Chiao Da Management Revew
Vol. 27 No. 1, 2007
pp.87-113

LETHBBRMGBIAR —EAHRT
F BRI ES

The Structure of Marketing Channel Relationships —
An Integration of Western and Chinese Perspectives

o7 %2 & Yung-Ching Ho
BIfERELEFTEA
Dept. of Business Administration, National Chung Cheng University

£ X F Wen-Kuei Wu
HGHBEARELETEL
Dept. of Business Administration, Chaoyang University of Technology

HEARBHENARGASL AT R eEBFERRL - FITH
BB R R R o BV A S A o Mtk (quanxi) B EL - iR #
AREFHOEBBHG - BEFERBAMGAEEALT TR - 2
1 REREANR BT ELSRBEGFEN - AAR G AR B S EF R CRET
BB AR EEER LR FINEAMNGER  ROEESHEA > BHT
REZTFHAEBR FAETEIMOKRE - RERFHGED B EATH LI
—BO AR ELERAEA LR ERE THEE DL - HFRERBET
BEALRERTAMFAERGHGYERR > NERGHBEGERE  Mis
HEIREEEAL RBAXLREFSEHATHLWRE -

Mg ¢ 2 ARG~ ERHAA

Abstract : The recent attention paid to channel relationships in the marketing
literature focuses heavily on both western economic and social perspectives—
political economy paradigm, transaction cost analysis, and relationship marketing
to explain the building and maintaining of channel relationships. But limited
research has been carried out on the complex notion of guanxi(literally,
relationship) in Chinese society. Despite repeated emphasis on the benefits of
guanxi, the literature still lacks an integratioi. of Western and Chinese
perspectives. This paper starts with a conceptual review on channel relationships
from Western economic and social perspectives, followed by a discussion of its
antecedents and consequences. Then, we adapt the guanxi dynamic approach and
provide an integrated model. According to the model, some hypothesizes are also
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proposed and tested. The proposed model of channel relationship is consistent
with the major research paradigms but focuses on Taiwan enterprises; they are
under the Chinese cultural and social context. We conclude that the psychologi cal
classification schema that contains two main dimensions: ascribed and interactive
guanxi plays an important role in the structure and performance of channel
relationships. Some theoretical, managerial implications and future researches are
also discussed.
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1. AT &

Al

SETHERKRYE L7 A —1E "% | (interorganization) Z & B 44 &
2% Z(Dwyer & Welsh, 1985) - & F L HF T ERMAGOEYLENHL > £ 8
I W A3 X 5 Ak K I % (transaction cost analysis, TCA) ~ B RIKBE %
(resource dependence theory, RDT) ~ & ik #k ## # (resource-based review, RBV) ~
# & 3% %32 ¥ (social exchange theory, SET) % » Zub ey EB R0 F 4
B GEISGEE - ISR  DRAMGYEHE=ZFTH BEFLER
ARBEYREe ~ BE BT AN > R E B ERM AR > AR BEL
AERAFARBEBENEROER - EHE IR EFARLETHEAS "%
(guanxi)#LE: » RFHFEALETHARBHEMAHOMRAEE -
EBATHERHGREFRXEREHFTEARLGCRLCERAYMAITA
RHEETHHE(SE K% > R 90 ; Dickson & Zhang, 2004) » £R %1E R X 1k
HEGEAEE T T HG ] (quanx)(A T4 £ ARG B E B S0 &
HTEZRER  HHREFOERRE AL EETAEXBB(AMBETA)
MG AEREEBUSZABRBEBERFENIAN A ASTAB AT &
F o AL - BT EALTE G MAGER AR RLNRET > E5E
REEZBHRA  Bllota® - HERLE > SEFHNEF UMEAZL TS
BREANT ERAHEAEIHROMGRERR - UESHALEREBEA
MARAERULTHEREY » AP EAGRMPAT > BB A%
BMEREN B EEHBEOBAARMGHBETANERY > BHE%L A
DEANEMR G MBAMATEASH EETRHE > AR R
(Mavondo & Rodrigo, 2001) - KFF TR & A AL & F Ml theyEoimes > T
FREMBEALETHEABMGEBANGRET  #NEREABHHE
AR A ERATHLOTE - AR BN ENREEARBT HGEES
BRETZRBMGENED > ke REESATHES -
AR ERERE B AR WGER BUAEANGNE T 2545
Ve B AT NAaEFTARMAERT » BAEAMGH T FTRBRGMMAE
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BEHFRA EMTERBEALCEBRY M AL - HAESEUARA
B o AFRATRBGESBROEE AEEEH LAR AR H L ER
IRAE » ARIE N ) B 1% St g A B 44 0 PN B4R € 42 B (map of guanxi position)
Lt BEMAHEBA T EATAERMREIE S RE - SEREEEH
et BITHABBHMGEASTIRNSE > T ARFRRNERYE
B 38 5 B 14 64 37 N\ $1 24 35 48 4 (portfolios of relationship building) » 34 & 5k 2 B
148 I IR -

