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Abstract

The Influence o Transactiond Charadeigtics and Rdaiond
Cammitment on the Chace of Fraght Forwarder's Negatiaion Straegy

M an-young Cho
Department d Shipping M anagement

Graduate School d Korea Maritime University

In the shipping business today, the business environment is so dynamic that
shipping firms need to manage long-term relationships with their customers such
as freight forwarders and shippers as relationship marketing emerges as an
important alternative to deal with customer satisfaction.

The purpose of this study is to analyze the influence of transactional
characteristics and relational commitment on the choice of freight forwarder's
negotiation strategy between freight forwarders and shipping companies. This study
aims to examine how transactional characteristics affect the relational commitment
between freight forwarders and shipping companies in the transactional relationship
of shipping service and how transactional characteristics affect freight forwarder's
choice of negotiation strategy characteristics on shipping companies according to
the relational disposition and opportunistic disposition representing degree of
relational commitment.

An empirical study was carried out not only to examine the factors influencing
relational commitment of the transactional characteristics between freight
forwarders and shipping companies but also to analyze the role of intervening

variables.



The data investigating the influence of transactional characteristics and relational
commitment on the choice of freight forwarder's negotiation strategy were collected
from 450 freight forwarding companies in Korea on the basis of five different
sections -

1) The transactional characteristics of shipping companies;

(1) Asset specificity (2) Competitive degree

2) Communication between shipping companies and freight forwarders

3) Freight forwarder;

(1) Sole selling rights (2) Strategic variability

4) Relational commitment ;

(1) Relativistic propensity (2) Opportunistic propensity

5) Characteristics of negotiation strategy

- by the use of questionnaire method and personal interviews.

Frequency analysis and Spearman's correlation coefficient were used to find out
the nature of the data. The factor analysis and AMS 40 of SEM (structural
equation modeling) were used to find out the cause-effect relationship among the
relevant variables in the research model.

The result of hypothesis to test were found as follows;

1. Transactional characteristics is found to have a positive effect to relational
commitment in causal relation between theoretical variables and reativistic
propensity. Opportunistic propensity of relational commitment is found to be
positively related in negotiation strategy. These results show that transactional
characteristics are to affect not only relational commitment but also negotiation
strategy according to the role of mediation of relational commitment.

2. Asset specificity and competitive degree of the transactional characteristic of
shipping companies are found to be neutral and strategic variability and sole selling
rights are found to be positively related.

3. Relativistic propensity of relational commitment is found to be not related to

keep opportunistic propensity under control effectively.



Consequently subordinate variables of transactional characteristics, relational
commitment and negotiation strategy are found to improve GFI(goodness- of-fit
index) value of research model explaining the relation between shipping companies
and freight forwarders based on GFI value. Also, GFI value considering relational
commitment affected by each subordinate variables is found to improve better than
the second model. And GFI Analysis considering the relational commitment and
characteristics between shipping companies and freight forwarders are found to be
best of all research models.

On the basis of the results, freight forwarders in weak position are judged to
shirk overbearing strategy by choice of aggressiveness or compromising strategy to
flee from disadvantage of transactions unbalance of power however they may be
relation under the control of transactions by opportunistic propensity from the other
party.

Therefore, solving the opportunistic transaction between freight forwarders and
shipping companies not only reduce dependence of freight forwarders to shipping
industry but increase share market the other way if freight forwarder dose
offsetting investment to customer in close connection with customer to reduce
dependence of shipping companies.

Consequently trustful relationship between shipping companies and freight
forwarder is an important matter to make up a long-range transaction relationship
by developing the cooperative arrangement of relativistic propensity on reliance and
satisfaction to achieve a common objective.

Compared with the previous studies on the relational commitment and negotiation
strategy up to present, there are some differences as follows;

First, this study was carried out while the importance of relational commitment
and negotiation strategy characteristics are emerging.

