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More than half of CEO’s surveyed plan to enter into a joint venture over the next yearMore than half of CEO’s surveyed plan to enter into a joint venture over the next year

More than 1,500 JV deals completed annually in the past 10 yearsMore than 1,500 JV deals completed annually in the past 10 yearsMore than 1,500 JV deals completed annually in the past 10 years

10% percent of JV deals involve large JVs (with an initial value of more than US$25010% percent of JV deals involve large JVs (with an initial value of more than US$250
millionmillion
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– Negotiate documentation with a shared understanding of the JV’s structure,– Negotiate documentation with a shared understanding of the JV’s structure,
management and operations.management and operations.

– Do not be reluctant to anticipate and address possible areas of disagreement and– Do not be reluctant to anticipate and address possible areas of disagreement and
contingencies.contingencies.

– Institute performance monitoring metrics and mechanisms – avoid the build up of– Institute performance monitoring metrics and mechanisms – avoid the build up of
problems.problems.

– Institute appropriate conciliation and resolution mechanisms.– Institute appropriate conciliation and resolution mechanisms.

– Create clear policies and guidelines. Consider local legal issues in cross-border– Create clear policies and guidelines. Consider local legal issues in cross-border
situations.situations.

– Establish thoughtful legal strategies to manage various business outcomes AND– Establish thoughtful legal strategies to manage various business outcomes AND
thoughtful business strategies to handle various legal outcomes.thoughtful business strategies to handle various legal outcomes.
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• (1) Whether resolution through arbitration is the most efficient mechanism• (1) Whether resolution through arbitration is the most efficient mechanism
depends on nature of dispute and jurisdictions involved;depends on nature of dispute and jurisdictions involved;depends on nature of dispute and jurisdictions involved;

• (2) Mechanisms are needed for resolution before formal dispute resolution;• (2) Mechanisms are needed for resolution before formal dispute resolution;
otherwise it becomes difficult to resolve differences.otherwise it becomes difficult to resolve differences.

• (3) Inadequate consideration to the specific process to be followed may result in• (3) Inadequate consideration to the specific process to be followed may result in
more costly or inefficient dispute resolution than desired.more costly or inefficient dispute resolution than desired.
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