2. XBRIEH

2.1 B3 B 1432 %

EATA AR RRMGNERAD —RENBTRKBER RAHR
B B A2 B H 18 B A B2 18 98 B IRk 38 42 2 (Bmerson, 1962; Hallen, Johnson
& Seyed-Mohanmed, 1991) » &% BEE A RAB M1 - A AR B ERE KR BT
% (Stern, Ansarry & Brown, 1989 ) - French & Raven(1959)32 i} Z &4 5 e
R RIEHIEA B BRER SIS BB KT EF - 2EENETR
% JE 3% M A2 S (Hunt & Nevin, 1974) - ﬁﬁm%ﬁkw TRAR IR 3 3
(resource dependence theory)m R » BRI E LM ~ BRI BAEN AT E T H
HAeEMAL o RIRBHE A RREP BB ERIEBRFBANE - X
GRAER  RHRABERIAIHELEEBRAANFER) AT ZEHGE B
HIE) X B RERESLR S AA o Williamson(1975 ~ 1985)38 B R K 5 &
ANEBLE > QAEREAMBRCGE REN - BEER) - RHTBEHREHEL
FEEMSDVHEHZLH - BRFEB 5D AR GHN  TOERNTHELY
BT ARVPBBEARAFRERERMER T EEES | —BR%GW
BB AR B EER G A A 0 Williamson(1985HRE X 8% - FEEBHE
RHEE RESBRGER BHABERBRRERTHRHBZ LA
By BEFEGRRRANTEE %4&5@5] A ©

ZRMMATHESR  HRAA T RBRER > 1545 (rust) 8L K &
(commitment) % % 2 &9 4% A (Blau, 1964) - Anderson & Narus(1984 ~ 1990)#] A
HERMEHREE SRR M4 ERAHEE  BE - Rt
BARETHERE  ¢EBMEE - AFAEHR  BEEFTLOBHGHEE -
Morgan and Hunt(1994) B 4% & Bi14 4745 69 X > 154 ~ REAE X8 Eﬁﬁ}iﬁ’
4\~ 4# 18 (key mediating variables) * A7 & % 78 & B 1415 £ s A& ~ !%éﬂ% 'J MR
BlE8 s BB RB/ETE  BREBARR - BEHMEAS -~ 41F - Fiéwa _
BRARRORAEEN, - BTSRRI > @B T H 4,%:’»'Qx§1 4 (relational
exchange)# A&7 % & 4 (Dwyer, Schurr, & Oh, 1987) - Fi14/T45E % X7k & B
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AT B e HERI R A E B B (o TR oo 2 (o & Bk H]) M NS R R
(Kelman, 1958) » i@ 1% b eydEs(Larson, 1992) > MAHXR 5 587 25
o FEABERTEBMARGTS

W& & Stern & Reve (1980)77 3% # B 74 42 7 32 4 (political economy
paradigm, PEP) > % 4 44 04 6BH R eSS A FHR T A% 1
Robicheaux & Coleman(1995) 24 st #7, 85 4 4 AT L 38 #5 B 45 3230 3R A JE S R
##(decision-making structure) ~ f ¥ % 4-(operational integration) = 4% & 2R 485
& 1% %5 i 14 45 #%(channel relationship structure) » 4o [ 1 Ff% » & R4 77 B4
BYEER  BELRAMARA 5 S 512 RBERBEE R
3B RB AL S RGBSR A $ TR 0 R R R -1 R Kok K & A (clan)
2 F ¢ X &5 (bureaucracy) 5 £ REXEHET » B R B AL B4 £ B 6Y1E
BRAGER  REMAERRIMHAL  FEXEE - RALHREW -
FIEAELFE BRGER - £THRAEET > AREHHED - AT - THREEH
VASE pp B35 Ay, B 44 B AR ELAT Bty — B -

i &35 (antecedents) 5 R M (consequences)
. POEBAE B BB AR BOEREK
(internal economy)‘ —> | (channel relationship - (polity performance) _‘
structure)
Lo i e
(internal polity) — | OB
‘ (decision-making
|, S ERRR structure) Y
(external cconomy) S
OfFeS B3 (economic
|, YR EGE (operational integration) | __ performance) ||
(external polity) —_

Bl 1 @k R AL X

TEESCRAEHR OB ELER BEYRAARHRF -BTAEAEBHEENN
EEGIR > DRTHRM - THRELME  RFLFIFEFLA - X E
A 3k o B A& dE s K (discrete) #1124 X (integrated) - /5 £ 2 A4 G 5 LATE
44T #y(joint actions) ~ #8 Z I} Bh(assistances) ~ 8 Z B #R.(monitoring) ~ & & 3
R #e(information exchange) % vo 38 /5 $) $5 12 45 BAE £ O f2 B - b5 42 0942
BEAd o fE L4542 E &% (Robicheaux & Coleman, 1995) o
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2.2 EARGER

RIEBZEAWNGYHESR  AFZBAEXERE > 73T 1AAT2HRE > 2E
BT > 3.XALEREE c A G BB UG R KREH R CEBITR L AH
S HRB(R TDHEEAMGRAAEARYE AR » EAGRB = %3040 —
ERHER R S A MM s TEMHM% > A KRB EZEER] - Jocobs(1980)
RAEEAMGAT LA BHGHKRRT AR CERERBANRE HE
B ELEBENHGETIBEY GO RANGELTERER
KA G BEBRBUAR RN~ BRA#RBA X - B AMGTHIK
R G A FRRASE KRR RN R 224 ¥ B Kre(Wong & Chan,
1999) ; B Bs AN T T4 %] - THRIZETE -  HGBLBRALEZHER
F Bh 5t F1& % (Lovett et al., 1999; Tsang, 1998) > %% £ A A BATFTH T
35 3t 7% BR T &9 B 42 W & 2 — (Zhuang & Zhou, 2004; Vanhonacker, 2004;
Dickson & Zhang, 2004) - XL B A & @B (R 3748y T 2 /545 | B4
AR & EAMGEE(un) R B — R &M% R A & % Hwang, 1987;
Pye, 1992)- £ SLAER T £ ARG A H R R R A A AT AW (renging)
o T & F | (mianzi)(F B » R 77 ; Park & Luo, 2001) » ATH# R A — &4

