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ANEXO II 

 

 

 

 

Roteiro para entrevistas complementares. 

Análise das alianças estratégicas, fusões e aquisições de 

empresas que competem globalmente no setor de óleo e gás: 

O Caso FMC Technologies. 

1 – Apresentação das principais alianças, fusões e aquisições mapeadas na 

pesquisa documental e questionários: 
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2 – A maioria das pessoas que responderam o questionário classificou a 

estratégia da FMC como diferenciação por qualidade. Você concorda com esta 

afirmação? Na sua opinião por que os produtos da FMC apresentam qualidade 

superior ao dos concorrentes?  

 

3 – Na sua opinião o estabelecimento de alianças fusões e aquisições fazem 

parte da estratégia da FMC Technologies ou são ligações oportunistas sem 

visão de longo prazo? Quais as alianças fusões e aquisições realizadas pela 

empresa nos últimos 5 anos mais contribuíram para sustentar sua posição de 

liderança? Qual a sua percepção para as alianças, F&A com os parceiros 

abaixo: 

• Multi Phase Meters AS (MPM) 

• Direct Drive Systems, Inc. (DDS) 

• Control System International (CSI) 

• Schilling Robotics 

• Pure Energy 

• Edison Chouest Offshore, 

• Sulzer Pumps 

• Alianças com clientes, universidades, órgão governamentais, 

fornecedores, concorrentes, novos entrantes e complementares. 

 

4 – Quais competências a FMC Technologies busca nos parceiros para realizar 

alianças estratégicas? E fusões e aquisições? 
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5 - Como a FMC procura crescer sua participação de mercado no longo prazo?  

Existe alguma outra aliança que possa ser feita para isso? Como a FMC 

defende sua posição de liderança frente às ameaças dos concorrentes.  

6 – Na sua opinião as alianças estratégicas conseguem mitigar as ameaças e 

potencializar as oportunidades identificadas na indústria de óleo o gás? Cite 

exemplos. 

Ameaças Oportunidades 

Ameaça Real - Carência de mão de 
obra técnica especializada. 

Oportunidade Real - Aumento da 
demanda por combustíveis e 
derivados do petróleo. 

Ameaça Potencial - Pressão dos 
ambientalistas por novas fontes 
energéticas. 

Oportunidade Real - Realização de 
novas rodadas de licitação de blocos 
de bacias sedimentares. 

Ameaça Real - Falta de tecnologia 
para exploração de petróleo em 
alguns poços do pré-sal. 

 

Ameaça Real – Elevado grau de 
concentração e poder de barganha 
dos clientes. 

 

Ameaça Real – Baixo poder de 
barganha com fornecedores. 

 

 

7 – Existem indicadores para analisar o desempenho das alianças estratégicas, 

fusões e aquisições da empresa? Em caso positivo, cite exemplos. 
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ANEXO III 

 

Neste anexo são apresentadas as respostas aos questionários enviados para os 

executivos da FMC Technologies. 

 

1. Please select the area you are part of: 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    
Porcentagem de Porcentagem de Porcentagem de Porcentagem de 

respostasrespostasrespostasrespostas    

Board of Directors 13,3% 

Planning 26,7% 

Marketing 0,0% 

Commercial Area 0,0% 

Technical (Product/ Services) 26,7% 

Legal or Regulatory 0,0% 

Human Resources 0,0% 

Financial 0,0% 

 

2. In your business organization, what’s your position? 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    
Porcentagem de Porcentagem de Porcentagem de Porcentagem de 

respostasrespostasrespostasrespostas    

Director 13,3% 

Manager 66,7% 

Supervisor or Coordinator 13,3% 

Technician 6,7% 

 

3. Please inform how many years you have worked for the company: 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    
Porcentagem de Porcentagem de Porcentagem de Porcentagem de 

respostasrespostasrespostasrespostas    

Less than 1 year 0,0% 

Between 1 and 5 years 40,0% 

Between 5 and 10 years 33,3% 

Above 10 years 26,7% 

 

4. In your opinion, what is the market strategy adopted by FMC Technologies?  

Remark: More than one option can be chosen. 

