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e only a “coarse understanding” of the
value they provide to partners
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Ihe Empirical Gap
-

N EXplaining communication and problem
Solving '

= [nterorganizationall relations are driven by
interpersonal relatior
- v Exploit the marriage metaphor (e.g., Morgan

and Hunt 1994)
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origialiRartnering Framework
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- v Multiple particip
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. Transcribed interviews analyzed with NUDIST
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Revised Model

EXpectations: Appraisal:

SUSIHESS ' Business

Outcomes e Outcomes

Satisfaction,
Investments

Appraisal:

— L . S = L= .
EXpectations: Communicatio; i
SR e -y Communication
Sommunicatuons benhavior

Processes

Appraisal:
Communication
Processes

- . Communication
Communications, Behavior

Satisfaction,

Seller
Investments

Appraisal:

Expectations:
Business
Outcomes

Business
Outcomes

M. Morris Boorky Powder Metallurgy Research Center




. :._II,.. - '-H. 2 ;

e =
= o4 F
el ol

Annual Conference

amphatic about quality, of
here are some strategic things
we have to do to preserve the relationship and
the partnership:

m They are basically asking everything we can do
to maintain costs so that they can maintain their
costs and retain their market share.
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Juteomes E{é“ ectations (Seller)

B @neithing that every supplier needs to keep
INMIRENSHNAatTRAUS ry IS moving toward
Ne

three, oratieast two, different directions.
m Onensireduction in lead time.

m [They need'to be very fast and flexible and be
able to address variations in demand.

m The other one, of course, is continuous cost
efficiency.
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Semmunication Expectations

ustomer just wants rock
pesn’t really care about your

understanding to work things out.

m You know, | think those customers tend to beat
you up on price as much as possible and, once
they are finished with that, they are not afraid to
switch.
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Sommumeanons £ ppraisal (Seller)

Bl ihinkswe have been fortunate to have been
workingpwithi(Customer Supplier Manger); he
_m_.umn diimuch more objective look,
saying ey, it may not be your fault—let us
look at'ourselves t0o.’

m [hat took a lot of guts and leadership when it
is easy to blame the vendor (supplier
engineer’s appraisal of communication with
a specific customer’s supplier manager).
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gontributions
‘; b
m| Integration of interpersonall relations and
nterorganizational literature
S jort-termrcommunications affect long term
slationship development
m Expectations about outcomes AND

processes are potential explanations of
effective relationships

v Investment in processes can be critical in
sustaining effective relationships
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= What new issues are salient as supply chains
iIncorporate more global players?
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