Second, exploratory research was carried out to find out the cause-effect
relationship in the marketing channel of shipping service included in the shipping

industry.
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220) Smallwaters, AM OS ver. 4.0, Chicago, lllinois: SPSS, 2000.
221) , , : , 1990, pp. 77-78.
222) Banwari Mittal, “Testing Consumers Behavior Theories: LISREL Is Not A

Panacea,” Advances in Consumer Research, Vol. 20, 1993, pp. 647-653.
223) ., LISREL: , : , 1995,

pp. 28-29.
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SEM )

SEM )

< 4-1>

224)

224) , “ ,77 ,
1 , 1993, pp. 32-49.
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, Bagozzi (1982)2%)

SEM 20
2%) SEM
221)
, 7 228)
SEM
SEM
< 4-13>

225) Richard P. Bagozzi, “Attitudes, Intentions, and Behavior: A Test of Some Key
Hypotheses,” Journal d Personality and Social Psychology, Vol. 39, October, 1982,

pp. 607-627.
226) ,  LISREL , : , 1996, pp. 176-179; ,
, 1990, pp. 34-35.
227) , , pp. 73-74.
228) (RMR) ,
7
14.3% , SEM
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<

4-13>

X1 Al 2 3,4,5 6

X2 A7

X3 Bl 2, 3,4,5

X4 B4

X5 C2,3,4,5

X6 C2

X7 El, 2, 3,4,5,6,7,8 9, 10, 11, 12
X8 E9

X9 D1, 2, 4

X 10 D1

Y1 F1, 2, 3,4,7, 9, 10, 11, 12, 13, 14, 15
Y2 F10

Y3 Gl 2,3,4,5 6,7, 8,9, 10, 11, 12
Y4 G12

Y5 H1, 2, 3,4,5

Y6 H2

Y7 H7, 9, 10, 11

Y8 H11

Y9 H12, 13, 14, 15, 16

Y 10 H13

Y11 H17, 18, 19, 20, 21

Y 12 H19
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<

4-14>

< 4-14>
y 11 1.000* 0.409 o1 0.300 0.098
y 22 1.000* 0.229 02 0.180 0.222
y 13 1.000* 0.345 03 0.885 0.187
y 24 1.000* 0413 04 -2500 3.024
y 15 1.000* 0.107 05 0.879 0.198
B 31 1.000* 0.619 06 0.951 0.804
B 41 0.224 0.044 | 5.077 0.585 07 0.286 0.066
B 51 0454 0.034 |13.391 0.567 08 -0545 0.207
B 61 0.187 0.044 | 4.222 0.663 09 0516 0.116
B 32 1.000* 0.781 o 10 -1,015 4.066
B 42 0.244 0.048 | 5.103 0.803 el 1.359 0.225
B 52 0519 0.036 | 14.403 0.817 €2 1.658 0.259
B 62 0.168 0.040 | 4231 0.749 €3 0.332 0.107
A 11(x) | 1.000* 0.767 €4 1.420 0.262
A 21(x) 1592 0.345 | 4611 0.926 S} -0.074 0.015
A 32(x) | 1.000* 0.440 €6 0.337 0.053
A 42(x) 4524 3417 | 1324 1533 €7 1.186 0.184
A 53(x) | 1.000* 0.507 €8 0.110 0.164
A 63(x) 2.301 1.107 | 2.078 0.793 €9 0.616 0.097
A 74(x) | 1.000* 0.841 e 10 0.188 0.070
A 84(x) 1873 0.196 | 9570 1.135 e 11 0.956 0.149
A 95(x) | 1.000* 0.231 e 12 0.324 0.288
A 105(x)| 20.162 | 71.126 | 0.283 2.674 (1 1.794 0.356
A 11(y) | 1.000* 0.808 (2 3.158 0.528
A 21(y) 0412 0.090 | 4568 0.455 (3 0.039 0.022
A 32(y) | 1.000* 0.961 (4 0.005 0.009
A 42(y) 1.108 0.073 | 15.081 0.882 (5 0.018 0.020
A 53(y) | 1.000* 1.006 (6 0.000 0.008
A 63(y) 0.974 0.022 |44.360 0.974 ¢ 1 0.427 0.128
A 74(y) | 1.000* 0.490 & 2 0.213 0.182
A 84(y) 4303 0843 | 5.106 0.992 ¢ 3 0.304 0.167
A 95(y) | 1.000* 0.853 ¢ 4 0.693 0.158
A 105(y)| 1852 0.130 | 14.270 0.984 &5 0.029 0.105
A 116(y)| 1.000* 0.419
A 126(y)| 6.065 1436 | 4.223 0.979
* 1
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( )
: (+) (y 11=0409, y 22=0.229,
y 13=0.345, y 24=0413, y 15=0.107)

: (+)

