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Abstract 

This research was intended to investigate the effect of trust and commitment on vertical 

ĐollaďoƌatioŶ aŶd physiĐal distƌiďutioŶ seƌǀiĐe Ƌuality iŶ the soft dƌiŶks’ deŵaŶd ĐhaiŶs iŶ UgaŶda. 
The study was prompted by the fact that research on physical distribution service quality in Uganda is 

still sparse and the effect of trust and commitment on the performance of soft drinks demand chains 

is less explored. This study was purposely conducted to significantly contribute in this area by adding 

knowledge on the faĐtoƌs affeĐtiŶg the peƌfoƌŵaŶĐe of soft dƌiŶks’ deŵaŶd ĐhaiŶs. Data ǁas 
collected from 270 manufacturers and distributors in Kampala District which is the capital city of 

Uganda. The findings revealed significant positive relationships between trust, commitment and 

physical distribution service quality. Commitment also had a positive effect on vertical collaboration 

while trust did not significantly relate to vertical collaboration. The most significant predictor of 

physical distribution service quality however, was vertical collaboration and all the study variables 

accounted for 13% of the variation in Physical distribution service quality. This study contributes in 

the area of physical distribution service quality and also provides implications for theory and practice.       

Keywords:  Trust, Commitment, Vertical Collaboration, Physical Distribution Service Quality, 

Beverages, Uganda  

 

1. Introduction  

The beverages sector in Uganda operates amidst stiff competition that has exacerbated the cross 

over of several companies into unfamiliar territories such as mineral water and energy drinks (The 

New vision, February 3rd, 2009). Consequently, firms wishing to succeed in this volatile and highly 

competitive environment must strive to devise innovative ways of enhancing their performance and 

competitiveness. One of the critical areas on which such firms should focus so as to improve their 

competitive advantage is Physical Distribution Service Quality (PDSQ). Although the need for 

physically moving, storing and presenting goods is basic to trade, the importance of distribution and 

the nature of services expected by the purchaser have evolved with the business environment 

(Mentzer et al; 1989). As cited by Kennedy (2011), Cheung, et al; (2006) stipulated that effective 

service logistics management lowers costs and increases service value which positively impacts 

customer satisfaction. PDSQ forms part of a broader logistics that ranges from marketing, customer 

serǀiĐes, to the deliǀery of soft driŶks to eŶd ĐoŶsuŵers ;Friday et al; ϮϬϭϭͿ.UgaŶda͛s  ďeǀerage 
industry which manufactures carbonated, non carbonated and non alcoholic soft drinks, relies 

substantially on retail businesses to distribute  products to customers (Kyamutetera, 2009; Ohairwe, 

ϮϬϬϴͿ.  These retailers, ĐoŶstitutiŶg oǀer ϴϬ% of UgaŶda͛s ďusiŶesses traŶsaĐt oŶ the ďasis of arŵs 
length relationships (Simatupang and Sridharan, 2004) and this could provide a partial explanation 

for their deficient performance with regard to Physical Distribution Service Quality (PDSQ). The food 

and beverage industry has a unique role to play in expanding economic opportunity since it is 

universal to human life and health (Pfitzer and Krishnaswamy, 2007). Despite acknowledgement of 

the crucial role of soft drinks to the healthcare sector, the general community and the entire 
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economy, the manufacturers and distributors have failed to make use of their trust and commitment 

to ensure timely delivery, availability of products and development of a reliable physical distribution 

system. The soft drinks demand chains are marred with long delivery cycle times, non availability of 

products in certain parts of the country and increased customer complaints (Durgavich et al; 2008; 

Rabinovich and Bailey, 2004). Coca- Cola Sabco (CCS) a key bottler for Coca- Cola in East and South- 

Africa and Asia also faced distribution challenges emanating from poor infrastructure in East- Africa 

where traditional methods of distribution were costly and ineffective. This prompted CCS to deign 

innovative manual distribution centers with distribution network built through small scale 

enterprises (Pfitzer and Krishnaswamy, 2007). This inefficiency in the distribution system was also 

confirmed by the CEO Century Bottling Ltd, Mr. Basil Gadios who realized an actual need to improve 

the PDSQ of soft drinks to the far corners of the country (Kyamutetera, 2009). Kant et al; (2008) in 

their study about Coca- Cola Enterprises (CCE) argued that distribution vehicle route optimization 

results into efficient product delivery. Prior research also indicates the role of Physical Distribution 

Services in internet retailer–customer transactions as a value-added service for which markups can 

be obtained so long as premium service performance is promised (Rabinovich, 2008). Parasuraman 

et al; (1985) further concluded that an acceptable quality of service throughout the supply chain is 

recognized as a prerequisite for successful delivery to meet the customer's expectations. To be 

considered of high quality, a physical distribution system should be reliable and ensure availability 

and timely delivery of products to end users (Rabinovich and Bailey, 2004). UgaŶda͛s physiĐal 
distribution functions such as transport, warehousing, packaging, information management, order 

processing and handling, have created more of challenges than support in improving PDSQ ( 

Bimbona, 2008; Masiga, 2009; Heloise, 2006).  These challenges are worsened  by the wrong 

demand forecasts based on inadequate customer information shared among the manufacturers and 

distributors, inability to align incentives and synchronisation of process decisions in the collaboration 

arrangements (Simatupang and Sridharan, 2004; Okello, 2007).Current studies  also show that PDSQ 

inefficiencies can be eliminated if not minimized through vertical collaboration between the soft 

drinks manufacturers and the distributors downstream, (Shan and Norm, 2007; Stephen, 1997).   

Although a study by Friday et al; (2011) reveled that vertical collaboration positively influences 

physical distribution service quality, it was opined that some other variables that are likely to 

increase the effect of vertical collaboration on PDSQ required further investigation. In this particular 

study, we introduce the variables of trust and commitment and believe that these two variables not 

only improve the level of vertical collaboration, but also have a direct positive relationship with 

PDSQ. Previous scholars suggested that effective collaboration depends on the level of trust, 

commitment and the quality of information shared in the demand chain, (Danese, 2007; Goran, 

2005; Janjaap and Ghijsen, 2005; Zineldin and Jonsson, 2000). Simatupang and Sridharan (2005) and 

Soonhong et al; 2005) further added that trust and commitment can increase the level of 

integration. This is in line with the social behavioural theories which postulate that honesty, full 

communication and exchange occur in the presence of trust (Chadwick-Jones, 1974). This, not 

withstanding, Sahay (2003) argued that although it has been depicted  that trust is a complex 

concept in the literature which plays a key role in supply chain relationships, supply chain managers 

are not able to foster trust across all members in the supply chain. In Uganda, trust and commitment 

are below expectations with the business relationships constrained by suspicions, betrayal and 

dishonesty. This was blamed on weak or no organizational and administrative structures, poor 

sharing mechanisms, weak governance systems, and a unique cultural context under which 

collaborations exist (Muhwezi, 2009). Confirming this, Tukamuhabwa et al; (2012) also asserted that 
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trust and commitment between buyers and customers in Uganda and specifically in the commercial 

banking sector is inadequate. Where as literature provides empirical evidence on the effect of 

vertical collaboration on PDSQ, 60% of collaboration studies undertaken focused on manufacturing 

firms and suppliers as compared to 56% between the manufacturers and distributors, (Sandberg, 

