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Abstract

The objective of this paper is to develop a conceptual framework whose main role is to identify which variables influence
the quality of  buyer-supplier  relationships in order  to obtain greater efficiency in the supply chain.  The initial  sample
consisted  of  512 companies  of  the  Puerto  Rico  Manufacturers  Association.  A total  of  136  participants  answered  the
questionnaire  for  a  participation rate  of  27%.  Statistical  analysis,  including factor  analysis,  Pearson  correlation  and  a
multiple  regression,  validated  the  instrument  and  the  conceptual  framework.  The  results  indicate  that  there  are  10
dimensions that affect the quality of buyer-supplier relationship. Those dimensions are consistent with the argument that
control,  communication,  flexibility,  cooperation,  collaboration,  commitment,  risk,  information,  trust,  and  strategy  are
positively related to the quality of these relationships.
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INTRODUCTION
Over the last decades, the increase in global competition and business challenges resulted in many manufacturing

companies engaging in  a  wide variety of  competitive strategies and management  programs to improve product  value,
operation systems, and business  performance.  One of  the crucial  strategies of  manufacturing firm’s  competitiveness  is
continuous supply chain improvement to satisfy permanent supply needs in the production process, thereby improving its
performance. According to Wei, Liang, and Wang (2007),  manufacturing companies should focus on enhancing supply
chain  management  to  optimize  their  outcomes.  Therefore,  it  is  necessary  to  improve  the  quality  of  buyer-supplier
relationships to identify best practices to facilitate supply chain process alignment and integration (Fynes, Voss and de
Burca, 2005; Park, Hartley, and Wilson, 2001). In addition, there should be strategic supply chain partners’ coalitions to
increase collaboration efforts in value creating activities such as research, product development, manufacturing, marketing,
sales, and distribution (Maheswari, Kumar, and Kumar, 2006).

The  quality  of  supply  chain  relationships  may  influence  strategic  and  operational  capabilities  by  providing
organizations  with  significant  ongoing  benefits  (Stuart,  1997).   Also,  strategic  buyer-supplier  relationships  enable
organizations to work more effectively with fewer important  buyer-suppliers willing to share responsibility for product
success (Li, Ragu-Nathan, Ragu-Nathan, and Rao, 2006). Hence, these supply chain relationships can provide benefits in
terms of financial performance as indicated by Tsai (2007). Vereecke and Muylle (2006) stressed that strategic relationships
between  buyer-suppliers  and  manufacturers  significantly  impact  supply  chain  performance  and  various  aspects  of
competitive advantage.

However, past research findings are not consistent as to which variables affect buyer-supplier relationships. In this
sense, Sosa, Svensson and Mysen (2012) suggest that the aim of the research should be in exploring other business and
manufacturing contexts other  than samples  from the United States  or  Europe in  previous studies.  Therefore,  using all
dimensions considered in previous literature, the goal of this research is to develop a conceptual framework by analyzing
buyer-supplier linkages in Puerto Rican manufacturing firms.

FRAME OF REFERENCE AND HYPOTHESES

Trust
Trust is considered to be an essential component of relationship quality (Crosby, Evans, and Cowles, 1990; Morgan

and Hunt 1994). Many factors may contribute to the quality of a buyer-supplier relationship.  For Crosby et al. (1990),
relationship quality has two dimensions: trust and satisfaction. Trust is often cited as a critical ingredient for determining
relationship success (Dwyer et al., 1987; Morgan and Hunt, 1994). Also, trust is believed to mitigate risk and increase
cooperation in exchange relationships (Schurr and Ozanne, 1985; Swan and Nolan, 1985). Then, to test this contention, it is
proposed that firms need to develop strong relationships with customers to achieve higher performance. This leads to the
first hypothesis:

H1 Buyers’ trust  in  the  supplier  relates  positively  to  the  perceived  importance  of

