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T3 O 2 B BT X B AP IR P 7 20R B
BB

A SCRAR SR B SR BT A B R TREM
N1 RHEMEHETHE MR R EH L, B ik Ty
B HRNETEMNEHREPRREHR AN A
M R BRI . B 5, 7E 3R B B 2
Bl R MBI RS A BBk R = AT
G P 2 WOAR B B R R X BB A TR 35 5 1D, AR
e R A TR, JF A BEIE STRK X SERRAY S /R L
BB 89 R BR AN 5 D 5T B9 7 R %6 07 T W B S 45
RITITE; 85, M— TR/,

1 BitS5RIE

1.1 XEEH

KRB A 1980 R H LK, EEHBH
HHEEMRHR AN EEF . XS
BEESBEHNFERNET . KR EHRE—/
BRI KR YERE K R 3 #k (relational ex-
change) BB HIHSN Y MR EHNEEENR
Witk( L — KRB ESH ST KRG EN A
RKIWKGIESD. WAL S IS hEal, F—
BB TR iR S 450, LR ad iRl ARAR ; X R CH LU
TTE 18 B IR 5 (RS R A e i 250, AT LLE
Y2 SRS BT 3G 3, R — AN RREE R 1 72,
Bfgmntmigk. Bk, XREH AR
GEHE T BTRSE. XREHEEIENN
B, B — 5 HEABR B Z M — T L 2 G
27N S IEE S

R _t+2F0ER, XREHBERESE
THE,MMIELANRB T XRAEHBRKRER
EAXES. CEFSHEAN URMEEEHEILR
AR S ETRE T IS E MR U, iR
R BRI TERER B R, KRB
FEES R R BB PR E T Z R, H A
IMEEXE R EH MRS RRRBR. RE
—HAE N NEHeX FE RS A P EERARA
E BHEAL, XRBHERAE —TRMUTHE
SEMEE PN P ASRMRETA.

i, BENNH, XREHIRAE LFE—H

REHEEXR(FITEHEZAZANEKR) .M
H(RFRWES) A (MR R AP
HEEWAES) MERRES™. eRe—fR
BB R R MERMEI XTIREREEH
B, AT BRI A ER BB AR R
REML, BAXREHOBREER SRR
RABEHASHRE NS EHITAHEZR
J] .

AXUMATA R, FRETENEHEE
FRAREBH R Sl EHEEEHIT NN
m], [ & — N R . R R R 1 B
Ak R RE AU Y 7
1.2 XZFEHSME

BEHESREMILHTEMGENINESEHE,
BRI T S ERERIRES EHERFACS VS
HEFHEZE ERENZFEMERE T
2. ENSHEF RN HETHER, % L
HEEFHANEHESCERELTBRESE, A
H: 7= B [A] ( production drientation ) B f= 5 & [A)
( product orientation ) FI#E 4 F 7] (selling orienta-
tion) , FE- 3| T #5 5 1] ( market orientation ) , 3 ij &
&R R A48 - 19 (social marketing o-
rientation ) . i} B% & £5 5 0] ( strategic marketing ori-
entation ) F15¢ Z& & £4 -5 1] ( relationship marketing
orientation) JEFFHIRT ™ ™. RRBHRMSH
TEHESNRERX A, EEFIRAMLES
HAR G KL B A B AR SR E S —Fp
BEA MEE#H KPRE ERRKESEX
ROHENRBOTREMES NS DIXHEH
BEEFOLNEHES, £S5 IKHEITGE
B, — N olk 21 S TE AL B Ak B B0 £ B 25 R R
B, 70 H 2B HEARF, B RIERL S
KRR, M BfF, REXMEMT . EHRE
SBAME. —RWE, XREH MR, Al
FR AR ) T3l i 5 4 (trust) (BK 45 (bonding) | {4
3B ( communication ) | 4} {8 W3 Z ( shared value) |
[l ( empathy ) F1 5 2 (reciprocity ) & R # 7 |
B RBELGKENERY P g2,
REZ.