2007). More to that, most of the studies on collaboration and Physical Distribution Service Quality 

such as Simatupang and Sridharan, (2002, 2004, and 2005; Rabinovich and Bailey2004) were all 

inclined to the developed countries. The notable exception are scholars such as (Eyaa, et al; 2010; 

Friday, et al; 2011; Muhwezi, 2008; Ntayi, et al; 2009; Ntayi and Eyaa, 2010) who have conducted 

studies on collaboration in Uganda, although none has addressed the contribution of trust and 

commitment on vertical collaboration and PDSQ in the beverage industry demand chains.  Yet other 

scholars reveal the need for communication technologies, trust and commitment in order to 

increase the effect of vertical collaboration on PDSQ (Danese, 2007; Goran, 2005; Janjaap and 

Ghijsen, 2005; Sambasivan, et al; 2009; Simatupang and Sridharan, 2005; Soonhong. et al; 2005; 

Zineldin and Jonsson, 2000). Communication technologies were however not included in this study, 

but this will be addressed in the next paper. This particular paper was meant to provide empirical 

evidence on the influence of trust and commitment on vertical collaboration and PDSQ in order to 

help soft drinks companies achieve timely delivery and availability of soft drinks to end consumers 

using a reliable distribution system. Specifically, the purpose of this research is to determine how 

trust and commitment affect vertical collaboration and Physical distribution service quality, to 

examine the effect of trust on commitment and the impact of vertical collaboration in the existence 

of trust aŶd ĐoŵŵitŵeŶt oŶ PhysiĐal DistriďutioŶ “erǀiĐe Quality iŶ UgaŶda͛s soft driŶks iŶdustry. 
The study will also suggest how trust and commitment can be enhanced to improve vertical 

ĐollaďoratioŶ aŶd physiĐal distriďutioŶ “erǀiĐe Quality iŶ UgaŶda͛s soft driŶks deŵaŶd ĐhaiŶs. Other 
parts of the paper include; the literature review, methodology, presentation and discussion of 

findings, conclusion and implications, research limitations and suggestions for further research. 

2. Literature review 

The contemporary global competition has forced organizations to compete on the basis of their 

demand chains as opposed to individual entities by improving the PDSQ of their products through 

provision of high customer service levels while minimizing the logistical related costs. According to 

Ju¨ttner et al; (2007), the demand chain comprises all the demand processes necessary to 

understand, create, and stimulate customer demand. Companies embracing the demand-led 

business model (demand chain masters) focus on coordinating and managing the demand processes 

(DCM) to obtain a competitive advantage by providing superior customer value (Hilletofth, 

2011).The effective management of physical distribution process within the demand chain has been 

long recognized as a key element for gaining and sustaining competitive advantage and enhancing 

firm performance (Cho et al. 2008; Mentzer and Williams 2000). Physical distribution service quality 

is concerned with timely and reliable flow of goods from the receipt of an order until the goods are 

made available to the customer (Rabinovich and Bailey, 2004; Rabinovich, et al; 2006). It requires 

optimization of logistics elements; production planning and demand forecasting, information 

management, routing and tracking, transportation, order processing, material control and 

warehousing (Aguezzoul, 2007; Krauth, et al; 2003) to ensure availability of products in a timely and 

reliable manner, (Rabinovich and Bailey, 2004; Simatupang and Sridharan, 2005; Soonhong. et al; 

2005). The overarching goal of the physical distribution function is to effectively and efficiently move 

products to end customers by eliminating the time, effort, and inventory waste within the 

manufacturing-distribution system (Mentzer et al. 2004).  One of the strategies undertaken by 
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manufacturers and distributors is the development of vertical collaborations between themselves 

and with shipping and other transportation firms (Venus, et al; 2009) to allow quick exchange of 

information, decision synchronization and incentive alignment in order to improve the PDSQ and 

therefore consolidate their competitive strength in the global markets. Vertical collaboration 

according to Simatupang, (2004); Wang and Archer, (2007) is an effort by two or more organizations 

to achieve results that they cannot achieve by working in isolation. Through the sharing of 

information, decision synchronization and incentive alignment the demand chain members are able 

to maximize their market share, minimize running costs and ensure reliable and timely delivery of 

products to customers, (Gunasekaran, et al; 2004; Sandberg, 2007). But in order to achieve supply 

chain integration, commitment is a critical success factor, with trust being pivotal in fostering such 

commitment (Tsai, 2006).Figure 1 shows the proposed research frame work indicating the variables 

that influence PDSQ. 

 FIGURE 1:  Proposed Research Frame Work (see at the end of the paper) 

The essence of the conceptual frame work for this study is that we believe Physical Distribution 

Service Quality requires a commitment between and among demand chain partners, and trust is a 

critical element to sustain such commitment. Conceptually, as shown in Figure 1, this study proposes 

that higher levels of trust and commitment between the demand chain partners will increase the 

service quality in the physical distribution of soft drinks in Uganda. This study also postulates that 

the deŵaŶd ĐhaiŶ partŶers͛ trust aŶd Đoŵŵitŵent within their relationship boost their levels of 

collaboration and this in turn improves their physical distribution service quality. 

2.1 Trust, commitment and vertical collaboration  

According to Zineldin and Jonsson (2000), distribution relationships have been managed basing on 

aspects of ownership and vertical integration and the use of power. Power has a significant influence 

on factors that are critical to the relationship between manufacturers and distributors on the level of 

cooperation.  Accordingly, dependence on power provides the platform on which, process 

integration of logistical activities can be developed (Chwen, et al; 2006; Sandberg, 2007). When a 

party is dependent, they value the collaborative relationship and want to maintain it (Chwen, et al; 

2006; Janjaap and Ghijsen 2005; Sandberg, 2007). It is however argued that, vertical collaboration 

will require two facets of trust: mutual and interactive trust.  Interactive trust is endless and 

describes a continuous process of trust which is more appropriate for decision synchronization, 

information sharing and incentive alignment. Mutual trust on the other hand is temporary and 

describes a discontinuous process of trust, thus making it inappropriate for longer and stronger 

relations among manufacturers and distributors, (Goran, 2005). Trust is frequently defined as a 

willingness to take risk (Mayer et al; 1995) as cited in Kwon and Suh (2005) and a willingness to rely 

on an exchange partner in whom one has confidence. Trust reflects one party's belief that its 

requirements will be fulfilled through future actions undertaken by the other party (Zaheer and 

Venkatraman, 1995). Trust is a generalized expectancy held by a member in the demand chain that 

the word of another member can be relied upon. However, Bigne and Blesa, (2003), state that most 

studies of the channel define trust as the degree to which a firm believes that its trading partner is 

honest and/or benevolent .Vertical collaboration on the other hand is an effort by two or more 

organizations to achieve results that they cannot achieve by working in isolation (Wang and Archer, 

2007). Sandberg (2007) and Chwen, et al; (2006), introduce interdependence, openness and trust 

where there is risk, rewards and cost sharing as other dynamics in collaborations between 

manufacturers and distributors. Studies further show that collaborative relationships among 

manufacturers and distributors rely on forms of exchange characterized by high levels of trust 
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(Zineldin and Jonsson, 2000). Previous research has also linked increasing levels of trust to 

relationship commitment. 

