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Abstract

This thesis investigates manufactudestributor power relationship in the Chinese

Iron and Steel Industry. The main objectives of this study are to identify, describe
and inveigate the power relationships in Chinese Iron and Steel Industry; to
understand the concept of power from the perspective of distributors and their
relationship with Stat®©wned Enterprises and Prive®avned Enterprises in this
industry; and to explore ¢hpassibility of developing an exteed research power
relationship framework by investigating the power construct and potentially related
and relevant factors in the Chinese market that may impact predicted outcomes such
as positive conflict resolutiontatide and levels of conflict.

Two quantitative pilot studies were conducted, consisting of 14 surveys with semi
structured questions each, which were instrumental in the design of an extended
power relationship model by incorporating the factors such as the level of trust,
frequency of communication and level of guanxi that drive positive conflict
resolution attitude into the traditional power model that had not been combined in a
single framework beforéSubsequently, the main study was carried out comprising
148 questionnaires compdet by distributor firm manager3.heserepresent the
views of 74 respondents, who responded for b&tdteowned enterprises and
privateowned enterprises in the Chinese Iron and Steel IndUibeysample size is

74 respondents including 14 respondents thare also respondents for the pilot
studies.

This study generated four main findings. 1) a S@tened Enterprises tend to use
more nonrcoercive power than Privatewned Enterprises, and have a stronger
negative effect than Privat@wned Enterprises; 2) although Priv@®ned
Enterprises were ratddgher than Stat®wned Enterprises in the level of trust, and
have a stronger positive effect when explaining the observed relationship between
the level of trust and positive conflict resolution attitude, the difference is really
minimal; 3) PrivateOwned Enterprises were rated higher than Staimed
Enterprises in the frequency of communication, and have a stronger positive effect
than StateOwned Enterprises in the explanation of the relationship between
frequency of communication and positive catflresolution attitude. 4) Private
Owned Enterprises were rated higher than Siateed Enterprises in the level of
guanxi, and have stronger positive effect than Siateed Enterprises in the
explanation of the relationship between level of guanxi ansitipe conflict
resolution attitude.

These findings contribute to fill gaps in the literature with regard to power
relationships in distribution channels. This thesis extends the current boundary of
knowledge through the formulation of an extended fraorkwhat integrates conflict
resolution constructs into a typical/traditional power model. This extended
framework comprises new constructs such as level of trust, frequency of
communication and level of guanxi and hypothesises their impact on conflict
relution attitude and level of conflict in the Chinese distribution channel. New
knowledge is created by investigating differences regarding the use of power by
SOEs and POEs considered from the distributor perspective in the Chinese context.
Theoretical ad managerial implications are discussed in detail.
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CHAPTER 1. INTRODUCTION

1.1.Researchintroduction

This thesis focuses on then and Steel Industry China,which has, in
part,provided a critical foundation for economic growth and sucicesge country
over the last few decadeSubsequently, the sector continuebeéduelled by the
very growth it has forgedince the early 1980<hinahas experienced average
annual growth rate of around 10% and has been one of the Ifadtéssgrowing
economiegWang and You 2012This study examines the nature of the power
relationshipof some of the major players in the industtgmely, the large state
owned enterprises (SOESs); the smaller but competitive privatveted enterprises
(POEs) that manufacture iron and steel; and the myriad small distributors (hereafter
referred to as distributors) of iron and st@élesedistributas sell to the endisers
inclusive of businest-business (B2B) and businessconsumers (B2C). More
importantly, the emphasis @ conducting a comparative study to investigate the
power relationship of SOEs an@®Esover distributorgrom the distribti o r s 6
viewpoint whichis long establisheuh this highly competitiveenvironment

Chi nads pmwdesa siettay example of doubbgit growth for the
last few decadeS he catalyst forthiss he countryds a@abopti on o
policyo, followed later by its privatisation drive and boosted by its more recent
ascension tthe World Trade Organization at the beginning of the 21st centary
has allowedChina toexpandaggressivelyts production of iron and steel to méle¢
growing apetite of manufacturing industrig®r exampleautomotive vehicles,
consumer electronics and building materials. Even thoughdheand Steel Industry

grewalongsidethe rest of the Chinese economy during the first decade of reform in

17



the latter part othe 1970s, it was only in the 1990sitthe sectodeveloped
significantly as a result of the rapggmandor steel product§Sheng and Song
2013.

The upward growthif Chi nads st eel i-189Dscsltimated f r o m
inthecountntb ecomi ng t he worl dbés | gaccguatmgforpr od u ¢
45% of the world's produced st€6B3 million ton3, which representan increase of
9% from 201QTang 2010. Indeedjn addition tobeing thew o r lladgéss
developingnation its high rates of industrigtion and urbanisation have made
Chinathe largest consumers of st¢eang 201¢(Ma et al. 2012Hou and Zhang
2012. Conveniently, ®utof 10 of the largest steel producers in the world are
situated in ChingGough 201} There is no doubt thads a pillar of the Chinese
economy, théron and Steel Industityasbeena key dri ver of the coc
growth rate and rise in the global econofitha et al.2014). In 199Q the total
number of firms in the industry was 158%ingto 11,596in 2007 ,while the
average real output value per firm (at 1990 constant price) increased from US$17.2
million in 1990 to US$32.5 million in 2008his has led to a sidfictant increasen
intense competitiofSheng and Song 2013

Despite recent reports tfew o r | d 0 growing majoeeconomyslowing
due to the shiffrom large building projectsto afocusoronsumer s, Chi nao:
demand is expected to remain positive until at least PB&brmann 201Q It is
predicted that steel output in China will grow to approximately 1 billion metric tons
and 1.1 billion tons by 2025; current output stands at approximately 700 million tons
(Behrmann 201R This illustrates clearly the ongoing viability and importance of the
Chinesdron and Steel Industrat least for the next decade; therefore, research that

focuses on this industry can unearth valuable informatidmbg be beneficial to

18



business practitioners within the industry. Specifically, this thesis explores the power
relationships of SOEs and PO&serdistributors, and may provide valuable
information for any of these industry players with respect futurabess

transactions.

According to Tandg2010, the Chinese steel industry is highly fragmented
with more thari,000 steel producertherebymaking the domestic market
extremely competitive andy extensionvery difficult to control. Thusin such a
context understanding the nature of relationships between distributors with SOEs
and/or POEs would be usefahoreoverjf understood and managed well by firms
thesecan provide a viable competitive advantage. This is consistent with the main
focus of thisthesis It is argued that since China is still undergoing rapid
industrialsation and urbasation, thelron and Steel Industng likely to continue to
occupy a central and irreplaceable role in the development and structural adjustment
of theChinese economfChangfu 201p henceany research focus in this area
could prove valuable in providing managerial insigitd how to build and/or
maintain strategic positioning and competitive edge in the industry. In addition,
beyond the significance of the steel industry, the equal importamret be
overstateaiue to China being the most populous nation in the world aondgtsing
and rapidly growing consumer incomes.

Despite the st udte-husness domessc playarsibthesi nes s
Chinesdron and Steel Industyyt hopestqgor ovi de some i nsight in
marketing channels inclusive of both channel structndetiae behaviour of the
channel membershus, insight may be provided for ttransnational businesses that
may seek to conduct businegsh domestic firmsn China. This is particularly

relevant, given the diversity globalcultures; thereforepne wauld naturally expect
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that channel behaviours will vary in different countyi€ale and Mcintyre 1991
and may influence the nature of relationships a$ agbehavioural factors (e.gs.

power, trust, conflict).

1.2.Research Rationale

A key impetus and focus for this study from a theoretical perspective has
beenthe lack ofavailéble research from a developing nation perspective (such as
China), despite thexistence of a large body of work on distribution channel power
An extensive review of the extant literature on channel power revealed that most
studies, theoriesnodels and empirical findings on channel poae\Westernbased
or established in develogeountries. In support of theesi® s f o €2004, L e e
149) statedpointedlythatficurrent distribution channel reseaistalmost exclusively
limited to US channels. Littles knownabout the channel structures and other issues
in other countries, particularly Chiadt appears that the nature and sources of the
power possessed by a channel entity may affect the presence and level of conflict (as
well as other behavioural variables) within the chaBebwn and Frazier
1978Dwyer 1980Lusch 197@Hunt and Nevin 197%Valker Jr 1972¢u and
Pysarchik 2002_eonidou et al. 2008alt is arguablevhetherthese relationships
among power, conflict, and other channel constroatebeen refinednough and
can be applied to a different country and culture confexassess this issue, the
researcher conducted the research using datalarge manufacturers and
distributors in the Chinese steel indusirire results and findings of this reseaach
reportedfollowing the introduction to the conceptual and empirical genealogyeof

work.
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Since economic reform in 1978, the Chinesenomy has experienced
decades of rapid growth, backed by surging construction and infrastructure
investments; the production of crude steel has seen-foldiBicrease(World Steel
Association, 2012)Given its significance in production and trade, @enese steel
industry andnarkethave drawn enormous attention from international scholaues.
extant literature focuses on issues pertaining to the industry's development,
productivity, performance, efficiency and strategy; however, work on the power
relationships in the Chinese distribution channels is relatively(Zaang et al.
2002. Similarly, Frazier et al(1989, ®) advocated thatContinuing to study
domestic US channels almost exclusively will yield little, if any, insight into how
channel relationships operate in other countAesglitional empirical research on
channels in developing countries is needed, but such resealsb neededn
channels in underdeveloped countries, newly developed countries, and communist
countries (e.g.China) ..Therefore, this paper also attemfutextend previous
studies by investigating the power relationships between SOEs{statsl
enterprises) and distributors; and POEs (pricateed enterprises) and distributors
respectively in Chineseon and Steedlistribution channel

In China, thdron and Steel Industrdyas been dominated historically
SOEs.In 199Q SOEs accounted for 80% of the output; however, by 2B@6share
of output volume fell to 43.1%This is duen great part to market reforniSheng
and Song 201)2which have levelled the playing field.

This is further reinforced by statistics reported by Hou and zZ(20i2, 143
thatiln 2010, the private enterprises of
steel in total, constituting 40.2% of the total output of Chirree pig iron produced

by the private enterprises made up 45.0% of the total output of China and the iron

21

Cl



and steel produced by them (recycled materials) accounted for 52.1% of the total
out put of China, nearly half of steel ini
So Chinads SOEs no | onger hold a domi |
although their contributionisnotindoufthi s change reflected t
focus and recognition in the late 1990s as to the important role of POEs have to play
to the future growth of the Chinese econqgfRglston et al. 20Q6a majority of
whom (domestic POES) are family managed businggaegory et al. 2000The
China Iron and Steel Industry Associaticassifies 8 enterprises other than major
large and mediursized stateowned steel enterprises, as private enterprises (POES)
inclusive of private, private holding or townllgige-owned ones, foreign holding or
wholly foreign-owned onegHou and Zhang 20)2Nevertheless, when the term
POE/POEs is usdd this thesisthis author refers to domesticalbyvned private
enterprises, since only those owned by Chinese locals were targeted fonpibsep
of this study.
Dollar (2003 notes that for a very long time PO®&sre not affordedhe
same level of encouragement, rewards or access that SOEs traditionally received.
Non-SOEs were often forced to pay higher taxes, denied entrance to specific
industries, hadimited access to loans via state banks or market information, and
other resorces/inputgRalston &al. 200§. Interference from government and some
aspects of discriminatory environment still exists where smaller and private
enterprises are disadvantaged in areas related to business registration, taxation,
financing and even the right to engage in foreign t{@&#enaut et al. 2032vhich in
effect limits their ability to grow and be competitiddowever, China has taken
steps to tackle these issues and encourage private sector development commencing

with institution and state policy allowing POEs to play a greater role in the economy
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(Garnaut et al. 20)2Traditionally,Chi nads st ate bureaucracy
implement policy in its strategic and pillar industry sectors, and in so doing, assumed
responsibility for securing lonterm economic growth for the count{gergsager

and Korppoo 2013 the iron ad steel sector is one such pillar industry.

Despite the disadvantageous institutional environment in which POEs have
had to operateelative toSOEs, POEs appear to have the strongest role for
contribution to the countryd0s oBegmi nNg €ec
high levels of growth and productivity aedntributesnore than onghird of
Ch i nGdR Bloreover, this i€ontinuing oranupwardtrajectory(Dollar 2003.
Government reform has been a key contributor to the shifting in the playing field
between SOEs arfRIOEs since these reforms targetineé formerfor restructuring
and downsizing. Since the commencement of reforms in the 198&s wee
forced to become more efficient and faced intense competition from domgsticall
owned POEs anfibreign-ownedcontrolled enterprisegRalston et al. 2006
However, as argued by So(#011), since central government administers most
Chinese SOEghe extensions of privileges still exist and provide operational
advantages due to government subsidies, favourable financing, procurement and
regulationsNotably, SOEs thataditionally have been unprofitable, appear to
becoming more profitable; howayehis is attributable mor® monopoly positions
they hold than to improved efficiency within firngSong et al. 2011

Specifically, in thdron and Steel Industryhe observed shitbwardsan
increased proportional representation by POEs has taken place. In part, government
reforms transformed some SOEs into private firfwsthermore, théron and Steel
Industryhas attracted a vast amount of private and foreign capital, this expansion

and resource growth has inevitably changed the ownership structure in the Chinese
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steel industryfHou and Zhang 20)2lominated previously by state enterprises.
SOEs previously grew bigger and stronger due to financial advantages and the
possibility to extend the scope of business; through mergers and acquisitions; unfair
marke competiion resulting from favourable regulations; and access to government
procurement, capital and human resource advantages; all a result of affiliations or
connection to the central governmé@heng and Lei 20)5For example, with
respect to financing it is noted that state ownership of banks is far higher in China
than any other major economic powEarrell 2009, whereas POEs have limited
accesstocashr om Chi n a 0 $§Szamasszggeet dl. 201 Anotlkes
examplewould be the law in China thabliges the state tecure domestic goods,
projects, and servicg€8Vorld Trade Organization 20LMue to such advantages and
others, it iIs argued ASOEs have a natur al
provincial governments haveasvé ed i nt er est i.Whikethis succes
may seem, in parseem logicalit is ironic that POEs are twice as productive than
SOEs(Szamosszegi et al021, 57. Furthermore, Cheng and L&015 found that
the expansion of SOEs since 2003 has stifled innovation in private enterprises and
suggest that the Chise government pay careful attention to this detrimental effect
of the expansionof SOEB.ar t i cul arl y, sinceaifprivate ¢
contributors of innovation in Chin#.China wants to change its developmental
strategy from @Made in Chinaeconomy to aiilnnovated in Chinaeconomy, it
must encourage the innovation by all kinds of enterprises, especially by private
ent er ChangandLei 2015, 25

Theabove illustrates the dynamism of the Chinlese and Steel Industry
the role of SOEs andJEs, and the importance and contribatad this industry to

the Chinese economy ahdh € ¢ o u o theyw6rlsl stage as an economic
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power.Thus thisthesiscanmake a practical, as well as a theoreticahtribution to
the extant literature.
1.3Research Objectives and Questions

The overall aim of this thesis was to explore gbever relationshipbetween
manufacturers and distributors in tBhinese Iron an&teel hdustry More
specifically, three main object were outlined in this sectidiirst, toidentify,
describe and investigatiee power relationships of large stat@ned enterprises
(SOEs) and privatewned enterprises (POEs) over small distributors considered
from the di st rimtbelChimesedron apdSdatiyseyrsécondie
examinethe differences betweerO&s and POEs in this context; third develop an
extended powerelationship framework that would better explain the dynamics and
complexity of channel relationships in the Chinese Irah Steel Industry by
integratingtypicaltraditionalpowerconstrut¢s and other potential power
relationshipconstrucs that may impact the predicted outcomes such as positive
conflict resolution attitude (PCRA) and levels of conflict (LOCH)ese potential
power relationship constructs refer to lewktrust, frequencyf communicatiorand
level of guanxi These were accomplished based dmreephase research design.

The first phase of this research was to exanthe typical/tradional power
constructs in relation to the first objective of the thesie ésetion 3.4 for more
detail). The second phase of the research was designed based on knowledge and
information gained in the first phase and extended to more market and relational
oriented theoretical variables such as level of trust (L®d&uency of
communication (BCM) and level of Guanxi (LOG), in order to explore the
potential impact and relevance of these variables on outcomes such as positive

conflict resolution attitude (PCRAand level of conflict (LOCF)Finally, the third
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phase of this studyas developed to explore the nature and influence of various
relationships in the extended power relationship framework based on the work of
phase 1 and 2. Beyond testing a range of hypotheses to be presented later on, it
allowed the researcher the oppmity to examine differences that potentially exist
in power relationships between SOEs and POEs in the Chinese Iron and Steel
Industry.

A quantitative research method was employed to exathesethreeresearch
objectives in ordeto explain and gain bietrr understanding dhe cause®f changes
in social facts of a range of power related variables. This is done primarily through
objective measurement and quantitative analyses (Creswell, 2013). Sawvey
employed due to the scientific sampling and qoesiaire design to measure
characteristics of the population with statistical precision, more specifically,

di stributorsd viewpoints on their relati
on various characteristics in the Chinese Iron and Steel Industry.

Neuman(2009 emphasised that there is no single, absolutely correct
methodologyto social science research but rather the methodologies simply
represent different ways of looking at the wdrlaiays to observe, measure and
understand social reality. Similarigohen and Manion, (2007); Silverman, (2011)
argued that ththe nature ofhe research problem would dictatspecificcesearch
methodology to be used in the inquiBased on their viewpoints, the author takes a
quantitativeresearch approach and believes that it is essential and fits the purpose of
this study because it foced on quantifying social phenomena and analysed
numerical data, and the links among a smaller number of attributes across many

cases or research participantaddition,the main research questigmesented
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below and the nature of the questions alsoakthe appropriateness of using such a
quantitative approach throughout the thesis:

Questions 1) Based on distributorsodo per
relationship between manufactureros use
Chinese Iron and Steel Industry?

Questions 2) Is the effect of these relatiopsHdifferent foISOEs and POES?

For question one, the research seeks to explore the power relationships between
manufacturers and distributors as explained in more detail in chapter 2, see
hypothese H1 to H9. For question 2, the research seeks to discover the similarity or
di fference bet ween SOEs and POEs® and t h
distributors.

Notably,the author of this thesis takes a positivist vi©@hoosing a positivist
philosophy is in accordance with the study's goals of theory taktibigas
methoddogical implications (see section 3.2.3 for more deté@he focus of this
research is on measuring variables and testing hypotheseasetiakedto general
causal explanation$Sarantakos 20)2Different variables are measured, e.g., level
of conflict, level of trust, level of guanxi, frequency of communication etc.

Furthermore, a quantitative research approach also enables the aunth&eto
comparisons between groups and provides estimat@sdrsample that may be

related to the entire population with a degree of certé@tgswell 2013

1.4.Research Problems and Gaps
Power is often linked with the generation of conflict, satisfaction and
performance in distribution chann€lB-Ansary and Stern 197Gaski 1984Gaski

and Nevin 1983unt and Nevin 1974usch 197§. Most work on power in
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distribution channels aMyesternbased or studies nducted in developed countries
(Beier and Ster 1969EI-Ansary and Stern 1972tgar et al. 197&razier and
Summers 198#Hunt and Nevin 1974 Therefore, the applicability of research

finding and its application in developing countries are questig@adningham and
Wilson 1984. Similarly, most research or theories on conflict and management are
also Westm-based or drawn from Westeviewpoints to the detriment ofon
Westernperspeaves (Horowitz and Boardman 1994Henceto broaden this
perspectire, this study attempts tategrate the literature on power and conflict
resolution attitudén a differentcountry and channel context with different business
culture.'Guanxi' as a conflict resolution toolngroooduced in thistudy; therefore,

it explores not onlyvhat happens in the channel when firms' use their power, but
also how to resolve interfirm conflict when it arises. This is an area that has lacked

discussion in power relationship literature.

1.5.Potential Contributions

This study is one of the few pieces to study the steel industry from a
developing country's perspectias itis an area yet tbe explored intensively the
power relationship literatur®&y using a unique country and business culture
context, it studiesie power relationships with two different types of manufacturers
(SOEs and POESs) that-exist in the Chinese steel markethich is seldonseen in
other countriesin addition introducingcultural aspects may alé@ perceiveés
another wayf addingvalueto the current power relationship literature. Business
culture (or 'Guanxi‘}s broughtin, which increases the originality of this study by
investigating whether business culturgacs on positiveconflict resolution attitude

and the power relatiships Finally, apart from theoretical implications, this study
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may also have practical recommendations for marketers, business managers and
those who plan to do business in Chinaadditionto somecultural implications of

doing business in China.

1.6.Conclusion

This thesis hasevensubstantive chapter€hapter & Introduction; Chapter
20 Literature Review; Chapted3Research MethodologZhapter 4 Scale
Development foExtendedPower Relationship Framewor&@hapter 8 Results
Analysis Chapter 8 Discussion of Resultgnd Chapterd Conclusion Chapterl
explores the research rationale of the study, presents briefly the research problems
and gaps that exist in the extant literature, and disstissgotential contributions
to be derivedollowing the completiorof the thesis. Chapt@rcontains a critical
di scussion of the key ,dnddxmoretheowetical i n r el ai
conceptsincluding,the definition of powerthe sources of power; the relationship
between power and satisfactigpower and conflict generation; conflict generation
and satisfactiondistributors' countervailing power; positive conflict resolution
attitude driven by Chinese business culture (e.g., Guaandg)rust and
communication levels. Chapt8icovess thephilosophical perspectives and the
positioning of the researcher such as his ontological, epistemological choices and its
influence on method and data collection tool utilized; finally, issues of reliability and
validity were discussedhapter 4 outlines thscale development process and
refinement of suscales utilised in surveys for data collection as well as relevant
tests for validity and reliability of the scalghapter Srovides the range of results
drawn from data set using various statistical techniques such as exploratory factor

analysis, multiple regressions aAtlOVA analysis, and comparison of two
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regression lineslhereafter Chapter 6the discussion was present€thapte 7
revisits the key theoretical concepts algtusses the extent to which the aims and
objectives have been achieved, presents the theoretical and managerial implications

of the study, as well as the limitations and proposed directions for future researc
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CHAPTER 2. LITERATURE REVIEW

2.1. Introduction

This chapter contains a critical discussion of the key literadin@ut the
concept of powerBased on the literature reviewadsuessuch aghe definition of
power;the sources of power; the relationship between power and satisfaction; power
and conflict generation; conflict generation and satisfactismvell as thegositive
conflict resolutionattitudethat are drien byChinese business culture (e.g., Guanxi),

trust and communication are discussed in this chapter.

2.2.Definition of Power
Dahl (1957, 203 defined power as th@bility of one individual or group to

get another unit to do something that it would not otherhése done. Further,

Turner(2005,§suggests that power is fAthe capaci

society, to cause them to do things that they would not othehaisedone.

Similarly, Wang et al, (2015)efined power as the control or influence of one party

on the other partylsehaviour Their perspective on powerovidesa basic

understanding that one wants to gain control of another despite the other's
unwillingness to do so. However, this definition is too broad and vague in a sense
that it does not apply the notion of power to distribution chanBelksed on this

definition, El-Ansary and Stern (1972:47) viewed power as control over marketing
strategy and defined the t er mberadcongpa we r
the decision variables in the marketing strategy of another member at a different
levelinthec hannel of Thdiidsfinition impli¢s ipawvar asymmetry

between parties and the resulting unequal distribution of reWldnais1997). It is
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also clear in the above definition the relational dimension of p{fedtigrew and
McNulty 1995.EI-An s ar y a (1972 &tingion of@ever also relieavily
on Emersor{1962 and Simon(1953 in indicating what factors determine the
amount of power any given actor (channel member) may Acltbrding to Hunt,
Mentzer ad Daneq1987,EIFAn s ar y a (L9772 &tingion ofever iaa
generally accepted notion that power is the ability to influence decision variables of
another channel membgtl-Ansary and Stern 1972Similarly, Keltner, Gruenfeld,
and Andersorf2003def i ned power as apacityitondify i dual 6 s
ot hers6é6 states by providing or withhol di
This istypically how the concept of power hlasen useth thechanneliterature
also referred to as the Powagoproach theorgKeltner et al. 2008it focuses on the
power dynamics in an extensive range from very close relationships that have less
formalized roles€.g. betweefamily-friends) to more impeasal or even exchange
based relationships (busingssbusinessemployeremployeesjSimpson et al.
2015.

A number ofdefinitionsareprovidedfor theconstrucipower.Emerson
(1962 viewed power as a function of dependence. In a channel context, for example,
the power of a wholesaler over a dealer is related to the dependence of the dealer on
the wholesalerAccording to Emerso(il962,3), O The dependence of
Actor O is (1) directly proportional to P's motivational investment in goals mediated
by O; and (2) inversely proportional to the availability of those godbsdatside of
the OP r e | Emensom nséd "goals” to refer to gratifications consciously sought
as well as rewards unconsciously obtained through the relationship. The

"availability" of these goals refers to alternative avenues of goal achievement.
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Emeson noted that the costs incurred in conjunction with such alternatives should
be includedn any assessment of dependency.

Simon (1953 viewed power as a function of sources of power and suggested
that the magnitude of the power source mightemployedas an index of influence.

For example, in a channel context, a manufacturer who advertises directly to
consumers maintains an influenaesb or power sourgelative todealers who

distribute his brandA measure of the magnitude of advertising and the resulting
consumer preference usi ng Si monds conception, may
manufacturer's power over their dealétewever, Smonemphasisethe difficulties
associated with using power sources as a direct measure of power. For example, he
notes that channel members' power sources may not be used and that the sources of
power maybe increasethrough the use of power.

The traditonal view of the relationship between power and influence is
representative of general assumptions related to classic theories of social influence
(Deutsch and Gerard 19%®stinger 1954rench and Raven 195%ollectively,
these relate to the standard theory of power in social psychdoggrding to
Turner(2005, 3,t he st andar d istthk eapacity to mffuenge@thee r A
people, tlt it is conferred by the control of resources (positive and negative
outcomes, rewards and costs, information, etc.) that are desired, valued or needed by
others and which make them dependent upon the influencing agent for the
satisfaction of thie needsor reaching their goals, and that different types of
resources confer different types of powe]l
Similarly, emphasizing the link between power and influence is the definition
provided by Simpson et.gR015,393d ef i ne Apower as the abil

in a relationship (the influence agent) to exert influence on another person (the target
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of influence) so tat the influence agent obtains the specific outcomes he or she
wants in a given situation while being al
However, while these definitions appear to focus on individual relationships in terms
of relationship dgamics they are also applicable at the organizational level.
Influence strategies are normally conveyed by individuals or their organizations
through coordinated sets of influence tactics such as coercion, autocracy, reasoning
and manipulation; which enad to achievement of the higher level goals and
objectives of the holder of pow&simpson et al. 2035

Power is seen as a natural aspect of social relations which shapes the nature
of powerutilised, and depends largely on the culture of society; the beliefs and value
systems shared by a collective group of people that shapes both social and individual
identities.According to Turne(20(®), these identities create the foundations for and
mediates persuasion, authority and coercion, influences social relations and thus

affects how powels gained lost or used.

2.2.1. Sources of Power

As discussed in the previous section, pomeital in all social relations and
most certainly has an impact on channel relationsinpgeed, thenature and source
of that poweis likely to have divergent effects on the infem relationships that
exist inasupply chainAccording to Maloni and Bnton(2000), it is essential that
the both the holder of powé&mpower source, and the weaker channel meéber
power target acknowledge that such power actually eXigtsessarysteps must be
takento resolve any issues to ensure the supply chain is managed effectively, taking
i nto consi der at it suggesed that @ower esidéslinulen c e .

resources that a target seeks toesourcebased
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whateveritmaybegr power may actually Ilie in t
or punish the target by possessing the ability to best melilesneeded resource
(Brown et al. 198%5aski and Nevin 198ktgar et al. 1978

French and Ravef1959 classified the sources of power into five types,
including coercivetpe ability to mediate punishments), reward (the ability to
mediate rewards), legitimate (legitimate right to prescribe behaviour), referent (one's
identification with another) and expert power (special knowledge or expertness).
Based on Fr e 111039 idennfidatioR,aegearch@rs attempt to
dichotomisethese sources of pow&hkl/ithin this framework, two separate attempts
weremadeto dichotomisehe individual bases of power. Etgar, Cadotte and
Robinson(1978 dichotomisedhe individual bases of power into economic and
noneconomic sourceklunt and Nevi(1974) dichotomisedgower into two types:
coercive and nogoercive sources (see figuzd below).While the Hunt and
Nevind dichotomy has been used more oftgmmany(Lusch 197@razier and
Summers 1984usch and Browrl982EIl-Ansary and Stern 197 #han the Etgar et
al. (1978.

Hunt and Nevin (1974) indicate that coercive pove different from non
coercive power because it alone involves poteptiaishmentr thethreat of
punishmen{Liu et al.,2010; Yeung et gl2009. It exists when the target perceives
an agent or firm has the ability to punish the target for either doing something the
agent does not like or not doing something the agent desires, such ssmétlype
of breakdown in the relationship the other padippts norcomplaint behaviour,
ignores or pretends to ignore a problem in the relatior{8mpth 2011Simpson et
al. 2015. Various aspects of coercive power or forms of punishment include the

imposition of financial penalties, the withholding of crucial support or the threat to
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withdraw promises made at an earlier d@eodman and Dion 20p1Coercive
power is typically utilised when there is some type of breakdown in the relationship
such as the other party adopts fsmmplaint behaviour, ignores or pretends to
ignore a problem in the relationshipu and Pysarchik 2002

Non-coercive power, on the other hand, does not involve any aggressive
elements that will produce friction in channel relationslflg=onidou et al. 2009a
In fact, due its &édinherent desirabilityé
agreement between partigsazier and Summers 1984f which there are five
basic sources: reward; legitimate; referent, expert; and information (se&sefbr
e.g.,El-Ansary and Stern 197R2tgar 197%Hunt and Nevin 197&razier and
Summers 1984 These norcoercive power sources (such as reward and expert
power) involve a willingness to yield power to anotlidormally, assistance or
supportive activities will be given to another party if they show debiebeviouror
compliancg(Liu et al.,2010. Hunt and Nevin's classification of power is well
recognised and used frequently by many others as it has been the major theoretical
direction taken in the study of power in marketing distribution charjgélansary
and Stern 1972usch and Brown 1982

Both norrcoercive and coercive power are considered basic sources of power
since it is not necessary for potential targetsatoe much understanding of the
social norms, relationship status , or information or expertise for the agents action to
be effectivg(Simpson et al. 20)50ne of the key differences between the use of
non-coercive and coercive power relates to the level of willingness to comply on the
part of the target. If the target is expected to comply, the source may more likely use
a nonaggressive approach to encowagpmpliance than an aggressive approach.

This is articulated by Zhuang et 2010, who argue that a source utilises rRon
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coercive power in order to make the target aware of the benefits of compliance.
Conversely, the source usasercive power if the aim is to get the target to
understand what the potential losses are likely to be if it loiewish to comply
with the demands outlined by the power holder.

A contrasting view of classifying power sources has been thesodird
distinction which typically considered as two different strategies that relate to
compliance and emphasizes the déferes in the amount of freedom that the target
feels regarding whether or not to comfferro et al. 2008or alternaively the
amount of pressur&ome examples of hard tactics according to Pierro @08
are the use of coercion, reward, legitimacy of position, equityesidrocity.These
actionsare deemed to be harsh, unfriendly and controlling and coercive actions
(Raven et al. 1998In cortrast, examples of soft tactics are the use of expert,
referent, and informational power, as well as legitimacy of dependence, such actions
provides targets with mindset of freedom to accept requests extended by power
sourcesWhich tend to be construegly received by targets and lead to positive
consequencg®ierro et al. 200&oslowsky et al. 20011 For example, it was found
that the degree of compliance with soft sources (tactics) was associated with high
satisfaction while harsh sources (hard tactics) was associdteldw satisfaction

(Koslowsky et al. 20011
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Fig2lHunt and Nevinds Model

Coercive Power

Non-Coercive
Power

Souce:adapted from "Power in a Channel of Distribution" byHunt and Nevin,
1974:187
Hunt and Nevin'§1974)work examines empirically the consequences of

using coercive versus naioercive sources of power in a distribution channel,
providing a fourdation on which to build thisessearchAlthough Hunt and Nevin's
model was conducted and testeéimanchised fasfood channel, according to
Lusch and Browr§1982), Hunt and Nevin's model can bpeyationalised and
applied to explain power in neranchise channels as wdk relation to our study,
based on Hunt and Nevin's work, we can interpretitmanufacturers rely more on
noncoercive sources of power such as providing higher qualitgtasse in the area
of services, delivery time, advertising, trainmghd s o on, the distri!l
satisfaction will increase argieem to be more corigd with the manufacturersn
other words, there is a positive relationship betweenrcoencive power and
satisfactionHowever, if manufacturers rely more on coercive power by using
punishments like threatening to cancel the manufactlisénibutor contracts, giving
little or nodiscount, applying harsh payment terms and so on, the distributors'

satisfaction will decrease and seem to resist to comply with the manufacturers.

38



However, problems have been experienced using the Hunt and Nevin
framework.The mossignificant problem aciated with the coerciveon-coercive
dichotomy is the inabilityf past researchers to detect a positive relationship
between the noooercivesources of power and attributed powleusch and Brown
1982Hunt and Nevin 1974 Lusch and Browr§{1982) suggested that the lack of a
significant relationship between the rooercive power sources and attributed
power was due to goal congruity. The soulltgsothesisedpost hoc) that as the
S 0 U r c eclesciverpower increases, the target will msisite the goals of the
source. Thus, the target -coeccvedpdwemast per cei
powerin the traditional sense, antieshouldnot expecthe hypothesisegbositive
relationship tdoe demonstrated’ he explanation offered hyuschand Brown
appears to have merit; however, it is also possible that inadequate measures of non
coercive power could have contributed to the anomalous fin@ihgs et al. 198).
Hence, the objective of this study was t«
sour ce 0 s-coersive pawér woull positively affect satisfaction and

negativelyaffect the level of conflict.

2.2.2. Power and Satisfaction

According to Gaski and Nevi{1985, satisfaction is a chaenl me mber 6s
overall approval of the channel arrangemehis is reinforced by Schul, Taylor and
Pride(1985, who suggestthat at i sf acti on rel ates sto buye
about the range of characteristics that reflects the internal environment of the channel
organgation and its relationship with sellers and buyers in the chaakher,
Gruenfeld, and Andersq2003, 26% emphasse that power i$ia basic force in

social relationshigs In effect, it is an essential element of sooi@anisatiorand
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permeates all politicagrganisationalinstitutional and all forms of social
relationship and interactiorf$urner 200%. Another perspective on satisfaction and
social interactions providedby Benton and Maloni2005, whodefined satisfaction
fas a feeling of contentment with the su|
i mbal an dBent@and $1alai®00Q5Despite the natural or intuitive link
between satisfaction and power relationships in the sughaliyy limited research
has been conducted éaplore this relationshifMichie and Sibley 1986

The satisfaction construct igaghtforward and highly congruent with prior
treatment in the literature. Based on relevant literature review, especially in a
franchise systenfranchisee satisfaction is increased when-ooercive sources of
power, as opposed to coercive sources, are (lthatt and Nevin 1974 This is
supportedy Brown, Lusch, and Muehlin@.983, who argue that due to the harsh
economic sanctions typical of coercive power, a negative psychological affect is
expectedd impactexisting working relationships and satisfaction lev€lgercive
power increases perceived cost, both from an economiscamnal perspective can
even surpass the overall benefits derived from the relatio(Rhipaseshan et al.
2006. A range of research literature has previously confirmed the inverse
relationship between coercive power and satisfa¢tBaski and Nevin 198%u and
Pysarchik 2002_.ee 200]Raven et al. 1993b

Conversely, the use of necobercive power in the form of enhanced financial
and social benefits through channel interactions involving the offering of financial
rewards service assistance or the receipt of specialised information can have a
positive influencgWilkinson 1979. Thisserves the collective goals of the channel
relationship and leads to a constructive aiehdly business environmerithis

shouldlead to higher levels of satisfaction between channel mer(ibersidou et
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al. 20084 This issupported by the research work of various academics

(Ramaseshan et al. 2Q96& and Pysarchik 20Q0Raven et al. 1993bThus, based on

relevant literature, we can propose the following hypothésgare2.2 depicts H1

to H4.

H1: There is an inverse relationship betweema n u f a c tise of eoercive

power (CP)andd i s t r i datisfacbon ESAT).

H2: There is a positive relationship beveenma n u f a c tisa of BORCHEICIVE

power (NCP) andd i s t r i datisfacton €SAT).

Fig 2.2Traditional PoweiRelationship Frameworkypothesized

Exercise of
Coercive Power

H4 ()

Exercise of Non

Coercive Power

H3 (+)
> Level of conflict
H1 () H5 ()
A\ 4
> Satisfaction
H2 (+)

Souce: adapted fromThe Differential Effects of Exercised and Unexercised Power Sources in a

Marketing Channel," by Gaski and Nevin, 1985:134

However, since most related theories and empirical findings highlighted

above are most often westezountry based and thikesisis based in the Chinese

business contextsnique findings and useful contributioaseanticipated.Further,
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given the different industry context like Chinese steel distribution channel and
different culture, the possible effects of the uses of power by SOEsqatass
enterprises) and POEs (privadened enterprises) need furthievestication in this
researchTherefore, we can propose the followimgpotheseso be tested in a

different channel context.

H1A: There is an inverse relationship betwee® O E asé of coercive power
(CP)andd i st r i datisthcbon €SAT)on SOEs
H1B: There is an inverse relationship betwee® O E ssé of coercive power

(CP)andd i st r i datisfacton €SAT)on POEs

H2A: There is a positive relationship betweers O E gsé of norcoercive power
(NCP)andd i st r i datisfacbon €SAT)on SOEs
H2B: There is a positive relationship betwee® O E ss@ of noncoercive power

(NCP)andd i st r i datisfacbon €SAT)on POEs

2.2.3. Power and Conflict Generation

Conflict is often perceived as an incompatibility of interests or tension
between two or wre social entities caused due to a misalignment of goals,
motivations or actionsvhether they are actually real or only perceived to exist
(Taylor and Moghaddam 1994ypically, the starting point is whesme party
perceivedo have been negatively affected, or is alloaiffectnegativelysomething
about which thegare Kaushal and Kwantg2006, 580 notet h althouih often
seen in a negative light, conflict can be both positive and negative. More often than

not, it is perceived as the root of disagreements, negative emotions, and maladaptive
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behaviour, even though it is just as likely to foster needadge through creativity
and innovation.

Conflictis definedas arises fronmcompatibility of actual or desired
responsesHowever, in a marketing channel, con
member perceives the behaviour of another channel member to be impeding the
attainment of its goals or the effective performance of its instrumental behaviour
pat t (&Etgan X0, 6L Similarly, Stern, ElAnsary and Coughla1996, 306
defines it asiiChannel conflict is a situation in which one channel member perceives
another channel member(s)de engaged in behaviour that prevents or impedes
from achi e vOfprighary impertagce ia thesfrequency and intensity of
disagreements between channel members which is typically driven by the inevitable
interdependencies among channel partners that brings about conflicts of interest
which reeds to be effectively managed with the understanding that differing levels of
conflict between channel members is doomed to ékmtadagli and Aluftekin
2012. Leonidou, Talias and Leonidg@008a, 10Pemphasised thai Al t hou g h
some conflict is essential to making the relationship more lively, reliable, and
interesting, it should be kept at manageable levels, because otherwise itasstyser
damage the quality of the relationshipo.

In relation to power in distributrochanned, Lusch (1976) found a
significant positive association between intfennel conflict as perceived by
dealers and coercive sources of franchisor power in an abilenmedustry, with
conflict negatively related to necoercive sources of powen other words, we can
interpret that the use of coercive power by manufacturers increase the level of
conflict in a channel with distributors, while the use of4goercive power by the

manufacturers reduce the level of conflict in a char@eércive powerwould
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typically lead to disagreement between parties and result in conflict in some form
(Gaski 1984. The conflict can often reach the point of being unhealthy and
destructive to the relationship and thus the use of coercive power can be risky and
counterproductivéLeonidou et al. 200§do maintaining successful, losigrm
relationships.

The use of noftoercive powerrvolves free expression of idezasd
collaborative discussions between the channel partners with the intention to be
transparent in resolving disagreements, being open to the perspective of the channel
partner, critically evaluate past mistakes and cooperatively assess and come up with
mutually-beneficial solutiongEliashberg and Michie 198uekert and Churchill Jr
1984). Consequentlythe use of nowoercive power results in low levels of conflict
in the relationship with disagreements between channel memheosadikely to
adopt a functional rather than dysfunctional apprdaebnidou et al. 2009aTo-
date there is a range of research that has establishékeesxists a negative
association between the use of fumercive power and level of confli@rown et al.
1983Gaski and Nevin 198%u and Pysarchik 200Brazier and Rody 1991

As discussed above, the exercise of coercive power normally leads to a
chang in behaviour by causing loss to one party, while the eseeafinorcoercive
power normally leads to a change in attitude or behaviour through the provision of
something favourable, one would expect that the higher uses of coercive power with
lead to ahigher level of conflictvhile the use of nowoercive power will lead to a
lower level of conflict this is supported by previous reseai8kinner et al. 192).

Thereforethe following hypotheses apgoposed
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H3: There is a positive relationship betweema n u f a c tisa of eoercivé
power (CP) and level of conflict (LOFC)betweenmanufacturers and
distributors .

H4: There is a negative relationship betweema n u f a c tisa of BOR S 0
coercive power (NCP) and level of conflict (LOFCpetweenmanufacturers and

distributors .