XEERHEEXREHZN S TEANT
XEMNRBRAERIAM, —EHEXRER XRH
M R RERE AR KRR AT ALK
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EERR S T EREEER . X Rk
FRARE—BBEHER™ D s,
E AR, 2R RS A, EHER
EHEEARES MELREN T, LR TS
e BAR, F % R B E A s
Rz A,
1.3 EER A R
FERBIEE A R — MR R R T
B—ANE A — SR R R UK A LR BT
HEFAN T R FhRE S, LRSI T
BE7, T LR ARSI BE ). R TR S 2
—MEIFRE (perception) , FTE TR IIXEH
R, S, ERERIER T, BT EmH—1
IR TR BT N B B B —
B AU R SRR T R £
B AU N RTR BT & R 7™
ST IR 9 3 A B RN BL3 , — R A
BT, — BRI, BRI, I
EARBE TR ™. 4 BIRBT A, E—F
B LA B B HARS. MR, % A KT
B,B RS L H % A FAAS. BRI
Ky AU IR T A FAL ST AR, BISE AL 3
AUA B KU A AL B A R4S B AL
AP R TETHAT SRS, AR U8
B BRI P, EIR AT S S AESR AL,
AU T A SRR IR . — 4B
FAH R LRI PR 7 26025 2 55—
B4 T RIS B B — 8 L % 5
— MR R R R, X
AT EA — LR, BT ERR A
B4 PR AEATE 54 8 38 B BB 5 P
A
BRIt R ER  — R R A
WREGERR S — A EEEE— AUk,
BT T LR AT, 2508 19 38 A
Fyl 5436 Rt A PR A A 2
B R AR R E, H RSB T =
#AA X RE R EHLERNER™ T,
1.4 £REHUSEXFEBNAE RN
KRS 4 B A A 1 1
0 _E R, Ay LA TR 2 R T B
B S 1 T S A 4 B Y L M

E RABNEEEFASHLHZ K EL—FE
BALR . KRR ENSIEXR. M, IRFEY
MR — S G K — S B A AR AR, X
Al £ HLBR S ISR 5 LK B B £ B 25 SR LR
MAMUEE B HC M E. REEAER -
PRAE X XU #RA ], 3RS xof Xt 5 A A AE AT LA
PURN AN N s o < 1 o o A e
BEXF XS J5 SERERE WA 1. FER XI5 R AR,
SRS MR A BRI J7 3, W E AR A
[l & X AE B F IR FI AU i T #Z B
S EILA AT E SN LARE & 5 RIE, & &8>
MR FH P BB BE £ 75 2, 0o PR R AT 4 5
PN B X % R 5 E R R .

MR, E— TR EAEBRFHHLREHTM
i, BRI Gk HFERE— T EE @K
ZE, LW EALESZET KRR, A,
MAREZWE - LT HIKME, X BV ARE
S S KRS, i, B T & f R3]
PR T RARR AR, TR, A Rs—:

Hl L AMERMER S, XREH TR
58, il BB T (a) 2 R SIPEAL T, (b)
Zfd IS8 S 1AL .

1.5 XZREHSEANTRENAEANBFY
3!

KA T REN RER N SREN T
TEFZ RIR 5K 2R R 1R 1TV T, DA T 16 e B2 il SR 18
BARMER. Rt , 7E & HREf T AT,
B S48 RS ] T SCRAAR 7 556 R 58 A 1A ) =2 8]
MREXRR, BRX —XRABAEE. XEK
FEHMARARERNTE _EZRKXR. T
R ARRR L, LI SE R RE S A E K
M OREXAURSVE A RAREHESSE.
AUFFERH, RE WG X T H AR5
BHFTE_ENERT. BTFX-HAER
DREESXABHIPEZEBBER, A H b
ERABH AWM EDN 56 HER R
ZIRBYR R - AU 5 SR A AR ) =22 J) EE AR
KB, RREBEHFAM —EHHEMEXXRAHL
BT A 5 A 7 560 3 ) PR AR 0 =22 [ A
Kt , XABEHIFAXN —HERWAHEXRRARL
HTR T 1 .

