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ABSTRACT

This paper examines radical change in the market positioning and associated capabilities
of an Australian Aerospace company through the 1990’ s that lead to the devel opment of an
innovation network. The paper gives some background to the position of the company,
briefly discusses supply chain relationships and describes the evolution of a collaborative
R&D approach to innovative product and process development in a business environment
where there may be significant discontinuities between projects. Project factors were the
need for fast-tracked development, integration with a customer product development
program and the management of multiple risk factors. A transaction oriented network
model approach is used to characterize some of the actor and environment contingent
outcomes observed.

INTRODUCTION

A cae dudy describes the evolution of network practices over a number of years, rather
than presenting a sngpshot of a network & some point in time. Strategies adopted by the
caxe dudy company's customers and suppliers impacted upon its postion in the supply
chan and drategies adopted by the company in response, conditioned the environment for
the development of a particular kind of business network. This case examines the response
of an Audrdian agrogpace compay to maket and supply chain changes through the
1990's. For some 50 years, the company mantained a subgantid pogtion in the Audrdian
aerogpace indudry, primarily supporting Defence Depatment requirements. By the early
1990's, the company exported virtudly dl of its products and pursued a drategy involving
innovaion in support of its cusomers The naure of changes through the 1990's is
summarized in tems of market reech, market segment, typicad production scope and
company |IP contribution (see Table 1). The particular focus area of this paper is the IP
contribution aspect post - 1990.



Table 1. Case study company environmental changes

MARKET DOMINANT TYPICAL COMPANY
REACH MARKET | PRODUCTION P,
SECTOR SCOPE CONTRIBUTION
PRE-1990'S | DOMESTIC DEFENCE LIMITED OTHER
AEROSPACE | QUANTITIES |PEOPLE'S
OF WHOLE | DESIGNSAND
AIRCRAFT, PRODUCTION
SHORT-TERM | CONCEPTS
PRODUCTION
POST-1990 GLOBAL COMMERCIAL | LARGER COMPANY
AEROSPACE | QUANTITIES | DETAIL
OF PARTSOF | DESIGN AND
AIRCRAFT, PRODUCTION
LONGTERM | CONCEPTS
PRODUCTION

The broad direction of the Company over the 1990's was st by a rdatively smdl number
of drategic decisons, but their enactment was heavily influenced by market, supply chain
and ownership changes dong the way. An incease in the effective capecity of the
organizetion to desgn sophidicated products was achieved through the implementation of
an innovatiion network that dlowed the company to operate with a reatively smdl core of
specidist engineers, but access a breadth of cgpabilities as needed. It is further observed
that whils the company achieved radica change in its maket pogtion, this was via a
successon of complementary  incrementad  innovaions that dso reflected the company’s
regponse to changesin its operationd environment.

The nework that evolved is consdered in tems of the actors transactions and
environment, with some illudration of the conditiond nature of the transactions in this case
and comment is made on the unique atributes of thisinnovation network

SOME KEY STRATEGIC DECISIONS
Some key drategic decisons were made prior to the 1990's based on trends percelved by

the company management. These were:



to introduce capahilities to manufacture components from a reaivey new materid,
carbon-reinforced compodtes (initiated in the early 1980's)
to focus enginearing capabilities to design and develop mgor sructura components
for large commercid arcraft (initiated in the late 1980's)
to sk patnarship arangements with large commercda arcraft manufacturers
(initiated in the late 1980's)
These decidons podtioned the organization wel for the trangtion that took place in the
1990's The company’s commercid arcraft manufacturer customer base sought to change
its reaionship with suppliers through the 1990's, outsourcing some of the things that used
to be done in-house. The evolution of customer requirements of their suppliers is illusrated
inTable2.
Some key draegic decisons made through the 1990's in response to various owner
requirements, changing cusomer requirements and opportunities to work differently
within the customer supply chain were:
the evaution of cdlular manufacturing, team+based production practices to reduce
cods, lead times and inventory
establishing management and infradructure adong the lines of a large verson of a
“and|” company rather than a andl verson of a “large’ company — the higoricd
paadigm. This leed to more outsourcing and collabordive activities and to a
finandid management focus on amdler units within the company
the evolution of fas-track concurrent enginesring competencies, which have not
ony reduced dartup and production costs, but provided a source of competitive
discrimination
the adoption of new technology earlier initslife cyde
the evolution of draegic dliances with sdected suppliers, reducing overdl cost by
providing further vdue-adding opportunities for those suppliers, further reducing
inventory and in some cases establishing joint R& D activities