1



relationship quality 

Business Control
Internal supply chain integration requires a planning and control system that manages the inflow and outflow of

goods in organizations (Stevens,  1989).  In  this sense,  Ambler et al.  (1999),  business laws’ inconsistencies and strong
government  control  over  limited  resources  also affect  supply chain  relationship  management.  Another  focus  could be
organizational  restructuring for  increased  effectiveness  through evolving flexibility achieved  from higher  stability and
controls (Cameron, 2004). Hald (2007) points out several reasons for difficulties in adopting system thinking in a firm. Its
employees, planners and boundary spanning managers’ external management and control are more often considered less
important than management and control of internal  activities and processes. These statements provide the basis for the
second hypothesis:

H2 Buyers’ business control of the supplier relates positively  to the perceived importance of relationship
quality.

Risk
Some authors such as Ramsay (1996) warn that integrated supply chain relationships are not always justified, and

Leavy (1994) cautions that firms may often overestimate integration benefits while ignoring potential shortcomings. Scott,
Daugherty, and Dudley (1994) state that such risks include heavy reliance on a single partner, decreased competitiveness
due  to  complacency,  and  over  specialization  within  partnerships.  Others,  such  as  Olsson  and  Skjöldebrand  (2008),
emphasized that organizations need to ensure product safety, risk reduction, business continuance, and responsiveness to
environmental  threats.  These require adequate risk sharing and traceability handling and development  of  supply chain
networks. These different approaches raise the third hypothesis:

H3 Buyers’ risk with the supplier relates positively to the perceived importance of relationship quality.

Business Strategies
Entrepreneurial  skills  such  as  creativity,  risk-taking,  and  problem-solving  are  considered  to  be  important  for

strategic supply managers (Giunipero, Denslow, and Eltantawy, 2005; Handfield, Petersen, Cousins, and Lawson, 2009), but
researchers have not explicitly examined if these skills actually influence relationships. The misalignment could result in
low synergy in processes, usually due to difficulties in managers’ communication of strategy to other levels within the
company (Luftman, 2000; Papke-Shields and Malhotra, 2001). However, Lin, Chow, Madu, Kuei, and Yu (2005), stated that
a lot of organizations include employees in quality management practices. These are significantly correlated with supplier
participation strategy and influence tangible business results and customer satisfaction levels. Rather than simply sharing
strategies,  strategic  supply  managers  influence  their  internal  customers  when  developing  requirements  and  selecting
suppliers.  Consequently,  they  manage  suppliers  to  attain  the  best  possible  value  for  their  organizations.   Effectively
influencing internal customers is a key strategic role and one that remains elusive to many supply managers (Tassabehji and
Moorhouse, 2008).

H4 Buyers’ business strategy with the supplier relates positively to the perceived importance of relationship
quality.

Business Communications
Anderson and Naurus (1990) state that communication entails more than sharing formal or informal information.

Meanwhile, Morgan and Hunt (1994) concluded that communication requires timely information to solve problems and
align perceptions with expectations.  According to Naude and Buttle (2000) and Parsons (2002),  communication is an
essential complement for supply chain relationships. In addition, Chang (2007) found that good communication arises as
part  of  engagement  in  the  common  objective  of  improving  supply  chain  relationships’ quality.  Both  parties  in  the
relationship must maintain a long term working relationship and monitor communication initiatives’ effectiveness. Supply
managers  acquire  multiple  perspectives  from  acting  entrepreneurially.  The  dependency  among  supply  chain  firms
(McFarland, Bloodgood, and Payan, 2008) requires that supply managers work to enhance communication, cohesion, and
cooperation both within and across firms. This leads to the fifth hypothesis:

H5 Buyers’ business  communication  with  the  supplier  relates  positively  to  the  perceived  importance  of
relationship quality.