AHAWE? SN SRR ) 2 6 IE
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FISE, — Al AR, B Sl 2 H i A5
FHA. A, HRREH P AR, d T
AR B E S HAE H K S K R E Y
BEXR, FUERARASARBMHACKH T
SR I PEAU S B, AR S T3 SR A 14
PR IB 2 REE AT H 38 T &, (H R X e
APk, BEEE BRS8N
EE B3 %t T 3R B PEAL D B AR, BT
S ARG Z B A OC A, — Al AL
TR, oA FsE G AU XEHE Y
BB, ERNRBKFRTENNRSE
BRI EAT 31, B {6 P 5 ) PR AR T 0 b BE
BRI, LK REH YRR, BEE DU R
R XA il 5 P 388 ] PR A A BB 1] 2 A B R
EERER. TRARR=:
H2 MHAMERAZR, KRB H T
S, 13 RIAN 7 -5 ) 2 1 (o 5 o R A
FIZ A IE (52) MR RS (38) .

2 BHRAGE

2.1 HX

AR LA R PR RE R S B2
ZIA IR R B G X 52, I 3 R B AR R I AR B
. EEX—AE, REAE—, ERE bilE
BHSHHZNFEE S &R SERER
FRRR, XRIE T AR FTENEEHES
SR AG R 5,8 TR HER
BIAETE , A SCTC R R L KRR IE i g 120 2 2 )
B E R KR — (AR RS 5 &
LHANXR, IR -2 S HEHERK X
R) A —HRBHEE, T GBI E R EREE
RIRCXT 26 R 19 55 — 31, R Ml vy — I R AR 4%

ZEIMEFAELERBREHEEN S
B, AT RUEREC BN SRAER MBA 24
(2000—2003 4% ) Fr AR Bl E AW A EXN L,
KRB (TN MM E(EEE SR E R
EHIX AL LR RIS A ) A4S B r TR
AR, BAE A P ARH LN EEAR
KRIEE.

R #E Reynolds & NPV Y IRpT e E R
N TR ISR AR N T X B HEAT HE BT

B, 0L FA SO R A i ax Fb e BE AL A 2 BT LA
W, AN ERE R, EHTEE S
Brast, AT LA S — ') . AXWEHMERE
sl X R B B S Xt A AU RN, 1T
SRR E R E SRR R BRI HKE,
B UL B AR A AT R 7E AR R 1) R, {H R 7E X
BT WEEARE T REH A SHHAR W EEE
L NGOLVE S

FL& 200 143 [a] 45, Ho A I _E 100 ffr, SE i
100 . W B[R4 153 47, Hp B R R 4% 140 £,
AR EIRR K 70%. Hb, e & A =¥
WelBl 60 £33, i 42. 86 % ; P L A& 7Y 8] 5  [] 80
By, 5 57.14%. SHEHE AT DUREA T %, P9
BEAMBELEELEZR (p>0.05) , WA ZH
A LAE HTE— BT 4047
2.2 gE5TENE

METRANREE 4 TK(KRAFE20 4
hEtEEE ) , B35 5 AR E R (Likert scale)
M—4 B TEWE S R ZIUE R RE. BRT
RRABHIFAERMTERMSG), HEEREB
RRTARFE R A K B 2E BB 0, IR R
1 E R B O T — B0, R EAE.
2.2.1 HEBHLRATHTS

A R E R T M B RBBWUASA
(Yau et. al. )" B RBH. ZEEMFE B
& TR W EREE  FEMEEEAND T ER
MEXAREHFEMERE. A, AHLBEML
T EREZ R . EMINERPRRE —&
MEXRTFEUEHXARAMWIE, W RAH
B BAZE, YERR”, " WRERAAE
WX, EAFRATET, BRIT—ESETH
] EHEEZH N ZNE S FEEXRRR
DNRBFEM T E, AT 5 A EK
) B RF AR, RAT(AA 55 EKE)
2% H AR AU A" RIS
BRI E BB AEMER R ITAE" % R
FEEHASHXRABHFMANRK(.275),%
REHIREZHNZESLHN—FERNE
W ARSI FEFEH S EXRIRE. Bk,
XEFRANERABEHSRERERRTA LS
WHEFAMBREFEEX . L, ¥ EEm
“IRATA LRI R AR A R E AR 5 R
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FARLFRMMER” % RIEE TAEEE. R
KBS R R AR BB LR
Hg IR K RIEEFSENER LR
THE"BRRATBES TEFAEEFHWEIE”
% XHENUTEEEERBRAXRREHFN
HAE.