No differentiation 0% 

Differentiation based on price  7% 

Differentiation based on bundling  20% 

Differentiation based on support  27% 

Differentiation based on design 33% 

Differentiation based on image  47% 

Differentiation based on quality  87% 
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5. In your opinion, how would you classify the FMC international strategy? 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    Porcentagem de respostasPorcentagem de respostasPorcentagem de respostasPorcentagem de respostas    

Don’t know 0% 

Global Multibusiness Firms 0% 

Multi domestic 0% 

Global 33% 

Transnational 67% 

 

6. Please, evaluate the following statements: “FMC seeks to establish alliances or 

mergers and acquisitions as a fundamental part of the company’s strategy". 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    Porcentagem de respostasPorcentagem de respostasPorcentagem de respostasPorcentagem de respostas    

Neither disagree nor agree 0% 

Disagree 0% 

Totally disagree 0% 

Not applicable 0% 

Totally Agree 33% 

Agree 67% 

 

7. What are the main factors that FMC takes into account when establishing a strategic 

alliance or merger and acquisition? Please choose the three (3) main factors. 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    
STRATEGIC STRATEGIC STRATEGIC STRATEGIC 
ALLIANCESALLIANCESALLIANCESALLIANCES    

MERGERS & MERGERS & MERGERS & MERGERS & 
AQUISITIONSAQUISITIONSAQUISITIONSAQUISITIONS    

Access to information provided by the new 
relationship 

9 5 

Access to financial capital provided by the new 
relationship 

4 1 

Access to social capital provided by the new 
relationship 

2 2 

Access to political capital provided by the new 
relationship 

0 2 

Economy of scale 4 4 

Knowledge sharing with new partners 6 7 

Financial Risk management 1 1 

Cost sharing 1 2 

Cost reduction when considering new market 
entrance 

0 6 

Uncertainties / risk management 2 1 

Complementary competence sharing 5 11 

Tighter commercial relationship 9 1 

Better positioning in the face of political and 
institutional changes 

1 1 

Not applicable 0 0 
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8. The strategic alliances that FMC takes part in are typically... 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    Porcentagem de respostasPorcentagem de respostasPorcentagem de respostasPorcentagem de respostas    

Don’t know 0% 

FMC does not take 
 part in alliances 

0% 

Multilateral  13% 

Both 20% 

Bilateral 67% 

 

9. In case your answer to Question #8 was “Multilateral” what are the main participants 

in these alliances? Choose the three (3) most important ones: 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    Porcentagem de respostasPorcentagem de respostasPorcentagem de respostasPorcentagem de respostas    

Substitutes 0,0% 

Competitors 0,0% 

New entrants 0,0% 

Governmental Bodies 33,3% 

Complementors 40,0% 

Suppliers 93,3% 

Customer 100,0% 

 

10. FMC establishes STRATEGIC ALLIANCES or takes part in strategic networks 

with….. 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    YesYesYesYes    NoNoNoNo    
Don’t Don’t Don’t Don’t 
knowknowknowknow    

Competitors 
0 0 0 

New entrants 0 0 0 

Substitutes 0 4 10 

Governmental Bodies 4 13 2 

Complementors 8 7 8 

Customers 15 2 5 

Suppliers 15 8 3 

 

11. FMC establishes MERGERS & AQUISITIONS with….. 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    YesYesYesYes    NoNoNoNo    
Don’t Don’t Don’t Don’t 
knowknowknowknow    

Customers 0 11 4 

Suppliers 12 3 0 

Substitutes 4 8 3 

Competitors 3 9 3 

New entrants 1 9 5 

Complementors 11 0 4 

Governmental Bodies 0 11 4 
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12. Please provide examples of companies / organizations with which FMC takes part in 

STRATEGIC ALLIANCES for each applicable sector. 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    Porcentagem de respostasPorcentagem de respostasPorcentagem de respostasPorcentagem de respostas    

Customers 80,0% 

Suppliers 80,0% 

Substitutes 20,0% 

Competitors 20,0% 

New entrants 20,0% 

Complementors 60,0% 

Governmental Bodies 20,0% 

 

13. Please provide examples of companies / organizations with which FMC takes part in 

MERGERS & AQUISITIONS for each applicable sector. 