Table 2. Some aircraft manufacturer supply chain requirements

CUSTOMER REQUIREMENTS

CIRCA 1993

CIRCA 1998

BUSINESS

Fixed piice, long term contracts

Ability to take on risk-sharing programs

Ability to manage multi-sourcing contracts
Ability to supply complete system or
module

Year-on-year pricereductions

Gregter emphasis on risk-sharing
Multi-sourcing plus hep with “market
acess’ ought

Clugtering under globd specidistswith
extendve knowledge sharing

Reduction of supplier base, working only
with the best

PRODUCT AND PROCESSDEVELOPMENT

Right-first-time enginegring

Joint development programs

Short lead timeto first production unit
Ability to provide low-cost technica
solutions whilst maintaining product
performance

Technology leedership

In-house design capability

Low R&D cogt

Right-first-time enginegring

Emphess moving towards  supplier
development

Competitive advantage would require re-
userather than recreation of knowledge
Research  collaboration and outsourcing  to
best practice suppliers

Technology leedership

I n-house design capebiility

Low R& D cod, to be absorbed by supplier

PRODUCTION ACTIVITIES

Low price

Record of excdlent schedule adherence
Short lead timesfor cusom variants
Egtablished reputation in aerospace and
qudlity track record

I n-house capability in key manufacturing
processes

Ability to supply inkits, in arcraft sets,
direct to the customer production line
Short lead timefor new product options

Low dat price and continuous reduction
sought

Schedule adherence and  evidence of risk
manegement practices

Support to JT principles

Good qudity peformance mugt il
continuoudy improve

Adoption o “Lesn Manufacturing
principles

In-house capability in key manufacturing
processss

Ability to supply inkits, in aircraft sets,

direct to the customer production line

Short lead timefor new product options

Successful supplierswill meet arange of criteriain thethreeareasabove to produce world class
quality and ddlivery performance combined with least cost, and sharing program financial risks

Through the 1990's, the company growth and profitability came manly from the desgn
and manufecture of large carbonreinforced composte arcraft Sructure assemblies. This
was not achieved without difficulty, as the combined effect of the decisons described
above was to substantidly reduce the management and adminidrative support infrastructure



of the company. However, & the same time some new R&D and collaboraive
management competencies had to be acquired.

SUPPLY CHAIN RELATIONSHIPS

Through the 1980's, the arline operators sought to reduce their arcraft reaed cods by
usng high technology gpproaches to the reduction of operating and maintenance codts,
even if this meant some increase in capitd cods Benefits from this drategy darted to
bottom out, s0 in the 1990's, the arline operators began to seek reductions in arcraft
copitd  cods, whilg retaning the levds of peformance then achieved. Aircreft
manufacturers sought to reduce codts through the whole supply chan. The case study
company was impacted a both ends, with its customers requiring price reductions and its
mgor suppliers having little capecity for price reduction, as the arcaft menufecturers
rigidy specified the materids produced. The case sudy company evolved a three pronged
goproach: (1) change the rdationship with its cusomer to reduce ther transaction costs and
to seek design changes that would reduce its internd cogts (2) pursue a high rate of internd
cos improvement; and (3) work with its suppliers to reduce transaction costs and provide
vaue adding services that reduced the overdl product cog.
Whereas there was a rductance to change designs in the 1980's, as this was very expensive,
the arcraft manufacturers became more amenable to cod-reducing changes, if the cost and
gead of introduction could be optimized for fast payback. In addition, the arcraft
manufacturers sought to have thar mgor suppliers become risk-shaing patners in the
launch of any new product.
These drcumgtances changed supply chain rdaionshipsin anumber of ways.

the case sudy company regulaly had engineers working within its customer’s

organization, & minima cog to the cusomer, and there were vidts encouraged by

supplier shop floor pearsonnd to see if a supplier action could reduce customer

internd production cods.

vishility of the flow of work through the case sudy company production fadility

was provided to the aircraft manufacturersin support of AT practices



in a Imilar way, the case sudy company had vishility of the progress of its orders
with it's maerid suppliers and devdoped multi-faceted dliance arrangements with
key suppliers.
The R&D function assumed a more drategic role in the company, but it had to be dosdy
integrated with cusomers, the production function and the company’s key suppliers.
Acquiring more capability with less resources was the norm.