AHRRAMXREHFRERESR 21 41
WH, W% T T B 08 MEWILE FHE
MEEAAFE. HHREERTa R
N FE - EFRERAFRENEE(L =&
AEE;2 =ARE;3 =8 MN;4 =FE;5 =KH
FE). XMW EERH#THF I, Y eigenvalue
WA 1 B, SRR AR, AB5E B2
HEAEF, A8 EE (RL B R8) F2A% (RO 3|
RI18) FIEI#R (R19 B R21). X =AHFHITEHE
K%, R ARS H F R RKMIE , BRI
Rk 1 PR,

HTF=1MHEFH o« HHETFO0.7, BF—
HEBAT, Br LU = A EF AT B A, B3 =4
KXREBHIHBMERR, B EE  FEEMER.

W =AM ERHATA R ST, KBS FE AR B A
FEVRE BEAEE (r=0.796, p <0.001). 247 HAR
AR RS H IS EILR R, &
ATid—(a=0. 878, EBEE N 89. 804%) , fi 4%
HEESHMA UT, EES5EBERETEN
RMO, , R #5575 & RMO,.
2.2.2 #EBARHBILER

HrE R RB ST, ARG R TH WA 28w
BT R IR R RS ERIER R E
H1ES(l=R&A~AE;2=—_H;3=—8;4=
KEAYEBIN;S = LB AT EX T E 4T
Ay MR BAFIER A(HIERERI A ENES
B BOWE R AT REXMN TR, RN A
ATRE R E RS/ “ MR B AT ER A
A ATTBT A T A B AR B IE 30, RN A A T RERK
FHEERESLVYBIBEREESHITR. &
SEEEs ERRSMEREWNET A mA.
BARABRATSATHE (a=0.810; FBE
57.103) , &30 B 4520, 75 5 28 5 AU A I
B PW.

®1 XRFHSARRMNEERR

Table 1 The reliability of the scale of rrelationship marketing orientation

i B 5 TR (i
HETFH o i ~ 0.917 0.877 0.776
HRFERNEREE 46.313% 8.948% 5.326%
Rl AN, RAT S HZ AEELMGEE 0.674
R2 MREE LA M rg b £, A F B4R 3T 7 RAABFEM 0. 684
R3 A A BRI F 0.625
RS RAFEHSHHREBFATHER 0.536
R6 RAFIB SN FRAEREN A 0. 607
R7 S AR B T T RAT= 4 R 0.572
R8 RAHLGH a3 53t w@E 0.517
R12 A AR S35 A RSN ER 0. 502
R13 AR ABHEATH Bl % sh i Bk 45 s 0.458
R14 RAFREMX 3T FREBEENHRZ 0.470
RIS A EEREMIT 89/ E X% RIE 0. 460
R16 A R EE RSN F NSRS 0. 494
R17 RAF EEZTESTH O ER R B 7 0.575
R18 FA RITERBUTEIRT & % 1T 5 i B 0.524
R19 HAAMEEBAZE, 4EEIR” 0.442
R20 RS A B T T XU 85 P Bt sy R ik 0.300
R21 WRAERA TR BRSNS FAFTEFE HRANVZL LA TFEEMER 0.419
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% it B AL ST, B Gaski”! Al Rawwas %
AP R E , RS AR R iR Al
ARFEBHERER 13 5(1 = JRAA;2=1]
PER3=FAREH;4=2%HEH;5 =06
)& 6 MERBHMEAIMIE (BB E
53t &I AR R BRI RS
B — e STRF IR ) F0 8 N AR AU
BTN B (A4 0 Dy 4R A BE e 2T T SR W 3
L RETHER R RAGE A AR B &
B ERERRNERS) TS HHEER
HATEF 537, 24 eigenvalue B0 1 B, 32 Hi P
AN F43 FxF B T4 B3R I AEACH A A TR i

YRS A TH o [H5 5125 0. 861 F110. 868,
XTI R A5 OR A9 MR e B R 31 71% M
25.29%. HWAETARTE AN, BRI R R
il Ay 48 4% UCP #0468 AT 9E 58 ) AL 1 48
#» UNP.

