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Abstract

Purpose — This study examines the effects of the influence
strategies on sales representative and headquarter trust, and
investigates how sales representative trust plays a mediating
role in the relationship between influence strategies and
headquarter trust. For these purposes, a structural model which
consists of several constructs was developed. In this model,
influence strategies that consist of relational influence strategies
(information exchange, recommend, promise) and mandatory
influence strategies (legal plea, request, threat) were proposed
to affect the sales representative trust and in turn, increase the
headquarter trust. Thus, this study proposed that sale
representative trust plays a core mediating role in the
relationship  between relational and mandatory influence
strategies and headquarter trust in B2B food materials
distribution context.

Research design, data, and methodology - For these
purposes, the authors collected the data from 208 B2B
specialized complex agents. We used the 2,200 B2B specialized
complex agents which trade with CJ, Ottogi, and Daesang firms
and supply food materials to restaurant, school cafeteria,
supermarket and traditional market as a sample frame. Once we
identified 330 B2B specialized complex agent owners, CEOs,
and/or Directors who had agreed to participate in this study, we
dropped off a questionnaire at each B2B specialized complex
agent and explained the purpose of this study. The survey was
conducted from October 1, 2015 to December 15, 2015. A total
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of 230 questionnaires were collected. Of these collected
questionnaires, 28 questionnaires excluded since they had not
been fully completed. The data were analyzed using frequency
test, reliability test, measurement model analysis, and structural
equation modeling with SPSS and SmartPLS 2.

Results - First, information exchange, recommendation, and
promise of relational influence strategies had positive effects on
sales representative trust. The threat of mandatory influence
strategies had a negative effect on sales representative trust,
but legal plea and request did not have a significant effect on
sales representative trust. Second, information exchange and
recommendation of relational influence strategies had positive
effects on headquarter trust, but promise did not. Also, legal
plea, request, and threat of mandatory influence strategies did
not have a significant effect on headquarter trust. Third, this
findings show that sales representative trust plays a partial
mediator between information exchange and headquarter trust,
and threat and headquarter trust, and a full mediator between
promise and headquarter trust, and recommendation and
headquarter trust.

Conclusions — The aim of this study was to examine the
effects how diverse dimensions of relational and mandatory
influence strategies relate to sales representative trust and
headquarter trust. To do so, we integrated the influence
strategies and the trust transfer theory to hypothesize that
various influence strategies increase sales representative and
headquarter trust. The findings of this study suggest that
headquarter firms should establish and enforce proper influence
strategies guidelines to make clear what proper actions sales
representatives should implement in relationship with B2B
specialized complex agents. Also, relational and mandatory
influence strategies must be regarded as a long-term and
ongoing strategy that eventually build a long-term orientation
with B2B specialized complex agents and guarantee a
company’s sustainable growth and success.
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1. N2

Z[Z B2B AKX FESHE0|M B2BHEEETCHE|ECl 2L
X7t SCHEO el M (SS)Hetel 2tA17E Hatz|d ALt
071N MA(SE) M ), CIEZARI0l, @F7] & AlE
Hz ¥ =0 fS7|go|n, Setizd2 AY, gu g4, 1
2|0 MHAY SOl AXIHE GESts =-A0iMS 2ojsict &
Xp2to] BA= =R7t WY ACiole ME(SE) Y7 F=HO|
Ol FYALRC d0| FEI =7 =0 XL, HHio| 4
2ol dxl= S| Eate] TtEHM0| SR35HA E0f YA
o A0| Et FEU =3 0|4 MEH0| HAsA Ao,
Ol 272 o FYAR AME|I7F ZA| &1 IOk 1 OlF= Of
29| B2B AHz{o| A0IM OiE 3L o|dS ol U0 nzu}
YI71HQ HAE 4EStD |FX[St= HAHOP 0| 523 I
5t7| MEolct M2t HMA(SE)EMe 4230 =F 882
SHAlS|EHO| H|Z 0[20]| FHALHC| MEE HMI1E &3 X
A 7R BADAE Hot7t HAstA E[RALC

ZAOEAHEE Mrigate] d3Ael A usts A5, T
i, |A5HHe ZE &2 2[0|5tH(Morgan & Hunt, 1994),
Ol2fet HAZE /XI5t Qs FPAIHES FELTES AFESIR
QUCE Ferdero| ZR% O|f& ot XS ARESt=LL|
mekAM AZ, BHg, S¢, 221 IFHeE MY HxXE o
=0 =23t 9atg 17| IE0|CHChinomona, 2012).