Opções de Opções de Opções de Opções de respostarespostarespostaresposta    Porcentagem de respostasPorcentagem de respostasPorcentagem de respostasPorcentagem de respostas    

Customers 11,1% 

Suppliers 66,7% 

Substitutes 22,2% 

Competitors 11,1% 

New entrants 11,1% 

Complementors 77,8% 

Governmental Bodies 11,1% 

 

14. Please, select the three (3) main kinds of alliances or mergers and acquisitions that 

FMC considers most important in the case of each partner category 

 

 

15. Please, select the most appropriate answer related to FMC: 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    
Totally Totally Totally Totally 
disagreedisagreedisagreedisagree    

DisagreeDisagreeDisagreeDisagree    

Neither Neither Neither Neither 
disagree disagree disagree disagree 

nor nor nor nor 
agreeagreeagreeagree    

AgreeAgreeAgreeAgree    
Totally Totally Totally Totally 
AgreeAgreeAgreeAgree    

Not Not Not Not 
applicableapplicableapplicableapplicable    

FMC’s participation in 
strategic alliances / mergers 
& acquisition impacts its 
strategy and global 
performance. 

0 0 0 5 10 0 

Merge r/ Acquis itionMerge r/ Acquis itionMerge r/ Acquis itionMerge r/ Acquis ition

Cross Cross Cross Cross 

Sha reho lde r Sha reho lde r Sha reho lde r Sha reho lde r 

pa rtic ipa tionpa rtic ipa tionpa rtic ipa tionpa rtic ipa tion

Mino rity  Mino rity  Mino rity  Mino rity  

Sha reho lSha reho lSha reho lSha reho l

de r de r de r de r 

InvestmenInvestmenInvestmenInvestmen

tttt

Jo int Jo int Jo int Jo int 

R&DR&DR&DR&D

Deve loDeve loDeve loDeve lo

pment/  pment/  pment/  pment/  

Co -Co -Co -Co -

p roductip roductip roductip roducti

onononon

CommerCommerCommerCommer

c ia liza tic ia liza tic ia liza tic ia liza ti

on/Jo int  on/Jo int  on/Jo int  on/Jo int  

Ma rke tiMa rke tiMa rke tiMa rke ti

ng  ng  ng  ng  

e ffo rtse ffo rtse ffo rtse ffo rts

Pa tent Pa tent Pa tent Pa tent 

Licensing Licensing Licensing Licensing 

o r know-o r know-o r know-o r know-

howhowhowhow

T ransfer o f T ransfer o f T ransfer o f T ransfer o f 

techno logytechno logytechno logytechno logy

Raw Raw Raw Raw 

ma te ria l ma te ria l ma te ria l ma te ria l 

supp ly supp ly supp ly supp ly 

dea l/  dea l/  dea l/  dea l/  

ContractContractContractContract

Se rvice  Se rvice  Se rvice  Se rvice  

supp ly supp ly supp ly supp ly 

dea l/  dea l/  dea l/  dea l/  

ContractContractContractContract

Pub l ic itPub l ic itPub l ic itPub l ic it

y  and  y  and  y  and  y  and  

adve rtisadve rtisadve rtisadve rtis

ing  ing  ing  ing  

dea l/  dea l/  dea l/  dea l/  

ContractContractContractContract

No t No t No t No t 

App licaApp licaApp licaApp lica

b leb leb leb le

0 0 0 5 5 0 0 2 1 3 0 1

8 0 0 2 4 1 1 1 5 4 0 1

2 0 1 2 0 0 0 0 1 0 0 2

0 0 0 0 0 0 0 0 2 0 0 2

0 0 1 0 0 0 1 2 0 0 0 3

4 0 0 1 1 3 0 1 0 0 0 0

0 0 0 1 0 0 1 0 0 1 0 1

Customers

Substitutes

New Entrants

Opções de  respos taOpções de  respos taOpções de  respos taOpções de  respos ta

Government

Suppliers

Competitors

Complementors
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FMC’s participation in 
strategic alliances/ mergers 
& acquisition may represent 
better real or potential 
business opportunities for 
FMC. 