THE EVOLUTION OF AN INNOVATION NETWORK

The drategic decison to establish design of the products that the company produced as a
source of competitive advantage hed one dgnificant management issue asociated with it
the discontinuous nature of design activities A mgor project design was only darted after a
contract was obtained from the cusomer, resulting in sgnificant pesks and valeys in the
demand for goecidid enginesring resources The cae dudy company hed initidly
abandoned a number of its traditiond broadly-based enginesring functions that were not
regulaly needed in its new operaing environment and it evolved a practice of keeping
ome gpedfic deggn adtivities inhouse, whilg undeteaking some specidid  activities
collaboratively. It was conddered that this practice enhanced opportunities for innovation,
and might be regarded as an example of an innovation network (as compared with a
production supply chain nework or a learning network). Similar gpproaches have been
obsarved in a sx-country dudy in Europe (Hdes 2001), where the multiple knowledge
flowing from a range of network connections greatly enhanced the traditiona gpproach to
new product devdopment. This is illudrated in Fgure 1 bdow, and highlights the exigence
of a number of different kinds of collaborative patners a different sages in the life cyde
of aproject.

In the case dudy company innovation network, some partners would only paticipae in
some dages of the project life cyde and some would play different roles in successive
dages. For example, a key supplier of production materids or sarvices may provide
“conaultant” advice during the product specification and devdopment phases. This advice
needed to be the best for the project, not necessarily the best for the supplier, which
required mutud acoeptance that a beneficid long-term relationship exigs. For the current



uppliers, such relationships had developed. However, having new patners join the
network is regarded as introducing additiond risks that would have to be managed. Project
management practices and decison-making processes of the participants had to be digned
in some way to minimize communication and schedule risks If trus and confidence was
not yet built, contingency plans and dternative sources of supply may have to be identified,
adding cost and complexity.
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Figure 1. Typical collaborationsin an innovation network (Hales, 2001)

Innovation is about credive outcomes and R&D can provide dgnificant inputs so the
search for innovation conddered options avalable from research, and, accessng
technology earlier in its life cyde became a norm for the case sudy company. Spending a
lot of time refining and consolidating research that may only impact pat of a tota solution
may not be hepful if this compromises getting early market access, even though it might be
conddered that technica risk is reduced by the additiond work, or that the solution will be
more refined. The point is, technology is only one of the risksto be managed.



To condder dl influences on the decison to adopt new technology eearlier, research,
marketing, manufacturing and finance perspectives were combined. In the case Sudy
company, many engineers were rotated through research, product development and
manufacturing assgnments to help provide baanced views and a paticula engineer may
follow a paticula new technology introduction through the whole cyde from laboratory to
aoplication over a period of a few years In addition, externa research partners were
encouraged to interact directly with cudomes in conjunction with the company’s
maketing and technicd daff. This hdped in mantaning an gopropriate focus on the
ressarch activities and to maintain cusomer vighility on company research initidtives
Fnancid modds were developed in congdeing options that might be offered to a
cusomer. The company dso introduced the outcomes of methodology research that
enhanced the product development management process for trid a an early sage of thar
devdopment. The result was a cusomer perception of an innovative and competent
company that was as cgpable as larger competitors.
Most research was carried out collaboratively through two Cooperdtive Research Centres in
Audrdia and an intendtiond Intdligent Manufacturing Systems program. The objective
was to capture a diversty of views and opportunities and to tgp into a broader network of
contacts. Like many businesses, the case study company has a strong dependency on some
paticular suppliers of unique materids or components. In this dtuation, developing joint
research interests and a lead-user rdationship offered early opportunities for innovation for
both parties and aso helped gppreciate what new gpplications might be possble in te near
future.
Fager product devdopment time is a competitive requirement in mog indudries, putting
pressure on the devdopment process, the supply chan and manufacturing changeover
times. Development time frames were targeted in weeks, not months. Wha evolved in the
cae Sudy company in response to this environment was a network of three overlgoping
concurrent engineering activities