YEMAS 70| FEXY Mo Y= TEHO HES 4H
St A|ZSt= QAIAE FEHo=Z, HA A4, e, Jg|n <
0| ZotEl ZHA FerE YR £, J2(0 QF It &
shel BAH debMEfo| & JHK|2 P2 E=ICHFrazier & Summers,
1984; Lee, Kim, Bae, Kim, & Lee, 2016). O|2{st Far ek AF
CHebofl cHer A2lel HMol East &2 O|XICKSheng, Zhou,
& Li, 2011; Jiang, Waller, & Cai, 2013). £9|, X=x(52) M2t
CHElE Zte A0 A0M H=(S2)YMZE ofiet FeMES
Ar8%te 7t= CH2lgatel &7(A A |Xof 2ozt A2 A
o] 8% IS O|XEE, 0|0 CHot ATto| ERdo| H|7|EICt
AElE MOHHO| CHo 7|2|F0|et St M fIYE U+
gt £ Q= 588 £ £ QUCKKIM, 2014; McKnight, Cummings,
& Chervany, 1998). QHIMOZ B2C AS0A= EME, HEH,
J2jn B2 S8 S 2AF M2E 2= A0l SasHX|E B2B
OllA AL MEl= FYUARS AEE S = o Tk O]
= GYAR AEZZ 2AF AEZZ [O|E[7| IiFEO0[|CHDoney,
Cannon, & Mullen, 1998; Wang, Beatty, & Mothersbaugh, 2009).
2 OF0ME Aol BM S IYUARIL 2ALE FESICE O[3t
2 Aol L2 Fokdakt AZ|of 2ot ST AEZIE T
HZ 0|83510] g7t Aut CiEA AEE CHHRELE A0
2lE THS7| st =¥ U KXol S OfEA Bjjof
710l Ciot MR AAFED 7| &9 FetriEk-tlzlo| ATE
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m2tM 2 ¢te ZTATE S QYA A ZAL Al=[of
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DjAls M#Q0IS PN guNAoR Mol A, 4, 2
AE ggxzoz N4, 27 AUS ML IS

FHHE0| YYAY Alzlot ZAb AlRlof OfE3 FHS DX,
o QOIAE AETF 2AL MEE NO| HEJIS ASNoR 2
Mo} SIYICE OJ2{3F BEES el| Istol, B AToIME
A stm NS st M0 s MZLH el ZBirhel
M CEO, MEZYOl, YUS HACINOR YUARS| FHTY
O ZAp Al2lof DJX|oi, Of2f3t 270 QU0iA YRIArRlol AZ(7}
HES St JtE RAstAt BTk

g

Heet Hiet 20|, T2 7|Yo| R

= g = o
E0] YES +HAD AESis OALS HEHS WoICK
Venkatesh, Kohli, & Zaltman(1995)= F&FeErES st ZXH &
STEH(HE AT, W), e ZHE JEHENFH, oL), 12
1 AR FErEKeT, FEuho| UMKz TFEIIRICH,
Lai(2009)= 23t RN FHH(YH 27, ), o5 W,
Jd2|n BAN JEdek(@eEngl £, /)9 3THX|E F&5t
QICt. EESH Frazier & Summers(1984, 1986)= Ja™eErES & 7t
A2 PO EH 27, 98, 2D of=0| Eatel AR o
gD @, M, Joln 977 THE AN I
o2 FESIRACE

ZHE FHE2 7|YU0| LEL Q| fHtg AXS EF A
5SS S| ot YHE Y= Ao = (Frazier & Rody, 1991)
2 ddo| 28 F¥E O|XICKKim, 2000; Kumar, 2005;
Sanzo, Santos, Vazquez, & Alvarez, 2003). EE3}  Brown,
Grzeskowiak, & Dev(2009)= ZA|& FSTFEFO| AM20| LIEL9|
7|2|F2|E AtA|ZICHD SHRUCE BHHO|, 2HAN FokdEi2 F2
TEHO AMEut Ej=E HIIA|7|7] sl S WASHE A2
2, Frazier & Rody(1991)= 2tAE GakrEko| AL20| TELHQ|
WSS S| HIAZ 5= UCHD SIRALE oHH, Lee et al.(2016)
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A1, HE BK(Information Exchange)