0 0 0 8 7 0 

FMC’s participation in 
strategic alliances / mergers 
& acquisition may represent 
greater real or potential 
threats for FMC. 

0 3 4 8 0 0 

FMC’s participation in 
strategic alliances / mergers 
& acquisition represents 
neither opportunities nor 
threats at industry level. 

4 8 1 1 0 1 

The large number of existing 
relationships between 
members of FMC’s value 
network is a strong barrier to 
entry of new entrants in the 
market. 

0 1 4 10 0 0 

 

16. Please, evaluate the following statements: "Strategic alliances / mergers and 

aquisitions are changing the intensity (to greater or lesser degree) of competition in the 

energy industry." (Check the box that best reflects your view on this statement) 

OpOpOpOpções de respostações de respostações de respostações de resposta    
Totally Totally Totally Totally 
AgreeAgreeAgreeAgree    

AgreeAgreeAgreeAgree    

Neither Neither Neither Neither 
disagree disagree disagree disagree 

nor nor nor nor 
agreeagreeagreeagree    

DisagreeDisagreeDisagreeDisagree    
Totally Totally Totally Totally 
disagreedisagreedisagreedisagree    

Not Not Not Not 
applicableapplicableapplicableapplicable    

STRATEGIC ALLIANCES 3 8 3 1 0 0 

MERGERS & AQUISITIONS 4 9 2 0 0 0 

 

17. If you agree or fully agree with the statement of the previous question, explain in 

what sense you see these changes. 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    
Porcentagem Porcentagem Porcentagem Porcentagem 
de respostasde respostasde respostasde respostas    

STRATEGIC ALLIANCES 75,0% 

MERGERS & AQUISITIONS 100,0% 

 

18. Considering the statement above, please, select the most appropriate answer related 

to FMC: 

Opções de Opções de Opções de Opções de respostarespostarespostaresposta    
Totally Totally Totally Totally 
disagreedisagreedisagreedisagree    

DisagreeDisagreeDisagreeDisagree    

Neither Neither Neither Neither 
disagree disagree disagree disagree 

nor nor nor nor 
agreeagreeagreeagree    

AgreeAgreeAgreeAgree    
Totally Totally Totally Totally 
AgreeAgreeAgreeAgree    

As part of its strategy, FMC establishes 
strategic alliances with its key 
competitors in order to mitigate 
competition growth. 

5 9 1 0 0 
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As part of its strategy, FMC establishes 
mergers & acquisition   with its key 
competitors in order to mitigate 
competition growth. 

4 11 0 0 0 

FMC seeks to identify key customers 
with whom it can have interests to 
establish long-term relationships. 

0 0 0 4 11 

FMC seeks to establish and strengthen 
long-term relationships with key 
suppliers. 

0 0 2 9 4 

As part of its strategy, FMC establishes 
global alliances to increase its 
competitiveness in the global context. 

0 0 1 9 5 

As part of its strategy, FMC establishes 
global mergers & acquisition to increase 
its competitiveness in the global context. 

0 0 1 3 11 

 

19. Considering the definitions above, the density (proportion of global connections) of 

FMC’s network can be classified as: 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    
High High High High 

DensityDensityDensityDensity    
Low Low Low Low 

DensityDensityDensityDensity    
Not Not Not Not 

AplicableAplicableAplicableAplicable    

Customer 13 2 0 

Suppliers 12 4 0 

Substitutes 0 11 4 

Competitors 0 5 10 

New entrants 0 9 6 

Complementors 8 5 2 

Governmental Bodies 2 9 4 

 

20. Considering the definitions above, the scope (breadth/coverage of the strategic 

alliance / mergers & acquisition) of FMC’s network can be classified as: 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    WideWideWideWide    RestrictRestrictRestrictRestrict    
Not Not Not Not 