one was concerned with concept deveopment involving research, desgn,

maketing, menufacturing supply chain and finance option development. New

gpproaches to tooling, and rapid prototyping techniques were aso consdered



one was concerned with product development in concert with the cusomer to
introduce a spedific product into manufecture. Supply chan patnes were an
integra part of this activity
one was concerned with orrgoing support sysems and onrgoing technology or
upply chain option development to fadlitate the other two. For example, there may
be an IT support function integrated with a product development team. Lessons
learned were dso incorporated in underlying practices
With s0 many things happening in padld, egpeddly where some paticpants may be
remote from each other, mantaining vighility and control can become an issue and focus
on the desred outcomes must be mantaned. Complex military programs have utilized a
sequence of formd reviews to assure gods ae met. A commercid product development
“Stage-Gate” technique is favored by many to integrate product development with business
needs (Frost 1998). Others argue that such gpproaches are too cumbersome and that
mantaning a dose asodation with a lead cusomer can achieve better results fadter
(Buisson et d 1998). The case sudy company utilized aspects of al of these goproaches a
any stage having more than one option for achieving project gods.
Daa management required careful control. Where long lead-time items can adversdy
impact on project development times, the controlled flow of technica data must link with
these requirements For example, tooling suppliers participated in tool desgn and materid
ordering long before detalled desgns were completed. This required a progressve rdease
gpproach to data management and basdine control on the part of the project team, and, a
dfferent form of participation by the tooling supplier who was usad to getting a full data
pack to bid on. Getting this process wrong can leed to finendd and schedule risk. Freezing
some things while keeping options open on others requires a different gpproach to
menufecturing planning. Therefore, dl suppliers had to be involved ealy 0 everyone
understood the whole process and the need for a target pricing gpproach to business.
Further details and an example of one project are given in Beckett (2000).
Adopting technology earlier in its life cyde can increese the project risks to be managed.
Something may not work out as expected, the technology may not be accepted by end
users, or cods may be higher than expected. The Aerospace indudry, despite the high



technology imege, is rdativey consarvaive. Whilg this is regarded as a virtue by frequent
flyers it can lead to long and expensve product or process vdiddion arangements
Consequently, the case sudy company generdly adopted a fadt-track incrementd, rather
then radica change goproach. Initidly, a technology was implemented in a redivey
ample goplication, with a “technology demondrator” having been produced under red
production conditions prior to that. Then, progressvely more sophisticated gpplications
would be deveoped. Such arangements hdped manage risk, but they adso dtered the
development process itsdf. For example, research continued in pardld with development
to provide options if things were not working out too wel. This helps explan the
overlgpping concurrent engineering processes described earlier

Devdoping new product and new manufacturing processes in padld adds another risk
dmendon in the context of fad-track product devdopment. If things get out of
synchronization, then the impact on cost and schedule can be very Sgnificant. And while a
“dage-gae’ type of goproach is hdpful & a macro-levd, a successon of lower levd
intermediate milestones is aso needed for producibility sudies that dart a the same time as
desgn does. In these circumgtances, it was essentid that both the concept stage work was
sound and that options for dternaive goproaches were dways avalable. In the context of a
gngle project, running options in padld with the man program may seem expensve, but
overdl, this is not the case, as these options could generdly be used on another project a a
later time.

Kesping dl project paticipants synchronised, particularly in internationa projects, requires
formad communications, precise technicd data coordingion and the establishment of
collaborative management functions A focus must be mantaned on information that is
criticd to the project, or the levd of effort required will not be conggent with the benefits
obtained. Information must be created once and re-used for different purposes with links to
the source being maintaned. Othewise, project data sets will become inconsstent over
time. Many software products have promised to ddiver such dructures, and they can be
effective within a paticular organization. However, when different organistions are
involved, people mugt manage the interfaces.



DISCUSSION
The case sudy company evolved a drategy of collaboration to support fast-tracked product
development in conjunction with its cusomers Altendaive drategies of mantaning dl
competendies in-house, or acquiring them through mergers and acquistions, would have
increesed company cods or required greater financd invetment. The company had a
higory of collaboration on militay projects but this generdly involved one project
collaboration & a time lasing severd years. It paticipaed in eight product development
projects of different kinds through the 1990's, some involving the customer teking the leed,
and others involving the case dudy company taking the leed. The nature of interactions
with the cusomer differed in eech cdrcumdance, but dl involved a team in the cusomer’s
program office and a pardld team in the case sudy company. Collaborators and sippliers
were not dways the same for each project, but were generdly drawvn from a pre-exising
network of previous collaboraiors A higher level of potentiad schedule, cost and technicd
rsk had to be managed, which was achieved, in pat, by mantaning a variety of options
throughout the development of a particular product.
To obtain an overview of the practices reflected in the case sudy, the innovation network
has been characterized by congdering some of the transactions taking place, as suggested
by Todeva (2001), who defines a generic business network asfollows,
“ Business Networks are sets of transactions based on structural formations with dynamic
boundaries that comprise of interconnected elements (actors, resources and activities);
Networ ks accommodate the contradictory aims pursued by each actor, and facilitate joint
activities and repetitive exchanges that have specific directionality and flow of information,
commodities, heterogeneous resources, individual affection, commitment and trust between
the network members.”
Actors in the case dudy company were the company itsdf, its customers, its collaborators
and its suppliers. Resources were those gpplied to a particular project and complementary
asHs (eg. gedid tedting fadlities) hedd outsde of the network. Some activities related
directly to the project itsdf and some reated to options that were under development in
padld.