Collaboration
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The  key  characteristic  of  logistics  integration  is  that  supply  chain  partner’s  influence  each  other’s  actions.
Therefore, logistics integration has focused on how suppliers, transporters, and customers may be linked through planning
and inventory collaboration to reduce inventories and minimize the impact of other cost  drivers (Holweg et  al.,  2005;
Lamming, Caldwell, Harrison, and Phillips,  2001). According to Nix, Zacharia, Lusch, Bridges, and Thomas (2004), it is
necessary to understand the nature and scope of collaborations occurring in supply chains and the factors that determine
high levels of collaboration intensity. Successful collaboration also depends on identifying business expectations and the
key knowledge resources and organizational capabilities that drive them. Early in their research, they discovered that there
is considerable confusion about the definition of collaboration and influence in the supply chain. In addition,  Betts and
Tadisina (2009) understand that environmental uncertainties are factors that influence the degree supply chain collaboration.
These factors provide the basis for the sixth hypothesis:

H6 Buyers’ collaboration with the  supplier  relates  positively  to  the  perceived  importance  of  relationship
quality.

Commitment
Commitment may be defined as an enduring desire to maintain a valuable relationship (Moorman et al., 1992).

Commitment shows the importance of partnerships and is an important variable for the measurement of quality in future
relationships (Wilson, 1995). Cannon and Homburg (2001) suggested that suppliers may improve their performance by
enhancing customers’ performance and companies’ commitment. According to Fink, Edelman, and Hatten (2007), there are
different  factors,  including  performance,  environment  uncertainty,  and  relational  norms,  that  influence  companies’
commitments  to  suppliers.  However,  supplier  behavior  and  commitment  may influence  the  duration  of  buyer-supplier
relationships, because this may give suppliers a better bargaining position (Lai, Cheng, and Yeung, 2005). Magistris and
Gracia  (2008)  propose  that  the  quality  of  relationships  is  a  combination  of  constructs  consisting  of  satisfaction,
commitment,  and  trust  which  affect  the  willingness  for  closely  cooperating  with  the  buyer-supplier.  To  increase
competitiveness,  chain stakeholders have to implement  quality communication systems with their  buyers-suppliers  and
build higher trust, commitment, and satisfaction among them. Commitment can also be considered an important element of
quality of relationships (Batt and Miller, 2004; Fisher et al., 2008). Based on these arguments, the following is consequently
hypothesized:

H7 Buyers’ commitment to the supplier relates positively to the perceived importance of relationship quality.

Information Technology
Manufacturing  companies  are  constantly  introducing  new  knowledge  and  technologies  to  provide  proper

information,  of  a  technical  and  managerial  nature,  resulting  in  internal  misalignment  between  operating  processes
(Smaczny, 2001). The result of combining information technology with process flexibility is to achieve technical accuracy
and development of different product designs (O’Regan and Ghobadian, 2005; Ward, McCreery, and Anand, 2007).  Wu,
Chou, Shih, and Wang (2011) pointed out that information technologies may be used to share order processing and material
inventory information and sales  reports,  profit  data,  and capacity plans with partners  in  an  accurate and fast  manner.
Consequently, performance will be enhanced. In addition, information sharing is more influential to outputs of supply chain
performance. Nyaga,  Whipple, and Lynch (2010) showed that collaborative activities, such as information sharing, joint
relationship effort, and dedicated investments lead to trust and commitment. Other authors show that strategic relationships
with suppliers  can  evolve if  manufacturers  establish partnerships,  strategic alliances,  and joint  ventures  that  explicitly
manifest sharing of resources, information technology, projects, research, and cost savings among suppliers and customers
(Field and Meile, 2008; Fynes and Voss, 2002; Kouvelis, Chambers, and Wang, 2006).  This leads to the eighth hypothesis:

H8 Buyers’ information  technology  with  the  supplier  relates  positively  to  the  perceived  importance  of
relationship quality.