T A 4% T R A(reciprocity) 89 B R 2 K s (Tsui & Farh, 1997) - 1% # 45
zw CAEEF R Rk REHE R B (Hwang, 1987) 0 & T HER B
— & EP % %45 (impression management) 89 4T % > 18 3% & 5 4T A 69 R BLIAF B
wmFtE B K o

WEHEHEAM GO BEREHBREE R T8 A GES

BN BHREABF GG - FRELRNG - Sl it e Xk

ﬂ%u&ﬁi%%%ﬁ%ﬁ%T’ﬁ&n%%%ﬂﬁﬁ%ﬁ%ﬁ’%%%@
HFHRAEAZEEN LR BEERL B AR) - T EMERBEGENAFE 545
1k & AR) (Morgan & Hunt, 1994) - {2 & 3 ABRAE » A ~ BRF o769 1
HBFHRRARTREY  EEXFEGEHRLCE > A - ARTTUE
ASEE T 2EEET RS A BEGH RN R B (Wong, 1988,
Redding, 1990, Fukuyama, 1995) Bl 4 fT45 BB F 4 R E R A F R EARMK
ARG BB ARE L BEALBRERAANE - BFETHEES
EM o B BN EF eI 1B 8 (equivalent value) & Kby 7 & X ik
(Powell, 1990) « AF A B A4 /TH E B I BB RMEBE T LAEKE | THEA
Mfh > BRERBRRBERERESHGANTRZTRIL(BEAL R I0) > £4

BEABEFHNRTHRE AGTBREG TR EHAYERALTLOEAS
o,

B
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23 BAMGAERER T AN

BAMEEAM GO A EANGEE T 2555, 0B £
REBRARETER LA RN - FEH T & T#H(Chen, 1995)82 48 7 37 i ¢
@42(Wong, 1998) » AR EAMAEAFROFT R ERMOBE (T R
85) s A A MBS AR A H BRER BB - NGRS HELIHEF DL
BERRMABESMIBERE R T2, 82 TR 2, # TH%G, &
HRE ZE TR, MGEARE(ERER) BimE T WBBELE
By RAERN)  BARAR TR, TGED(AR > R 89) -

FAESM BB A A Wong(1998) & Wong & Chan(1999)#7 3% i #4
FBT — # A Bfl 4% 40 % % 42 [B] (guanxi perceptual map)([8] 2) » £ 4t 3 24 4 7 35 4
i# J& 6942 & (adaption) » 4% b 2 B 1% e 69384 > Bp B /9 A(insider) ~ B 4 A
(outsider) o4& T1 % %42 - [ 84T A 7k 3 7 #i48 28] R (testing) » 24 8134,
HREZSHH R L B s Aloutsiden) i 25+ & T2 £ MReyRiG k& >
sLFF - B 58 R A 8 & i A\ H) 2 (benefit) 69 35 27 0 5 4438 40 B & B W A(insider)
HAEHE T3 RGBT E S BN LA SR (belonging)t) k% & &
o EEAMERE AN B EAERANE  $FBELE  SERE
HREE -

- F2 Fiancé F4 Friend (Old)
% B2 Benefit B4 Beloved
i & 1 T2 Trial T4 Trust
J 1& | F1 Fencer F3 Favorable Partner
2 B1 Beware B3 Belonging
B T1 Testing T3 Teaming
B $h A Outsider B M A Insider

B 2 : FBT # At B 2 H
ZHRIR ¢ 588 Wong & Chan(1999)

Rl BEE(R8DFE " 8 TAMSA L 2 H(E 3) RSB A
XA GRBE R A LSRR EARMGER > ARM ARG AT 2548
Mt Ry MRS RN FBT g9 kdiiddm  RAMGEEZE A
R RES  H3EM FBT e Al & > MG R B 6 R B % e
ARG BXRELTRATEBRE RBHAGLTEARESR
BTG RERIIMRE TERA B TIEAA | 958 A0AKT

L RISEHMARE - BB ~ BRAE > GloAE TEAF T B HARBILALE ~ Sl KRS
ERAFABREGGEE 0 K89 LM T TR, &S -
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WMAAG R SMARGEAT TACA A AL RRATHES
Wi i ARG HNARRE ~ AFEENRE > RA—ENN S
WA BEAKTARNE TETF TEEM L TRE ERE AR
REALASCHEBX EWAE  CXAHTRERT TR ASOETH
B ik 69 R o

R —F 4 LF > RAML
8A X %k B
mAE £S5 (RAEMRE T A) (BTA)
5z MK - ”
B 15 M s & A HEIa R 1%
S AIA -~ BIHA R
(SrA) (FHHEaA)
& S BRI 1% =

BHEZIE  RFL8

B3:TATAMA, S BRELY)
HHRR SREBHTI(R89)

SHBED AR AEN TER AR RRAMG &
RTBEEARTHMGANGEMaE > R 88) FIAER T FBT # A s
FrmB ~TATASA 5B AFTRSEARERRRESERME - AR
Mo~ BRI BMRE 45 R T 69 B8k R E & X 4k Bk A L 6 R
o plhede THA ) BBGEMT ZHUATENMGREE S > BARM
BERIXME > BBRRMHTRLEBILFMS  HETHERTRENFHA
ERAl o & T HGMHACTA ) BHHABEMAT  RERBRIEGHGRTES >
ANABEBAE BT TERL REMAEORMES £ TXEHRAT
AJEHMGBERT BREGE S LBBEMEFHEREHG £—EBBT
i~ BA - BAEBREAMIIBHHG  AEBREFT X2 - FRRAARR
FlEBRER (EZHBATRALBEAN - £ T BT A JHHBGLEMT -
REHKRBRGES HEEmT 8 T & HERBR BRAACRERFIE
HBBEBNCHETHTERRINS > HARRHH T =K

