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Abstract - Unlike the general buyer-supplier relationship, there are cases wherein the bargaining power of suppliers is greater than
that of buyers. This relationship can be found especially in the shipbuilding industry. Thus, this paper focused on strategic items presented
in Kraljic’s study. The purpose of this study was to examine factors influencing buyers’ purchase of strategic items in a market wherein
the bargaining power of suppliers is superior. Results show that the path coeflicient between environment factor and satistiction factor
was the highest. Additionally, the path coefiicient between environment factor and reliability factor was the next highest. Also, as a result

of analyzing If there is a diflerence in perception according to the superiority and Infriority of bargaining power perceived by buyers,
significant results were und in some path coeflicients.

Key words - Araljic matrix, strategic item, strategic partner, shipbuilding industry
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Table 1 Operational Definition and Measurement Items

Y, W, AlEE A RE A E ] Ak 1y 3
ol A 7=, AdSERAN T2, 84, 29 3 EGA
A T 2 FgEEo] FAEE AGsts slo]r] Wi
A AxE R B4 Azl digh A v
2 42 A SARA HIt A AAEHA THFEE 814
th 2 AT 2AS A8 7" SHE 2144 A=
Table 13} 2Zom, AF+RFL Fig. 29 2t}

Dimension Operational Definition and Measurement Items Researchers
. . . . - Han and Wilson, 1993;
. superior technology possession(CC10), investment of transaction specific asset(CC11), .
Environment L X i . Williamson, 1979;
. significance of trading product(CC12), and stable supply in an uncertain
(ENV4) ) . Krause, 1999;
environmental (CC13) .
George and Heide, 1990
. . L . . . . X Andaleeb, 1996; Anderson and Weitz, 1992;
Commitment Willingness to maintain business relationships with counterparties: support for stable
. . . . P Morgan and Hunt, 1994;
(COMM) operation(CC1), maintenance of relation(CC2), and non-fungible relation(CC3)
Moorman et al., 1992
Morgan and Hunt 1994;
Reliability Trust and predictability between the parties to a transaction: reliable partner(CC4), | Ganesan 1994;
(RELID) promise observance(CC5), and supply reliability (CC6) Rascovic et al., 2012;
Kalwani and Narakesari, 1995
Satisfacti Acceptance of requirements accumulated through the transaction process: satisfied | Suh and Kim, 2016; Mummalaneni, 1987
atisfaction
(SATD) communication(CC7),  requirement acceptance(CC8), and satisfied business | Anderson and Narus, 1990
process(CC9) Grover, 1996
. . . . o Berry and Parasuraman, 1991;
Strategic Continuous sharing of goals and values pursued: trading contribution to mutual
. . -~ . . . . Morgan and Hunt 1994;
Partnership interests(CC14), cooperation for mutual goal achievement(CC15), and continuous
K Humphreys et al., 2004
(STPA) trading (CC16) . . -
Kalwani and Narakesari, 1995
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Table 2 Work experience of the respondents

Valid Cumulative
Frequency Percentage
percentage percentage
less than 5 years 11 7.0 7.0 7.0
5 years ~less
28 17.8 178 24.8
than 10 years
10 years~less
63 40.1 40.1 65.0
than 15 years
15 years~less
42 26.8 26.8 91.7
than 20 years
more than 20
13 8.3 83 100.0
years
total 157 100 100 -
SYATE 2RHIL Q= 7199 Az MEFRE e
2tk 50009 o]doleta e Wyt AA F 465%= 7t
4w FS A4 i Row vehdeh Hlole] 1,000
o o] ~50009 wrelEta $-E3gk W=} 24.8%, 1004
gholgbal §Ee W7l 159%¢°] =02 vEpytth ofd g
A W8S vh5-9] Table 33 Zth.

Table 3 Annual volume of sales of respondents’ firms

. Valid Cumulative
Frequency Percentage
percentage percentage
less than 10 hillion 25 159 159 159
10 billion~less than
o 10 6.4 6.4 22.3
50 billion
50 billion~less than
. 10 6.4 6.4 287
100 billion
100 billion~less than .
_ . 39 24.8 24.8 53.5
500 billion
more than 500 billion 73 46.5 46.5 100.0
total 157 100.0 100.0
SEHAS AUFd gAE - Fo AGFAEEAD
ok AZF AHTFEE AH R, 5009 ol Felgtal SEd Hl
v 306%% 7Pg Egrem, 5000 ol4~1009) vlwre]eha

