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trust-commitment relationship on
electronic commerce strategic

planning
Jhih-Ming Lai and Gwo-Guang Lee
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Wei-Lin Hsu
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Abstract

Purpose – The purpose of this paper is to examine the influence of partnership (i.e. partner’s trust
and commitment) on electronic commerce strategic planning (ECSP), and the strategic benefits of
expanding partnership. Beyond this research objective, this paper attempts to draw conclusions on the
benefits of seeing such trust and commitment as common sense.

Design/methodology/approach – A total of 166 Chief information officers were selected from the
top 1000 largest firms in Taiwan to test the relations within the research model. Moreover, the
structural equation modeling technique was used to evaluate the research model.

Findings – Partner trust significantly influences electronic commerce strategic planning. The results
also indicate that the success of ECSP enables firms to achieve the strategic benefits of electronic
commerce.

Research limitations/implications – This study demonstrates the need to separate the partner’s
trust and commitment from the environmental context when discussing certain questions related to
environmental issues. Future ECSP studies could seek an enhanced understanding of the effects on
investigations of other attributes of partnership.

Practical implications – Top managers and information system executives who are considering
the process of ECSP must know that the first step is to acquire the partner’s trust. And then, they need
to make a commitment to their partners in order to gain the strategic benefits. The skills and actions to
achieve these steps should become common sense for these executives.

Originality/value – This paper contributes to ECSP research by clarifying the effects of both
partner trust and partner commitment on the ECSP, and provides a valuable reference for EC strategic
planners, as well as researchers interested in EC strategic planning and management.

Keywords Partnership, Trust, Electronic commerce, Strategic planning, Taiwan

Paper type Research paper

Introduction
Partnership has been defined as “an inter-organizational relationship to achieve shared
goals of the participants” (Lee, 2001), and “the formation of partnership is motivated
primarily to gain competitive advantage in the marketplace” (Mohr and Spekman,
1994). Henderson (1990) argued partnership can be divided into internal partnership
(relationships of different departments in one firm) and external partnership
(relationships between different firms), the good internal partnership can help firm to
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achieve their business objectives and the good external partnership can share risks and
benefits with their partner firms. The importance of partnership has been widely
discussed in diverse fields such as inter-organizational relationships (IOR) (e.g. Hart
and Saunders, 1997), marketing (e.g. Geyskens et al., 1996), information system (IS)
outsourcing (e.g. Lee, 2001) and IS strategic planning (ISSP) (e.g. Segars and Grover,
1998).

Electronic commerce (EC) involves not only buying and selling goods, but also
various processes integrated within and across firms (Chang et al., 2003). Because
partners can bring access to useful technologies, new markets, and complementary
skills (Powell, 1987), therefore firms need closed cooperation with external partners
(Gulati and Kletter, 2005). For example, in Taiwan, EC firms usually concentrate on
selling products on the web and use a complex internet-payment mechanism such as
personal information certification, credit authorization, collection and payment to the
bank. But it is not easy to get a suitable and trustworthy bank to cooperate.
Transaction cost theory (Williamson, 1985) argues that the establishment of
partnership is very expensive. Incomplete contract theory (Grossman and Hart,
1986) discusses that it is impossible to write and enforce the detailed and complete
contracts to avoid the opportunistic behavior of cooperators. Therefore, no policy or
procedural restraints can guarantee thorough and comprehensive loyalty in IOR. An
ideal situation is if the parties in such IOR are trustworthy, then a more intimate
partnership can be established by mutual and effective cooperation. This requires
continuous attention to indications of trustworthiness, and such continuous attention
will become habitual only if it becomes part of the common sense of those staff
members who are in contact with the partners. However, there is little literature, which
mentions the influence of partnership to EC from the external partner perspective.

Morgan and Hunt (1994) suggest that both partner’s trust and commitment could be
considered as the core of cooperative relationship. This perspective implies that
partner’s trust and commitment can provide a guarantee for more effective
cooperation. It has been argued that managers are exhorted to move toward
long-term collaborative strategic partnerships with external business partners
(Bensaou, 1999).

This study focuses on two partnership attributes, i.e. partner trust and partner
commitment, as antecedents for promoting implementation of EC strategic planning
(ECSP). The implementation of strategic planning provides the means to achieve
strategic goals and increase competitive advantages (Porter, 1985). As ISSP in most
firms has shifted toward ECSP (Pai, 2006), ECSP can be seen as a special realization of
ISSP. In this study, we refer to the ISSP definition of Lederer and Sethi (1996), and
define ECSP as “the process of identifying a portfolio of” internet-based “applications
that can not only integrate” EC “processes within and beyond a firm, but also help that
firm to achieve strategic benefits”. EC ventures may fail due to a lack of strategic
planning (Kao and Decou, 2003). Therefore, a formal plan is essential to provide
direction and focus for EC planning (Teo and Ranganathan, 2004).

The main purpose of this study is to examine the influence of partnership on the
ECSP, and the influence of expanding partnership arrangements on possible strategic
benefits. The empirical results of this study will be of interest to top managers who
initiate or conduct EC strategic planning, and to researchers in the field of EC
management and planning.
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Literature review
Two attributes of partnership: partner’s trust and commitment
This study examines the influence of partner’s trust and commitment on effective
partnership relations. Morgan and Hunt (1994) proposed a commitment-trust theory that
identifies three reasons why trust and commitment are key attributes. First, both trust
and commitment encourage individuals to actively try to preserve relationship
investments by cooperating with partners. Second, both trust and commitment resist
attractive short-term alternatives in favor of pursuing the expected long-term benefits of
staying with existing partners. Third, both trust and commitment view potentially
high-risk actions as prudent due to their belief that their partners will not act
opportunistically. Therefore, a high-quality partnership must depend on establishing
adequate trust and commitment between partners (Bresnen and Marshall, 2000). Only
when both trust and commitment exist simultaneously (Morgan and Hunt, 1994), and
become part of common sense, such common sense could bring more beneficial outcomes.