24 EAMGBHNCEHMAHRBEER —BANGERES
BB RER  HRE
EWEAMGREREAGRRLTRG LR KF > SHEAR K
Wb a2 B AR R R B > o 508 B 44 T 12 45 W8 RE T B4
B MG B MGERERBRY 5 Q&M MAER R E N ARH
St B 55 R R (Weitz & Jap, 1995) o Weitz & Jap(1995) ~ Tsang(1998)3% % 754
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B AT 0 Bt IRk aa B P 09 B 1A & ST A JALh 6 BREI A S B8 f2in 5]
JE A Ae B 48 8 ik R 89 & % % (boundary-spanning employees) & _E (Larson,
1992) - Dwyer et al.(1987)3% % Bl 14 X # 75 & #7 # 47 69 3@ #2 (ongoing process) »
ERBGEBNGOHEEX  CARBABRRAERGAEMR  Biba
SRR MRS AN AR 469 & TR 0 Park & Luo(2001)4% = 48 4 B 1% 45
(guanxi hu) - #FE3E MBI E(R SHLERAKUXT HRLNOLEEIRE ¥
Wb ZAMGARREENT ARGEMEE—) RERTHIAE
BEEEMED) BZAXHAHATEMRCET ZFFHERER %
M EAGEHERAMGED) REELZH L LG RBMGMEEED) H— 1%
BRI G CEREAEAKRMER EEREAT—H& - NS E
I &5 40 4R M — @ B R 25 % 08 3 & (boundary-spanning employees) * & [ %
EH ARG > HRag e ibhs @8 % ELarson, 1992) » T &/, >
RaBEARGESNEE  EFRAACERMA  HAEANMEAREERY &
# (Kao, 1993; Tsui & Farh, 1997; Park & Luo, 2001) - 48+ 2 » £ AU 6 £
BFHBAEET BARGEEZEARMNG EnHBEFAELERE A
WA REALEQKMMG BREaBrREEARRG B BEL S
TR ACEL o

2.5 EAMGRES MAREESTHELNAEHE
FRABHABAEE  FTHENERAZAN BRI IAR R
(high-involvement hierarchy)&y it B X, » TFAP O L4t AR HEITEZE Y
BMAE > AR ATRBENRoR#E  EARBRGHGTS -
BRAEMEBFHGRE  XHIRAERRLE A HRBETEEZBNERS
450 G % E SR IS T & %58 WA (Williamson, 1979) » ¥R H R EBAHEE - &
EERBMQE XX AEBHELEAIBRGHA > THRIHRA P AFA
T AaF 0 LT BERIRRAT A 0 B AHE 1S AE(Standifird & Marshall,
2000) - £k - ANBEREKBAB I GA E > X eFREBHEIRM
M DERBELEEZERELN LA BN ESE AR FE HLovett et
al., 1999; Tsang, 1998) > 3 AL 4815 E T4 BFERAEHBEEN G B
(Leung & Yeung, 1995) ' BT EEH e - RO LR HBHHEBUT
REM - REUNEHRAALRA > £ E2ERF S 54 Davies, 1995)% - #
= MR ATH BB A > B A2 — 8 (Angeles & Nath, 2001) ~ x1t48 &4k
(Bucklin & Sengupta, 1993; Smith & Barclay, 1997) ~ & E]{& {4 #.(Morgan &
Hunt, 1994) ~ & Z# M & R EAE /1 (Harrison et al., 2001) 73 R ita Rt EZ
FR o BT ZIEIE F AL B 7 AR A (similarity) 8 £ & U E 0 a8y
43 LAZE 34 € 3% ) (social identity) - #¢ i iE & %5 &4 O 9 615 4T & (Homburg,
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Schneider & Fassnacht, 2003) » & sb4 F 3 4 #1445 2L 3& 16 > 737%%75"%7}‘93
Gegra it~ BARRG AR BERRREER - 2 A% K 0 Tk
0o

1k 1 AEBHRETEBEANRERS ¥R AHGRES -

B2 ﬁ%k%ﬁx%‘fﬁ$rﬁfk@m BT RAMGLS -

B% 3 HAREHMGHRBELS > ¥R EHEES -

Bk 4 EARFXHASBLERES  EFZXEHELES -

FEANTERRL  MEET  EASREMGARG R REER
BRE > MARRSMGE a4 7 AN E AR %G ER
B A 1B B) 482k % 3 # (key managers) [ & B A B % 49 B 4 77 4£ (Wank,
1999) - B b4 ¥ 38 35 % 2 % 3 4 R B AR AR 35 BR A 04 B 5 A s (S R B
%) > ARtk @R E & SR M e A 0 BTN MAITA
b ARG R REME > G AE AN &(favor-seeking) Bk 92 &
RUTERERE ) BERHEGEF - A EHERESSu & Littlefield, 2001) » A7
Bomeh Rk "REZE T EFAE ) HFRMEHG GURE  HEAXE
M AR ABEZSERT  MARREEKGEOFEEXNER - £RE

BHRR-EREFARAG R REAEH - EABRMGKORHLE - ik
j,i”é*ﬁiﬁﬂa’-ﬂ@ent seeking) » A E L& X AEBRIBEEF R L BZOH S H
#4(Su & Littlefield, 2001) > #44k T B M B &35 B » R A LR B RARBE -2
BHENEHRILEHE -

Bk S CEABBHMOARMGES  AHMARREH  BRAK
HAEH - RZ > K@ BHRALEH -

HER o RRXAMGBRET  FAMGERIAF AN L E R #H(exchange of
favor)(Chen, 1995)¥ 48 Z 38 #9842 (Wong, 1998) » o & % B & R 4 A5 A%
HRREHYE > AR PRI AMGRER  EFEBERILALEGHE
25 23R4S E oy /& (Leung, Wong & Tam, 1995) b & RBEAEE TR £
BAHL QREHEHLABATAH BB ERRBTRIBRE  E5HE
EOXATEWARARTHRMAR - 50t - FRLHADR » $ELR