YEusle YNY|Y0| BN +o/48 H1sl| s Y
fad FHL HAREXNE HMSSte AS 20|stti(Frazier &
Summers, 1984). £2 X ES MEist= 40| 43H0l 2| A
£ RAlsk=H EH0l2ks Aa || SEste B
H7|Y0| ME2EE St= AOo[Ch M7 Edot A2 27
SHX| QER|ZE BE7|YO| HOIX| oM, X&Hoz FYEE MHS
oot YEWS FE2 BHI|Yol 2EESH HAM oMZEY 1t
FO| Higf2o Wetoz HAE ZA02k= A0 HES & At

N

1.2, 2F=(Promises)

of
L2 BET|Y0| AMT|YU0| =35tH BHS ol & AS &
Zdl= TEFO|CHANngelmar & Stern, 1978; Tedeschi, Schlenker,
& Bonoma, 1973). F&®1t 2|, «F7|0| ZA¥EHMo=z X|ES
Lz{ZECt ofg7efol ZntAQol 282 KRtz Ea0| Cigt
Mgt AE7L Q7 EICE 3], M2 BAY|Qo| #3221
HHT[Yol| o8 === 280 E40 XNIE HEEL Z O,
LEARLS] +=0|2e| B7IE 7IM2LL SA|0 =8H|8S XI5t
of BER7|Yo=2H 22 JHK|7t 2 WM, SFAKI0|A o|o] E



Chang-Ju Lee, Phil-Soo Lee, Yong-Ki Lee / Journal of Distribution Science 14-6 (2016) 53-63 55

Ch 2Lt MEol2ks FHOM 2, ZA Q2 7|¥e| FHo|Lt
HHo2 B0 Xefo] UCt

HAE Ats| ME|&HXtE(e.g., French, Raven, & Cartwright, 1959;
Raven & Kruglanski, 1970)2 2&Tero| Aot MM H7|
0] tiet o|EdOolLt HHMEE ZotAlZIct e HetstRict Lt
Beier & Stem(1969)2t Hill, Alexander, & Cross(1975)= H|=L|A
ZAOM EA QMEIEE H3TAO 2EH IS = +
A2BZ ZTHAEA ALESHOJOF Bt SHALY.

MEAOM 2t oAt YRt M| Cfet JeS JHX|L R
OfOf BICKGIll & Stem, 1969). M7|C| St ARt ARG
BEo| Mokl +=YE o= g2 AMT|Yel dutof £HE
o Qg2 O|FTts S EXN7|YS U S10{oF STk GiR0| B
Molge 52 HET 22 HEE QA BiTiRaven &
Kruglanski, 1970).

2.1.3. F=H(Recommendations)
o

FH2 BY7|Y0| B £940| ZO0X|= #ets AE7Io
M HEsHe HMets BHN7|Y0| O|dst =S o= HEOICL 9
40| Z0} Tths A2 AW7|Y0| 2EHLl ALS K| YfUS
X2k, PIeoHA| W1 BHEASH EXHE ME 2ot
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SIEE, FH2 CHE1 22 Algs OldEnh 58 320 M2t
NE ArS2l ot 20tE 7HA(0, 2t 2aHo = AMEEICHH,
7|0l HHEHAot SRS Q4G A B#Y7|Y0| SES o
g ZFgot=r East AT LHE EY AO|Ch BY7|Y2
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2.1.4. B1™ ATl(Legalistic Plea)
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& Kruglanski, 1970). 12{L} EX7|Q0| ¥& AJE =] AH2tof

=3Ot ATt 0|dZ 2ot A2 ECHH, EXTV|Y
2 [MEX| 42 ZO|CE o|2{zt A=A BEXY|Y0| =7|0] =8
SH7|12 ot A AZEFE +=38& St=X[IE ZAISHO{0f BiLt &
5, HEX W7t IYEO|AHLE AAHQl d20| BHY|Y2 2
o2 #=32 SIX|Tt SYALYOILL |HT[Y0| CHSt 2RSS
E Zo|Ct.