< 4- 15>
< 4-15>
(GFI) 0.635
(RMR) 1878
(AGFI) 0.545
(NFI) 0.584
(RFI) 0526
(PGFI) 0509
(PNFI) 0513
X 2 = 621177 , df= 203 (p= 0.000)
< 4- 15>

, (GFI, goodness- of - fit

index, ) 0635, (RMR, root mean square residual)
1.878
(GFI, goodness- of -fit index, )
R’ : . (
) 0 1
1 229)

229) J. W. Herting, “Replication in Multiple Indicator Models,” in H. M. Block, eds.,
Casual Models in the Social Science, Hawthrone, New York: Aldine, 1985, pp.
321-394.
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(AGFI, adjusted goodness- of- fit

index) , AGFI 0545
, (NFI: normed fit index)
’ O 1 ’
,230) 0584
, 231)
2. SEM
3 )
1 ) 1 5
, ¢ 12
¢ 45 < 4-4>

230) P. M. Bentler and D. G. Bonett, “Significance Test and Goodness-of-fit in the
Analysis of Covariance Structures,” Psychological Bulletin, Vol. 88, 1990, pp.

588- 606.
231) (RFI: relative fit index) 1

, . P. M. Bentler, “Multivariate Analysis
with Latent Variables: Casual Modeling,” Annual Review d Psychology, Vol. 31,

1980, pp. 419-456. (PGFI: parsimony GFI)
, . , SPSS —
, : , 1998, p. 221. (PNFI: parsimony NFI)
06 ,

. L. R. James, S. A. Muliak, and J. M. Brett, Casual Analysis: Assumptions,
M odels and Data, Beverly Hills, California: Sage Publications, 1982.
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¢ 21=-0.013 -) :
¢ 54=0.061 . <  4-16>

-84 -



< 4-16>

y 11 | 1.000* 0.402 51 0313 0.100
y 22 | 1.000* 0.240 5 2 0.147 0.239
y 13 | 1.000* 0.338 53 0.873 0.187
y 24 | 1.000* 0428 5 4 -2.200 2551
y 15 | 1.000* 0.201 55 0.890 0.200
B31 | 1.000* 0616 56 0.897 0.867
B4l | 0224 | 0044 | 5004 0583 57 0.254 0.061
B51 | 0454 | 0034 |13420] 0563 58 -0431 0.171
B61 | 0186 | 0044 | 4211 0659 59 0.455 0.105
B 32 | 1.000* 0.781 510 | -1977 3.005
B42 | 0244 | 0048 | 5120/ 0803 e 1 1.365 0.226
B52 | 0520 | 0036 |14462] 0817 £ 2 1.660 0.259
B62 | 0167 | 0040 | 4220| 0750 £ 3 0334 0.108
A 11(x) | 1.000* 0.753 € 4 1409 0.262
A 21(x) | 1649 | 0375 | 4399| 0940 €5 -0.074 0.015
A 32(x) | 1.000* 0461 €6 0.337 0.053
A 42(x) | 4150 | 2850 | 1456| 1479 €7 1.185 0.184
A 53(x) | 1.000* 0.496 € 8 0.111 0.164
A 63(x) | 2392 | 1213 | 1972 0806 €9 0615 0.097
A 74(x) | 1.000* 0.864 e 10 0.189 0.070
A 84(x) | 1761 | 0159 |11.062] 1.109 g 11 0.956 0.149
A 95(x) | 1.000* 0428 £ 12 0321 0.289
A 105(x)| 5957 | 5263 | 1132| 1482 71 1738 0.344
A 11(y) | 1.000* 0.807 72 3.009 0520
A 21(y) | 0410 | 0090 | 4537| 0452 73 0.039 0.022
A 32(y) | 1.000* 0961 74 0.005 0.009
A42(y) | 1115 | 0073 |15233] 0885 l5 0.018 0.020
A 53(y) | 1.000* 1.006 76 0.000 0.008
A 63(y) | 0974 | 0022 |44490 0974 £ 1 0410 0.127
A 74(y) | 1.000* 0491 £ 2 0.235 0.186
ABA(y)| 4207 | 0839 |5123] 0992 £ 3 0.290 0.168
A 95(y) | 1.000* 0.853 £ 4 0.747 0.161
A 105(y)| 1849 | 0129 |14326] 0984 £5 0.102 0.100
A 116(y)| 1.000* 0418
A 126(y)| 6.094 | 1447 | 4213| 0979
@21 | -0004 | 0021 |-0190 -0.013
@54 | 0017 | 0022 | 0753 0.061
* 1
4- 17> . GFI=0637 RMR=1893
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<  4-17>