Furthermoregiven the different industry conteahd market characteristics

with SOEs and POE#)e following hypotheses apgoposed

H3A: There is a positive relationship betweers O E asé ofcoercive power CP)
and level of conflict (LOFC) between SOEs and distributors
H3B: There is a positive relationship betwee® O E ssé ofcoercive power CP)

and level of conflict (LOFC)between POEs and distributors

H4A: There is a negative relationship betwee® O E gsé of norcoercive power
(NCP) and level of conflict (LOFC)between SOEs and distributors.
H4B: There is a negative relationship betweeR O E ss@ of noncoercive power

(NCP) and level of conflict (LOFC)between POEs and distributors

2.3. Conflict Generation and Satisfaction

Conflict plays an important role in channelationships between
manufacturers and distributols.o r e x a mp | @997 fBudysod thec h 6 s
franchise systerargues that conflicyields benefits as it forces the players to

scutinise more criticallydeas and strategiéisat are brought to the fore.
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Furthermore, channel conflict often brings aboytrovemenin the relationship by
resolving operational problems to meet that then meet consumer demands
(Hopkinson 2001

Understanding cultureds influenti al r
conflictis essential since attitude drives behaviour and would likely determine how
channel member representatives interact in difficult or problematic situations that
impact outcomesThis isparticularly pertinent since China and other Asian cultures
are well lnown to be very different from Western culturkgleed, it has also been
recognised that conceptual frameworks developed by Western scholars may be
inadequate for exploring and explaining conflietated phenomena in china, the
context in which this stydis situatedZhang and Zhang 2013

Forexample, in the USA and the UK there is a much higher level of
individual focus or individualism than in Asian culturedich are collectivist
(Hofstede 2001 In countries such as China, interpersonal harmony is an important
characteristic and one of the fundamental valn&€hinese cultureAs Zhang and
Zhang(2013 reiterated this value is evident in many Chinese sayings such as
AHar mony brings wealth, adAiB&Evmoryy hii 1 gmavs |
accomplished smoot hl.pccardngtaGabranyanaadh i ous f a|
Hwang (1996 such nterpersonal harmony is a Confucian value that reflects the
peaceful state or positive attitude shared in an interactiorsanguiding principle
in Chinese culture when handling conflictsislsuggestethat the pursuit of
harmony in interpersonal eglons is strong in both traditional and contemporary
Chinese societigYang 1999. It has been observed by some researchers that
Chinese, in relation to Americarrgported higher levels of conflict avoidance in

order tomaintain harmonyFriedman eal. 200§, to the extent that theyursue
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Ahar mony for harmonyds sakedYangsl999.onf | i ct
However, Wel(2014,263dwar ns t hat in the cadeeohot he
mean nothingeally. Those hidden doubts and dissatisfactions will become thorns
and, as time passes, they dig into people more deeply
Nevertheless, it is important to note conflict is inevitable in business relationships
due to human nature amllikely embeddedh every act of exchange and thus ever
present in distribution channels. In fact, conflict can occur in both cooperative and
competitive business conteXBeutsch 1978

It would seem logical that the higher the frequency of interaction the
possibility of conflict between channel members increases. Whereas, instances of
low frequency anduration,decreases the risk ofterfirm conflict (Ranfagni and
Guercini 2014. Furthermore, BobdR011) suggest that as relationships develop and
become more substantive anterdependencegows this is likely to foster the
coexisence between conflict and cooperati@me of the reasons conflict arises is
because manufacturers and distributors perpetually struggle regarding the division of
rewards (profits) generated from the sale of manufacturers products in the
distributors netwiks (Liu et al. 2014. The questiomften is whether one member of
the channel relationships benefits more from the utilization of collective resources
that meets the need of final consumers. Any perceived imbalance often leads to
conflict between channel members, as one channel memberendispbeased with
the allotted share in terms of financial returns from their vested interest in the
channel . This competition over sales revi
to extract val ud€fiuetald014,d4Baneleadto chanoelt h O

dissatisfaction.
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It has long been emphasd that satisfaction as a theoretical construct is
central to understanding channel relationskipebicheaux and EAnsary
1977 Ruekert and Churchill Jr 1984t can impact the morale of channel members
and the willingness of respective parties to work together for mutual bl
et al. 198%, thereby affecting the longevity of the excharrelationshigDwyer
1980. Channel member satisfaction has bdefined broadly as an affective state
resulting from the appraisal of all aspe:¢
another channel membg@trazier et al. 198%aski and Nevin 1985

In the extentiterature one perspective of the satisfaction construct is looking
at it from either as economic satisfaction and-aoanomic satisfactiorzeyskens et
al.(1999,223i Economic satisfaction is defined
affective response to the economic rewards that flow from the relationship with its
partners, such as saledwme and margirts Alternatively, noreconomic
satisfaction is defined as a channel member's positive affective response to-the non
economic, psychosocial aspects of its relationship, in that interactions with the
exchange partner are fulfilling, gratifying and eéByyer and Gassenheimer
1992Mohr et al. 199k

According toFrazier(1989, channel conflict is expected to be related
inversely to dealer satisfaction. The greater the incompatibility and tension between
a manufacturer and dealer, the lower would be the dealer's overall approval of the
channel arrangement. Similarly, as Smith Eooenig (19853 stated in their work
that empirical evidence supports the contanthat channel conflict adversely
affects a dealer's satisfacti(fRosenberg and Stern 19Divyer 198(. As the

relationship between conflict and satisfaction is straightforntaedresults are
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supported in channel literatufe/ilkinson 1979Robicheaux and EAnsary 1977.

Hence the followinghypothesiss proposed

H5: The level ofconflict (LO CF) in the channelis negatively relatedto

satisfaction (SAT).

Furthermoregiven the different industry conteahd market characteristics

with SOEs and POE#)e following hypotheses apgoposed

H5A: The level of conflict (LOCF) betweenSOE and distributors in the channel
IS negatively relatedt o di stri butorsdé satisfaction (
H5B: The level of conflict (LOCF) between ROE and distributors in the channel

is negativelyrelatedt o di stri but or sanPQEa.ti sfaction (
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Fig 2.3 Extende®owerRelationship Framework between Manufacturers
Distributors (EPRF)

Frequency of Business Culture

Level of Trust Communication (e.g., Guanxi)

H8
H7 () HO (+)

Positive
Conflict
Resolution

Attitude

H6 (-)

H3 (+) A
Level of conflict

y

Exercise of
Coercive Power

H5 (-
H4 () H1 (-) ©
A
Exercise of Non Satisfaction
Coercive Power |
H2 (+)

Souce: adapted partly fromThe Differential Effects of Exercised and Unexercised Power Source
in a Marketing Channel," by Gaski and Nevin, 1985:13Kew constructsnclude level of trust,
frequency of communication, level of guanxi and positive conflict resolution attitude in EPRF.

2.4. PositiveConflict Resolution Attitude (PCRA)

Conflict resolution is defined by Vayrynéh991) as efforts madby parties
to find a solution to mitigate or eliminate contradictions betwhem.Furthermore,
in the extant literature five conflict management styles have been identified by Blake
(1968 theseare: competition (assertive, uncooperative), collaboration (assertive,
cooperative), compromise (moderately assertive, moderately cooperative), agoidan

(unassertive, uncooperative) and accommodation (unassertive, cooperative); it

50



appears these reflect loave formed the basis of other models established in the
literature.Typically, other models have assunthteefactorstructures, in particular,
those put forward by Lawren¢&967), Putnam and Wilso(1982 and Ross and
DeWine(1982. For examp (196 mdda habelkdtloree dastors as
competing, collaborating ang@mmodatingavoiding mix. Similarly, Putham and
Wilson (1982 proposed a model with factors labelled as control, solution
orientation,andneos onf r ont at i on. Fi n(82lmpdelhé&soss and
factors labelled as concern for self, concerrttieissue and concern for others.

A common denominator of trebovementionednodels is the need for
cooperation amidst the natural tendency towardsistelfest.Cooperation is the
joint striving toward individual and mutual gogBrown 1981Stern and Reve 1980
In business contexts, particularly in vertical B2B context such as in manufacturer
seller relationships, there is a flux between cooperation and competition (self
interest) which act in opposite directiorfowever, in contrast to horizontal B2B
context (ompetitors by default), vertical channel relationships (partners) tend to be
Amor e st r on g topperative nbtions sucheasl trudt, yeciprocity,
communication, and justice perceptions than are relationships between industry
r i v @ibetal 2014, 446

According to Dagnino and Pady[2002, organisationsend to cooperate
with each other on the basis of a mutual interest arrangement. In dothgysare
better placed to exploit complementary resouféeslerson and Narus 19pthat
facilitate the achievement of desirejanisationabutcomes. As argued by Liu et al.
(2014, cooperative relationships tend to emphasise increasing cotmenefits
while seltinterest is counterproductive and can even have a destructive influence on

channel relations in the long term. This viemsupportedy Gupta(2011) who
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suggests thatltimately there is an incompatibility between private benefits and its
associated selhterestrelative tocooperative relationshighatare normally
developed based on trust

In order, to best understand the nature of relationships between firms and
their interactions in a businessbusiness context, cultural awareness is essential.
According to Buckley, Clegg and T§R006, 2771 Cul t ur al bewar eness
understoodhs the degree of knowledge about the way of thinking and behaving of
people from a different u | t luhasebeed proposed by many that there are notable
difference people Eastern and Western societies with respect to the way they deal
with conflict, in that, in Eastern cultures it is emphasised that avoidance is the most
effective approach toedling with conflict. The awkwardness of fage-face and
terse conversation are avoided in Eastern sotataintain interpersonal harmony
and protect e@wwi®019.t her s dignity

Collectively the cultural values of face, collectivism, conformity and
interpersonal harmony compel Eastern Asians to avoid conflict, thus there are
generally higher levels of conflict avoidance relative to Weste(iersbride et al.
1991Tseetal. 1994 Such values reflect the Confuci
which harmony is central in all human relationships and with the external world
(Chan 2008 An understanding of the existence of these values is essential in
exploring concepts such as Positive Conflict Resolutioiudlie (PCRA) in channel
relations in the Chinese business contitxtan thuse assumethat channel
relations in China should reflect a greater level of willingness for reducing conflict
or cooperative action to pempt or reduce the possibility of conflict increasing.
This isparticularly important since the outcomes of contlict detaminedin great

part by whether the channel members choose to take a cooperative approach or a
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competitive approach to solving problems and grieva(igesvold 1998. Usually,
large or dominant firms may use its pow@inducethe target firm to enter a
collaborativerelationship(Zhao et al. 2008; Yeung et al. 2009; Cai et al. 2013).
Channel partners such as in the manufactdistributor relationship in the Chinese
Iron and Steel Industmust actively seek to manage conflitisachieve their
common goals as conflicts have the potential to be either constructive or destructive.
Accoarding to Wong and Tjosvol(010, 774, A Managi ng conflict is
realistic but, when constructively done, promotes relationships among group
members as well as task completion

Approaching conflict cooperatively or competitively makes a difference in
the eventual outcome and thus theurabf Chinese culture may be influential.
Furthermore, it can also be argued that the outcome of conflict in the channel could
be influenced by whether the approach utilised is transactional or relational as these
may impact the attitude towards cooperator conflict assumed by both partidap
and Andersorf2003 emphasised that int@rganizational exchange® involve
bothtransactional and relational mechanisms.

According to Liu et al(2009 transactional mechanisms involves using
il egal stipulations and economic incent.i:
whil e relational me ¢ h ani snnisrtoatfeaditattsyv e s fii n |
the establishment of cooperative business relationgips(2000 and Gundlach et
al. (1999 suggesthat relationabpproaches are useful tools that firms can utilize to
limit opportunism and simultaneously nourish cooperation in channel relations.
Relational mechanisms tend to be more superior relative to purely authoritative
(transactional) relans in discouraging opportunism and malfeasd@ranovetter

1985 since social bonds tend to be more effective in encouraging commitment of
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channel members to be more consistently cooperative in their channel relationships
(Seabright et al. 1992

Many scholars found that powerful members tend to prefer forcing when
conflict arises with their subordinatédowat and London 198B®lorley and
Shockleyzalabak 198@hillips and Cheston 197utnam and Wilson 198%vhile
subordinates prefer avoidifjgondon and Howat 19j8smootling (Putnam and
Wilson 1982 or compromisindRenwick 197%if and when a conflict arises with
powerful memberdDeutsch(1973 suggests that in order to create a-win
situation, both parties should work in a cooperative context as a conflict is a common
problem in which the conflicting parties have the joint interest of reaching a
mutually satisfactory solutioMoreover,heindicates that a cooperative process is
likely to lead to productive conflict resolution as it aids open and honest
communication of relevant information between the participants. Therefore,
assuming that both manufacturers and distributors work in a @iofgecontextthe

following hypothesis is proposed. See figure 2.3 for H6 to HO.

H6: Positive Conflict Resolution Attitude (PCRA) relates negatively to théevel

of conflict (LOCF) in the channel

Furthermoregiven the different industry conteahd market characteristics

with SOEs and POE#)e following hypotheses apgoposed

H6A: Positive Conflict Resolution Attitude (PCRA) betweenSOE
manufacturers and distributors relates negatively to thdevel of conflict

(LOCF) in the channel
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H6B: Positive Conflict Resolution Attitude (PCRA) betweenPOE
manufacturers and distributors relates negatively to thdevel of conflict

(LOCF) in the channel

2.5. Trust and Positiv€onflict Resolution Attitude
Recently there has been an increaseds@uong positivist researchers on
constructs that appear to compatible with the more fashionable concept of
relationship marketing rather than the power concept, this interest has been drawn to
concepts such as coordination, communication, climate arghsbfi(Hopkinson
and Blois 2013 Two further concepts aisimilar vein in this study were trust and
conflict resolution attitude.
Mayer, Davis and Schoorm&h995, 712de€fined trust as At he w
a party to be vulnerable to the actions of another party based on the expectation that
the other will perform a particular action important to the trustor, irrespective of the
ability to moni t lmmarketing, Araersor and Na{i#98, par t y o .
45) defined trust and 'the belief that another company will perform actions that will
resut in positive outcomes for the firm, as well as not take actions that would result
in negative outcomes for the firnTrust is a very important concept in business,
whether domestically or globally as it plays a very influential role in on how
collaboration workgChild 200 and is particularly important in understanding
channel relationships between manufacturers and distrib@orgllach and Cannon
(2010, 41)emphasizd t he need f or theirmporeaace d¢f trustandt he a
its bendits in modern exchange are not settled. Trust remains a complex and elusive

construcd wort hy of more thorough analysis an
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In the case of China, trust tendsoccur at the individual level among people
(xinren), while on the other hand in Western countries, trust tends to be addressed or
discussed at the corporate or business kBaaines et al. 20)-kuch a fundamental
understanding is critical for practitioners and international firms when engaging in
businesgo-busines transactions in China. Explicit, polite offers of assistance and
supportby AngeSaxon firms is idlikely tRango a | o
et al. 2011, 516 Consistent with the relational view, cooperative strategies require
trustbased mutual commitments to-create valug¢Day et al. 201Bsince trust is
instrumen t a | i n sthiapmnrge Ifa tnit ;{blaawdon et ah B0 d ne s s O
which they refer to asange of integration activitiesftecting close working
practices between buyers and suppliers

Trust between parties plays an important role in exchange contexts and has
been recognised by many researclf@rglerson and Narus 199rosby et al.
1990Dwyer et al. 198 Gambetta 1988 Trust is a key foundation necessary for
cooperation between partnéBuckley et al. 2006 According to Yang, Jia and Cai
(2014 it has been well established that trust is a key driveglafional exchange
and has triggered research to focus on trust and or trust related topics in channel
relationshipsHigh trust relationships leads to increased relationship satisfaction and
enhanced firm performang¢dohnston et al. 2004nd increased intdirm learning
(Fawcett et al. 20221t is important for buyers to have trust in sellers, as such trust
is normally based on the fact that they the buyers/distributors believe the
sellers/manufacturers are concerneduabheir welfare and are at the same time
reliable, credible, and hortesrganizations with whom to conduct businéssott

2007, whichin essence, enables the creation of relational capital and facilitates key
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supplier management established due to past interactions and reputational
connectiongLaaksoneret al. 2008

An added benefit is that as trust develapgngchannel members, there
tends to be a decreased need for investing in costly safeguard mech@tsmst
al. 2003 as a positive channel atmosphere is establi€bkeairmeas et al. 20D8his
in turn increases the level of cooperation andimghess to harmonise channel goals
between channel membefgcording to Day et al(Day et al. 201Btrust building
is a balanced process that for all intents and purposes protect the firm from
malfeasance whist providing opportunities for value creation among channel
members. This value is generated in great part due to the reducing in perceived risk
anduncertainty in the buyeseller relationshigMeehan and Wright 20)1

This often leads to enhanced levels pé@tional effectiveness and a positive
mindset towards joint actiaffalmatier et al. 20QZhat leads to improvements in
coordination through joint planning and problem solvi@¢aro et al. 2008 should
create a positive attitude towards confliction resolution.

The development dbng termrelationships is a major feature of the Chinese
economyMoreover,within trust assumes a central roletle development of such
relationships at the personal, corporate and governmental levels particularly in China
(Buckey et al. 200B These longterm relationships typically bring with them
advantages for those involved in the channel relationship such as the receipt of
financial benefits and competitive advantages as a result of the willingness of firms
to work togethefAn 2014. It is argued that trust is an essential ingredient necessary
for the effective management thie inter-organizationatollaboration, partularly in

developing country contex{dlguyen et al. 2005 According to Kale, Singh and
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Perlmutter(2000 relational capital and mutual trust provide channel partners with
the protectionfrom excessive costs and exploitation.

Trustbuilding involves dyadic interactions ovepariod and is different in
Chinaaboutthat of the West. Murrag2014, 233 provides some insight into the
relationship between trust and cooperation during negotiation in Chinese contexts:

AChi nese ar e pa-=wndtakedreyr realizethastobgahe gi ve

win-win situation; if it is a widlose situation then you may have a deal on

paper, but, as an old Chinese saying goes, nothing written on paper is worth

t he paper iThe 8p#it ratherithian tleerdornmoohthe agreenters

alwaysbeen more important. Having said that, however, it is becoming

increasingly apparent that they also realize putting things on paper can be

importang it is important not to be too legalistic

In the extantiterature two types of trust are commonlyedtified: cognitior
and affectbased trus{Chua et al. 2008lg and Chua 20Q6According to Chua
(Chua et al. 2009, 495 C o g nlhased toust involves perceptions that another
person has the competency amiggrity to be trustworthy, while affetitased trusis
based on the emotional bond and concerns one feels toward the otheii person
simply put, trust from t.Hisardueddhdtalth@ughs us t |
both cognitive and affective bas are more intertwined in the Chinese context than
in other countrie$Chua et al. 2009 without a doubgffective bases are far more
salient in ChingWasti et al. 201)jland the centrality of its role in Chinese firms is
widely evident in many firm practicdSong et al. 2012

Triandis et al(1988 purports that it is typical of collectivist culturés

affectiveand relational elements to be easily visible in work settings and
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organizational practice&or example, the establishment of a close personal
connection is an important prerequisite to doing business with others in many Asian
cultures(HampderTurner and Trompenaars 19%2ich as Chinalhis is supported
by the work of Chua et al2009 who suggested that the development of trust in
China is based on affective fourdation and mix personal and professional
concerns, and contrasts that of the cognitive foundation preferred by Americans who
are less likely to mix sociemotional concerns with instrumentaligor example,n
a crosscultural study by Wang et gR008) it was observed that Chinese
businessmen would take a more humanistic approach rather than a legalistic one
when conflict arisesAs suchit appears that in China and other collectivist cultures,
the professional/personal dichotomy is less clear thémeitNorth American context
(SanchezmBurks and Lee 2007

In dependenceelations, trust becomes significant because with trust, risking
dependence on another party becomes easier to bear despite the fact that the other
party retains the option of betrayhbw trust in the partner engenders defensive
behaviour (Lewicki and itterer, 1985) which leads to the desire to institute high
levels of controlgGibb 196). According toAndaleeb(1995, the greater the trust,
the lower the complexity and uncertaintiyus providing reasonable assurances that
desired goals and outcomes will be achieved, barring unforeseen circumstances.

Trust research suggests that highst business relationships lead to more
profits, customer satisfaction and flexibilg&rnott 2007. Channel relationships
high in trust tend to create an atmosphbatreduce therisk of memberdosing
face(Rubin and Brown 2013 1In doing so, one would expect that manufacturers and
distributors are less likely to engage in protective posturing or impose controls to

manageeactht her 6 s b e h a v hightrust.would wypidally prodace r e
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more satisfactory outcomes, which should lead to higher levels of commitment and
motivation to execute strategies for mutual ber{&ind 1972 and thus reduce the
likelihood of conflict. Furthermore, high trust situations provide a sort of safety net
or assurances that fair and expected outcomes woukhbsed however, notably

this is not without risk. As suchhe higher the levels of trust a distributor in a
manufacturer, the more likely the manufacturer will intent to cooperate with the

distributor when conflict arises. Thus, it is proposed that:

H7: The level of trust (LOT) relates positively topositive conflict resolution

attitude (PCRA).

Furthermoregiven the different industry conteahd market characteristics

with SOEs and POE#e following hypotheses apgoposed

H7A: The level of trust (LOT) between SOE and distributorsrelates positively
to positive conflict resolution attitude (PCRA).
H7B: The level of trust (LOT) between FOE and distributors relates positively

to positive conflict resolution attitude (PCRA).

2.6.Communication and Positive Conflict Resolution Attitude

Communication plays a central role in interaction that involves both buyers
and sellers and is essential isterchannel communicatiqdohnston et al. 20)2
Communicatioris defined commonlyas the formal and informal exchange of
opinions and sharing of information between business partners (Anderson and Narus

1990).Furthermore, Sheng et §2006 states that it is a critical aspect of relational
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governance ang influentialin facilitating exchanges and shaping relational norms.
Various researchers have often suggested that communication, particularly, its
frequency and dege of bidirectionality are essential elements to relational outcomes,
such as trust, satisfaction, and inbeganisational relationships in a domestic context
(Mohr and Nevin 199Falmatier et al. 2006Communication is regarded as the
most important factor to build meaningfahg-termrelationshipgPalmatier et al.
2006. Nevertheless, even in loitgrmrelationships the likely of interpersonal and
thus interorganisationatonflict is inevitable. The presence of conflict, however,
does not necessarily have to lead to negative consequences or sudghedrom a
negative perspective. According to Webd14,253 il t i s t he process
the tension between social entities because of substantial or perceived differences in
interests, views, or prioritiés

Conflicts often lead to misunderstandiragsgl communication failureg/hich
are rankeds the most important concsifior manager¢Thomas and Schmidt
1976. According to Tompkinsteal. (1977, conflicts embedded in poweelated
issuesareoften characterised by a lack of communication, a lack of the value of
conflict across organisational levé€lBompkins et al. 1977 Deutch(1973, 363
states that fAopen and honest communicati
manifest to the underlying issues involved in the conflict, and thereby, reduce
misunderstandings that lead to confusion and mistr8gnilarly, other scholars
suggest tat channel members with a strong desire to work hand in hand will strive
to put in place integrating mechanisms that enable effective intergotinoe,
providing the greatest opportunity for each to suc¢€eadsoret al. 2003 oza

1995Mohr and Spekman 1994
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According to Krauss and Morsef2000, communication is a neutral
instrument as it can be used either to convey threats or propose offers of
reconciliation Nevertheless, if the parties to a disagreement A@enuine interest
in resolving a problem, communication can facilitate a successfabme.
Communi cation provi des heanore effsciivethd or under :
communication is, the greater the possibility that the problem will be solved directly
without escal at i ng(Zhangand Zhang 8043) H0Hamvever, c on f | |
good communicatioby itself does not guarantee a feasible resolution would be
arrived at especially if there are irreconcilable goals, but there is greatertgertain
that poor communication would increase the likelihood that conflict intensifies
(Krauss and Morsella 20D0

Nevertheless, the importance of good communication is reptestionsince
it is notedthat as transparency in communication is an effective way of neutralizing
conflict (Han and Harms 20)0Transparency brings into play the issue of trust, as
suggested by OO0Rei |l |y ( Xcpednessand accusatyat e d |
in communication with others with the belief that shared information would be
accurate, reliable and compleke instances where individuals and groaps
engaged n trusting relationshi parthetidgkefr e i s a
addressing potential issusresolve conflicts in the open before negasiiects
e me r (gan and Harms 2010, 26

Beyond transparency in communication it has been also arguetléhat t
modality of communication which refers to the forfirdbrmal distinction affects its
effectivenesgMohr and Nevin 1990 Thus they ardikely to influence attitudes
towards conflict resolution or willingness to cooperate between those involved in the

conflict or transactionf-or example, it argued thaformal canmunication is likely
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to be far more effective than formal communicati@hang and Zhang 2013
Ruekert and Walke1987) suggestformal communications performedn the name
of anorganisatiorthrough a formal meeting, or in a written form such as fax, email,
etc. Conversely, informal communication is more pers@®li such as unofficial
faceto-face interactions limited to few people and oral forms of communication (e.qg.,
phone call), its process and result cannot be tracked by referring to documents and is
performed personally and privat€ihang and Zhang 20138ecause it is more
honest, timely and stight forward informal communicatio@ this increases the
possibility that parties are likely to be willing to cooperate before a conflict escalates.
Another factor that can play a key role in organizational communications is
Guanxi since communication exchange relies on the interaction of individuals
(Fang 2019 Guanxi is viewed as a lubricator in business and personal relations
(Langenberg 20QGold et al. 200pRand should facilitate smoathcommunication
relations between key boundary personnel in times of conflict. For example, Yang
(1994 suggests that Guanxi relationshgtow firms in subordinate power positions
to petition more powerful partners or even existing competitors for support to resolve
or harmonize conflict situation&uanxi aimgor harmonic relations amongeople
and discourages conflictgzang 201D
According to Koza and Daif2007), Bi-lateral communication strategies
allow channel members to ask questions, offer comments, corrections, convictions,
ideas, even conflicting ones, and have the piatieto ultimately influenceBi-lateral
communication between parties enable thefmtoeconci | e t he i ntere
parties, reach joiwntmobagmaflist 4 hromugdt topiem
exchange and | o (Pathamd39@,)B8Vilingness tmahkre n g 0

relevant information encourages integrative resolution behaviours and more likely to
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mitigate problems between parti€sirthermore, many scholars believe that
communication is a strategic integrating mechanism demonstrated to promote
cooperative conflict resolution behaviours and have a positive effect on the ability of
firms to interact effectivelyKoza 1999Mohr and Nevin 199Mohr and Spekman

1994 Sinickas 200). Meanwhile, literature findings on communicatioave

indicated positive correlations between information exchange and integrativeness of

the negotiation proceg€lopton 1984. Hence, it is propesl that:

H8: The frequency of communication (FOCM) is positively relatedto positive

conflict resolution attitude (PCRA).

Furthermoregiven the different industry conteahd market characteristics

with SOEs and POE#e following hypotheses apgoposed

H8A: The frequency of communication(FOCM) between SOEs and
distributors is positively relatedto positive conflict resolution attitude (PCRA).
H8B: The frequency of communication(FOCM) between POEsand

distributors is positively relatedto positive conflict resolution attitude (PCRA).

2.7.Business Culture and Positive Conflict Resolution Attitude

Organstat i onal <culture i s defined as fithe
that help individuals understand organizational functioning and thus provide them
with norms for beha{Deshpamdsand WebdtehJ 198r4g ani z

There are varieties @rganisationatulture models that have been developed.

Primary among these are the Competing Values Frame®@akme r on and Qui n
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(2011) Competing Values Framework (CVF) consists of four orgimnal culture
types- Clan (consensual), Adhocracy (entrepreneurial), Hierarchy (bureaucratic),
and Market (competitive)his study uses the CVbecause it provides a meaningful
post hoaunderstanding of the impact of the reforms over the past 20 years on
Ch i rS®®Bs®specially compared with POEs.

According to Ashkanasy and Wilderg2000, the mixture of administrative
power and management responsibilitiffuences, to some exterie SOE
tendency towarsla hierarchical culture. In contrast, the limited research published to
date suggests that the culture of POEs can beshamacteriseds flexible and
adaptable to the mark@Ralston et al. 2006hen 2008 Relative toSOEs, private
firms in China have more flexiblerganisationapolicies and structurgfalston et
al. 2006Shen 2008 Based on our pilot study findings, ieind that distributors
are more willingly to do business with POEs and have a better interpersonal or
interfirm relationship compared with SOEs

Child and Liu(1996 identified five prominent elements of Chinese culture
that influence individual behaviour: respect for age and authority; group orientation;
the mportance attached to family relationships; close personal connections (Guanxi)
and nAf ac erbetwomoshanitcal iy the need to establish Guanxi and give
Mianzi on reciprocal basis when engaging with Chinese nationals whether they are
employeesmanagers of firms or government officiéBuckley et al. 20086 In turn,
this would lead to the formation of suwhich more often than not would lead to
transaction costs savings and reduces busuresstainty(Park and Kline 1993
notably this reflects the view in the literature that Guanxi and trust are two separate
concepts, in this case Guanxi a prerequisite of trust development. Relationship

building in China through the nurturing of trust can, however, only normally be
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achieed via | ong term engaglamea.t?200nd Al ocal
Buckley et al. (2006 emphasizes the central role of trust and the importance of

cultural awareness that it needsdaseablished at three levels, not oatynter-

partnerlevel, but also at the levels of individual and the government to improve

chances of organizational success.

The cultural elementited most frequentlis Guanxi(Strange et al. 1997
Chinese society is essentially organized as concentric Guanxi circles that extend
from family to relatives, friends and so (Yen et al. 201} Indeed, it is widely
agreed that interpersal Guanxi is a distinguished feature of Chinese business and
plays a more important role in Chiflzee and Dawes 2005u et al. 2003Vong and
Tam 2000. Davies(1995 suggests that it is the Ilood of the Chinese business
community and extends to the political arena and society.

6Guanxi 6, which generally means inter |
resource for mutual trust and cooperation between individuals or aagjans and
plays a more important role in doing business in China than in other colAtrees
1998. Furthermore, instead of focusing on resource exchange and activity links at
the organizational level, thataybe typical in Western contexts, it is likely more
important to understand the influence of individual actors involved in the business
relationship and interaction, as these tend to form an intrinsic component for laying
the relationship foundations indltontext of China and allows Guanxi to prosper
(Barnes et al. 2031

Within the context odcademic researcfuanxirefers to the social
connections between or among individuals and/or interactive behaviours based on
these connection€hadee and Zhang 200@e and Dawes 206%eung et al. 2006

Kirkbride et al.(1991) argued thatin a collectivist society, one would be likely to
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seek mutually satisfying compromiseaccommodation if one works on the
anticipation of a continuing relationship with the other paCympromising
represents an intermediate position in terms of both assertiveness and cooperation
and a situation where both parties satisfy at least sotheiofconcerns.
Accommodation represents a mix of cooperativeness and unassertiveness and occurs
when one neglects one's concamsatisfy the concerns of the other party.

It is dso arguedthat Guanxi plays an essential role in business in China
because of the observed defects in the Chinese legal sy3tesmmakes the
conduct of business more challenging, such in terms of law enforcement, acting as a
substitute for legal protections,pré¢ di ng 6écontextual confi deil
atmosphere of mutual trust for doing busingwang etl. 2008Child and
Mollering 2003. As such, it is customary that Chinese firms first seek to establish
Guanxi networks with selected foreign trading partners to build trust and often seek
assurance ofgyernment support in order to ensure problems do not arise with the
trading partner or to resolve problems, before any effort is made to engage in
boundaryspanning information sharing or integrati@ai et al. 201 This
highlights the influence of Guanxi and trust on conflict resoluthamtording to
Buckley, Clegg and TafR006, 2761 Guanxi i s an i nseparable
business environment. It is a fundamemiab of interpersonal relations permeating

Chinese Guamneiti a@&s. & soci al construct i s

N

disclosure, sigtiicant interaction outside work, open sharing of knowledge and
information, strong emotional attachment, mutual commithe and per sonal
(Abosag and Naudé 2014, 887

Guanxi as a concept associated with China is likened to the Western concept

of relationship marketing and, in fact; do share some fundamental characteristics
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such as mutual understanding, cooperative behavior anddomgorientation, albe
the underlyilg processes that drive them are quite differeat.example, Arig1998
emphasises that relational exchange in the West is motivated by legality and rules,
while in Eastern cultures such as Ching inotivated or driven by morality, social
norms and obligation®evertheless, there is widespread debate and disagreement
among scholars whether Guanxi is a practice unique tGhimesepr conceptually
the same as the Westodg2002,€ L capturéesthiss hi p mar k
succinctly:
ATo some observers and practitioners,
element of Chinese culture, handed down relatively unchanged through time
and space. To others, Guanxi is little more than a Chinese word for the

personal networks, social capitahdagift economies found in abcietie

Guanxi is often thought of as a sort of social capital shared between
individuals or group® a network of social relatiodsthat encourages them to pool
resourcegPeng and Luo 200Q0n which favors and gifts are exchand@&sburdieu
and Wacquant 1992Social capital involves a network of social relations (friends,
colleagues, clients and more general contacts) thrathgim come the opportunities
to transform financial and human capital into prafits jointly owned by both
parties and dissolves should one party choose to withdraw from the relationship
(Burt 2009. According to Ranfagni and GuercifZi014) interdependence in
business relations is an essential prerequisite for growth in the Chinese context.
Reciprocal obligation and mutual assurance are key tenets of Guaratednased

onrenging a unigue concept rooted in traditional Chinese culture.
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According to Wand2007, 82 i G u aisiculiivatedand maintained through
the exchange akngingto attain mutual benefidssAs a result when two parse
establish positive feelings towards each other,uhgirprisingly, tend to increase
cooperative behaviour and a willingness to effectively engage with others with
whom they have developed such an affiiggrnes et al. 2031 This cooperation
derived from Guanxi among alliance partners or busitebsisiness relationships,
in the Chinese context leads to better business perfornflagiessen et al. 20)And
IS a necessary, but nsafficient, condition of business collaborati@gtang et al.

2008. Developing Guanxi with Chinese partners is a cormpfeen times confusing
process for foreign multinationals and takes a long time to cultivate although, once

the essence of Guanxi is understood and developed, future negotiations become easy
and a congenial process for the fl@mnese channel partn@ong et al. 2013

Such cooperative behaviours are likely to lead to positive attitudes towards solving
future conflicts should they arise.

Chi dsosanxi and Reldtieshiyk®aketing as social
constructs can also be distinguished using the personal/impersonal dichotomy.
According to Morgan and Huif1994) relationship marketing is typically
impersonal and operates at the level of the organizdtidNestern societies,
relational exchange focuses on impersonal involvesanainly associated with
commercial goals of the firmon the other hand, Guanxiarketing goes beyond
commercial concerns and includes ganging (affectishich often takes precedence
over monetary concerns in social interactibiang 200J. Furthermore, according
toWangi Guanxi works at a personal | evel on
a measure of the level of emotional commitment and the closeness of the parties

i nv o l(Waagk007, 8Rand reflects the quality of a relationsli(phen et al.
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2009.. This is supportethy Gupta and Bartle{2007, 3, wh o poi nt out , Qt
bet ween business and personal condudtizgt i ons h i
business in China hus the aim should be to enhance busite$sisiness
relationships and increag@angingthrough social interactions like winirand dining,
visiting and participating in events, and often leads to better degree of cooperation in
the relationshigMavondo and Rodrigo 2001
Quality interpersonal relationships often likened to Guanxi is likely to lead to
higher levels of cooperation when dealing with conflicts and hence réueice
competitive approach to confli¢¢vong and Tjosvold 2030It is theorized that high
levels of Guanxi encourages firms to de&h conflict from a winwin perspective,
that is to adopt an attitude in conflicting situations of seeking mutually beneficial
ways of discussig and managing frustrations and reduce reliance on competitive,
win-lose posturingJohnson and Johnson 200fswold 199§ that may be
frequently present in the absence of Guanxi (Johnson and Johnson, 2005; Tjosvold
1998).For example, in experimental studies it was observed that conflict encourages
channel partners to express their views directly, listen-apadedly and accurately
take on board each otherds perspective,
approach leads to orsgded resolution that lead to fragmentation of relationships
(Tjosvold 1998Tjosvold 2008. Furthermore, Zhang and Zha(®p13 observed that
Chinese people exhibit a strong contflistoidance tendency in relational exchanges
with other people with twvom they have good Guangihinese nationals tend to rely
on and favour people with whom they have a relationship instead of those with
whom they do not share a close relationghipFeng and Tjosvold 200.7This

emphasizes the importance of recognizing the importancegrburps and out
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groups, multinationalpersonnel typically fall into the latter and thus is critical to
establish Guanxi in order to reduce the potential for conflict.

Finally, Chen and Staros(&997 suggested that the Chinese place a high
emphasis on particularistic relationships asthblisha clear boundary between in
group and ougroup relationshipsAccording to Chang and Hq|1991); Chung
(1991, and Shenkar and Ronéto87), partcular relationships are potentially
powerful in persuasion, influence and control, andeEmsednot onlyto avoid
conflicts but also to resolvthem Those who belong to the network of
particularistic relationships are-group members and all othene outgroup
members. Thave feeling among ingroup members greatly reduces the possibility
of confrontation or conflic€Chen and Starosta 1997, T other words, the closer
the Guanxi between manufacturers and distributors, the more likely the conflict will

be solved. Hence, it is proposed that:

H9: The level of Guanxi (LOG) relates positively to positive conflict resolution

attitude (PCRA).

Furthermoregiven the different industry conteahd market characteristics

with SOEs and POE#e following hypotheses apgoposed

H9A: The level of Guanxi (LOG)between SOEs and distributorgelates
positively to positive conflict resolutionattitude (PCRA).
H9B: The level of Guanxi (LOG)between POEs and distributorgelates

positively to positive conflict resolution attitude (PCRA).
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As partly mentioned in section 2.5 and 2.7, it should be noted that the
constructs of trust and guanxi is different in this thdsiselationship marketing,
trust between parties has long been established and held in exchange contexts
(Anderson and Narus 199trosby et al. 1990wyer et al. 198 Gambetta 19838
and is recognised as an essertigtedient in developing and maintaining successful
relational exchanges and good customer relationship (BeRgr&suraman, 1991).
It is considered as a fundamental building block of a relationship model (Garbarino
& Johnson, 1999), and is a key factor in determining-i@mm orientation because it
fosters the focus on future condition, which reduces the likatilbat the other
party will act opportunistically (Geyskens & Steemkamp, 1996).

Two types of trust are commonly identified: cognitiand affectbased trust
(Chua et al. 2008Ig and Chua 200Q6According to ChugChua efal. 2009, 49}
i C o g nhased toust involves perceptions that another person has the competency
and integrity to be trustworthy, while affeoased trust is based on the emotional
bond and concerns one feels toward the other pérsonply put, trustfrom the
head ver sus t rHoweverdccoming td Sareheddudksaand Lée.
(2007), it appears that in China and other collectivist cultures, the
professional/personal dichotomy of trust is less clear than in the North American
context.lt is argued that although both cognitive and affective bases are more
intertwined in the Chinese context than in other coun{@ésia et al. 2009 without
a doubt effective bases are far more salient in QWesti et al. 201)jland the
centrality of its role in Chinese firms is widely evident in many firm prac(iSesg

et al. 2012
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Trust construct is used in this thesis not only because of the specific type of
trust we identified but also the relationship we intend to investigate, e.g., the level of
trust and positive conflict resolution attitude.dependenceelations, trust becoes
significant because with trust, risking dependence on another party becomes easier to
bear despite the fact that the other party retains the option of belrawetirust in
the partner engenders defensive behaviour (Lewicki and Litterer, 1985), wadsh |
to the desire to institute high levels of contr@sbb 196). According toAndaleeb
(1995, the greater the trust, the lower the complexity and uncertainty; thus providing
reasonable assurances that desired goals and outcomes will be achieved, barring
unforeseen circumstances.

It was just in past two decades, a growiagearch attention was paid to
Chinese business culture, e.g., guanxi whiat been considered as @l@inese
version of relationship marketing (Ambler, 1994; Davies, Leung, Luk, & Wong,
1995; Lovett, Simmons, &ali, 1999). Guan in Chinese means (gate) and xi
(connection). Guanxi is defined as relationships or social connections based on
mutual benefits (Yang, 1994). Soraethors such as Redding and Ng, (1982); Tong
and Kee, (1998) have suggested the inclusfdrust as a component of guanxi. This
Is because they believe guanxi or guanxi related terms sxahyasig (or similar
meaning to trustjlo share some basibaracteristics such as mutual understanding,
cooperative behavior and logrm orientation.

However, guanxi in this thesis is different from tru#sithors such as Lee
and Dawes, (2005ang (2007) believe that trust is not@nponent of guanxi but
an outcome of guanxi becausey have quite different underlying mechanisms,
which is consistenwith the work of a majority of the authors in relationship

marketing literature. For exampleust, which plays a key role in relationship
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marketing, does not have the construct equivalencexmtongin the Chinese
culture and has limited impact oretdevelopment and maintenance of guanxi.
Instead, what guides relational exchange behaviors in guanxi are reciprocal
obligation and mutual assurance, which are basedragng(emotional responses),
a unique concept rooted in traditional Chinese cultdfang, 2007). In addition,
guiding principles of a relational exchange in most Western cultures are driven by
legality and rules, whereas guiding principles of relational behaviors in guanxi are
driven more by morality and social norif#sias, 1998).

Developing networks of mutual dependence and creating a sense of
obligation and indebtedness are keys in building up guanxi (Yang, 1994). As such,
some researchers argue that in a guanxi network, assurance, rather than trust, appears
to be more critical inhe relationship (Standifird & Marshall, 2000; Yamagishi &
Yamagishi, 1994). Assurance, according to Yamagishi and Yamagishi (1994), is an
expectation of partnerso benign behavior
surrounding the relationship rather thanpt ner s 6 per sonal traits
addition,according to Wan@2007, 82 i1 G u ais culiivatedand maintained
through the exchange oénqing( e mot i on al responses) to at
Therefore, trust and guanxi can be viewed as two different constructs to examine the
relationship between level of trust and positive conflict resolution attitude; level of

guanxi and positive conflict rektion attitude;

2.8. Conclusion
Chapter Two outlines the content in each section of this chéfiecuses on
the key and relevant literatuire relation tothe concepbf power indistribution

channed. It aims to distinguish between key contributions and marginal
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contributions, to understand what the key papers contribute, and to identify why they
are relevanto the research topitn order to form a more integrated power

relationship framework, a nemodelis proposedExtendedPowerRelationship
Frameworkbetween Manufacturers and Distributqeee Figure 2)3 This

introduces and integratgesitiveconflict resolution attitude, trust, communication

and business culture (e.g., Guanxi)jatcollectively drivejoint problem solving

attitude togeher with the traditional powdrameworkthatinfluencemanufacturer
distributorsatisfactiorandthe level of conflictSee Tabl&.1 below fora summary

oft hi s sdnaypothéses. m

Table2.1 Summary of Main Hypotheses in PhD ThesigothesesSpecifics

H1 There is an inverse relationship between the use of coercive powe
and satisfaction (SAT).

HIA° There is an inver se r e toartive power h
(CP) and distributorsd satisfa
HIB There is an inverse relationsh
(CP) and distributorsd satisfa
H2 There is a positive relationship between the use ofcoencive power
(NCP)
and satisfaction (SAT).
H2A
There is a positive r el acbercven s h
power (NCP) and distributorso
H2B
There is a positiverelatios hi p b et we e n -céeikzes 6
power (NCP) and distributorso
H3 There is a positive relationship between the use of coercive power |
and
level of conflict (LOCF).
H3A
There is a positive relationshipet ween SOEs® use
(CP) and level of conflict (LOF) between SOEs and distributors.
H3B
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H4

H4A

H4B

H5

H5A

H5B

H6

H6A

H6B

H7

H7A

H7B

H8

There i s a positive relationsh
(CP) and level of conflict (LOF) between POEs and distributors.

There is a negative relationship between the use ctaoercive powel
(NCP) and level of conflict (LOF).

There i s a negative r el adoerave s h
power(NCP) and level of conflict (LOF) between SOEs and
distributors

Thereisa negative rel ati ons ftoergiveb e i
power(NCP)andlevel of conflict (LOCF) betweerPOEsand

distributor$

The level of conflict (LQF) in the channel is negatively related to
satisfaction (SAT).

The level of conflict (LOCFpetween SOE and distributarsthe
channelis negativelyrelated o di st ri but or sdé s
SOEs.

The level of conflict (LOCFpetween POE and distributarsthe
channels negativelyrelated o di st ri but or sdé s
POEs.

The level of positive conflict resolution attitude (PCRA) rele
negatively to level of conflict (LOCF) in channel.

Positive Conflict Resolution Attitude (PCRA) betweeSOE
manufacturerand distributorgelates negatively to thevel of conflict
(LOCF) in thechannel

Positive Conflict Resolution Attitude (PCRA) betwde@E
manufacturers and distributaiedates negatively to tHevel of conflict
(LOCF) in thechannel

The level of trust (LOT) relates positively positive conflict resolutior
attitude (PCRA).

The level of trust (LOTpetween SOE and distributaedates positively
to positive conflict resolution attitude (PCRA).

The level of trust (LOThetween POEr distributorgelates positively
to positive conflict resolution attitude (PCRA).

The frequency of communication ®CM) is positively related tc
positive conflict resolution attitude (PCRA).
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H8A

H8B

H9

HO9A

HOB

Thefrequency of communication ®CM) between SOEs and
distributorsis positively relatedo positive conflict resolution attitude
(PCRA).

Thefrequency of communication -CM) between POEand
distributors is positively relate positive conflict resolution attitude
(PCRA).

The level of Guanxi (LOG) relates positively to positive conflict
resolution
attitude (PCRA).

The level of Guanxi (LOG) between SOEs and distributors relates
positively to positive conflict resolution attitude (PCRA).

The level of Guanxi (LOG) beteen POEs and distributors relates
positively to positive conflict resolution attitude (PCRA).
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CHAPTER 3. RESEARCH METHODOLOGY

3.1. Introduction

This chapter presents the philosophy of research underpinning method
choices, as well as its influence s research. Then various alternative methods
are explored: quantitative and qualitative research is compared, before setting on the
first and considering various types of research design. Astapep description of
this research design is introduc@ddiscussion of the reliability, validity and

generalisability of the survey method is presented.

3.2. Philosophy of Research

A philosophy of research underpins the choices and decisions that must be
made in staking out a research position. The resgastion will then have
implications regarding what, how and why research is conducted. Methodological
choices illustrate the logic used to draw meaning from information and data in order
to enable readers to inspect and evaluate the reg€zadon et al. 20Q1A series
of methodological choices about what information and data to gather; how to analyse
the information and data that we gather; and other methodological choices such as
quantitative vs. qualitative (deductioa. induction) are discussed.