H20|, HEX AHoLt HISAN Forg Zejof 257 0i|A
LsiE FHL, H|So|Ho=Z LIEtHCHMacaulay, 1963). 0]7|A],
HE A ™EkO| AME2 TESHE ZS0| IRE|D, YTAMKtQ
AENQl HERTH H|EQ BVIE 7ML ThY HFI|Y0| &8
H|80| Z=tE|QUCtn ZOHH, BX7|¥E2 2AHIE ShX[Sta] & Ao|ck

2.1.5. 2 7(Requests)

/7= B#Y7|Ye &8 E=
Moz AGSA| §i Hheds| &
2 MzZ=Ate] SYARO| ofiHst 270 MEEE Xets 2 o
2] 2251 7iE BES St =eld 5= Qlot 0f E
2e] =30 et S7|F0l= =t qAAASE

ey

=13
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O ZICHKelman, 1961). Kelman(1961)0f| [[I2M, M7HO|
Ao AAM z4el2 29 HES HOH Efelar S LAl
OtL|2h, Efelel 7|oH, =7, J2|1 19| EFHO|A PSSt
MEerEoA 23, #57|Y0] 270 mEHe 37l 1 7|
o] AZHY Aot FAMA ZHOIM LAt TESHE RO F
SRACE 8= M2 0| R Mol Bz TH Wiet &
H7|¥el =380 2= ZHX|7F #Y7|/0| X|=ol= HIES =1t
g M, 7K MESHA LIEtHTh 719 2ol A0 2 SAIO]
|TE AEH2Z ALESHH, AL XNl O[eje= LEHHL,.
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2.1.6. 2|¥(Threats)

AH7Io| o gl Hotof Cfe) EX|Q0| maX| gn 2
HOl Argtof] CHEHO] =0l 42, ™ Tl AB2 RE3H
Zt2SICHAngelmar & Stern, 1978; Tedeschi et al., 1973). (&
20| 432 HXJ|Y0| 2=30| HE H[EL NHHO| =SHIER
O 3ch= 2™ OoIAXQ A2|Hof| o|ESHCHFrench, Raven, &
Cartwright, 1959; Tedeschi et al., 1973). QT EO| /& HA|X|
oF 1 o|F0f oLtz ARA(Y) A0S ZtAIOf 2ot AFEICE
(Tedeschi et al., 1973).

SIETEES ZA|Z0| LI S0, OEE HoIt AEst 7|2t
SOt dME Lfj8i™ & IECH (Raven & Kruglanski, 1970). 2
gt pEE V1 580 HE2 JY 7t deEA et 2hEE
H|EO|CE ofg| SXE2 Z30| Axk= d=oMe= 2o st
A7t 5%+ H2oZ EE8L|2Z(e.g., Bucklin, 1973; Cadotte
& Stern, 1979; Kotter, 1977; Raven & Kruglanski, 1970), {|&%™
2o| SEEX| QO HEms, FM 53 2L 02 guNgy
o] Z[utde MHE EOSH ElCKBaldwin, 1971; Raven &
Kruglanski, 1970). S8t QRTF2 HX7|QORHE e 27K
X 0]ojo| SOIEC YTM2 ool BHN U Aol mufol
e BAE7|Ue| Mo et o|FS E0|1, MAE MY =

£0| =CHBacharach & Lawler, 1980; French et al., 1959).

)