(GFI) 0.637
(RMR) 1.893
(AGFI) 0.543
(NFI) 0.584
(RFI) 0522
(PGFI) 0.506
(PNFI) 0.508
X 2 = 620.137 , df= 201 (p= 0.000)

3. SEM
“ (visible hand)”232)
) “ (invisible
hand)” (social norms) (cultural factor)

«“ ” 233)

Heide and John(1992)234)

(vulnerability)

232) Alred D. Chandler, The Visible Hand: The M anagerial Revolution in American

B usiness, Boston: Havard Business University Press, 1977.
233) B. R. Baligar and Alfred M. Jaeger, “Multinational Corporations: Control Systems

and Delegation Issues,” Journal d International Business Studies, Vol. 15, Fall,
1984, pp. 25-40; Mark Casson, Enterprise and Competitiveness, Oxford: Claredon

Press, 1990, pp. 107- 108; Jan B. Heide and George John, op. cit., 1992, pp. 32-44.
234) Jan B. Heide and George John, |bid..

- 86 -



4-6>
el 82 & _

m-@!'\ F—m IR \DJJE"_E:S
a2l 131 Vg l-c6

8 - : 141 paz G4
54_{}{4 52 122 ¥l _E%: /@_E‘T
55-+{X5] N\ {58
53 fﬂig O C -

a7+ X7 24 5
e Lo 361 i U
ONTLXS 113 b B Ly
B10 X 10" ™ o ]2

< 4-6> )
4-18>
B 21=-0.738 )
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< 4-18>

y 11 | 1.000* 0333 51 0.440 0.104
y 22 | 1.000* 0.135 52 -0.337 0537
y 13 | 1.000* 0467 53 0.968 0.188
y 24 | 1.000* 0.348 5 4 4713 6513
y 15 | 1.000* 0.156 55 0.754 0.172
B2l | -1439 | 0106 |-13577] -0738 56 1.228 0447
B31 | 1.000* 0718 57 0.106 0.043
B4l | 0216 | 0058 | 3711 0.704 58 -0.058 0.079
B51 | 0438 | 0046 | 9540 0.656 59 0.500 0.107
B6l1 | 0200 | 0055 | 3611 0.764 510 | -5184 11432
B32 | 1000* 1.400 €1 0.130 0.004
B42 | 0218 | 0058 | 3748 1381 € 2 0.786 0.151
B52 | 0467 | 0042 | 11.138] 1367 € 3 1582 0.246
B62 | 0191 | 0052 | 3656 1426 € 4 2510 0.389
A 11(x) | 1.000* 0503 €5 -0.069 0.014
A 21(x) | 2591 | 0958 | 2705 1.125 €6 0331 0.052
A 32(x) | 1.000* 0.365 €7 1.188 0.185
A 42(x)| 6634 | 7078 | 0937 1.883 € 8 0.070 0.176
A 53(x) | 1.000* 0.620 €0 0619 0.098
A 63(x)| 1680 | 0484 | 3470 0.721 € 10 0.177 0.072
A 74(x) | 1.000* 0951 £ 11 0954 0.148
A 84(x) | 1399 | 0071 | 19624| 1015 £ 12 0378 0.281
A 95(x) | 1.000* 0.309 71 1303 0.298
A 105(x)| 11.388 | 19.919 | 0572 2.035 72 2508 0.407
A 11(y) | 1.000* 0971 73 0.030 0.021
A 21(y) | 0945 | 0080 | 11.886| 0843 74 0.006 0.009
A 32(y) | 1.000* 0916 Z5 0.023 0.020
A42(y) | 0283 | 0061 | 4674 0.456 76 -0.001 0.009
A 53(y) | 1.000* 1.008 £ 1 0.238 0.111
A 63(y) | 0968 | 0028 | 34711| 0960 £ 2 0.149 0.175
A 74(y) | 1.000* 0.383 £3 0471 0.163
A 84(y) | 4538 | 1210 | 3751 0992 £ 4 0992 0.174
A 95(y) | 1.000* 0.780 £5 0.053 0.097
A 105(y)| 1888 | 0173 | 10925| 0975
A 116(y)| 1.000* 0.366
A 126(y)| 5645 | 1555 | 3630 0.962
* 1
()
GFI=0.684 , RMR
1.360
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<  4-19>