When engaging in research, academics adhere typically to a worldview about
the nature of knowledge and what is reality basethem own philosophical
orientation and by linking with research endeavour. This provides ireighin

turn, a foundation for their theoretical framewo(®hen and Manion 200.7
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3.2.1. Ontology and epistemology

Epistemological and methodological choices stem from the ontological
worldview adopted by the researcher. All theoretical frameworks developed by
researchers are typically based on their ontological and epistemological positions,
which implicitly or expliatly guide decisions made in the development and conduct
of their work.No matter whether their ontological and epistemological positions are
acknowledged, they shape the approach to theory and the methods which the social
scientist utilisesSpecificallythes e i nvol ve the researchero
reality and humanityontology) and the theory of knowledge that informs the
research (epistemology) which in turn, guides how the subject of interest or related
knowledge may be acquired (methodolpggd the specific tools (method) that
would be appropriate to meaningfully arrive at desired incdBmesnan and Bell
2011 Cohen and Manion 2007

Ontological and epistemological positions egkatedbut need to be
separatedCrudelyput o ne d6s o nt affedsgut aaffom getersings,i o n
oneds epistemol ogi cal position. Ontol ogi «
with the very nat unMarsloand Furtorgi2008Tbe kéyor e x i s |
guestion is whether there is a O6real dé wol
knowledge of itifanont ol ogi cal position reflects t1I
of the world, their epistemological position reflects their view of what we can know
about the world and how we can know it; Literally, an epistemology is a theory of
knowledge, whichocuss on i denti fying o6real 6 or d6ob
social phenomendhe ontology informs the methodology about the nature of reality
and what social science is supposed to study and the epistemology informs the

methodology about the nature of knodde, these inform the methodology (the
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research design) that is to be employed by the researth@nesearch is conducted
and constructed?

There are typically two broad and contrasting positions adopted in social
science resear ch ical pdsitoh (ghdnattrenf realityos ont ol o
objectivismand constructivism. According téeuman(2009 objectivism presumes
that there is amdependenteality while constructivism presumeékat that reality is
the product of social processes or interactions between individuals. Related to these
the research positions of objectivism and constructivism are the philosophical
concepts of positivism and interpretivism, respectively. According to B§$96%
researchers who adoptapgosivi st orientation view real.
world and is typically discovered using conventional scientific methodologies.

Positivist researchers are separate or detached from the researched and believe a
distinct truth exists whereby quaative methodologies can be employed to find the
truth (Cohen and Manion 20(Bassey 1996 Alternatively, researchers who adopt

an interpretivist orientation views reality as a human constidatch 2009, reality

is socially constructed by the individual, the researcher and researched are connected
and there exists multiple realitiéésncoln and Guba 198§5Qualitative

methodologies are employég interpretivisto investigate, interpret, describe social

realities(Bassey 199% ohen and Manion 200.7

3.2.2. The Authorés Ontological and Epi si
Thi s r es e arabdutentology amuepistamblog@md the

philosophical position adopted within tRéDthesisis a positivist one. The author

believes that realitis objectively determinethther than socially constructed

ontological terms, reality and/or the existencelgjective truth is out there which
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was external to agentshus, ontologically, the author believes that social realities
are constructed through expressing or dealing with empirical facts or conditions as
perceived without distortion by personal feelinggjudices, or interpretatiomns
thoughts; they are governed by laws of cause and effect; patterns of social reality are
stable and knowledge of them is supplemengiliguman 200Q The positivist view
is that thegoal of science is to develop the most objective methods possible to get
the closest approximation of realf@ohen and Manion 200.7
From an epistemological perspective, this author believes that the search for
external causes and fundamental laws to explain actors' behaviour reveals reality;
that is, truth iggoverned by laws of cause and effect and underpins my positivist
philosophy(Cohen and Manion 20Q.7Thus,the emphasis in thikesisis on
measuring varidbs and testing hypotheses that linkedto general causal
explanationgSarant&os 2012. And hence data collection techniques consistent
with a positivist philosophy focus on gathering hard data in the form of numbers to
enable evidence to be presented in quantitative {(dleaman 200$arantakos
2012, as in thighesis This is in contrast to interpretivist researchet® tend to
focus more on understanding and explaining how research participants construct and
evaluate their different experiendg€reswell 1994 qualitatively based on written
narrativegNeuman 200%arantakos 20321 t i s t hi s when hor 6s Vvi e
conducting research, the researcher should remain distant and independent of that
being researched. Thus, in surveys and experiments, bias is controlled, a systematic
sample is selected and the researcher tends to be objective in assessing a situation
David Hume argued that knowledge starts from our senses and thus on the
basis of such direct experience we could develop generalisations about the

relationships between physical phenomena. The aim was to develop causal
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statementshatspecified that, under a given set of conditions, there would be regular
and predictable outcoméslarsh and Furlong 2002The emphasis was on the
explanatiorand identifying the causes of social behavitmmethodological terms,

the scientific tradition was greatly influenced by logical positivism ploaiteda

very straightforwardharacterisatioof the form of scientfic investigation. Hollis

and Smith(1991, 50 suggest the purpose of scientific enquiry is to:

ARDetect the regularities in nature, pl
implies for the next case and observe whether the predictioaesisdf it
does, no consequent action is needed; if it does not, then either discards the

generalisation or amends it and tests

In contrastjnterpretivistbelieves that the world is socially constructed. They
focus on the meaningf behaviourThe emphasis is on understanding, rather than
explanation as such, in the interpretivist tradition it is not possible to establish causal
relationships between phenomena that hold across time and€pasen et al
2007). Alternatively, positivists focus is on causalationshipsand prefers
quantitative analysim ordertopr oduce O6éobjectived and gene
(Marsh and Furlong 2002Researchers that assume an interpretivist philosophy are
concerned with understanding, not explanation, focuses on the meaning that an
action have for agents, tends to use qualitativeéeexe (eys. observation,
interviewing, case studies) and offers their results as one interpretation of the
relationship between the social phenomena studedsh and Furlong 2002Since

from an interpretivist perspectvee ani ng i s embedded in the
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experiences and is mediat e dMetriamr1998g h t h

the goal being to attain an insideros

3.2.3. Mehodological Implications of the Adopted Philosophical Choice

Within science, research paradigms represent a researcher's perception of
what ought to be done, and how it oughb&odong Gummesson 20Q05Thus, the
researcher's philosophical choice has several implications in terms of the perspective
and approach to how research is done, how the problem is conceptualised, and how
data is gathered and analyg€arson et al. 20Q1An understanding of social
theory, along with awareness of particular contexts' demand, is used to first examine
the panoply of methods available to draw on and then, secondly, to decide which are
relevant to the focal stuq¥incheloe 200). Table 3.1, be&lw summarises
differences between positivists anch t e r p waltviewsthatdffécsbroad

methodological emphases and choices.

Table 3.1 Philosophical Choice's ImpactMathodology

e

Vi

Methodological emphases and  Positivist Interpretivist
choices

Role of prior theory Used in initial stage to arrive at Used at various points, hamely in
hypotheses or research questions gaining preunderstanding, definin

g the

research questiorad how to tackle

them, developing preliminary

frameworks, and in comparing results

to the literature

Theory testing vs. theory building Emphasis on theory testing Emphasis on theory building
Deductive vs. inductive Deduction Mix of deduction andnduction
Structured vs. unstructured Predominantly structured Predominantly semstructured or
research structured

Role of the researcher Detached observer Part of the research instrument
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Source: Carson et al., (2001) and Gummesson (2005)

As emphasised in Section 3.2.2., this author has adopted a positivist
philosophy as discussed and the differences between positivism and interpretivism
depicted in the above table. Choosing a positivist philosophy is in accordance with
the study's goals dheory testinghathas methodological implicationBirectly
related to the ontological and epistemological positions examined above and the
authors adoption of a positivist philosophy rather than an interpretivist philosophy
are two schools of thoughtamely quantitative methodology (research) and
qualitative methodology (research) which inform the data collection methods

employed.

3.3.Quantitative Focus of the Study

Choosing to effect a quantitative investigation instead of a qualitative one is
the subject of this subsectidQuantitative research presupposes that reality is
normative, and that the universe is organised in such ahaayhere are socifdcts
with an objective reality apart from the beliefs of individyaidile qualitative
research is interpretive and presupposes that beliefs centre on the idea that we can
explore, glimpse, shed light on and interpret parts of re#tigy,reality is socially
constucted through individual or collectiv@efinitions of the situatioBryman and
Bell 2011,Cohen and Manion 200.7

The quantitative approach this study seeks texplain thecause®f changes
in social facts of a range of power related variables, primarily through objective
measurement and quantitative analy3&& quantitative methodology adopted in

thisthesisfocused on quantifying social phenomena and analysed numerical data,
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and focused on the links among a smaller number of attributes across many cases or
research participant, in the case of this study senior management of distributor firm

in the Chineséron and Steel IndustrEreswell(2013 provided a very concise

definition of quantitative research as a type of research thiiesphenomena by
collecting numerical data that are analysed using mathematically based methods.

Quantitative research frequently involves the study of meanings in the form
of attitude scales (such as Likert scale technique and other techniques)swherea
qualitative researchers often want to interpret people's behaviour in terms of norms,
values and culture of the group or community in questianwever, both
guantitative and qualitative researchers are typically interested in both what people
do and whatheythink but go about the investigation of these areas in different
ways. A further theelated point is thahe suggestion that theory and concepés
developedrior to undertaking a study in quantitative research. It reflects a tendency
to charaatrise quantitative research as driven by a théssing approach.

The point is not to argue whether one research methodology, that is, either
quantitative or qualitative researshbetter or worse than the other, since it has been
well established that both are useful in most research endedCoinsn and
Manion 2007Silverman 201}, what is critical is the select of the appropriate
research methodology for the inquiry at halrdrthermore, Neumaf2009
emphasised that there is no single, absolutely correct methodology to social science
research but rather the methodologies simply represent different ways of looking at
the worldi ways to observe, measure and understand social reality.

There are various types of quantitative research utilized by researchers,
however, there are four common types that could be categorid¢dayey

research, 2) correlational research, 3) experimental research and 4) causal
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comparative researgCreswell 201Neuman 200Peach of which have their own
typical characteristicdzor example, survey research which has been employed in
thisthesisinvolved scientific sampling and questionnaire design to measure
characteristicef the population with statistical precision, more specifically,

di stributorsd viewpoints on their relati
on various characteristicEhe aim of this survey approach was to provide answers

to such questions as "Momany people feel a certain way?" and "How often do they
do a certain behaviour?" since survey research enables management to make
comparisons between groups and provides estimates from a sample that can be
related to the entire population with a degréeastainty(Creswell 2013 A

compilation of the advantages of utilising a quantitative methodology (research) and
by extension survey®Neuman 200&Lreswell 201Bis presentetbelow (see table

3.2)

Table3.2 Advantages of Quantitative Research

L Provides estimates of populations at large.

2. Indicates the extensiveness of attitudes held by people.
3. Provides results which can be condensed to statistics.

4. Allows for statistical comparison between various groups.
5. Has precision, is definitive and standardized.

6. Measures level of occurrence, actions, trends, etc.

7.

Can answer such questions as "How many?" and "How often?"
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3.4. Research Design

This study adopted a thrgase research design with data collected on three
separate occasions from an assortment of distributors in the Chimesed Steel
Industryto solicit managerialiewpoints on the nature of their relationship with
manufacture® both stateowned enterprises (SOEs) and privatened enterprises.
Both phasel andll, were pilot phases of thtkesisintended to inform the later
condut¢edphasdll full-scaledata collection element of thithDwork.

Phasel of the study consisted of exploratory work whereby the author
developed a quantitative instrumé&muestionnaire which reflected items from
traditional power relationships frameworks inclusive of the theoretical concepts of
coercive power (CP), netoercive power (NCP) and satisfaction (SAThe work
was considered exploratory since there has been no previowsyptin work done,
particularl in thelron and Steel Industriy a developing country context such as
China.In phasel data was collected from approximately 14 managerial staff of
various distributors from Ningxia, YinChuan City, China, and this phase allowed the
author to explore potential hypotheses and get some insight into the application of
the traditional power relationship framework in the Chinese context.

Phasdl of the study again consisted of exploratory work whereby the author
developed a quantitative instrumé@muestionnaire with new power relationship
variables not traditionally included in power relationship frameworks applied to
channel relationships such as that with bugedsers.The author adopted a
contemporary approado integrate more market and relational oriented theoretical
variables such as level of trust (LOTrgquency of communication ®CM) and
level of Guanxi (LOG), Guanxi being a concept said to be unique to the Chinese

context, in order to explore the potential impact and relevance of these variables on
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outcomes such as positive conflict resolution attitude (PCRA) and level of conflict
(LOCF).Data forphasell was again collecteiom themanageriaktaff of the
various distributors who participatedphasel of the study.

Phaselll of the studyinvolved a fully developed survey instrument which
consisted of question items that reflected theoretical variables both from traditional
power relationships frameworks and the more contemporary power relationship
variables suggested by the author asrégd¢o understanding modern buyasller
relationships, at least, in the context of blwen and Steel Industiy China.This
phase involved a much larger sample and allowed the author not only to test the
much broader and enhanced power relationshipéwork proposed by the author
and to explore nature and influence of various relationships in the new model.
Furthermore, beyond testing a range of hypotheses to be presented later on, it
allowed the researcher the opportunity to examine differencegdteattially exist
in power relationships between the distributors with both SOEs and POEs-that co
exist inlron and Steel Industnas such additional hypotheses were developed to be

tested in this regard.

3.4.1.Preliminary Research and Instrument Casian

A preliminaryinvestigatiorwas conducted three stages. The first stage
consisted in refining the English version of the survey instrument and cover letter.
The initial survey format was developed basagre-existing measures developed
for and used in relevant poweglationship literature. Iterative refinement of the
survey questions indicated the necessity to reduce the number of items of the scales
to minimisetranslation and crossultural misinterpration. Next, the survey

instrument was translated and bdnslated into Chinese by two independent
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translatordy accepted standar@Brislin and Baumgardner 19y (Sperber et al.

1994). The third stage involved a review of the instrument by a regional Chinese

Iron and Steel Association secretary in NingXia, China. This contact was sent a copy
of the survey questionnaire via email with a cover letter asking the individual to
review the gestions for language nuances, unclear items and suggest clidrmges.
contact suggested some linguistic changes to be made and these were subsequently
incorporated into the final version of the instrument for both phases one and two,
these were later comi®d to produce the full questionnaire utilised in phase three of

this study and allowed the author to test proposed hypotheses.

3.4.2. Dat&Collection

After developing the preliminary questionnaire for eplsasel andll, pilot
studieswere conducted in the Chinese Iron anegebmarket. Each of these phases
involved the completion of the questionnaireprson after which participants were
each debriefed. The sample for both phases 1 and 2 consisted of approximately 14
managers from various distributors in NingxXfapChuanCity, China.During the
debriefing for each phase, this author, who also collected the data took the
opportunity to garner additional feedback from each respondent and was able to get
some indepth rsponses to specific questions which provided meaningful and more
in-depth insight into the power relations among SOEs, POEs, and distributors in the
Chinesdron and Steel IndustryNo problemswvere experienceith these early two
phases of data collection for tiReDthesis Subsequently, the findraft of the
questionnaire was developed for phHbkef this PhD.

Phaselll 8 the main study, a sample & distribution sales managers in the

industry was selected from the database of NingXia Iron and Steel Association. Out
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of 86 surveys given to the respondents orsttee 82 questionnaires were received.

A furthereightsurveyswere removediue to incomplee data, which left 74

complete and usable data providing a response rate of approximately 86 Jdreent.

primary reason led to this high response rate was a result of close personal

relationship(e.g., a close family relativeénd past working experieneeth the

chairman of Yinchuands I ron and Steel As:

chairman, questionnaires were disseminated to numerous individual firms based on

his personal networks and hence, high response rate was achieved.
Thereforeatotal sample size of 74 was employed in this study which

included the 14 surveys conducted with th@esaespondent managers in bokiage

[, andll.Overall,148 completed questionnaires were collected, treggesent the

views of 74 respondents, who responded for Btateowned enterprises (SOES)

and privateowned enterprises (POES) in t@hinese Iron and Steeidustry It

should be noted th#tte 74 respondentgho responded for the manufacturers are

mainly related to Ztateowned enterprises (SOEs) and 2 privasened enterprises

(POEsSs) in the Chinese Iron and Steel Industry. The 2 SOEs refer to Baotou Iron and

Steel Group in inner Mongolia; Long Iron and Steel Group in Shanxi province; The

2 POEs refeto NingXia Iron and Steel Group and, ZhongYang Iron and Steel

Group. To be noted here that respondents are all from the Iron and Steel market in

NingXia. They were asked not only to answer the questionnaires in one province, but

also in other provinces @aand NingXia. In other words, the respondents related their

answers to other manufacturers, and hence, the results may have possible

generalisability to other SOEs and POEs in different parts of Chinese Iron and Steel

Industry.
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3.5. Measures in the Study
3.5.1.Measures of Power

This study in the steel distribution channel focuses on three main areas: (1) It
studies the manufacturerso (bot hfror®OEs an:
di stri but o;n(2)Ilsinvgskgates phe manufacterers wé power and
outcomes; (3) It examines the relationships between conflict resolution attitude and
its drivers (e.g., trust communication and Guankius, a full questionnaire was
designed for phase 3 of this research study and consisted of ten sections
accordance with the research aims and covered all the theoretical concepts, both
traditional and contemporary power relationship variables that this author deemed
relevant to manufacturelistributor channel relationships in the Chingsa and
Steellndustry.

The manufacturer's ability to get the distributor to do what he would not have
done otherwisavas measurely the perceptions reported by the distributdtsere
is considerable support for a perceptlmased interpretation of powgRaven,

1965.

3.5.1.1. Measures of Necpbercive power

Manufacturers can use various kind of power available to them to influence
distributors' decisions drehavioursThe items used to measure manufacturers'
power are partly adapted from Gaski and N¥®85 andHunt and Nevin(1974).
Power sourcewere classifieds coercive (punishments) and rewercive (rewards)
according to the noamiliar HuntNevin frameworkThis expression was beved
to be compatible with the French and Raven definition of power sources as the

perception of the ability to mediate rewards and punishments.
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In an empirical case, necoercive sources of power can be distinguished
from coercivesources of power in that they involve a willingness on the part of one
individual or group to yield power to another. In the manufactdisributor
channel, manufacturers provide distributors with several types of incentives and/or
assistances designainfluence distributor behaviouBy providing incentives
and/or assistances to distributors, they establish the manufacturer as an expert in the
eyes of the distributor; they legitimize the manufacturer's efforts to gain power; and
they help to get thdistributor to yield power willingly to the manufacturér.
manufactureros incentives andeoecwes i St ance:
sources of power in this study are partly adapted from Hunt and Nedid): (1)
trade discounfGaski and Nevin 198busch and Brown 1982(2) pricing forecast
assistancéGaski and Nevin 198Bunt and Nevin 1974 (3) advertising assistance
(Hunt and Nevin 1974 (4) field investigato(Hunt and Nevin 1974 (5) delivery
services; (6) pickup of returned steel products, e.g., product warrdnigch and
Brown 1983. Each distributor indicates the degree of each of the incentives and
assistances provided by itself or his manufacturer on a rating scale ranging from one
to five. The distributor's incentives and/or assistances ratings for his manufacturer
assistancewere use@s empirical measures of these fooercive sources of power

with large numbers indicating high incentive and assistance manufgutovete

3.5.1.2.Measures of Coercive Power

In an empirical sense, coercive sources of pmaarbe differentiated from
the noncoercive sources of power in that they involve potential punishrent.
manufacturer has coercive power over a distributor when the distributor anticipates

possible punishment if he fails to yield to manufacturer's inflaeattempt. There
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are various coercive sources of power that a manufacturer can use to get a distributor
begrudgingly (rather than willingly) to yield power. A manufacturer's coercive

sources of poweare frequently builinto the manufacturedistributorrelationship

during the negotiation phasieatprecedes the granting of an authorization to a

potential distributorA manufacturer's coercive sources of power will normally be
carried out if a distributor doea&tndt com
requirementhe items used to measure coercive power are partly adapteéénam

and Nevin(1974); Lusch(1976. Six measures attempt to identify potential coercive
sources of power include: (1) delivery de{aysch and Brown 1982(Gaski and

Nevin 1985; (2) charging of higher pricefiaski and Nevin 1985(3) refusal to

sell (Hunt and Nevin 1974 (Gaski and Nevin 1985(4) take legal actiongGaski

and Nevin 198} (5) cancel or refusal to renew contrédtint and Nevin 1974

(Lusch and Brown 1982(6) make things difficult for distributors.

3.5.2.Measures of Conflict

According to Stern and Ensary (1977, p. 283 hannel conflict is a
situation in which one channelember perceives another channel member to be
engaged in behaviour that is preventing or impeding him from achieving his goals.
Channel conflict is a situation in which one channel Manufactlisgribubor
conflict may frequently arise in seven areas: (1) price; (2) personality; (3) incentives;
(4) product delay; (5) payment terms; (6) pricing foredaath manufacturer or
distributorindicates the degree to which he agree/disagree on each of the conflict
areas. These items used to measure conflict are partly adapted from Gaski and Nevin

(1985.
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3.5.3.Measures oSatisfaction

In our study, a manufacturatistributorsatisfaction is built intodur areas
include: (1)satisfaction with products and services; (2) support from manufacturers;
(3) satisfaction with their relationships;)(dverall satisfaction from manufacturers
and distributorThese items used to measure satisfaction are partly adapted from

Gaski and Nevir§1985.

3.5.4.Measures of Conflict Resolution Attitude

The Rahim Organizational Conflict Inventory (ROIDI (Rahim 1983Rahim
and Magner1995 s used to measure the dTheputants
items used to measure conflict resolution capabilities includedjy to
investigate an issue jointly with our distributors to find a solution acceptable to us
(2) wecollaborate jointly with our distributors to come up with procedures
acceptable to uafter we identify an issue; (3) viy to work jointly with our
distributors for a proper understanding of a probédtar we identify an issue.

The above are consistemith the cooperative approach to conflict, adopted
in this study. The cooperative approach to conflict involves interactions that
communicate the intention to seek a mutually beneficial solution; a competitive

approach indicates that protagonists are ¢ry;mwin (Deutsch, 1973).

3.5.5.Measures of Communication

The items used to measure communication partly adapted from Greenbaum,
Holden and Spatar@d 983 Schuler(1979, Schuér and BlanK1976. These include
(1) we make phone calls to adistributorsonly when there is a problen{2) we

make regular phone calls to keep relationships withd@tributors (3) our
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distributorsprovide a great deal of information to us when there is a problem; (4)
information is quickly and openly exchanged between ourselves to overcome
problems whenever they arise; (5) distributorscome back to us (SOEs) with

views and recommendations aftee identify an issue

3.5.6.Measures of Trust

Schurr and Ozangegl985a nd Sul | i(19&)studedare paty. 0 s
used to measure thevel of trust. The items used to measure trust include (1) we
have given special concessionsuson the past whe they were in difficulties; (2

we feel themanufacturehas been on our side during crisis;

3.5.7.Measures oBusiness Culture (e.g., Guanxi)

The items used to measure business culture and Guanxi are partly adapted
from Ambler et al.(1999; Wang(2007); Yang(1994 Leung et al(1995; Leung et
al. (2008. These include (1) wexehange gifts with our distriliors (2) we do
personal favours for each otherodos; (3) wi
overall, having good Ganxi with our distributors helAccording to Lee et a(200])
the term siGuamexhia@vi oural outgrowth of Chi
i nvol ves the granting of preferential tr.
expectation of aexchange for favors and obligatiod$iroughout thestudy,the

term Guanxi will be used synonymously with Business Culture.

3.6. Validity
Aut hors refer to a (Bykesil®Phutmodt t ypes ol

commonly discuss internal and external validity. External validity refers to whether a
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studyds c obegdneradisetb alargeg different context, and if so, how

far. External validityis alsocalled gener al i sabi lityd, and is
the results can be generalizable beyond the specific cdBigxhan 2012. Internal

validity is achievedvhen a study hasteuth valuewhen the findings are credible

and make sense, and when an authentic portrait of the phenomenon under study is
producedMiles and Huberman 1984Furthermore, Bryma(2012 emphasises that

internal validity is most related to causality and whether a conclusion that involves a
causl relationship between two or more variables hold water.

Validity regards the researcheros ont
the researcher is measuring or explaining what he or she claims to be measuring or
explaining, and whether this trangatinto a relevant and meaningful epistemology.
Method and analysis validity should be demonstrated in at least two ways: the
validity of data generation methods, and the validity of interpretéiitason 2002

Data generation validity regards whether the logic of the chosen method
corresponds to the types of research quesparsied,and the kind of social
explanation developedhis involvesreliability as well as researchers reflect on the
quality of their methodsoncerninghe research questions, as well as whether they
produce data relevant to constructing explanations. The researcher should explain
how he or she came to the conclusion that the chosen methods were valid, as
opposed to demonstrating validity through somthefmore specific traditionally
recommended metho@slason 2002

Validity of data generation methodss soughin additional ways. Construct
validity was secured both through the use of multiple sources of evidence (data
triangulation), and through collecting the viewpoints of several respondents within

the groupContent validiy was sought through ptesting interview questions on
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colleagues and acquaintances (outside of academia), to see whether the
terms/questions used were easy to understand, and efforts were made to use language
that was both clear and unambiguous, s@ asihimise confusion between the
information sought and the information received through interviEimglly,
contextual validity was sought through recording interviews with respondents on
tape,givensubsequent transcription.

A key concept in measuremastconstruct validity, which examines the
extent to which a measurement instrument assesses the construct it is purported to
assessAccording to Petef1981, 133 a measur e | @)toctledegees uct v
that it assesses the magnitude and direction of a representative sample of the
characteristics of the construct and (2) to the degree that the measure is not
contaminated with el ements fr omMowere domali
it is emphasised that it canrim¢ directly measurelout only inferredMore
specifically, a measure is inferred to b
(variance) perform as substantive (and psychometric) theory postulates they should
per f (Petand981, 134

The construct validity of the reward and coercive power source measures is
supported by (1) strong face validity and (2) the process whénelmeasures were
developed, which included a thorough scanning of measures appearing in the
channel literature and consultation with manufacturer and distributor personnel to
tailor the final set of items to be meaningful to the subj&pscifially, the items
appearing irmost prominent sources in the literat@@aski and Nevin 198Blunt
and Nevin 1974 .usch 197§ provided the initial inventory, which was modified by
additions and deletions suggested by relevant managehmenémergent listingias

ratified via discussion with selected distributors. This procedure should ensure a
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good representation of the domain of manufacturer rewards and punishenelnts,
therefore content validity. The same argument appleegistification of the

exercised powesource measures. The content validity of the distribattioibution
power measure was established by a literature scan along with channel participant

input to ensure good sampling of the domain of the construct

3.7. Reliability
3.7.1. Introduction
Internal consistency is the degree to which the items that make up the scale
are all measuring the same underlying attribute (i.e. the extent to which the items
6hang t Magespeaifcally according to Rossi, Wright and Anderson et al.
(2013, 73 Rel i abi l ity refers to the extent to
due t o random sidennal coassstercy cdit rmmeasureth sbree. 0
ways. The most commonly wused statistic i
statistic provides aimdication of the average correlation among all of the items that
make up this scale, with values ranging from 0 to 1, with higher values indicating
greater reliabilityPallant 2013 For example, seeefficient alpha values in the
table below (Table M) which includes the scale reliability for the original items
before conducting an EFA. Abugh these values are not large, they are fairly
adequate given the small number of variables used to construct each factor and the
basic research nature of the studgverthelesghe author would refine the scale
further and dropped necontributing items to improve scale reliability after
exploratory factor analysese conducted
Perhaps the coefficient alphas could have been improved gower ratings

had been weighted byainchisesreported importance weights because obviously not

98



all 15 decision variables are equally important in the dealer's business.
Unfortunately, at the time the study was designed this possibility was not considered
(Lusch and Brown 1992Reliability or the accuracy of research methods and
techniques halseen traditionally associatedth replicability and standardisation.

This assumethat methods of datgeneration cabe thoughof as instruments, and

can be standardised, objective and unbiased.

3.7.2. Examination of Scale Reliability of Original ltems before conducting
Exploratory Factor Analysis (EFA)

When utilising a multidimensional scale ist@dyi,it is important to use
scales that are reliable. There soeedifferent aspects to reliability. One of the
main concerns of researchers should be the scale's internal consistency. Internal
consistency refer® the degre& which the items that ake up the scale 'hang
together{Pallant 2013 One of the most commonly used indicatoirnternal
consistency is Cronbach's alpha coefficient. Ideally, the Cronbach alpha coefficient
of a scale should be above QDeVellis 2013. Cronbach alpha values, however,
tend to be quite sensitive to the number of items in the scale. Withsshtefe.g.,
scales with fewer than 10 items) it is commoffirid quite low Cronbach values
(e.g., 0.5). Checking the reliability of a scale is important because this ensures that
they all measuring the same underlying construct.

Survey data collected was input to SPSS and the sealescheckedbr
internal constency using Cronbach Alpha. Several steps were taken to ensure the
reliability of the results. The first step was to ensure that the number ofvitasns
correct. Secondhe Interltem Correlation Matrixvas checked for negative values,

as all values should be positive, indicating that the items are measuring the same
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underlying characteristic. Finally, the Cronbach Alghabserved as shown in Table
3.3below.
Coercive Power (CP) consisted of tweltems labelled as S1Q1a

(SOE delay my delivery); S1Q1b (POE delay my delivery); S1Q2a (SOE charge
higher prices); S1Q2b (POE charge higher prices); S1Q3a (SOE refuse to sell);
S1Q3b (POE refuse to sell); S1Q4a (SOE take legal action against us); S1Q4b (POE
take legal action against us); S1Q5a (SOE cancel our contract); S1Q5b (POE cancel
our contract); S1Q6a (SOE make things difficult for us); and S1Q6b (POE make
things difficult for us).

The same procedure as above to check for reliability of eackcsigor
construct was carried outlon-Coercive Power (NCP) consisted of twelve items
labelled as S2Q1la (SOE give trade discount); S2Q1b (POE give trade discount);
S2Q2a (SOE give pricing forecast); S2Q2b(POE give pricing forecast); S2Q3a (SOE
provideadvertsementS2Q3b (POBprovideadvertisement S2Q4a (SOE provide
field supervisor); S2Q4b (POE provide field supervisor); S2Q5a (SOE provide
delivery services); S2Q5b (POE provide delivery services); S2Q6a (SOE pick up of
returned product); and S2Q6b (POE pigkof returned product).

Level of Conflict (LOCF) consisted of fourteen items labelled as S3Q1a
(SOE conflict over price); S3Q1b (POE conflict over price); S3Q2a (personality
conflict with SOE); S3Q2b (personality conflict with POE); S3Q3a (SOE conflict
over incentives); S3Q3b (POE conflict over incentives); S3Q4a (SOE conflict over
delivery delay); S3Q4b (POE conflict over delivery delay); S3Q5a (SOE conflict
over pricing forecast); S3Q5b (POE conflict over pricing forecast); S3Q6a (SOE
conflict over paynent terms); S3Q6b (POE conflict over payment terms); S3Q7a

(SOE conflict about rewards); and S3Q7b (POE conflict about rewards).
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Satisfaction (SAT) consisted of eight items labelled as S4Q1a (satisfaction
with products from SOE); S4Q1b (satisfaction wtbbducts from POE); S4Q2a
(satisfaction with support from SOE); S4Q2b (satisfaction with support from POE);
S4Q3a (satisfaction with relationship with SOE); S4Q3b (satisfaction with
relationship with POE); S4Q4a (overall satisfaction with SOE); and S{&y4iall
satisfaction with POE).

Positive Conflict Resolution Attitude (PCRA) consisted of six items labelled
as S5Q1a (investigate jointly with SOE to find a solution); S5Q1b (investigate
jointly with POE to find a solution); S5Q2a (investigate jointifhaSOE to come up
with procedures); S5Q2b (investigate jointly with POE to come up with procedures);
S5Q3a (work jointly with SOE to understand a problem); S5Q3b (work jointly with
POE to understand a problem).

Level of Trust (LOT) consisted of four itenhabelled as S6Q1la (SOE give
special concessions when we were in difficulties); S6Q1b (POE give special
concessions when we were in difficulties); S6Q2a (SOE on our side during crisis);
and S8Q2b (POE on our side during crisis).

Frequency otommunication (FOCMgonsisted of 10 items labelled as
S7Q1la (make phone calls to SOE); S7Q1b (make phone calls to POE); S7Q2a (make
regular phone calls to keep relationship with SOE); S7Q2b (make regular phone calls
to keep relationship with POE); S7TQXAE provide information); S7Q3b (POE
provide information); S7Q4a (information is quickly exchanged between SOE and
us); S7Q4b (information is quickly exchanged between POE and us); S7Q5a (SOE
come back to us with recommendations); and S7Q5b (POE coméohaskvith

recommendations).
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Level of Guanxi (LOG) consisted of 8 items labelled as S8Q1a (exchange
gifts with SOE), S8Q1b (exchange gifts with POE); S8Q2a (do personal favours for
SOE); S8Q2b (do personal favours for POE); S8Q3a (managers banquet &ith SO
managers); S8Q3b (managers banquet with POE managers); S8Q4a (good Guanxi

with SOE); and S8Q4b (good Guanxi with POE).

Table 3.3 Overall Reliability of Scale Constructs

Constructs Number of Cronbach Alpha/Standardized
ltems Cronbach Alpha

Non-Coercive Power 12 items 0.836/0.832
Coercive Power 12 items 0.599/0.591
Conflict 14 items 0.573/0.617
Satisfaction 8 items 0.728/0.707
Conflict Resolution 6 items 0.556/0.569
Attitude

Communication 10 items 0.702/0.753
Trust 4 items 0.794/0.794
Guanxi And Business 8 items 0.761/0.758
Culture
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CHAPTER 4. SCALE DEVELOPMENT FOR POWER -RELATIONSHIP

FRAMEWORK

4.1. Scale Development and Exploratory Factor Analysis (EFA)

Factor analysis is a statistical tool commonly utilized by researchers during
instrument development to help analyse relationships among a large item pool or
variables. There are two types of factor analysis, exploratory factor analysis (EFA)
and confirmadry factor analysis (CFASi nce t he authordéds work
in the early stages of proposing a new model to explore Manufa@isteibutor
Power and Conflict Resolution Attitude Relationship with Satisfaction, the focus is
on utilising EFA.This type of analysis helps researchers identify those variables
that define the construct by ascertaining the greatest variance in scores with the
smallest number of facto(®eVon et al. 200)

Two primary defining characteristics of an EFA are: (a) the number of factors
extracted from the correlation matrix is determined empirically (via Kaiser criterion,
scree plot, parallel analysis, minimum average partial, etc.); and (b) all of the
indicatoss (i.e., items or subscales) included in the analysis are free to load onto any
of the extracted facto(&ignac 2009 More importantly, and according to
Thompson(2004,5, fnéf actor analysis is intimatel
validityé Factor analysis is at the hear:H
constrdatcgom@.r 6Ai s a construct defined by
particular factor(Kline 2014, while6 f a ¢ t o rrefdrsto &hd cometation of an

item with a particular factdiKline 2014.

4.2. Development of the Item Pool
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In this context, we emphasise that good scale construction is an iterative
process typically involving several periods of item writirgldwed by conceptual
and psychometric analysis in each c@lark and Watson 1995

The first step in scale development is the generation of the initial seinsf
for the measure, based on a theoretical foundation or a deductive scale development
approach(Clark and Watson 1995This requiredhe researcher to haea
understanding of the phenomenorb®investigatednd a comprehensive review of
the literature. First, the language should be simple, straightforward, and appropriate
for the reading level of the scale's target populatioaddition, one should avoid
using trendy expressions that quickly may become dated, as well as colloquialisms
and other language for which the familiarity (and thus utility) will vary widely with
age, ethnicity, region, gender, and so fokloreover, iem writers should take care
to avoid complex or "doublbarrelled" items that assess more tbhaacharacteristic
(Clark and Watson 1995Furtherto sampling asufficient breadth of content, the
scale developer must ensure an adequate sample of items within each of the major
content areas comprising the broadly conceptualised domain. Indeed, failure to do so
may mean that one or more of these areas will be wmtesented in the final scale.

(Clark and Watson 1995

4.3. Factor Analysis Protocol
The researcher has employed in this study tkeep Exploratory Factor
Analysis Protocol (see Figure 4.1) recommended by Williams, Brown and Onsman

(2012 when discussing the instrument development stage.
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Figure 4.1 The 5Step Exploratory Factor Analysis Protocol (Williams, Brown and Onsman, 2012)

4.3.1.Step 1: Is the data suitable for factor analysis?

Samplesize is one of the key considerations for researchers when

determining the suitability of factor analysis as an analytical tool to investigate the

soundness of the measuring scale utilized in stu@lfesimportance of sample size

is explained by Hogartgt al.(2005,203, who st at e

t hat

it he

size on the variability of factor loadings is critical as the magnitude of factor

loadings is frequently used as a criterion to determine which variables are

substantially relatdto a given factor and thus should be included in the

i nter pr et at Therais varfed opinidn arcappoopriate sample sizes

needed to meaningfully conduct EFA and a range of rules of thumb proposed by

academics though there appears to be diggmm this regard with no clear
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consensus or how researchers arrive at such figaoegxample, Tabachnick and
Fidell (2007) suggests at least 300 cases are required. Conversely, it has been
advocated that sample sizes should be at a minimum 100 o(lHaoret al.
201QKline 1986. Futther, Sapnas and Zell§2002 statethat even 50 cases may be
adequate for factor analys(@therspropose a ratio of pacipants to variables\:p
ratio); forexample Nunnally (1978 who recommends a 10:1 ratio, 10 participants
for every variableThe general rules for sampie-variable ratios also vary, such as
3:1, 6:1, 10:1, 20:1. However, recent work has revealed noNdpatio to achieve
good factor solutions, there is no sound theoretical or empirical basis for arbitrary
participantto-variable ratio recommendatiofldogarty et al. 200%uadagnoli and
Velicer 198§.

Traditionally, thev i ew h as b paticipaftdt hee mM(@&adyd er o
and Widaman 1995, 289n this study, the total saple size comprised 148
completed questionnaires. Approximately 74 respondents completed two separate
guestionnaires, one each regarding their responses about State Owned Enterprises
(SOEs) and the other on Private Owned Enterprises (P@E®)ugh the saple
size approximates what is considered small in the traditional sense, it is above the 50
cases that Sapnas and Ze{2002 suggest as sufficient to conduct for factor

analysis.
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Table 4.1 Significant Factor Loadings based on Sample Sigélair et al. 2010)

Sample size Sufficient Factor Loading
50 0.75
60 0.70
70 0.65
85 0.60
100 0.55
120 0.50
150 0.45
200 0.40
250 0.35
350 0.30

Furthermore, some academics argue that the desired threshold for sufficient
factor loadings also depends on the relevant sasigaeof the data s@tair et al.

2010 (seeTable4.1). In determining the factor structures, the researcher utilised
factor loadings of 0.70 or higher when determining the appropriate items
representative of a factdn addition in those instances where an item(s) were found
to crossloadon more than onettor, the decision was taken to eliminate the said
item from the final factor structure.

There are a few more considerations the researcher has to make to determine
the suitability of exploratory factor analysis and whether to proceed with this method.
A visual inspection of the correlation matrix to identify if there are sufficient
correlations. If it reveals that very few variables have correlations above the
threshold of 0.30, factor analysis is probably inapprop(iEédachnick and Fidell
2007). Others suggest the following general rule for assessing the correlation matrix,

+ 0.30 = minimal, £ 0.40 = important, and + 0.50 = practically signififidatr et al.
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1995. In thispaperthe author observed that almost all of the items in each of the
subscales were above the preferred value of #h@eshold

The final step in determining whether exp@ltary factor analysis is suitable
for application to the data set is an examination of the kdsser-Olkin (KMO)
measure of sampling adequacy and Bartl et
These two additional tests aid decisioaking on the apppriate use of EFA to
generate factorg.he KMO index ranges from O to 1, with 0.50 considered suitable
for factor analysis to be conducted and the Bartlett's Test of Sphericity should also
be significant at p< 0.08air et al. 1995Tabachnick and Fidell 20Q.7The large
majority of subscales recorded with KMOs ranged above 0.5 tca@d4&| Bartlett's
Test of Sphericity were significant at p< 0.05. A few scales fell below the KMO
standard of 0.5 with the lowest KMO of 0.44, notably all the Bartlett's Test of

Sphericity were significant at p< 0.05.

4.3.2. Step 2: How will the factors be extracted?

One of the more commonlysed extraction techniques for reducing a large
number of inépendent variables to a smaller, more coherent set is PCA (principal
components analysigpunteman 198P In fact, PCA is perhaps the most popular
multivariate statistical technique used widely used in most scientific disciplines.
(Abdi and Williams 201 PCA as an exploratory factor analytic technique is one of
the most popular of the extraction meth@dalliams et al. 2012Henson and
Roberts 2008 an arrrgument supported, in part,thg fact that it is the default
technique when conduuucting factor analysis in SE2Sello and Osborne 2005
A review ofthe literatureon the use of factor analysis by Henson and Ro(2069

revealed that 56.7% of the studidggised PCA.
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It is argued that one of the biggest drawbacks of PCA is that it does not
distinguish errors in measurement from shared variéipett et al. 2003
Newertheless, based on an extensive review it was surmised that solutions derived
from principal components analysis differ very little from common factor analytic
techniquegGuadagnoli and Velicer 1988urthermore, Stever{2012 suggests
that, in instances where there are 0.30 or more variables/items in the measure or
when communalities are 0.7 or higher, there is likely to be little differences in
generated solutions between PCA and faat@lysis, a condition that is generally
met in this study and would be articulated in the resGitsnmunalities represent the
common variance of each variable analyg&tectively, it is a conservative index of
the reliability of each item and their dabution to the overall reliability of a scale
(Zimmerman and MartinePons 1988

Communalities values of 0.6 are also considered suffidiemistances when
communalitiesrelow, it is imperative that researchers utilise a large sample size. It
is acknowledgethat communalities magnitudes in the social sciences typically
range fromvalues of .40 to .7QCostello and Osborne 200Based on the
discussion above, weasne the position supported by many that principal
components analysis is an exploratory factor analysis technique and, henceforth, the
terms may be used interchangeably. All successive conditions and criteria discussed

are equally applicable in the liteéuae to PCA and EFAReise et al. 2000

4.3.3. Step 3: What Criteria Will Assist In Determining Factor Extraction?
To reduce the number of items/variablatofactors,the researcher must
adopt certain criteria to aid tliecisionmakingprocessThere is a range of criteria

utilised by researchers, but as recommended and common practice it is best to
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employ typically multiple criterigHair et al. 1993H4enson and Roberts 2006
determine the number of factors for retentibactor selection should nbé based
on a single criterion alone. It shoulé recognisethat retention overall is a
subjective process.

Two common methods utilised to determine the number of factors to retain
when exploratory factor (1860 aidegvalues(EV)s cond
greaterthanonerl and (8606 sceeé tesdle EV > 1 was found to be
used 56.7%, and the scree test 35% of the time in exploratory factor analysis
(Henson and Roberts 2006vhile others used parallel analysis and priori theory to
determine how many factors to extr@denson and Roberts 2008 he number of
factors retained can also be detared based on theory and academic literature with
respect to the potential factors.