REFW S LERBAFRAOFERETOGLAE A LR G ATE £ FRE
2%’) o TEF THFMTREF %E%fiﬁtbﬂﬁﬁ 1E17 ~ BHER
AR AR T ATTEE Y f‘if&ﬁ{%‘.ﬁ*ﬁ'u“ﬁﬁ(*ﬁ ' R 89) B E
Eob ARG RIE
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B 6 A EMABHMOTEMGES > AEEEL  HhOBEE
b RZ o B0 RE RS -

EAMGHEENBELERNGREREGHEZRBETIHHE L L(B K
5 R 90)c MAEHMT > ARMMASIBIHABARTREEN  £EE2R
HEEIEGAEGTE A E TR A AR G4 e 5 (Wong, 1988;
Redding, 1990; Fukuyama, 1995) c £ e Ml S e et b > AR K& B LS
G @ EERER - £RLHRR - ERLEBRAFBAREXEHK - @
REXEHOE IS ERLF BN ZHEEE - AARARMAARER
% REREAMGERT  FEEELS RBEZHURELMET > {342
REI S AMN 2 6B (@ history-dependent process)(Meyerson,
Weick & Kramer, 1996) » &AM ~ #H4E M 4 & 3 #(exchange of favor)(Chen,
1995) ¥ 18 & 3F i (adaptation) & & £2(Wong, 1998) » fEFE{R LR &91E4E - 3
BERFERMATROBR AR ENIHAIBLREABRETAE S
ERELONMGEMT  LREIFEHETERE - Bt XRAHGHRE
REBAEEES B ERYERLaEE -

BT ¥RBRFHHLRMALS > KL EERELS -
B8 A EHBRHEMAREBBORERNEHE Kb ER
| & e

B9 EXABBHHGAEMGES  RLHEERZEAH
2% 10 : ﬁ%ﬁ%iﬁ&&?&i&"w%%%@% R EERERS -

(=}

EEABBHFELSRIET » AREROEEREARBFENLEEEER)
T AMAEENMAAEEFERAR)  AREANLCBRMAA TR BFE
A ABRAETIREINEARGABRERAASE - @B FRTHEBSOE
H1o & R GAZD  EFEANEHE AFZHRER AN L REERGT
REEAMGHERZ TR ke MGEENEL  BREZE TEABAY
HFRAR  BHFERAFRRAERELLS  SEFTHAGLEHEABOIEE
KBRS HWHEERS - EARLR 8RO REXSHS > LHGEHEEL
EREF HEHARELELH: AEF HEAES BRI W -~ Ead
BB - B HEERAWMGHBERBRE HEXLSEERS 2 F7RAR
BRETREMK - BLALBRORBEFELGHAHBERBZARABR » M
B BB ARD BT ERAREAS  LEARRFERIERE > A
BROAFRER  BRUBAERELLS - :

Bk 1l Y mBRBHOARMGRES @ RILABRELS -
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=3

Bk 2 D EMEBRTHMAEREEREOREXSEH Kby RERLE
{\—\—

B 13 A ERBRHMGTENGES  HLABRERS -
ﬁ& PREARBHMEELESLD  MLNARRERS -

R FAaMHBEREL BT ARMGLS  AREELBARESX
BH o RXEWMGAS B ERSEES > CEHERHMMGEM
AEMEAAE TACA ) BE bR EREERAEREAEH > MR
BARABRBIREER S TRRAAORCEH BB HOHAELH EER T
BEEBRBE -

B 1S A ¥nBRFHMOARMGRS  HABEERAS -
ﬁ& 6: ¥ EEBH M A REHGOREREH Bk %%&@
B 17 ¥R BRFRORIAEMGES  MASEERLS -
ﬁ&w:A$ﬁk%ﬁmW$%A%m’%%ﬁ‘ FRG

o

ZM

3. AR

AR EAFRATR 4 R ¥ ABAEAARER AN - RAHEBH
~EBFESE - LERABRE URERALAFTARTHES - WHEM é’J
23¢ﬁ BRBHENERAREBABROETE - R REWH
R XA EE R P AEE - SRR BIEE > AR—%MK %i
%R'?-Izﬁih P ABFA 0BT RAMERE  REERELT 12104

s B AU GHARARERBELTORZ 125 - ARAGMRBHRE
iﬁm«]‘ﬁ MAHEZLBERS 1ABAEXRRRESESHREGELEN
238 25 B 14 4 B 0 B 45 % B4R K (Frazier & Rody, 1991) » R X T ¥ M & &
BEIZEEHS MIELNBREBEBAEL  AATREZEHRAEE
ﬁ@ﬁ%%%t%ﬁmﬁﬁ THREBERASHSE - TERABRE A2
EHE ARG REE ARG AR TatE AL EATELY
%%Ekinﬁ %im’%ﬁ£?$mﬁ%$%m@% B HEREE—
FAERRIA T -

AR A3 5 N ik (Partial Least Squares PLS):E” o PLS &%
BB 4E 3 F & (Fornell, Lorange, & Roos, 1990); PLS 4, R % @ #1448 2 % f&
A ERARA B LA R IRF] 0 B B4R IF 64 TR R S AR FE AE 7 (Wold, 1982;
Anderson & Gerbing, 1988) < i 4 2k PLS v idr & s ~ T4 48 B HAide &
#2 & Al (Johansson & Yip, 1994; Raymond, Brisoux & Azami, 2001; Graber,
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Czellar & Denis, 2002) - X #F %1% A Wynne W. Chin(1997)## % /& &9 PLS-Graph
3.0 # B¢ » 2L Jackknifing /% (Fornell & Barclay, 1983) » s+ E# A 4 ny 28 2
Iri [+}