22. ME|Q} A2 MO|

22.1. ME|

oehA oM A2l Mriel S HIHE Sof P,
olgfet Azl JHelel F=gA  AlEO|CHMayer, Davis, &
Schoorman, 1995; Pavlou & Gefen, 2004). AZ|= AfCHEOf CHSt
712|Foet E2taitt 420 fRE U = U=s SHE E
== QUCHKiImM, 2014; McKnight, Cummings, & Chervany, 1998). &
S0 R 7He| A= AMESHA] b2 MEHOIAM AJERfE|LE
(Hu, Wu, Wu, & Zhang, 2010; Kim, 2014) Z{2|2+A|7} X|&E|H,
FEMEe FX= FSME Ao TEH0| o|ESIH st QK|
2 ™olg|E AZ|0f oJsiA O|FO{XICKMoorman, Zaltman, &
Deshpande, 1992; Sahay, 2003). O|2{3t AZ|l= SEXZE A9
LEL] AO|OIM HEEES ZTNZE = e 2% 29010|C}
(Nahapiet & Ghoshal, 1998; Adler & Kwon, 2002; Hoi, Selen,
Deming, & Min, 2007). A2l F8E FHAE0| X[EHQl A
A E "dst7| sl 3EEQ WSS 7|25l WS ED Ot
2t O 2 PN WSS KE & QICireland & Webb,
2007). REEE Mol DIEHE MEE 42, DIEHO Xt &
S= UM 27t glen, dYE & Ao|2k= AHIZo] M=
CHMayer, Davis, & Schoorman, 1995). [}2tM SEAZ Ao| ot
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Elo| MBS #Ht= A2 FIIH
Q3t 290I0| EICt.
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wAlBk=H &

2.22. Alg| ®o|

X2 A2l Holof ofst AttE =22bQl OFE ZORoA Ol
O|20{X|2 QUCHHuang, Li, & Li, 2013; Yang, Chen, & Wei,
2015; Zhang, & Bie, 2013). Al2| F™O|= dfL}o| =xst Azt
2Ho| Cfst ME|22H CHE & = gle #8E Mag =
OIX|& 1MHO|CHLin, Lu, Wang, & Wei, 2011). Stewart(2003)
= Z&719| J{elof st ME|ZF JHRlol &8 U= =E E= 7Y
o=z FO[EICtR SIRUCE 42| Fole| CHE HEi= 7§2lo] X3
e OEQ AMRE HYY M, MUY OF9| CHE F+4)nt
Aoz MMEIE ZHESHX| ULTME MEE A EICt
(Zucker, 1986). 12{Lt O|2{3t AlZ2| MO|= AMEE MESI= 740l
o] &3l e IA&E E&= 7|g1 FAME, XEY, J2(0 570
2t ZebRICHGrayson, Johnson, & Chen, 2008; Stewart, 2003).
Doney & Cannon(1997)2 7|&iat FYIAIRI0| S&&0|X|3t, S
AHRO| CHEt A=2[7F 7|l 422 FO[EICID SHRACE FYAA
2 X0l £ A= 7Yl M| EE et J[HE H35t7|
[f20]| SYARY 7HRlel Makof et 2|7 CHEA MEE = U
CHRiedl, Hubert, & Kenning, 2010).

Irrrrr

3. g7t
3.1. L M2| Zhof A

FeyEeto] A 212t 2 oz Mo YEg 0"
QUCHKettinger & Lee, 1994; Hart & Saunders, 1997; Raymond &
Bergeron, 2008; Ke, Liu, Wei, Gu, & Chen, 2009; Yeung, Selen,
Zhang, & Huo, 2009). 7|2 X3Xxoz QEZAZ Aol ALl 7|
oA XAl AHE Lo EM MEE Y/ dA|ZICKIreland &
Webb, 2007; Chong, Ooi, & Sohal, 2009). =3t 7|2 ACHELO|
A EELt XAS IRELEM FEHEZ LIEHHCKRaymond &
Bergeron, 2008; Zhao, Huo, Flynn, & Yeung, 2008). 7|2i9| #H<2|
(&t )l gd2 7|gel 430| st METIR HIXZIte
Atolof w2t &0 ol T[Yel FaMEre| AFE2 o 2 A
2| HMA|ZICKSheng et al., 2011; Jiang et al., 2013). &A=
T2 FSEE o o0 7|0 tist MEIE ZEls5tof 7|
Aol oIEZ EX|7} 7Is35IEHKe et al., 2009). 7| SEA

2 Mo Hrf 7|Qoj M2 U HEXAS BRn o B Al
20 RS AFESIR, HTf 792 asolo2 fof o B2 Al

Z|E HO0{&=LCHSubramani, 2004; Ke et al., 2009).