Generating eigenvalues from random data matrices has become increasingly
easy and convenient in recent years due to the increased availability of powerful
computer softwaréReise et al. 2000The EFA analysis in SPSS automatically
generates the eigenvalues factors and only those with eigenvalues kejptor
further analyses and the cumulative variance for those > 1 factors are noted.
Although it is generally preferable to retain too many factors rather than too few,
there is no psychometrically justifiable reason to base-extaction on the
eigenvaluaggreater than 1.0 rul@eise et al. 20Q0In the humanities, cumulative
variances in the range of B8D% are acceptab(®ett et al. 20081air et al. 199% It
shouldbe notedhat with multidimensional scaling, the more items a subs$ese
the mordikely it will produce stronger factors thatcountgor more variance
(Spector1992 The Scree test also demands subj ¢

judgementSpecifically, visual inspection after drawing a straight line through the
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smaller eigenvalues, with factors above the point of departure or break, exclusive of

the break being the chosen factfAslliams et al. 20122bdi and Williams 201}

4.3.4. Step 4: Selection of Rotational Method

The selection of aappropriate rotational method is a vital decision that can
impact on the eventual factor structures derived by researchers for their instruments.
After identifying the number of factors, components need totagedbefore they
canbe interpretedKline 2014. Rotation is necessary because theeninfinity of
equivalent factor solutions, and criteria neetécsetor identifying the optimal
solution. Rotating the factors retains the underlying mathematical properties of a
matrix but simplifies the factor structure making them easier to intgigliee
2014. Simply stated, theimplestructure implies that items load highly on one or
perhaps two factors and have near zero loadings on the remaining factors. Rotated
simple structure solutions are often easynterpret, whereas the originally extracted
(un-rotated) factors are often difficult to interpret.

The process of rotation is necessary to maximise high correlations and
minimize low correlations onto one factor to attain a simple strutiagachnick
and Fidell 200Y. A simple structure makes it clear which variables belongaotar
and also enables replication of factors |
maximises high item loadings and minimises low item loadings, therefore producing
a more interpretabl(\Wlliamnedal 20l2npTharefareewd s ol u |
commonlyutilised rotational techniques, orthogonal and oblique rotations.

Two maintypes of rotation exisbrthogonalandoblique The type of
rotation dependsnwhether or not the underlying factors are related. An orthogonal

rotation creates factors that are uncorrelated with each other and produce a loading
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matrix of correlations between variables and factors. The sizes of the loadings on the
correlations cambe interprete@s the size of the relationship between the variable
and factor.

An obligue rotation creates factors that are correlated with eachaottier
produce three corresponding matrices:fwtor correlation matrixwhich contains
the correlations between the factorstraicture matrixwhich contains the
correlations between factors and variables; apdttern matrixbetween each factor
and obsrved variableThe pattern matrix examines the factor and item loadings,
interprets the meaning of factors; this matrix is not affected by the overlap of a
number of factor¢Tabachnick and Fidell 2007

Oblique rotations are often viewed as producing more accurate results for
research involving human behaviours, or when data woEsieet priori
assumptions, Direct Olbimin and Promax are two such rotationa(@stello and
Osborne 2006 Furthermore, it is suggested that oblique rotations normally fit data
sets better than orthogonal since oblique rotations necessitate the estimation of more
parametergHenson and Roberts 2006

A shortcoming of oblique approaches is the statistical complexity due to the
generation of pattern and structure matrix requiring greater sophistication and
interpretation abilities on the part of the resear¢Rerd et al. 1986 Nevertheless,
oblique rotations reflect more accurately the complexity of the measured variables,
since reaworld constructsre seldom uncorrelat€blarman 197g-ield 2009 and
thus this approach is more practidalthe social sciences, researchers often measure
factors that are characteristically correlated; for example, psychological and social
factors that influence behaviour. Thus, oblique rotational methods are kedyetdi

be more appropriatg&askin and Happell 2014
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Initially, this author utilised both the oblique rotational options available in
SPSS; that is, Direct Oblimin and Promax. After examination of initial pattern
structures for a couple of the scales, it was decided that Prasamost suited as it
reflected expectations relevant to literature. Itlbesn suggestatiat researchers
should adopt the approach of testing multiple methods to generate solutions and then
decide which method is most appropriggehmitt and Sass 201 Typically, the
decision is made based on which techni qgu
model (i.e. with lowest crodsadings), both from an intuitive perspective and
conceptually. Furthermore, since the researcher hypothesises that factti$ehou
correlatedo some extent, this strengthens the case for an oblique rotation method to
be employed in this study.

On deciding on the right rotational technique, the researcher proceeded to
examine specifically the pattern matrix to give due conataer to those items that
should be discarded in conceptualising the best factor structure, in addition to those
that should be retaineWhen interpreting the Rotated Pattern Matrix the researcher
considered some basic questiodges each item have antel factor; does each
factor have its own items; are items loading as expected with conceptually similar
items; does each factor make sense or have a common theme amongnitems?
addition retaining an item was also based on factor loadlg®mmon fator
loading value that researchers utilize to determine if to keep an item is the 0.3
loading magnitudéNunnally 1978. However, views on sufficient factor loading
values are varied as others provide alternative classifications such as loadings in
excess of .71 arexcellent, .63 are very good, .55 are good, .45 are fair, and .32 are

poor(Comrey and Lee 20)3
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4.3.5.Step 5: Interpreting and Labelling

Interpretation involves the researcher examining variables that are
attributable to dactor,and assigning that factor a name or theme. Traditionally, at
least two or three variables must load on a factor so it canviea gi meaningful
interpretation. The labelling of factors is a subjective, theoretical, and inductive
procesgWilliams et al. 201

The matrix should reveal a simple factor structure, which are those that have
high loadings, fewcrossoadi ngs and no factors -with |
| oadingd item is one tfécwsandieascanbédi gher o1

considered for deletion if there is crdesding(Tabachnickand Fidell 200Y.

4.3.5.1. Item Selection and Deletion

Examine the loadings of items on the firstnotated factor or component,
which are regardkas a direct measure of the common construct defined by the item
pool. ltems that demonstrate weak dirdg on this first factor (below .35 in a
principal factor analysis or below .40 in a principal components analysis) tend to be
modestly correlated with the others and are leading candidates for removal from the
scale Similarly, items that have strong@aldings on later factors also are likely
candidates for deletion. Conversely, items load relatively strongly on the first factor
and relatively weakly on subsequent factors are excellent candidates for retention.
Thus, factor analysis quickly enables cogénerate testable hypotheses regarding
which items are good indicators of the construct and which are not. These
predictionsthencan be evaluated in subsequent correlational and reliability analyses,
which also can be used to identify pairs of redundaghly correlated itemgClark

and Watson 1995
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The following steps were utilised to identify, interpret and label the various
subscales for the proposed model in this study, details of which wewdépictedn

the results section:

Step A. To examine the overall reliability for each construct inedusf both SOEs

and POEs survey items.

Step B. Run EFAs for each construct and determine unidimensionality, detect factor
structure, most representative items for each construct and label accordingly.

Step C. Run separate reliability tests for each subgor both SOEs and POEs.

4.3.5.2. Assessing Unidimensionality of Subscales

Assessing the proposed instrument for unidimensionality is an important step
in testing for its psychometric properties and whether a set of indicators underlie the
construct(s) being measured. Since the proposed scale in this study is
multidimensional imature, each subscale would be developed in parallel and tested
independently for unidimensionalityhich involves conducting separate item
analysis for each subscd®pector 199 Gerbing and Andersai1988 emphasize
this is a key aspect of the scale development process and provides some insight into
whetherthe meaning intended by thesearcher is shared by study participants
Item-total correlation, as well as the internal measure Cronbach alpha and EFA can
beused tadetermine unidimensionalifBrahma 200R However, i is noted that
unidimensionality shoule establishetefore testing the reliability of the measure
(Gerbing and Anderson 1988The threshold of 0.5 is a conservative figure utilized
in the literature for itertotal correlationgBrahma 2009 It is suggested that all

interitem correlations giuld be moderate and fall in the range of 60150, and
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items with high intercorrelations should be possibly be removed since it can unduly
influence internal consistency at the expense of val{ditsrk and Watson
1995Briggs and Cheek 1986As such, Clark and Wilson advocate that when items
are highly intercorrelated they become redundant as no incremental information
providedand thus one of such correlated items can be reméwedrdingly, a scale
will yield far more information and,dnce, be a more valid measure of a construct, if
it contains more differentiated items that are only moderately intercorréGiatt
and Watson 1995

Factor aalysis is also used commonly in the early stages of item selection
and to test for unidimensionalityo proceed, the items that are loaded or correlated
most highly were considered and kept for further analfidesnally 197§;
specifically, those items with factor loadings lower than 0.5 were dropped
immediately from further analyseddowever, the researcher used factor loadings
with avalueof 0.7 as the cubff, and variables falling below this level were
discarded once there were sufficient indicators loading on the factor. Once factors
with high loadings loaded strongly on a single factor and relatively weakly on other
factors theywere retainegwhile those with relatively high cro$sadings were
deletedClark and Watson 1995Separate factor analyses were run for each
subscale measure or constr(€lark and Watson 199 y pot hesi zed i n t h
proposed Manufacturddistributor Fower and Conflict Resolution Attitude
RelationshipSatisfaction Framework which in part was supported by the literature

though not as a collective.

4.3.5.3. Scale Reliability Tests
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After the exploratoryactoranalyses was run for each measure and the
dimensional structure identified each scale was then further subjected to reliability
tests to determine whether each set of items belonged to the specific dimension or
not. Thereliability of an instrument hdseen definehs o0t he proporti on of
atr i but abl e to the tr BVvVeic20lde of the | atent
As a first step in instrument testing, it is important to provide evidence that a
scale is reliable. If an instrumeistdeemedeliable, this means that measurements of
people on different occasions, or by different observers, or by similar tests, are
reproducible(Streiner and Norman 208l esting that an instrument is reliable is a
necessary preliminary to testimglidity i.e. that itis measuringvhat is intended.
Coefficient (Cronbach) alpha is a useful measure in this réGémarchill Jr
1979. fnCoefficient alpha is sample specifi
internal consistencfort he t est responses f(Devametalhe cur
2007, 160Q. An instrument is considered internally consistent if the items related to
the dimension or latent variable have a strong relationship to each other (that is,
items are highly correlated to each other) in a unidimensional instrument or a single
dimension of a multidimensional instrumelnteffect,Cronbach alpha represents an
average correlation of every combination of one itelative toothers in the same
scale and as recommended the researcher calculated reliability for eadaleub
(Brahma 200%
In instances, wherew-reliability scoresvere identifiedfor each measure or
subscale steps were taken to drop identified items on the metmatsesuld
improve reliability scorg. Again, the absolute minimum recommended for
exploratory studies are 0.5, whildstrecommendethat a minimum of 0.7 should
be utilized although 0.6 is acceptable for new so@esnally 1978. It is suggested

that a 0.7 value is beneficial for obtaininnng good validity later dhdanalyses
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(Hair et al. 201D Hair and colleagues further elaborated that for sample sizes of
approximately 70 participants, the utilisation of 0.65 factor loadingsfigient.
ttTherefore, since the sample size for this study was approximately 74 each for
einstrument A and B, this loading size was used to determine which items should be
kept or are effective representatives of the relevant constructs.

Another relialdity test run was theplit-half reliability of each subscale. Run
in SPSS, the programme divided the data set randomly, or split into two EFAs for
each construct into two sets. The expectation is that the reliability values for each
should be fairly simar.i Coef f i ci ent al pha absolutely
one calcul ates to assess the quality of
indicates the sample of items performs poorly in capturing the conaftinicit
motivated the measure. Conversayarge alpha indicates that théém test
correl at es we [(Qhurohiil Jr 10791 68 Asgecanmended, sioce
each construct in this study had more than one dimension or compmedfitient

alpha was calculated for each dimengiGhurchill Jr 1979

4.3.5.4. Scale Validity

After completing reliability tests and other tests in scale development, the
next stage is scale evaluation, which focuses on the validity of the scales; that is,
assessing the extent to which the survey instrument captumesagures what it is
intended to measufélensley 1999 Validity is an empirical assessment of the
ability of an instrument to measure what it is intended tasuee (as discussed in
Chapter 3. There are many different types of validity. A new instrument is expected

to demonstrate empirical evidencecohstruct validity
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This depends on a framework of hypothesis testing based on the information
that is known about the underlying construct (e.g. empowerment), and this is
especially important to demonstrate when no comparable instrument exists in the
literature(Cronbach 1971 A 6 ¢ o nisdefinaedas tndni theorythat explains the
relationships between variables or dimensions that support hypotheses that can be

derived from theoryDeVellis 201).

4.3.5.5. Content/Face Validity
One key aspect that needs to be first determined is the content validity of the

instrumentAccording to HaynesRichard and Kubanf1995, 2383, A Cont ent
validity is the degree terhich elements of an assessment instrument are relevant to
and representative of the targeted const |
Here, construct refers to the concept or variable that is the target of measurement by
the researcher.

The estalishmentof contenfface validity is a judgemesitased decision
derived subjectively through the examination of the proposed measuring instrument
and the methods used for construciiNinnally 1978.

It has been suggested that a useful technique for assessing the content validity
of measures is to employ expert rat@sonbach 197lwhere the instrument is
judged ly one or more persons and determined to contain a reasonable and
representative sample of items directly relevant to the constructs theoretical domain
as well as not containing extraneous items from outside of the theoretical construct
to be measure(Schriesheim et al. 1993Since this study provides a few new items,
as well as modified items dravimtom the literaturesome assurance of content

validity is necessary.
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Similar to Hill, Kern and Whit€2014), this researcher drew on the expertise
of raters who either hold doctoral degrees or doctoral candidate with proficiency in
scale development to review instruments and determine the representative of the
constructsAs management researchers, iiesutilised should at least provide
modest assurance of content validBghriesheim et al. 1993While content
validity is not sufficient alone to demonstrate construct vgliai is a necessary first
stepand satisfactory evidence mu& providedefore proceeding tadditional

evidence.

4.3.5.6.Convergent and Discriminant Validity

According to Churchil(1979, in order to establish the construct validity of a
measure it is important to determine the extent of correlation of the measure with
other similar measures designed to measure the same thing. It shhould also
determinewhether the measure behaves as expetteste are two key aspects of
construct validity: convergent and discriminant validi@ampbell and Fisk 1959.
Convergent and discriminant validity are both related concepts and can be
conceptualized as being on opposite ends of a contiiDeivion et al. 200)/
Similarly, a good mease will have goredictedconvergent and discriminant
correlational patter@Smith and McCarthy 1995and it is important to considdri$
aspect of measurement at the initial as well as later stages of development. Hence, it
is useful for the researcher to test both for convergent and discriminant validity.

To establisiconvergent validity of a measure, one must determine the extent
to which it correlates highly with other methods designed to measure the same
construct. Tie interitem correlation coefficients for a proposed instrument that has

convergent validity should be higBeVon et al. 200;Churchill Jr 197%pector
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1992. Since constructs typically are measured with a single method or instrument,
reliability has also been used as a proxy for convergent validity. As suggested by
Nunnally (1978, measures witkeliability of 0.7 or higler normallyimply
convergent validity.

Discriminant validity of the proposed measure must bésestablishedhat
IS, the extent to which the measure is indeed novel and not simply a reflection of
some ot he€hurehdldrilav® | eMor e specifically, #fADi
the extent to which latent variable A discriminates from other latent variables (e.g., B,
C, (arrell 2010, 324 Furthermore, it means for example, that latent variable A
accounts for more variance in the observed variables associated with it rather than
attributable to either measurement error /extraneous influences, or other constructs
within the conceptual framewo(karrell 2010. As emphasised by DeVon et al.
(2007 discriminant validity is evident in a measure when the interitem correlations
between two conceptually different factors are |éfter a review of the extant
literature, Ping2004) concluded that although there is no established rule, it appears
that correlations with other measures below the 0.7 value tend to be accepted as
evidence of a measureds disteBscnmmantveness
validity. Establishing both convergent and discriminant validity are essential for
construct (trait) validatiofPeter 198). To establish convergent and discriminant
validity, the researcher in this study assessed the Pattern Matrix based on
recommendations made by Hair e{2010, for high loadings (convergent validity)

and necross loadings (divergent validity).
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4.4.The Use of Factor Scores

Factor scores (estimates) are numerical values intended to represent a
research participants® spaci n gactorrscoet andi |
estimates can be calculated using both refined procedures or unrefined (coarse)
proceduregDiStefanoetal. 2009 These approaches represer
relative spacing aranking on a latent factor of intereBactor score estimates can
be computed by statistical programmes such as SPSS when conducting exploratory
factor analysis, which use standardised information and result in refined factor score
estimates that are esgially standardized values. Such an approach is a refined
method for arriving at factor scores; specific methods are Regression scores, Bartlett
scores, and Anderson Rubin scoflesStefano et al. 2009These refined methods
and relevant factor scores dae computed easiip CAQDAS programmes such as
SPSS. An advantage of thssthatit can be utilised subsequently in other analyses,
such as multiple regression analysis. Factor scores are linear combinations of the
observed variables antpictthe shared variance between the item and the factor,
and what is not measured or theoetterm variancéGorsuch 199p Specifically,
the generated factor scores are very similar to standardised scores sue$casea Z
metric(DiStefano et al. 2009

Factors, in essence, are hypothetical constructs or theories thattbghpet
the consistency in a data sEhe value of factor analysis, therefore, is that it
provides a meaningful organisational scheme that can be used to interpret the
multitude of behaviors analyzed with the greatest parsimony of explanatory
constructgTinsley and Tinsley 1987

Factor scores are most reliable and accurate in the sample on which factor

analysiswas basedvhen they are comyted using factor scoring weights derived

122



from the factor pattern@darman 1975 However, unit weighting for all of the items
with significant primary loadings on the factors provides factor scores that are
virtually as accurate in the original sample, and these unit weights will work better
than the factor scoring weights in any neswnples(Gorsuch 1988

Scoring weights are developed to reduce the multiple predictors to a single
weighted linear composite thiatthen regresseah the crierion scoreg¢Tinsley and
Tinsley 1987. According to the principle of aggregation, the sum of a set of multiple
measurements is a moreldeaand unbiased estimator than any single measurement
from the set. One reason is that there is always error associatedegisirement
When several measurementge combinegdthese errors tend to average out; thereby
providing a more accurate picturerelationships in the populatio(Rushton et al.
1983

Factor scores may be estimated by summing the sfmral items or
variables with significant primary loadings on each factor, it is important to
remember all items should be on the same scale (e.g., all on sifitar7d point
scales) to ensure equal weightiffgneasures loading on a particularttachave
very different scales, all variables should be standardized before being summed into
factor scores(Floyd and Widaman 1995

One option in SPSS is the output of regression factor scores, which
essentially predict the location of each survey participant on the specific factor or
component, and advantageously maximizes validity relative to other approaches
(DiStefano et al. 2009According to Hair el (1999, when factor scores and
summated scales display similar pattern stmastthis indicates that they are truly

representative of the variables. When factor scorestéiseedresearchers must be
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cognizant of the problem of indeterminaashich can affect the actual factor scores
or decisions basenh this output(Grice and Harris 1998
Conversely, viable and very popular alternative to the refined methods are
unrefined or coarse methods such as sum sdéoegxample,summated scales are a
composite value for a set of variables or items from a survey instrument and can be
calculated simly by summing and finding the average of the range of variables that
reflect a single measure or subscdlas average score approach allows the
researcher to maintain the original scale mathdich facilitates easier interpretation
and preserves variafti in the original datéDiStefano et al. 2009The average or
sum score approadan be extended further to sum standardised scores of all items
on a factor or to decide to sum scores for items with a loading values aboweffa cut
value, standardised scores are useful if the standard deviations values of the raw data
vary widely(DiStefano et al. 2009According to Gric§2001, 443, the derived
AVal ues are intended to provide the ranki
factors in the analysisé they are justifi
generallybelieved to be simple, effective,distable alternatives to the refined
met hodso. Hence, t hey caHowbver, applied si
summated scales or unrefined methods are more suited if the aim of the researcher
and the research is comparison of results with other studieplaration since mean
scores generated in summated scales are much easier to irfi2ipiefiano et al.
2009. Meanwhile, refined factor scores tend to provide the researcher with more

superior levels of validity than coarse meth@@sice 200).
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4.4.1.Procedureso Conduct Exploratory Factor Analysis (EFA)
4.4.1.1. Step 1. Aggregation at Item Level and Factor Level, Factor Score Generation
Prior to conducting the EFA for the subscales, the author had to aggregate
various items from the data set. According toghaciple of aggregation, the sum of
a set of multiple measurements is a more stable and unbiased estimator than any
single measurement from the set. One reason is that there is always error associated
with measurementWhen several measuremeats combied these errors tend to
average out, thereby providing a more accurate picture of relationships in the
population.(Rushton et al. 19§3Scoring weights are developed to reduce the
multiple predictors to a single weighted linear compositeishidien regresseash the
criterion scoreg¢Tinsley and Tinsley 1997
For the purpose of this studyliaear aggregation of items is used at the
beginning to identifcommonvariance between mirror items usedneasurement
to reflect responses to both POEs and SOEs. Then an EFA with the six items related
to NCP aggregated for POE and SOE dataentify the initial factor structur&o,
11=(11P+I1S)/2, 12=(12P+12S)/2, where, 11p refers to item 1 for Private Owned
Enterprigs and I1s refers to item 1 for State Owned Enterprises, this repeated for
each item for the construct, as well as for each construct (Cp, Trust, etc.) and their
unique itemsThe assumption here is thhese summated scales will represent the
combined vaance of each item and would shaWthe measures (SOE and POE)
are connected when we sum up the two variances with each items measuring SOE
and POEAs a result, it would showne construct for both the SOE and POE data
with commonvariance For example, we could have for both SOE and POE that

NCP=w1*F1 + w2*F2, where F1=f(I1, 12) and F2=( 14, 15, 18.could have been

125



taken out due tow corrected itentotal correlations <.4, low factor loadings <.6,

and significant crosfactor loadings >.40r low reliability.

4.4.1.2. Step 2. Aggregation at Factor Level

Taking all the important items (e.g., items with high loadings) identified from
STEP 1, input both data for SOE and POE, and create new variables called S2Q1all,
S2 Q2 al Foéexample, R1all include a total of 148 cases consisting of 74
cases from S2Q1s and 74 cases from S2Q1p. in addition, creating a new variable
called Group, with all the 74 cases from SOE as 1 and the other 74 cases from POE
as 2.This isto ensure both SOEs and PQits connected and measuring the same
construct. Then, run an EFA for the item selected consisting of both SOE and POE
items for each construct to compare the negdperated factor structure with the
initial factor structure in STEP Generally, thdacta structure in step 1 and step 2

were found to be the same.

4.4.1.3. Step 3. Factor Score Generation

After interpretation, only the salient composite items (for SOE and POE)
were used, and composite items wdtv correctedtem totalcorrelations, low fetor
loadings, and crosmctor loadingsvere deletedin SPSS, the regression factor score
option wasselectedand relevant factor scoveere generatefbr each composite
factor.
E.g of NCP all factor scoreNCPall,
(FAC1_ NCPall factor score + FAC2_Nall factor score)/ 2 = AVG NCPall
FACTOR SCORE

E.g of Satisfaction all factor scoreSATall,
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(FAC1_ SATall factor score + FAC2_ SATall factor score)/ 2 = AVG SATall
FACTOR SCORE

This stepwas repeatetbr the remainder of the constructs, CP, SAT, LORERA,
LOT, FOCM, LOG.

E.g., NCPall and SATall relationship

AVG NCPall factor score = Independent variable

AVG SATall factor score = Dependent variable

As mentioned previously, the author has input SOE data as group 1 and POE
data as group 2 in SPSS., 8te average SOE factor score could be obtained by
using the first 74 scores from the AVG NCPall factor score. Similarly, the average
POE factor score could be obtained by using the rest 74 scores from the AVG
NCPall factor score. This steyas repeatetbr the remainder of the constructs, CP,
SAT, LOCF, PCRA, LOTFOCM, LOG. Thus, weancompare the difference

between SOE construct and POE construct.

4.4.1.4. Summary of Scale Items Factor Loadings

Final (pattern matrix or rotated component matrix) factor loadangs
reportedbelow inTable 4.2 Factor loadingsre reportedo two decimal places and
use descriptive labels additionto item numbers. Correlations between the factors
should alsde ncluded The correlation matrix shouloe includedso that others

people can reonduct a factor analysis.
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Table 4.2 Summary of Scale Iltems Factor Loadings

Scale Items EFA

Overall Factor
Loadings

NON-COERCIVE POWER: SECTION 1

Q1S2. SOEs (POEsill usually give trade discount. .93

Q2S2. SOEs (POEs) will usually give pricing forecast assistance. .86

Q3S2. SOEs (POEs) will usually give advertising assistance. .64

Q4S2. SOEs (POEs) will usually provide field supervisors when we want .89

to come.

Q5S2. SOEs (POEs) will usually provide delivery services. 77

Q6S2. SOEs (POEs) will usually provide pigf of returned steel products. .88

COERCIVE POWER: SECTION 2

Q1S3. SOEs (POEs) will del ay my d .78

method of payment or contract requirement.

Q2S3. SOE$POES) will charge higher pricésf we dondt co .76

method of payment or contract requirement.

Q3S3.SOE¢ POEs ) wi || refuse to sell t .55

method ofpayment or contract requirement.

Q4S3. SOEs (POEs) will take legal actions against us if we fail to meet thg .54

contract requirement.

Q5S3. SOEs (POEs) will cancel or .79

agree with it/them.

Q6S3.SOE$ POEs ) wi || make things diff -.73

suggestions (e.g., contract clause, selling method, service level).

CONFLICT : SECTION 3

Q1S4. There are frequent conflict over the wholesale price with SOEs (PC .78

Q2S4. Thee are frequep er sonal ity conflict wi .88

representatives.

Q3S4. There are frequerinflict over the incentives given (e.g., discount) b -.62

SOEs (POEs).

Q4S4. There are frequetdnflict over the delay of delivery provided BYDEs a7

(POEs).

Q5S4. There are frequerinflict over the pricing forecast given by SOEs .61

(POEs).

Q6S4. There are frequerinflict over payment terms suggested by SOEs .58

(POEs).

Q7S4. Conflicts will be minimized if SOEs (POES) provide us witharels .79

and solutions to the problems.

SATISFACTION: SECTION 4

Q1S5. | am satisfied with the products and services | get from SOEs (POH .83

Q2S5. | am satisfied with the supports | get from SOEs (POES). 49

Q3S5. | am satisfied with ouelationship with SOEs (POESs). .98

Q4S5. Overall, SOEs (POEs) are good companies to do business with. .80

CONFLICT RESOLUTION ATTITUDE: SECTION 5

S1Q6. Wery to investigate an issue jointly with our manufacturers .82

(SOEs/POES) to find a solution acceptable taftexr we identify an issue.

S2Q6. Wecollaborate jointly with our manufacturers (SOEs/POES) to comé .92

with procedures acceptable toafter weidentify an issue.

S3Q6. We try to work jointly with our manufacturers (SOEs/POES) for a pf .89

understanding of a probleaiter we identify an issue.

COMMUNICATION: SECTION 6

S1Q7. We make phone calls to our manufacturers (STHS) only when .97

there is a problem.

S2Q7. We make regular phone calls to keep relationships with our .87

manufacturers every week (SOEOE]J.

S3Q7. Our manufacturers (SOE®ESJ provide a great deal of information .82

when there is a problem.

S4Q7. Informatia is quickly and openly exchanged between ourselves to .89

overcome problems whenever they arise (SPB&3
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S5Q7. Our manufacturers (SOE®E$ come back to us with views an .87
recommendations after we identify an issue.

TRUST: SECTION 7

S1Q8. Oumanufacturers (SOHROES have given special concessions in th .92
past when we were in difficulties.

S2Q8. We feel our manufacturers (SOHE3ES are on our side during a crisis .92
GUANXI AND BUSINESS CULTURE: SECTION 8

S1Q9. We exchange gifts withur manufacturers (SOEOES. .96
S2Q9. We do personal favors for each others (HRIBES9 .79
S3Q9. Our firms' key managers banquet with SZIEEsmanagers. .80
S4Q9. Overall, having good guanxi with our manufacturers (FOBS3 .87
helps.

Itemsin bold were dropped during the labelling and interpretation process.
Items in italics did not achieve invariance across SOEs and POEs.

4.5. Final PoweRelationship Framework Scale

Meaningful names for the extracted factare discussetlelow. Generally,
authorscan seek to utilise previousgmployed factors or conceptual names from
extant literature. However,on examining the actual items and factors it may be found
that new or different labels are more appropriate. One way in which researahers
aid the processf determining the appropriate lakislto consider carefullyhe top
one or two loading items for each fact@rwell-labelled factor typically provides an
accurate and useful description of the underlying construct, and thus enttences
clarity and potential understanding of the construct the researcher aims to portray

(Williams et al. 201}

4.5.1. Subscale Factors Coercive Power (CP)

Based on the pattern matrix generated from an EFA of Coercive Power, two
components were identified with the items loading as depicted below in4.8ple
these were classifiedaad hnCAHhanB@nanci al

P u ni s hThis issuppdarted, in part, by Ja{@014), who suggested when
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coercive power is wutilised by suppliers
compliance, it can often manifest threats and punishments.

Similarly, as wih nonrcoercive power discussed earlier on, S1Q1 and S1Q2
involved monetary or financial considerations and was deemed to be forms of
punishment imposed on the distributors by manufacturers, the researcher thus
|l abell ed this cat eb me yincandrastitieRtents BIQadand i a | |
S1Q6 rel at e ntaonchiCGM Noumni shment o as suppo
B r o w(t982 assertion that channel membersyméen punish noitomplying

channel members by withholding quality of assistance.

Table 4.3 Suiscale FactorsCoercive Power (CP)

CP Financial Punishment CP NonFinancial Punishment

S1Q1. SOEs (POEs) will delay my delivery If w S1Q5. SOEs (POESs) will cancel or refuse to
d o rcdniply with the method of payment or renew our contract if wé o ra@reée with it/them.
contract requirement.

S1Q2. SOE$POES) will charge higher pricds  S1Q6. SOEs (POEs) will make things difficult
wed o rcdmply with the method of payment o for us if wed o radree to their suggestions (e.c
contrad¢ requirement. contract clause, selling method, service level).

4.5.2. Subscale FactorsNon-Coercive Power (NCP)

Based on the pattern matrix generated from an EFA of NCP, two components
were identified with the items loading as depicted below in Tdble these we
classified as ANCP Fi nahicnmahc iRaelvanbteewar s
the statements S2Q1 and(@2relate to pricing and trade discount in monetary terms,
the researcher decided it would be appropriate to label these two items collectively
as NCP Financial Reward&urthermore, as S2Q3, S2Q4, S20Q5, S2Q6 relates

mainly to service rendered and the matwf firm assistancéHunt and Nevin
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1974Lusch and Brown 1992these items could be appropriately labelled as NCP

Non-Financial Rewards, and reflect a polar opposite to financial incentives.

Table 4.4 Sutscale FactorsNon-Coercive Power (NCP)

NCP Financial Rewards NCP NonFinancial Rewards
S2Q1. SOEs (POEsill usually give trade S2Q3. SOEs (POESs) will usually give advertisi
discount. assistance.

S2Q2. SOEs (POEs) will usually give pricing S2Q4. SOEs (POEs) will usually provide fie
forecast assistance. supervisors when we want them to come.

S2Q5.SOEs (POEs) will usually provide
delivery services.

S2Q6. SOEs (POEs) will usually provide pigi
of returned steel products.

4.5.3. Subscale FactorsLevel of Conflict (LOCF)
Based on the pattern matrix generated from an EFA of Level of Conflict, two
components were identified with the items loading as depicted below in4.&ple
S3Q1l and S3Q2 werRasddsGorfileidctad dAMAsSK3 QY
A Rel at-Based €hfi IpiThege lalbels are supported®y et zkow and Gyr
(1954 who identified theséwo types of conflict in decision making of work groups,
namely, taskelated conflict and relationshiglated conflict and these terms were
widely used by other®Amasa and Schweiger 199%hn 199;/Pinkley 199(\Wei
2014).
Furthermore, according to Guerra et(aD05 relationship conflicts are
disagreements and incompatibilities among group members over personal issues that
are not task related, this type of conflict often includes personality differences,

animosity, and annoyance betweedividuals.In contrast, task conflicts are
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disagreements among group members or individuals about the content of the task
being performed, including differences in viewpoints, ideas, and opinions. Some
examples of task conflict according to J¢h@97) relate to the distribution of

resources, about procedures or guidelines, and about the interpretation of facts.

Table 4.5 Sutscale FactorsLevel of Conflict(LOCF)

TaskBased Conflict RelationshipBased Conflict

S3QL1. There are frequent conflicts over the S3Q4. There are frequettinflicts over the delay
wholesale price with SOEs (POES). of delivery provided by SOEs (POEs).

S3Q2. There are frequepersonality conflicts S3Q7. Conflicts wilbe minimizedf SOEs
with SOEsd (POEs) s al (POEs)provide us with rewards and solutions
the problems.

4.5.4. Subscale Factors Satisfaction (SAT)

Based on the pattern matrix generated from an EFA of Satisfaction, two
components were identified with the items loading as depicted below in4.éble
S4Q1 and S4Q4 were classified as AProduc!H
ARel at i on s hdPpoduSt/adrvicesshtafaction i@fers to the measure of the
di stributorsd experience based evaluati ol
manufacturergWallin Andreassen and Lindestad 1998Bhis type of sasfaction
and its evaluatiolsbasedbn di stri butorsd previous purc
toward the manufacturers. According to Patterson and Spté8@a f i r mé s
satisfaction and intention to repurchase is determined by the benefits of using a
product or service. In contrast, relationship satisfaction reflects the overall appraisal
of the relationship with the supplier fir(@humpitaz Caceres and Paparoidamis

2007). In a business context, relationship satstan has been defined as a positive
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affective state resulting from a firmbés
relationship with another firfDwyer et al. 198 Ganesan 1993lt is one of the

mostcritical elements in B2B markets. According to the principles of relationship

marketing, successful business relationships enhance client satis{@ttionpitaz

Caceres and Paparoidamis 2p07

Table 4.6 Suiscale Factors Satisfaction (SAT)

Product/Service Satisfaction Relationship Satisfaction
S4QL1.1 am satisfied with the products and S4Q3.1 am satisfied with our relationship with
services | get from SOEs (POEsS). SOEs (POESs).

S4Q4. Overall, SOEs (POEs) are good
companies to dbusiness with

4.5.5. Subscale FactorsPositive ConflictResolution Attitude (PCRA)

Based on the pattern matrix generated from an EFA of Positive Conflict
Resolution Attitude, two components were identified loading independently on two
components as depicted belowin Table S5Q1 and -E&®8l aPCRAOW
and S5Q2-Laesys eil HR&gd®RINgto Skinnef1l992), there is a degree of
willingness for both manufacturers and distributorsdoperateo a high or low
level. In thisthesisthe authorconsiderghis cooperativeness by both parties in the
channel as Positive Conflict Resolution Attitude, High PCRA or Low PCRA on a
continuum. This PCRA or degree of cooperation is striving toward indiVahd
mutual goalgBrown 1981Stern and Reve 1980The development of an effective
distribution channels requires PCRA among its channel members. PCRA or channel
cooperation is the joint effort with voluntary actions, of channel members at different

levels in a marketing channel toward individual and mutual g&ksner et al.
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1992. A good cooperative relationship or PCRA can liigngartners in many ways
such asenhancing capability, creating a good channel environment, using inter
organizational resourcesfigiently, and helping solve ctirct-based problems

(Mehta et al. 1996 There is naturally a certain level of conflict that exists in channel
relations; however, the authassumed that the degree of willingness for both
manufacturers and distributors to work together to minimize conflict for mutual

benefit is positive.

Table 4.7 Sutscale FactorsPositive Confliction Resolution Attitude (PCRA)

Low-level PCRA High-level PCRA

S5Q1. We try to investigate an issue jointly wit S5Q2. Wecollaborate jointly with our

our manufacturers (SOEs/POESs) to find a manufacturers (SOEs/POES) to come up with
solution acceptable to @adter we identify an procedures acceptable toafter we identify an
issue. issue.

S5Q3. We try to work jointly with our
manufacturers (SOEs/POES) for a proper
understanding of a probleatter we identify an
issue.

4.5.6. Subscale FactorsLevel of Trust (LOT)
Based on the pattern matrix generated from an EFA of Trust, two
components were identified with the items livggdas depicted below in Table 4.8
S6Q1l was <cl assi fLieevde |a sT riulsnttoe rapnetevefo6n@2l a s
Trust. o these | abels are inthpenceptfupport
trust in Channel relationship focuses on two targets: supplier firm and their
salespedie (Doney and Cannon 1997 his reflectghe labels of interpersonbdvel
trust (e.g.salespersgrand busineskvel trust (e.g., supplier firm) utilized/kihis

researcher.

134



It is suggestethat a longterm relationship with highly trusted sales staffs
can ensure in difficult times ongoing customer commitment due to established
relationshipgSchiller 1992, which reflects a degree witerpersonatrust.
Conversely, at the business/organisation level, a firm that trusts its supplier achieves
a higher level of commitment and intention to maintain relationgAipderson et al.

1987%Morgan and Hunt 1994thereby resulting in strong relationships.

Table 4.8 Suiscale FactorsLevel of Trust (LOT)

Interpersonalevel Trust BusinessLevel Trust

S6Q1. Oumanufacturers (SOBROE9 have S6Q2. We feel our manufacturers (SCHE3IES
given special concessions in the past when we are on our side during a crisis.
were in difficulties.

4.5.7. Subscale Factors Frequency of Communication (FOCM)

Based on the pattern matrix generated from an EFA of Communication, two
components were identified with the items loading as depicted below in4.8ple
S7Ql was cl| aBisrn ddteidomal iftUni Communi cati onc
S7Q4 and SDir€@tio naad i ft B/i C o nThesenlabelsavere lmomowed
from Mohr and Nevir{1990 who classified communication in terms aini-
directionality"(upward or downward, dep&ing on the specific channel context) and
"bi-directionality” (both upward and downward) during information exchange
communicationRelatedly, Frazier and SumméRazier and Summers 1984
suggested that channel members utilize either direct and indirect communication
strategiesThe aim of direct communication strategies was to influence another
party's decisioirmaking by implying or requéisg the specific action; on the other
hand, indirect communication reflects thi
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A

recipient partiesod beliefs and attitudes
though no specific action is demanded dire@sazier and Summers 1987 his

aut hor 6s v-direotonality is cohsstent witima direct form of

communication, for example, S7@dflects one way communication based on an

immediate need, while {directionality is consistent with an indirect communication

strategy of ongoing exchange of information between parties for mutual benefit.

Table 4.9 Suiscale FactorsFrequency of Comunication (FOCM)

Uni-Directionality Communication Bi-Directionality Communication

S7Q1. We make phone calls to our manufactur S7Q2. We make regular phone calls to keep
(SOE$POESY only when there is a problem. relationships with our manufacturesgery week
(SOEZ$POES.

S7Q3. Our manufacturers (SOEs/POES) provit
a great deal of information when there is a
problem.

S7Q4. Information is quickly and openly
exchanged between ourselves to overcome
problems whenever they arise (SOEs/POES)

S7Q4. Oumanufacturers (SOEs/POESs) come
back to us with views and recommendations al
we identify an issue.

4.5.8. Subscale FactorsLevel of Guanxi (LOG)

Based on the pattern matrix generated from an EFA of Guanxi, two
components were identified with the items loading as depicted below in4.4able
S8QlandS8Q2wer e cl assi fi ed asS8@3EANIEG8QWera a | Guar
classified aginstrumentalG u a n 88Q1andS8Q2 reflect items that are consistent
with emotional closeness (Guanxi) such as the exchange of gifts, which demonstrate
personal relationships; while S8Q3 and S8Q4 reflect interactions for the purpose of
doing business and are consgtemstrumental GuanxZhuang et al. 201@huang
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et al. 2008 Emotional Guanxi and instrumental Guanxi can be deemed as being
situated at opposite ends of one dimensiod can be suitably placed on a
continuumfrom instrumental ties to emotional ties; thg the closer th&uanxi the
greater are the emotional tigsee and Dawes 2005Notably, Skinnef1992
emphasized that the dimension of emotional closeness or affect playdiaangni
and constructive role in doing business in China.

Similarly, in their research on Guankige and Dawef005 used thderms
materialexchange and affectionate feelinggepresent the concepts of instrumental
and emotional Guanxi, respectively addition, from an instrumental perspective,
selfinterest is governed by contracts and rules of the market is central, while
affection is pure and altruistic, governed by spontaneity, and above economic

consideratior{Kipnis 1997.

Table 4.10 Suiscale FactorsLevel of Guanxi (LOG)

Emotional Guanxi Instrumental Guanxi (Interactive state)

S8Q1. We exchange gifts with our manufacturc S8Q3. Our firms' key managers banquet with
(SOE$POES. SOHPOEsmanagers.

S8Q2. We do personal S8Q4. Overallhaving good Guanxi with our
(SOEZPOEQ manufacturers (SOH2OESJ helps.
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To conclude, the overall factors and classification offahors are summarised in

the table 4.11 below.

Table 4.11 Power Framework Factors and-Sabtors

FACTORS

SUBFACTORS

SCALE SUPPORT

Non-Coercive Powe(NCP)

NCP FinancialRewards
NCP Non-Financial Rewards

OWN
Hunt and Nevir(1974); Lusch and
Brown (1982)

Coercive Powe(CP)

CPFinancialPunishment
CP Non-FinancialPunishment

OWN
Jain(2014);Lusch and Brown
(1982)

Conflict (LOCF)

TaskBased Conflict

RelationshipBased Conflict

Guetzkow and Gyf1954)Amason
and Schweigef1994);Jehn
(1997);Pinkey (1990)

Guetzkow and Gyf1954)Amason
and Schweigef1994);Jehn
(1997);PinKkey (1990)Guerra et
al. (2005)

Satisfaction(SAT)

Product/Service Satisfaction

Relationship Satisfaction

Wallin Andreassen and Lindestad
(1998; Patterson and Spreng
(1997)

Chunpitaz,Caceres and
Paparoidamis (2007); Dwyer et al
(1987); Ganesan (1993

Positive Conflict
Attitude (PCRA)

Resolutior

Low-Level PCRA

High-Level PCRA

Skinner(1992);Brown (1981);
Stern and Reve (1980)
Skinner(1992);Brown (1981);
Stern and Reve (1980)

Communicatior(LOCM)

Uni-Directionality Communication

Bi-Directionality Communication

Mohr and Nevin(1990);Frazier
and Summer§1984)
Mohr and Nevin(1990);Frazier
and Summer§1984)

Trust(LOT)

Interpersonalevel Trust

Businesd_evel Trust

Doney and Cannon (1997); Schill¢
(1992)
Doney and Cannon (1997)

Guanxi(LOG)

Emotional Guanxi

Instrumental Guanxi

Zhuang et al(2010; Lee and
Dawes(2005)
Zhuang et al(2010; Lee and
Dawes(2005)
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CHAPTER. 5 ANALYSIS OF RESULTS

5.1. Introduction

This chapter outlinethe range of results drawn from data set using various
statistical techniques such as exploratory factor analysiliple regressiomanalysis
(MRA), ANOVA analysis, Pearson correlation coefficient and comparisons of two

regression lines to examine the proposed hypotheses.

5.2. Exploratory Factor Analysis (EFA) Results for Each Variable in Rower
Relationship Framework

For a quick sumnrg of the ensuing results discussed in this section, see
Table 5.1 below.

Table 5.1 Summary of the Power Framework and Factors for Exploratory Factor
Analysis with eight scale factors

Factors KMO Bar t | % Variance % Variance %
Measure  Test of Explained  Explained  Cumulative
of Sphericity by Factor 1 by Factor 2 Variance
Sampling (Sig.) Explained by
Adequacy both Factors
Coercive Power (CP) .49 .00 38.1 28.3 66.5
Non-Coercive Power (CP) .75 .000 48.3 23.2 71.5
Satisfaction (SAT) .53 .000 39.1 25.4 64.5
Level of Conflict (LOCF) .46 .000 37.6 31.7 69.4
Positive Conflict .45 .000 52.8 33.7 86.6
Resolution Attitude
(PCRA)
Frequency of .76 .000 59.2 22.3 81.5
Communication (BCM)
Level of Trust (LOT) .50 .000 92.4 7.5 100
Level of Guanxi (LOG) .61 .000 50.7 25.3 76.1
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5.2.1. EFA Results for Coercive Power (CP)

The first step was to establish the suitability of EFA to assess the subscale or
composite variable Coercive Power (this included all items inclusive of SOEs and
POESs). A visual inspection of the correlation matrix for\zd® conductednd most
of the corelation values were above the suggested threshold of O\8aarthus
acceptable. Theommonalitiedor the four items ranged from .584 to .742 which
was all above the suggested threshold of®.8.r t | et t 6 s test sugges
were suitable foan EFA, chi squaresf = 46.566 p <.000, and the KaiseMeyeii
Olkin measure indicated that there was an adequate sample size for this specific
analysis (485. A KMO value of 0.50 is considered suitable and the Bartlett's Test of
Sphericity at p < 0.05.