4. FoR A S

AR A HEEE NG L8 SR 100 F 28] WA R %

HEEER  HH 600 A &R THMLE 0 ARXEKRM SR 103
B AR R 1717% ek AR GRS R 1 AT - 7 AR L8R IE
16 # (nonresponse bias) * F AR T U N B R REF BFRAREME - K45
Armstrong & Overton(1977) &5 48 % » B4 t #2528 5B AR B] F R 4 A B T L 8%, 1
BELBEIAH T8  ALFRELAAFNATABEZLE HaRZ
FRAGHDESL > AHTRAGEEME  BULTHRAGHDELZEXR L
B AH 0 MEATE AL ETLE LT UREERBEARLTEF TR X
PE(Fowler, 1993 ; ¥ 3 > R 88) MBI RB ~EBBEELEGFLE  TH X
BREREZLFBEE  BREREREN - BRBRBREBALALBNE L
BAI—5%M MBEHREFEAELESMN 0.5 FH:ER > UHEEEAES
&4 X B A% A M 38 (Fornell & Larcker, 1981) » {540 R 3% S 45 R A 4 B B8 > X
HAREANERR 0.5 FUMB > FEBERIBER2 ERE - 15 E 1%
B p ATHBLYHERONIF - HBEAFBEAFENATFoaE
BBG RS EBASBNEEABYIN 0.7 BT EHER NN —
M o 34 HEE 4 E (average variance extracted, AVE) % #5 8 B4 3 69 35
L M ERBEREEA IR AVE A3 AN 0.5 0 B b0 BRI R U
EBALEHG AVE @EH-FH RSB SR LA B 0948 AR A
F) 7 6y & $ (Fornell & Larcker, 1981) & R BT A B4 E R AR E B 2K
JE o ,

4 % PLS BAGHER » B RE AT MR ZAIFERA - PLS
FikaEst AR B IEAZ N PR E(weights) L R BRI5Z N FIEW & T 2
(loadings) » AT& & 45 A B $54% A F A H W R B 1512 6912 B % @B 43
%R REAEAZ N AR R EIAR R 69 ] BAR B - A R ARREAE 77 R X
R® £7 RBA B THA R RS HA MBS RS > sl EMGhe R
% 032 ; E&44#(path coefficients) B 1Z 4 bey B fE3H18 » HEaEMHAEE
jackknife 247 A 43 69 p-value R #| B -
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A1 ARSI

EE3 F R BT A R B 4tk
EFERELANE 24 24.49% 9 ABLF 5 5.10%
TRBBER SN 18 18.37% 10~49 A 34 34.69%

T EABMRE 22 22.45% . 50~99 A 28 28.57%

4 A S A HIb% 12 12.24% 100~199 A 14 14.29%
#

o BUN R RS 14 14.29% 200~499 A 7 7.14%

BAELWMt 8 8.16% 500~999 A 8 8.16%

1000 A E 2 2.04%

A% 98 100.00% 98 100.00%

AN AR 103 R ARBERE S R -

4.1 4R - aganE- - EEAEARLH  REWMGARE W -

BARBMAORLGH BRI EAEBMR0.16%) ~ B4 At
(0.38%%) ~ & 4R @k ABAUPE(0.16%% )34 BA 3 I i % & AL MR (R=0.32) » fB2% 1 ~
3 4 THMARBSMTOAS  BEBAUEES  BRAERERELE
ERENBRERRD  RAMGASY  EPURGRRHNBERKR AR
MBARMER T E SR B2 B TR HEE, PRS0 ok EESF
BE N EERBEENELETHELER 2 > Lee, Pae, & Wong(2001)4t+ 4%
AT SEBHERAGPT R > BEradmamit s REERETE B
hE skt A EWRE 0 2 Lee FARE R4 RSMEE % > Homburg,
Schneider, & Fassnacht(2003) 64 354887~ > A48 UL A B 8875 £ dL 0k
R ARG S - HEE(R A RARERENEE TN E > L8
TEMRETEALBMRAS - BRABEERLSY  AMEOERALEERE
o SR B R B R B I B RIFAIAAGE - B ARM RO SEMGE -

42 AR BH ARG  SAMGOR FEELSRBERS 2R
ST REALEHE -

EELSREN S BRBERLRM G TANGEOSEHELLE
B RE2GEHE 002054 BREEEN > AP U AHEEERA
HBBRHYIAMGYERRERFERORELRENER » BRO6SH X
Bo gy FEBRBERI OB EELELEECIS)  FEP R
RERRAARFHTA  REBRAFRoRBE  HEEOEERR £
M3 ) 4 B ko > 8] S#4(-0.00%*) ~ B T AB(-0.07%%%) s b 2R AGHE =
BEREEM RO FELLNBERE T EAXANGAREESR
Bk ABER FHMENE 039
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RREEWR g BTG RENGH AP ERREE B
Bthg B A4-021~-038 HEEEM » B3% S R FEPARMG - X8
MaRERR  AREMYAROETHRALHE - LIEHEHNBE > DR
EEIBE R4 B E(0.13%%) J87 E EFIMAN R TR ~ RFHIRLR %
RREBOBATHALEHE - ERD T ARSBOIEVEREIRBEN
WEFR By AR5~ AR RE XTI RL A BER FABRANE024 -