 

Commitment is the enduring desire to maintain a valued relationship in the demand chain. It 

predicts the successfulness and duration of collaborative relationships between manufactures and 

distributors (Zineldin and Jonsson, 2000). According to Kwon and Suh (2005), no commitment is 

consummated unless the partners recognize the existence of unbroken trust. Ryu et al; (2009) also 

argued that commitment is preceded by high levels of inter organizational trust.  Members must 

demonstrate a willingness to commit to a given relationship through specific investments of 

resources to the agreed upon logistical activities or projects in the demand chain for a successful 

collaboration (Chwen, et al; 2006). Collaborative relationships require trust and commitment for a 

long term cooperation together with willingness to share risk (Sahay and Maini, 2002) as cited in 

Sahay, (2003). According to Nakatani, (2003), commitment is a premise needed for the 

establishment of collaborative relationships. Simatupang and Sridaharn (2002) also agree that 

commitment is the most essential feature for the success of any collaboration in the demand chain. 

Ryu et al; (2009) found out that both trust and commitment developed as a result of interaction 

between two organizations result into collaboration between firms and helps to maintain this 

ĐollaďoratioŶ aŶd that supply ĐhaiŶ ĐollaďoratioŶ iŶ turŶ iŵproǀes the supply ĐhaiŶ partŶers͛ 
operational performance. In agreement, Morgan and Hunt (1994) revealed that the negative 

influence of a relationship commitment reduces collaboration and relationship success. Narayandas 

and Rangan (2004) further add that trust which has a positive influence on commitment, improves 

the relationship between retail buyers and vendors.  

 

To emphasize the critical role of trust on commitment, Kwon and Suh, (2005) opined that it is 

difficult to imagine a serious business commitment without trust. They also maintain that no 

commitment is consummated unless the partners feel that unbroken trust has been established. 

Katrina, (2003) on the other hand reveals that commitment is an essential characteristic that 

separates collaboration from preceding relationships in supply chains. For example, there is greater 

commitment in collaboration to allow companies share a vision and employ sophisticated processes 

such as joint planning and operation in the service of that vision. Parties are able to develop demand 

chain collaborations if they invest a great deal of resources, cultivate trust and commitment, and 

share long-term strategic goals. At an operational level, implementation of vertical collaboration in 

the demand chain calls for commitment through driving change on; shifting roles on who handles 

which activity, building personal relations to allow quicker information sharing, manager and worker 

buy-in and commitment, throughout the entire demand chain  to achieve any improvements in the 

relationships, (Vereercke and Muylle, 2006). Effective collaborative planning depends on the level of 

trust, commitment and the quality of information shared in the demand chain, (Danese, 2007; 

Goran, 2005; Janjaap and Ghijsen, 2005; Zineldin and Jonsson, 2000). Trust and commitment have an 

effect on both the level of integration of logistical activities and information shared in the demand 

chain. Trust and commitment can increase the level of integration of logistical activities among the 

demand chain members downstream. The reverse is true if the level of trust and commitment is low 

(Simatupang and Sridharan, 2005; Soonhong. et al; 2005). It is also argued that commitment is a 

success factor issue for achieving supply chain integration, with trust being the root of fostering such 

commitment (Tsai, 2006) .In line with previous scholars such as Garbarino and Johnson, (1999), we 
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believe that commitment involves vulnerability and sacrifice, and therefore emerges only in 

relationships in which trust is already established. We therefore derive the following hypotheses;   

Hypothesis 1: Trust increases the level of vertical collaborations in the demand chain. 

Hypothesis 2: Commitment increases vertical collaborations between the manufacturers and 

distributors in the demand chain. 

Hypothesis 3: Trust improves the level of commitment among partners in the demand chain  

2.2 Trust, commitment and Physical Distribution Service Quality 

According to Anderson and Narus (1990), trust in manufacturer-distributor relationships refers to a 

firŵ͛s ďelief that aŶother ĐoŵpaŶy ǁill perforŵ aĐtioŶs that will result in positive outcomes, and 

that the other company will not take unexpected actions that result in negative outcomes for the 

firm. Morgan and Hunt (1994) stated that a combination of both commitment and trust produce 

outcomes that promote effectiveness, productivity and efficiency. Commitment has also been 

shown to be a determinant of critical factors related to group performance, such as more open 

exchanges of relevant ideas and feelings, greater clarification of goals and problems, greater 

adaptability in responding to unforeseen circumstances, greater satisfaction with efforts, and 

greater motivation to implement decisions (Aubert et al; 1996). Fawcett et al; (2006) also argued 

that ĐoŵŵitŵeŶt ďeyoŶd aŶ orgaŶizatioŶ͛s ďouŶdaries is ŶeĐessary in order to achieve Supply chain 

advantage. The sharing of information such as inventory data occurs where there high levels of trust 

and commitment among the demand chain members. High levels of trust will mean preclusion of 

information distortion thus minimizing the bull whip effect whose implications include: excess costs, 

excess inventories, slow response and lost profit, to increase the quality of the physical distribution 

system, ( Vereercke and Muylle, 2006; Zhenxin, et al; 2001). Similarly, Ganesan (1994) proposed that 

a key component of trust is the extent to which the customer believes that the vendor has intentions 

and motives beneficial to the customer and is concerned with creating positive customer outcomes. 

The elimination of the bull whip effect that creates certainty in production and distribution in the 

demand chain given its effect on demand forecasting, order batching, and rationing inventory, 

allows demand chains to create reliable and timely physical distribution systems (Zhenxin, et al; 

2001). Tracey et al; (2010) also realized that trust and commitment have an impact on both 

satisfaction and word-of-mouth. Anderson and Weitz (1992) saw manufacturer-distributor 

commitment as the adoption of a long-term orientation towards the relationship. They proposed 

that ŵutual ĐoŵŵitŵeŶt results iŶ ͞ĐhaŶŶel ŵeŵďers͟ ǁorkiŶg together to serǀe the Ŷeeds of eŶd-

Đustoŵers͛ ŵore effeĐtiǀely – thus increasing mutual profitability beyond what either member could 

achieve by operating independently. Suppliers who are perceived as being concerned with positive 

customer outcomes will therefore be trusted to a greater extent than suppliers who appear 

interested only in their own welfare (Caceres and Paparoidamis, 2007). From this discussion, we 

propose the following hypotheses; 

H4: There is a significant positive relationship between trust and Physical distribution Service Quality 

H5: Commitment positively affects Physical distribution Service Quality 

 

2.3 Vertical collaboration and physical distribution service quality  

Physical distribution service quality is concerned with timely and reliable flow of goods from the 

receipt of an order until the goods are made available to the customer (Rabinovich and Bailey, 2004; 

Rabinovich, et al; 2006). It requires optimization of logistics elements; production planning and 

demand forecasting, information management, routing and tracking, transportation, order 

processing, material control and warehousing (Aguezzoul, 2007; Krauth, et al; 2003) with the aid of 
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communication technologies to allow efficient sharing of information, decision synchronization and 

incentive alignment, to achieve improvement in the customer service levels, (Simatupang and 

Sridharan, 2005; Soonhong. et al; 2005). Dyer and Singh (1998) opined that when firms collaborate, 

they are often in position to share knowledge and resources. Collaboration is a value adding 

resource for firms seeking to reduce costs, increase their agility and satisfy their clients (Spekman et 

al; 1994). Ryu et al; (2009) further added that when companies collaborate, they open their 

information, knowledge and assets to their partners. Due to globalization aspects, organizations are 

competing as demand chains for global customers to meet the customer service levels.  