A& - A%

2

Table 4 Annual transaction volume with major business

partners(supplier)
Valid Cumulative
Frequency Percentage
percentage percentage
less than 1 billion 5 3.2 3.2 3.2
1 billion~ less than
- 25 15.9 15.9 19.1
5 hillion
5 billion~ less than
- 45 28.7 28.7 47.8
10 billion
10 billion~ less than
- 34 21.7 21.7 69.4
50 billion
more than 50 billion 48 30.6 30.6 100.0
total 157 100 100 -

F8 AHIA
Zyet k= Tl T
HEolgha &gk vEr}t
178%°] «2o= =
=7F0%91 A& I
A9, TEA £9 A Aol A4Sk AL 4w

i Atk

Table 5 Dependence on major traders(supplier)

Frequency Percentage Valid Comulative

percentage percentage
very low 0 0 0 0.0
low 0 0 0 0.0
similar 53 33.8 338 33.8
high 76 48.4 484 82.2
very high 28 17.8 178 100.0

total 157 100 100 -

A eke] BAFA 7| bl tE E&elA = 10d o
aL SR HlEo] 529%= YEbg e, 4d o] ¢ ~7d 1]
kil §EE Hl o] 21.7%, T o] ~109d wwre]Ehar
gk ulgo] 17.2%%0 Aoz yehytth oo tigh A
o

Table 6 Relationship maintenance period with business

partners
Valid Cumulative
Frequency Percentage
percentage percentage
less than 1 years 3 19 19 19
1 years~less N
10 6.4 6.4 8.3
than 4 years
4 years ~less
34 217 21.7 29.9
than 7 years
7 years~less
27 172 17.2 47.1
than 10 years
more than 10 _ _
83 529 52.9 100.0
years
total 157 100.0 100.0 -
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4.1 gtdN S| M2l 9 Bled AS

2 AFE g8 AN 45 Jhed wrg A gol st
= B, AF, T gy FRkE a9l igk A EE
At AFEs WA 434 AlE] = (internal consistency
reliability)$} A3 A1Z] %(indicator reliability)® T%#& <

Atk WA dHAd AFEE ﬂiﬁ}‘”ﬂ—((ﬁronbachs Alpha) 9}
3921 8] % (composite reliability) & &3l <13 4= gtk 3
J41#) %= Dillon-Goldstein’s thoE &3 ﬁodt?:v_ T A

Ak AEADIAS S5 07 149

71EA Q1 Uﬂ%oﬂ A daig Alg=
7 GREJEHE B vk ARAFEE 2E5stE A
Eo] Rty o= 07 o]ds 7IEoE RAN gAF A4l
749 04% 4871538 cH(Chin, 1998; Hair et al. 2012). w2}
A2 ATE e ARE AFAIAERE VEAE FH3
olel gt =AM ApFS o33 2T
Table 7 Reliability analysis
C. alpha D. G. rho Original
CCl1 0.889
COMM CC2 0.780 0.874 0.931
CC3 0.666
CC4 0.897
RELI CC5 0.838 0.902 0.865
CC6 0.839
CC7 0.938
SATI CC8 0.908 0.942 0.871
CC9 0.944
CCl4 0.843
STPA CCl15 0.834 0.901 0.906
CCl16 0.850
FH el E(convergent  validity) & F53H7] A=
t-values”} 1.96 ©]’3(Gefen and Straub, 2005)°]x AVEZ}

05 o]Atolojol 3 tH(Nunnally, 1978; Fornell and Larcker,
1981; Pestovic et al., 2021). S AAIgE A3 t-valuet
AVE#te] 5 7|58 o531 Joernz SAHAARES] 1
B e G AT B 5 vk ofol tigk AAlg W82
o33 At

B
'\L_'j|

o

A Bl MAE - 2AYS FHOR
Table 8 Validity analysis
t-value AVE
CC1 33.05
COMM CC2 70.00 0.700
CC3 10.42
CC4 74.44
RELI CC5 22.39 0.843
CC6 65.56
CC7 60.20
SATI CC8 2253 0.752
CC9 16.78
CCl14 13.53
STPA CC15 39.56 0.751
CC16 25.60
A el = (discriminant validity) S 23 B 7] $J8] WA
22 Z) #(cross loadings)S 2 B kvl w2 A #& 8ol %

A|

Ao Arigko] e £45e) Asgk wr} Eolok A}
AL Qe B ATe) B4 A o 2uo] Rgait
Aoz el ol o U4 Table 99 20,

wgk  Fornell-Larcker 7]5&  W&dg  Gefen and
Straub(2005)¢] 7S A&8 AHEIREE gelstaint o]
= 7t 49 AVE Al grol thE 479 daAsE
Zolof gt AL ou|git) o] A A Fxlo| B F3
st o2 Uehg 7 $45 7k shHE =T R
3B gk olo] tigk ApAIg W82 Table 107 2t}

