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Dahlstrom et al., (1996) (formalization)
(participation)



87 9

Dahlstrom et al., (1996) (market based)

(bilateral

agreements)
(unilateral agreements)

()

(Anderson & Narus 1990; Anderson & Weitz 1992)
Mohr & spekman (1994)
(partnership) (1)
(2 (3) Mohr Fisher & Nevin (1996)
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(4)
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Mohr & Spekman (D) 2
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Mohr, Fisher & Nevin (1996)
Mohr & Nevin (1990)
Mohr & Spekman (1994)
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(81
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( 80), ( 81

( 80)

Mohr & Speakman (1994)
Mohr, Fisher & Nevin (1996)
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1-1
(Jarillo, 1988)
( 84)
ANOVA
1 2 3 4 F P Scheffe
2.80 3.08 2.47 4.02 9.68 0.0001" 3-4
**%  P<0.01
2.
() (2 (3)
) ( )
1-2

85)
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() 0.135 0.023 0.321
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1. 0.143 0.022 0.331
0.298 0.097 0.037"
-0.076 0.004 0.675
**  P<0.05
1-3
( )
1-3
1.
MANOVA
F 2659 P <001
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Box M=15.45, P>0.05
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0.518 0.308 0.0001™
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**  P<0.05 ** P<0.01
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0.202 0.109 0.027"
()
1.
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(Cummings, 1984)
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ABSTRACT

The "Distribution revolution" does change the new paradigm of the industrial competition. Among three, the
chain store of franchise is the main driving forces. This competition paradigm evoked much academic research.
In particular, many scholars had studied the interorganizational relational in a traditional industrial channel.
We want to apply this framework of inter-organizational relationship, to investigate franchising systems of
convenience. With in this study, we emphasize the cooperative relationship between franchiser (the
headquarters of the system)and franchisees may facilitate the while system to achieve the better performance.
Based on the theoretical arguments (including Transaction cost theory, Resource interdependence theory, and
Agency theory), there are three questions in this research (1)Which factors determine the types of cooperative

relationship; (2)How the cooperation relationship affect the channel performance; and (3)Its interaction affects.

Keywords: franchise, convenience stores, cooperative relationship, relationship exchange,
channel performance
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