Manufacturers and distributors form alliances with shipping and other transportation firms (Venus, 

et a; 2009) to allow quick exchange of information, decision synchronization and incentive alignment 

so as to consolidate their competitive strength in the global markets (Simatupang, 2004). The 

sharing of information, decision synchronization and incentive alignment aid the members to 

maximize their market share, minimize running costs and ensure reliable and timely delivery of 

products to customers, (Gunasekaran, et al; 2004; Sandberg, 2007). Collaboration enhances the 

value derived from each other, lowers costs and risks, creates synergies and yields more net value 

delivered from the value chain relative to others in the industry (Sahay, 2003). It is also argued that 

higher levels of integration increase the overall performance of the demand chain (Sandberg, 2007). 

Internet retailer relationships with suppliers tap on global opportunities through vendor managed 

inventory and Just in Time inventory techniques by employing the drop-shipping strategy by the end 

physical distribution service providers to allow timely and reliable delivery of products to online 

buyers (Rabinovich, et al; 2008). However, this is only possible through integration of the logistical 

activities with the help of communication technologies (Zineldin and Jonsson, 2000). Rahul et al; 

(2009) also argued that collaboration between both internal and external partners improves physical 

distribution performance. Vertical collaboration enables the suppliers to quickly respond to 

customer expectations, good product innovations and anticipate customer needs (Tsai, 2006). The 

integration of supply chain processes can provide an effective means by which costs can be reduced 

and customer service levels improved (Power 2005) .From the discussion, the following is 

hypothesized; 

Hypothesis6: Vertical collaboration increases the level of physical distribution service quality in 

the demand chain. 

3. Methodology 

Cross – sectional and quantitative research designs were used in this study that was carried out in 

2009 in Kampala district of Uganda. The study population was all registered beverage manufacturing 

firms located in Kampala district .The research was geographically confined to Kampala because, 

according to the Uganda Bureau of Statistics Business Register of 2006/2007, 61.4% of the beverage 

manufacturing firms are located in Kampala, probably due to the fact that Kampala is the capital city 

of Uganda. According to the Uganda Bureau of Statistics Business Register (2008), there are 31 

manufacturers and 664 distributors of soft drinks in Kampala, giving a population size of 695. From 

each category of respondents, a sample was selected. The sample size was determined using the 

Krejcie and Morgan (1970) sample size table and the sample was randomly selected from the 

population by picking indiscriminately without replacement until the required number was obtained.   

The population and sample size are as detailed in table 1. 

Table 1: Population and Sample Size (see at the end of the paper)  

The unit of analysis in this study was the vertical collaborative relationship between manufacturers 

and distributors. We examined the perceptions of the manufacturers and distributions on the 
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independent variables and physical distribution service quality of the soft drink demand chains.  

Measurement scales for the study variables were obtained and adapted from previous studies. 

Scales for information sharing, decision synchronization and incentive alignment were acquired from 

Simatupang and Sridharan (2005), Simatupang and Sridharan (2004), Soonhong et al; (2005) and 

Vereercke and Muylle (2006). Physical distribution service quality was measured using scales of 

availability, timeliness, reliability obtained from Rabinovich and Bailey (2004) while the measures for 

trust and commitment were obtained from Zineldin and Jonsson (2000).These measurement scales 

were tested for reliability using the Cronbach Alpha coefficient and all coefficients were above the 

acceptable cut – off point of 0.5 (Cronbach ,1951). We were conscious of research ethics and 

ensured that the data were not collected with the intention of harming anyone and that the entire 

research process was ethical. We also ensured that matters that were indicated by the respondents 

as confidential were kept confidential.  

The required data was collected from the respondents using a self administered questionnaire in 

which the responses to the statements hinged  on a five (5) point Likert scale ranging from (1 – 

Strongly disagree, 2 – disagree, 3 – neither agree nor disagree, 4 – agree, 5 – strongly agree).A five 

(5) point Likert scale was preferred because more often than not, respondents might truly feel 

neutral about a given topic, and presenting to these respondents a scale without a neutral midpoint 

can introduce respondent bias since respondents are forced to chose a more positive or negative 

response. The Likert instrument was used because it is believed to have acceptable levels of 

reliability and validity across a variety of settings (Elmuti, 2003). In this study, a survey was used 

siŶĐe surǀeys are aďle to proǀide a ͞paŶoraŵiĐ ǀieǁ͟, giǀiŶg a ďreadth of Đoǀerage regardiŶg a 
subject at a specific point in time (Denscombe 2003). Since pre-testing is regarded as important to 

reliability (Jones, 2008), the questionnaire was pre – tested to ensure appropriateness in wording, 

format and sequencing of questions .During the data collection process, the introduction letters for 

the research assistants were obtained from the university in order to make it easy for the 

respondents to identify them. Phone calls were made to the respondent firms and appointments for 

distributing the questionnaire were set.  Appointments were made to determine the convenient 

time when the questionnaire could be administered. At each company, permission was sought from 

the administrators in charge before the questionnaires were distributed. Once collected, the 

questionnaires were thoroughly checked to ensure that they were all correctly filled in. The 

responses in the questionnaires were coded and entered into the SPSS (Statistical Package for Social 

“ĐieŶtistsͿ softǁare ;ǀersioŶ ϭϳͿ for aŶalysis. “pearŵaŶ͛s CorrelatioŶ aŶalysis ǁas used to estaďlish 
the magnitude and direction of the relationship between the independent variables and dependent 

variable while multiple regression analysis was used to determine the variation in PDSQ that was 

explained by the independent variables in the model.   

4. Results and Discussion  

In this section, we present and discuss the findings of our study. In the first part of this section, we 

present the characteristics of the respondent firms. In the second part, we present the results of the 

correlation and regression analysis. In the third and last part, we discuss the findings of the study.  

4.1Characteristics of Respondent Firms   

Regarding the category of respondents, the majority of the respondent firms (95.4%) were 

distributors while manufacturers accounted for 4.6% of the firms. While for the number of 

Employees in the Respondent Firms, 1% of the firms had less than 4 employees, 89% employed 

between 5 – 50 people and 10% had more than 50 employees. 

4.2 Correlation Analysis results  
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A correlation analysis was done to determine the strength and direction of the relationships 

between the independent variables and physical distribution service quality. The results of the 

correlation analysis are represented in table 2 in the appendix. 

Table2: Correlation analysis results (see at the end of the paper)  

The correlation analysis in Table 2 shows that there was no significant relationship between vertical 

collaboration and trust (r = .110, p > .05). Thus H1 is not supported. This implies that issues of 

hoŶesty, suspiĐioŶ of other party͛s aĐtioŶ, keepiŶg of proŵises aŶd ĐoŶsideratioŶ of aŶother party͛s 
business success to be important between manufacturers and distributors may not lead to improved 

vertical collaboration in the soft drinks demand chain. The findings however show a significant 

positive relationship between commitment and vertical collaboration (r = .202 p < .01), supporting 

H2. This implies that there will be an improvement in vertical collaboration between manufacturers 

and distributors where both parties show intent to maintain and develop the relationship. The study 

findings also show significant positive relationships between trust and commitment (r=.300, p<.01) 

and this supports H3, implying that when trust increases among partners in the soft drinks demand 

chain, the level of  commitment also increases. In addition, there were significant positive 

relationships between trust and physical distribution service quality(r=.140, p<.05) and commitment 

and physical distribution service quality(r=.212, p<.01) and these support H4 and H5 respectively. 