Table 9 Discriminant validity through cross loadings

COMM RELI SATI STPA
CC1 0.889 0.484 0.205 0.676
COMM CC2 0.931 0.562 0.259 0.698
CC3 0.666 0.287 -0.011 0.450
CC4 0.529 0.897 0565 0.672
RELI CC5 0.406 0.865 0.688 0.430
CC6 0.473 0.839 0.510 0.489
CC7 0.216 0.660 0.938 0.339
SATI CC8 0.173 0.520 0.871 0.211
CC9 0.168 0.648 0.944 0.303
CCl14 0.508 0.527 0.427 0.843
STPA CC15 0.695 0.590 0.212 0.906
CC16 0.722 0.514 0.186 0.850
Table 10 Discriminant validity through Gefen
~Straub(2005) criteria
discriminant
COMM | RELI | SATI | STPA | AVE .
validity
COMM | 1.000 0548 0203 | 0740 | 0.700 0.837
RELI 0548 1.000 0671 | 0628 | 0.752 0.867
SATI 0.203 0.671 1.000 0.318 0.843 0.918
STPA 0.740 0.628 0.318 1.000 0.751 0.867
4.2 B4 s¥pde| B|
oA AAE FYR, A, WLl A Fura)
291 WgAER FAse Uk et #Re0e V%,
ARNSHAY T4, T84, Sl S HAY s e
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FEES AAste Aol ofdgt o] 47HA] HFE
1S AAstes slolunw A Axd & F AdTh
FgA ol st 4 S0l e BdES A8
FAAL AFEA 9 t-valuedt ETAHA HES
A+38 %A 4= (variance inflation factor, VIF)E &l &2l
ALk t-valuel A AFT WA xY FLIA 1.96 ©
d w, VIF= 5080 95 w(Hair et al. 2011) E}dAdo]
Beag, I 23 g8y gon elgAo] FrEgta
[e]

Table 11 Validity analysis for formative measures

t-value VIF

CC10 12.65 1.817

CC11 13.65 1579

ENV4 CC12 8.40 1.843
CC13 11.29 0.879

AA AR w2 Avny] 98 RS g%
3, 29129l 0317, A2 0515 wE9 0301, HAF
b9l 06182 et RPE 002004 0137
$ small, 0.130]%¢ 02677+ % medium, 026014 74
large® B7+e % UTH(Chin 1998; Cohen 1988). ¥ &1
R*Ze thg3) gow o ANS Ea myo du=o

S5tk Abdel A9E gl

1o o o X my

=

Table 12 R-squared

Original
COMM 0.317
RELI 0.515
SATI 0.301
STPA 0.618

GOF(Goodness-of-fit) #t&] Hel= 0914 1AFe] 2 YEhdt
t} o] w, 0.102 small, 0.25% medium, 0.36& large® H &=

o] #7d35}th(Cohen 1983). & 179 GOF#- 05622 ©
715 QA WS- AAsA FF3IAL = AoZ e

AA ZARYP] APt AFEHIJCEZ HA ZEof o
o ARAGT B4 AAEA WA 41 9 A AR
A2 2 e 3 oA A e vk Zo] t-value’t W
Qo->AFF Fukxaels AF YA 1.960142 A
o2 Yelyth mEba weQl->Agy FRkxagl 9
Uz gEES BT 7ES S5 ok

AEAGS Aund g e AN edld 7hg & 4
g vxE Ao R YEyth FFYAVE Rt e $
T 7lege FagArt AR AFY RS woEt
£3] FFAA7L AT AFol TuldANA TLEI =
STE U Be 9Ig vHh oy AT FIIAY

AEol ek A=FAAR o]ojd 5= 9l7] witel A aclo]
AEadel mAE FFHol 7P 2A yehsktha ddEh

FH429->E02¢9 T MAR 2 o
vebgTth FAbe] ds 93 Fashs SshE 7140
Ao} AAER} 7o AR AR A
A Wk 2 waaE 2k =3k BelA gk Al
M Fa AL kg o tigk o] Slvkd F5
Ak T A e A A &8kart ks A7t v
AAA HEg, FF e Yesl o] AuAgd 384
FFE vAE Ao ot ofell ik ApAlgE AbEe T

o o=
=3 2.

Table 13 Path coefficients and t-value

Path t-value
ENV4 -> COMM 0.563 6.4196123
ENV4 -> RELI 0.717 12.491289
ENV4 -> SATI 0.548 6.4168618
COMM -> STPA 0.559 9.2092257
RELI -> STPA 0.336 3.7541899
SATI -> STPA -0.021 -0.207305

flate] Ak b 2polE ahel
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