®2 B4R T ERERBEREE R EE
ListrZ MMM R R Kb BT ERE,
5 FH 3 ) AR F5 B (UCP) N F AR SE AU
IR (UNP) MR R BB E A N 0. HiL, 72
FRARATE, A T AR R B MR SR,
o B o R SR R AN R AR B R AU 2
(] §43X P 232 LS

®2 TERHHESREZNTRZ ANEXRY

Table 2 Means, standardized deviation of variables and their correlations

g ESl RMO, RMO, PW ucp UNP
H {555 RMO, 51.04 9.27

& RMO, 10.99 0.369 ** 2.24

wH PW 16.79 0.168 * 0.118 4.35

i FRSR S 7 UCP 14.69 | -0.133 -0.075 0.420** | 4.50

{5 FAERR 5 A UNP 24.31 0.333* 0.183" 0.441™ | 0.377* | 6.09

D)WL BESER R

2) " RIRp<0.0L(NERE) ;" Fs p<0. 05 (WERK).

3 SWER

R TREFEMNMRR, R CRAZTEREE
B R AT 7. UCP 3 UNP W HAS &,
PW RMO, .RMO,, A &% PW #1 RMO, = RMO, #}
X PW x RMO, 1 PW x RMO, Sy B . %
[E 3| UCP #1 UNP Z M| ARG &, 7E4H W UCP
BHRREERI A, B A T UNP 8 sl & 7t

%t UNP [m| SR o, AT UCP R 9 #0622
B esh, REBULRT A9 — oo AR TR
BERARI BRI, A SR T — D3 RE T
AR RE= AR AR AR, BIH R AR
W TAEREE R (TIME). i3 BRI TR
FERAFEFN - SHEERETE. A
2R RR TS RNE T 77 FHRER
HEl=—FPR;2 =—FUL, ZFUR;8 ==
FRUL". R3EATGR.

£3 ZREAERBSFTHER KR

Table 3 The results of hierarchic regressions: Standardized coefficient

R | TIME PW RMO, RMO, | PWxRMO, | PWxRMO, | UCP UNP F Ad-R? FAEfk
UCP-1| 0.152 | 0.352* 0.175" | 14.264* | 0.230 | 14.264"
UCP-2( 0.110 | 0.362* | -0.302* | -0.092 0.297™ | 13.767* | 0.350 | 10.045*
UCP-3| 0.092 | 1.311*™ | 0.227 -0.101 |-1.212* | 0.038 0.298* | 11.857* | 0.397 | 4.956*
UNP-1]| 0.180"*| 0.377* 0.169 " 16.295* | 0.257 | 16.295*
UNP-2| 0.179*| 0.264* | 0.336™ | 0.046 0.282* 15.943* | 0.384 | 11.477*
UNP-3(0.192*| -0.296 | 0.286 | -0.251 | 0.154 | 0.558  (0.299* 11.782* | 0.39 1.233

BT FR p <0.01(TURHMK) ; * B p <0.05(TRHE).
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HER3IAUEL F— , MAXREHFHE
BpOEA AR MBS R ERSs Ad-R* HE
RFRMARRZREH R D EHEE, RIA
UCP -2 1 UCP -3 ) Ad-R* 43 5% 0.350 #
0.397, B B &5 FHi% UCP -1 (¥ 0. 230 ; Bi%I UNP
-2 F1 UNP -3 ¥ Ad-R® 435124 0. 384 F1 0. 396,
BEETHEE UNP -1 1 0.257. XiBHAXERE
2 E R R ER A B E .

o 7EAEEI UCP - 2 /P \RMO, IEIH A%
BEARROHRH(-0.302,p <0.05), M7EHLEY
UNP -2 #1,RMO, WEIHREBER N0 B NIE
(0.336,p <0.05) ,iX 5 H, FyMAH—3%. Hit,
MIZESZ H,. Aid, EZEXREHRE R
£ R (Blfm A PW x RMO, $1PW x RMO,) LAJE %
P 7EMA UCP - 3 th,PW x RMO, [ 5%
(-1.212,p < 0.05) T RMO, W& RE=E
(0.154,p >0.05) ,3f HAER UCP - 3 M3I&
(Ad-R?) % UCP -2 A T 8] B ByEk 3, M 0. 350
BEP0.397(FAr{L 2 4.956,p < 0.05) ; 7ER
# UNP - 3 &1, RMO, .RMO, B H 3 X If PW x
RMO, #1 PW x RMO, WEIHRZ$IAEE FFH
R UNP - 3 AR (Ad-R®) &2 UNP -2
BAE M Bk (F 24 1.233,p > 0.05). Xt
B RMO, X}F UCP By Ne 238 33 1757 PW F1 UCP
ZIEIWRRT AL, BN, X F UNP #
FUNEEEN. BN, 7FEH, b, EH, B3X
¥ H, Mg,