ZHAE M2 HP@HS FEot 2SS oP[g = U
ol ¥ ANz HruE LIEHHCHBoyle, Dwyer,
Robicheaux, & Simpson, 1992; Hart & Saunders, 1997; Ireland
& Webb, 2007; Ke et al., 2009). Yang & Ju(2011)2 ZeA g
a2 S48 =g 5= UCkn SHQICt w2ty (el ZHA
gderer2 Lezlo] RgHez gog 0" Zo|ch 2Lt 7|Y
O] Al FeMeEre| AHEE &3 REdE &2 Ati 7o
A 27HEQl 2740 QIH 2|0 7iM, POS HX| )& ZOHSO[A
5l7] QI8N S715 2oig 4= QUX|2HKe et al,, 2009; Handley
& Benton, 2012), &IC 7|l 27t Ql @F =82 JdeMes
Ar8ste 7|Ql AZO[Lt ofX[Qt AEEI0| HEE = ez
7192 ZHXN JTMEFS AFRSICHMaloni & Benton, 2000; Ke

et al, 2009; Handley & Benton, 2012). 7|2l9| ZNX ST EF
AtE2 LIE0|| Cis =Tts EYSHK| ZSHA|TH WA SHX| %S
= QUCKBendoly, Croson, Goncalves, & Schultz, 2010). [t2}A]
7|l ZHAE FETIEol AFEE2 HOjHe| MEIE ZaAA|ZICH
(Ramaseshan, Yip, & Pae, 2006).

Oldfe| MAMALE 27ME 310, & AF0M= 31t €2 7t
Mo MEBIICH

=2 =0 AN .

= — =
20|, BN AtHE2 SR ME(o ()2 S
= O/ Zo|ct

<H1-1> FELg2 JYALY L2(0f F(+)e| Sk 0jE HoICk

<H12> p2 getatel AE(of| F(Ho ¥HS o

o

<H1> ZIE gETete Yol NEo| (o ¥3e Ojd
=

<H1-3> M2 gelabel Azlof F(+)e| Yek2 oja Zolct
<H1-4> & A7E gelikel Mo 2()o| g2 0|3 Zo|ct
<H1-5> 27 YA NE(of B()o ¥&2 0" Holct
<H1-6> 9T AR NE(of £()o| S 0" Holck
<H> BAX @mre =Ab Melof H(+)o ¥ 0jE A
oln|, YRIF YyHe =A M=o H(Oo YL o
& 20|t
<H2-1> HEDEe EAF Ao Yol Y ojA Holct
<H22> %2 =Ap ME(of FH(+)o| YS OjF A
<H23> ZHe 2Ab MEo] H(+)o Yge o]
<H24> BE A7 2Ab NE0| £()o ¥ 0" Holch
<H2-5> 27 2AF MEof £()o @2 0F Hojct
<H26> gIHe =A zlof B2 ¥

i

3.2. GYArE LEot ZAF 2| ZHo| 2t

Hzls ojo] ¥ Qe BENOIN YX| st ENo= Mol”
QUCHDoney et al., 1998; Wang et al., 2009). ftef & HZXO|
mE Qe oz ZFY e, MEE %1 Qs EXozLH
UX| Zt= HEHMOZ FMO|L|= ZE0| QUCKStewart, 2003). Lee,
Chung, & Lee(2011)2 AN DHEOIM HEE =210l XHE0M
of AMz7t 22tel e Al=|2 FO[ECtD SHRICL OHEIXZ E
EIXHE 2DiHMCl X ofFofMel 2H[XE A2|7F 22+ Az(of
gdag O|X|= Ao Z LIEtLtCHBadrinarayanan, Becerra, Kim, &
Madhavaram, 2012).

Ol&fo| MUAAE ZAZ, & AUF0|M= CiSat 20| 7HEE
Ak

4>

Kl

<H3> AYALR A2lE ZAF M=o F(+)2 S DIE ZHOICk

41. 29| HH

2 97 MIAO| AT, otm FA MRS LB B
o B2BXE=YTIEHS (f4O= sfion), Of 5 MBEA
Sofst 2307 YHZRE H2X|7 2l+EIO0, 0 F B4
A SES 2295 Helsim, 20857t 40| o|gsoict BB
S=sitjalge CJ, QE7|, iy J|9SH =exoz Hasis
AHZA, 1 AR 2,200740] OIECH MBEARE 20154 102
12LEEH 128 152K AA|Z|ALCE
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<Table 1> Demographic Profiles