A two-factorstructure for CP was identified based on scree ploeageh
values> 1. The resultant factor structure from EFA as depicted in a pattern matrix
for CP explained 66.4% percent of the cumulative variance for the measure, factor 1
accounted fp38% and factor 2 accounted for 28%ems 3, 4 were dropped after
EFA because it has a low factor loading (<.60). All the factor loadings on Factor 1
ranged from .858 to .862and on Factor 2 is ranged from .703 to .713. Faetsr 1
labelledas CP Finanal Punishment and Factoi ZZP NonrFinancial Punishment,

see Tablel.3in Chapted.

5.2.2. EFA Results for Ne@oercive Power (NCP)

The author again first established the suitability of EFA to assess the
subscale/composite variabimn-Coercive Power (this included all items inclusive
of SOEs and POEs3ubsequently, the same procedure was followed and similar

write-upforeaclconstruct 6s EFA result Awiausl pr ovi d
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inspection of the correlation matnxas caductedand most of the correlation values
were above the suggested threshold of 0.3x@réthus acceptabl@Hair et al.
1995. Thecommonalitiedor five out of the six items ranged from .71 to .82 while
the lowest was 0.49 which was still above the suggested threBhald. t | et t 6 s t e
suggested that the data was suitable to conduct an EFA, chi stp)are309.77 p
<.001, and the KaiseMeyeii Olkin (KMO) measure indicated that there was an
adequate sample size for this specific analygB4. A KMO value of 0.50 is
considered suitable and the Bartlett's Test of Sphericity at p {l@dbet al.
1995Tabachnick and Fidell 2007
For this EFA of NCP and all other variables dssed below principal
components analysis (PCA) withpeomaxrotation waatilised A two-factor
structure for NCP was identified based on a screen plotiged value$ 1 as
discussed in Chapter 3, SectionTXe resultant factor structure from EFA as
depicted in a pattern matrix for NCP explained 71.5% percent of the cumulative
variance for the measure, Factor 1 accounted for 48% and Factor 2 accounted for 23%
respectively.No items were dropped from this EFA because all the factor loadings
on Factorl ranged from .642 to .894 and on Factor 2 from .856 to .928. Facts 1
labelledas NCP Financial Rewards and FactéarlCP NonrFinancial Rewards, see

Table4.4in Chapted.

5.2.3. EFA Results for Satisfaction (SAT)

The author again first establishthe suitability of EFA to assess the
subscale/composite variable Satisfaction (this included all items inclusive of SOEs
and POESs).A visual inspection of the correlation matrix for &% conductednd

most of the correlation values were above the sstgdahreshold of 0.3 ansithus
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acceptable. Theommonalitiedor three out of the four items ranged from .653

to .976 which was all above the suggested threshold o)&8r t | et t 60s t est
that the data was suitable for an EFA, chi squéye 63.179 p <.000, and the

Kaiseil Meyefi Olkin measure indicated that there was an adequate sample size for

this specific analysis§26. A KMO value of 0.50 is considered suitable and the
Bartlett's Test of Sphericity at p< 0.05.

A two-factorstructure 6r SAT was identified based on scree plot aiggn
values> 1. The resultant factor structure from EFA as depicted in the pattern matrix
for the construct SAT explained 64.5% percent of the cumulative variance for the
measure, factor 1 accounted for 3984 dactor 2 accounted for 25% respectively.
Items 2 were dropped after EFA because it has a low factor loading (<.60). All the
factor loadings on Factor 1 ranged from .801 to .826 and on Factor 2 is .988. Factor
1 was labelledas Product/Service SAT anadtor 2i Relationship SAT, see Table

4.6in Chapted.

5.2.4. EFA results for Level of Conflict (LOCF)

The author again first established the suitability of EFA to assess the
subscale/composite variable level of Conflict (this included all items ineludiv
SOEs andPOEs) A visual inspection of the correlation matrix for LOG&s
conductecand most of the correlation values were above the suggested threshold of
0.3 andwerethus acceptable. Tmmmonalitiedor three out of the four items
ranged from .619 to .781 which was all above the suggested threshold of 0.3.
Bartlettds test suggested that 6t=he dat a

58.172 p <.000, and the KaiseMeyeii Olkin measure indicateithat there was an
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adequate sample size for this specific analyd4. A KMO value of 0.50 is
considered suitable and the Bartlett's Test of Sphericity at p< 0.05.

A two-factorstructure was identified based on scree ploteagen values 1.
The fador structure is depicted in the pattern matrix for the construct LOCF, which
explained 69% percent of the cumulative variance for the measure, factor 1
accounted for 37% and factor 2 accounted for 31% respectiktelps 3, 5, 6 were
dropped after EFA lmause it has a low factor loading (<.60). All the factor loadings
on Factor 1 ranged from .846 to .875 and on Factor 2 is ranged from .765 to 783.
Factor 1 was labelled as Tas&sed Conflict and FactoriZ2Relationshigbased

Conflict, see Tabld.5in Chater4.

5.2.5. EFA results for Positive Conflict Resolution Attitude (PCRA)

The author again first established the suitability of EFA to assess the
subscale/composite variable Positive ConfilessolutionAttitude (this included all
items inclusive of SO&and POES).A visual inspection of the correlation matrix for
PCRAwas conductednd most of the correlation values were above the suggested
threshold of 0.3 ani thus acceptable. Thmmonalitiedor three items ranged
from .801 to .965 which was albave the suggested thresholdof 0BBar t | et t 0 s
suggested that the data were suitable for an EFA, chi s@)ax&38.586 p <.000,
and the KaiséiMeyefi Olkin measure indicated that there was an adequate sample
size for this specific analysis#éd7). A KMO value of 0.50 is considered suitable
and the Bartlett's Test of Sphericity at p< 0.05.

A two-factorstructure was identified based on scree ploteagen values 1.

The factor structure is depicted in the pattern matrix for the construct PGz w

explained 86.6% percent of the cumulative variance for the measure, factor 1
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accounted for 52% and factor 2 accounted for 33% respectidalytems were
dropped from this EFA because all the factor loadings on Factor 1 ranged from .836
to .916 and o Factor 2 is .984. Factonias labellechs LowLevel PCRA and

Factor 2i High-Level PCRA, see Tablk.7in Chapted.

5.2.6. EFA results for Level of Trust (LOT)

The author again first established the suitability of EFA to assess the
subscale/compositariable Level of Trust (this included all items inclusive of SOEs
and POESs).A visual inspection of the correlation matrix for M@E conductednd
most of the correlation values were above the suggested threshold of W8rand
thus acceptable. Treomnonalitiesfor two items were all above the suggested
thresholdof 0.3Bar t |l et t 6s test suggested that th
square 1) =186.123 p <.000, and the KaiseMeyei Olkin measure indicated that
there was an adequate sample &zehis specific analysis30). A KMO value of
0.50 is considered suitable and the Bartlett's Test of Sphericity at p< 0.05.

A two-factorstructure was identified based on scree ploteagen values 1.
The factor structure is depicted in the patteratrix for the construct LOT, which
explained 100% percent of the cumulative variance for the measure, factor 1
accounted for 92% and factor 2 accounted for 8% respectiigytems were
dropped from this EFA because all the factor loadings on Faetas labellechs
Interpersonalevel Trust and Factori2Business_evel Trust, see Tabk.8in

Chapterd.
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5.2.7. EFA results fofrequency of Communication @FcM)

The author again first established the suitability of EFA to assess the
subscale/composite variabigequencyf Communicatior(this included all items
inclusive of SOEs and POES).A visual inspectibthe correlation matrix for
FOCM was conductednd most of the correlation values were above the suggested
threshold of 0.3 andierethus acceptable. Treammonalitiedor five items ranged
from .731 to .940 which were all above the suggested threshold B@G3r t | et t 6 s t
suggested that the data were suitable for an EFA, chi sditire 353.015p <.000,
and the KaiséMeyeri Olkin measure indicated that there was an adequate sample
size for this specific analysis7f62. A KMO value of 0.50 is considered suitable
and the Bartlett's Test of Sphericity at p< 0.05.

A two-factorstructure was identified based on scree ploteagen values 1.

The factor structure is depicted in the pattern matrix for the con§@€iM, which
explained 81.5% percent of the cumulative variance for the measure, factor 1
accounted for 59% and factor 2 accounted for 22% respectiNelytems wee

dropped from this EFA because all the factor loadings on Factor 1 ranged from .814
to .889 and on Factor 2 was .969. Factor 1 was labelled aSitéaitionality
Communication and Factori2Bi-Directiorality Communication, see Table 4rD

Chapterd.

5.2.8. EFA results for Level of Guanxi (LOG)

A visual inspection of the correlation matrix for LQ@&s conductednd
most of the correlation values were above the suggested threshold of &8rand
thus acceptable. Tmmmonalitiedor four items rangetfom .681 to .851 which

were all above the suggested thresholdofB& r t | et t 6 s test sugges:s
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were suitable for an EFA, chi squaf € 116.966 p <.000, and the KaiseMeyefi
Olkin measure indicated that there was an adequate sangfersihis specific
analysis (605. A KMO value of 0.50 is considered suitable and the Bartlett's Test
of Sphericity at p< 0.05.

A two-factorstructure was identified based on scree ploteagen values 1.
The factor structure is depicted in the pattmatrix for the construct LOG, which
explained 76% percent of the cumulative variance for the measure, factor 1
accounted for 50% and factor 2 accounted for 25% respectidNelytems were
dropped from this EFA because all the factor loadings on Factorged from .795
to .964 and on Factor 2 ranged from .800 to .874. Fast@sllabellecas Emotional

Guanxi and Factor 2 Instrumental Guanxi, see TallelOin Chapte#.

5.3. Multiple Regression Results to Test the Relationships for Each

Hypothess in PowerRelationship Framework

In this section, multiple regression was used to test the hypotheses that
coercive sources of power will increase: manufactudestributor satisfaction; nen
coercive sources of power will decrease manufactudistributor satisfaction;
coercive sources of power will increase manufactudgstributor conflict; non
coercive sources of power will decrease manufactudistributor conflict. The
dependent variable was the satisfaction/conflict index and the indepeadabtes
were the items made up of coercive/samercive sources. Agliability of scaless
checked and shown above, good Cronbach alpha values suggest good internal
consistency reliability for the scale which means they are all measuring the same
underlying construct. Therefore, the items listed in the table above are used to test

the relationkips.
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5.3. 1. Results for the Relationship betw
and Distributorsé Satisfaction

5.3.1.1. Regression 1¥and SAT

The result shows that the relationshi|
power (M, independent ar i abl e) and distributorsoé sa
variable) was statistically significant. In this case, p = .000 which is less than .05
which suggests the independent variabléS Made a statistically significant unique
contribution to the predtion of satisfactionln other wordsthe model is
significantly better at predicting the change in satisfaction scores than having no
model.The relevant output generated from SPSS fof &hd SAT was mvided in
Appendix Il

The Model Summary idppendk Il provides important information about
the regression model: R =.296 is the value of the multiple correlation coefficient
between the independent variallesa nuf act ur er sd6 us® of coer
and the dependent variablel i s t r isabisfattion (SAJ).

R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.08B)is meanghat the independent
variabled manuf act ur er s 6 u s“) acoolintsdoo &8hmiithee power
vari ati on satisfaciondSAT)i but or s o

A standardised beta coefficients value.@96 P < .05) indicates that a
change of one standard deviation i n manuf
in a negative change d196 standard deviations in distributors' satisfacfldms
indicateshatasM™i ncreases it has a resultant neg

satisfaction.
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The DurbirWatson value is 1.614 which is within the suggested range. Since
the value is closet2, it can be accepted that there isitlieependencef errors

(residuals).

5.3.1.2. Regression 2 S&Eand SOEAT

The result shows that the relationshi|
(SO, i ndependent variabl enSOBE@Edi stribut
dependent variable) was statistically significant. In this case, p = .035 which is less
than .05 which suggests the independent variable$'S@&de a statistically
significant unique contribution to the prediction of satisfactidrus,the model is
significantly better at predicting the change in satisfaction scores than having no
model.The relevant output generated from SPSS for $@ed SOE*" was
provided in Appendix I

R =.245 is the value of the multiple correlation coefficiegtiveen the
independent variabl8sSOEs 6 use of c §pandthedaepengeatwe r ( S
variabléd d i s t r isatisfattionros BOEs (SOF).

R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variablgs@60).This meanghat the independent
variabled SOEs 6 use of c &paccounts fer 6% of the varia(ios i® E
di st r isaisfattionros BOEs (SGE).

A standardised beta coefficients value.@45 P < .05) indicates that a
changeofonet andard deviation in SOEs®6 use of
negative change of .245 standard deviations in distributors' satisfaction on SOEs.

This indicateghat as SOE increases it has a resultant negative effect on

di stributor SOEssati sfaction on
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The DurbirWatson value is 1.404 which is within the suggested range. Since
the value is close to 2, it can be accepted that there iisdbpendencef errors

(residuals).

5.3.1.3. Regression 3 POtand POE*

The result shows thatthe relatom i p bet ween POEsSO use o
(POE®, independent variable) and™®distribut.
dependent variable) was statistically significant. In this case, p =.004 which is less
than .05 which suggests the independent varid@&" made a statistically
significant unique contribution to the prediction of satisfactidns meanghat the
model is significantly better at predicting the change in satisfaction scores than
having no modelThe relevant output generated from SP&OE" and POE*T
was provided in Appendix.l|

R =.335 is the value of the multiple correlation coefficient between the
independent variabl8&sP OEs 6 use of c §pandthedaepengeatwer ( P (
variabldd d i s t r isdiisfattiorros BOEs (POE).

R Square (R is a measure of how much variability in the outcasne
accountedor by the independent variables (0.118)other wordsthe independent
variabled POEs 6 use of c &paccountsfer lp29%wkthe ( P OE
vari ati on satishatidn sntPOESHROED r s 0

A standardised beta coefficients value.885 P < .05) indicates that a
change of one standard deviation in POEs:
negative change of .335 standard deviations in distributors' satisfantie@Es.

This indicatesghat,as POE” increasesit has a resultant negative effect on

di stri butorsé satisfaction on POEs.
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The DurbirWatson value is 1.844 which is within the suggested range. Since
the value is close to 2, it can be accepted that tkeheindependencef errors

(residuals).

5.3. 2. Results for t he Rel ati o@ogerbvep bet \
Power and Distributorso Satisfaction

The author ran multiple regressions tdstseach of the factors hypothesised
in the PoweiRelatonship Framework, see TabR3. The first multiple regression
was conducted to test the rel atoewiveshi p b
power (M'“P) and satisfaction (SAT) by utilising average factors scores for all 148
cases inclusive of the ®ases from SOEs and 74 cases from PJhs wasdone
to ensure all cases share the same variance as well as examine the hypothesised
relationships proposed in the study. The
of noncoercive power (SOEP) andSOE6s s at i $*) asing average ( SOE
factors scores for 74 SOE cases. Similar
use of norcoercive power (POE®)  and POE6s $%®usingdverage i on (

factors scores for 74 POE cases.

5.3.2.1 Regression 1 MNP and SAT

The ANOVA table provides information on the overall fit of the regression
model and whether or not the model has improved the ability to predict the
dependent variabl&@he result shows that the relationship betweéfi'm
(indepenént variable) and SAT (dependent variable) was statistically significant. In
this case, p =.000 which is less than .05 which suggests the independent variables

MNP made a statistically significant unique contribution to the prediction of
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satisfactionThis meanghat the model is significantly better at predicting the change

in empowerment scores than having no motleé example provided below

demonstrates the relevant output generbye8PSS for regression analysis.

Regression results fo1"“" and SAT

Model Summary”

Model R R Square Adjusted R Std. Error of the| Durbin-Watson
Square Estimate
1 297 .088 .082 .68530 1.587
a. Predictors: (Constant), Average Factor Schi¥s
b. Dependent Variable: Average Factor Scores SAT
ANOVA?
Model Sum ofSquares df Mean Square F Sig.
Regression 6.637 1 6.637 14.132 .000°
1 Residual 68.568 146 470
Total 75.205 147
a. Dependent Variable: Average Factor Scores SAT
b. Predictors: (Constant), Average Factor Schits
Coefficients’
Model Unstandardized Standardized| t Sig. Correlations
Coefficients Coefficients
B Std. Error Beta Zeroorder | Partial Part
-1.010E
(Consant) .056 .000 1.000
016
AVGNCPFSall .265 .070 .297] 3.759 .000 .297 .297 297
a. Dependent Variable: Average Factor Scores SAT
Figure A. An example of a regression model SPSS Output
The Model Summary table provides important information about the
regression model: R =.297 is the value of the multiple correlation coefficient
between the independent variallema n u f act ur ecoerdve ppweg o f

(MN“P) and the dependent variablel i s t r isatigfattionr (3AF).
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R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.0Bhis meanghat the independent
variabled manuf act ur ecosrdve powes (MJ)faccountsfor 8.8% of
the wvari at i osatishction(8AT)st ri but or so

Adjusted R Square (R2) is a measure of how well the model generalises and
is the value mostly reported in regression analysis:” explain 8.2% of the
variance i n osassfacdidnlSAD.i stri butor so

A Beta value is a measure howostgly each independent variable influences
the dependent variable, which derives the value from the coefficient table. The
standardised Beta coefficients give a measure of the contribution of each variable to
the model. A large value indicates that a ghi&nge in this independent variable has
a large effect on the dependent variable. The t andopiglues give a rough
indication of the impact of each independent variable. A big t value andsmall
valuesuggests that an independent variable is having a large impact on the
dependent variablén the case above, a standardised beta coefficients value of .297
(P =.000, less than .05) indicates that a change of one standard deviation in-the non
coercive sowes of power used by manufacturers will result in a positive change
of .297 standard deviations in distributors' satisfacfltnis indicateghat as M'“"

i ncreases it has a resultant positive ef/

The author used the Durbivatson testo detect possible autocorrelation,
which is a problem when running multiple regressions. Autocorrelation occurs when
adjacent observatiom®rrelate a condition that is not desirable. The Durldatson
statistic carrange from 0 to 4, but a value of approximately 2 is desitalledicate

no correlation between residuéiseld 2009. The DurbirWatson value is 1.587,
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which is within the suggested range. Since the value is close to 2, it can be accepted

that there is thendependencef errors (residuals).

5.3.2.2. RegressionQOE'“F and SOEAT

The result shows that the relationshgtween SOE" (independent
variable) and SOET (dependent variable) was statistically significant. In this case,
p = .032 which is I ess than .05 which s
of noncoercive power made a statistically significantque contribution to the
prediction of SOEsd®6 satisfaction. The r el
SOE'“Pand SOE*" was provided in Appendilt.
R =.250 is the value of the multiple correlation coefficient between the
independent variabl8sS O E s 6of nersceercive power (SOE®) and the
dependent variabfed i s t r isatisfattionros SOEs (SOF).
R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.06B)is meanghat the independent
variable® SOE s 6 u sceercivefpowerd SOET) accounts for 6.3% of the
vari ati on satisfaction{SOE).but or s o
A standardised beta coefficients value of .28& (.05) indicates that a
change of one standard deviatiorthenoac o er ci ve sources of pov
will result in a positive change of .297 standard deviations in distributors' satisfaction
on SOEsThis indicateghat as SOE-"increases it has a resultant positive effect on
di stribut oonSOES{IOEN).sf acti on
The DurbirWatson value is 1.341, which is within the suggested range.
Since the value is close to 2, it can be accepted that therenslépendencef

errors (residuals).
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5.3.2.3. RegressionBOE'“F and POEAT
The result revealthat the relationship between PYE (independent
variable) and POET (dependent variable) was statistically significant. In this case,
p = .003 which is | ess than .05 which s
of noncoercive power made a sttcally significant unique contribution to the
prediction of POEsO® satisfaction. The r el
POE'“"and POE”" was provided in Appendil.
R =.339 is the value of the multiple correlation coefficient between the
independat variable§ P OE s 6 u sceercivefpowerd POER) and the
dependent variabfed i s t r isaisfattiorros BOEs (PSE).
R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.1IH)erefoe, the independent
variable® P OE s 6 u sceercivefpowerd ROER) accounts for 11.5% of the
vari ati on satisfaction{ROE).b ut or s &
A standardised beta coefficients value of .33%(05) indicates that a
change of one standard deviatiorthenoac o er ci ve sources of pov
will result in a positive change of .339 standard deviations in distributors' satisfaction
on POEsThis indicateghat as POE""increases it has a resultant positive effect on
di stribut oonPOES{ROEN).sf acti on
The DurbirWatson value is 1.885 which is within the suggested range. Since
the value is close to 2, it can be accepted that there iisdbpendencef errors

(residuals).
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533Resul ts for the Rel ati o wfChercive Fowet ween N
with Distributorsdéd Level of Conflict
5.3.3.1. Regression 1%tand LOCF

The result shows that the relationshi|
power(M?, i ndependent variable) and distribt
dependenvariable) was statistically significant. In this case, p = .003 which is less
than .05 which suggests the independent variabféaade a statistically
significant unique contribution to predicting tleeel of conflict. This meanghat
the model is significantly better at predicting the change in conflict scores than
having no modelThe relevant output generated from SPSS f6F &hd LOCF was
provided in AppendiAl.

The Model Summary table ilsppendixIl provides important infortion
about the regression model: R = .240 is the value of the multiple correlation
coefficient between the independent variablesa nuf act ur er sé use of
power (M) and the dependent variablel i s t r iebelof conflist LOCF).

R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.098)other wordsthe independent
variabled manuf act ur er s 6 u s®) acoountsdoo®8mithee power
vari ati on level odonflict(kQCB)ut or s 6

A standardised beta coefficients value of .28& (.05) indicates that a
change of one standard deviation i n manu!f
in a positive change of .240 standard deviations in distribdgéwe’ of conflict. This
indicateshatasM™i ncreases it has a resuletelant pos

of conflict.
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The DurbirWatson value is 1.400 which is within the suggested range. Since
the value is close to 2, it can be accepted that there iisdbpendencef errors

(residuals).

5.3.3.2. Regression®OE"" and SOE“F

The result shows that the relationshi|
(SOE, independent variable) and distribut.
(SOE°F, dependent variablevas statistically insignificant. In this case, p = .169
which is greater than .05 which suggests
of coercivepower arenot making a statistically significant unique contribution to the
prediction of the confliclevel The relevant output generated from SPSS for SOE

and SOE°“F was provided in Appendilt.

5.3.3.3. RegressionBOE"" and POE®“F
The result shows that the relationshi|
(POE™F, independent variable)andi st ri but orsdé | evel of con
(POE°F, dependent variable) was statistically significant. In this case, p = .003
which is less than .05 which suggests the independent variablé$ p@ge a
statistically significant unique contribution to greting the conflict levelThus,the
model is significantly better at predicting the change in conflict scores than having
no model The relevant output generated from SPSS for P@gd POE°“F was
provided in AppendiAl.
R =.340 is the value of the tiple correlation coefficient between the
independent variabl8&sP OEs 6 use of c G pancthedaepengeatwer ( P C

variabléd d i st r ilebteLof conflist &ith POEs (POEH).
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R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.1IR)is meanghat the independent
variabled POEs 6 use of c &paccountsfer lh6okthe ( POE
vari ati on level oicondiidt with BOEs @O D

A standardised beta coefficientslwe of .340 < .05) indicates that a
change of one standard deviation in POEs:
positive change of .340 standard deviations in distribuersl of conflict with
POEs This indicategshatas POE” increasesit has a resultant positive effect on
di st r ilekelot conflist @ith POEs.

The DurbirWatson value is 1.442 which is within the suggested range. Since
the value is close to 2, it can be accepted that therdependencef errors

(residuals).

534 Results for the Rel ati onshiCpercveet ween N
Power with the Level of Conflict
5.3.4.1. RegressionNIN“F and LOCF

The result shows that the relationshi|
coercive power (M, independentvaaib | e) and distri butorsbo
(LOCF, dependent variable) was statistically significant. In this case, p =.000 which
is less than .05 which suggests the independent variabfdsn\ade a statistically
significant unique contribution to the plietion of thelevel of conflict. This means
that the model is significantly better at predicting the change in conflict scores than
having no modelThe relevant output generated from SPSS fff\and LOCF was

provided in AppendiAl.
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The Model Summarin Appendixll provides important information about
the regression model: R = .392 is the value of the multiple correlation coefficient
between the independent variallesa nuf act ur ecosrdvepowes of non
(MN“P) and the dependent variablelistributa defel of conflict (LOCF).
R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.134)other wordsthe independent
variabled manuf act ur ecosrdve powes (NI )faccountnfor 15.4% of
t he variat i odavelofconfleti(lOCK).i but or so
A standardised beta coefficients value.802 P < .05) indicates that a
change of one standar d dewoeriveipomerwiln manu:
result in a negat change of .392 standard deviations in distributors' level of
conflict. This indicateghat as M“Fincreases it has a resultant negative effect on
di stributorsd | evel of conflict.
The DurbirWatson value is 1.250 which is within the suggested rangee Sinc
the value is close to 2, it can be accepted that there iisdbpendencef errors

(residuals).

5.3.4.2. RegressionQOE'“F and SOE°CF

The result shows that the 4oerdicieti onshi |
power (SOEP independent variable) adi st ri but orsd | evel of
(SOE-°CF, dependent variable) was statistically significant. In this case, p = .000
which is less than .05 which suggests the independent variablé$Sedde a
statistically significant unique contribution tcetprediction of théevel of conflict.

This meanghat the model is significantly better at predicting the change in conflict
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scores than having no mod&he relevant output generated from SPSS for "SOE
and SOE°“F was provided in Appendil.

R = .466is the value of the multiple correlation coefficient between the
independent variabl8sS OE s 6 u sceercivefpowerd SOE®) and the
dependent variabfed i s t r ilekelof conflist &ith SOEs (SOE).

R Square (B is a measure of how much variétyilin the outcomés
accountedor by the independent variables (0.21Mis meanghat the independent
variabled manuf act ur ecosrdve powes (SO accounts for 21.7%
of the var i atléva of conflict with SOEsr(SOEU): or s 6

A standardised beta coefficients value.d66 P < .05) indicates that a
change of one st andar d-codr@ve powdr wilbresultiinra
negative change of .466 standard deviations in distributors' level of conflict with
SOEs This indicateshat as SOE“Pincreases it has a resultant negative effect on

di stri butorsoé | evel of conflict wi t h

SOEs

SOE:

The DurbirWatson value is 1.411 which is within the suggested range. Since

the value is close to 2, it can be accepted that there iisdbpendencef errors

(residuals).

5.3.4.3. RegressionBOE'“" and POE°CF

The resul t reveal s t hat t h ecoerceed a't

i ons|

power (POE® i ndependent variable) and the di

POEs (POE’F, dependent variable) was statistically significant. In this case, p =
.001 which is less than .05 which suggests the independent variabléS"P@ie

a statistically significant unique contribution to the prediction ofekiel of conflict.

This meanghat the model is significantly better at predicting the change in conflict
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scores than having no mod&he relevant output generated from SPSS for WOE
and POE®“F was provided in Appendil.

R =.386 is the value of the multiple correlation coefficisgtiveen the
independent variabl&sP OE s 6 u sceercivefpowerd POE") and the
dependent variabfed i s t r ilekelof conflist &ith POEs (POEH).

R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.14B)is meanghat the independent
variabled manuf act ur ecosrdve powes (PO accounts for 14.9%
of the var i atléva of conflict with POEs(ROEU): or s o

A standardised beta coeffioiks value of.386 P < .05) indicates that a
change of one st andar d-codr@ve powdr wilbresultiinra
negative change of .386 standard deviations in distributors' level of conflict with
POEsThis indicategshatas POE“" increasesit has a resultant negative effect on

di stri butorsoé | evel of conflict wi t h

POEs

POE:

The DurbirWatson value is 1.337 which is within the suggested range. Since

the value is close to 2, it can be accepted that there isdbpendencef errors

(residuds).

5.3.5. Results for the Relationship
Distributorsdé Satisfaction

5.3.5.1. Regression 1 LOCF and SAT

bet v

The result shows that the relationshi

conflict (LOCF, independent variabl e) wi

dependent variable) was statistically significant. In this case, p =.000 which is less

than .05 which suggés the independent variables LOCF made a statistically
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significant unique contribution to the prediction of satisfactidns meanghat the
model is significantly better at predicting the change in satisfaction scores than
having no modelThe relevanbutput generated from SPSS for LOCF and SAT was
provided in AppendiAl.

The Model Summary table ilyppendixIl provides important information
about the regression model: R = .288 is the value of the multiple correlation
coefficient between the independeatiabled manuf act urersoé | evel
(M"°°F) and the dependent variablel i s t r isdtisfattiorr (SAF).

R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.08B)is meanghat the independent
variabled manuf act ur er s 6 "“°fNeagceunts forB.3% athed | i ct ( M
vari ati on satisfacion{SAT)i but or s o

A standardised beta coefficients value.@88 P < .05) indicates that a
change of one standard deviatooma nuf act ur ersoé | evel of <co
negative change of .288 standard deviations in distributors' satisfadtisn.
indicateshatas M°“"i ncreases it has a resultant ne
satisfaction.

The DurbirWatson value i4.539 which is within the suggested range. Since
the value is close to 2, it can be accepted that there iisdbpendencef errors

(residuals).

5.3.5.2. Regression®OE°“Fand SOE*
The result highlights that dohilet rel at i
(SOE°F, independent variable) with*distribi

dependent variable) was statistically significant. In this case, p =.004 which is less
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than .05 which suggests the independent variables $Dmade a statistich
significant unique contribution to the prediction of SOE The relevant output
generated from SPSS for SEY&™ and SOE”" was provided in Appendilt.

R =.329 is the value of the multiple correlation coefficient between the
independent variabl8sSOE® | e v e | ara the dependenit vacable
di st r isdbigfattiorros SOESs.

R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.10B)is meanghat the independent
variable® S O E s @l oflcanflict (SOE“F) accounts for 10.8% of the variation in
di st r isanisiattionr (SOE").

A standardised beta coefficients value.829 P < .05) indicates that a
change of one standard devi at i pegatven SOES
change of .329 standard deviations in distributors' satisfaction on $QEs.
indicateshat asSOE°“Fi ncreases, it has a resultant
satisfaction on SOEs (SOE).

The DurbirWatson value is 1.439 which is withihe suggested range. Since
the value is close to 2, it can be accepted that there iisdbpendencef errors

(residuals).

5.3.5.3. Regression 3 PEE" and POEAT

The result demonstrates that the rel af
(POE°“fi ndependent variable) with ®istribut
dependent variable) was statistically significant. In this case, p =.004 which is less

than .05 which suggests the independent variables¥Omade a statistically
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significant unigie contribution to the prediction of P&E. The relevant output
generated from SPSS for PEYE™ and POE”" was provided in Appendilt.
R =.319 is the value of the multiple correlation coefficient between the
independent variablésP OE s 6 | e v eahd thee flependent V/arigéble t
di st r isdtigfattiorron BOES.
R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.10B)is meanghat the independent
variable® P O E lev@l of conflict (POE®“F) accounts for 10.8% of the variation in
di st r isanisiattionr (BOE").
A standardised beta coefficients value.829 P < .05) indicates that a
change of one standard devi at iaoagatven POES
change of .329 standard deviations in distributors' satisfaction on FOIEs.
indicateshat asPOE°“Fi ncreases it has a resultant n
satisfaction on POEs (PSE).
The DurbirWatson value is 1.439 which is within the suggested range. Since
the value is close to 2, it can be accepted that there iisdbpendencef errors

(residuals).

5.3.6. Results for the Relationshictp betw
Resolution Attitude with Distributorsodo L
5.3.6.1. RegressionM”“**and LOCF

The result shows that the relationshi|

conflict resolution attituden ™R

i ndependent wvariabl e) anc
conflict (LOCF, dependent variable) was statistically significant. In this case, p =

.002 which is less than .05 which suggests the independent vaN#l5&smade a
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statistically significant unique cattbution to the prediction of thievel of conflict.
This meanghat the model is significantly better at predicting the change in conflict
scores than having no mod&he relevant output generated from SPSbr~#
and LOCF was provided in Appendix
The Model Summary table ilyppendix llprovides important information
about the regression model: R = .249 is the value of the multiple correlation
coefficient between the independent variablesa nuf act ur er sé use of
conflict resolution attitudeM ™" and the dependent variablel i st r ilebelit or s 6
of conflict (LOCF).
R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.06B)is meanghat the independent
variable ma n u f a c t of positive ddnfliat sesolution attitud&C™
accounts for 6.2% of letelokconliad (LOCGFY i on i n di
A standardised beta coefficients value.@49 P < .05) indicates that a
change of one standar deofpesitivegdanficon i n manui
resolution attitudevill result in a negative change of .249 standard deviations in

distributorslevel of conflict This indicateghat agv™“R*

increases, it has a resultant
negati ve ef f ectevelohconflidte di stri butors?o

The DurbirWatson value is 1.775, which is within the suggested range.
Since the value is close to 2, it can be accepted that therenslépendencef

errors (residuals).

5.3.6.2. Regression 2 S&&*and SOE“RA
The result reveals that the relationsh b et ween SOEs® use of

resolution attitude (SOE™ i ndependent variable) and t
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conflict with SOEs (SOF“F, dependent variable) was statistically significant. In
this case, p =.023 which is less than .05 Wisiaggests the independent variables
SOE“®made a statistically significant unique contribution to the prediction of
conflict level This meanghat the model is significantly better at predicting the
change in conflict scores than having no modlkeerelevant output generated from
SPSS for SOER**and SOE°“F was provided in Appendil.

R =.265 is the value of the multiple correlation coefficient between the
independent variabl8&sSOEs 6 use of positive E®nflict
and the dpendent variabe d i s t r ilebeliof conflist &ith SOEs (SOE°H.

R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.07)ereforethe independent
variabled SOE s 6 u s e coaoffict rgsausion attitudes(SOE™) accounts for
7% of the var i éveiobconflict with 8OEs (SOE“D.ut or s 6

A standardised beta coefficients value.@65 P < .05) indicates that a
change of one st and a podtivelcenlict eedolutomattiiude S OE S
will result in a negative change of .265 standard deviations in distriblaoesof
conflict with SOEs This indicateghat as SOE-®increases it has a resultant
negati ve ef f elevelof oonflicomithSOHESI but or s o

The DurbirWatson value is 1.773, which is within the suggested range.

Since the value is close to 2, it can be accepted that therenslépendencef

errors (residuals).

5.3.6.3. Regression 3 P&E*and POE°CF
The result shows thatthee | at i onshi p bet ween POEs©®

resolution attitude (POE™ i ndependent variable) and d
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with POEs (POE®°F, dependent variable) was statistically significant. In this case, p

=.030 which is less than5@vhich suggests the independent variables POE

made a statistically significant unique contribution to the prediction déttetof
conflict. This meanghat the model is significantly better at predicting the change in
conflict scores than having meodel. The relevant output generated from SPSS for
POE“*and POE®“F was provided in Appendil.

R =.253 is the value of the multiple correlation coefficient between the

independent variablé&sP OEs 6 use of positive E®nflict

and the dependent variablel i s t r iebeliof conflist &ith POEs (POE°H.
R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.06H)is meanghat the independent

variable® P O E s 6of positiee conflict resolution attitude (PBE#) accounts for

6. 4% of the var lewloficanfictith POEs (BAEF). but or s 6

A standardised beta coefficients value.863 P < .05) indicates that a

change of one st and a poditive conflict aesolutom attitude P OE s

will result in a negative change of .253 standard deviations in distriblaoesof
conflict with POEs This indicateghat as POE-*increass it has a resultant
negati ve ef f ec teveloohconflidt with BOEs.t r i but or s o

The DurbirWatson value is 1.739, which is within the suggested range.
Since the value is close to 2, it can be accepted that therenslépendencef

errors (residals).

5.3.7.The Relationship between LOT and LOFC through the Mediating Variable
PCRA

The author ran ree regression tests to test the relationship between

manufacturersd use of trust witheh t he
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mediatorofposi ti ve conflict resolution attituc
di stributorsd | éereddiatar dposdive canflict resolutianh r o u g h
attitude; and POEOGs use of trustthewi th th
mediator ofpositive conflict resolution attitude;

Within each test, a fotstep casual approach was followed test the
significance to and relationship with trust and positive conflict resolution attitude
(Path a/step a); PCRV and conflict (path b/ step b); trust amftiatdpath c/ step c);

trust, PCRV and conflict (path c¢co6/ step

5.3.7.1. Regression 1 L@TPCRAS LOCF
step a
The result shows that the relationshi|
manufacturerslOT, independent variable) and positive conflict resolution attitude
with manufacturers (PCRA, dependent variable) was statistically significant. In this
case, p =.000, which is less than .05; thereby suggesting the independent variables
LOT made a statistadly significant unique contribution to the prediction of PCRA.
This meanghat the model is significantly better at predicting the change in PCRA
scores than having no mod&he relevant output generated from SPSS for LOT and
PCRA was provided iAppendk II.
The Model Summary table ilsppendixIl provides important information
about the regression model: R = .403 is the value of the multiple correlation
coefficient between the independent variablesi st ri but or sé | evel 0
manufacturers (LOTand the dependent variaBlel i s t r iPORAtwithr s 6

manufacturers (PCRA).
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R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.16P)us,the independent
variable® di st r i but o rwittbmahutastueers (LOTaccountuifer 16.2%
of the wvar i atRCBAwith manuflactieerst i but or s 0

A standardised beta coefficients value of .4B3:(05) indicates that a
change of one standard deviatiordim st r i but or sdé | ewrers of tru
will result in a positive change of .403 standard deviatiomsins t r iPGRAt or s 0
with manufacturersThis indicateghatas LOTincreasesit has a resultant positive
ef fect onPQRAwith manbfacturers.s 6

The DurbirWatson value is 1.820, which is within the suggested range.
Since the value is close to 2, it can be accepted that therensliépendencef

errors (residuals).

Step b

The result shows that the relationship between positive conflict resoluti
attitude with manufacturers (PCRA, indep:
conflict with manufacturers (LOCF, dependent variable) was statistically significant.
In this case, p =.002 which is less than .05; thereby suggesting the independent
variables PCRA made a statistically significant unique contribution to the prediction
of LOCF. This meanghat the model is significantly better at predicting the change
in LOCF scores than having no modghe relevant output generated from SPSS for
PCRAand LOCF was provided in Appendix

R =.249 is the value of the multiple correlation coefficient between the

independent variablés positive conflict resolution attitude with manufacturers
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(PCRA)and the dependent variabled i st ri but orawithl ev el of co
manufacturers (LOCF).
R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.088)other wordsthe independent
variable® positive conflict resolution attitude with manufacturers (PCRégounts
for 6.2% of the variationinthé i st ri butorso | evel of confl
(LOCF).
A standardised beta coefficients value.@49 P < .05) indicates that a
change of onetandard deviation ipositive conflict resolution attitude with
manufacturersvill result in a negative change of .249 standard deviations in
di st r ilekeuot conflist @ith manufacturer3his indicateghat as PCRA
i ncreases, it has a resulOCrRwit negati ve el
manufacturers.
The DurbirWatson value is 1.775, which is within the suggested range.
Since the value is close to 2, it can be accepted that therensliépendencef

errors (residals).

Step c

The result shows that the relationshi|
manufacturers (LOT, independent variabl e]
manufacturers (LOCF, dependent variable) was statistically significant. In this case,
p = .00 which is less than .05 which suggests the independent variables LOT made
a statistically significant unique contribution to the prediction of LOT#s means

that the model is significantly better at predicting the change in LOCF scores than
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having nomodel.The relevant output generated from SPSS for LOT and LOCF was
provided in AppendiAl.

R =.300 is the value of the multiple correlation coefficient between the
independent variablésd i st ri but orsé | evel ofandt rust wi
the degndent variabl@ d i s t r ilebelof conflist &ith manufacturers (LOCF).

R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.091h)is meanghat the independent
variable di st ri butorso | evel o faccountufer®%abi t h me
the vari at i oLOCHwth nbhnutadturersbut or s o

A standardised beta coefficients value.800 P < .05) indicates that a

change of one standard deviatiordin s t r iebelof tast with mdnufacturers

o

will result in a negative change of .300 standard deviatiodsiins t r iL®QFt or s
with manufacturersThis indicateghatas LOTincreasesit has a resultant negative
ef fect onLACFwith manbfacturers. s 6

The DurbinrWatson value is 1.343, which is within the suggested range.
Since the value is close to 2, it can be accepted that thedegendencef errors

(residuals).

StepO Q
The result from path ¢cd6 shows that t hi
manufacturers (LOT) is making statistically significant unique contribution to the
prediction of the dependent variable, (LOCF) through mediation (PARA#)is
case, p =.000 which is less than .05; thereby suggesting the independent variables

LOT madea statistically significant unique contribution to the prediction of LOCF
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through mediation (PCRA). The relevant output generated from SPSS for LOT and
LOCF through mediation (PCRA) is providedAppendixII.

R =.331 is the value of the multiple corresatcoefficient between the
independent variablésd i st ri butorsoé6 | evel ofandt r ust
the dependent varialdled i s t r ilebelof conflist @ith manufacturers (LOCF)
through mediation (PCRA)

R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.10B)is meanghat the independent
variable di st ri but orso | evel o faccountufer10.9%i t h
of the variation in distributer BOCF with manufacturers through mediation
(PCRA)

A standardised beta coefficients value.@88 P < .05) indicates that a
change of one standard deviatiordin st ri but orso6 | evel of t
will result in a negative change of .238 stard deviationsinl i st r L®AFt or s 0
with manufacturers through mediation PCRAis indicateghat as LOTincreases it
has a resul tant negatQC¥Fwithmdnbfacturers torought h e
mediation (PCRA).

The DurbirWatson value is 1.326hich is within the suggested range. Since
the value is close to 2, it can be accepted that there iisdbpendencef errors
(residuals).

To conclude, in this case, all tpevaluefor path a, b and c is significarBy
comparing the beta coefficienthie b value for path c is300 and the b value for
pat h -.238 Thissuggests that a unit increase in trust will result in a decrease
of .300 in the level of conflict for path c; whereas a unit increase in communication

will resultinadecreaseof238 i n t he | ev eTherefdre, thepensf | i
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mediation as communication has a greater impact on the level of conflict for path c
than pathc @&henintroducingPCRA. The effect of communication on the level of

conflict is significant in tk analysis of path ,@artial mediations demonstrated

5.3.7.2 Regression 2 SOR" i MEDSCFPCR4 SOBCCF
step a
The result shows that the relationshi|
SOEs 60E°", independent variable) and positive cariffiesolution attitude with
SOEs (SOE“®* dependent variable) was statistically significant. In this case, p =
.001 which is less than .05; thereby suggesting the independent variablés SOE
made a statistically significant unique contribution to the prediction of SBE
This meanshat the model is significantly better at predicting the chanGOE “"*
scores than having no mod&he relevant output generated from SPSS for ‘SOE
and SE"“F*was provided irppendix I
R =.394 is the value of the multiple correlation coefficient between the
independent variabldsd i st ri butorsoé | evéT)amthet rust wi
dependent variabfed i s t r iPBRAWhrS©Es (SOERY.
R SquardR?) is a measure of how much variability in the outcasne
accountedor by the independent variables (0.15H)is meanghat the independent
variable® di stri butorsoé | ev éd)acmduntstfar 1I6S% ofwi t h S«
the variat i oPCRAwith SDEsS(SOEM ut or s 6
A standardised beta coefficients value of .394 (.05) indicates that a

change of one standard deviatiordin st r i but or sd | willresult of t r u

in a positive change of .394 standard deviatiors ins t r IPORAtwithrSOEs
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This indicateghatas SOE°T increasesit has a resultant positive effect on
di st r iPBRAWIhISOEs.

The DurbirWatson value is 1.830, which is within the suggested range.
Since the value is close to 2, it can be accepted that ih#dreindependencef

errors (residuals).