Dependability
There are discrepancies between researchers about the influence of dependability over the quality of suppliers’

relationship.  Lyons  and  Mehta  (1997)  stated  that  firm  perception  of  its  partner’s  dependability  positively  influences
partner’s trust. This may be due to a firm believing that the partner firm realizes that potential benefits of acting in a
trustworthy manner far exceed the benefits of acting in an opportunistic way. Meanwhile, Boniface, Gyau, Striger, and
Umberger  (2010)  found that  price  flexibility and  dependability do  not  influence  either  the  relationship  quality or  the
suppliers’ perception of the quality of their relationships with the buyers. This result contrasts with other research findings
such as Batt (2003) and Heide and John (1992) who state that dependability reduces the trust level.  Benton and Maloni
(2005) agreed that dependability has a significant potential risk of supply chain integration as it concerns loss of relationship
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control. Specifically, dependability can lead to opportunism by partners and subsequently dissolve many of the relational
elements  that  are  necessary for  the  development  of  effective buyer-supplier  relationships.  Nonetheless,  Fugate,  Davis-
Sramek,  and  Goldsby  (2009)  argue  that  manufacturers  face  uncertainty  about  their  resource  supplies,  and  they  are
responding strategically to reduce uncertainty and manage dependability.  These arguments lead to the hypothesis:

H9 Buyers’ dependability upon the supplier relates positively  to the perceived importance of relationship
quality.

Cooperation
Good and cooperative relationships arise from mutual trust and commitment among partnership parties. Mutual

trust is an important factor determining the success of long-term cooperation. On cooperative relationships, trust building
(Buvik and Halskau, 2001) is identified as potential contingent conditions for activities such as joint decision making and
resulting outcomes. A possible explanation is that cooperation between buyer and supplier is often related to a variety of
aspects such as assets’ sharing, common strategic vision on market development opportunities, and implementation of joint
improvement programs (Romano, 2002). Whether a firm has resources and technologies desired by another firm seeking
cooperation and whether the two cooperating members can develop mutual trust and commitment are very influential to
cooperative performance (Lewis, 1990). Gold, Malhotra, and Segars (2001) argued that frequent information exchanges
between cooperative members could help each to more appropriately respond to the other’s needs and, ultimately, obtain
better cooperative performance, enhancing efficiency and effectiveness.  Lambe, Spekman, and Hunt (2000) state that a
prolonged relationship may also lead to partners’ satisfaction with cooperation.  Moreover, as supported by Kanji and Wong
(1999),  a  cooperative  relationship  may  require  cultural  changes  among  the  people  in  the  supply  chain.  This  is
conceptualized in the following hypothesis:

H10 Buyers’ cooperation  with  the  supplier  relates  positively  to  the  perceived  importance  of  relationship
quality.

Organizational Culture
According to Gallear and Ghobadia (2004),  organizational  culture is somewhat intangible,  and independent of

precise cultural aspirations. In order to change or maintain the desired culture, an organization needs a set of facilitating
channels.  Yunus  and  Tadisina  (2010)  visualize  the  organizational  culture,  as  one  of  the  critical  characteristics  of  an
organization. In addition, it significantly influences the degree of integration between a focal firm and its supply chain
partners. Flynn, Huo, and Zhao (2010) realized that supply chain integration is highly influenced by the organizational
culture, and that it takes time for supply chain integration to affect firm performance. 

Furthermore, Denison and Mishra (1995) show that organizational culture might influence organizational goals’
efficiency and effectiveness. Consequently, firms with an external focus culture will undergo a more smooth integration
process relative to those with an internal focus culture (Fawcett and Magnan, 2002). Nonetheless, Kotter and Heskett (1992)
argued that culture is the result of the management process, thus reversing the cause and effect  relationship. They too
proposed that culture is composed of two elements: values and behavioral practices.  Klein, Masi and  Weidner (1995)
concluded that leaders are integral to the formation of culture norms and values as perceived by employees. Many scholars
consider culture as a key factor underpinning organizational success (Detert, Schroeder, and Mauriel, 2000); particularly in
terms of developing the necessary commitment to any form of change (Huq and Martin, 2000).