The Findings further showed a significant positive relationship between vertical collaboration and 

physical distribution service quality (r = .342 p < .01) hence supporting H6 .This implies that sharing 

of point of sale data, aggregate demand forecast, incentive alignment and making of joint decision 

between the manufacturers and distributors leads to an improvement in the Physical distribution 

service quality 

4.3 Regression Analysis 

A hierarchical regression analysis was run to determine the impact of each of the independent 

variables on the dependent variable. We controlled for firm category and organization status 

because we suppose that these two have the ability to influence physical distribution service quality. 

The purpose of controlling for these factors is to ensure consistency of the study results in the 

different firm categories and organization statuses. The results of the hierarchical regression analysis 

are shown in the table; 

Table 3: Hierarchical Regression Analysis Results (see at the end of the paper)  

In model 1, we controlled for firm category to find out if this control variable was a significant 

predictor of physical distribution service quality. Firm category accounted for only 0.2% (R Square = 

0.002) of the variation in physical distribution service quality and it was not significant in explaining 

physical distribution service quality (sig. = 0.549). In model 2, organization status was added to firm 

category and the new model accounted for 0.6% (R Square = 0.006) of the variation in physical 

distribution service quality. The model (sig. = 0.833) comprising the 2 variables (firm category – sig. = 

0.553; organization status – sig. = 0.935) were found to be non – significant predictors of the 

independent variable. 

In model 3, we added trust to the model and the independent variables of firm category and 

organization status are found to be non – significant predictors of physical distribution service 

quality. Trust was also found not to be a significant predictor of physical distribution service quality 

(sig=0.133). The model accounted for 0.9% of the variation in physical distribution service quality. In 

model 4, commitment was added to the model and the model became significant in predicting 

physical distribution service quality (sig. = 0.004). This model accounted for 44% of the variation in 

physical distribution service quality. Of the 4 variables in the model, only commitment was a 
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significant predictor of   physical service distribution service quality at this stage. In model 5, vertical 

collaboration was added to the model and the significance of the model in explaining physical 

distribution service quality improves to 0.000. This model accounted for 13% of the variation in 

physical distribution service quality. Vertical collaboration and commitment are the only significant 

predictors of the dependent variable. On the whole, the independent variables explain up to 13% of 

the variation in PDSQ. In the regression model, commitment and vertical collaboration were 

significant predictors of physical distribution service quality while trust was not. Among the 

variables, vertical collaboration was the strongest predictor of PDSQ with the highest standardized 

Beta ǀalue of Ϭ.ϯϭϳ. We ĐaŶ therefore iŶfer that deŵaŶd ĐhaiŶ partŶers iŶ UgaŶda͛s “oft driŶks firŵs 
essentially share information, decision making and where possible have incentive alignment.  

 4.4 Discussion   

The study findings revealed no significant relationship between trust and vertical collaboration in 

UgaŶda͛s soft driŶks deŵaŶd ĐhaiŶs. Although these fiŶdiŶgs ĐoŶtradiĐt preǀious sĐholars suĐh as 
Zineldin and Jonsson (2000) who recognized the existence of a positive relationship between trust 

and collaboration among manufacturers and distributors, we argue that vertical collaboration in soft 

drink demand chains in Uganda may not necessarily hinge on trust but dependence on power. 

Previous scholars have also argued that power has a significant influence on factors that are critical 

to the relationship between manufacturers and distributors on the level of cooperation (Chwen, et 

al; 2006; Sandberg, 2007). This argument is also in line with other scholars who contend that when 

parties are dependent, they value the collaborative relationship and want to maintain it (Chwen et 

al; 2006; Janjaap and Ghijsen 2005; Sandberg, 2007). It has also been further asserted that mutual 

trust is not appropriate for longer and stronger relations among manufacturers and distributors 

;GoraŶ, ϮϬϬϱͿ. IŶ UgaŶda͛s soft driŶks deŵaŶd ĐhaiŶs, the partŶers espeĐially distriďutors are “MEs 
who have relatively lower bargaining power than their suppliers (manufacturers) owing to their 

relatively low capital base, small scale operation and stiff competition to win dealership. This is 

further supported by Eyaa and Ntayi (2010) who contended that SMEs in Uganda are fond of bidding 

for contracts in which they do not posses competences by falsifying documents during the bidding 

processes. They are therefore susceptible to dishonesty, suspicion and failure to keep promises 

which erode trust. This implies that soft drinks manufacturers cannot collaborate with their 

distributors basing on trust but instead they use their (manufacturers) superior status to manipulate 

them. Distributors who are always in relatively inferior positions have no alternative option other 

than succumbing to the power of soft drinks manufacturers and to collaborate with them.  

From the findings, we identify a significant positive relationship between commitment and vertical 

collaboration. This implies that vertical collaboration between manufacturers and distributors 

improves where both parties show intent to maintain and develop the relationship. These findings 

are in conformity with previous scholars such as (Chwen et al; 2006; Sahay and Maini, 2002; Sahay, 

2003) Simatupang and Sridharan, 2002; Ryu et al; 2009; Morgan and Hunt 1994; Danese, 2007; 

Goran, 2005; Janjaap and Ghijsen, 2005; Zineldin and Jonsson, 2000). Although the level of trust in 

UgaŶda is loǁ, ǁe argue iŶ this partiĐular Đase that due to the stiff ĐoŵpetitioŶ iŶ UgaŶda͛s 
beverage sector, beverage companies are forced to get committed to their demand chain partners 

so as to gain competitive advantage. More to that, distributors must be committed in order to 

maximize profit and in addition to have their dealerships renewed. A positive relationship was 

further observed between trust and commitment among soft drinks demand chain partners. In 

agreement with prior scholars, we believe that as trust increases between distributors and 

ŵaŶufaĐturers iŶ UgaŶda͛s soft driŶks seĐtor, their relatioŶship ĐoŵŵitŵeŶt ǁill follow suit. These 
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findings also corroborate those of previous researchers such Kwon and Suh (2005), Ryu et al; 2009; 

Sahay and Maini, 2002; Sahay, 2003) who recognize the role of trust and contend that trust leads to 

commitment among the parties.  

Trust and commitment were positively and significantly related to PDSQ. This is in line with Morgan 

and Hunt (1994), Aubert et al; (1996), Fawcett et al; (2006) Vereercke and Muylle (2006) Zhenxin, et 

al; (2001) Similarly, Ganesan (1994) Zhenxin, et al; (2001). Tracey et al; (2010) also confirmed this 

when the argued that trust and commitment have an impact on both satisfaction and word-of-

mouth. These findings are also in agreement with Anderson and Weitz (1992) who contended that  

manufacturer-distributor mutual ĐoŵŵitŵeŶt results iŶ ͞ĐhaŶŶel ŵeŵďers͟ ǁorkiŶg together to 
serve the needs of end-Đustoŵers͛ ŵore effeĐtiǀely. IŶ a siŵilar liŶe of arguŵeŶt, other researĐhers 
such as Caceres and Paparoidamis (2007) indicated that customers offer more trust to those 

suppliers who are perceived as being concerned with positive customer outcomes. We argue in this 

Đase that the positiǀe Đustoŵer outĐoŵes iŶ UgaŶda͛s soft driŶks deŵaŶd ĐhaiŶs ĐoŶstitute the 
PDSQ. Indeed more trust between distributors and manufacturers is likely to improve their level of 

commitment and they are likely to pursue long term goals which consequently lead to quality 

services for the customers. It should however be noted that the variables of commitment and 

collaboration were the only significant predictors of PDSQ. This may not be surprising since we have 

earlier iŶsiŶuated that the leǀel of trust iŶ UgaŶda͛s ďusiŶess traŶsaĐtioŶs aŶd ŵore so ďetǁeeŶ soft 
drinks manufacturers and distributors is low. PDSQ in the soft drinks demand chains is likely to 

improve through commitment and collaboration resulting from power dependence, the need for 

dealership contract renewal by distributors and the need by manufacturers to operate efficiently 

and effectively following the intense competition prevalent in the soft drinks industry in Uganda. 

