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METHODOLOGY

A consortia incorporation methodology has been designed

by Alium Consulting especially for this project, and is

composed by:

➢ The Consultant 

Handbook

➢ The Working 

Templates



METHODOLOGY CONTENTS

PHASE 1

Table 1 Identification of interested companies

Table 2 Expectations analysis

Table 3 Doubts solving

Table 4 Previous hypotheses on geographical markets

Table 5 Previous hypotheses on business focus

Table 6 Search for new companies

PHASE 2

Table 7 Basic principles acceptance

Table 8 Identification of synergies by function

Table 9 Identification of synergies by commercial strategies

Table 10 Identification of synergies by size

Table 11 Identification of synergies: management style, sector and 
type of business/activity

Table 12 Advantages and disadvantages of the collaboration type

Table 13 Information search

Table 14 International Marketing Plan draft

Table 15 Generic business approach

Table 16 Internal analysis

Table 17 External analysis

Table 18 SWOT analysis

Table 19 Market comparison and shortlisting

Table 20 Customer typology selection

Table 21 Distribution channel selection

Table 22 Range of products/services selection

Table 23 Product pricing by 2010 ICC INCOTERM

PHASE 3

Table 24 Clarification of the game rules

Table 25 Business Plan index

Table 26 Investments

Table 27 Budget financing

Table 28 Expenses

Table 29 Expected sales

Table 30 Expected profit

Table 31 Advantages and disadvantages of each legal form

Table 32 Chapters of the bylaws

Table 33 Manager selection criteria



To conform each consortium and work with the methodology, three one-day (8 hours) 

face-to-face meetings were planned.

CONSORTIA INCORPORATION MEETINGS

Phase 1 target: Forming a group of companies which

identify the general lines of a common project for joint

supply of their products and services.

Phase 2 target: Advancing with the cohesion of the team

to close the main lines of the Action Plan and to outline

the Business Plan in relation to the financing of the group

and its legal form.

Phase 3 target: Establishing a consortium or group of

companies to jointly address a particular niche market in

the geographical area to be determined.



COVID-19 PANDEMIC EFFECT

THE PANDEMIC MADE THE FACE-TO-FACE MEETINGS IMPOSSIBLE…

… SO WE HAD TO ADAPT THE METHODOLOGY:

➢ Three rounds of video-meetings has been held in each of the consortia.

➢ A Virtual Congress, using 3-D virtual reality technology, has been held

at the beginning of March 2021.

And what we have learned from the pandemic:

➢ In the near future, we must combine virtual and face-to-face events.

Virtual events have less costs in time and money (travel and

accommodation). This hybrid system is very well accepted by

companies.

➢ Our market orientation must be focused on nearby markets.

➢ Our supply chain must be closer.

➢ We must focus on digital marketing instead of trade fairs a

commercial missions.



➢ During the consortia incorporation process, a

lawyer’s firm (AUREN) has contributed a report on

suitable legal forms to be adopted depending on

the country in which each consortium is based.

➢ Also, the lawyer’s firm has support the companies

and the consortia contributing the text of a Letter

of Intent and a Memorandum of Understanding to

be signed by them. 31 Letters of Intent have been

signed.

LEGAL ADVICE



If the COVID-19 pandemic allows it, at least two face-to-face events will be held on October

2021, which can be used to hold the necessary face-to-face meetings of the six consortia: the

World Maritime Week in Bilbao (Spain) and Pro&Mer in Lorient (France).

AND NOW…

We can take the advantage to:

• Meet personally the staff members of the

participant companies.

• Specify the joint actions of the Business

Plan to be done in a short term.

• Advance to stronger collaboration forms.

And all with the support of Foro Marítimo Vasco and the rest of the
partners which wanted to be involved.



THANK YOU FOR YOUR TIME
juanmiguelsans@alium.com​

Tel. +34 609 121 851​

​Gran Vía, 58 – 4º izda.

48011-Bilbao

www.alium.com​

Juan Miguel Sans
CEO