Moreover, Detert et al. (2000) state that culture holds an organization together and is a major contributing factor to
an  organization’s  adaptability  and  survival  within  its  external  environment.  Therefore,  any  tools  that  help  to  form
organization culture or its change to a desired state are inherently important. Regardless, in order to change organizational
culture, a set of channels is needed to facilitate change (Bardoel and Sohal, 1999; Harber, Burgess, and Barclay, 1993).
Based on the different authors’ standpoint, the following hypothesis is appropriate:

H11 Buyers’ organizational culture to the supplier relates positively to the perceived importance of relationship
quality.

Responsiveness
Dekkers and Van Luttervelt, (2006) illustrate the move from simpler paradigms to more complicated forms of

network-based organizations driven by lower cost, greater efficiency, and higher customer demand responsiveness. Other
organizations  have  been  prompted  to  establish  alternative  management  strategies  and  to  reconsider  the  design  and
manufacturing of new products in order to be responsive to customers’ unique and rapidly changing needs (Gunasekaran,
Lai,  and  Cheng,  2008).  In  this  sense,  Reichhart  and Holweg (2007)  agree  that  other  organizations  are  contemplating
strategies to increase their responsiveness to customer needs by offering high product variety with short lead-times. They
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also refer to responsive as a distinct, independent concept in the operations literature. Lee (2002) posits that efficient and
responsive supply chain strategies are associated with stable supply processes. An innovative product, on the other hand,
must  be  responsive  by  strategically  reducing  lead  times  and  postponing  product  customization  to  quickly  address
unpredictable customer demand. In addition, Goldsby, Griffis, and Roath (2006) suggested that both lean management and
agility are a hybrid of the two supply chain strategies, combining efficient and responsive practices.  These concepts are
reflected in the following hypothesis:

H12 Buyers’ responsiveness with the supplier relates positively  to the perceived importance of relationship
quality.

Flexibility
According to  Perner  (2009),  changes  in  the  business  environment  cause  increasing  market  place  uncertainty.

Furthermore, Fabbe-Costes and Jahre (2009) state that supply chain flexibility is an ability to deal with change (certain or
uncertain), by judiciously providing and exploiting controllable options dynamically with little penalty in time, effort, cost
or performance. In addition, Ketchen and Hult (2007) proposed that flexibility refers to supply chain’s responsiveness to
changing user needs.  Flexibility refers to both the supply chain process itself and the product or service provided. Kumar,
Fantazy, Kumar, and Boyle (2006) define supply chain flexibility as the ability of supply chain partners to restructure their
operations, align their strategies, and share their responsibilities. These statements are the basis for the final hypothesis:

H13 Buyers’ flexibility with the supplier relates positively to the perceived importance of relationship quality.

METHODOLOGY

Research Context and Sample
This research was performed in Puerto Rico using a questionnaire survey, with fourteen variables (one dependent

and 13 independent). Subjects responded to five-point Likert-type scales for all variables. These scales were anchored at (5)
strongly agree and (1)  strongly disagree.  Each  company’s  buyer-supplier  was  contacted by phone to  determine  if  the
respondent was available to answer the questionnaire and, if not, to identify another person who was. The questionnaire was
sent  by email  to  the  appropriate  individual  at  each  company.  The Puerto Rican sampling frame consisted  of  the 512
respondents  of  manufacturing  companies,  members  of  the  Puerto  Rico  Manufacturer  Association.  Returned  usable
questionnaires totaled 136, generating a response rate of 26.6%. 

RESULTS

Exploratory Factor Analysis 
To examine the underlying pattern of the quality construct items in Puerto Rican business relationships, exploratory

factor analysis (Norusis,  1993) was used (see Table 1). Criterion validity of the research instrument was based on the
relationship between the thirteen variables and the quality relationship with suppliers. Principal component is used for factor
extraction, and Varimax method, to rotate the initial factor solution. The factor solution accounts approximately for 82% of
the total  variance.  The communalities  for  each of  the  items are within the range from 0.71 to  0.88.  The measure  of
Cronbach’s alpha for each of factor is within the range from 0.73 to 0.94 except for the outsourcing construct. According to
Hair et al., (2006), factor loadings above 0.5 are interpreted as significant.