Electronic commerce strategic planning (ECSP)
The theoretical framework of ECSP is adapted from the model of planning system
success (Venkatraman and Ramanujam, 1987). Lee et al. (2005) adopted the model to
demonstrate the influence of environmental and organizational factors on the success
of internet-based inter-organizational systems planning. In this study, the model of Lee
et al. is modified to fit the EC environment. This proposed that the domain of ECSP
involves three measurable constructs: alignment of ECSP, improvement in ECSP
capabilities, and fulfillment of EC strategic benefits. The overall framework for ECSP
can be considered a process-output linkage (Henderson and Sifonis, 1988).

The relationship between partners and ECSP
Strategic alignment requires not only an internal business-technology alignment
(internal consistency) but also a buyer-supplier relationship alignment (external
validity) (Handfield et al., 2000). Consequently, the participation of external partners
strongly influences a firm’s strategic alignment and outcomes. This view corresponds
to an empirical study on a web shopping mall in which buyer-supplier relations are
demonstrated to positively influence both alignment and competitive advantage
(Lederer et al., 2001). Furthermore, effective strategic planning must have external
validity (Henderson and Sifonis, 1988). Partners can be considered as assessors who
are located within the external environment and can facilitate the confirmation of
planning process validity as well as influencing firm’s ECSP (Lee and Lim, 2003;
Raymond, 2001). Therefore, the adoption of partnership perspective fits the external
validity of strategic planning.

Research model and hypotheses
Based on the literature reviews, e.g. Morgan and Hunt (1994) as well as Lee et al. (2005),
the research model (Figure 1) comprises two domains: partnership and planning
process-output of EC. Choe (2003) pointed out that firms can handle environmental
uncertainty by creating inter-organizational links between buyers and suppliers, and
then external partners can provide suggestions for coping with certain problems.
Therefore, partnerships may significantly influence a firm’s ECSP (Lee and Lim, 2003;
Raymond, 2001).

ECSP

493

D
ow

nl
oa

de
d 

by
 K

IT
 L

ib
ra

ry
 A

t 0
8:

58
 3

0 
N

ov
em

be
r 

20
18

 (
PT

)



Partner trust
Partner trust refers to the reliance (or confidence) between partners. Two different
conceptualizations of trust exist in social reality: viewing trust as a cooperative
behavior, and viewing trust as a psychological construct (Lewis and Weigert, 1985).
Meanwhile, partner trust has also been defined as one party having confidence in the
reliability and integrity of an exchange partner (Morgan and Hunt, 1994). Partner trust
can be defined as a belief that partners will act to achieve positive outcomes as well as
not unexpectedly taking actions that result in negative outcomes (Anderson and Narus,
1990). Trust enables parties in a relationship to develop confidence that can yield
long-term benefits (Anderson and Weitz, 1989).

Partner commitment
Partner commitment refers to an exchange partner believing that a valued relationship
with another is considered sufficiently important to warrant making a maximum effort
at maintaining it; that is, the committed party believes the relationship is worth
maintaining to ensure it endures indefinitely (Morgan and Hunt, 1994). Commitment
has been classified into various types, affective commitment and calculative
commitment (Geyskens et al., 1996). Affectively committed channel members wish
to maintain relationships because they like the partner and enjoy the partnership, while
calculative commitment indicates the extent to which channel members perceive the
need to maintain a relationship given the significant termination or switching costs
associated with leaving. Simultaneously, the conceptualized affective commitment and
calculative commitment have been identified as mutual independence. Kumar et al.
(1994) contended that two consequences of affective commitment surpass calculative
commitment. First, affectively committed partners invest more in the relationship than
calculative commitment parties. Second, affectively committed partners are more
resistant to opportunistic behavior. Consequently, this study adopts “affective
commitment” as a generic term for “partner commitment”.

Partner trust is considered important in understanding expectations for cooperation
and planning (Dwyer et al., 1987). Thus, trust reinforces the prospect of continuity in a
relationship representing a commitment to maintain an IOR in the future (Hart and
Saunders, 1997). Since commitment entails vulnerability, only trustworthy partners are
sought after (Geyskens et al., 1996). During development of commitment the parties
identify trustworthy partners, the mechanism for governing the cooperative
relationship is established, and the commitments among the parties are either
codified in a formal legal contract or become an informal psychological contract (Ring
and Van de Ven, 1994). This process clearly reveals the relationship between trust and
commitment; that is, it uses trustworthiness as a basis for codifying commitment to
partners to keep their promises and complete deals. Numerous empirical research has

Figure 1.
Research model
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demonstrated the existence of these positive trust-commitment relationships (see
Lusch et al., 2003; Walter, 2003). Therefore, based on the above, we hypothesize:

H1. Partner trust positively impacts partner commitment.

Some investigations have demonstrated that partner trust leads to benefits (Hosmer,
1995), while other studies have shown that partner commitment achieves benefits
(Mathieu and Zajac, 1990). Yet other studies have demonstrated that partnership leads
to benefits (Chang et al., 2003). This study argued that is necessary to separate the
partnership context into partner trust and partner commitment. Therefore, these two
attributes are discussed in relation to the EC strategic benefits, thus avoiding
moderation between partner trust and partner commitment. Numerous empirical
research has demonstrated the positive relationships between partner trust and
fulfillment of EC strategic benefits (see Lee and Lim, 2003), partner commitment and
fulfillment of EC strategic benefits (see Kumar et al., 1994). Therefore, based on the
above, we hypothesize the following:

H2. Partner trust positively impacts fulfillment of EC strategic benefits.

H3. Partner commitment positively impacts fulfillment of EC strategic benefits.