5. Conclusion and Recommendations 

The findings of this study have confirmed that commitment and vertical collaboration are significant 

predictors of PDSQ in the demand chains of soft drinks in Uganda. Our model had three independent 

variables including trust which did not significantly predict PDSQ. It was argued that this could be 

due to the fact that collaboration and the performance of demand chain partners especially 

distriďutors aŶd ŵaŶufaĐturers iŶ UgaŶda͛s soft drinks sector are not necessarily determined by 

trust. This study corroborates other previous studies in Uganda such as Tukamuhabwa et al; (2012) 

aŶd Muhǁezi ;ϮϬϬϵͿ ǁhiĐh fouŶd out that there ǁas laĐk of trust aŵoŶg partŶers iŶ UgaŶda͛s 
business dealings. In this particular study, we argue that commitment and collaboration between 

distributors and manufacturers in the demand chain originate from power dependence, the need for 

distribution contract renewal by distributors and the need by manufacturers to operate efficiently 

and effectively following competition pressures. In this way, we make our contribution on the 

importance of commitment and collaboration in soft drink demand chains in developing countries. 

Our model explained only 13% of the variation in physician distribution service quality. This may not 

be surprising given that a recent study by Friday et al; (2011) revealed that among the three 

collaboration dimensions of information sharing, decision synchronization and incentive alignment, 

only incentiǀe aligŶŵeŶt sigŶifiĐaŶtly prediĐted PD“Q iŶ UgaŶda͛s soft driŶks deŵaŶd ĐhaiŶs.  “iŶĐe 
our model explained up to 13% of the variation in PDSQ, this study provides a spring board for other 

researchers who would wish to investigate other possible variables that would explain the remaining 

87% which is very substantial. This implies that there are other important variables which our study 

did not consider, but the fact that this study has unearthed this, is in itself a noteworthy 

contribution. This study revealed commitment and vertical collaboration as significant predictors of 

PD“Q. This iŶdiĐates that the suĐĐess of physiĐal distriďutioŶ iŶ UgaŶda͛s soft driŶks deŵaŶd ĐhaiŶs 
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lies significantly in these two variables. Management of soft drinks firms should craft and implement 

strategies aiming at improving commitment and collaboration with their distributors. We earlier 

suggested that poǁer depeŶdeŶĐe is the driǀe ďehiŶd distriďutors͛ deĐisioŶs to Đollaďorate ǁith 
manufacturers. It was also noted that incentive alignment dimension of collaboration is significant in 

explaining variation in PDSQ. Against this springboard, this study recommends that in a bid to 

enhance commitment and collaboration, soft drinks manufacturers should offer more incentives to 

their distributors such as increased sales commissions, advertising facilities and delivery trucks which 

they may even eventually pay for, in installments. These incentives will not only enhance 

collaboration but also the bargaining power of manufacturers thereby iŵproǀiŶg distriďutors͛ 
commitment as well as PDSQ .Although trust did not significantly predict PDSQ, We note that trust 

had a significant positive relationship with commitment. Since previous studies in Uganda have 

revealed that the level of trust in business transactions is low, this study recommends that the role 

of trust should not be disregarded. Management of soft drinks firms should therefore provide 

favorable environment to foster trust in their demand chains such as improving communication, 

information exchange, fairness preservation and encouraging inter-firm adaptation.  

6. Study limitations and directions for future research  

Despite the fact that this study made a significant contribution in the area of demand chain 

management, there exist some limitations which may somewhat limit the interpretation and general 

application of the results. In the first place, this study took a cross sectional design. We however 

note that a longitudinal study would be more appropriate for studies involving variables such as 

trust, commitment and collaboration. Secondly, this study was confined to the soft drinks 

manufacturers and distributors in Kampala district. Although this study area houses the majority of 

the study population, the findings may not be applicable to all soft drinks manufacturers and 

distributors in the entire country. Future research should widen the scope and incorporate the 

remaining areas of Uganda in order to obtain more generalized findings. Further to that, this study 

was conducted in the soft drinks demand chains in Uganda. We recommend that future research 

should extend to other sectors such as alcoholic drinks since we have many firms producing alcoholic 

drinks in Uganda. In addition, our model explained only 13% of the variance in PDSQ. Future 

research is needed so as to include other variables which could be contributing the remaining 87%. 

Such factors include Information technologies, delivery personnel and power dependence. 

References 

Abu Saleh, M. and Yunus, M. A. (2007). Factors affecting commercial and industrial importers' trust 

and commitment and their performance outcome in an Asian context. International Journal 

of Business Research.   

Aguezzoul, A. (2007). The third party logistics selection: A review of literature. International Journal 

of Logistics and Supply Chain Congress, Istanbul, Turkiye. 

Anderson, E. and Weitz, B. (1992). The use of pledges to build and sustain commitment in 

distribution channels. Journal of Marketing Research, Vol. 29 No. 1, pp. 18-34. 

 

Aubert, B. A., Rivard, S. & Patry, M. (1996). A Transaction Costs Approach to Outsourcing: Some 

Empirical Evidence. Information and Management, 30, 51-64. 

 

Bigne Enrique and Blesa Andreu (2003). Market orientation, trust and satisfaction in dyadic 

relationships: a manufacturer-retailer analysis. International Journal of Retail & Distribution 

MaŶageŵeŶt Voluŵe ϯϭ • Nuŵďer ϭϭ •pp. ϱϳϰ-590 



 

International Journal of Business and Behavioral Sciences Vol. 2, No.4; April 2012 

61 

 

Bimbona, S. (2008). Supply Chain Capabilities and Purchasing Performance of Selected SMEs in 

Kampala. Makerere University Research Repository. 

Brynjolfsson, E. (1994). The Productivity Paradox of Information Technology: Review and Assessment 

Center for Coordination Science MIT Sloan School of Management Cambridge, 

Massachusetts. pp 2- 15 

Chadwick-Jones J K (1974).Social exchange theory. Its structure and influence in social psychology: 

London Academic press 

Cheung, C., Chan, Y., Kwok, S., Lee, W., & Wang, W. (2006). A knowledge-based service automation 

system for service logistics. Journal of Manufacturing Technology Management, 17(6), 750-

771. 

 

Cho, Jay J., John Ozment, and Harry Sink (2008).Logistics Capability, Logistics Outsourcing and Firm 

Performance in an E-Commerce Market. International Journal of Physical Distribution & 

Logistics Management, Vol. 38, No. 5, pp. 336-359. 

Chwen, S., HsiuJu, R. Y. and Bongsug, C. (2006). Determinants of supplier-retailer collaboration: 

evidence from an international study. International Journal of Operations & Production 

Management, Vol. 26, 0144-3577. 