Frequency (n) Percentage(%)
Gender Male 158 76.0
Female 42 20.2
Missing 8 3.8
Age Less than 29 9 4.3
30-39 48 231
40-49 91 43.8
Over 50 years old 48 231
Missing 12 5.8
Education Less than high school 54 26.0
Two year college 76 36.5
College/University graduate 75 36.1
Missing 3 1.4
Position Owner/CEO 81 38.9
CEO 41 19.7
Director 18 8.7
Manager/Duty manager/Division manager 68 32.7
Type of channel Restaurant 107 514
School cafeteria 89 42.8
Supermarket 1 0.5
Traditional market 4 1.9
Missing 7 34
Duration length with headquarter Under 1 year 3 14
1-3 22 10.6
3-5 42 20.2
5-10 84 404
Over 10 years 56 26.9
Missing 1 0.5
Number of employees <4 66 31.7
5-9 65 31.3
10-19 47 22.6
20-49 9 43
>50 3 14
Missing 18 8.7
Average monthly sales <1,000 6 2.9
(Unit: 10,000 Won) 1,001-<5,000 20 9.6
5,001-<10,000 10 4.8
1-<50,000 101 48.6
>50,000 52 25.0
Missing 19 9.1
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Ch Ee == 49 0[817} 31.7%, 5-9Y0| 31.3%, 10-19H0|
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Xooz, YWF OjsWe 1-52 2 O|Oto| FK|Q| 48.6%=2 71&
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<Table 2> Results of Measurement Model

52. 582y &4

2 O30 o|8% 2f T[S0 Chet SHAXIRIME2 SmartPls
28 0|8%}0] A2z R2AMut HFPDYREMO0| AFTEQUCE X,
AMZ|E 2AM Z1} Cronbach's o= MEMSH Ok =M BIX A
T, 87, fgel 2tz 0.864, 0.889, 0.901, 0.936, 0.888, 0.9512
LIEIL, LM OZ2 HAEE|OX|= =70l 0.7 |42 2 LIEFRCE

sacior loatangs| AVE" | CR® | o
Relational influence strategy ("Sales representative......")
Information exchange 0.711]0.908 | 0.864
focuses on general strategies (as opposed to specific tactics) as to how to make our business more profitable 0.749
concentrates more on strategic, long-term issues, rather than specific courses of action our business should take 0.799
discusses the orientation our management personnel should take with regard to long-term planning, rather than daily activities 0.755
Provide us with market data and information to achieve the headquarter's management goals or policies 0.681
Recommendation 0.771]0.931 | 0.901
makes it clear that by following their recommendations, our business would benefit 0.775
makes it explicit, when making a suggestion, that it is intended for the good of our operation 0.784
provides a clear picture of the anticipated positive impact on our business a recommended course of action will have 0.799
outlines the logic and/or evidence for expecting success from the specific programs and actions suggested 0.738
Promise 0.693|0.918 | 0.889
makes promises to give something back in return for specific actions of our dealership* 0.680
provides price breaks or other incentives for our participation in headquarter promotions, showroom design, and other programs 0.788
offers specific incentives for us to make changes in marketing and/or operating procedures 0.718
uses bonuses for meeting sales or profit quotas 0.774
offers incentives to us when we initially had been reluctant to cooperate with a new program or policy* 0.709
Mandatory influence strategies
Legalistic plea 0.728|0.930 | 0.936
refers to portions of our headquarter agreement which favor their position to gain our compliance on a particular demand 0.724
makes a point to refer to any legal agreements we have when attempting to influence our actions 0.627
"reminds us" of any of our obligations stipulated in our sales agreement 0.641
uses sections of our sales agreement as a "tool" to get us to agree to their demands 0.656
makes biased interpretations of our selling agreement in order to gain our cooperation in following a request 0.545
Request 0.741|0.920 | 0.888
asks for our compliance to their requests, not indicating any positive or negative outcome for our business contingent upon 0714
our compliance
asks us to accept new ideas without an explanation of what effect it will have on our business 0.711
asks our cooperation in implementing new programs without mentioning rewards for complying, or punishments for refusing 0.664
expects that their requests do not require an incentive for us to comply 0.626
Threats 0.830| 0.960 | 0.951
makes it clear that failing to comply with their requests will result in penalties against our business 0.555
threatens poorer service to our business should we fail to agree to their requests 0.596
uses threats of disturbing our business, such as higher prices for supplies and slow delivery times 0.613
communicates their ability to make "things difficult® for our business if specific demands are not met 0.565
states that specific services will be discontinued for not complying to requests 0.582
Sales representative trust 0.824 | 0.959 | 0.947
The promise sales representative made is trustworthy. 0.755
The sales representative is honest with us. 0.794
The sales representative is sincere. 0.786
The sales representative is open and favorable to our suggestions or opinion. 0.753
| have a confidence with this sales representative. 0.731
Headquarter trust 0.814|0.956 | 0.943
The promise headquarter made is trustworthy. 0.776
The headquarter is honest with us. 0.765
The headquarter is sincere. 0.781
The headquarter is open and favorable to our suggestions or opinion. 0.774
| have a confidence with this headquarter. 0.766