Alignment of ECSP
Alignment involves a close link between EC strategy and business strategy (Earl,
1993). Alignment is not an event but rather is a process of continuous adaptation and
change (Henderson and Venkatraman, 1993), and it is a generally accepted key factor
for successful IS planning (Segars and Grover, 1998). Based on the literature of external
environment (Choe, 2003), customer relations (Lederer et al., 2001), and partnership
(Earl, 1993), there are three empirical studies demonstrating how partnership and
alignment of ECSP are related. Additionally, numerous empirical studies have
demonstrated that increased alignment leads to IS contributions to business benefits
(cf. Bergeron et al., 2004; Choe, 2003). Therefore, the following hypothesis is proposed:

H4. Partner trust positively impacts alignment of ECSP.

H5. Partner commitment positively impacts alignment of ECSP.

H6. Alignment of ECSP positively impacts fulfillment of EC strategic benefits.

Improvement in ECSP capabilities
The effective planning system criterion has been formally defined as an improvement
in system capabilities (Segars and Grover, 1998). However, an effective planning
system should continuously improve in terms of its basic capabilities to support the
firm (Venkatraman and Ramanujam, 1987). Many studies have demonstrated the
relationship between “alignment of ECSP” and “improvement in ECSP capabilities”
(Kunnathur and Shi, 2001; Segars and Grover, 1998). Furthermore, their positive
relationship has also been demonstrated by empirical research (see Lee and Pai, 2003;
Wang and Tai, 2003). Therefore, for consistency with previous studies, this study
presents the following hypothesis:

H7. Alignment of ECSP positively impacts improvement in ECSP capabilities.

ECSP
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A planning system with greater capability to anticipate environmental change and
maintain management control should provide the firm with a better chance of
achieving its planning objectives (Wang and Tai, 2003). Differentiated capabilities can
be created via partnerships, and dot-com operations are for assembling complementary
strategic capabilities through partnerships (Venkatraman, 2000). The relationship
between “improvement in ECSP capabilities” and “fulfillment of EC strategic benefits”
has been demonstrated in numerous empirical studies (see Raghunathan and
Raghunathan, 1994; Wang and Tai, 2003). Consequently, for consistency with previous
studies, the following hypothesis is proposed:

H8. Improvement in ECSP capabilities positively impacts fulfillment of EC
strategic benefits.

The hypotheses model shown in Figure 2. King (1983) argued a direct measurement
and benefits based approach is used to improve planning management. Meanwhile, a
multi-item direct measurement and benefits based indicators are used to measure the
research variables, together with a five-point Likert-type scale.

Based on the literature by Butler and Cantrell (1984), partner trust includes four
measured key factors: openness, honesty, competence and benevolence. The partner
commitment, theory was primarily adapted by Walter (2003). Item development was
primarily adapted by Lusch et al. (2003), three key measured factors were: continuing
investment, short-term sacrifice and long-term benefit orientation.

Item measures for alignment of ECSP were primarily adapted from those developed
by Segars and Grover (1998), and retained four items that had demonstrated validity
by empirical studies (see Lee and Pai, 2003). Items measured to assess the improvement
in ECSP capabilities were also primarily adapted from those developed by Segars and
Grover (1998). Five items were retained, and their validity had to be demonstrated
through empirical studies (see Wang and Tai, 2003).
This study focuses on measuring four strategic benefits: competitiveness and customer
relations (Lederer et al., 2001), market share and customer service quality (Zhuang and
Lederer, 2003).

Figure 2.
Hypotheses model
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Research methodology
Survey procedure
Data were collected via a postal survey. A draft questionnaire was pilot tested by
three management information system (MIS) professors to ensure the content
validity and no problems in the wording. Five Chief information officers (CIOs) were
administered the revised questionnaire and asked to examine it for meaningfulness,
relevance, and clarity, which resulted in some minor modification of the wordings of
certain survey items. The final instrument was mailed to the CIOs of 784 firms
experienced in executed EC, and such firms are from the top 1,000 largest firms in
Taiwan.

Statistical analysis
A total of 166 completed usable questionnaires were returned, for an effective response
rate of 21.17 percent. The structural equation model shown in Figure 3 was analyzed
using LISREL 8.72 software. The sample size of 166 was adequate for model testing,
since the ratio of sample size (166) to the observed indicators (20) was 8.3 exceeding the
recommended ratio of 5.0 (Bentler and Chou, 1987).

Data analysis and results
Sample characteristics
Table I lists the demographic characteristics of the sample and reveals some
interesting phenomenon. First, the respondents come from diverse industries. Second,
most IS departments are not large. Finally, EC remains in its infancy, 78.9 percent of
respondent firms had been carrying out EC for less than three years.

Figure 3.
Structural equation model

ECSP

497

D
ow

nl
oa

de
d 

by
 K

IT
 L

ib
ra

ry
 A

t 0
8:

58
 3

0 
N

ov
em

be
r 

20
18

 (
PT

)

http://www.emeraldinsight.com/action/showImage?doi=10.1108/00251740910946741&iName=master.img-003.jpg&w=334&h=210


Measurement model
Confirmatory factor analysis (CFA) was performed to examine the validity and
reliability of the questionnaire. Table II lists the CFA results. This study focuses on
three forms of validity: content, convergent and discriminate validity.

Content validity was established by adopting constructs that have been used in
former empirical studies, and through conducting a pilot test on experts in related
fields (Lee and Lim, 2003). Following the above rules, all the indicators were
determined through a review of other similar studies and a pilot test was conducted on
three MIS professors and five CIOs.

Convergent validity was conducted from Table II, which showed that each indicator
had a higher load on associated construct than any other construct. All factor loadings
fitted the threshold value between 0.5 and 0.95 (Bagozzi and Yi, 1988) and all t-values
were statistically significant (Bagozzi et al., 1991), indicating that the indicators were
one dimensional.

