47].

In addition, pursuing results for all involved parts is
essential, so that there is coordination, communication, and
trust, which have a positive impact on the success of the
alliance [5].

The 'Increase in social credibility' was a perceived factor
in the non-profit group. We perceive that to non-profit
technology transfer partnerships, this is a crucial factor to
the coordination dimension, since it will enhance the
integration and the synergy between partners, as cited by
[48].

For the cases of non-profit partnerships, it was essential
to have among the results the Increase of social credibility.
This way, they could further prove and publicize their
performance in society. The absence of financial benefits
as one aim of social alliances brings the Increase of social

credibility as one of the primary rewards for these
partnerships [16], [49], [50]. In addition, social alliances
are not always looking for such advanced technological
improvements and transformations since their objectives
are usually not the same as in the scenario of extreme
competition where for-profit alliances are made. For [51],
credibility is an essential factor for the effective transfer of
knowledge in a partnership.

However, 'Knowledge of Partners' and 'Process
Improvement' factors were most necessary for the for-
profit group. To profit technology transfer partnerships,
formalizations actions can contribute to better recognition
of the partners, as exposed by [52]. The 'Process
improvement' is an advantage obtained with the integration
and synergy of partners, according to [53].

For-profit  partnerships, because of to their
characteristics, sought to deeper understand their partners,
so they could work with the partners that best suited their
work. They also intended to use partnerships to improve
their internal processes in order to gain competitiveness.
These two factors are possibly necessary for for-profit
alliances since they need to find new solutions to their
internal demands, which are increasingly complex because
of the level of competitiveness in the current market [13],
[54].

5. Conclusion

This study aimed to analyse which factors can assist in the
coordination's development dimension of RC, in
cooperation with the development of non-profit and profit-
oriented technologies, highlighting their similarities and
differences. From the interviews carried out, it was
possible to identify whether the factors defined by the latter
were or were not present in the studied companies.

The four factors not perceived in any of the groups
(‘Control of shared knowledge', Difference in perception
between partners', 'Dissemination of knowledge created'
and 'Strategic dependence on knowledge') showed that in
various partnerships, knowledge is the technology
transferred. Thus, it is essential for the generation of
innovation. To not depend on the knowledge generated in
the partnership and to not excessively control it, may not
interfere in the way this alliance will be coordinated (the
focus of this study), but it can generate losses regarding the
risks and opportunities generated by the partnerships. In
addition, according to the studied authors, the control of
generated knowledge can be essential to maintain
competitive  advantage, especially in for-profit
partnerships.

The factors equally important in both studied groups
(Adaptation to partners, Focus on common objectives,
Public recognition of the partner, Relationship time,
Results for all stakeholders, Results generated in the
partnership, Search for common solutions, Strengthening
of partnerships, and Transparency of actions) demonstrated
that the more the relationship time between partners
increases, the more they adapt to achieve their goals and
seek common solutions. That we can strengthen the
partnership to generate better results for the involved parts,
always maintaining the transparency of actions and seeking
the partner's public recognition.
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Among the distinctions seen, the need to increase social
credibility is greater for social alliances, since its principal
aim is not related to obtaining financial gains directly, but
to positively affect its beneficiaries. In order to reach more
people, it is necessary to establish trust, arising from
credibility within the involved organisations. In addition,
credibility is essential to achieve alliances' desired goals.

Two factors, the Knowledge of partners and Processes
improvement proved to relevant for the non-profit
alliances, but not as much for the for-profit partnerships,
which was defined as a distinction. For alliances
envisioning profits, knowing the partners is essential to
understand what the organisation needs is that the
partnership will fulfil. Partnerships offer resources to
companies. The better the partners, the better the partner's
knowledge, and the better the use of such an alliance. In
addition, working together with competitors, suppliers,
and/or customers, with for-profit alliances, can benefit
existing processes in order to boost learning and
knowledge generation.

The theoretical implications of this study include the
deepening of [1], regarding the inclusion of factors that can
support the development of the RC dimensions. Within
each study, with new and different alliances, the
knowledge about the constructs and their performance in
different partnerships is increased. Thus, by collecting new
data, or even trying to transform or improve it, a further
step can be taken to explain the model. For the studied
alliances, the managerial implications are the perception of
which relational capacities are further developed in their
alliances and which still need to be improved in order to
guarantee the partnership's success and continuity.

Still, on the managerial implications, knowing the
relational capabilities of different relationships allows
them to be used by other organisations and partnerships so
that they can succeed in their relationships.

In future research, it is possible to replicate the analysis
of the coordination dimension with other alliances or to
further explore other dimensions in the analysed
partnerships. It is also possible to investigate the same
alliance considering all partner members and to question
their perceptions of the development of relational
capacities. Finally, among the limitations, the method used
(multiple case studies), stands out. Thus, it does not allow
for the generalization of results.
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