® Average variance extracted (AVE) b Composite reliability (CR)
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<Table 3> Construct Intercorrelations, Mean, and Standardized Deviation

59

1 2 & 4 5 6 7 8

1. Headquarter trust 1

2. Sales representative trust 0.751** 1

3. Information exchange 0.590** 0.569** 1

4. Recommend 0.556** 0.562** 0.753** 1

5. Promise 0.433** 0.476** 0.660** 0.625** 1

6. Legal plea 0.087 0.042 0.275** 0.165* 0.297** 1

7. Request 0.216** 0.135 0.287** 0.194** 0.335** 0.578** 1

8. Threat 0.031 -0.123 0.200** 0.128 0.139* 0.677** 0.566** 1
Mean 4.82 4.93 4.63 4.56 4.70 3.99 4.13 3.62
SD 1.1 1.34 1.04 1.07 0.99 1.25 1.11 1.44

** p<0.01, * p<0.05.
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<Table 4> Structural Estimates (PLS)

Paths M%del t-v;Iue M%del t-vjlue Empirical results
Relational influence strategies and supervisor trust
H1-1 Information exchange — Sales representative trust 0.335 3.099*** 0.337 3.084*** Supported
H1-2 Recommend — Sales representative trust 0.267 2.469* 0.264 2.442* Supported
H1-3 Promise — Sales representative trust 0.140 1.716* 0.153 1.920* Supported
Mandatory influence strategies and supervisor trust
H1-4 Legalistic plea — Sales representative trust 0.000 0.004 -0.068 0.709n.s Not supported
H1-5 Request — Sales representative trust 0.101 1.170 0.134 1.540n.s Not supported
H1-6 Threat — Sales representative trust -0.276 3.432*** -0.260 3.437** Supported
Relational influence strategies and headquarter trust
H2-1 Information exchange — Headquarter trust 0.240 1.902* Supported
H2-2 Recommend — Headquarter trust -0.072 0.728n.s Not supported
H2-3 Promise — Headquarter trust -0.022 0.296n.s Not supported
Mandatory influence strategies and headquarter trust
H2-4 Legalistic plea — Headquarter trust -0.093 1.203n.s Not supported
H2-5 Request — Headquarter trust 0.146 1.995** Supported
H2-6 Threat — Headquarter trust 0.023 0.329n.s Not supported
H3 Sales representative trust — Headquarter trust 0.783 14.425*** 0.682 7.283*** Supported
Communality
Information exchange 0.711 0.711
Promise 0.693 0.693
Recommend 0.770 0.770
Legalistic plea 0.728 0.728
Request 0.741 0.741
Threat 0.829 0.829
Sales representative trust 0.824 0.824
Headquarter trust 0.814 0.814
SMR(R?)(%)
Sales representative trust 0.515(51.5%) 0.517(51.7%)
Headquarter trust 0.613(61.3%) 0.652(65.2%)

*** <001, ** p<0.05 * p<0.10 ns = not significant

<Table 5> Mediation Test

Paths of mediating role Direct effect Indirect effect Z-value Mediating role
Information exchange — Sales representative trust — Headquarter trust 0.240* 0.262*** 3.033*** Partial mediator
Promise — Sales representative trust — Headquarter trust -0.022n.s 0.109* 1.716* Full mediator
Recommend — Sales representative trust — Headquarter trust -0.072n.s 0.209** 2.437* Full mediator
Threat — Sales representative trust — Headquarter trust -0.276** -0.216** 3.356*** Partial mediator
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