Discriminate validity indicates the degree to which a conceptual and theoretical
differences between constructs, and is indicated by a low correlative coefficient
between measured variables (Lee and Lim, 2003). Table III reveals the correlative
coefficient of any pair construct is below 0.9 (Hair et al., 1998).

Besides, reliability can be defined as the extent to which an indicator or set of
indicators is consistent with what the researcher intends to measure (Hair et al., 1998).
Reliability assessment was performed using composite reliability, which indicates the
degree of internal consistency. In Table II, all constructs indicated adequate reliability
when the composite reliability exceeded the threshold value of 0.7 for confirmatory
research (Hair et al., 1998).

Consequently, this study concluded that all the indicators used had acceptable
validity and reliability. Table IV shows that the following measured indices were used

Name of industry Number of firms Percentage

Electronics industry 41 24.7
Financial/insurance 37 22.3
Manufacturing 32 19.3
Traditional industry 17 10.2
Building 11 6.6
Transportation 9 5.4
Retailing 7 4.2
Other 12 7.3

Number of IS employees
,10 55 33.1
11-50 53 31.9
51-100 17 10.2
.100 41 24.8

Time of carrying out EC (year)
,1 37 22.3
1 , 3 94 56.6
3 , 5 24 14.5
.5 11 6.6

Table I.
Demographic
characteristics of
responding firms
(n ¼ 166)
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to assess the overall fit of the measurement model. The goodness of fit indices were:
x 2=df ¼ 1:103, RMSEA ¼ 0:025, NFI ¼ 0:98, NNFI ¼ 1:00, CFI ¼ 1:00, GFI ¼ 0:90,
AGFI ¼ 0:87. Overall, the CFA results demonstrated that this questionnaire was
appropriate for testing the hypothesized model.

Testing the hypotheses
Figure 3 illustrates the structural model with parameters requiring estimation.
Table IV and Table V show the structural model with related fit statistics and
estimated parameters, respectively. The global fit statistics indicate adequate fit

Latent construct Indicator
Factor
loading

Measure
error t-value

Composite
reliability

Partner trust (4 items) 0.88
TR1 0.75 0.44 10.80 *

TR2 0.84 0.29 12.87 *

TR3 0.84 0.29 12.93 *

TR4 0.77 0.41 11.28 *

Partner commitment (3 items) 0.86
CO1 0.86 0.26 13.19 *

CO2 0.83 0.31 12.55 *

CO3 0.78 0.39 11.51 *

Alignment of ECSP (4 items) 0.92
AL1 0.83 0.32 12.78 *

AL2 0.86 0.26 13.63 *

AL3 0.88 0.23 14.03 *

AL4 0.86 0.27 13.47 *

Improvement in ECSP capabilities (5 items) 0.93
CA1 0.83 0.32 12.81 *

CA2 0.86 0.27 13.57 *

CA3 0.85 0.28 13.31 *

CA4 0.90 0.19 14.74 *

CA5 0.86 0.26 13.69 *

Fulfillment of EC strategic benefits (4 items) 0.88
BE1 0.83 0.31 12.69 *

BE2 0.82 0.33 12.39 *

BE3 0.69 0.52 9.82 *

BE4 0.85 0.28 13.17 *

Notes: * p , 0:001 (t-value .3.08)

Table II.
The results of

measurement model CFA

Construct (1) (2) (3) (4) (5)

(1) Partner trust 1.000
(2) Partner commitment 0.666 * 1.000
(3) Alignment of ECSP 0.552 * 0.444 * 1.000
(4) Improvement in ECSP capabilities 0.498 * 0.431 * 0.677 * 1.000
(5) Fulfillment of EC strategic benefits 0.548 * 0.512 * 0.646 * 0.685 * 1.000

Notes: * p , 0:001 (t-value .3.08)

Table III.
Correlations between

constructs
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(x 2=df ¼ 1:569, RMSEA ¼ 0:059, NFI ¼ 0:96, NNFI ¼ 0:98, CFI ¼ 0:98, GFI ¼ 0:87,
AGFI ¼ 0:83). The results of H1, H3, H4, H6, H7 and H8 are supported, which are
consistent with previous studies.

H1 and H3 are supported, partner trust is considerably related to partner
commitment (g11 ¼ 0:38, p , 0:001), and partner commitment is significantly related
to the fulfillment of EC strategic benefits (b41 ¼ 0:28, p , 0:05). Furthermore, partner
trust is markedly related to the alignment of ECSP (g21 ¼ 0:32, p , 0:001), the
alignment of ECSP significantly and positively influences the fulfillment of EC
strategic benefits (b42 ¼ 0:26, p , 0:01), H4 and H6 are supported.

In the hypotheses of planning process and output, the alignment of ECSP markedly
and positively influences the improvement in ECSP capabilities (b32 ¼ 0:64,
p , 0:001), and the improvement in ECSP capabilities also positively and markedly
influences the fulfillment of EC strategic benefits (b43 ¼ 0:44, p , 0:001), H7 and H8
are supported.

In contrast, H2 and H5 are not supported. Partner trust is not significantly related
to the fulfillment of EC strategic benefits (g41 ¼ 0:03, p . 0:05), and partner
commitment is not significantly related to the alignment of ECSP (b21 ¼ 0:11,
p . 0:05). The implications of the empirical results are discussed in the next section.