Todevas (2001) assessment of the literature in this context leads to the following

suggestions
“ Each network has limited resources, and different members have different access
to these resources” In some of the case study company projects, additiona
resources had to be provided by one collaborator to support another from time-to-
time in order to mantan schedule, and some participants had access to specidist
resources outside of the network.
“The unique feature of networks is that they accommodate inequality within their
boundaries. This inequality is further enhanced by the division of labour and the
specialization pursued by each individual firm in the business network.” In the case
dudy, the collaborators, suppliers and customers were of quite different Sze and
power and verticd rather than horizontd integration was the norm, with the case
Sudy company generdly assuming aco-ordingion role.
“ Recognize the embeddedness of market transactions in the structure of social
relations. However, the practical consequences of that fact remain hidden in
implicit assumptions about network ties, positions, and dyadic relations between
actors in hierarchical and network structures’. The formdity of network ties in the
cae dudy company projects varied condderably; some being based on rigorous
contractual and project management practices, and others being influenced by prior
interaction experience. Larger partners dso tended towards more forma (and less
flexible) arrangements. Where trust had been built between some key individuds in
the collaborating companies, less frequent, but richer communications and fader
problem solving was the norm.
“The relational approach, developed by the IMP Group (1997) at Uppsala
University has introduced an alternative conceptual framework that enriches the
dyadic model of reationships. According to their interaction model, network
research should focus simultaneoudly on three aspects of networks: the participants,
the interaction process, and the environment within which interactions take place.
The interacting parties are conceptualised as the individuals, and the organisations
they work in, with the size, the structure, the strategy, the experience, and the



technology employed by these organizations’ (IMP Group, 1997). The environment
within which interactions took place was fixed price, fixed devdopment time, but a
dynamicdly changing environment where sgnificant risks had to be managed. The
experience of the case sudy company was that having the right individuds in the
right place a the right time was essentid to rapidly progress a project, paticularly
in deding with unexpected issues. The interaction processes varied from member to
member, depending on their internd practices and ther project role
“Control over the value chain and the value system (Porter, 1991), can explain
relations of power and domination between inter-linked economic agents’. The
cae dudy company was generdly postioned such that both customers and mgor
uppliers held consderable power and the company had to establish specid kinds of
long-term rdlaionships with both groups to edablish some influence on project
outcomes.
Therefore, the interaction of actors in a network modifies the very framework for
interpretation of market information in a network and the way companies assess
and respond to market signals. The case dudy company cartanly obtained different
maket sgnds through different partner channds (collaborator, supplier, customer)
about project hedth, company performance and the circumstances of competitors
who might be working on another aspect of the same project. The company seemed
to need both formd inte-enterprise rdaionships and some kind of individud dly
within each paticipant group. Within the customer organization, a regpected dly
who could influence the cusomer on behdf of the company and interpret forma
communications for it was found hepful. Within a supplier organization, trust built
from previous referrds that had directed new busness to the supplier seemed to
fadlitate a better flow of information. Within the other collaboraing organizations,
goplicdion of ther idees and joint marketing missons built persond relaionships
Exchanges of personnd with some of the nework paticipants dso huilt a
upplementary informa network.

Todeva (2001) argues “that the lack of a formd hierarchica dructure and chain of

command in busness networks does not mean that transactions and exchanges within a



network don't have prescribed directiondity. They are subject to postiond relations and
depend on the podtion of each network member, the priorities sat by these actors, and the
digribution of control between them. Pogtiond rdaions could be obsarved in dl types of
socid, technica and business networks” The case sudy company operated in a hub and
goke dyle of nework in dl of its projects but the naure of the transactions was
continget on a number of factors. These obsarvations and the preceding innovation
network description have lead to the generd representation shown in Fgure 2, which
illusrates that differing conditiond factors influence the naure of transactions with esch
generic type of actor.