AplicableAplicableAplicableAplicable    

Customer 14 1 0 

Suppliers 13 2 0 

Substitutes 0 2 13 

Competitors 0 2 13 

New entrants 0 3 12 

Complementors 2 12 1 

Governmental Bodies 2 9 4 
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21. Considering the definitions above, the Centrality (relative position of the focal firm 

in relation to other network players) of FMC’s network can be classified as: 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    CentralCentralCentralCentral    IntermediateIntermediateIntermediateIntermediate    PeripheralPeripheralPeripheralPeripheral    
Don’t Don’t Don’t Don’t 
knowknowknowknow    

Customer 9 4 2 0 

Suppliers 8 4 3 0 

Substitutes 0 2 6 7 

Competitors 0 0 9 6 

New entrants 0 0 6 9 

Complementors 1 8 4 2 

Governmental Bodies 1 2 9 3 

 

22. Considering the statements below, please, select the most appropriate answer related 

to FMC in your point of view: 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    
Porcentagem de Porcentagem de Porcentagem de Porcentagem de 

respostasrespostasrespostasrespostas    

FMC seeks to establish relationships or mergers & acquisition in 
order to occupy a central position  in the value net of the Global 
Energy Market 

87,5% 

FMC seeks to establish relationships or mergers & acquisition in 
order to occupy a central position  in the value net of the Latin 
America Energy Market 

12,5% 

FMC seeks to establish relationships or mergers & acquisition in 
order to occupy a central position in the value net of each country 
where it operates. 

0,0% 

 

23. Considering FMC’s strategic alliances / mergers and acquisitions, please, select the 

most appropriate answer in your point of view:  “FMC seeks to establish alliances / 

mergers and  

Acquisitions with…." 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    
Totally Totally Totally Totally 
disagreedisagreedisagreedisagree    

DisagreeDisagreeDisagreeDisagree    

Neither Neither Neither Neither 
disagree disagree disagree disagree 

nor nor nor nor 
agreeagreeagreeagree    

AgreeAgreeAgreeAgree    
Totally Totally Totally Totally 
AgreeAgreeAgreeAgree    

Not Not Not Not 
applicableapplicableapplicableapplicable    

“(…) Key customers” 0 0 0 8 7 0 

“(…) Key Suppliers” 0 0 1 8 6 0 

“(…) Competitors” 4 11 0 0 0 0 

“(…) Complementors” 0 2 3 8 2 0 

“(…) Substitutes” 1 5 9 0 0 0 

“(…) New entrants” 1 2 7 3 0 2 

“(…) Governmental 
Bodies” 

0 2 3 8 2 0 
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24. What kind of key resources FMC seeks from its partners by way of STRATEGIC 

ALLIANCES networks? (Check only the main key resources for each partner category). 

Opções de Opções de Opções de Opções de 
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In
fo
rm