Fit statistics Recommended values
Measurement
model Structural model

chi-square/degrees of
freedom (x2/ df) , 3

Carmines and
McIver (1981) 176.52/160 ¼ 1.103 255.73/163 ¼ 1.569

Root mean square error of
approximation (RMSEA) , 0.08 Hair et al. (1998) 0.025 0.059
Normed fit index (NFI) . 0.90 0.98 0.96
Non-normed fit index
(NNFI) . 0.90 1.00 0.98

Comparative fit index (CFI) . 0.90
Bentler and Bonett

(1980) 1.00 0.98

Goodness-of-fit index (GFI) . 0.80
Etezadi-Amoli and
Farhoomand (1996) 0.90 0.87

Adjusted goodness-of-fit
index (AGFI) . 0.80 0.87 0.83

Table IV.
Fit statistics and
recommended values for
measurement model and
structural model

Hypotheses Paths Parameters Estimate t-value

H1 j1(h1 g11 0.38 9.53 * * *

H2 j1(h4 g41 0.03 0.37 (ns)
H3 h1(h4 b41 0.28 2.18 *

H4 j1(h2 g21 0.32 3.66 * * *

H5 h1(h2 b21 0.11 0.64 (ns)
H6 h2(h4 b42 0.26 2.58 * *

H7 h2(h3 b32 0.64 9.21 * * *

H8 h3(h4 b43 0.44 4.26 * * *

Notes: * p , 0:05 (t-value .1.96); * * p , 0:01 (t-value .2.575); * * * p , 0:001 (t-value .3.08)

Table V.
Estimates of the
parameter of structural
equation model
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Discussion
H1 demonstrates that partner trust positively influences partner commitment. H6
successfully demonstrated that if a firm wishes to fulfill EC strategic benefits, they
must first align EC strategy and business strategy. Good alignment of ECSP improves
ECSP capabilities, as demonstrated by H7. Meanwhile, H8 successfully demonstrated
that a firm that is capable of enhancing strategic planning capability will have a higher
likelihood of achieving EC strategic benefits.

H2 and H3 are complex inferences, because most studies discussed the relationship
between the fulfillment of EC strategic benefits with partner trust (Hosmer, 1995), or
with partner commitment (Mathieu and Zajac, 1990), or with partner trust and partner
commitment respectively (Lee and Lim, 2003). There are few studies, which
simultaneously examine the fulfillment of EC strategic benefits together with partner
trust-commitment relationship. For example, Lee and Lim (2003) not only explored how
partnership attributes influence electronic data interchange (EDI) implementation
success, but also respectively discussed partner’s trust and commitment with the EDI
implementation success. We posit that if the causal relationship of partner trust to
partner commitment is added to the model of Lee and Lim, their model may become
more complete and the results obtained may differ. Common sense suggests that both
trust and commitment must be considered simultaneously for the influence of benefits,
but this study has some different findings. We find that partnership influences the
fulfillment of EC strategic benefits, but partner trust cannot work alone (H2 is not
supported). And partner trust must pass through partner commitment to influence the
fulfillment of EC strategic benefits (H1 and H3 are supported). This demonstrates that
partner commitment mediates partner trust and the fulfillment of EC strategic benefits.

H4 and H5 are also complex inferences, because the alignment of ECSP together
with partner trust-commitment relationship has seldom been discussed in previous
literature. For example, the study of Lederer et al. (2001) searches for methods of
applying the world wide web to achieve strategic advantage. Their final model
demonstrates that customer relations positively and significantly influence strategic
advantage, and this construct of strategic advantage includes competitive advantage
and alignment. Customer relations were viewed as a partnership, while competitive
advantage was viewed as a strategic benefit. Therefore, since the partnership
influences the alignment of ECSP and the fulfillment of EC strategic benefits. In fact,
when partner trust and partner commitment are considered simultaneously, partner
commitment is less important (H5 is not supported) than partner trust in the ECSP
alignment. H4 is supported and H5 is not supported that demonstrate that partner
trust is the main influence on ECSP alignment.

Conclusions
Implications for practitioners
This empirical study in Taiwan has two main implications for practitioners initiating
or currently implementing ECSP. First, this study reveals “partner trust” as an
important external factor which influences firm’s policy and helps to align EC strategy
and business strategy. Managers must appreciate the common sense that they need to
learn how to take partner advice to appropriately modify a firm’s policy; restated, for
the purpose of max mutual benefit among partners that firm needs to learn how to
modify their strategy to gain partner trust.
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Second, “partner commitment” has been demonstrated to be an important mediator
between partner trust and fulfillment of EC strategic benefits. Thus, if firms wish to
achieve strategic benefits, they must first win partner trust via cooperative behavior,
and then gain partner commitment. After the trust-commitment relationship is
established, the commitments are codified either in a formal legal contract or in an
informal psychological contract among the partners. Consequently, it may be more
possible to fulfill the EC strategic benefits. This is important common sense that
managers must take into account.

When firms are developing EC strategic planning, they must know that the
partnership is extremely influential in planning development. Firms need to deal
carefully with the policy about mutual benefits among themselves and their partners.
The skills and actions to achieve these mutual benefits should become common sense
for all top managers, IS executives, and those staff members who are in contact with
the partners.

Implications for researchers
Different from researches in the past, e.g. Choe (2003) and Raymond (2001), this study
demonstrates the need to separate the partner’s trust and commitment from the
environmental context when discussing certain questions related to environmental
issues. The environmental context can be divided into two parts, environmental
uncertainty and partnership. And partnership should be considered an independent
construct, which can be distinguished from other environmental constructs.

Much of the literature views the two partnership attributes, i.e. trust and
commitment, as a correlation model (Lee and Lim, 2003; Mohr and Spekman, 1994).
Based on such a model, the influence of both trust and commitment toward business
behavior has been accepted and gradually became common sense. Brett (2004, p. 33)
argued that “common sense is not a single unique conception, identical in time and
space”. If time and space change, the common sense also changes. Morgan and Hunt
(1994) argued that trust and commitment was a causal relationship, however our
research model identified the antecedent-consequence relation between trust and
commitment by structural equation model. Therefore in future research, we suggest
that researchers quote from original literature to carefully make reference to the factors
of time and space, which could reasonably build up a research model.