43 ZRBBIERFABE > UG RRER RFH I EMG - he
OB ERK -

T PLS BAFHEENRL A B HALGHGBEf M Tt
B8 B AR B 35 A% H7 B 15 S AR R B 15 4R 2k 89 483 % (Johansson & Yip, 1994) »
ok 2T RAEEESMT BAERM  WARSMN - mamntyit
BRAMG MBEGREEEES AP UAMARSMOABENRERA
021); EBFEHELLINRET  UREHGAERAO054) EREEE
BH(-035) - A REHRT > FEALE M ~ HGRSHE - a®BoETE
BXAMG MBAOBELAREH BERETUHGERSEAERA
(-0.14) BB FAREHRET AR AHAEZR(-038) £RZ AR
M14(-0.21) $2& £3835(0.13) -

FHR(RINHHBENETF AL - RERAGRENTRLET TR
G BRI RAGREBRICABBEHNAEEG > LHALBLABAH
BA o RARGERBERET AT REBAEBRIHIRAGHKRT » $8#F
VR AR B A SRk RE ) R E IR(Weitz & Jap, 1995)8F » L@ B M4 T &
HAa g R MRSk e AU BV B A R R E FIEARAE
M EMEREAETSERELELS L UAGBOREXAREHEL - 81
WEBAERRAGRE  AAERAFLBEALEEBERENEE & 287
MR AR EHA RN GRS AR ARG SEERENEGY
Bho MEHEACELEBRMALE T ANNEE  ERREERBEAE
REHMGBEHE Qe -

4.4 B M AR EMARERT  BERGLERERE]) B8

RASRREHE -
B ABMAGNIER ARG S AMERY EERY T QYE st H

AR HEEESBENBEN  AadamitEng  HNAREHBOBE
NBRBor TEREE ) AFERTRALAREHE L  AARBET AR
GRS HbAREEA RO REXEH LR B ELRM AT RRY
£ BAREBREH RAAB AT NMRRBK LA AAHME
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WEEESRE > ARV ERE AEEE LES > Bt R4
M RO ERRKE LR AHAELLEER - ERmET 2 KAEEET
BEACEBRMGESET L LRMAGRAIAEMGERGER LR A
MEREDN  BRHERRERREHE -

45 ABH A REREHBCTHO TR L HbiEE - &K
RASEERERRK .

EIEREF B B TAREHAGBEZERLE(048%%) LA L
# % EAEAER2E(0.15%%) MG B EGRE ] THAEREELEAT
BREHE > RAERMBMGAOR RLEERELQK - A8 FEELEE
(037***) ~ ZAEMAQ.II*ES B EEERE > THHEELXSEZERS &
RAEMGRER EEEERS B% 789 103K - 4 HUBREY
Wk FEBBORTA S BFEARLR5R0.12%%) BB H OEER
B ARAETAHKC009 R %5 HBEREHUEELK - BBAT 2
ERENERZEREREENEFBRREHE - FEES - ABHG - &
¥BE S XAMG RETIAH AR EMENE065-

AERET G BRARREHR QB EAERZE(0.44%) ) BRI %GE
W R EAEREZO01I0M) FEREAREHBABROTEILHE ARG
& > b ARERE QK - ABEay o M E L2 E0.28%) ~ A R14(0.16%%)
ERREAERE  THREEELSGEERS  RRXEHMEGAR > AEEER
B ABE L1213~ 14393 - EH G B A R ELFABE AN B H
AH0.14%%) HBBRHHAERERR - LM T AERENTEZFYE
HERBENBFLHRREE - FELES - TEWMG BT ABRLRE A
Ak B AR/ 3£ 0.57 ¢

SR EE N @ 0 BT R REMHC0.434)~ BB AC021M) MR &L
HEE BBEEBREERS ATFHT  FURRREHBAT BT HIALEH
SR EERIK - BHEY > EEESZE0.19%%) ~ REMAA0.26%)E & %
BHERE THEEABRERLS X AMGRAR SRERLERD
fB3% 16 ~ 17 ~ 18 33 » B3 15 AR « R H ROV E > BT AH
(011 ) % & AEHEELRIK - KRR T > AR ERENEIEHE
BERBENEFHEREE  XARG - FEES - REIAH FIER
FEFEN % 0.50 -
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4.6 Bt RS BR FABNEIE - RERAEBEE B FAR M
themmaagy -

B3 AR BB HNHAERABEIW T REEMT BERE
M~ B ARG i M) BB XM A - WAEHE EaRBEPESR
fERRE AR RBME AR K0.19); A4 AWM GREESERES
NEBWGEHESRMELEREIE —EUXENAOBERKR0.49) B8w
EQBEFEARRER  ERZEXENG FEES - ARHARMARR
gk BOBEBEHRBEERARREHE S BT AR -

MAREMET > BAEAZRBM - WARSE - ad Al FTEBTAWZ
B ss it o I Gy P4 B B ARGEAZ A o 479 DA B 4% SR ok 2 5k A(0.18) S0 A B 4% ~
REMGRERDERENS > FTEBHGEHESREDERE > P
Mk B ERAO048) MR EQBERERBRR  ER2XREMB EE
B ARMAAHGRSE  AOBEARENRBERAARER - B
ABBNE) s o AR EREMT 0 BEE - REGROBER FHL
EERRARGARRERTEEN  KRFEEBES -

Morgan & Hunt(1994)32 %5 B # B G BHEF LA BH I AY T
H S REHERGEER Y EE MGG ARE  SRETRETNE
B R ABMWNEIE AR R Morgan & Hunt 89 &% — 2% » R £ ¢
B B 5 RE e R A MM LA RN A & B MR & #EREE -
ARBRSEBEE > HAREGEQBEN » 1200 F R 4 H 7 B 15 45
ey S B HEE BT RE L RIEET XM R AR
LK B EIER A