Step b
The result reveal that the relationship between positive conflict resolution
attitude with SOEs (SO i ndependent variable) and t
conflict with SOEs (SOF°F, dependentariable) is statistically significant. In this
case, p =.023 which is less than .05; thereby suggesting the independent variables
SOE “*made a statistically significant unique contribution to the prediction of
SOEF. Thereforethe model is significatly better at predicting the change in
SOE°F scores than having no mod€he relevant output generated from SPSS for
SOE“* and SOE°“F was provided irAppendix L
R =.265 is the value of the multiple correlation coefficient between the
independenvariable® positive conflict resolution attitude with SOEs (S6F)
and the dependent variabled i st ri butorso | evel©Rf confl |
R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.07Th)is meanghat the independent
variable® positive conflict resolution attitude with SOEs (SGB) accounts for 7%
of the variationird i stri butorsod | evel©Rf conflict w
A standardised beta dfieients value of.265 P < .05) indicates that a
change of one standard deviatiorpwsitive conflict resolution attitude with SOEs

will result in a negative change of .265 standard deviatiodsiins t r iletelof or s 6
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conflict with SOEsThis indicatst hat as SrOEassds it RCRdsultant
negative eff elOCFwWtmSO&#S. st ri butor so

The DurbirWatson value is 1.773, which is within the suggested range.
Since the value is close to 2, it can be accepted that therenslépendencef

errors (residuals).

Stepc

The resul t reveal s that the rel ations|

with SOEs (SOF’T, i ndependent variable) and dist

SOEs (SOE°“F, dependent variable) is statistically significdntthis case, p = .007
which is less than .05, thereby suggesting the independent variable3' $@ie a
statistically significant unique contribution to the prediction of SOE This means
that the model is significantly better at predicting the glean SOE°“ scores than
having no modelThe relevant output generated from SPSS for '€band
SOE°“Fis provided inAppendix IL

R =.310 is the value of the multiple correlation coefficient between the
independent variablésd i st ri but orsoé | evé¥d)amthet r ust
dependent variabfed i s t r ilebeliof conflist &ith SOEs (SOEH.

R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.09B)us,the independent
variable® di stri butorsoé | ev éY)acnduntstfar @68tof thei t h
variati on i nLOEFwith SOEsSSOEET b ut or s 6

A standardised beta coefficients value.8fL0 P < .05) indicates that a
change of one standard deviatiordin st r i but or so6 | wilresult of t

in a negative change of .310 standard deviationsiins t r ILO®QK with ISOES
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This indicateghatas SOE°T increasesit has a resultant netiee effect on
di st r iLOAF with SOKs.

The DurbirWatson value is 1.493, which is within the suggested range.
Since the value is close to 2, it can be accepted that therenslépendencef

errors (residuals).

StepO Q

The resul ts hforwosm tphaatth tchée di stri but or so

(SOE") is making statistically significant unique contribution to the prediction of
the dependent variable, (SEE" through mediation (SGE™Y. In this case, p =
.011 which is less than .05; theyeduggesting the independent variables SOE
made a statistically significant unique contribution to the prediction of SOGE
through mediation (SOE™". The relevant output generated from SPSS for'8OE
and SOEPF through mediation (SOE™) is provided inAppendix Il

R = .347 is the value of the multiple correlation coefficient between the
independent variablésd i st ri but orsoé | evé¥)amthet r ust
dependent variabfed i s t r ilebelof conflist &ith SOEs (SOEF) through
medation (SOE“R4)

R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.12I0is meanghat the independent
variable® di stri butorso | ev éd)acnduntstfar 1% of theri t h
vari ati on LOCF dith SOEs (SOECT) througtdomediation (SCE™

A standardised beta coefficients value.@#4 P < .05) indicates that a
change of one standard deviatiordin st r i but or so6 | wilresult of t

in a negative change of .244 standard deviationsiins t r ILO®QK with SOES
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through mediation PCRAThis indicateghat as SO increases it has a resultant
negative eff ec t"°with SOEsshrough mediatior (BARA)S O E
TheDurbinrWatson value is 1.441, which is within the suggested range.
Since the value is close to 2, it can be accepted that therenslépendencef
errors (residuals).
In this case, all thp valuefor patha, b and c is significanBy comparing the
beta coefficients, the b value forpathe.is31 0 and t he b-244al ue f o]
This suggests that a unit increase in SOl
decrease of .310 in the I evel of confl i ct
use of communication will result in a decrease of .244 in the level of conflict for path
c Orherefore, there is mediation as communication has a greater impact on the level
of conflict for path c than path @henintroducingPCRA. The effect of trust cine
level of conflict is significant (p = .048) in the analysis of patihereby

demonstrating partial mediation.

5.3.7.3. Regression 3 PEE i MEDPOFPCRY pOp©cF
step a
The result shows that the rel aithh onshi |
POEs POE®", independent variable) and positive conflict resolution attitude with
POEs (POE“RA dependent variable) was statistically significant. In this case, p =
.000 which is less than .05 which suggests the independent variablE%' P@ide
astatistically significant unique contribution to the prediction of FE&YE This
meanghat the model is significantly better at predicting the chan§oiE “**
scores than having no mod&he relevant output generated from SPSS for POE

and POE“®*was provided imAppendix IL
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R = .414 is the value of the multiple correlation coefficient between the
independent variablésd i st ri butorsé | eveéT)amthet rust wi
dependent variabfed i s t r iPBRAWithPOEs (POERA.
R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.17B)is meanghat the independent
variable® di stri butorsoé | ev éd)acmduntstfar lir2%ofwi t h P (
the variat i oPCRAIwith POESSROER ut or s 6
A standardised beta coefficients value of .424 (.05) indicates that a
change of one standard deviatiordim st r i but or so6 | wilWresult of t r u
in a positive change of .414 standard deviatiors ins t r IPORAtwithrPOEs
This indicateghatas POE®T increasesit has a resultant positive effect on
di st r iPBRAWiIthIPOEs.
The DurbirWatson value is 1.810, which is within the suggested range.
Since the value is close to 2, it can be accepted that ih#dreindependencef

errors (residuals).

Step b
The result reveals that the relationship between positive conflict resolution
attitude with POEs (POE™ i ndependent variable) and oc
conflict with POEs (POE“F, dependent variablevas statistically significant. In
this case, p =.030 which is less than .05 which suggests the independent variables
POE “**made a statistically significant unique contribution to the prediction of
POECF. Thereforethe model is significantly bettat predicting the change in
POE°“F scores than having no mod&he relevant output generated from SPSS for

POE“R**and POE®“Fis provided inAppendix Il
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R =.253 is the value of the multiple correlation coefficient between the
independent variabl8s positive conflict resolution attitude with POEs (P6F)
and the dependentvariabled i st ri butorsoé | evel“f confl
R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.06H)is meanghat the independent
variable® positive conflict resolution attitude with POEs (PR accounts for
6.4% of the variationinthé i st ri butorsoé | evel©9f confli
A standardised lta coefficients value 0f253 P < .05) indicates that a
change of one standard deviatiorpwsitive conflict resolution attitude with POEs
will result in a negative change of .253 standard deviatiodsiins t r ileveuof or s 0
conflict with POEsThis idicatest h at as HroEasds it RCRdsultant
negative eff elOCFwitmPO#S. st ri butor so
The DurbirWatson value is 1.739 which is within the suggested range. Since
the value is close to 2, it can be accepted that there iisdbpendencef errors

(residuals).

Step c
The result highlight that the relati ol
with POEs (POE’", i ndependent variable) and di st
POEs (POE’“F, dependent variable) was statistically significdn this case, p =
.019 which is less than .05 which suggests the independent variablE%' P@idle
a statistically significant unique contribution to the prediction of FSEIn other
words,the model is significantly better at predicting the chandeOE°“F scores
than having no modeThe relevant output generated from SPSS for Pband

POE°“Fis provided inAppendix I
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R =.273 is the value of the multiple correlation coefficient between the
independent variablésd i st ri but orsoé | eveé¥d)amthet r ust
dependent variabfed i s t r ilekelof conflist &ith POEs (POEH).

R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.07H)is meanghat the independent
variable di stri butor so | ev éq) aaduntstfar u5tof tvei t h
vari ati on LOCFdith P@Es (POED.or s 6

A standardised beta coefficients value.873 P < .05) indicates that a
change of one standard deviatiordin st r i but or so6 | wilresult of t
in a negative change of .273 standard deviatiomsiins t r iL®QF with POES
This indicateghatas POE®T increasest has a resultant nega¢ effect on
di st r iL®AF with POEs.

The DurbirWatson value is 1.369, which is within the suggested range.

Since the value is close to 2, it can be accepted that therensliépendencef

errors (residuals).

StepO Q

P (

u

The resul ts hforwosm tphaatth tchée di stri but or so

(POE") is making statistically significant unique contribution to the prediction of
the dependent variable, (PEE" through mediation (PGERY. In this case, p =
.026 which is less than .05 whishggests the independent variables BOmade

a statistically significant unique contribution to the prediction of $&hrough
mediation (POE“"A). The relevant output generated from SPSS for'$b&nd

POE“F through mediation (POER) is providedn Appendix Il
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R =.313 is the value of the multiple correlation coefficient between the
independent variabldsd i st ri butorsoé | evéT)amthet rust wi
dependent variabfed i s t r ilebelof conflist &ith POEs (PO£°") through
mediatio (POE R4
R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.09B)is meanghat the independent
variable® di stri butorsoé | ev éd)acmduntstfar a8%tofthvei t h P (
vari ati on LOCF dith POEs (SOECT) througtdomediation (PGER
A standardised beta coefficients value.@D3 P < .05) indicates that a
change of one standard deviatiordim st r i but or so6 | wilWresult of t r u
in a negative change of .203 standard deviatiomsiins t r ILOQK with POES
through mediation PCRAThis indicateghat as POE®" increases it has a resultant
negative effec t*°wihP®Esshrough mediaton (BGRA)P O E
TheDurbinrWatson value is 1.377, which is within the suggested range.
Since the value is close to 2, it can be accepted that therensliépendencef
errors (residuals).
To conclude, in this case, all thevaluefor path a, b and c is significaigy
comparing the beta coefficients, the b value for path-Qi&3 and the b value for
pat h-. @2® 3i,s suggesting that a wunit increas
decrease of .273 in the level of conflict for path ¢, whereas a unit increase snOE
use of trust will result in a decrease 0]
Therefore, there is mediation as trust has a greater impact on the level of conflict for
path c than path @henintroducingPCRA. The effect of trust on the level of
conflict becomes insignificant (p = .105 > .05) in the analysis of patill

mediation is demonstrated. Thattise mediating variable mediates all of the effects
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5.3.8.The Relationship betwedfOCM and LOCF through the Mediating Variable
PCRA

The author ran three regression tests to test the relationship between
manufacturersd use of communicatite with
mediatorofposi ti ve conflict resolution attitu
t he di sléevel oflcanflicothreughithe mediator opositive conflict resolution
attitude; and POEOGs wuse of communi cati ol
throughthe mediator opositive conflict resolution attitude;

Within each test, a fowstep casualgproach was followed ttest the significance to
and relationship with communication and positive conflict resolution attitude (Path
al/step a); PCRV and conflict (path b/ step b); communication and conflict (path ¢/

step ¢); communication, PCRV and coriflic ( pat h ¢c6/ step c6).

5.3.8.1. RegressionAOCM 3 PCRAS LOCF
Step a
The result reveals that tfrbggenayé!| ati onshi p
communication with manufacturels@CM, independent variable) and positive
conflict resolution attitude with manufacturers (PCRA, dependent variable) was
statistically significant. In this case, p = .000, which is less than .05; thereby
suggesting the independent variab&“™ made a statistally significant unique
contribution to the prediction of PCRAhis meanghat the model is significantly
better at predicting the change in PCRA scores than having no nibdeklevant
output generated from SPSS fdF°“™ and PCRA is provided iApperdix I1.

The Model Summary table #yppendix Il provides important information

about the regression model: R = .329 is the value of the multiple correlation
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coefficient between the independent variables i s t r ifrdgquenbcgof s 6
communicatiorwith manufacturers\™“™) and the dependent variable
di st r iPBGRAWwibhmanufacturers (PCRA).
R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.10B)ereforethe independent
variable® d i st r ifrdquencgof cendmunicatiorwith manufacturersh ")
accounts for 10. 8% o fPCRAwthmaaufactadrsi on i n di
(PCRA).
A standardised beta coefficients value of ,32% (05) indicates that a
change of one standard deviatiordin s t r ifrdquebcgof cendmunicatiorwith
manufacturersvill result in a positive change of .329 standard deviations in
di st r iPBRAwithmanbifacturerdhis indicateshat asM™“Mincreases it has
a resultant negat PGRAwithmanafacturere.n di st ri but
The DurbirWatson value is 1.726, which is within the suggested range.
Since the value is close to 2, it can be accepted that therensliépendencef

errors (residuals).

Step b
The result demonstrates that the relationship between positive conflict
resolution attitude with manufacturers (PCRA, independent variable) and
di stributorsd | evel of conflict with man
statistically significant. In this case, p = .002, which is less than .05; thereby
suggesting the independent variables PCRA made a statistically significant unique

contribution to the prediction of LOCHhis meanghat the model is significantly
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betterat predicting the change in LOCF scores than having no mbdekelevant
output generated by SPSS for PCRA and LOCF is providégpendix Il
R =.249 is the value of the multiple correlation coefficient between the
independent variablés positive cofflict resolution attitude with manufacturers
(PCRA)and the dependent variabled i st ri but orsé | evel of <co
manufacturers (LOCF).
R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.06B)ereforethe independent
variable® positive conflict resolution attitude with manufacturers (PCRé&gounts
for 6.2% of the variationinthé i st ri butorso | evel of confl
(LOCF).
A standargsed beta coefficients value 9249 P < .05) indicates that a
change of one standard deviatiorpwsitive conflict resolution attitude with
manufacturersvill result in a negative change of .249 standard deviations in
di st r ilekebof conflist @ith manufacturersThis indicateghat as PCRA
i ncreases it has a r es ulLOGwith marfgctutens.v e e f |
The DurbirWatson value is 1.775, which is within the suggested range.
Since the value is close to 2, it can be accepted that therenslépendencef

errors (residuals).

Stepc

The result shows that t heequemyfati onshi |
communicatiorwith manufacturers GCM,i ndependent variabl e)
level of conflict with manufacturers (LOCF, dependent variable) was statistically

significant. In this case, p =.000 which is less than .05 which suggests the
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independent w@ablesM M

made a statistically significant unique contribution to

the prediction of LOCHnN other wordsthe model is significantly better at

predicting the change in LOCF scores than having no motdelrelevant output

generated by SPSS fst"°“M and LOCF is provided iAppendix Il.
R =.306 is the value of the multiple correlation coefficient between the

independent variablésd i s t r ifrdgquency of somunicationith

manufacturers\i"°“™ and the dependent variablel i s t r ilebebof conflist 6

with manufacturers (LOCF).
R Square (B is a measure of how much variability in the outcasne

accountedor by the independent variables (0.093)is meanghat the independent

variable® d i st r ifréquency of sommunicationith manufacturersh¥o“")

accounts for 9. 3% of LQCFK withmanufacarers.on i n di
A standardised beta coefficients value.806 P < .05) indicates that a

change of one standard deviatiordin s t r ifrdquencyg of sodmunicationith

manufacturersvill result in a negative change of .306 standard deviations in

di st r iLOAF withmandfacturerd his indicategshatasFOCM increasesit

has a resul tant ne gL®OCHwtlemaeufadtusecst on di st ri
The DurbirWatson value is 1.217, which is within the suggested range.

Since the value is close to 2, it can be accepted that therenslépendencef

errors (residuals).

StepO Q
The result from path f@equencgoieal s t hat 1
communicationwith manufacturersROCM) is making statistically significant

unique contribution to the prediction of the dependent variable, (LOCF) through
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mediation (PCRA)In this case, p = .000 which is less than .05; thereby suggesting
the independent viablesFOCM made a statistically significant unique contribution

to the prediction of LOCF through mediation (PCRA). The relevant output generated
by SPSS foFOCM and LOCF through mediation (PCRA) is providedippendix

.

R = .344 is the value of thmultiple correlation coefficient between the
independent variabldsd i s t r ifrdéquenhcy of sodmunicationith
manufacturersROCM) and the dependent variablel i s t r ilebelof conflist 6
with manufacturers (LOCF) through mediation (PCRA)

R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.1IB)us,the independent
variable® d i s t r ifrdquenhcy of sodmunicationith manufacturers (BCM)
accounts for 11.8% of the variation in tthe s t r IL®QF ith manafacturers
through mediation (PCRA)

A standardised beta coefficients value.@861 P < .05) indicates that a
change of one standard deviatiordin s t r ifrdquencyg of sodmunicationith
manufacturersvill result in a negave change of .251 standard deviations in
di st r iLOAF withmanafacturers through mediation PCHAis indicateghat
asFOCMi ncreases it has a resullOGFwith negati v
manufacturers through mediation (PCRA).

The DurbirWatson value is 1.231, which is within the suggested range.
Since the value is close to 2, it can be accepted that therenslépendencef
errors (residuals).

In conclusion allp valuesfor patha, b and c are significanBy comparing

the beta coefficients, the b value for pathcis306 and the b-value
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.251. This suggests that a unit increase in communication will result in a decrease

of .306 in the level of conflict for path c; whereas a unit increase in communication

wil | result in a decrease of ThePetork theraist he |
mediation as communication has a greater impact on the level of conflict for path c
than pathc @&henintroducingPCRA. The effect of communication on the level of

corflict is significant in the analysis of patb;0thereby demonstrating partial

mediation.

5.3.8.2. RegressionQOE°Mi MEDSFPCR4 SOEOCF
Step a

The result shows that t heequemyaiti onshi |
communicatiorwith SOEs 8OE°“M independent variable) and positive conflict
resolution attitude with SOEs (S&E”, dependent variable) was statistically
significant. In this case, p = .009, which is less than .05; thereby suggesting the
independent variable3OE °“™ made a statigtally significant unique contribution
to the prediction of SOER” This meanshat the model is significantly better at
predicting the change BOE “**scores than having no mod&he relevant output
generated by SPSS 8OE °“™ and SOE“R*is providel in Appendix I

R =.303 is the value of the multiple correlation coefficient between the
independent variabldsd i s t r ifraquency of sodmunicationith SOEs
(SOE°“™) and the dependent variablel i s t r iPGRAWwihrS©Bs (SOE™.

R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.09B)is meanghat the independent
variable$ d i st r ifrdquency of sodmunicationith SOEs SOE M)

accounts for 9.2% of the variationdni s t r iPBRAWibhrS©Es (SOERA.
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A standardised beta coefficients value of .393(05) indicates that a
change of one standard deviatiordin s t r ifrdquencyg of sodmmunicationith
SOEsuwill result in a positive change of .303 standard demes ind i st ri but or so
PCRA with SOEsThis indicateghat asSOE°“V increases it has a resultant
positive eff cPCRAWIMSOBAS. st ri butor so

The DurbirWatson value is 1.883 which is within the suggested range. Since
the value is close to 2, it can be accepted that there iisdipendencef errors

(residuals).

Step b

The result demonstrates that the relationship between positive conflict
resolution attitude with SOEs (SBE” i ndependent variable)
level of conflict with SOEs (SOEF, dependent variable) was statistically
significant. In this case, p = .023, which is less than .05; thereby suggesting the
independenvariables SOE“** made a statistically significant unique contribution to
the prediction of SOFF. This meanshat the model is significantly better at
predicting the change BOE°“ scores than having no mod€&he relevant output
generated by SPSSrfSOE “**and SOE°“Fis provided inAppendix Il.

R =.265 is the value of the multiple correlation coefficient between the
independent variabl8s positive conflict resolution attitude with SOEs (S6F)
and the dependent variaBled i st r i b u tconflict \ith $GEs (SOED. f

R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.07)ereforethe independent
variable® positive conflict resolution attitude with SOEs (SGB) accounts for 7%

of the variationinthel i stri butorsoé | evel©f conflict
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A standardised beta coefficients value.@65 P < .05) indicates that a
change of one standard deviatiorpwsitive conflict resolution attitude with SOEs
will result in a negative change of .265 standard deviatiomg irs t r ilevebof or s 0
conflict with SOEsThis indicates h at as SrOEassds it RCRdsultant
negative eff elOCFwWtmSO&#S. st ri butor so

The DurbirWatson value is 1.773, which is within the suggested range.
Since the value is close to 2, it can be accepted that therensiépendencef

errors (residuals).

Step c

The result reveals that tfrbgegenayé| at i ons|
communicationwith SOEs 8OE°“ i ndependent variable) a
of conflict with SOEs (SO¥F, dependent variable) was statistically significant. In
this case, p = .000, which is less than .05; thereby suggesting the independent
variabkesSOE °“™ made a statistically significant unique contribution to the
prediction of SOE®°F, This meanshat the model is significantly better at predicting
the change iBOE°F scores than having no mod€he relevant output generated
by SPSS foBOE°°M and SOE°“F is provided inAppendix I

R = .443 is the value of the multiple correlation coefficient between the
independent variabldsd i s t r ifraquency of sodmunicationith SOEs
(SOE°“™) and the dependent variablel i s t r ilebebliof conflist tith SOEs
(SOE°H,

R Square (B is a measure of how much variability in the outcasne

accountedor by the independent variables (0.198)us,the independent
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variable® d i st r ifrédquency of sommunicationith SOEs SOE M)
accounts for 19.6% of tOCEwith80Es GOFD.n i n t |
A standardised beta coefficients value.dt3 P < .05) indicates that a
change of one standard deviatiordin s t r ifrdquencyg of sodmmunicationith
SOEswill result in a negative change of .443 standard deviatiodsiins t r i but or s 0
LOCF with SOEsThis indicateghat asSOE °“Mincreases, it has a resultant
negative eff elOCFwWitmSO#S. st ri but or so
The DurbirWatson value is 1.246, which is withiretBuggested range.
Since the value is close to 2, it can be accepted that therensiépendencef

errors (residuals).

StepO Q

The result from path fiequensylofo ws t hat t h
communicationwith SOEs SOE °“M) is making statisticallgignificant unique
contribution to the prediction of the dependent variable, (8&Ethrough
mediation (SOE“"A). In this case, p = .000, which is less than .05; thereby
suggesting the independent variat$&3E °“" made a statistically significant unique
contribution to the prediction of SO through mediation (SOE™A). The
relevant output generated by SPSSSaE °“M and SOE®“F through mediation
(SOE“RA is provided inAppendix I

R = .463 is the value of the multiple correlation coefficiegiiveen the
independent variabldsd i s t r ifraquency of sodmunicationith SOEs
(SOE°“) and the dependent variablel i s t r ilebeliof conflist tith SOEs

(SOE-°CF) through mediation (SGE™)
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R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.2IH)is meanghat the independent
variable® d i st r ifréquency of sommunicationith SOEs SOE M)
accounts for 21.5% of the variation in thé s t r iL®QF with ISGEs (SOEH
through mediation (SOEER™Y

A standardised beta coefficients value.889 P < .05) indicates that a
change of one standard deviatiordin s t r ifrdquencyg of sodmunicationith
SOEswill result in a negativeltange of .399 standard deviationglim st r i but or s o
LOCF with SOEs through mediation PCRPhis indicateghat asSOE°“Y
i ncreases it has a resultan?FwiteSPes i ve ef
through mediation (PCRA).

The DurbirWatson value is 1.203, which is within the suggested range.
Since the value is close to 2, it can be accepted that therenslépendencef
errors (residuals).

To conclude, in this case, all tpevaluefor path a, b and c is significaBy
comparing the beta coefficients, the b value for path-c4#3 and the b value for
path -¢c3099.s This suggests that a unit I nc
will result in a decrease of .443 in the level of conflict for path c; whereas a unit
increase in SOEs® use of communication wi
of conf | i cTherefore, thergigamediationéas communication has a greater
impact on the level of conflict for path ¢ than patlhenintroducingPCRA. The
effect of communication on the level of conflict is significant in the analysis of path

A

co6; thereby demonstrating parti al medi at |

5.3.8.3. RegressionBOE M| MEDPOFPR4 pOE-OCF
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step a

The resul t demonstrates t hat t he
frequency of communicationwith POEs POE°“M independent variable) and
positive conflict resolution attitude with POEs (PGB, dependent variable) was
statistically significant. Inthis case, p = .001, which is less than .05; thereby
suggesting the independent varia&E °“™ made a statistically significant unique
contribution to the prediction of PGE This meanshat the model is significantly
better at predicting the change ROE“F” scores than having no modéihe
relevant output generated by SPSS ROE°“™ and POE“R* is provided in
Appendix Il

R =.369 is the value of the multiple correlation coefficiagtiveen the
independent variabldsd i s t r ifréquency of sodmunicationith POEs
(POE°“™) and the dependent variablel i s t r iPGRAwithrP©Bs (POE™Y.

R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.13B)ereforethe independent
variable§ d i st r ifrdquency of sodmunicationith POEs POE °°M)
accounts for 13.6% of PORAwith®0Hs LOEG.n |

A standardised betefficients value of .369(< .05) indicates that a

change of one standard deviatiordin s t r ifrdquencyg of sodmunicationith

r el

t |

POEswill result in a positive change of .369 standard deviatiomsins t r i but or s o

PCRA with POEsThis indicateghat & POE°“V increases it has a resultant
positive effecPCRAwWthPOEs. di stri butorsbo

The DurbirWatson value is 1.503, which is within the suggested range.
Since the value is close to 2, it can be accepted that therenslépendencef

errors (residuals).
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Step b
The result demonstrates that the relationship between positive conflict
resolution attitude with POEs (P&E” i ndependent variable)
level of conflict with POEs (PO£F, dependent variable) was statisliiga
significant. In this case, p = .030, which is less than .05; thereby suggesting the
independent variables PGE” made a statistically significant unique contribution to
the prediction of PO¥°F. Thereforethe model is significantly better at predict
the change iPOE-°“F scores than having no mod€he relevant output generated
by SPSS for POE™ and POE°“Fis provided inAppendix Il
R =.253 is the value of the multiple correlation coefficient between the
independent variabl8s positive conflict resolution attitude with POEs (P6F)
and the dependent variabled i st ri butorso | evel©Rf confl |
R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.06H)is meanghat the independent
variable® positive conflict resolution attitude with POEs (PR accounts for
6.4% of the variationid i stri butorso | evel“f conflict
A standardised betaefficients value 0f.253 P < .05) indicates that a
change of one standard deviatiorpwsitive conflict resolution attitude with POEs
will result in a negative change of .253 standard deviations id thes t r ilebelt or s 6
of conflict with POEsThis indicates hat as PRrofEasds it REaRrdsultant
negative eff elOCFwitmPO#S. st ri but or so
The DurbirWatson value is 1.739, which is within the suggested range.
Since the value is close to 2, it can be accepted that therensliépendencef

errors (residuals).
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Step c
The result shows that t heequemyaiti onshi |
communicatiorwith POEsPOE°“™ i ndependent variable) a
of conflict with POEs (PO¥“F, dependent variable) was statisticalignificant. In
this case, p = .027, which is less than .05; thereby suggesting the independent
variablesPOE °“™ made a statistically significant unique contribution to the
prediction of POE®“F, Thus,the model is significantly better at predicting the
change irPOE-°“F scores than having no mod€he relevant output generated by
SPSS folPOE°“M and POEP“Fis provided inAppendix Il
R =.256 is the value of the multiple correlation coefficient betwibe
independent variabldsd i s t r ifréquency of sodmunicationith POEs
(POE°“™) and the dependent variablel i s t r ilebebliof conflist tith POEs
(POECH,
R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.06B)us,the independent
variable§ d i st r ifrdquency of sodmunicationith POEs POE °°M)
accounts for 6.6% of LAQCKwith?P@Es (P@®N.on in di
A standardised beta coefficients value.866 P < .05) indicates that a
change of one standard deviatiordin s t r ifrdquencyg of sodmunicationith
POEswill result in a negative change of .256 standard deviatiodsiins t r i but or s 6
LOCF with POEsThis indicategshatasPOE °“ increasesit has a resultant

negative eff elOCFwitmPO#S. st ri but or so
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The DurbirWatson value is 1.289, which is within the suggested range.
Since the value is close to 2, it can be accepted that therenslépendencef

errors (residuals).

StepO Q
The result from path c¢cO0 frdggemayonfstr at es |
communicatiorwith POEs POE °“M) is making statistically significant unique
contribution to the prediction of the dependent variable, (®&Ethrough
mediation (POE“"A). In this @se, p = .029, which is less than .05; thereby
suggesting the independent variaf&E °“" made a statistically significant unique
contribution to the prediction of PO®F through mediation (PGERA). The
relevant output generated by SPSSHaE °“M and POE®F through mediation
(POE“RA is provided inAppendix I
R =.308 is the value of the multiple correlation coefficient between the
independent variabldsd i s t r ifréaquency of sodmunicationith POEs
(POE°“™) and the dependemariabléd d i s t r ilebebliof conflist tith POEs
(POE-°CF) through mediation (PGERH
R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.09H)is meanghat the independent
variable® dist r i b frequemcy dd communicationith POEs POE °M)
accounts for 9.5% of LAQCKwith?P@Es (P@FHhon in di
through mediation (POE™)
A standardised beta coefficients value.@B9 P < .05) indicates that a
change of one standard deviatiordin s t r ifrdquencyg of sodmunicationith

POEswill result in a negative change of .189 standard deviatiodsiins t r i but or s o
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LOCF with POEs through mediation PCRFhis indicateshat asPOE %M
i ncreases it has a resultan®?FwiteRpPEs i ve ef
through mediation (PCRA).

The DurbirWatson value is 1.345, which is within the suggested range.
Since the value is close to 2, it can be accepted that therensiépendencef
errors (residuals).

In this case, alp valuesfor patha, b and c are significarBy comparing the
beta coefficients, the b value for pathc.is256 and t he b-18%| ue f ¢
suggesting that a unit unicaton il ;esult in a P OE s
decrease of .256 in the | evel of conflic
use of communication will result in a decrease of .189 in the level of conflict for path
c Orherefore, there is mediation as communication da@reater impact on the level
of conflict for path c than patle dwhen introducing PCRA. The effect of
communication on the level of conflict becomes insignificant (p = .124 > .05) in the
analysis of pathc ;60demonstrating full mediation. That i#)e mediating variable

mediates all of the effects

5.3.9.The Relationship between LOG and LOCF through the Mediating Variable
PCRA

The author ran three regression tests to test the relationship between
manufact uGenxsvd t hseicftri butorséel evel of
mediatorofposi ti ve conflict r e Suwhxiwithithen atti t uc
di stributorsé | ¢ereddiatar dpostive cdnflict resolutianh r o u g h
attitude; a@udnxiRiDihe sdiuster iobut or sé theevel of

mediator ofpositive conflict resolution attitude.
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Within each test, a fotstep casual approach was followed test the
significance and relationship @uanxiand positive conflict resolution attitude (path
a/step a); PCRV and conflict (path b/ step ®janxiand conflict (path c/ step c);

Guanxi PCRV and conflict (path c6/ step co0)

5.3.9.1. Regression 1 LGGPCRAS LOCF
step a
The result shows that the r &lbaadtii onshi |
with manufacturersLOG, independent variable) and positive conflict resolution
attitude with manufacturers (PCRA, dependent variable) was statistically significant.
In this case, p = .000, which is less than .05; thereby suggesting the independent
variades LOG made a statistically significant unique contribution to the prediction
of PCRA.This meanshat the model is significantly better at predicting the change
in PCRA scores than having no modehe relevant output generated by SPSS for
LOG and PCRAS provided ilPAppendix Il
The Model Summary table lsppendix llprovides important information
about the regression model: R = .322 is the value of the multiple correlation
coefficient between the independent variables i st r i b u tGuanswith | e v e | 0
manufacturers (LOGand the dependent variablel i s t r IPORAtwithr s 6
manufacturers (PCRA).
R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.10@)is meanghat the independent
variable® di st r i b u tGuansvith rmaewaetdrersqlfOGccounts for

10. 4% of t he v arPCRAwittonmanufacturedsi st ri but or s o

196



A standardised beta coefficients value of .32 (05) indicates that a
change of one ahdard deviationid i st r i b u tGuanewith rhaeauwaetdrerso f
will result in a positive change of .322 standard deviatiomsins t r IPGRAt or s 0
with manufacturersThis indicateghat as LOGncreases it has a resultant positive
ef fect onPQRAwith manbfacturers.s 6

The DurbirWatson value is 1.823 which is within the suggested range. Since
the value is close to 2, it can be accepted that there iisdipendencef errors

(residuds).

Step b

The result reveals that the relationship between positive conflict resolution
attitude with manufacturers (PCRA, indep:
conflict with manufacturers (LOCF, dependent variable) was statistically sigmific
In this case, p = .002, which is less than .05; thereby suggesting the independent
variables PCRA made a statistically significant unique contribution to the prediction
of LOCF.Thus,the model is significantly better at predicting the change in LOCF
scores than having no modé&he relevant output generated by SPSS for PCRA and
LOCEF is provided irAppendix Il

R =.249 is the value of the multiple correlation coefficient between the
independent variablés positive conflict resolution attitude with manufacturers
(PCRA)and the dependentvariabled i st ri but orsoé | evel of co
manufacturers (LOCF).

R Square (B is a measure of how much variability in the outcasne
accountedor by the independentviables (0.062)This meanghat the independent

variable® positive conflict resolution attitude with manufacturers (PCRé&gounts
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for 6.2% of the variationid i st ri butorsodo | evel of conf |l i

(LOCF).
A standardised beta coefficientaslwe of-.249 P < .05) indicates that a

change of one standard deviatiorpwsitive conflict resolution attitude with

manufacturersvill result in a negative change of .249 standard deviations in

di st r ilekeuot conflist @ith manufacturer3hisindicateshat as PCRA

i ncreases it has a r esulLOGFwith mamefgctuteis.v e e f |
The DurbirWatson value is 1.775, which is within the suggested range.

Since the value is close to 2, it can be accepted that therenslépeienceof

errors (residuals).

Stepc

The result demonstrates that the rel af
of Guanxiwi t h manuf acturers (LOG, independent
conflict with manufacturers (LOCF, dependent variables}asistically significant. In
this case, p =.000 which is less than .05 which suggests the independent variables
LOG made a statistically significant unique contribution to the prediction of LOCF.
Thereforethe model is significantly better at predngjithe change in LOCF scores
than having no modeT.he relevant output generated by SPSS for LOG and LOCF is
provided inAppendix Il

R =.351 is the value of the multiple correlation coefficient between the
independent variabldsd i st r i b u tGuanswith rmaauaetlrersqLfOGnd
the dependent varialded i s t r ilebelof conflist @ith manufacturers (LOCF).

R Square (B is a measure of how much variability in the outcasne

accountedor by the independent variables (0.128)other wordsthe independent
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variable® di st r i b u tGuansvith rhaawaeturersqlfOGccounts for

12. 3% of t he v arLOGFwithomanufaatures.i st r i but or s o
A standardised beta coefficients value.861 P < .05) indicates that a

change of one standard deviatiordin s t r i b u tGuanswith rhaeauwfaetdrerso f

will result in a negative change of .351 standard deviatiodsiins t r L®QFt or s 0

with manufacturersThis indicateghat as LOGncreases it hasrasultant negative

ef fect onLACFwith manbfacturers. s 6
The DurbirWatson value is 1.404, which is within the suggested range.

Since the value is close to 2, it can be accepted that therensiépendencef

errors (residuals).

StepO Q

Ther esul t from path c¢06 r eveeaxivwtht hat t
manufacturers (LOG) is making a statistically significant unique contribution to the
prediction of the dependent variable, (LOCF) through mediation (PARA#)is
case, p =.000, which is less than .05; thereby suggesting the independent variables
LOG made a statistically significant unique contribution to the prediction of LOCF
through mediation (PCRA). The relevant output generated by SPSS for LOG and
LOCF through mediation (PCRA) is providedAppendix Il.

R =.379 is the value of the multiple correlation coefficient between the
independent variabldsd i st r i b u tGuanswith rmaauwaetlrersqfOGnd
the dependent variatdded i s t r ilebelofconflig Wwith manufacturers (LOCF)
through mediation (PCRA)

R Square (B is a measure of how much variability in the outcasne

accountedor by the independent variables (0.14M)is meanghat the independent
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variable® di st r i b u tGuanswith maawaeturersqlfOG)ccounts for

14. 4% of t he var ilBOCFwithmanufacturdrethraighs t r i but o

mediation (PCRA)

A standardised beta coefficients value.8D2 P < .05) indicates that a

change of one standard deviatiordin s t r i b u tGuansewith rhaeauwaetdrerso f

will result in a negative change of .302 standard deviatiodsiins t r L®QAQFt or s 0

with manufacturers through mediation PCRAis indicates that as LO@Gcreases it
has a resultant negative effect on dstui t @@C$ &ith manufacturers through

mediation (PCRA).

The DurbirWatson value is 1.379 which is within the suggested range. Since

the value is close to 2, it can be accepted that there iisdipendencef errors
(residuals).

In this case, alp valliesfor patha, b and c is significanBy comparing the

beta coefficients, the b value for pathe.is351 and t he b-30Ral ue

This suggests that a unit increas&manxiwill result in a decrease of .351 in the
level of conflict for pat c; whereas a unit increaseGuanxiwill result in a decrease
of .302 in the | eTheréforeytheredasonediation @sianxif o r
has a greater impact on the level of conflict for path ¢ thangdthenintroducing
PCRA. The effect oGuanxion the level of conflict is significant in the analysis of

pathc @hus, demonstrating partial mediation.

5.3.9.2. Regression 2 SB¥ i MEDSFPR4 SOBOCF

step a

The result reveal s that tleketofGuankia t i

with SOEs SOE°C, independent variable) and positive conflict resolution attitude
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with SOEs (SOE°®*, dependent variable) was statistically insignificant. In this case,

p =.169, which is greater than .05; thereby suggesting that the independent variables
of S OE s &uanxenot enbkingaf statistically significant unique contribution to

the predictio of PCRA. The relevant output generated by SPSS fotr $Giad

SOE“R*is provided inAppendix IL

Step b
The result highlights that the relationship between positive conflict resolution

attitude with SOEs (SOE™” independent variable) and distributors | ev el of

conflict with SOEs (SOF“F, dependent variable) was statistically significant. In

this case, p = .023, which is less than .05; thereby suggesting the independent

variables SOE“** made a statistically significant unique contribution to the

predction of SOE°“F. Thereforethe model is significantly better at predicting the

change irSOE-°“F scores than having no mod€he relevant output generated by

SPSS for SOER*and SOE°“Fis provided inAppendix Il
R =.265 is the value of the multipterrelation coefficient between the

independent variabl8s positive conflict resolution attitude with SOEs (S6F)

and the dependent variabled i st ri butorso | evel©Rf confl |
R Square (B is a measure of how much variability in the outcasne

accountedor by the independent variables (0.07Th)is meanghat the independent

variable® positive conflict resolution attitude with SOEs (SGB) accounts for 7%

of the variation irdistributad s & | evel of cofiHlict with SO
A standardised beta coefficients value.@865 P < .05) indicates that a

change of one standard deviatiorpwsitive conflict resolution attitude with SOEs

will result in a negative change of .265 standard deviatiodsiins t r iletelof or s 6
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conflict with SOEsThis indicates h at as SrOEassds it RCRdsultant
negative eff elOCFwWtmSO&#S. st ri butor so

The DurbirWatson value is 1.449 wthds within the suggested range. Since
the value is close to 2, it can be accepted that there iisdbpendencef errors

(residuals).

Stepc
The result shows that the r &lbaadii onshi |
with SOEs (SOF®®, independent ar i abl e) and distributors:¢
SOEs (SOE°°F, dependent variable) was statistically significant. In this case, p =
.003 which is less than .05 which suggests the independent variablEX$@&e
a statistically significant unique caiftution to the prediction of SGEF. This
meanghat the model is significantly better at predicting the chan§©iR°"
scores than having no mod&he relevant output generated by SPSS for'S&E
and SOE°“Fis provided inAppendix Il
R =.342 ishe value of the multiple correlation coefficient between the
independent variabl&sd i st r i b u tGuanswith SOEs (8O ®)mfd the
dependent variabfed i s t r ilebeliof conflist &ith SOEs (SOEH.
R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.11IMis meanghat the independent
variable® di st r i b u tGuanswith SOEx(8QE°®)mécounts for 11.7% of
the variat i oL®OCHwth SOEsSSOEET )b ut or s 6
A standardised beta coefficients value.842 P < .05) indicates that a
change of one standard deviatiordin st r i b u tGuanswith SOEwwid | of

result in a negative change of .342 standard deviatioths irs t r IL®QKF withr s 0
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SOEs This indicateshat as SOFCincreases, it has a resultant negative effect on
di st r iLOAF with SOKs.

The DurbirWatson value is 1.533, which is within the suggested range.
Since the value is close to 2, it can be accepted that ih#dreindependencef

errors (residuals).

StepO Q

The result from path c¢c0 Geanxanad s t hat
SOEs (SOE°®) is making a statistically significant unique contribution to the
prediction of the dependent variable, (S&) through mediation (SGE™. In
this case, p = .002, which is less than .05; thereby suggesting the independent
variables SOE°® made a statistically significant unique contribution to the
prediction of SOE°°F through mediation (SOEERY). The relevant aput generated
by SPSS for SO® and SOE“F through mediation (SGER is provided in
Appendix Il

R =.398 is the value of the multiple correlation coefficient between the
independent variabl&sd i st r i b u tGuanswith SOEs (8O ®)mfd the
dependent variabfed i s t r ilebelof conflist &ith SOEs (SOEF) through
mediation (SOE“?4)

R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.15B)us,the independent
variable® dist r i b ut o rGesadxiwiteSDES (SOEF) accounts for 15.9% of
the variat i oL®OCHwth SOEsySOET Hthuough mediation
(SOECRA
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A standardised beta coefficients value.803 P < .05) indicates that a
change of one standard deviatiordin st r i b u tGuanewith 3O&swld | o f
result in a negative change of .303 standard deviatiothg irs t r IL®QKF withr s 0
SOEs through mediation PCR#his indicateshat as SOF®increasest has a
resul tant negat i ve “&ith SOBs through ndediaionr i but or .
(PCRA).
The DurbirWatson value is 1.440, which is within the suggested range.
Since the value is close to 2, it can be accepted that therensiépendencef
errors (residuals).
In this case, alp valuedor patha, b and c are significarBy comparing the

beta coefficients, the b value for pathe.is342 and t he b-308al ue f ol

This suggests that a Guanxiwilresulhitardeceease i n SO
of .342 in the | evel of conflict for pat]
Guanxiwi | | result in a decrease oTherefoB03 i n

there is mediation agguaxnihas a greater impact on the level offtiet for path c
than pathc @henintroducingPCRA. The effect osuanxion the level of conflict is

significant in the analysisofpath6; t hus, demonstrating par

5.3.9.3. Regression 3 P& i MEDPOEPCRA pOE-OCF
step a
Theresultdmonstrates that the relationship
Guanxiwith POEs POE°C, independent variable) and positive conflict resolution
attitude with POEs (POEE™” dependent variable) was statistically significant. In
this case, p = .000, whigh less than .05; thereby suggesting the independent

variables POE°® made a statistically significant unique contribution to the
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prediction of POE“®A Thereforethe model is significantly better at predicting the
change irPOE “f* scores than having moodel. The relevant output generated by
SPSS for PO¥° and POE“*is provided inAppendix IL

R =.522 is the value of the multiple correlation coefficient between the
independent variablésd i st r i b u tGuanswith ROEw (BOE®)and the
dependent variabfed i s t r iPBRAWithiPOEs (POERA.

R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.273)is meanghat the independent
variable® di st r i b u tGuanswith POEy (BOE®)mécounts for 27.3% of
the variati onPGRAwith R@Es (POE).r i but or s o

A standardised beta coefficients value of .32 (.05) indicates that a
change of one standard deviatiordin s t r i b u tGuanewith ROEswd | o f
result in a positive change of .288 standard deviatiodsiins t r IPGRAtwithr s 0
POEs This indicateghat as POE®increases it has a resultant positive effect on the
di st r iPBRAWiIbhIPOEs.

The DurbirWatson value is 1.826, which is within the suggested range.
Since the value is close to 2, it can be accepted that therenslépendencef

errors (residuals).