Cronbach, I. J. (1951). Coefficient alpha and the internal structure of tests. Pyschometrica, 16, 297 – 

334. 

Danese, P. (2007). Designing CPFR collaborations: insights from seven case studies. International 

Journal of Operations and Production Management, 27, 181-199. 

Denscombe, M. (2003). The Good Research Guide for Small-Scale Social Research Projects, 2nd ed., 

Open University Press, Maidenhead. 

Durgavich, J., Nabirumbi. B. and Ochaka. S. (2008). Uganda: Mapping the Distribution of Commercial 

Goods to the Last Mile. Arlington, USAID DELIVER PROJECT, Task Order 1.  

Dwyer, R. F. & Oh, S. (1988). A transaction cost perspective on vertical contractual structure and 

inter-channel competitive strategies. Journal of marketing, 52(2), 21-34. 

Elmuti, D. (2003). The Perceived Impact of Outsourcing on Organizational Performance. American 

journal of business, 2(2). 

Eyaa, S. & Ntayi, J. M. (2010). Procurement Practices and Supply Chain Performance of SMEs in 

Kampala. Asian Journal of Business Management, 2(4), 82-88. 

 

Fawcett Stanley E., Ogden Jeffrey A, Gregory M. Magnan, M. Bixby Cooper, (2006) . Organizational 

commitment and governance for supply chain success. International Journal of Physical 

Distribution & Logistics Management, Vol. 36 Iss: 1, pp.22 – 35 

Friday, D., Ntayi, M. J., Muhwezi, M., Eyaa, S., Tukamuhabwa, B. (2011). Vertical Collaboration and 

Physical Distribution Service Quality. International Journal of Economics and Management 

Science, Vol. 4. 

Frohlich, M. T. (2002). E-Integration in the supply chain: barriers and performance. Decision Science, 

Vol. 33. 

Garbarino, E. and Johnson, M.S. (1999). The different roles of satisfaction, trust and commitment in 

customer relationships. Journal of Marketing, Vol. 63 No. 2, pp. 70-87. 

 

Goran, S. (2005). Mutual and interactive trust in business dyads: condition and process. School of 

Business and Engineering, Halmstad University, Sweden European Business Review, Vol. 17. 



 

International Journal of Business and Behavioral Sciences Vol. 2, No.4; April 2012 

62 

 

Gunasekaran, A., Patel. C. and McGaughey, R. E.  (2004). A framework for supply chain performance 

measurement. International Journal of Production Economics, 87, 333–347 

Heloise, N. ;ϮϬϬϲͿ. ͚The GeŶder DiŵeŶsioŶ of CoŵŵuŶiĐatioŶ TeĐhŶologies iŶ UgaŶda: DoĐuŵeŶtiŶg 
ICTs iŶ the Daily Liǀes of WoŵeŶ͛ CeŶtre IŶterŶship FiŶal ‘eport AĐaĐia ProjeĐt ICTϰD UŶit 
IDRC-CRDI 

Hilletofth per (2011). Demand-supply chain management: industrial survival recipe for new decade. 

Industrial Management & Data Systems Vol. 111 No. 2, pp. 184-211 

Huerta, E. aŶd VillaŶueǀa, F. ͚The ďalaŶĐed sĐoreĐard to ŵeasure iŶforŵatioŶ teĐhŶology 
perforŵaŶĐe͛, ǁork iŶ progress. ProĐeediŶgs of the 7th annual conference of the southern 

association for information systems 

Janjaap, S. and Ghijsen, P. (2005). Trust and its antecedents in supply chains: Evidence from a 

German buyers – Chinese suppliers perspective Open University of the Netherlands  School 

of Management 

Jones, T. A. (2008). Changes in hotel industry budgetary practice. International Journal of 

Contemporary Hospitality Management, 20(4), 428-444 

Jonsson, P. and Gustavsson, M. (2008). The impact of supply chain relationships and automatic data 

communication and registration on forecast information quality. International Journal of 

Physical Distribution & Logistics Management, 38.  

Ju¨ ttner, U., Christopher, M. and Baker, S. (2007). Demand chain management: integrating 

marketing and supply chain management. Industrial Marketing Management, Vol. 36 No. 3, 

pp. 377-92. 

Kant Goos Jacks Michael and Aantjes Corné (2008) Coca-Cola Enterprises Optimizes Vehicle Routes 

for efficient product delivery. Interfaces 38(1), pp. 40–50, 

 

Katrina C. A. (March 28, 2003).  Supply Chain Collaboration Unscrambled. 

http://news.thomasnet.com/IMT/archives/2003/03/supply_chain_co.html. 

 Kennedy Jeffrey (2011). Current Trends in Service Quality: A Transportation Sector Review. Journal 

of Marketing Development and Competitiveness vol. 5(6) pp104-115 

 

Krauth, E., Moonen. H., Popova, V. and Schut, M. (2003). Performance indicators in Logistics service 

provision and warehouse management – A literature review and framework. 

Krejcie, R. V. and Morgan, D. W. (1970). Determining Sample Size for Research Activities. Educational 

and Psychological Measurement, 30, 607 – 610. 

Kwon Ik-Whan G. and Suh Taewon (2005). Trust, commitment and relationships in supply chain 

management: a path analysis. Supply Chain Management: An International Journal 10/1 26–
33 

Kwon Ik-Whan G. and Taewon Suh (2005). Trust, commitment and relationships in supply chain 

management: a path analysis. Supply Chain Management: An International Journal 10/1 26–
33 

Kyamutetera, M. (2009, April). The CEO Magazine. Business News, Analysis and People. 

Marc Pfitzer and Ramya Krishnaswamy (2007). The role of food and beverage sector in expanding 

economic opportunity. Havad University economic opportunity series pp1-40. 

 

Masiga, M. F. (2009, Jan 27). New Coca Cola boss marks battle lines Monitor Online. 



 

International Journal of Business and Behavioral Sciences Vol. 2, No.4; April 2012 

63 

 

Mason, R., Lalwani, C., Boughton, R. (2007). Transport management; Horizontal integration; Supply 

chain management. Journal of Supply Chain Management:  12, 1359-8546. 

 

Mentzer John T. Gomes Roger and Robert E. Krapfel, Jr. (1989).Physical Distribution Service: A 

Fundamental Marketing Concept? Journal of the Academy of Marketing Science Volume 17, 

Number 1, pages 53-62. 

 

Mentzer, John T. and Lisa R. Williams (2000).The Role of Marketing Leverage in Marketing Strategy. 

Journal of Marketing Channels, Vol. 8, No. 3/4, pp. 29-48. 

Mentzer, John T., Soonhong Min, and L. Michelle Bobbitt (2004).Toward a Unified Theory of 

Logistics. International Journal of Physical Distribution & Logistics Management, Vol. 34, No. 

7/8, pp. 606-627 

Morgan, R.M. and Hunt, S.D. (1994).The commitment trust theory of relationship marketing. Journal 

of Marketing, Vol. 58, July, pp. 20-38.  

Mourits, M. and Evers, J.J.M. (1999). Distribution network design: an integrated planning support 

framework. Logistics Information Management, 9. 

Muhwezi, M. (2008). Network purchasing in developing countries: The case of Uganda. Journal of 

Global Business, 2. 