Summary of Results and Test of Hypotheses
A regression analysis was conducted to test the proposed hypotheses (Table 2). 
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Item

Factor
1 2 3 4 5 6 7 8 9 10 11 12

Control (a)
0.840 0.195 0.101 0.201 -0.003 0.140 0.026 0.194 -0.003 0.017 0.112 0.123

Control (b)
0.781 0.112 0.147 0.119 -0.014 0.184 0.067 0.132 0.192 0.068 0.176 0.202

Control (c)
0.825 0.122 0.129 0.037 -0.042 0.074 0.128 0.083 0.237 0.210 0.080 0.118

Communication (a)
0.232 0.765 0.164 0.239 -0.034 0.251 0.068 0.107 0.084 0.044 0.166 0.183

Communication (b)
0.148 0.816 0.125 0.173 -0.039 0.202 0.143 0.112 0.182 0.195 0.181 0.038

Communication  (c )
0.121 0.798 0.132 0.160 -0.032 0.241 0.108 0.124 0.212 0.167 0.192 0.044

Flexibility (a)
0.182 0.205 0.784 0.057 0.099 0.074 -0.025 0.117 -0.042 0.082 0.122 0.127

Flexibility (b)
0.059 0.098 0.815 0.329 0.081 0.117 0.064 0.078 0.139 0.125 0.056 0.073

Flexibility  (c )
0.155 0.054 0.764 0.253 0.152 0.218 0.237 0.119 0.149 0.087 -0.015 0.088

Cooperative (a)
0.158 0.295 0.125 0.758 -0.005 0.107 0.103 0.082 0.098 0.028 0.109 -0.028

Cooperative (b)
-0.012 0.081 0.179 0.816 0.010 0.174 0.135 0.209 0.148 0.044 0.050 0.126

Cooperative (c )
0.212 0.110 0.270 0.707 0.068 -0.075 0.091 0.156 0.098 0.056 0.128 0.010

Dependency (a)
-0.041 -0.006 0.057 0.081 0.818 -0.047 0.141 0.144 -0.082 0.114 -0.006 0.196

Dependency (b)
-0.001 -0.079 0.133 -0.082 0.872 0.114 0.010 0.084 0.110 -0.009 0.059 -0.178

Dependency  (c )
-0.001 0.001 0.072 0.063 0.804 0.000 0.093 0.180 0.202 0.072 -0.013 0.031

Collaboration (a)
0.179 0.311 0.161 -0.011 -0.050 0.655 0.249 0.168 0.089 -0.072 -0.058 0.136

Collaboration (b)
0.252 0.206 0.141 0.201 0.156 0.693 0.097 0.102 0.056 0.190 0.160 0.163

Collaboration (c )
0.076 0.316 0.116 0.096 -0.022 0.720 0.346 -0.033 0.131 0.052 -0.006 0.146

Trust (a)
0.084 0.024 0.175 -0.003 0.050 0.337 0.683 0.101 0.294 -0.015 0.270 -0.129

Trust (b)
0.045 0.159 0.119 0.084 0.139 0.216 0.759 0.248 0.166 0.075 0.230 -0.009

Trust (c )
0.095 0.107 0.004 0.249 0.148 0.099 0.831 0.046 -0.017 0.096 -0.069 0.161

Commitment (a)
0.097 0.024 0.162 0.284 0.066 0.280 0.150 0.737 0.097 0.027 0.087 0.073
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Commitment (b)
0.230 0.148 0.039 0.050 0.355 0.023 0.109 0.758 -0.018 0.081 -0.049 -0.020