Limitations
This study has two main limitations. First, this study used a single respondent per firm
because this helped obtain a good response rate. Chief executive officers (CEO) are
generally used as subjects for completing questionnaires in management studies, and
the CEO can be an appropriate respondent who has adequate management knowledge.
However, this study selected the CIO as the respondent, because the CIO is more likely
to possess know-how regarding the research variables, particularly the measurement
of ECSP. Asking CEO or senior managers to fill in the questionnaire probably bring
different results. Second, the sample population came from largest firms in Taiwan and
78.9 percent of sampled firms had conducted EC for less than three years. The
conclusions thus may differ from those in other countries that have performed EC for a
long time, and have limited generalizability for small-sized and medium-sized firms.

MD
47,3

502

D
ow

nl
oa

de
d 

by
 K

IT
 L

ib
ra

ry
 A

t 0
8:

58
 3

0 
N

ov
em

be
r 

20
18

 (
PT

)



References

Anderson, E. and Weitz, B. (1989), “Determinants of continuity in conventional industrial
channel dyads”, Marketing Science, Vol. 8 No. 4, pp. 310-23.

Anderson, J.C. and Narus, J.A. (1990), “A model of distributor firm and manufacturer firm
working partnerships”, Journal of Marketing, Vol. 54 No. 1, pp. 42-58.

Bagozzi, R.P. and Yi, Y. (1988), “On the evaluation of structural equation models”, Journal of the
Academy of Marketing Science, Vol. 16 No. 1, pp. 74-94.

Bagozzi, R.P., Yi, Y. and Phillips, L.W. (1991), “Assessing construct validity in organizational
research”, Administrative Science Quarterly, Vol. 36 No. 3, pp. 421-58.

Bensaou, M. (1999), “Portfolios of buyer-supplier relationships”, Sloan Management Review,
Vol. 40 No. 4, pp. 35-44.

Bentler, P.M. and Bonett, D.G. (1980), “Significance test and good of fit in the analysis of
covariance structures”, Psychological Bulletin, Vol. 88 No. 3, pp. 588-606.

Bentler, P.M. and Chou, C.P. (1987), “Practical issues in structural modeling”, Sociological
Methods & Research, Vol. 16 No. 1, pp. 78-117.

Bergeron, F., Raymond, L. and Rivard, S. (2004), “Ideal patterns of strategic alignment and
business performance”, Information & Management, Vol. 41 No. 8, pp. 1003-20.

Bresnen, M. and Marshall, N. (2000), “Partnering in construction: a critical review of issues,
problems and dilemmas”, Construction Management and Economics, Vol. 18 No. 2,
pp. 229-37.

Brett, S.T.L. (2004), “Sport and common-sense racial science”, Leisure Studies, Vol. 23 No. 1,
pp. 31-46.

Butler, J.K. and Cantrell, R.S. (1984), “A behavioral decision theory approach to modeling dyadic
trust in superiors and subordinates”, Psychological Reports, Vol. 55 No. 1, pp. 19-28.

Carmines, E.G. and McIver, J.P. (1981), “Analyzing models with unobserved variables: analysis
of covariance structures”, in Bohrnstedt, G.W. and Borgatta, E.F. (Eds), Social
Measurement: Current Issues, Beverly Hills, California, CA, pp. 65-115.

Chang, K.C., Jackson, J. and Grover, V. (2003), “E-commerce and corporate strategy: an executive
perspective”, Information & Management, Vol. 40 No. 7, pp. 663-75.

Choe, J.M. (2003), “The effect of environmental uncertainty and strategic applications of IS on
firm’s performance”, Information & Management, Vol. 40 No. 4, pp. 257-68.

Dwyer, F.R., Schurr, P.H. and Oh, S. (1987), “Developing buyer-seller relationships”, Journal of
Marketing, Vol. 51 No. 2, pp. 11-27.

Earl, M.J. (1993), “Experiences in strategic information systems planning”, MIS Quarterly, Vol. 17
No. 1, pp. 1-24.

Etezadi-Amoli, J. and Farhoomand, A.F. (1996), “A structural model of end user computing
satisfaction and user performance”, Information & Management, Vol. 30 No. 2, pp. 65-73.

Geyskens, I., Steenkamp, J.-B.E.M., Scheer, L.K. and Kumar, N. (1996), “The effects of trust and
interdependence on relationship commitment: a trans-Atlantic study”, International
Journal of Research in Marketing, Vol. 13 No. 4, pp. 303-17.

Grossman, S.J. and Hart, O.D. (1986), “The costs and benefits of ownership: a theory of vertical
and lateral integration”, Journal of Political Economy, Vol. 94 No. 4, pp. 691-719.

Gulati, R. and Kletter, D. (2005), “The relational architecture of high-performing organizations”,
California Management Review, Vol. 47 No. 3, pp. 77-104.

Hair, J.F., Anderson, R.E., Tatham, R.L. and Black, W.C. (1998), Multivariate Data Analysis,
Prentice-Hall, New Jersey, NJ.

ECSP

503

D
ow

nl
oa

de
d 

by
 K

IT
 L

ib
ra

ry
 A

t 0
8:

58
 3

0 
N

ov
em

be
r 

20
18

 (
PT

)

https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.2307%2F1251126&citationId=p_15
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.2307%2F1251126&citationId=p_15
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1287%2Fmksc.8.4.310&citationId=p_1
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1086%2F261404&citationId=p_19
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1080%2F014461900370852&citationId=p_9
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.2307%2F249507&citationId=p_16
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.2307%2F41166307&citationId=p_20
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1177%2F002224299005400103&citationId=p_2
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1037%2F0033-2909.88.3.588&citationId=p_6
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1016%2FS0378-7206%2802%2900095-2&citationId=p_13
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1016%2F0378-7206%2895%2900052-6&citationId=p_17
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1007%2FBF02723327&citationId=p_3
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1007%2FBF02723327&citationId=p_3
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1080%2F0261436042000182308&citationId=p_10
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1177%2F0049124187016001004&citationId=p_7
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1177%2F0049124187016001004&citationId=p_7
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1016%2FS0378-7206%2802%2900008-3&citationId=p_14
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1016%2FS0167-8116%2896%2900006-7&citationId=p_18
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1016%2FS0167-8116%2896%2900006-7&citationId=p_18
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.2307%2F2393203&citationId=p_4
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.2466%2Fpr0.1984.55.1.19&citationId=p_11
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1016%2Fj.im.2003.10.004&citationId=p_8


Handfield, R.B., Krause, D.R., Scannell, T.V. and Monczka, R.M. (2000), “Avoid the pitfalls in
supplier development”, MIT Sloan Management Review, Vol. 41 No. 2, pp. 37-49.