a
ti
o
n
  

In
fo
rm

a
ti
o
n
  

In
fo
rm

a
ti
o
n
  

In
fo
rm

a
ti
o
n
  

c
a
p
it
a
l

c
a
p
it
a
l

c
a
p
it
a
l

c
a
p
it
a
l     

F
in
a
n
c
ia
l 

F
in
a
n
c
ia
l 

F
in
a
n
c
ia
l 

F
in
a
n
c
ia
l 

re
s
o
u
rc
e
s

re
s
o
u
rc
e
s

re
s
o
u
rc
e
s

re
s
o
u
rc
e
s
    

S
o
c
ia
l 
c
a
p
it
a
l

S
o
c
ia
l 
c
a
p
it
a
l

S
o
c
ia
l 
c
a
p
it
a
l

S
o
c
ia
l 
c
a
p
it
a
l     

P
o
lit
ic
a
l 

P
o
lit
ic
a
l 

P
o
lit
ic
a
l 

P
o
lit
ic
a
l 

c
a
p
it
a
l

c
a
p
it
a
l

c
a
p
it
a
l

c
a
p
it
a
l     

T
e
c
h
n
o
lo
g
ic
a
l 

T
e
c
h
n
o
lo
g
ic
a
l 

T
e
c
h
n
o
lo
g
ic
a
l 

T
e
c
h
n
o
lo
g
ic
a
l 

re
s
o
u
rc
e
s

re
s
o
u
rc
e
s

re
s
o
u
rc
e
s

re
s
o
u
rc
e
s
    

H
u
m
a
m
 

H
u
m
a
m
 

H
u
m
a
m
 

H
u
m
a
m
 

re
s
o
u
rc
e
s

re
s
o
u
rc
e
s

re
s
o
u
rc
e
s

re
s
o
u
rc
e
s
    

In
o
v
a
ti
o
n
 

In
o
v
a
ti
o
n
 

In
o
v
a
ti
o
n
 

In
o
v
a
ti
o
n
 

c
a
p
a
b
ili
ty

c
a
p
a
b
ili
ty

c
a
p
a
b
ili
ty

c
a
p
a
b
ili
ty
    

N
o
t 

N
o
t 

N
o
t 

N
o
t 

A
p
p
lic
a
b
le

A
p
p
lic
a
b
le

A
p
p
lic
a
b
le

A
p
p
lic
a
b
le
    

Customers 2 8 0 0 2 0 3 0 

Suppliers 1 0 0 0 9 2 2 1 

Substitutes 1 1 0 0 1 1 2 9 

Competitors 0 0 0 0 2 0 2 11 

Complementors 2 0 0 0 4 3 2 4 

New entrants 1 0 0 0 1 1 1 11 

Governmental 
Departments 

1 1 0 1 1 0 1 10 

 

25. What kind of key resources FMC seeks from its partners by way of MERGERS & 

AQUISITIONS? (Check only the main key resources for each partner category). 
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Customers 0 0 2 0 0 0 3 10 

Suppliers 3 2 0 0 4 0 4 2 

Substitutes 0 2 0 0 3 0 2 8 

Competitors 0 0 0 0 0 0 1 14 

Complementors 2 0 0 0 3 1 7 2 

New entrants 0 0 0 0 0 0 1 14 

Governmental 
Departments 

0 0 3 3 0 0 0 9 

 

26. How would you evaluate each partner in relation to its contribution to FMC in terms 

of key resources? 

Opções de Opções de Opções de Opções de respostarespostarespostaresposta    
Rich in Rich in Rich in Rich in 
Key Key Key Key 

ResourcesResourcesResourcesResources    

Poor in Poor in Poor in Poor in 
Key Key Key Key 

ResourcesResourcesResourcesResources    

Not Not Not Not 
applicableapplicableapplicableapplicable    

Customer 14 1 0 

Suppliers 11 3 1 

Substitutes 0 2 13 

Competitors 0 0 14 

New entrants 0 2 13 

Complementors 4 7 4 

Governmental Bodies 2 2 11 
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27. How would you evaluate resource complementarity in the case of FMC’s global 

partners? 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    
High High High High 

ComplementarityComplementarityComplementarityComplementarity    
Low Low Low Low 

ComplementarityComplementarityComplementarityComplementarity    
Not Not Not Not 

applicableapplicableapplicableapplicable    

Customer 14 1 0 

Suppliers 13 2 0 

Substitutes 2 2 11 

Competitors 1 1 14 

New entrants 0 2 13 

Complementors 11 3 1 

Governmental Bodies 3 5 7 

 

28. Classify the volume of key resources provided by each strategic partner with whom 

FMC establishes strategic alliances. 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    AbundantAbundantAbundantAbundant    SatisfactorySatisfactorySatisfactorySatisfactory    InsufficientInsufficientInsufficientInsufficient    
Not Not Not Not 

applicableapplicableapplicableapplicable    

Customer 3 12 0 0 

Suppliers 4 8 3 0 

Substitutes 0 4 1 10 

Competitors 0 1 0 14 

New entrants 0 2 2 11 

Complementors 1 8 4 2 

Governmental Bodies 0 2 9 4 

 

29. Classify the key resources’ access level for each strategic partner with whom FMC 

establishes strategic alliances. 