Muhwezi, M. (2009). Horizontal collaborative purchasing in the Ugandan public sector; an 

exploratory study. International Review of Business Research Papers, 5(2), 223-243. 

 

Mwesigwa, I. (2007). UNV Volunteers Pre-Assignment Briefing Note for UGANDA 

http://www.unvuganda.org. 

Nakatani, K. (2003). Issues of Trust and Commitment in Collaborative Commerce. International 

Association for Computer Information System – IACIS. 

Narayandas Das & V. Rangan Kasturi (2004).Building and Sustaining Buyer–Seller Relationships in 

Mature Industrial Markets. Journal of Marketing Vol. 68 63–77 

Ntayi, J., Gerrit, R. and S. Eyaa. (2009). Supply chain swiftness in a developing country: The case of 

Uganda small and medium sized enterprises. E-Journal of Business and Economic Issues, 4, 

1-9. 

Ohairwe, G. (2008). Relationship Marketing and Customer Loyalty. A case of selected supermarkets 

in Kampala. 

Okello, Obura and Majanja. (2007). Assessment of information business problems in Uganda  

. 

Parasuraman, A., Zeithaml, V., & Berry, L. (1985). A conceptual model of service quality and its 

implications for future research. Journal of Marketing, 49(4), 41-50. 

 

Pierre Chenet, Tracey S. Dagger, Don O'Sullivan, (2010). Service quality, trust, commitment and 

service differentiation in business relationships. Journal of Services Marketing, Vol. 24 Iss: 5, 

pp.336 – 346 

 

Pirtini, S. (2004). The rules of the logistics management in the digital environment and evaluation of 

relationship logistics model, 158 – 166. 

Power Damien (2005). Supply chain management integration and implementation: a literature 

review. Supply Chain Management: An International Journal 10/4 (2005) 252–263 



 

International Journal of Business and Behavioral Sciences Vol. 2, No.4; April 2012 

64 

 

 

Rabinovich, E. and Bailey, J. P. (2004). Physical distribution service quality in Internet retailing: 

service pricing, transaction attributes, and firm attributes. Journal of Operations 

Management, 651–672. 

Rabinovich, E., Rungtusanatham, M. and Laseter, M. L. (2008). Physical distribution service 

performance and internet retailer margins: The drop-shipping context. Journal of Operations 

Management, 767 – 780. 

Rahul Kale, Choi Youngtae, Paulraj Antony and Williamson Steven (2009). Exploring superior 

distribution practices in the paper industry. Vol 48 issue 4  

Ruben Chumpitaz Caceres, Nicholas G. Paparoidamis, (2007). Service quality, relationship 

satisfaction, trust, commitment and business-to-business loyalty. European Journal of 

Marketing, Vol. 41 Iss: 7/8, pp.836 – 867 

 

Rushton, A., Croucher and Baker, P. (2006). Handbook of Logistics and Distribution Management, 3rd 

Edition. Bell and Bain, Glasgow United Kingdom. 

Ryu IL, SoonHu So and Koo Chulmo (2009). The role of partnership in supply chain performance. 

Industrial Management & Data Systems Vol. 109 No. 4, pp. 496-514 

Sahay B H (2003). Understanding trust in supply chain relationships. Industrial management and 

Data systems 103/8 pp 553-663   

 

Sambasivan, J.  (2009). Performance measures and metrics for e-supply chains. Journal of Enterprise 

Information Management, 22, 346-360. 

Sandberg. E. (2007). Logistics collaboration in the supply chains: practice vs. theory. The 

International Journal of Logistics Management, 18, 274-293. 

Shan, W. and Norm. A. (2007). Business-to-business collaboration through electronic marketplaces: 

An exploratory study. Journal of Purchasing & Supply Management, 13, 113–126 

Simatupang, T. M. and Sridharan, R. (2005). The collaboration index: a measure for supply chain 

collaboration. International Journal of Physical Distribution and Logistics Management, 35. 

Simatupang, T. M. and Sridharan. R. (2004). A benchmarking scheme for supply chain collaboration. 

An International Journal, 11, 9-30.  

Simatupang. M.T. and Sridharan, R. (2002). A Scheme for Information Sharing and Incentive 

Alignment. International Journal of Logistics Management, pp. 20 – 21.  

Soonhong, M. (2005). Supply chain collaboration: The International Journal of Logistics 

Management, 16.  

Spekman, R., D.Salmond and J. Kamauff (1994). At Last Procurement Becomes Strategic. Long- Range 

Planning, 27:2, pp. 76-84. 

Stephen J. N. (1997). The scope of supply chain management research Supply Chain Management, 2. 

MCB Uniǀersity Press • I““N ϭϯϱϵ-8546 

The New Vision, (February 3rd, 2009).Uganda: Beer Firms Fight for Soft Drinks Market 

 

Thomas, K.P., Leung, Wong, Y. H., Suki, W.K. (2003). How Does Knowledge-based Interaction Affect 

Relationship Strategy Formation? An Empirical Study of Financial Services in China.  

Tsai Ya-Ling (2006).Supply Chain Collaborative practices: A supplier perspective. 12th IFPSM (2006) 

summer school 



 

International Journal of Business and Behavioral Sciences Vol. 2, No.4; April 2012 

65 

 

Tukamuhabwa Benjamin. R., Ntayi Joseph Muhwezi Moses, Eyaa Sarah and Saturday John (2012).  

ExplaiŶiŶg OutsourĐiŶg PerforŵaŶĐe iŶ UgaŶda͛s CoŵŵerĐial BaŶks.  IŶforŵatioŶ 
Management and Business Review Vol. 4, No. 1, pp. 18-29 

 

Uganda National Bureau of Statistics (2006/2007). Report on the Uganda business register. 

Venus, L. Y. H., Chin-Shan, L. and Kee-hung, L. (2009). Transport Logistics and Physical Distribution. 

International Journal of Production Economics, 1-3. 

Vereercke, A. and Muylle, S. (2006). Performance improvement through supply chain collaboration 

in Europe. International Journal of Operations and Production Management, 26, 1176 – 

1182. 

Wang, S. and Archer, N. (2007). Business to Business collaboration through electronic market places: 

An exploratory study. Journal of Purchasing and Supply Management, 13. 

Zaheer, A. & Venkatraman, N. (1995). Relational governance as an inter- organizational strategy: An 

empirical test of the role of trust in economic exchange. Strategic Management Journal, 

16(5), 373-392. 

 

Zhenxin, Y., Hong, Y. and Cheng, T. (2001). Benefits of information sharing with supply chain 

partnerships. Industrial Management and Data Systems, ©MCB University Press ISSN 0263-

5577 

Zineldin, M. and Jonsson, P. (2000). An examination of the main factors affecting trust/commitment 

in supplier – dealer relationships: An empirical study of the Swedish wood industry. The 

TQM Magazine, Vol. 12.  

Zulkifli, M. U. et al. (2006). A collaborative supply chain management framework. Business Process 

Management Journal, 12. 

 

Figures and Tables 

 

FIGURE 1:  PROPOSED RESEARCH FRAME WORK 

 

 

  

 

 

 

 

 

 

 

 

 

 

  



 

International Journal of Business and Behavioral Sciences Vol. 2, No.4; April 2012 

66 

 

 

 

 

 

 

 

 

 



 

International Journal of Business and Behavioral Sciences Vol. 2, No.4; April 2012 

67 

 

 