47 XM AGBAEEELSCB FHNHAEEHEGBERK LR
A BENEBRBRIEMA

FiAEQHEEMGERNRBIER T TERGEAEEESR FHNH
BB B E R R > b Wong & Chan(1999) ey mT R & R — 8 » IREPRAE M
BOEN EELSEEARAS 5 ML @B (adaption) B ERD » MG LE
A4 - Hocutt(1998) 84 # Z 438 & » B4 4% A\ (investment in the relationship)
BE MBAERS  MGEGBRALERRALEIEMGRELEESEEL - &
R TR B 5 AR B R AT AR AR B B AR R AL R F 0 Weitz & Jap(1995) £ 5k
BT CUEEBERERATREOLAH  BAEUNET AR AERBRR 42
KPR IS HARERTLHHAL LB FAM G (EIRAM S
A HAL R B) A BNk sk 8915 4% 5 Tim, Chris, & Wang(1999)E & & > %
32 & 18 A B 1% (personal relationship) ~ #2 38 % (prior guanxi)($2 A 72 56 B B 14
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AR B F BN B AR B R A BB AR M AE T
GEGRGEAT > MAERERS  AH3 2L ERERENRE » K5
THETARMGHEENERRRIAMG  EANGEELREREELN
GEBYFRUARBENEGHE L F(BRE > R 90) 2424 EHEE
BE s PR (Wong, 1998) b Atk - MERE(E > BB
BE A7 89 S BB 1% o

4.8 Wi REXEH > FELEASEZERS  MA4gxbLegh

wHGEERT ABORERSER FELORERAZIWERLT %
SEAREE S FEEREMY M GER LT OE bR Lee, etal. 2001)895F %
—B AT EERIDHEELEREALE AR T U S Hagyn
G GEHBAEORAMNZEG  HbARE RBABRERELLAR &2
BERYHRRENGEAEEL B ETAREREHERNEL 228
EAEBEMGEENSREEEBHEZLAN > AATHALERGUERE
MU EEARBEHE EF RO RRUR A — AN S_ES
HEHMHBRMGERGELEREY  REBNHGREHE LAz
BEREARMGHENRZEHAY  ERBREFTBETE - LB H L
BEEERAEER  AARRAEFTALETH LS L HF BN
BAERA REE R0 RERDBBMGAAEARHEESH L HHRR
RBEHFE(R 92)4H PDA ZE¥EHLERLE T HEABGFRIFBRIY
W FEANBRAGZREE IR BT RS B RUA B RE
FELFEOBELR > BB ARG LEHT ey o LbBRFEESL -k
REFAOBARZHE CHETHOTRALSEHENHAERY EGBERK -

5. \gé

i

BB,

AR ERLBR AT EEAR IS ADBEAD L ARG E R
RZE > HREASENRENERE LB HEEHEACLERIG
REFAHREGHEENE > WBANREEANR T2 | BIZOHEA
MR EREBTRE  HETENHWAEACERBRMALEHEURN
T dh3k -

ARRERAERIZE L FRREIARGHZTREER £42 A
RMEENEREZVHEABEARASE  HREZEERERERN  E9hE
aaBEAE BTERARBARIRARER T BRIBAMBEREEY
RIRAEMGERGRE - Rk AEMGESE HMAGERHEEREF - #
AFHEHEARM G EBRERENBEAC  ARMGRERLS  M#hER
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Mg R T ERS > Bk g TEM%G TS RMMG, EHATA H K
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MG AR E B 15 4 A BB 15 s B LB 1R AR 6 ) B R 7%)
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MEZFENER > G mAHRE - REHRIE > THRFHARMG >
UAEAREMGART T XA A5 BE BL TS0 BHERN B
RES - Fw o HGEEEETY  HELSBEANNHASER  EEH X
REEH FEEPANAEY  EEALATRMKE -

AARRANELSBATEN ER2NTHERAMN B AREE F
S8 B B 55 & AL B4 ~ ST B R AT AR 6 B4R A 0 SR B 44 A 22 B
fh M~ G MG SERET URB G TR ER BRGNS
¢4 (portfolios of relationship building) » 7% =T F. A 137 14 & 2 o) B4 R ok 24
S LR AFEERBETRBRMGA LER - Aot fi K
HEOHNGREAMGHARER T MARTRAGBEN T EM% " &
Btk RESBRERERGOTITREZ— - F= -BAR T2HG, A4
R fEEmE TRENG D RRBERA THEFTLEAAFRELEH
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BB g Bk THRA ) w TBA ) BRI R G S &
PSS THRA ROEFBE--Fwo 5R2RA "B FEHFLAERLE
MEEN > TGRSR IRESHELRIBHESRABEE > Fois
BHF RAGFHNTRRBEBRR L RAPTELNKES - &h > BHEAAER
G AL A BT LA AR B H bR - RE R
HABEE  HERAGBE  LABAERG > N EF I EAREH R
B HE AN MATE Bt SHEGBMG RSN ERRBHHE
REAM TR RGXEHRER -

AARBEARD > BHAERASHEMESE » A PLS #A 54
FEBE R A FHAR R E6g3RE 0 B - SR AR ARAB BRI E R LB 0 A
RUHFBEANRE D EETERLE > WEAFLEEL ZRBNE
BRH o KR AEAEEBEY > NEFTFERZRAERRL  REFRTR
BREREEET  LMAEHREF - S AR EHLZAE 0¥ ERSH
HABRBHRFERE > BEEHRE > NFEEdyadtR > A LEEHR
Who L ththiR - F4h TERKE LES—HRATATOCZ TEARP X
£ HUESBRBREMBERARY RO RARMAR P EHAER
METRIE > EEUERERERRF R TR £ R - FREEALE
BB A B — I ahagag o
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