Hart, P. and Saunders, C. (1997), “Power and trust: critical factors in the adoption and use of
electronic data interchange”, Organization Science, Vol. 8 No. 1, pp. 23-42.

Henderson, J.C. (1990), “Plugging into strategic partnerships: the critical IS connection”,
Sloan Management Review, Vol. 31 No. 3, pp. 7-18.

Henderson, J.C. and Sifonis, J.G. (1988), “The value of strategic IS planning: understanding
consistency, validity, and IS markets”, MIS Quarterly, Vol. 12 No. 2, pp. 187-200.

Henderson, J.C. and Venkatraman, N. (1993), “Strategic alignment: leveraging information
technology for transforming organizations”, IBM Systems Journal, Vol. 32 No. 1, pp. 4-16.

Hosmer, L.T. (1995), “Trust: the connecting link between organizational theory and philosophical
ethics”, Academy of Management Review, Vol. 20 No. 2, pp. 379-403.

Kao, D. and Decou, J. (2003), “A strategy-based model for e-commerce planning”, Industrial
Management & Data Systems, Vol. 103 No. 4, pp. 238-52.

King, W.R. (1983), “Evaluating strategic planning systems”, Strategic Management Journal,
Vol. 4 No. 3, pp. 263-77.

Kumar, N., Hibbard, J.D. and Stern, L.W. (1994), “The nature and consequences of marketing
channel intermediary commitment”, Marketing Science Institute, Cambridge, MA,
Working paper, No. 94-115.

Kunnathur, A.S. and Shi, Z. (2001), “An investigation of the strategic information systems
planning success in Chinese publicly traded firms”, International Journal of Information
Management, Vol. 21 No. 6, pp. 423-39.

Lederer, A.L. and Sethi, V. (1996), “Key prescriptions for strategic information systems
planning”, Journal of Management Information Systems, Vol. 13 No. 1, pp. 35-62.

Lederer, A.L., Mirchandani, D.A. and Sims, K. (2001), “The search for strategic advantage from
the world wide web”, International Journal of Electronic Commerce, Vol. 5 No. 4, pp. 117-33.

Lee, G.G. and Pai, J.C. (2003), “Effects of organizational context and inter-group behaviour on the
success of strategic information systems planning: an empirical study”, Behaviour
& Information Technology, Vol. 22 No. 4, pp. 263-80.

Lee, G.G., Lin, H.F. and Pai, J.C. (2005), “Influence of environmental and organizational factors on
the success of internet-based interorganizational systems planning”, Internet Research,
Vol. 15 No. 5, pp. 527-43.

Lee, J.N. (2001), “The impact of knowledge sharing, organizational capability and partnership
quality on IS outsourcing success”, Information & Management, Vol. 38 No. 5, pp. 323-35.

Lee, S. and Lim, G.G. (2003), “The impact of partnership attributes on EDI implementation
success”, Information & Management, Vol. 41 No. 2, pp. 135-48.

Lewis, J.D. and Weigert, A. (1985), “Trust as social reality”, Social Forces, Vol. 63 No. 4, pp. 967-85.

Lusch, R.F., O’Brien, M. and Sindhav, B. (2003), “The critical role of trust in obtaining retailer
support for a supplier’s strategic organizational change”, Journal of Retailing, Vol. 79 No. 4,
pp. 249-58.

Mathieu, J.E. and Zajac, D.M. (1990), “A review and meta-analysis of the antecedents, correlates,
and consequences of organizational commitment”, Psychological Bulletin, Vol. 108 No. 2,
pp. 171-94.

Mohr, J. and Spekman, R. (1994), “Characteristics of partnership success: partnership attributes,
communication behavior, and conflict resolution techniques”, Strategic Management
Journal, Vol. 15 No. 2, pp. 135-52.

MD
47,3

504

D
ow

nl
oa

de
d 

by
 K

IT
 L

ib
ra

ry
 A

t 0
8:

58
 3

0 
N

ov
em

be
r 

20
18

 (
PT

)

https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1080%2F0144929031000136548&citationId=p_34
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1080%2F0144929031000136548&citationId=p_34
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1287%2Forsc.8.1.23&citationId=p_23
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.2307%2F2578601&citationId=p_38
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.5465%2Famr.1995.9507312923&citationId=p_27
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1016%2FS0268-4012%2801%2900034-2&citationId=p_31
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1016%2FS0268-4012%2801%2900034-2&citationId=p_31
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&system=10.1108%2F10662240510629466&citationId=p_35
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1016%2Fj.jretai.2003.09.003&citationId=p_39
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&system=10.1108%2F02635570310470638&citationId=p_28
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&system=10.1108%2F02635570310470638&citationId=p_28
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1080%2F07421222.1996.11518111&citationId=p_32
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1016%2FS0378-7206%2800%2900074-4&citationId=p_36
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1037%2F0033-2909.108.2.171&citationId=p_40
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.2307%2F248843&citationId=p_25
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1002%2Fsmj.4250040307&citationId=p_29
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1080%2F10864415.2001.11044223&citationId=p_33
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1016%2FS0378-7206%2803%2900043-0&citationId=p_37
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1002%2Fsmj.4250150205&citationId=p_41
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1002%2Fsmj.4250150205&citationId=p_41
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1147%2Fsj.382.0472&citationId=p_26


Morgan, R.M. and Hunt, S.D. (1994), “The commitment-trust theory of relationship marketing”,
Journal of Marketing, Vol. 58 No. 3, pp. 20-38.