(GFI) 0.684
(RMR) 1.360
(AGFI) 0.604
(NFI) 0.626
(RFI) 0572
(PGFI) 0.546
(PNFI) 0.548
X 2 = 557592 , df= 202 (p= 0.000)

SEM
) < 48
< 4-8>
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< 4-9>
B 21=-0.741 -) . 0]
21=-0.037, @ 54=0.012

, y 11=0301, y 22=0.133, y 13=0462, y 24=0.351,

y 15=0.253 +)
(+) B
31=0719, B 61=0.766, B 42=1378, B 52=1.364 +)
“) B 41=0.706, [ 51=0657, B 32=139%, P
62=1422 (+)
< 4-9>
g TR
Ci%tﬁl\"“;ﬁj | p31=0. 20 I 2D
4 21==0.03 —_— B32=1.396
P e D) ot =t
,_T =162 == )
@Ht m} f21==0.741 Fa 0.657
_—___- s, SR Eron i ~
s e 3 E_ﬁ;; __(:l '-?"_:Ei___/
— ST —o 0,766
Qg_;_f@ $54=0.102 :‘E%
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< 4-8> <  4-20>
< 4-20>
y 11 1.000* 0.301 o1 0479 0.106
y 22 1.000* 0.133 02 -0.645 0.784
y 13 1.000* 0462 03 0974 0.186
y 24 1.000* 0.351 04 -4937 6.834
y 15 1.000* 0.253 05 0.765 0.174
B 21 -1.439 0.107 |-13.448 -0.741 06 1.205 0463
B 31 1.000* 0.719 07 0.103 0.042
B 41 0.217 0.059 3.707 0.706 08 -0.053 0.077
B 51 0437 0.046 9.533 0.657 09 0425 0.094
B 61 0.200 0.056 3.604 0.766 6 10 -1.189 1501
B 32 1.000* 1.396 el 0.137 0.095
B 42 0.218 0.058 3.743 1.378 € 2 0.778 0.151
B 52 0468 0.042 | 11.105 1.364 €3 1580 0.247
B 62 0.192 0.053 3.648 1422 € 4 2508 0.389
A 11(x) | 1.000* 0537 ) - 0.069 0.014
A 21(x) | 3.133 1423 2.202 1.229 €6 0.331 0.052
A 32(x) | 1.000* 0.359 €7 1.187 0.185
A 42(x) | 6.868 7436 0.924 1915 €8 0.072 0.176
A 53(x) | 1.000* 0612 €9 0619 0.098
A 63(x) 1718 0511 | 3.362 0.727 e 10 0.177 0.072
A 74(x) | 1.000* 0.952 e 11 0954 0.148
A 84(x) 1.395 0.070 | 20.047 1.014 e 12 0.379 0.281
A 95(x) | 1.000* 0494 1 1.358 0.290
A 105(x)| 4547 2621 1735 1311 ¢ 2 2596 0404
A 11(y) | 1.000* 0.969 ¢ 3 0.031 0.021
A 21(y) | 0951 0.080 | 11927 0.845 ¢ 4 0.006 0.009
A 32(y) | 1.000* 0915 (5 0.022 0.020
A 42(y) | 0.286 0.061 | 4.686 0457 (6 -0.001 0.009
A 53(y) | 1.000* 1.008 ¢ 1 0.194 0.108
A 63(y) | 0.968 0.028 | 34574 0.960 ¢ 2 0.144 0.171
A 74(y) | 1.000* 0.382 ¢ 3 0458 0.164
A 84(y) | 4528 1.209 3.746 0.991 ¢ 4 0.996 0.174
A 95(y) | 1.000* 0.778 &5 0.137 0.093
A 105(y)| 1.889 0.173 | 10.889 0975
A 116(y)| 1.000* 0.366
A 126(y)| 5.640 1557 3.622 0.962
¢ 21 - 0.006 0.010 | -0.607 - 0.037
¢ 54c 0.038 0.039 0972 0.102
* 1
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GF1=0.687, RMR=1.344

<  4-21>
(GFI) 0.687
(RMR) 1.344
(AGFI) 0.604
(NFI) 0.628
(RFI) 0570
(PGFI) 0543
(PNFI) 0543

X 2 = 555327, df= 200 (p= 0.000)
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SEM

<

4- 22>

<  4-22>
< 1>
(+)
< 2>
(+)
< 3>
(+)
< 4>
(+)
< 5>
(+)
< 6>
< 61>
(+)
< 6-2>
(-)
< 6-3>
(-)
< 6-4>
(+)
< red
; 7-1>
(-)
< 7-2>
(+)
< 7-3>
(+)
< 7-4>
)
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SEM

(+) : Williamson (1985)235),
Heide and John(1990),236) Anderson and Weitz(1992)237)

(+) :

(1991)239)

235) Oliver Williamson, op. cit., 1985.