Commitment (c )
0.099 0.130 0.125 0.162 0.152 -0.036 0.080 0.819 0.147 0.133 0.150 0.038

Risk (a)
0.067 0.149 0.08 0.192 0.133 -0.046 0.118 0.049 0.820 0.116 0.094 0.130

Risk (b)
0.306 0.155 0.079 0.105 0.116 0.272 0.011 0.116 0.666 0.145 0.186 0.224

Risk (c )
0.260 0.264 0.076 0.113 0.051 0.230 0.313 0.147 0.614 0.081 0.084 0.123

Information Technology (a)
-0.083 -0.009 0.004 0.079 0.326 -0.049 0.158 0.091 -0.018 0.729 0.010 0.225

Information Technology (b)
0.175 0.259 0.182 -0.095 0.014 0.205 0.023 0.08 0.125 0.735 0.156 -0.112

Information Technology (c )
0.188 0.112 0.092 0.128 -0.030 0.004 0.002 0.072 0.162 0.795 0.097 0.135

Culture (a)
0.218 0.308 -0.005 0.088 -0.026 -0.065 0.168 0.082 0.106 0.098 0.804 0.160

Culture (b)
0.151 0.184 0.167 0.233 0.067 0.155 0.097 0.105 0.184 0.175 0.737 0.157

Strategy (a)
0.351 0.181 0.161 0.064 0.036 0.244 0.080 -0.012 0.218 0.136 0.120 0.700

Strategy (b)
0.338 0.107 0.211 0.017 -0.018 0.165 0.008 0.016 0.277 0.225 0.331 0.603

Strategy (c )
0.265 0.071 0.213 0.127 0.106 0.360 0.083 0.273 0.326 0.108 0.269 0.542

Outsourcing (a)
0.134 -0.034 -0.102 -0.027 0.135 0.154 -0.008 -0.108 0.005 0.190 0.050 -0.098

Outsourcing (b)
0.014 0.180 0.367 0.168 0.037 -0.208 0.238 0.243 0.069 -0.087 -0.034 0.154

Total explained variance per 
factor

8.23 7.69 7.07 6.85 6.84 6.79 6.47 6.47 6.24 5.85 5.04 4.69

Cumulative explained total 
variance

8.23 15.92 22.98 29.83 36.67 43.46 49.93 56.41 62.65 68.5 73.54 78.23

Cronbach’s Alpha 0.907 0.945 0.866 0.817 0.833 0.826 0.828 0.827 0.825 0.731 0.827 0.880

Table 1: Results of the exploratory factor analysis.
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IMPLICATIONS AND CONCLUSIONS
This  research  provides  empirical  evidence  that  constructs  used  to  define  the  quality  relationship  with

suppliers  do  vary  in  importance.  Supply  chain  quality  relationship  has  a  positive  impact  on  supply  chain
performance. Suppliers can improve supply chain performance by developing and engaging in deep partnership in
supply chain relationships (Nonino and Panizzolo, 2007; Zhang and Dilts, 2004). These findings extend the results
of previous research in regards to supply chain quality relationship as a dependent variable.

To facilitate information sharing and collaboration, supply chain partners need to build mutual trust. The
most fundamental factor that contributes to trust is economic satisfaction. In addition, it is necessary to support
partners  through  managerial  consulting  and  education  and  to  maintain  transaction  transparency  to  build  trust
satisfaction  (Fardipour  et  al.,  2009).   Mentzer  et  al.  (2001)  suggest  that,  under  an  uncertain  and  dynamic
environment, mutual interdependency helps constrain and reduce conflict and dissatisfaction.

The  relationships  regarded  as  investments  yield  future  potential  revenues  instead  of  costs.   Effective
relationships  management  demands  a  different  mindset  than  in  traditional  economic  theory.  Along  with  these
findings, there are investigations that support the argument that effective supply chain quality relationship based on
a platform of interdependency support the network perspective (Zhang and Dilts, 2004) rather than the traditional
(Wang et  al.,  2007) independent view of individual decision making based on economic theory.   However,  the
management of close relationships based on cooperation, commitment, and trust brings a greater level of stress and
strain to managers than arm’s length business relationships.