= ERR UCP -3 F,PW HMEH RS E
AR 0 HHRIF(1.311,p < 0.05), i PW x
RMO, BIHAREEARNO HAR(-1.212,p <
0.05). XULHX REH F S EHERN S
56 i R SR RIS Z R IEFEE R R, A
I, H, BRI HR.

/5, A RMO, #1 PW x RMO, #J[El/H &%k
BHABE(p >0.05). &5 LEMAITER, U
HEXREHFRAMEY, RALE 5EEE
FR(RMO, ) Xl fe ff FHIRIER A BEX W,
T E R A4 (RMO, ) WG B E .

4 it &

GAEU R g R, H, f H, 188 R, T
H, NIgia2e , AT 45t X REH T m X &

P R A ) B BB, A [ R VR YT

Y. EEEWMERI N R EH S M R K

RER A T A B O R R IR

B s T R RN X R E W SRR

B 83 7 L 7 ST T , 2 A /N Y W B 1

N X 22 4 T T £ A3 S A 7

4.1 (FXREHSEOTEER
ST LRHFRG R, AXEWTHEE W

RIFTR (L 1.4 37) , G— A B BRA X R

BHGE, ©E S T 553 B ke S —

EEAR KHRENSEXR. WA, EFE

S I— 5 KL FE I B AR ], BB L R

F B A 7 s, R AR B RS A

SR AR LR T B B T LA, 3

B S B, 36 240 5 1 o o s T A P A 9

A £ K A BB R B0
I 2 A5 PR3 S P AR AT B, 3 2R B 4 5 1 % o

ST B B R 7 S P SR A B B R A

BEm ISk, B, 7E 4G BEE AU R/ s At

18, B4t [ T2 54 T 6 3R S A 7 152

S, {3 PR SR AR D 7R AT RE 2 B 2 B T RO 3R

B ISR B AER AR R RE

S5 1] 9 55 40T, B ERAS K & TR M.

SRTI , B s R IR AT B K, R R B S S

SR AT BN MM Bk L X R BN

R R B TEM SRR Ik K iR

EEELER, FFUS H R R A O

TR IR B, TR X R B B 5510

40 T AR BT 3 5 ok A B R, 1 B I

FSEHEIMEA . EL, XRBHEREAEEEW

3 B X TR AU M B SR

TEAR 7 548 R S AU 22 ) B TE AR 36 56 2R T %

32 T A PSR B MU AR R A,

4.2 (XFEREHSHERMERISHEEMET
BENEE
AXRAN KR EH S BERIETAGEA

SRR AN, WS TEE G E
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Impact of relationship marketing orientation on firms’ exercises of power in
marketing channels

ZHUANG Gui-jun' , XU Wen® , ZHOU Xiao-lian®

1. School of Management, Xi’ an Jiaotong University, Xi’an 710049, China;
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Abstract: Based on the theories of marketing channel behaviors and relationship marketing, this paper empiri-
cally explores the impact of relationship marketing orientation (RMQ) on firms’ exercises of channel power. It
is found that RMO has a positive effect on firms’ exercises of noncoercive power, and has a negative moderate
effect on the positive relationship between firms’ power and their exercises of coercive power. The paper has
two major contributions, i.e., it proposes and tests the impact of RMO on firms’ exercises of power in mar-
keting channels, and it revises the measurement of RMO proposed and used by previous researchers. The find-
ings of the paper may help practitioners to make better strategies for channel control and treatment of channel
relationships.

Key words: relationship marketing orientation; channel power; exercises of coercive power; exercises of non-

coercive power