Step b

The result shows that the relationship between positive conflict resoluti
attitude with POEs (PCE™ i ndependent variable) and oc
conflict with POEs (PO¥“F, dependent variable) was statistically significant. In
this case, p = .030, which is less than .05; thereby suggesting the independent

variablesPOE “* made a statistically significant unique contribution to the
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prediction of POE°°F. This meanshat the model is significantly better at predicting

the change iPOE-°“F scores than having no mod€he relevant output generated

by SPSS for POE™ and POE°“F is provided inAppendix IL
R =.253 is the value of the multiple correlation coefficient between the

independent variabl8s positive conflict resolution attitude with POEs (PF)

and the dependentvariabled i st ri but or s 6th POEyPOED.f conf | |
R Square (B is a measure of how much variability in the outcasne

accountedor by the independent variables (0.06H)is meanghat the independent

variable® positive conflict resolution attitude with POEs (PR accounts for

6.4% of the variationinthé i st ri butorsoé | evel©9f confli
A standardised beta coefficients value.@863 P < .05) indicates that a

change of one standard deviatiorpwsitive conflict resolution attitude with POEs

will result in a negative change of .253 standard deviatiodsiins t r ileveuof or s 0

conflictwithPOESThi s i ndi cat es increasesithmsard3didahs 6 PCR

negative eff elOCFwWitmPO#S. st ri but or so
The DurbirWatson value is 1.343, which is within the suggested range.

Since the value is close to 2, it can be accepted that therenslépendencef

errors (residuals).

Stepc

The result shows that the r &baxti onshi |
with POEs (POE*®, i ndependent variable) and dist
POEs (POE’“F, dependent variable) was statistically significant. In this case, p =
.010, which is less than .05; thereby suggesting the independent variabl€§ POE

madea statistically significant unique contribution to the prediction of BSE
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This meansghat the model is significantly better at predicting the changie“°"
scores than having no mod&he relevant output generated by SPSS for P&E
and POE°“Fis provided inAppendix Il

R =.296 is the value of the multiple correlation coefficient between the
independent variablésd i st r i b u tGuanswith ROEw (BOE®)and the
dependent variabfed i s t r ilekelof conflist &ith POEs (POEH).

R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.08B)is meanghat the independent
variable® di st r i b u tGuanswith ROEs(BOE ®)mécounts for 8.8% of
the variation ind i s t r iL®QF with PGEs (POEH).

A standardised beta coefficients value.@96 P < .05) indicates that a
change of one standard deviatiordin st r i b u tGuanswith ROEwwid | of
result in a negative change of .296 standard deviatiothg irs t r IL®QKF withr s 0
POEs This indicateghatas POE°®increasesit has a resultant negative effect on
di st r iL®AF with POEs.

The DurbirWatson value is 1.387, which is within the suggested range.
Since the value is close to 2, it can be at=@fhat there is thedependencef

errors (residuals).

StepO Q

The result from path c¢c06 G6Guawwith t hat
POEs (POE’®) is making statistically significant unique contribution to the
prediction of the dependent variabfeOE-°¢F) through mediation (PGE™. In
this case, p = .023, which is less than .05; therebbby suggesting the independent

variables POE’® made a statistically significant unique contribution to the
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prediction of POE®°F through mediation (POER®Y). Therelevant output generated
by SPSS for PO® and POE“F through mediation (PGER is provided in
Appendix Il
R =.318 is the value of the multiple correlation coefficient between the
independent variablésd i st r i b u tGuanswith ROEs (BOE®)and the
dependent variabfed i s t r ilebelof conflist @ith POEs (PO£°") through
mediation (POE“?%)
R Square (B is a measure of how much variability in the outcasne
accountedor by the independent variables (0.10mhis meanghat the independent
variable® di st r i b u tGuanswith ROEs(BOE ®)mécounts for 10.1% of
the variat i oL®OCHwth POEsSYROETHthuough mediation
(POETSRA)
A standardised beta coefficients value.@826 P < .05) indicates that a
change of one standard deviatiordin s t r i b u tGuangwith ROEswld | o f
result in a negative change of .226 standard deviatiothg irs t r IL®QF withr s 6
POEs through mediation PCR#his indicateshat as POE®increasesit has a
resul tant negati ve “&ith ®OBs though rdediationr i but or ;
(PCRA).
The DurbirWatson value is 1.387, which is within the suggested range.
Since the value is close to 2, it can be accepted that therenslépendencef
erras (residuals).
In this case, alp valuedor patha, b and c are significarBy comparing the
beta coefficients, the b value for pathe.is2 96 and t he b-220al ue f ol
This suggests that a Guamxiwill resufiioa deaease i n P

of .296 in the | evel of conflict for pat]
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Guanxiwi | | result in a decrease oTherefoB26 i n
there is mediation &Suanxihas a greater impact ometlevel of conflict for path c
than patlc @henintroducingPCRA. The effect osuanxion the level of conflict is

not significant in the analysisof patht hus, demonst.rating ful |

5.4. Techniques to Compare Groups
5.4.1. Introduction Types of Techniques

There is a whole family of techniques that can be used to test for significant
differences between groups. Although there are many different statistical techniques
available in the SPSS package, for the purpose of this paper ANOVAtisse.
Pallant(2013 discussed two key techniques; parametric andpamametit
techniques. The key driver in choosing between both techniques is the nature of the
data.Parameter techniques employed by this PhD researcher are best suited, as the
major data collection tool utilised consisted of interval scales. This approach also
involves making a number of assumptions about the population from which the
sample is drawn (e.g., normally distributed sco(Bg)lant 2013 Conversely, non
parametric techniques are most appropriate when the data collected is measured only
at the ordinal (ranked) and typically does not involve adopting stringent assumptions
(Pallant 2013 For a listing of the range of parametric and-panametric
techniques, se€able5.2 This is borrowed from Pallaii2013 and provides various

techniques for facilitatingroup comparisons.
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Table 5.2 Statistical Techniques to Compare Groups Parametric Techniques
Their NonParametric Techniques

Parametric Technique Non-Parametric Technique
None Chi-square for goodness of fit
None Chi-square foindependence
None Mc N e miaest 6

None Cochranbés Q Te
None Kappa Measure of Agreement
Independensampleg-test MannWhitney U Test
Pairedsampleg-test Wilcoxon Signed Rank Test
Oneway betweergroups ANOVA KruskalWallis Test

Oneway repeateemeasures ANOVA Friedman Test

Two-way analysis of variance (between groups) None

Mixed betweerwithin groups ANOVA None

Multivariate analysis of variance (MANOVA) None

Analysis of covariance (ANCOVA) None

Source: Pallant, J. (2018PSSSurvival Manual UK: McGrawHill Education.

For the purposes of this research study, the researcher deemed tlvatone
repeated measures (ANOVA) is a suitable technique to facilitate group comparisons
based on the nature of the research questionsetlienature of the data collected
(interval) and the number of variables and grodppically, ANOVA are used
when the researcher wishes to test the same people using the same instrument at
different points in time, or administer one or more instrumemtar{elated

guestions) to the same people at a single point in(ffakant 201Hair et al. 2011

5.4.2. Assumptions for ANOVA

This study used ANOVA to assist the researcher in determining whether
statistically significantlifferences exist between two treatments or withubject
factors (independent variables). In this study, the treatments that are of primary focus

are SOEs) and POEs.
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When a researcher makes the decision to utilise ANOVA, in order to
determine its suitality for use, three key assumptions must be (Heidr et al.
201QField 2009Pallant 2013 The first is that there should be no significant outliers
in any level of the withirsubjects factor (independent variabl&ihce the presence
of outliers can influence results negatively in a couple of whyst, it can distort
differences between the withgubjects factor (independent variable) and magalo
by either spuriously increasing or decreasing scores on the dependent variable; and
second, it may lead to inaccuracies when generalising the results of the study sample
to the population.

Boxplotsis one of the easiest and most widely used methoidte taify
outliers.Boxplots in the SPSS programme can be used to identify these outliers of
which there are generally two catego@iesutliers and extreme points, normally
those that are simply identified as outliers by SPSS are not deemed worrisome
relative to extreme points and might even be ignored by the reseépetiant
2013;Field 2009. Orr, Sackett and Dubo{8991) suggest that if researchers believe
that the outlier or data points are legitimate upon closer examination, such data are
more likely to be representative of the whole population if outliers are not removed.
After an examination dboxplotsin the SPS$®rogrammeit was found that there
were no extreme points (outliers) in the data set for this study.

The second key assumption for ANOVA is that the dependent variable
(satisfaction) should be normally distributed for each of the indepefaizats or
Atreatmentso; i n ot hEisassunptionof norn@altizis ) and |
generally required; however, it i s argue:
violations of normality. In essence, this means one can still obtain valid results even

if the assumption of normality is violatéHair et al. 1993-ield 2009. In this study,
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the ShapireVilk test for normality in SPSS waailisedas thisis typically
recommended sample sizes are smgHiair et al. 201D Since there were only two
within-subjectfactors,the test of normality in the SPSS output generated two tests.
To determine whether the data is normally distributed (that is, whether the
assumption of normality is met), the significance level should be more than .05

(p > .05), while the inverse is true. Themefoif p < .05, it can be concluded that the
data is not normally distributeéield 2009. Thus, if p > .05 one can concle in

this study that the dependent variable satisfaction is normally distributed for each
level or treatment of the withisubjects factor or treatments SOEs and POEs, as
assessed by Shapiwgi | ks test (p > .05).

The third key assumption for ANOVH referredto as the test for sphericity
thatexamines the variances of the differences between all with the assumption being
combinations of treatments or withgubjects factors must have equal variances.
Mauchlyds test of sphkeriatietdy measmuumsinl $|
test of Sphericity is statistically significant, that is, p < .05 this means that the
assumption of sphericity has been violaf€otk 2013). Thus, the researcher can
conclude thato meet the assumption of sphericity the result should not be
statisticallysignificant,that is, p > .05 in the SPSS outpgdawever, since the
repeated measures variables have only two treatments (SOEs and POESs), no
significance value would be found in the
there must be at least three treatments or groups; hence, sphericity is met typically

when there arerdy two treatmentgField 2009.

5.4.3. Procedure for ANOVA

212



The ANOVA procedure varies according to whether a post hoc test or
contrast is run. The choice of post hocontrastslepends on the nature or degree
of specificity of the hypotheses in the resedkidair et al. 2010 When the
researcher or study does not have specific hypotheses about the differences between
the treatmenter within-subjects factor (here, ratings of SOEs and POEs on a range
of items) prior to examination of the data, a post hoc test to compare all possible
combinations is most appropriate. Conversely, if the hypotheses are specific about
the differences beteen levels of the treatments or witlsubjects factor, contrasts is
more appropriatelThe route chosen by this researcher is ANOVA with post hoc tests,
since the proposed hypotheses are more general. Therefore, they suggest the
likelihood of differencesn satisfaction or other variables by distributors on their
evaluations of SOEs relative to POEs; however, they do not state the nature or extent

(nonspecific) of the differences.

5.4.4. Assumption Tests for ANOVA

As discussed previously, three assummpimust be met for ANOVA. These
assumptions are examined below in terms of the difference between two treatment
variabless SOEs) and POEswhich are central to the study with respect to the
following key variableslevel ofsatisfaction (SATyith the maufacturer;
manuf act ur e noberavepewercNCPanamfuf act urer 6s exe
coercive power (CP); level of conflict (LOCBgtween manufacturers and
distributors;positive conflict resolution attitude (PCRB@tween manufacturers and
distributors, level of trust (LOT) in manufacturefsgquency of communication
(FOCM) between manufacturers and distributors; armmhsativebusiness culture

(PBC/Guanx) between manufacturers and distributors.
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5.4.4.1. Coercive Power (CP) ANOVA Assumption

Assumption 1, after an examination of boxplots in the SPSS programme, it
was found that there were no outliers in the data for both treatm®0@iEs) and
POEs- on the coercive power used by manufactunsexample of a boxplot and
the Test of Normalityputputare showrbelow.

Outlier for Dependent Variable (CP)

il

Group

Normality for Dependent Variable (CP)

Tests of Normality

Group | Kolmogorov-Smirnov® Shapiro-Wilk
Statistic | df Sig. Statistic | df Sig.
MCP 1.00 .078 74 .200° .978 74 237
2.00 .129 74 .004 .980 74 .303

*. This is a lower bound of the true significance.

a. Lilliefors Significance Correction

Assumption 2, based on the above Shapitk test and the relevantyalue
for both SOEs and POEs it is observed that @55 that is .237 and .303 for SOEs
and POEs respectivelficcording to Field2009, the assumption aformality is
met when the significance is more than .05 (p > .05), while the inverse is true.
Therefore, if p < .05, it can be concluded that the data is not normally distributed.

Thus, it can be concluded that the variable coercive power used by mararfaistu
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normally distributed for each level or treatment of the withubjects factor or

treatments SOEs and POEs, as assessed by Siépitok 6 s

test

(p

Assumption 3, since there are only two treatme®SOES and POEsthe

assumption of spheity has notbeen violatesn coercive power (CP) used by

manufacturers; thus, the condition is met.

5.4.4.2. NorCoercive Power (NCP) ANOVA Assumption

>

Assumption 1, after an examination of boxplots in the SPSS programme, it

was found that there were patliers in the data for both treatmenSOES) and

POEs- o n

t h

Tests of Normality

e

manuf act ucoeecivedpswer(NGP)y. ci s e

of

Group Kolmogorov-Smirnov® Shapiro-Wilk
Statistic df Sig. Statistic df Sig.
1.00 .169 74 .000 .878 74 .000
AVGNCPFSall
2.00 178 74 .000 .910 74 .000

a. Lilliefors Significance Correction

Assumption 2, based on the above Shapitk test and the relevantyalue

for both SOEs and POEs it is observed that p <T.B&s, it can be concluded that on

thev ar i

abl

e

manufacturer o6s

exerci

S e

not normally distributed for each level or treatment of the wilubjects factor or

treatments SOEs and POEs, as assessed by Skiépitok 6 s

of

t eAs tepo(tgul

previously, ANOVA are fairly robust to nenormality and it is often recommended

that the ANOVA are run regardless as valid results could still be attgtiedd

2009Hair et al. 199h
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Assumption 3, since there are only two treatm®@©OES and POEsthe
assumption of sphericity has not been vi

thus the condition is méField 2009.

5.4.4.3. Level of Conflict (LOCF) ANOVA Assumption
Assumption 1, after an examination of boxplots in the SPSS programme, it
was found that there were no outliers in the data for tretitments SOEs and
POESs) on the level of conflict (LOCF) between manufacturers and distribBewss.
the detailed output for both boxplots and Test of Normality in Appelhidix
Assumption 2 based on the above Shajitk test and the relevantyalue
for both SOEs (.292) and POEs (.164) it is observed that p ¥h@5, it can be
concluded that the variable LOCF between manufacturers and distributors is
normally distributed for each level or treatment of the withubjects factor or
treatments SOEsnd POEs, as assessed by Shapliol ké6s test (p > . 06F¢
Assumption 3, since there are only two treatme®©ES and POEsthe
assumption of sphericity has not been violated for the LOCF between manufacturers
and distributors; thus the condition is met.
5.4.4.4. Satisfaction (SAT) ANOVA Assumption
Assumption 1, after an examination of boxplots in the SPSS programme, it
was found that there were no outliers in the data for both treatr®@is and
POEs on satisfaction (SAT).
Assumption 2, based on thbove ShapirdVilk test and the relevantyalue
for both SOEs (.154) and POEs (.107), it is observed that p ¥h05, it can be

concluded that the dependent variable satisfaction (SAT) is normally distributed for
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each level or treatment of the withsbjects factor or treatments SOEs and POEs,
as assessed by Shapid | k 0 s t eSee theletailedoutputOnBppendix Ill.
Typically, a third assumption in ANOVA is the test of spheriditpwever,
since there are only two treatmen8OES and PBs- in this study, there is no
need to test this assumption as it is normally met in instances of less than three
treatments or withisubjects factoréField 2009. Assumption 3, the assumption of

sphericity has not been violated and the condisanet

5.4.4.5. Positive Conflict Resolution Attitude (PCRA) ANOVA Assumption
Assumption 1, after an examination of boxpliotshe SPSS programme, it
was found that there were no outliers in the data for both treatr®@&s and
POEs on the positive conflict resolution attitude (PCRA) between manufacturers and
distributors.
Assumption 2, based on the above Shapiitk testand the relevant-palue
for both SOEs (.161) and POEs (.332), it is observed that p ¥h0S, it can be
concluded that the variable the PCRA between manufacturers and distributors is
normally distributed for each level or treatment of the wihbjects factor or
treatments SOEs and POEs, as assessed by Siépitok 6 s t eSeethe( p > . 0°F
detailedoutput in Appendix.
Assumption 3, since there are only two treatme®®ES and POEsthe
assumption of sphericity has not been violated on positinBictoresolution attitude

(PCRA) between manufacturers and distributors; thus the condition is met.

5.4.4.6. Level of Trust (LOT) ANOVA Assumption
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Assumption 1, after an examination of boxplots in the SPSS programme, it
was found that there were no lerts in the data for both treatmentSOEs and
POEs on the LOT in manufactureBee thaeletailedoutput inAppendix Il1.
Assumption 2, based on the above Shapitk test and the relevantyalue
for both SOEs (.000) and POEs (.000) it is observedtka05.Thus, it can be
concluded that on the LOT in manufacturers, the assumption has been violated and is
not normally distributed for each level or treatment of the wilubjects factor or
treatments SOEs and POEs, as assessed by Sképito k 6(p < .05¢Again,
since ANOVA are fairly robust to nemormality and it is often recommended that
the ANOVA are run regardless as valid results could still be attéield
2009Hair et al. 199% The researar proceeded to run.
Assumption 3, since there are only two treatme®©ES and POEsthe
assumption of sphericity has not been violated orirdggiency of communication

(FOCM) between manufacturers and distributors; thus the condition is met.

5.4.4.7 Frequency of Communication (FOGMNOVA Assumption

Assumption 1, after an examination of boxplots in the SPSS programme, a
total of four outliers were identified in the data by the researcher for both treatments
- SOEs and POEs, three and oneieutkespectively, on the variabieequency of
communicatior(FOCM) between manufacturers and distribut@#en,the reason
for outliers is due either to data entry error, measurement error or genuinely unusual
values(Tabachnick and Fidell 200Hair et al. 201R A closer examination of the
responses by the participants 24, 54, 63 (SOEs) and participant 92 (POES) revealed
the outliers were neither the result of either data entry nor measurement error and

thus most likely simply genuinely unusual data points and possibly representative of
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what would be found in the population of inter@3tr et al. 1991 Furthermore,
since none of the points are considered extreme points (outliers) in the SPSS
programme, there is no need for much worry on the part of the rese@iether
2009Pallant 2013 See thaletailedoutput inAppendix L.

Assumption 2, based on the above Shapitk test and the relevantyalue
for both SOEs (.005) and POEs (.000) it is observed that p ¥h@s, it can be
concluded that oROCM between manufacturers and distributors, the assumption
has ben violated and is not normally distributed for each level or treatment of the
within-subjects factor or treatments SOEs and POEs, as assessed by-8hapirk 0 s
test (p < .05)Again, as discussed earlier, ANOVA are fairly robust to-normality
and it isoften recommended that the ANOVA are run regardless as valid results
could still be attaine¢Field 2009Hair et al. 199h

Assumption 3, since there are only two treatm®2@©OES and POEs, the
assumption of smricity has not been violated on thiequency of communication

(FOCM) between manufacturers and distributors; thus, the condition is met.

5.4.4.8. Level ofSuanxi(LOG) ANOVA Assumption

Assumption 1, after an examination of boxplots in the SBI&&amme, it
was found that there were no outliers in the data for both treatr®@is and
POEs- on the variablepositive business culture (FB@inx) between
manufacturers and distributofSee theletailedoutput inAppendix Il1.

Assumption 2 baseoh the above ShapiWilk test and the relevantyalue
for both SOEs (.000) and POEs (.006) it is observed that p h@s, it can be
concluded that on the variablgositive business culture (PB&4anx) between

manufacturers and distributors, the asption has been violated and is not normally
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distributed for each level or treatment of the withubjects factor or treatments

SOEs and POEs, as assessed by Shépird k 6 s t eAgain, ANOVA<are. 05) .

fairly robust to nomormality and often researets recommend that the ANOVA

are run regardless as valid results could still be attgFietti 2009Hair et al. 199h
Assumption 3, since there are only two treatme®©Es and POEsthe

assumption of sphericity has not been violateFO&CM between manufacturers and

distributors; thus, the condition is met.

5.5. Results for ANOVA (using average factor scores)
This section aims tanterpret and report the results for the ANOVA.
5.5.1. Comparison of Distributorsdé SAT
The ANOVA was used to determine whether differences exist between the
within-subjects factor, SOEs and POEs for the populatiothe dependent variable,
Satisfaction (SAT)First , some useful descriptive statistics was presented from the
SPSS Statistics output, which includes information on sample size, which levels of
the withinsubjects factor had the higher/lower mean scodefahere are any trends,
and if the variation in each level is simil&n example othe withinsubjects factors

tableis illustratedbelow with SOEs and POEs labelled as 1 anespectively.

Within -Subjects Factors
Measure: SAT

Group Dependent
Variable

SOBAT

POBT
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The descriptive statistics table provides important statistics for this analysis.
In the table below, note values that reflidget sample size of each level of the
within-subject factor was equal € 74) and observed tretidat POEs average SAT
score is lower than SOEs average SAT sc®Adl was .055 + .72 for SOEs,

decreasing te.0555 * .070 for POEs.

Descriptive Statistics

Mean Std. Deviation N

SOBPAT .0555 72312, 74
POBAT -.0555 .70785 74

Multivariate Test$

Effect Value F Hypothesis| Error df |  Sig. Partial Eta
df Squared
Pillai's Trace .060| 4.633 1.000] 73.000 .035 .060
Wilks' Lambda .940| 4.633 1.000] 73.000 .035 .060
Group Hotelling's Trace .063| 4.633 1.000] 73.000 .035 .060
Roy's Largest
Root .063| 4.633 1.000{ 73.000 .035 .060

a. Design: Intercept
Within Subjectesign: Group
b. Exact statistic

The assumption of sphericity is that the differences between the levels of the
within-subjects factor (i.e., Group) have equal variantegest thisassumption
Mauchly's test of sphericitywas runin SPSS, ANOVAThe result of this test is

given belowin theMauchly's Test of Sphericitiable:

Mauchly's Test of Sphericity®
Measure: SAT

Within Mauchly's | Approx. df Sig. Epsilor?

SubjectsEffect W Chi- Greenhousq Huynh | Lower-
Square -Geisser | Feldt | bound

Group 1.000 .000 0 . 1.000 1.000 1.000

Tests the null hypothesis that the error covariance matrix of the orthonormalized transformed
dependent variables is proportional to an identity matrix.
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a. Design: Intercept

Within SubjectDesign: Group

b. May be used to adjust the degrees of freedom for the averaged tests of significance. Corre

testsare displayedn the Tests of WithirBubjects Effects table.

On a very basic level, Mauchly's test of sphericity tests the null hypothesis

that the variances of the differences between the levels of the sithjacts factor

are equalln this study, since there are only two treatmel@®ES and POEsthere

is noneed to test this assumption as it is met normally in instances of fewer than

three treatments or withisubjects factor@ield 2009. Therefore, we can conclude

t hat Mauchl

been violated.

yos Test

of

Sphericity

The test of withirsubjects effects table illustrates there waggaificant

ndi

overalldifference between the average scores of the different groups. Frambtbis

it is observed that the F value for the group factor and its associated significance

level and effect size (partial Eta squared). Since the data has not violated the

assumptia of sphericity, the observed values from the Sphericity Assumed row are

useful for further analysis.

Measure: SAT

Tests of Within-Subjects Effects

Source Type llI df Mean F Sig. Partial
Sum of Square Eta
Squares Square
d
Sphericity
.456 1 .456| 4.633 .035 .060
Assumed
Greenhouse
Group ) .456( 1.000 .456| 4.633 .035 .060
Geisser
Huynh-Feldt .456| 1.000 .456| 4.633 .035 .060
Lower-bound .456| 1.000 .456| 4.633 .035 .060
Error(Group Sphericit
( P =P Y 7.184 73 .098
) Assumed
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Greenhouse
7.184| 73.000 .098

Geisser
Huynh-Feldt 7.184| 73.000] .098
Lower-bound 7.184| 73.000] .098

Sphericty Assumed indicates whether or tlo¢ average scores of the
dependent variable (satisfaction) are statistically significantly different at different
levels of the withirsubjects factor (SOEs and POER)e "Sig." column illustrates
that the significanckevel is.035, and since p < .05, the null hypothesis is rejected
and the alternative hypothesis is accepted, which leads to the conclusion that the
average scores between SOEs and POEs are not equal (in the popilagafnre,
asp < .05, we can carlude that satisfaction was statistically significantly different

between SOEs and POEs, F(1, 73) = 4.63, p <.05, pdftial06.

Pairwise Comparisons
Measure: SAT

() Group (J) Group Mean Std. Error|  Sig® 95% Confidence Interval for
Difference (+ Differenc®

J) Lower Bound | Upper Bound

1 2 A11 .052 .035 .008 214

2 1 - 117 .052 .035 -.214 -.008

Based on estimated marginal means
*, The mean difference is significant at the .05 level.
b. Adjustment for multiple comparisons: Bonferroni.

Based on the results of pairwise comparison table, it can be observed that
there was a decrease in satisfaction for SOEs from M =1.11, SD = 0.72 t&.M =
SD = 0.70 for POEs, a statistically significant mean decrease of 2.22, SE = 0.52, p
< .05. Thuswe can conclude that there was a statistically significant difference

between the average scores and we can reject the null hypothesis and accept the

alternative hypothesis.
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5.5.2. Comparison of Distributorsoé6 NCP

A test was run taletermine whether differences exist between the within
subjects factor, SOEs/POEs for the population on the dependent variable, Non
coercive power (NCP). Seketailedoutput inAppendix Il1.

The sample size of each level of the witkirbject factor wasqual = 74)
and a trend that SOEs average NCP score is lower than POEs average NCP score.
NCP was .03 £ .77 for SOEs, decreasing@8 + .08 for POEs.

There were no outliers and the dai@s normally distributeds assessed by
boxplot and ShapirdVilk test (P > .05)The assumption of sphericity had not been
violated.However the significance level, p £1 >.05; therefore, the null hypothesis
was not rejected, the alternative hypothesis was not accepted, and it can be
concluded that the means are &dgua the populationin other word, SOEs and POEs
did not elicit statistically significant differences in NGP(1, 73) = 4.63, p > .05,

partiald® = .06.

5.5.3 Comparison of Distributorsdé LOFC

A test was run to determine whetmeean differences exists between the
within-subjects factor, SOEs/POEs for the population on the dependent variable,
level of conflict (LOCF).

The sample size of each level of the witkirbject factor was equat € 74)

W |

Wi

and a trend that POEs® average LOCF scor

score. LOCF was .16 + .54 for SOEs, decreasindltot .54for POES. In other
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words, there was a decrease in LOCF for SOEs from (M = .16, SD = .54) te (M =

.16, SD = .77)a statistically significant mean decrease of .32, SE = 0.086, p < .05.
Since our data have not violated the assumption of sphericity, based on the

Tests of WithinSubjects Effects table lyppendix Ill, the significance level, p

=.000, which is less tha@5, we can therefore reject the null hypothesis and accept

the alternative hypothesis that the means are not equal in the populagogiore,

asp < .05, it is can be concluded that LOCF was statistically different between SOEs

and POEs, F (1, 73) = ¥®, p < .05, partial’ = .17.

5.5.4 Comparison of CP with SOEs versus POEs

A test was run to determine whether mean differences exists between the
within-subjects factor, SOEs/POEs for the population on the dependent variable,
coercive power (CP).

The ample size of each level of the witksnbject factor was equal € 74)
and a trend that POEs mean CP is higher than SOEs mean CP. dR2was.68
for SOEs, increasing to .08 + .77 for POESs. In other words, there was an increase in
CP for SOEs from (M=-.208, SD = .68) to (M = .208, SD = .77), a statistically
significant mean decrease of .42, SE = 0.1, p < .05.

Since our data have not violated the assumption of sphericity, based on the
Tests of WithinSubjects Effects table lppendix I, thesignificance level, p
=.035, which is less than .05. Therefore, we can reject the null hypothesis and
accept the alternative hypothesis that the means are not equal in the popLitaison.
asp < .05, it is can be concluded that CP was statisticallgmifft between SOEs

and POEs, F (1, 73) = 4.3, p < .05, pauifat .06.
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5.5.5. Comparison of PCRA with SOEs versus POEs

A test was run to determine whether mean differences exists between the
within-subjects factor, SOEs/POEs for the population on therd#ent variable,
PCRA.

The sample size of each level of the witkirbject factor was equat € 74)
and a trend that POEs mean PCRA is lower than SOEs mean PCRA. PCRBlwas
+ .78 for SOESs, increasing to .23 + .67 for POEs. In other words, there was an
increase in PCRA for SOEs from (M-25, SD =.78) to (M = .25, SD = .67), a
statistically significant mean decrease of .50, SE = 0.12, p < .05.

Since our data have not violated the assumption of sphericity, based on the
Tests of WithinSubjects Effectsable inAppendix lll, the significance level, p
=.041, which is less than .05, we can therefore reject the null hypothesis and accept
the alternative hypothesis that the means are not equal in the populagogfore,
asp < .05, itis can be concluded that PCRA was statistically different between SOEs

and POEs, F (1, 73) = 4.4, p < .05, pardfat .056.

5.5.6. Comparison dfFOCM with SOEs versus POEs

A test was run to determine whether mean differences exists between the
within-subjects factor, SOEs/POEs for the population on the dependent variable, the
FOCM.

The sample size of each level of the witirbject factor was equat € 74)
and a trend that SOEs meg@CM is lower than POEs me&®©CM. FOCM
was .04 £ .77 for SOEs, decreasing.@! + .63 for POEs.

Since our data have not violated the assumption of sphericity, based on the

Tests of WithiaSubjects Effects table ippendix I, the significance level, p 43,
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which is higher than .05, thdoge the null hypothesis was not rejected. Thus, the
alternative hypothesis was not accepted, and it can be concluded that the means are
equal in the populatiorin other words, SOEs and POEs did not elicit statistically

significant differences iFOCM, F (1, 73) = .61, p > .05, partigf = .008.

5.5.7. Comparison of LOT with SOEs versus POEs

A test was run to determine whether mean differences exists between the
within-subjects factor, SOEs/POEs for the population on the dependent variable,
LOT.

Thesample size of each level of the wittsnbject factor was equat € 74)
and a trend that POEs mean LOT is higher than SOEs mean LOT. LOTllvas
+ .99 for SOEs, increasing to .16 + .089 for POEs. In other words, there was an
increase in LOT for SOEs fno (M =-.26, SD =.77) to (M = .26, SD = .99), a
statistically significant mean decrease of .89, SE = 0.12, p < .05.

Since our data have not violated the assumption of sphericity, based on the
Tests of WithinSubjects Effects table in Appendikge signifcance level, p 037,
which is less than .05. Therefore, we can reject the null hypothesis and accept the
alternative hypothesis that the means are not equal in the populdtisasp < .05,
it is can be concluded that LOT was statistically diffeterttveen SOEs and POEs,

F (1, 73) = 4.53, p < .05, partigf = .006.

5.5.8 Comparison of LOG with SOEs versus POEs
A test was run to determine whether mean differences exists between the
within-subjects factor, SOEs/POEs for the population on the dependent variable, the

level of Guanxi(LOG).
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The sample size of each level of the witkirbject factor was equat € 74)
and a trend that POEs me@ANXI is higher than SOEs me&UANXI.
GUANXI was-.23 + .87 for SOEs, increasing to .23 + .69 for POiEsther words,
there was an increase in LOG for SOEs from (M451, SD = .87) to (M = .451, SD
=.69), a statistially significant mean increase of .89, SE = 0.096, p < .05.

Since our data have not violated the assumption of sphericity, based on the
Tests of WithinSubjects Effects table lppendix Ill, the significance level, p
=.000, which is less than .05. Thines, we can reject the null hypothesis and
accept the alternative hypothesis that the means are not equal in the population.
Thereforeasp < .05, it is can be concluded that LOT was statistically different

between SOEs and POEs, F (1, 73) = 22.15,Q5<partiald” = .23.

5.6 Analysis Using Pearson Correlation Coefficient
5.6. 1. Pearsonds Assumptions

In order toinitially explore and examine the nature of various relationships as
proposed inthishesis t he aut hor u sMomenteddficiento hi®s Pr 0«
one of those measures of correlation that allows researchers to quantify the strength
as well as théirectionof the relationship between two variablegsitisually
denotedby Greekl e t (Kekr201p8).

When studying relationships, two variables are assumed typically to be
correlated if a&change in one of those variables is accompanied by change in the
other. Such a change can either move in the same direction or reverse direction.

One of the key advantages of Pearsonbo:
information on the direction of the rélanship, but it is also possible to get

information on the strength of the relationsiAp. posi ti ve Pearsonods
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indicates a positive relationship, that is, high scores on one variable likely leads to a

high score on the other; while a negatveBeam 6 s r, } < 0 i ndicat
relationship, that is, high score on one variable likely leads to a low score on the
otherWh i | &, indicates theonexistenceof any relationshipFurthermore, the

numer i cal val uldtoo-1.0andhis raflacts ¢he strengtimor

magnitude of the relationship, more specifically, the closer the coefficients are to

+1.0 or-1.0, the greater is the strength of the linear relation€open 1988

Although there are no haahdfast rules for assigning strength of association to

particular values, some general guidelines are provided bgrQd988)n Table 5.3.

Table 5.3 Pearsonbdés Correlation Coef fici

Coefficient, r Coefficient, r

Positive Negative Strength of Association
1t0.3 -0.1t0-0.3 Small

3to.5 -0.3t0-0.5 Medium

510 1.0 -0.51t0-1.0 Large

Pearsonbd6és Correlation Coefficient guidel!.]

In order todetermind he appropriateness for use ¢
Coefficient, four assumptions must be rf@bhen 198&irk 2013). First, the most
basic is that the two variables beiexamined should be continuous (interval or
ratio). Second, there must be a linear relationship between the two variables. Third,
there should be no significant outliers or extreme po#usl. fourth,the variables

must be approximately normally distributdgelow, discussed briefly is how the
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four assumptionare testeth e f or e pr oceedi ng -moment un Pear
correlation.

The first assumption is simple to verify based on the very nature of the
variables. The second, assumption of linearity betvtke two variables doneby a
visual inspection of a scatter plot andpoimaryinterest is whether the relationship
approximates a straight line. Next, assump8desting for outliers or data points
that do not fit the pattern of the rest of theadand can be done by visually
inspecting the samsxatterplotgenerated to test for linearity. The fourth assumption,
both variables are tested for normality |
conducting the Shapir@/ilks test in SPSS. The data is deterad to be normally
di stributed if the ASig.0 is graemeéter t hali
thena Pearson correlation analysis can beimuwrderto obtain the Pearson
correlation coefficient. The correlation output provided in the tedoledes the
coefficient along with the significance level.

The next step it calculate simplyhe coefficient of determination; that is,
the proportion of variance in one variabl
This iscalculated by squarninthe correlation coefficient-r(r?) which can alsde
expresseds a percentage (%d)he correlation output also contains thegtuethat
allowstesting ofthe level of significance hypotheses about the linear relationship

betweerthevariables in the sampled population.

5.6.2. Results for Pearson Correlation Coefficient

5.6.2.1. Relationship between LOFC and SAT

Correlations

AVGSOE | AVGPOEC | AVGSOES | AVGPOESATFS
CONF123 | ONF12347 | ATFS134 134
47
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Pearson - . .
) 1 410 -.329 -.289

AVGSOECONF Correlation
12347 Sig. (2-tailed) .000 .004 .013
N 74 74 74 74
Pearson " . .
410 1 -.254 -.319

AVGPOECONF Correlation
12347 Sig. (2-tailed) .000 .029 .006
N 74 74 74 74
Pearson o N -
) -.329 -.254 1 .808

AVGSOESATF Correlation
S134 Sig. (2-tailed) .004 .029 .000
N 74 74 74 74

Pearson . - -

) -.289 -.319 .808 1

AVGPOESATE Correlation

S134 Sig. (2-tailed) .013 .006 .000

N 74 74 74 74

**_Correlation is significant at the 0.01 level (2-tailed).
*, Correlation is significant at the 0.05 level (2-tailed).

The main reason for running a Pearson correlation analysis is to obtain the
value of the Pearson correlation coeffici
conflict on Satisfaction, r =329 (the Pearson Correlatidn r ow) . The Pear s
for POEso®6 | evel o f r=c.819.Ad the sign ofdhe Pearaani s f act i
correlation coefficients for both are negative, we can conclude that there is a
negative correlation between the level of conflict and SAT; that is, Satisfaction for
SOEsinc eases as SOEsoO0 | evel of conflict dec
i ncreases as POEs 0 Ilogoally,lthe edearaher expectedct d e c |
these results.

The magnitude of the Pearson correlation coefficient determines the strength
of the correlation. According to Cohen (1988): when 0.1 kq .3, there is a small
correlation; when 0.3 <r|| < .5, there is a medium/moderate correlation; when

|r|>.5, there is a large/strong correlation wheremeans the absolute value

orr (e.g., [r | >.5 means > .5 andr <-.5). Therefore, the Pearson correlation
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coefficient in this example & -.329,-.319) suggests a medium strength correlation.
Thus, there was a moderate negative correl@tiohoth SOEs and POEs level of
conflictand SAT, r =.329 and-.319 respectively.
The coefficient of determination is the proportion of variance in one variable
that is "explained” by the other variable asdalculatedas the square of the
correlation coefficientr(z). In this example, theoefficient of determinatior?,
equal to-.329 = 0.108.This canalsobe expresseds a percentage (i.e., 10.8%).
Thus, |eSeDdE corflictstatistically explained 10.8% of the variability in
di stributor sd s alevelsffcanflctstatistically e¥plaindd 80.2%OE s 6
of the wvariability in distributorsod sati:
To conclude a Pearsond6s correlation w:
bet ween S BlofcendidandSatisfaction. Preliminary analyses
showed the relationship to beear with both variables normally distributed, as
assessed by Shapiwilk test (p >.05), and there were no outliers. There was a
moder ate negati ve clevelofednfictand®AT, ti{7AR)t=ween SOI
.329, p < .05, withevel of conflictexplaining
10.8% of the variation in SATn addition, There was a moderate negative
correl ati on leweleotconficgand FJAQ E(32) =.319, p < .05, with
level of conflictexplaining 10.2% of the variation in SADverall, there is a
stronger r el at i kevweloftconficton SAT relatigentoP ®E B0
of conflicton SAT. However, the strength of association for both SOEs and POESs on

SAT is moderate.
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5.6.2.2. Relationship between NCP and SAT

Correlations

AVGSOENCP | AVGPOENCP | AVGSOESAT | AVGPOESAT
FSall FSall FS134 FS134
Pearson Correlation 1 518" 250" 341"
AVGSOENCPFSal
| Sig. (2-tailed) .000 .032 .003
N 74 74 74 74
Pearson Correlation 518" 1 304" 339"
AVGPOENCPFSal
| Sig. (2-tailed) .000 .009 .003
N 74 74 74 74
Pearson Correlation 250" .304” 1 808"
AVGSOESATFS1 .
s Sig. (2-tailed) 032 .009 .000
N 74 74 74 74
Pearson Correlation 3417 339" 808" 1
AVGPOESATFS1 _
34 Sig. (2-tailed) .003 .003 .000
N 74 74 74 74
**_Correlation is significant at the 0.01 level (2-tailed).
*_Correlation is significant at the 0.05 level (2-tailed).
To conclude, a Pearsonds correl at

bet ween

S GsE of NCPah& Satisfaction. Preliminary analyses showed the

relationship to be linear with both variables normally distributed, as assessed by

ShapireWilk test (p >.05), and there were no outliers. There was a moderate

negativ

e cor r el uwsdof NCRandSAT, W/R)e=n25, P © B With

the use of NCRxplaining 6.3% of the variation in SATh addition, there was a

moder at

e negative

cuse of NCIPaad SAD, r(72)b=e389%® e n

< .0005, withlevel of conflictexplaining 11.5% of the veation in SAT.Overall,

there i

use of NCRand SAT. However, the strength of association for both SOEs and POEs

S a

on SAT is moderate.
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5.6.2.3. Relationship between NCP and LOFC
Toconcl ude, a Pearson6s correlation wa
bet ween S OEasef NCRahi thedlevel of conflict. Preliminary analyses
showed the relationship to be linear with both variables normally distributed, as
assessed by Shapiwilk test (p >.05), and there were no outliefeere was a
moder ate negati ve cuserofNCPaadthetevel obcerflist,e en SOl
r(72) =-.466, p < .0001, witlthe use of NCRxplaining 21.7% of the variation in
the level of conflictln addition, There was a moderate negative correlation between
P O E ssé of NCRand the level of conflict, r(72) =386, p < .0001, witkevel of
conflict explaining 14.9% of the variation in the level of confl©@ierall, there is a
stronger r el at i osaasf NCRmd thedavehd eonfliatadve $0 6
P O E vsé of NCRand the level of conflict. Howey, the strength of association for

both SOEs and POEs on the level of conflict is moderate.

5.6.2.4. Relationship between CP and SAT

To conclude, a Pearsonodés correlation
bet ween S GsEasf CRAdEATOPreliminary analyses showed the
relationship to be linear with both variables normally distributed, as assessed by
ShapireWilk test (p >.05), and there were no outliers. There was a moderate
negative corr el usdof @nd DAF,i((7R)ee2d5, B<QU swith
CPexplaining 6% of the variation in SATh addition, there was a moderate
negative corr el usdof @and DAF,tr(i2e =355, PP<QEB50
with the use of CRexplaining 11.2% of the variation in SADverall, trere is a

stronger r el at i osedfGRand SATelatweetd O E 8@ & €B
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and SAT. However, the strength of association for both SOEs and POEs on SAT is

moderate.

5.6.2.5. Relationship between CP and LOFC

To conclude, a Pearsonodés correlation
bet ween S GsEsfCHHESs Ilével of conflict. Preliminary analyses
showed the relationship to be linear with both variables normally distributed, as
assessed by Shapiwilk test (p >.05), and there were no outli@®&ased on the
Pearsoné6és correlation, as P > .05, 1t ini
S O E ssé of CRand the level of conflict, r(72) = .169, p > .05 .addition, There
was a moderate negative corrat i on b e tuseaf ERand hOl&vel of
conflict, r(72) = .340, p < .05, witthe use of CRxplaining 11.6% of the variation

in the level of conflict.

5.6.2.6. Relationship between PCRA and LOFC

To conclude, a Pear s casdtwe re@atonshipg!l ati on
bet ween S sEsf PECR@GAGKtE level of conflict. Preliminary analyses
showed the relationship to be linear with both variables normally distributed, as
assessed by Shapiwilk test (p >.05), and there were no outlieéfkerewas a
moder ate negati ve cuseof RCRArdithe lavelbfednficek en S Ol
r(72) =-.265, p < .05, witiPCRAexplaining 7% of the variation in the level of
conflict.t1 n addi ti on, There was a modeuseat e neg
of PCRAand the level of conflict, r(72) =253, p <.0005, witthe use of PCRA
explaining 6.4% of the variation in the level of conflOwerall, there is a stronger

rel ati ons hi pusemePCRAaNd the [&/€ & sodfliatelative toP OE s 6
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use d PCRAand the level of conflict. However, the strength of association for both

SOEs and POEs on the level of conflict is moderate.

5.6.2.7. Relationship between PCRA &Q@ICM

To conclude, a Pearsonodés correlation
bet ween S GsEsf PCRGAGtTErequency of communication
Preliminary analyses showed the relationship to be linear with both variables
normally distributed, as assessed bg8ro-Wilk test (p >.05), and there were no
outiersTher e was a moder ate negwedfRCRAcorrel a
and thefrequency of communicatiom(72) = .303, p < .05, with tHeequency of
communicatiorexplaining 9.2% of the variation in P@RIn addition, there was a
moder ate negati ve cfeequeneylolcommomcatibmed ween POl
PCRA, r(72) = .369, p < .05, with tlieequency of communicatioexplaining 13.6%
of the variation in PCRAQOverall, there is a stronger relationshipvbete n  $$@E s 0
of PCRAand thdrequency of communicatiorelative toP O E ssé of PCRAand
thefrequency of communicatiotdowever, the strength of association for both SOEs

and POEs on thigequency of communicatios moderate.