Businesses operating in highly competitive intensive markets are likely to have a greater need for effective
supply  chain  quality  relationship  based  on  interactive  communications,  cooperation,  adaptation,  and  trust.
Continuous  development  and  management  of  relationships  prevents  institutionalization  (Davenport,  1993).
Institutionalization in this context reflects increased levels of complacency, loss of dynamism, and acceptance of
things as  they are rather  than continuous improvement aspirations (Fynes et  al.,  2005).  Strong quality supplier
relationships are always desirable and show that highly innovative manufacturing companies are likely to have
problems in managing deeper relationships (Wang and Regan, 2003).

The theoretical insights outline the quality of relationships associated with research constructs like culture,
strategy, trust, satisfaction, flexibility, and commitment. Further research, both theoretical and empirical, will benefit
from these insights.  Traditionally,  performance outcomes were measured solely in financial  terms; the multiple
stakeholder approach relies on financial, human and operational dimensions (Gehani, 1998; Lurquin, 1996; Trappey
and Lai, 1996). Therefore, this research is allowing for contemporary development of theories related to the strategic
quality  relationships.  From  a  managerial  view,  the  insights  gained  will  provide  management  with  detailed
knowledge and understanding concerning the quality of relationships with suppliers considering relevant research
elements.  It  shows these  elements  in  a  manner  that  management  can  easily interpret  and  understand.  A most
revealing insight is that not only the importance of shared values, norms and behaviors but also their influence over
performance improvements.

LIMITATIONS AND SUGGESTIONS FOR FURTHER RESEARCH
All research studies have limitations and finite scopes.  At first, the data was restricted to organizations that

were members of the Puerto Rico Manufacturers Association. Secondly, some organizations have internal policies
that  limit  their  participation in  this  type  of research.  Understanding relationship quality achievement  and more
related objective measures of performance would probably be more insightful.  

Further research is necessary into which factors typically occur together and which combination of factors
may lead to different  relationship situations.   In  addition, it  should be determined whether  there is  an optimal
sequence of factors occurring within the development of relationships.  

Moreover, the conceptual model was not elaborately tested in a large-scale survey for different industries;
this  could  be  a  topic  of  further  research.  Other  constructs  can  arise  to  determine  the  elements  of  a  quality
relationship  with  the  suppliers  once  a  company  identifies  their  potential  partner  or  supplier.  Two  constructs,
responsiveness and dependability, did not have significant influence and were not included in the model. Future
research  should  be  performed  focusing  on  these  variables.  As  such,  this  model  does  not  necessarily  have
requirements such as large investments of resources, development of special infrastructure, creation of new entities,
and dramatic realignment of business performance.  Rather, the empirical support for this research model reaffirms
the value of doing simple things and using existing infrastructure.  In this way, the model was focused on the quality
relationship integrity rather than encouragement of further investment in information systems.

The model presented in this research provides opportunities to build on its theoretical base.  For example,
alternative measures  for  the thirteen  constructs  may be developed by incorporating other  suggestions from the
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literature.  Also, this model may be considered as a starting point for other models with increased coverage.  Ideally,
this model may be customized based on the needs of each organization to get a realistic idea of required efforts.
Additional questions may be raised to provide answers related to the interaction of different variables with the
supply chain.  Other specific research could seek to clarify any dilemmas to obtain a better understanding of each
concept.

In conclusion, this paper significantly contributes to provide a decision-making framework.  Even though
many  organizations  implement  strategies  based  on  intuition,  executive  judgment,  and  competition,  they  must
implement plans for specific processes.  Organizations may be focusing on important aspects, but others that may
need to be strengthened are possibly ignored.  In  particular,  the constructs,  especially quality relationship with
suppliers, were developed using a validated methodology.
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