236) Jan B. Heide and George John, op. cit., 1990, pp. 24- 36.

237) Erin Anderson and Barton A. Weitz, op. cit.,, 1992, pp. 18- 34.
238) , , 1991.
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(+) . Dwyer and Oh(1987),2%9)
Anderson and Weitz(1989),20) Anderson and Narus(1990),2) Mohr and Nevin(199
0)22), Croshy, Evans and Cowles(1990),2%3) Anderson and W eitz(1992)244)

(+) , John (1984),245) Oh(1987),246)
(1991),247) (1991)248)

239) F. Robert Dwyer and Sejo Oh, op. cit., 1987, pp. 347-358.

240) Erin Anderson and Barton A. Weitz, op. cit., 1989, pp. 310-323.

241) James C. Anderson and James A. Narus, op. cit., 1990, pp. 42-58.

242) Hakki Mohr and John R. Nevin, op. cit., 1990, pp. 36-51.

243) L. A. Croshby, K. R. Evans and D. Cowles, op. cit., July 1990, pp. 68-81.

244) Erin Anderson and Barton A. Weitz, op. cit.,, 1992, pp. 18- 34.

245) George John, op. cit., 1984, pp. 278-289.

246) Sego Oh, “The Effects of Environmental Munificence and Variability on Bargaining
Behavior and Outcomes in an Asymmetrical Power Structure in a Simulated
Marketing Channel,” Ph.D. Dissertation, University of Cincinnati, 1987.

247) , , 1991.

248) . , , 1991.
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(+)
, Williamson (1983, 1985),29 Anderson and Weitz(1992)2%)

(+)

Kaufmann and Stern(1988),5Y) Frazier and Summers(1986),252)

Walton and Makersie(1996),253) Dant and Schul (1992)24)

249) Oliver Williamson, op. cit., 1983; Oliver Williamson, op. cit., 1985.

250) Erin Anderson and Barton A. Weitz, op. cit.,, 1992, pp. 18- 34.

251) Patric J. Kaufmann and Louis W. Stern, op. cit., 1988, pp. 534-552.

252) Gray L. Frazier and John Summers, op. cit., 1986, pp. 169- 176.

253) Richard E. Walton and Robert B. Mckersie, A Behavioral Theory d Labor
N egotiations: An Analysis d a Social Interaction System, New York: McGraw-Hill,

1965.
254) Rgiv V. Dant and P. L. Schul, “Conflict Resolution Processes in Contractual

Channels of Distribution,” Journal d Marketing, Vol. 56, January 1992, pp. 38-54.
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Dwyer and Walker(1981),25) Dant and Schul (1992)26)
, Pruitt and Lewis(1975),%57) Ganesan(1993)298)

Dant and Schul (1992)29)

255) F. Robert Dwyer and Orville C. Walker, “Bargaining in an Asymmetrical Power

Structure,” Journal d Marketing, Vol. 45, Winter 1981, pp. 104- 115.
256) Rajiv V. Dant and P. L. Schul, “Conflict Resolution Processes in Contractual

Channels of Distribution,” Journal d Marketing, Vol. 56, January 1992, pp. 38-54.
257) Dan G. Pruitt and S. A. Lewis, “Development of Integrative Solutions in Bilateral

Negotiations,” Journal d Personality and Social Psychology, Vol. 31, No. 4, 1975,

pp. 621-633.
258) Shankar Ganesan, op. cit., 1993, pp. 183- 203.
259) Rgjiv V. Dant and P. L. Schul, “Conflict Resolution Processes in Contractual

Channels of Distribution,” Journal d Marketing, Vol. 56, January 1992, pp. 38-54.
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, (offsetting

investment) , Heide and John(1988)260)