5.6.2.8. Relationshipetween PCRA and LOT
I n conclusion, a Pearsond6s correlatiol
bet ween S Esf PER@GAGKtE level of trust. Preliminary analyses
showed the relationship to be linear with both variables normally distributed, as
as®ssed by Shapirw/ilk test (p >.05), and there were no outliefeere was a
moder ate negati ve cuseof RCRAardithe lavellboféarastye en SOl

r(72) = .394, p < .05, with the level of triestplaining 15.5% of the variation in
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PCRA.Inadditon, There was a moderate negative
of trust and PCRA, r(72) = .414, p < .001, with the level of trust explaining 17.2% of

the variationin PCRAOver all , there is a strsenfger r e
PCRAand the leviof trustrelative toP O E 8sé of PCRAand the level of trust.

However, the strength of association for both SOEs and POEs on the level of trust is

moderate.

5.6.2.9. Relationship between PCRA and LOG

To concl ude, a Pear son éss the elationshipat i on
bet ween S 0% of/ PERA&mEl ¢he level ofcuanxi Preliminary analyses
showed the relationship to be linear with both variables normally distributed, as
assessed by Shapiwilk test (p >.05), and there were no outlieBased onthe
Pearsonb6és correlation, as P > .05, it i
S O E 8sé of PCRAand the level oGuanxi r(72) = .191, p > .05, with the level of
Guanxiexplaining 4% of the variation in PCRAn addition, there was a moderate
negative correl ati GuanxiaiePGRAer({72) P.6P2,9& .09, e v e |

with the level oiGuanxiexplaining 27.3% of the variation in PCRA.

56.3.Pearsonédés Results for Mediating Variab
5.6.3.1. Relatinship betweeROCM6 PCRAS LOFC

By using the results from our multiple regresssection a test was run to
examine theelationship betweema nuf act urer sé6 use of c¢ommu
level of conflict througtthe mediator opositive conflict resolutiomttitude.The
standar di sed b usedddofmmunicatgon with theolevel & EpEflectd

throughthe mediator opositive conflict resolution attitude isl44, P <.05, with use
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of communicatiorexplaining 21.5% of the variation in the levelaoinflict via the

mediator of PCRAThest andar di sed b wseddommuoicagont f or
with distribut or s éthemediate bposdgifeconfoch f | i ct t hr «
resolution attitude is.183, P <.05, with use of communicatiexplaining 9.5%of

the variation in the level of conflict via the mediator of PCBg.comparing the

beta coefficients, it could be concluded that the introduction of PCRA as a mediator

of the relationship between threquency of communicatioand the outcome

variable, he level of conflict, there is a stronger impact on the relationship between

POEs manufacturers and distributors relative to SOEs manufacturers and distributors.

5.6.3.2. Relationship between LOTPCRAS LOFC

By using the results from our multiple regresssection a test was run to examine
therelationship betweema nuf act ur er sé use of trust wi:
throughthe mediator opositive conflict resolution attitud&he standardised b

coefficiecn t  f o ruse®f@ré&sswith the level of conflict througfre mediator of

positive conflict resolution attitude 5169, P <.05, with use of truskplaining 12%

of the variation in the level of conflict via the mediator of PCRAe standardised b

cod fi ci entusfeorofPQEsutst with distthda but or so
mediator ofpositive conflict resolution attitude is168, P <.05, with use of trust

explaining 9.8% of the variation in the level of conflict via the mediator of PCRA.

By comparing the beta coefficients, it could be concluded that the introduction of

PCRA as a mediator of the relationship between the level of trust and the outcome
variable, the level of conflict, there is more or less similar impact on the relationship
between POEs manufacturers and distributors relative to SOEs manufacturers and

distributors.
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5.6.3.3. Relationship between LOGPCRAS LOFC

By using the results from our multiple regresssattion a test was run to
examine therelationship betweemanufactures 6 u &uwanxiovith the level of
conflict through the mediator of positive conflict resolution attitudeThe
standar di sed b w@se@&Guanxiwith tnenlevel 6f conflictIrdEgh 6
the mediator ofpositive conflict resolution attitude is207, P <.05, with use of
Guanxiexplaining 15.9% of the variation in the level of conflict via the mediator of
PCRA.Thest andar di sed b waseofGuancwietnit diosrt rA EIs
level of conflict througlthe mediator opositive conflict resaltion attitude is.134,
P <.05, with use oGuanxiexplaining 10.1% of the variation in the level of conflict
via the mediator of PCRAyY comparing the beta coefficients, it could be concluded
that the introduction of PCRA as a mediator of the relatipnisetween the level of
Guanxiand the outcome variable, the level of conflict, there is a stronger impact on
the relationship between SOEs manufacturers and distributors relative to POEs

manufacturers and distributors.

5.7. Comparison of Regression Lines

The social sciences and many other disciplines are often interested in
determining whether associations between two variables differ across ¢xaups
and Wilcox 201Q.
According to Kleinbaum et 82013, there are three basic questionsdasider
when comparing two straighine regression equations: 1) Are the slopes the same or
different (regardless of whether the intercepts are different? 2) Are the two intercepts
the same or different (regardless of whether the slopes are diffe3gAie the two

lines coincidental (that is, the same), or do they differ in slope and/or intercepts? One
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way to answer these three questions is through a visual inspection of the regression
lines. Another way is to explore statistically whether the obsedifestences
between the regression lines could have occurred by chance. In other words, to be
statistically precise when comparing two regression lines, one must consider the
sampling variability of the data by using statistical test(s) and/or confidence
interval(s). For the purpose of this study, both visual and statistical inspection was
employed to examine the similarity or differenoéshe two regression lines.

First,to conduct a visual inspection, one needs to determine what type of the
regressionines looks like Thereare four types/situations stated (b{feinbaum et al.

2013, as illustratedn Figure 5.1

Figure 5.1. Bssible Conclusions from Comparing Two Straigime Regression Lines

v Y
(d) Parallel lines (equal X (c) Equal intercepts but X
slopes but unequal unequal slopes
intercepts)
\% Y
(b) Intersecting lines X (@) Coincident lines X
(unequal slopes and (equal slopes and
unequal intercepts) equal intercepts)
Source: Kleinbaum et al., 2013:98, O6Applied re
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A visual inspection as depicted abaosexplainedelow.

(a) For example, if our regression lines are parallel (equal slopes but unequal
i ntercepts), in the case of manufactul
be interpreted to mean that one group (SOE) has consistently higher
satisfaction than the ath (POE), but the rate of change with respect to
coercive power of the same for both groups.

(b) If we have regression lines with equal intercepts but unequal slopes, it can be
concluded that both groups begin with the same average rating of satisfaction
butthat average satisfaction with respect to-noarcive power at different
rates for POEs and SOEs.

(c) If the two lines have different slopes and differiem¢rceptdt means that the
relationship between necoercive power and satisfaction differs for both
POEs and SOEwith regard tdboth different origins and the rates of change.

(d) If the two straight lines are coincident with equal slopes and intercepts, this
indicates that the relationship between-4soercive power and satisfaction is
similar for both POEand SOEs with regard to both similar magnitude and

the rates of change.

Second, there are two general approaches to answering the above three questions
related to the comparison of two straight lines. Method | involves treating the
dummy variable data parately by fitting two separate regression equations and then
conducting appropriatevo-samplet tests In methodl the two dummy regression
equations are combined to form a single multiple regression eqtiaditalows for

different slopes and diffent intercepts.
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Method Il was used as it is relatively simpler to implement in statistical

computing packages, since only one model needs to be fit and standard output is
typically sufficient to conduct the hypothesis tests. In contrast, method | retistes
two models be fit, followed by manual calculations based on the Aitde results
(Kleinbaum et al. 2013

Method Il entdls a pooling of the data on both SOEs and POEs to allow
consideration of a single equation involving an additional independent variable used
to identify the group in thpoleddata. This additional variable is called a dummy
variable, Z.
Y =b0 + blX +b2Z+ b3XZ +E
Where Z=1ifSOE2i f POE. Y represents satisfacti
use of norcoercive power

For the analysis of regression lines, atatgraphics was used. This is a statistical
package that performs and explains basic and addatagstical functions similar
to programmes such as SPSS and SAS. Method Il can be run in statgraphics, as

shown below, to test parallelism and equality of intercepts.

5.7.1. Comparison of the Use of NCP and SAT between Two Groups (SOEs/POES)
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Plot of Fitted Model

AVGSATFS134

-2.2 -1.2 -0.2 0.8 1.8
AVGNCPFSall

First, we conducted a visual inspection of the relationship between
manufacturersd use of NCP and distribut ol
statgraphics. It is unclear from the inspection above whether the regression lines are
parallel or share commantercepts. Further statistical analysis of comparison of two

regression lines would aid asthrify the visual examination.

Comparison of Regression Lines AVGSATFES134 versus AVGNCPFESall by Group

Dependent variable: AVGSATFS134
Independent variabl&sVGNCPFSall
Level codes: Group

Number of complete cases: 148
Number of regression lines: 2

Multiple Regression Analysis

Standard T

Parameter Estimate Error Statistic P-Value
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CONSTANT 0.0485111 0.0800388 0.606095 0.5454
AVGNCPFSall 0.232953 0.103691 2.24661 0.0262
Group=2 -0.095371 0.113186 -0.842602 0.4008
AVGNCPFSall*Group=2 0.0550079 0.141778 0.387986 0.6986
Coefficients

Group Intercept Slope

1 0.0485111 0.232953

2 -0.0468599 0.287961

Analysis of Variance

Source Sum of Squares Df MeanSquare F-Ratio P-Value
Model 7.04327 3 2.34776 4.96 0.0026
Residual 68.1613 144 0.473342

Total (Corr.) 75.2046 147

R-Squared = 9.36548 percent

R-Squared (adjusted for d.f.) = 7.47727 percent

Standard Error of Est. = 0.687999

Mean absolute error 6.556318

Durbin-Watson statistic = 1.60093 (P=0.0073)

Lag 1 residual autocorrelation = 0.197513

Further ANOVA for Variables in the Order Fitted

Source Sum of Squares Df |Mean Square F-Ratio P-Value
AVGNCPFSall 6.63676 1 |6.63676 14.02 0.0003
Intercepts 0.335253 1 0.335253 0.71 0.4014
Slopes 0.0712536 1 0.0712536 0.15 0.6986
Model 7.04327 3
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In the example, therarea total ofn = 148 observations. The categorical factor
containam = 2 levels. The general equation for the model is
Y =b0 + b1X +b211+ b3I11X +b4l2 +b5 | 2 X H2m&Im-t + b2m-1Im-1X
Wherell, 12, .., Im1 are indicator variables for the categorical factors, wherel
if the categorical factor is at its (j+&jlevel and 0 otherwise. The terms involving
only the indicator vaables allow the intercepts to vary amongst levels of the
categoricafactor,while the terms containing the crgsoducts of the indicator
variables with X allow the slopes to vary. Th&tatistic tests the null hypothesis that
the corresponding modeammeter equals 0, versus the alternative hypothesis that it
does not equal 0. SmaltVralues (less than 0.05 if operating at the 5% significance
level) indicate that a model coefficient is significantly different from 0.

TheFurther ANOVA for Variables ithe Order FittedConditional Sums of
Squares) table displayed the values of interests agevhkiedor the intercepts and
slopes of the regression lines. Furthermofgrimary interest are thetésts and P
values for thdnterceptsandSlopes

1. The Ftest forSlopegdests the hypotheses:

Null Hypothesisslopes of the lines are all equal

Alt. Hypothesisslopes of the lines are not all equal
If the RValue is small (e.g., less than 0.05), then the slopes of thevangs
significantlyamongsthe levels of the categorical factor. Based on the results of
Conditional Sums of Squares table, sinceptivalueis larger than 0.05, we do not
reject the null hypothesis and conclude that the slopes of the lines are equal.

2. The Ftest forinterceptstests the hypotheses:

Null hypothesisintercepts of the lines are all equal
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Alt. Hypothesisintercepts of the lines are not all equal
If the PValue is small (e.g., less than 0.05), then the intercepts of thevings
significantlyamongst the levels of the categorical factor. Based on the results of
Conditional Sums of Squares table, sinceptivalueis greater than 0.05, again we
do not reject the null hypothesis and conclude that the intercepts of the lines are
equal.

Since thenull hypothesiss not rejectedone can conclude that the two lines
are coincidental with the same magnitude and the rates of change. Thus, we can
further conclude that there is no difference between the use of NCP on Satisfaction
for both SOEs and POHSor all subsequent illustrations of the comparisons of

regression lines, see Appendix IV.

5.7.2. Comparison of the Use of CP and LOCF between Two Groups (SOEs/POES)
First, we conduct a visual inspection of the relationship between
manufacturersoé6 use oheddgRm seant tolshow thdttheo f ¢ 0 |
two lines have different slopes and different intercepts, which would mean that the
relationship between Cé&hd level of conflict is different for different groups that
they both have different magnitude and rates of chésegeAppendix IV)However,
it is normally useful to complement visual inspections with numerical analysis for
comparison of two regressidines to facilitate greater accuracy.
The conditional sums of squares table displayed the values of interests are the
p valuedor the intercepts and slopes of the regression |IBesause the-palue in
the ANOVA table is less than 0.05, there is aigtiaally significant relationship
between the variables at the 95.0% confidence level,inod the pvalue is small

(less than 0.05 when operating at the 5% significance level), then the intercepts of
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the lines vary significant amongst the levels ofa¢ategorical factoWe can reject
the null hypothesis and conclude that the intercepts of the lines are significantly
different.

For theslope,the pvalue is small (e.g., less than 0.05), then the slopes of the
linesvary significantlyamongst the levelof the categorical factor. Since p is larger
than 0.05, we do not reject the null hypothesis and conclude that the slopes of the
lines are equal.

Based on Larsends (2005) suggestion,
in this case, the interceptstbe lines, we can conclude that the two lines are not
coincident. Therefore, we can proceed to refit the parallel regression lines to
determine the differences in magnitude (intercept) in line 1 (SOE) and line 2 (POE).
The equation of the refitted modslpresentetelow:

AVGCONFFS12347 =0.178775 + 0.243062*AVGCP128635755*(Group=2)
From this equation, we can conclude that based on the last coefficient in the model,

line 2 (POEs) generates on average 35% less conflict than line 1 (SOEs).

5.7.3. Canparison of the Use of NCP and LOCF between Two Groups (SOEs/POES)

First, we conduct a visual inspection of the relationship between
manufacturersdo use of NCP and distribut ol
statgraphicsBy looking at the diagram, thevo lines have different slopes and
different intercepts, which means that the relationship between NCP and level of
conflict is different for different groups that there are both different magnitude and
rates of changd-urther statistical analysis of coamnson of two regression lines

would aid and clarify the visual examination.
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The ANOVA (or conditional sums of squares) table displayed the values of
interests are thp-valuesfor the intercepts and slopes of the regression lines.
Because the-palue inthe ANOVA table is less than 0.05, there is a statistically
significant relationship between the variables at the 95.0% confidence level, and
since the pvalue is small (less than 0.05 when operating at the 5% significance
level), then the intercepts dfd lines vary significantly amongst the levels of the
categorical factoWe can reject the null hypothesis and conclude that the intercepts
of the lines are significantly different.

For theslope,the pvalue is small (e.g., less than 0.05), then thpedmf the
linesvary significantlyamongst the levels of the categorical factor. Since p is larger
than 0.05, we do not reject the null hypothesis and conclude that the slopes of the
lines are equal.

Based on Larsends ( 20 0bypothesesgsgegestedi on,
in this case, the intercepts of the lines, we can conclude that the two lines are not
coincident. Therefore, we can proceed to refit the parallel regression lines to
determine the differences in magnitude (intercept) in line 1 (3@&)ine 2 (POE).

As the equation of the refitted modglpresentetbelow:
AVGCONFFS12347 = 0.1743670.343523*AVGNCPFSal 0.348735*(Group=2)
From this equation, we can conclude that based on the last coefficient in the model,

that line 2 (POES) gemates on average 34% less conflict than line 1 (SOES).

5.7.4. Comparison of the Use of CP and SAT between Two Groups (SOEs/POES)
First, we conduct a visual inspection of the relationship between
manufacturersé use of CP and distributor:

statgraphicsilt is unclear fronthe above inspectiowhether the regression lines are
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parallel or share comom intercepts. Further statistical analysis of comparison of two
regression lines would aid awthrify the visual examination.
The ANOVA (or conditional sums of squares) table displayed the values of
interests are thp-valuesfor the intercepts and gles of the regression lines.
Because the-palue in the ANOVA table is less than 0.05, there is a statistically
significant relationship between the variables at the 95.0% confidence level.
Since p is greater than 0.05, we do not reject the null hypotresisonclude that
the slopes of the lines are equal. Moreover, since p is larger than 0.05, again we do
not reject the null hypothesis and conclude that the intercepts of the lines are equal.
Since the null hypothesis not rejectedone can concludedhthe two lines
are coincident with the same magnitude and the rates of change. Thus, we can further
conclude that there is no difference between the use of CP dadtairs for both

SOEs and POEs.

5.7.5. Comparison of the LOCF and SAT between Two @8¢80OESs/POES)

First, we conduct a visual inspection of the relationship between the level of
conflict and di str i butswatgrapbicsBydookingatthect i on |
diagram, the two lines have different slopes and different intercepteridre, the
relationship between LOCF and SAT is different for different groups in that there are
both different magnitude and rates of charkgether statistical analysis of
comparison of two regression lines would aid and clarify the visual examination

The ANOVA (or conditional sums of squares) table displayed the values of
interests are the valuedor the intercepts and slopes of the regression lines.

Because the-Ralue in the ANOVA table is less than 0.05, there is a statistically

significant reléionship between the variables at the 95.0% confidence level.
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Since the prvalue issmall(e.g., less than 0.05), then the intercepts of the lines
vary significantlyamongst the levels of the categorical factor. We can reject the null
hypothesis is and cohutle that the intercepts of the lines are significantly different.

Again, since the {value issmall(e.g., less than 0.05), then the slopes of the
linesvary significantlyamongst the levels of the categorical factor. Since p is larger
than 0.05, we doat reject the null hypotheses is and conclude that the slopes of the
lines are equal.

Based on Larsendés (2005) suggesti on,
in this case, the intercepts of the lines, we can conclude that the two lines are not
coinddent. Therefore, we can proceed to refit the parallel regression lines to
determine the differences in magnitude (intercept) in line 1 (SOE) and line 2 (POE).
As the equation of the refitted modglpresentetbelow:

AVGSATFS134 = 0.1112090.339549*AVGCONFFS12347
0.222418*(Group=2)
From this equation, we can conclude that based on the last coefficient in the model,

that line 2 (POES) generates on average 22% less conflict than line 1 (SOESs).

5.7.6. Comparison of LOCF and PCRA between Two Groups ($QES)

First, we conduct a visual inspection of the relationship between PCRAand
di stributor sdo dap@phastisgneleaefrordhe emgpecton
above whether the regression lines are parallel or share common intercept. Further
statistichanalysis of comparison of two regression lines would aidcéardy the
visual examination.

The ANOVA (or conditional sums of squares) table displayed the values of

interests are thp-valuesfor the intercepts and slopes of the regression lines.
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Since the pvalue issmall(e.g., less than 0.05), then the intercepts of the lines
vary significantamongst the levels of the categorical factor. We can reject the null
hypothesis and conclude that the intercepts of the lines are significantly different.

Again, since the {value issmall(e.g., less than 0.05), the slopes of the lines
vary significantlyamongst the levels of the categorical factor. Since p is greater than
0.05, we do not reject the null hypothesis and conclude that the slopes of tlaedines
equal.

Based on Larsendés (2005) suggesti on,
in this case, the intercepts of the lines, we can conclude that the two lines are not
coincident. Therefore, we can proceed to refit the parallel regression lines to
determine the differences in magnitude (intercept) in line 1 (SOE) and line 2 (POE).
As the equation of the refitted modglpresentetbelow:

AVGCONFFS12347 = 0.161043.223569*AVGPCRAall 0.322086*(Group=2)
From the above equation, we can conclidg based on the last coefficient in the

model, that line 2 (POES) generates on average 32% less conflict than line 1 (SOES).

5.7.7. Comparison of the PCRA and LOT between Two Groups (SOEs/POES)
First, we conduct a visual inspection of the relationskiwben level of trust
and positive conflict resolution attitude as generatestétgraphicsit is unclear
from the inspectiorabove whether the regression lines are parallel or share common
intercept. Further statistical analysis of comparison of tweessgpon lines would aid
andclarify the visual examination.
Because the-Ralue in the ANOVA table is less than 0.05, there is a
statistically significant relationship between the variables at the 95.0% confidence

level. However, p is larger than 0.05rfboth the Slopes andtercepts. Therefore
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we do not reject the null hypothesis and conclude that the slopes and the intercepts of
the lines are equal. Since the null hypothesist rejectedone can conclude that

the two lines are coincident with tsame magnitude and the rates of change. Thus,

we can further conclude that there is no difference between the use of NCP on

Satisfaction for both SOEs and POEs.

5.7.8. Comparison of the PCRA aR@CM between Two Groups (SOEs/POES)
First, we conduct a vigl inspection of the relationship between the
frequency of communicatioand positive conflict resolution attitu@s generated by
statgraphicsBy looking at the diagram, it seems that the two lines have different
slopes and different intercepts. Therefdhe relationship between tfiequency of
communicatiorand positive conflict resolution attitude different for different groups
that there are both different magnitude and rates of ch&ogher statistical
analysis of comparison of two regression lines would aidcindy the visual
examination.
The ANOVA (or conditional sums of squares) table displayed the values of
interests are thp-valuesfor the intercepts and slopes of the regren linesSince
the RValue issmall(e.qg., less than 0.05), then the intercepts of the \iaps
significantlyamongst the levels of the categorical factor. We can reject the null
hypothesis and conclude that the intercepts of the lines are sigtyfiddferent.
Since the PValue issmall(e.g., less than 0.05), then the slopes of the lineg
significantlyamongst the levels of the categorical factor. We can reject the null
hypothesis and conclude that the slopes of the lines are significédfehgick.
Based on Larsends (2005) suggesti on,

rejected, in this case, the intercepts of the lines and the slopes of the lines, we can
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conclude that the two lines are not coincidé&stthe equation of the fitted modsl|

shownbelow,

AVFPCRAFSall = 0.00589983 + 0.968942*AVGCOMMUFSall +
0.051874*(Group=2)0.228605*AVGCOMMUFSall*(Group=2)

At | ower |l evels of communication, POEs©®G
however, beyond the intercept, at higher levelsaisou ni cat i on, SOEs 6P

increases at a faster rate than POEs.

5.7.9. Comparison of PCRA and LOG between Two Groups (SOEs/POES)

First, we conduct a visual inspection of the relationship bet@emmxiand
positive conflict resolution attitudes generatedytstatgraphicsBy looking at the
diagram, it seems that the two lines have different slopes and different intercepts,
which means that the relationship between CP and level of conflict is different for
different groups that there are both different magtetand rates of chandeurther
statistical analysis of comparison of two regression lines would aid and clarify the
visual examination.

The ANOVA (or conditional sums of squares) table displayed the values of
interests are thp-valuesfor the interceptand slopes of the regression lines.

Since the PValue for the intercept of the lines is larger than 0.05, then the intercepts
of the linesdo not varysignificantlyamongst the levels of the categorical factor. We
do not reject the null hypothesis andhclude thathere are not statistically

significant differences among the intercepts for the various values of Group

However, thep-valuefor the slope of the lines is smaller than 0.05, we reject
the null hypothesis and conclude thiare are statistadly significant differences

among the slopes for the various values of Group.
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Based on Larsendés (2005) suggestion,
in this case, the intercepts of the lines, we can conclude that the two lines are not
coincident. herefore, we can proceed to refit the parallel regression lines to
determine the differences in the rate of change (slope) in line 1 (SOE) and line 2
(POE). As the equation of the refitted moeshownbelow,

AVGPCRAall =-0.0408675 + 0.152813*Avguanxall +
0.362469*Avdgsuanxall*(Group=2)

From the above equation, we can conclude that based on the last coefficient
in the model, that line 2 (POESs) generates 32% less confliaverage than line 1
(SOEs).

At ahigherlevelofGuanx; di st r i but or slévelefP@RAwWithence i n¢
POEsrelative toSOEs. However, atlawer level of Guanxj they appear to be

higher PCRA with SOEeelative toPOEs.

To summarise the above results for all tested hypotheses in this thesis, sée overal

results in table 5.4.
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Table5.4 Confirmation of Outcomes of All Tested Hypotheses

Hypothesis | Hypothesised Relationship p-value | Hypothesis Statu
H1 M and SAT .000 Accepted
H1A SOE"and SOE*" .035 Accepted
H1B POE"and POE"" .004 Accepted
H2 MNFand SAT .000 Accepted
H2A SOE™P and SOE™" .032 Accepted
H2B POE" and POE™ .003 Accepted
H3 M and LOCF .003 Accepted
H3A SOE" and SOE™°* .1.69 Rejeted
H3B POE" and POE’* .003 Accepted
H4 MN“Fand LOCF .000 Accepted
H4A SOE™F and SOE .000 Accepted
H4B POE™ and POE°F .001 Accepted
H5 LOCF and SAT .000 Accepted
H5A SOE“F and SOE™" .004 Accepted
H5B POE°“F and POE .006 Accepted
H6 PCRA and LOCF .002 Accepted
HBA SOE“**and SOE°F 023 Accepted
H6B POE“®and POE"“" .030 Accepted
H7 LOT and PCRA .000 Accepted
H7A SOE°T and SOE™ .001 Accepted
H7B POE®" and POE*™* .000 Accepted
H7C SOE®Ti MED®FR% SOECF 011 Accepted
H7D POE"i MED"OF"R4 poRO°F .026 Accepted
H8 LOCM and PCRA .000 Accepted
H8A SOE 9™ and SOE“** .009 Accepted
HS8B POE°™™and POE“R* .001 Accepted
H8C SOECMi MED®FFR% SOEOCF .000 Accepted
H8D POE°™Mj MEDOF"“*4 pOEOF .029 Accepted
HO LOG and PCRA .000 Accepted
HOA SOE®® and SOE“™* 103 Rejeted
HI9B POE® and POE™* .000 Accepted
HIC SOE®®i MED°FF4 SOEOF .002 Accepted
HID POE®®| MED"OF "% pOE©°F 023 Accepted
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CHAPTER 6. DISCUSSION OF RESULTS

6.1. Introduction

This chapter begins by outlining the aims and objectives of the thesis,
followed by a summary of the main findings. Tdéteapter compares the development
of the current instrument with others identified in the literature review and discusses

the interpretaton of the studydés main findings.

6.2. Objectives and Main Findings

As outlined in Chapter 1, the objectives of the study are to: 1) identify,
describe and investigate the power relationship construtiie icontextoC h i na 6 s
Iron and Steel Industry2) understand the concept of power from the perspective of
distributors and their relationship with St&devned Enterprises (SOEs) and Private
Owned Enterprises (POES) in this industry; and 3) explore the possibility of
developingan extendedesearch powerelationship framework by investigating the
power construct and potentially related and relevant factors in the Chinese market
that may impact predicted outcomes, such as satisfaction (SAT), positive conflict

resolution attitude (PCRA) and levels of cactf(LOCF).

6.21. Discussion of the Results from Regression Analysis

The results of multiple regression analysis indicated that all the hypotheses
(H1 to H9) proposed were supported. $able6.1 for the summary of
Hypothesised PowdRelationships irextendedgowerrelationship framework

(EPRF).
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Table 6.1 Summary of Hypothesised PoWRelationships Framework using Multiple
Regression

Models/Factors R R® | Sig. Standardised Durbin-

Coefficient Beta Watson

Hypothesis 1: M” and SAT .296 | .088 | .000 -.296 1.614
Hypothesis 2: M and SAT .297 | .088 | .000 297 1.587
Hypothesis 3: M” and LOCF 240 .058 | .003 240 1.400
Hypothesis 4: M“" and LOCF .392| .154 | .000 -.392 1.250
Hypothesis 5: LOCF and SAT .288] .083| .000 -.288 1.539
Hypothesis 6: PCRA andOCF 249 .062 | .002 -.249 1.775
Hypothesis 7: LOT and PCRA 403 .162 | .000 403 1.820
Hypothesis 8FOCM and PCRA .329 .108| .000 .329 1.726
Hypothesis 9: LOG and PCRA .322| .104 | .000 .322 1.823

M= Manufacturersodé use of coercive power
MNP= Manufact ur-eoersiepowsre of non

SAT = Distributorsdé satisfaction

LOCF = Level of conflict between manufacturers and distributors

PCRA = Positive conflict resolution attitude between manufacturers and distributors
FOCM =Frequency of communidan between manufacturers and distributors

LOT = Level of trust between manufacturers and distributors

LOG = Level of Guanxi between manufacturers and distributors

The findings for H1 to H4 are consistent with the results of similar research
in the work of powe(Etgar 1979 usch 1978Gaski and Nevin 198Blunt ard
Nevin 1974Benton and Maloni 20Q5Before discussing H1 and H2, Benton and
Maloni (2005) indicate that the powsatisfaction variable mube includedn any
examination of supply chain relationships.

In this studyhypothesis H1 was confirmed using the same analytical
methods; such as rtiple regression analysis (MRA) and correlation coefficient
anal ysis as i n Gas kHl, aaerave pdwev (CP) tvas fogntl 9 8 5)
to be negatively related with satisfaction (SAT) as supported by other researchers
with P < .05(Gaski and Nevin 198bkee 200]Raven et al. 1993lu and Pysarchik
2002Leonidou et al. 2008a As reported in section 4.5.1, this researcher found two
types of CP: financial and ndmancial punishmenflhus, the supported hypothesis
(H1) suggest; for example, if the distributors do not comply with the method of
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payment required by the manufacturers, the manufacturers may retaliate by charging
higher prices (financial punishment) which will lead todistb ut or s6 di ssati
In addition, the manufacturers may choose to make things more difficult (non
financial punishment) if the distributors do not agree to their suggestions (e.g.,
contract clause, selling method, service level) which will leadsadr i but or s 6
dissatisfactionThisisi n | i ne wi th Kasulis and Spekma
use of economic and netonomic punishment is likely to lead to dissatisfaction
and deterioration of thieuyersellerrelationship.

It appears that the findgs supporting H1 calme generalisetb a range of
industries inclusive of the Chineken and Steel Industrgxamined in thishesis
For example, the range of industries covered by various authors, such as heavy
industrial machinery in Canada (Gaski atelvin, 1985); automobile industry in the
U.S. (Benton and maloni, 2005); exportation of industrial goods in the U.S.
(Leonidou et al. 2008); agricultural industry in U.Bagen et al., 1993cosmetic
retailing industry in KoreaYu and Pysarchik, 2002have similar findingsNotably,
although most of these studm® Westersbasedand the industrial settings are very
different, H1 can be generaliseddifferentcountriesand business sectors, as we
have verified the same relationship with similar results.

Hypothesis H2 was confirmed by using the same analytical methods as in
Gaski and N wnonooérave gotver dags found to be positively refiate
with satisfaction was supported by other researcherspwittd5 (Gaski and Nevin
1985Ramaseshan et al. 2Q¥@ and Pysarchik 200Raven et al. 1993bAs
reported in section 4.5.2, this eascher found that there were two types of NCP:
financial and noffinancial reward. Thus, the supported hypothesis (H2) suggest, for

example, if the manufacturegsve trade discount (financial rewards), this will lead
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to distr i butMoreoseniftre ananufacfurars will givennefinancial
rewards such as providing advertising assistance, pricing forecast, field supervisor as
well as pick-upof returned products, this wild.l [
too.This isin line with Gaski and Nevin (1985);u s ch and B)fidwnos, (1
that the use of financialand nébni nanc i al rewards is |ikely
satisfaction.
However, the results of this study (H2) do not corroborate the results of
Leonidou et al. (2008) regarding timeonclusiveinfluence of norcoercive power
on satisfactionOnepossible explanation could be the insufficient amount of non
coercive power toffer substantial financial and ndmancial benefits to increase
satisfactionAnother possible explanation could be the Chinese distributors are easy
to satisfy even imanufacturerslo not provide sufficient financial and nénancial
benefits (Lee 201).
Hypothesis H3 was confirmed using the same analytical methods as in Gaski
and Nevinds study. H 3 , relatepositivelyetd theaseoff | i ct
coercive powerAs the exercise of coercive power increased so did the level of
conflict in the channel relationshi@ur results support the results of similar findings
of previous studies such é8enton and Maloni 20Q&tgar 1979 usch 1977Yu and
Pysarchik 2002.eonidou et al. 200§awho found channel conflict to be positively
related to the use of coercive powks. reported in section 4.5.3, this researcher
found that there were two types of LOCF: téslsed and relationshipased conflict.
Thus, the supported hypothesis (H3) suggest, for example, if the manufacturers use
CP such as charging higher prices, thil kead to higher levels of conflict over
pricing issues (taskased conflict). Conversely, if the manufacturers use CP such as

make things more difficult, this will lead to higher levels of conflict during social
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interaction (relationshibpased conflict) Therefore, the exercise of CP is an
aggressive action that can lead to disagreements and increase tensions in the working
relationship (Leonidou et al., 2008).

Hypothesis H4 was confirmed by using the same analytical methods as in
Gas ki and yN#d,chamél sonfect wasifound to bhegatively related to
the use of noitoercive sources of powérhese indings for H4 are supported by
other researchers who defined conflict similgBgnton and Maloni 20Q&tgar
1979Lusch 1977Yu and Pysarchik 20QReonidou et al. 2008aln our case, the
supported hypothesis (H4) suggest, for example, if the manufacturers use NCP such
as giving trade discount, this will lead to lower levels of conflict due to the receipt of
financial rewardsAnother example could be, if the manufacturese NCP such as
providing field supervisors on request, such a-fiancial assistance may enhance
theproblemresolution process and in turn, reduce any tensions that exist in channel
relations.This is in line with viewpoint that the use of NCP busspsactices will
nurture and improve negotiation towards mutually beneficial interactions in the
future (Leonidouds et al., 2008) and, thi
members.

The expected resultas foundwvhen testing the relationship between channel
conflict and satisfaction (H5) as they are negatively reldteis. isin line with
ot hersoé6 r esul t sDwyen 1980F@azien(£9B9; $mithiadd at ur e (
Koenig, (198593; Karadagli and Aluftekin, (203)2vhich reinforces the fact that there
is a close relationship betwethre perceived channel conflict and the level of
satisfaction of the respective channel members, an inverse relationship, in that, as
one increases the other decreas@dis finding was expected as the respondents

would be expected to hold traditional values due to their average age (e.g., majority
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of them were born in 1960s) who were considered as traditional Chinese people
prefer compromise and avoidance when facindlmbt® WWhen encountering

conflicts, they attempt to avoid it or adopt indirect approaches as traditional culture
decrees to minimise the level of confl{gVei 2014. Meanwhile, as they are easy to
satisfy (Lee, 2001), it is expected that therelmaalevel of conflict and dighlevel

of satisfaction in the distribution channkl.our case, the supported hypothesis (H4)
suggest, for example, if the frequent conflict over pricing and/or delay of delivery is
mi ni mi sed, t he disatpeciedbtaibceaddederthelass,itmustact i o
be noted some conflict in the channel may be a good thing, as Roser{b&%&8n

states that moderate levels of efficiency may actually increase efficiency, while
Berman(1996 suggests it esouragesnnovation andaliscourages comatency, but
acknavledges higher levelsf conflict can lead to bitter feelings, stress, tension,
legal disputes and severing of relations.

However, to some extent, it should be noted that along with social and
economic development in @fa, the values of the younger generation is changing,
whom are less conservative and more likely to express their viewpoints, and openly
display displeasure when conflicting situations arise (Wei, 20d4ight of the
finding (H5) in this study, one mube reminded that the respondem$ongto the
older generation uphold traditional values. Thus, in future research involving
younger respondents or younger generations may derive different results if compared
to this study.

As mentioned above for H1 to H5 can also be generalized to a range of
industries and country context, since we have found similar finding in the Chinese
Iron and Steelndustryas inotherstudiessuch as supplghain studies of industrial

products in Inch (Frazier et al. 1989 industrial equipment companies in north
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America(Gaski and Nevin 1985 automobile industry in the US@enton and
Maloni 2005; export manufacturers of industrial good in the U&&onidou et al.
2008D); exporter of agricultural commodities in U§Raven et al. 1993aretall
manufacturers in Kore@'u and Pysarchik 2002metaanalysis and satisfaction in
marketing channels in several counttisith and Koenig 1985b

In addition the results in section 5.3.6 confirmed that the positive conflict
resolution attitude and the level of conflict are negatively related (H6). In other
words,to mitigate problems or conflicts between manufacturers and distributors,
both parties need to work more actively in seeking solutions. According to Stern and
Rave (1980), conflict and cooperation should be viewed together as they are
essential when examirgrsocial interactions in distribution channels. This
hypothesiss supportedy and concurs with Skinner et al. (1992), videtieve
cooperation and cdinct are negatively relateid marketing channels. Similarly,
Deutsch(1973 suggests that both parties shoctdlaborateo reach a mutually
satisfactory solution to minimise problenfé/ong and Tjosvold 20)Gound that
low levels of conflict predicted effective cooperation between channel members.
Thus, when manufacturers and distributors abtiverk together irseeking
solutionsto a problem, the level of conflict appeared®low As further indicated
by Zhuang et al., (2010), oncenflictis perceived to exist whether real or imagine
between channel members, it negatively affects cooperation.

In the case of this study, the supported hypothesis (H6) suggested that for
example, if the distributorsy to investigate an issue jointly witheiin manufacturers
(SOEs/POEsS) to find a solution acceptable to théer they identify an issue, this
will lead to low level of conflictOne possible explanation for this is that positive

conflict resolution attitude is very likely to foster a relativiigh level of
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cooperation on various conflicting issues and increase the extent of shared belief of
working towards the same goal, keeping disagreements at low levels, which will
enhance the process of understanding a problem and finding a solutidn tarib,

this will strengthen the cooperation in the relationship.

However, few empirical studies have been found to explore this relationship
in distribution channelsvieanwhile, according t€hen and Stassta, (199Y, in the
Chinese business context, cooperation is not only due to mutual benefit, but
primarily driven by the Chinese culture of Confucianism and pursuit of harmony. In
contrast, in the Western business context, the focus is on mutual bemefthée
perspective of givandtake. Therefore, academics interested in conducting research
on foreign business operating in the Chinese distribution channel, should take into
account of this difference.

Hypothesis H7 was confirmed by using MRA and catieh analysis. It is
found that there is a positive relationship between LOT and PCRA. Indeed, keeping
trust at high levels between manufacturers and distributors will lead to a positive
mindset towards joint action of channel memid@aimatier et al. 20QZvhich will
improve coordination and enhance problem solving capabi{@iaro et al. 2003
and in turn, reduce tensions and disagreements in exemalationshipsThis
emphasisethe fact that both manufacturers and distributors will be interested in
developing and maintaining a loigrm relationship when providing reasonable
assurances that desired goals and outcomebeavdthievedAndaleeb, 294).

In the case of this study, the supported hypothesis (H7) suggested that, for
example see section 4.5.7, if the distril
(SOEZPOES$ are on their side during a crisis, it is likely that both parties will work

together o get through the crisi©ne explanation for this could be that trust is
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viewed in this case as a key facilitator of bugeler relationshipthathelp reduce

perceived indebtedness between both parties (Zhang, Cavustplaik, 2003). In

other words, there is a sense of mutual concern for both parties in the relationship
beyond financial outcomes as well as di s
will act in favour of the distributors. The emphasis here liesarfdht that both

parties are willing to build and develop a healthy lomgdrterm collaborative

relationship for mutuabenefit;hence, there is positive cooperation.

However, assume that there is a negative relationship or destructive
cooperation exist® this channel, then, to a large extent, the distributors may not get
through the crisis if the manufacturers are not willing to cooperate. Subsequently,
this will harm the relationship and result in higher levels of conflice main
explanation, as pxided by Gupta, (2011); Uzzi, (1996), indicate that if one party or
both parties act on its own interests are less productive and even lead to destructive
conflict as trust and seihterest are not compatible with cooperative relationsips.
other wordsas the manufacturers do not recognise the benefits of helping the
distributors out of the crisis, they may choose to do notAihig. issimilar toLiu et
al., (2014 suggestion that cooperation between parties is based largely on
mutual benefits.

Another possible explanation could be therelmaatrustclimate. Due to the
existence ofow-trustclimate in the channel, manufacturers and/or distributors will
act on theiown interests rather than sohg problemsThe behaviour of pursuing
selfinterests as indicated by many is opportunistic with parties seeking for short
term benefits in low trusting relationships (Boersma, Buckley, & Ghauri, 2003;

Ganesan, 1994; Kim, 2001; Lewin & Johnston, 199#)is behaviour is likely tde
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reducedhrough longterm trust (Wang et al. 2014and trust at &igherlevel will
facilitate thecollaborativerelationship (Doney &annon, 1997).

Hypothesis H8 was confirmed. It is found that there is a positive relationship
betweerFOCM and PCRA. According t8alliet, (2009, communication enhances
cooperation cabe foundin early social dilemma literature. However, to be more
specific, Mohr and Nevin (1990) found that cooperation and coordination will be
enhanced if firms utilize the rigkbmmunicationstrategy to tackle problems in
distribution channels.

In the case foChina, as Chen and Starosta (1997) indicate that one of the
communications strategies is to use a third party to help resolve conflict (an indirect
communication), which will facilitate interaction in the conflict resolution process.
Indeed, the role adin intermediary is important in managing and solving
manuf act ur er scoeflictand d doexist in thelChiresedr@n and Steel
distribution channel. However, the author did not bring in the third party influence in
two ways.First, due to th@urpose of this study, the author specifically focus on
manufacturers and distributorsdé conflict
of communication strategies only including making regular phone calls antbface
face interactions, instead afing an intermediarysecond, the magnitude of the
conflictis manageable and can be solved within or by manufacturers and distributors
themselves which in turn, leads to an unnecessary use of an intermediary.

However, to some extent, it should be noteat #long with economic
development in China, the increasing demand for professional performance puts the
traditional attitude of being modest, implicit and indirect communication style to test
(Fang and Faure, 201T).hi s i s si mi | ar ianohatpsopletase ( 201 4)

holding traditional values such as harmony and conflict avoidance often collides

265



with new values such as the spirit of justice and profession@igmn2014. In light
of the finding (H8) in this study, one must be reminded thatr¢spondentselong
to the older generation uphold traditional valudsus, if there is a tendency that
Chinese culture is undergoing transformation in terms of value change (Fang, 2010;
Faure, 2008; Faure & Fang,2008), there is a need to think andnexiaow will this
new culture and communication characteristics influence on conflict in the same or
different distribution channel in future research.
Hypothesis H9 was confirmed by using MRA and correlation analysis. It is
found that there is a positivelationship between LOG and PCRHis is
consistent wittzhuang et al., (2093Ghat the closer the relationships (e.g., better
Guanx) between individuals, the more likely they will help each other when in
difficulty, this will further lead to the cooperation between the companies that the
individuals represent. Similarly, as suggested by Arias, (1998); Luo, (1997); Wong
& Tam, (2000) hat goodGuanxiwith the companies that the individuals represent
will enhance cooperation as they will show concern and mutual trust for doing
business with each other, which will help build letlegm relationships in a channel.
With this kind of Chineseharacteristicszuanxibetween parties is expected
to increase the efficiency and effectiveness of daily business operations (Ambler et
al., 1999; Davies et al., 1995; Fock & Woo, 1998; Styles & Ambler, 26@3).
example, as suggested by Peng & Luo (2@B8tGuanxibetween channel members
may help distributors (buyers) obtain preferential terms, quality products and
services, and quick delivery as well as lower transaction costs (Standifird &Marshall,
2000) and relational risk (Liu et al., 2008)his is especially the case Dhinese
Iron and Steel IndustrgsGuanxiplays an important role in affectiregparty

me mb dehéveour. More specifically, manufacturers give preferential treatment to
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