Figure 2 Case sudy company typical network and transactions

COLLABORATOR CUSTOMER
TRANSACTIONS CONDITIONAL ON TRANSACTIONS CONDITIONAL ON
EXPERTISE ACCESSED, RESOURCE LEAD POSITION, LEGAL & PROJECT
Al'l OCATION & HISTORY MANAGFMFNT NORMS& HISTORY

TRANSACTIONS CONDITIONAL ON
STANDARD/CUSTOM PRODUCTS &
SHORT/I ONG | FAD TIMF COMRINATIONS

EXTERNAL
SUPPLIERS

1
The innovaion network environment of fad-track development and risk management dso
influences the kinds of transactions with different particpants For example, the influence



of the externd supplier conditiond parameters on degree of standardization and lead time
aise as follows a paticular product will commonly be condructed from some standard
parts, some sandard parts made to specid order, some custom parts made from standard
eements, and some unique custom parts, leading to Stuation dependent top-leve actions as
shownin Table 3.

Table 3. Some component and materials acquigtion strategies

STANDARD PRODUCT CUSTOM PRODUCT
- Maintain catdogue up-to-date - Establish order process
SHORT LEAD TIME - Fagt-track order process - Undergtand order parameters
- Integrate into project - Integrate with product
LONG LEAD TIME development plan development team
- Undergtand options - Set targetsjointly
CONCLUSON

The case sudy company was reasonably well podtioned to dat the development of the
innovation network described here, having prior collaboration experience and having begun
to establish an appropriate technology and core competency base. However, the changing
requirements of its cusomers and the larger number of projects undertaken on a globa
basis introduced a more demanding environment. Both the externd environment and the
case sudy company drateges to respond to it created the operationd environment for the
evolution of an innovetion network. Innovation involves divergent thinking thet thrives on
disorder, imagination and ambiguity, in contrag to most convergent thinking busness
norms that seek order, measurement and predictability (Hickman and Raa, 2002:14) This is
reflected in the case dudy innovation nework where a fad-track drategy and project
management practice of kesping multiple options avaladle whilg identifying and
managing risk dynamicaly, became the norm. It is suggesded here that these dynamics
meke an innovaion network different from a production supply chan nework or a learning
network. The nature of the transactions between participants is different for each project, is
dependent on a number of contingent factors and may change as the project proceeds.



Nevethdess the notion of examining such practices in a generic way through
condderation of the generic actors, the conditiond nature of transactions between them,
and the environment within which transactions take place can hep us to better undersand
what is happening in such anetwork.

REFERENCES

Beckett, R.C. (2000) “From Research to Redlity through Globa Partnerships’. The Journal
of Enterprise Resource Management: Vol 3, Third Quarterly pp 65-71.

Buisson, D.H, Garrett, T.C and Souder, W.E. (1998) “Generating winning new product

idess the antithesi's of forma Sage-gate sysemsin successul New Zedand Firms”’

Proceedings of the World Innovation & Strategy Conference, Sydney, Australia. August 2-5
pp 200-210

Frogt, N (1998) “ Stage-gete: a proven formulafor winning a new product development”
Proceedings of the World Innovation & Strategy Conference, Sydney, Australia. August 2-5
pp 226-231

Haes, M (2001) “Find report of RISE: RTO'sin the service economy”, CENTRIM,
Universty of Brighton, http:/centrim.busbrighton.ac.uk/go/rise/

Hickman, C and Raa C (2002) ‘Incubating innovation: Companies must leverage the fulll
oectrum of innovetion, from the incrementd to the revolutionary’ Journal of Business
Strategy, Vol 23, No 3, pp 14-19

IMP Group (1997) Aninteraction Approach in David Ford (ed.): Understanding Business
Markets. Interaction, Relationships and Networks London: The Dryden Press. (First
published in: Internationad Marketing and Purcheang of Industrid Goods Wiley,

Chichester, 1982, pp. 10-27

Porter, M. (1991) Towards a Dynamic Theory of Strategy. Srategic Management Journal,
Vol. 12, pp. 95-117.

Todeva, E (2001) The explanatory power of network theory and its gpplication to multi-
nationa busness relationships APROS 2001 ‘ Organization Theory in Transition:
Transtional Societies, Trangitional Theories’, 3-5 December, Hong Korg