Pai, J.C. (2006), “An empirical study of the relationship between knowledge sharing and IS/IT
strategic planning (ISSP)”, Management Decision, Vol. 44 No. 1, pp. 105-22.

Porter, M.E. (1985), Competitive Advantage: Creating and Sustaining Superior Performance,
The Free Press, New York, NY.

Powell, W. (1987), “Hybrid organizational arrangements: New form or transitional development”,
California Management Review, Vol. 30 No. 1, pp. 67-87.

Raghunathan, B. and Raghunathan, T.S. (1994), “Adaptation of a planning system success model
to information systems planning”, Information Systems Research, Vol. 5 No. 3, pp. 326-40.

Raymond, L. (2001), “Determinants of web site implementation in small businesses”, Internet
Research, Vol. 11 No. 5, pp. 411-22.

Ring, P.S. and Van de Ven, A.H. (1994), “Developmental processes of cooperative
interorganizational relationships”, Academy of Management Review, Vol. 19 No. 1,
pp. 90-118.

Segars, A.H. and Grover, V. (1998), “Strategic information systems planning success:
an investigation of the construct and its measurement”, MIS Quarterly, Vol. 22 No. 2,
pp. 139-63.

Teo, T.S.H. and Ranganathan, C. (2004), “Adopters and non-adopters of business-to-business
electronic commerce in Singapore”, Information & Management, Vol. 42 No. 1, pp. 89-102.

Venkatraman, N. (2000), “Five steps to a dot-com strategy: how to find your footing on the web”,
MIT Sloan Management Review, Vol. 41 No. 3, pp. 15-28.

Venkatraman, N. and Ramanujam, V. (1987), “Planning system success: a conceptualization and
an operational model”, Management Science, Vol. 33 No. 6, pp. 687-705.

Walter, A. (2003), “Relationship-specific factors influencing supplier involvement in customer
new product development”, Journal of Business Research, Vol. 56 No. 9, pp. 721-33.

Wang, E.T.G. and Tai, J.C.F. (2003), “Factors affecting information systems planning
effectiveness: organizational contexts and planning systems dimensions”, Information
& Management, Vol. 40 No. 4, pp. 287-303.

Williamson, O.E. (1985), The Economics Institutions of Capitalism Firms, Markets, Relational
Contracting, The Free Press, New York, NY.

Zhuang, Y. and Lederer, A.L. (2003), “An instrument for measuring the business benefits on
e-commerce retailing”, International Journal of Electronic Commerce, Vol. 7 No. 3, pp. 65-99.

Appendix. Questionnaire items
1. Partner trust

TR1: The EC partners have the willingness to share ideas and information with us.

TR2: The EC partners have integrity and stick to their obligations in dealing with us.

TR3: The EC partners are competent and have the technical knowledge and interpersonal

skill to perform the job, and good consistency in handling situations.

TR4: The EC partners are concerned about our welfare and have willingness to protect,

support, and encourage us.

ECSP

505

D
ow

nl
oa

de
d 

by
 K

IT
 L

ib
ra

ry
 A

t 0
8:

58
 3

0 
N

ov
em

be
r 

20
18

 (
PT

)

https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.2307%2F41165267&citationId=p_45
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.2307%2F249393&citationId=p_49
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1016%2FS0148-2963%2801%2900257-0&citationId=p_53
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1177%2F002224299405800302&citationId=p_42
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1287%2Fisre.5.3.326&citationId=p_46
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1016%2Fj.im.2003.12.005&citationId=p_50
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1016%2FS0378-7206%2802%2900011-3&citationId=p_54
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1016%2FS0378-7206%2802%2900011-3&citationId=p_54
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&system=10.1108%2F00251740610641490&citationId=p_43
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&system=10.1108%2F10662240110410363&citationId=p_47
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&system=10.1108%2F10662240110410363&citationId=p_47
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.5465%2Famr.1994.9410122009&citationId=p_48
https://www.emeraldinsight.com/action/showLinks?doi=10.1108%2F00251740910946741&crossref=10.1287%2Fmnsc.33.6.687&citationId=p_52


2. Partner commitment

CO1: Our relationship to EC partners deserves my firm’s maximum effort to maintain.

CO2: Our relationship to EC partners is something my firm is very committed to even
though short-term sacrifice happened.

CO3: Our relationship to EC partners is something my firm intends to support indefinitely
base on long-term benefits.

3. Alignment of ECSP

AL1: Aligning EC strategies with the strategic planning of the organization.

AL2: Adapting the objectives of EC to changing objectives of the organization.

AL3: Identifying EC-related opportunities to support the strategic direction of the firm.

AL4: Adapting EC to strategic change.

4. Improvement in ECSP capabilities

CA1: Capabilities of ECSP in identifying key problem areas was improved.

CA2: Capabilities of ECSP in identifying new business opportunities was improved.

CA3: Capabilities of ECSP in anticipating surprises and crises was improved.

CA4: Capabilities of ECSP in understanding the business and its information needs was
improved.

CA5: Flexibility to adapt to unanticipated changes was improved.

5. Fulfillment of EC strategic benefits

BE1: Fulfillment of ECSP can increase competitiveness.

BE2: Fulfillment of ECSP can improve customer relations.

BE3: Fulfillment of ECSP can increase market share.

BE4: Fulfillment of ECSP can improve customer service quality or increase customer
satisfaction.
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