Opções de Opções de Opções de Opções de respostarespostarespostaresposta    EasyEasyEasyEasy    DifficultDifficultDifficultDifficult    
Not Not Not Not 

applicableapplicableapplicableapplicable    

Customer 8 7 0 

Suppliers 6 9 0 

Substitutes 0 4 11 

Competitors 0 1 14 

New entrants 2 2 11 

Complementors 2 11 2 

Governmental Bodies 1 11 3 
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30. How would you evaluate each type of FMC’s partner regarding its operations: 

Global, Regional, or Local? (In case a variation of geographical scope exists for 

partners, please mark the option that indicates major representativeness for those 

partners). 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    GlobalGlobalGlobalGlobal    RegionalRegionalRegionalRegional    LocalLocalLocalLocal    
Not Not Not Not 

applicableapplicableapplicableapplicable    

Customer 15 0 0 0 

Suppliers 12 3 0 0 

Substitutes 1 1 0 13 

Competitors 7 0 0 8 

New entrants 1 0 1 13 

Complementors 7 2 2 4 

Governmental Bodies 0 2 8 5 

 

31. Evaluate, in general terms, the strength of connections (commitment level and / or 

contractual formalization) between FMC and its partners in key strategic alliances 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    StrongStrongStrongStrong    MediumMediumMediumMedium    WeakWeakWeakWeak    
Not Not Not Not 

ApplicableApplicableApplicableApplicable    

Customer 15 0 0 0 

Suppliers 10 4 0 1 

Substitutes 0 0 3 12 

Competitors 0 0 4 11 

New entrants 0 0 1 14 

Complementors 1 5 5 4 

Governmental Bodies 0 4 7 4 

 

32. As to the nature of strategic alliances established by FMC with its partners, please 

mention if they are opportunistic (win-loose) or collaborative (win-win). 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    OpportunisticOpportunisticOpportunisticOpportunistic    CollaborativeCollaborativeCollaborativeCollaborative    
Not Not Not Not 

ApplicableApplicableApplicableApplicable    

Customer 0 15 0 

Suppliers 2 13 0 

Substitutes 7 0 8 

Competitors 4 0 11 

New entrants 7 0 8 

Complementors 5 9 1 

Governmental Bodies 1 7 7 
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33. Classify the main strategic alliances established by FMC with each partner in terms 

of being explorative or exploitative. Remark: More than one option per line can be 

chosen. 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    ExplorativeExplorativeExplorativeExplorative    ExploitativeExploitativeExploitativeExploitative    
Not Not Not Not 

ApplicableApplicableApplicableApplicable    

Customer 12 5 2 

Suppliers 13 7 2 

Substitutes 3 0 9 

Competitors 2 0 12 

New entrants 2 0 12 

Complementors 4 8 4 

Governmental Bodies 2 4 8 

 

34. Evaluate the geopraphical scope of the alliances established by FMC with each 

partner in terms of being global, regional or local. 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    GlobalGlobalGlobalGlobal    RegionalRegionalRegionalRegional    LocalLocalLocalLocal    
Not Not Not Not 

applicableapplicableapplicableapplicable    

Customer 15 0 0 0 

Suppliers 9 6 0 0 

Substitutes 2 0 0 13 

Competitors 2 0 0 13 

New entrants 2 0 0 13 

Complementors 10 4 0 1 

Governmental Bodies 0 3 5 7 

 

35. Does FMC have performance indicators to evaluate to what extent strategic 

alliances / mergers and acquisitions contribute to the company’s global performance? 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    YesYesYesYes    NoNoNoNo    Don’t knowDon’t knowDon’t knowDon’t know    

STRATEGIC ALLIANCES 5 2 8 

MERGERS & AQUISITIONS 6 0 9 

 

36. In your opinion, are these indicators adequate and sufficient? 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    YesYesYesYes    NoNoNoNo    Don’t knowDon’t knowDon’t knowDon’t know    

STRATEGIC ALLIANCES 4 2 9 

MERGERS & AQUISITIONS 4 2 9 

 

