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On a theoretical level, researchers (c.g., Gliosal & Insead, 1996; Heide & John, 1990;

Heide & Miner, 1992; Levinthal & Fichinan, 1988) have attempted to identify thc circuinstances

and actions which lcad to Uhc development and maintenance of close relationships between buying

and selling firmis. These researchers have identified several variables which have been shown to

influence thc developnient and maintenance of buyer-supplier relationships ini a variety of

situations. Among these variables, investmnents ini assets on the part of the exchange partners

which are tailored to the relationship (Heide & John, 1990), Uhe mutual dependence of tie firins

upon ecd other (Frazier & Rody, 1991), and thc partners' participation in joint projects (Kogut,

1988) have been shown to be consistent predictors of thc quality of buyer and supplier

relationships.

On an empinical level, research lias established that Canadian suppliers may fail behind

U.S. suppliers ini several areas, including customner and supplier interfaces, warehousing,