260) Jan B. Heide and George John, “The Role of Dependence Balancing in
Safeguarding Transaction- Specific Assets in Conventional Channels,” Journal d
M arketing, Vol. 52, January 1988, pp. 20-35.
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SEM

261)

262)

) SEM

263)

261) Peter Reigan and Arch Woodside, Buyer-Seller Interactions: Empirical Research
and Normative Issues, Chicago: American Marketing Association, 1981; Louis W.
Stern and Jay Brown, “Distribution Channels: A Social System Approach,” in
Distribution Channels: Behavioral Dimensions, Louis Stern eds., New York:
Houghton-Mifflin, 1969, pp. 6-20; Sukbaum Pahng, “A Theoretica Approach to the
Study of Channel Negotiation Process,” AMA Educator's Proceedings, T. Shimp et.

al., eds., Chicago: American Marketing Association, 1989, pp. 73-77.
262) F. Robert Dwyer, Paul H. Schurr, and Sgo Oh, op. cit., 1987, pp. 11-27.
263) B. R. Baligar and Alfred M. Jaeger, “Multinational Corporations: Control Systems

and Delegation Issues,” Journal d International Business Studies, Vol. 15, Fall,
1984, pp. 25-40; Mark Casson, Enterprise and Competitiveness, Oxford: Claredon
Press, 1990, pp. 107- 108; Jan B. Heide and George John, op. cit., 1992, pp. 32-44.
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, 1994,

, 1996.

, 1991

, 1991
, 1974,

, 1990.

, 1998.
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, 19 2 , 1991
, LISREL , : , 1996.
, LISREL: , : , 1995,
) , : , 1994,

, 1994,

1 , 1993, pp. 32-49.
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A. T. Kearney Marketing & Communications, Converging Technology and Value
Creation: The Changing Shape d the Transportation Industry, Chicago,
llinois: A. T. Kearney, 1997.

Achrol, Ravi S., and Louis W. Stern, “Environmental Determinants of
Decision-Making Uncertainty in Marketing channels,” Journal d
M arketing Research, Vol. 25, February 1988.

Alderson, W., Dynamic Marketing Behavior, Homewood, lllinois: Richard D. Irwin,
1965.

Aldrich, Howard, Organizations and Environments, Englewood Cliffs, New Jersey:
Prentice-Hall, 1979.

Anderson, Erin and Anne T. Coughlan, “International Market Entry and Expansion
via Independent or Integrated Channels of Distribution,” Journal d
M arketing, 1987.

Anderson, Erin and Barton A. Weitz, “A Model of Distributor Firm and
Manufacturer Firm Working Partnerships,” Journal d Marketing, Vol. 54,
January 1990.
Anderson, Erin and Barton A. Weitz, “Determinants of Continuity in Conventional
Industrial Channel Dyads,” M arketing Science, Vol. 8, Fall 1989.
Anderson, Erin and Barton A. Weitz, “Make- or-Buy Decisions: Vertical Integration
and Marketing Productivity,” Sloan M anagement Review, Vol. 27, Spring
1986.

Anderson, Erin and Barton A. Weitz, “The Use of Pledges to Build and Sustain
Commitment in Distribution Channels,” Journal d Marketing Research,
Vol. 29, February 1992.

Anderson, Erin, “The Salesperson as outside Agent or Employee: A Transaction

Cost Analysis,” Marketing Science, Vol. 4, No. 3, 1985.
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Anderson, James C. and James A. Narus, “A Model of Distributor Firm and
Manufacturer Firm working Partnerships,” Journal d Marketing, Vol. 54,
January 1990.

Anderson, James C. and James A. Narus, “A Modéd of the Distributor's perspective
of  Distributor-Manufacturer  Working  Relationships,” Journal o
M arketing, Vol. 48, Fall 1984.

Anderson, James C. and James A. Narus, “Toward a Better Understanding of
Distribution channel Working Relationships,” in Industrial Marketing: A
German-American Perspective, K. Backhaus and Wilson, eds., Berlin,
Germany: Springer-Verlag, 1986.

Bagozzi, Richard P. “Attitudes, Intentions, and Behavior: A Test of Some Key
Hypotheses,” Journal d Personality and Social Psychology, Vol. 39,
October, 1982.

Baligar, B. R. and Alfred M. Jaeger, “Multinational Corporations: Control Systems
and Delegation Issues,” Journal d International Business Studies, Vol. 15,
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