37. In case of negative answer, please explain 

Nenhum comentário.  
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38. What are the performance indicators used by FMC to measure how strategic 

alliances / mergers and acquisitions contribute to the company’s global performance? 
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D
o
n
’t
 h
a
v
e
 p
re

D
o
n
’t
 h
a
v
e
 p
re

D
o
n
’t
 h
a
v
e
 p
re

D
o
n
’t
 h
a
v
e
 p
re
-- --

e
s
ta
b
lis
h
e
d
 i
n
d
ic
a
to
rs

e
s
ta
b
lis
h
e
d
 i
n
d
ic
a
to
rs

e
s
ta
b
lis
h
e
d
 i
n
d
ic
a
to
rs

e
s
ta
b
lis
h
e
d
 i
n
d
ic
a
to
rs
    

In
fo
rm

a
ti
o
n
a
l 
c
a
p
it
a
l

In
fo
rm

a
ti
o
n
a
l 
c
a
p
it
a
l

In
fo
rm

a
ti
o
n
a
l 
c
a
p
it
a
l

In
fo
rm

a
ti
o
n
a
l 
c
a
p
it
a
l     

S
o
c
ia
l 
c
a
p
it
a
l

S
o
c
ia
l 
c
a
p
it
a
l

S
o
c
ia
l 
c
a
p
it
a
l

S
o
c
ia
l 
c
a
p
it
a
l     

In
n
o
v
a
ti
o
n

In
n
o
v
a
ti
o
n

In
n
o
v
a
ti
o
n

In
n
o
v
a
ti
o
n
    

C
u
s
to
m
e
r 
s
a
ti
s
fa
c
ti
o
n

C
u
s
to
m
e
r 
s
a
ti
s
fa
c
ti
o
n

C
u
s
to
m
e
r 
s
a
ti
s
fa
c
ti
o
n

C
u
s
to
m
e
r 
s
a
ti
s
fa
c
ti
o
n
    

O
p
e
ra
ti
o
n
a
l

O
p
e
ra
ti
o
n
a
l

O
p
e
ra
ti
o
n
a
l

O
p
e
ra
ti
o
n
a
l     

F
in
a
n
c
ia
l

F
in
a
n
c
ia
l

F
in
a
n
c
ia
l

F
in
a
n
c
ia
l     

STRATEGIC ALLIANCES 3 0 0 3 3 3 5 

MERGERS & AQUISITIONS 5 3 0 0 0 5 8 

 

39. Does FMC have governance mechanisms for its strategic alliances (contracts, deals, 

committees, etc) to establish certain standards when dealing with partners? 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    YesYesYesYes    NoNoNoNo    Don’t knowDon’t knowDon’t knowDon’t know    

STRATEGIC ALLIANCES 9 2 4 

MERGERS & AQUISITIONS 8 2 5 

 

40. In your opinion, are these mechanisms adequate and sufficient? 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    YesYesYesYes    NoNoNoNo    Don’t knowDon’t knowDon’t knowDon’t know    

STRATEGIC ALLIANCES 8 2 5 

MERGERS & AQUISITIONS 5 2 8 

 

41. In case of a negative answer, please explain. 

Nenhum comentário.  

 

 

 

 

 

 

 

 

DBD
PUC-Rio - Certificação Digital Nº 1212840/CA



129 
 

 

42. When establishing alliances / mergers and acquisitions, what are the means used to 

ensure alignment between FMC and its partner? 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    
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STRATEGIC ALLIANCES 2 5 2 2 1 1 3 

MERGERS & AQUISITIONS 2 4 2 3 0 1 3 

 

43. How does the company guarantee the strategic alignment between its strategic 

alliance / mergers and acquisitions and its global business? 

Opções de respostaOpções de respostaOpções de respostaOpções de resposta    
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STRATEGIC ALLIANCES 3 3 0 0 2 

MERGERS & AQUISITIONS 4 1 0 0 3 

 

44. The following space is reserved for additional comments, if necessary: 

Nenhum comentário.  
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