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Suppliers of Networ ks, Networ ks of Suppliers

I ntroduction

The “networked organisation” has a myriad of megsir- from those organisations that
have acquired sophisticated communication techryolegabling high(er) levels of
functionality, to firms who join together so thaaoh can provide a component or
components of an integrated product and/or develampore commanding marketing
position (e.g. export groups). Systems consisthgnultiple organisations that have
joined together to enable wider distribution of de@r services can also be considered to
be networks. This paper reports a case studydf awservice-providing organisation —
a collection of small, locally-oriented job providewho have amalgamated into a
network and entered into contracts with the Austragovernment to find jobs for the
unemployed throughout Australia — and focuses @ndbordination issues within the
many layers of the network. The paper exploresnsvork in terms of theories of
social network structure and group dynamics. Tifferénces in the network properties,
competencies and effectiveness and the relatiosisthetween the individual
organisations within the extended network are tloai$ of the case study reported here.

Networ ks and Grouping Schemes

The study of industrial networks "is concerned wilte understanding of the totality of
relationships among firms" (Easton, 1992, p.3). eséhrelationships within a business
network display properties of emergence. By thesmean that the interactions between
relationships (as distinct from the organisationthiw them) create many of the network’s
properties. There are particular coordinationassassociated with this. Wilkinson and
Young (2002, p.2) discuss the “problematic” natfreetwork coordination in terms of the
importance of “coordination_betweess well as_withinrelationships”, the problems
associated with network interdependencies wheré &ators in a network are
simultaneously trying to achieve their own objeetiwhile taking into account the effect
and responses of other actors” and where “no ota & in overall control”. At the
heart of these issues is the reality that in a agtwompetitiveness depends not only on a
firm’s own efforts and behaviour but also on otfiens and organisations with which they
are directly or indirectly connected (Wilkinson arvidung, 2002).

A growing awareness of this is reflected in theéased attention given by business to
coordination issues in external partnering formehsas strategic alliances, key account
management, just-in-time relationships, outsourcumgual and hollow corporations and
business eco-systems (e.g. Contractor and Lord®g8, Hagedoorn, 2002; Davidow and
Malone, 1992; De Rond, 2003; Moore, 1995; Moore96)9 The benefits include the
mutual coordination and adaptation of products @odesses, the development and use of
relationship specific assets, the creation andirghaf knowledge, decreased relationship
governance costs, reduced risks of opportunisti@yeur, reduced search costs for new
suppliers and customers and referral and reputeffeats (Hakansson and Snehota, 1995;



Hausman, 2001; Kalwani and Narayandas, 1995; MaherWilson, 1995; Turnbull, Ford
and Cunningham, 1996).

For small firms, participating in networks has egeel as a possible way of increasing both
competitiveness (Barney, 1991; Jarillo, 1988) applootunities (Powell, Koput and Smith-
Doerr, 1996). However entry into, or starting ualue-creating networks can be difficult.
In the literature of international marketing, authsuch as Welch, et al (1996b; , 1996a)
report the effectiveness of (at least initially)htally led grouping schemes as a way
developing cooperative networks.Facilitators of such schemes seek members and
convince them of the possible gains to be madeefisaw introducing them to like-minded
firms as a means of generating networks to seekseas business. We observe such
configurations in other settings. For example,gasernments increasingly outsource
services they previously provided the ‘serviced®ly contract—where the provision of
public services (such a food, health and employraentices) are set to tender— is seen
(Thompson, 2000). The complexities attendant intémeler process has ‘forced’ many
small and medium sized, previously independenticerproviders to amalgamate into
formal collaborative arrangements to participatethis new market structure. The
experiences reported by participants within theserging organisations are diverse and
include descriptions of “benign competition”, “deplencies” and the “idiosyncratic”
nature of the relationship (Thompson, 2000, p. 1).

Such schemes seek to obtain benefits from coortirettion among members. This may
simply involve a pooling of resources to suppomtjwesearch, marketing and promotion
activities, thereby gaining greater impact from igeg expenditure per company, or
enabling cost reductions. Information and knowkedgn be shared to mutual advantage.
The benefits of such pooling of existing group teses stem from the economies of scale
and scope made possible (Welch et al., 1996b; Watlah, 1996a).

Within such schemes, some form of centralisedifatidn is often required. This can stem
from the lack of awareness among potential padip of the benefits of cooperation
and/or an inability for individual members to cooate their activities for the start up or
continuing processes. In networks involved in &xmdy for government work centralised
facilitation for coordination may be particularlyital in preparing and fulfilling the
tender conditions. Unlike other network forms wehésuccess' is often measured as,
simply, the continuity of the group (Welch, 1992) fulfilment of complex tenders,
performance metrics are likely to be complex andtirdimensional (Gadde and Persson,
2004). This creates further potential for tensaomongst members whose performance is
measured in part on the skills and implementatfastieers (Wilkinson and Young, 2002).

The manner in which a facilitator(s) interacts wittoup members, and the relationships
between the facilitating personnel and memberdefrietwork have been identified as
important issues in group operation and networkettgpment (Welch et al., 1996b;

Welch et al., 1996a) as have group dynamics (tbmlsprocesses and interactions within
groups) (Welch et al.,, 2000). For network groupsghemes to succeed, member
companies are required to accept group-determireasgand activities. This is

particularly difficult for independent owners of alncompanies, and even more so when



the group comprises competitors (Welch and Joygf/7). As Van de Ven (1976, p.28)
has noted: "organizations do not coordinate for rdibation's sake. Instead,
organisations strain to maintain their autonomy".

Grouping schemes have not generally been conceived analysed in business network
terms — no doubt this is because their internatgsses are not concerned with market
transactions. Instead, the focus to date has beeaconomic exchange relations i.e.
buyer-seller relationships and how cooperationcidf@erformance. While cooperative
buyer-seller relationships play a central role iarket success, there are various types of
non-economic exchange relations that exist witl@tworks that can substantially impact
on performance. Industrial networks comprise maifferent types of interfirm relations
including a variety of linkages between the comeswithin it and to various external
organisations. The group members bring with thieeirtown (pre-existing) networks,
parts of which may be activated and proactivelidoh to the networks evolving for the
group as a whole, as well as to those of otheviddal members (Welch et al., 1996a).

This diversity can create challenges. "Networks oo cooperation,” (Easton and Araujo,
1992, p.80) and the nature and development of catpe in these non-economic as
well as economic exchange relationships may be rdorerse and may influence the
structure and operation of the network as a wholen—-particular its performance — in

different ways. Nor can we assume that the diffeaéion is as simple as a dichotomy of
economic and non economic relationships. Eastdraaujo (1992) identify four types

of cooperative, non-economic exchange relationseitworks that can display different
cooperative properties: competitor relationshipgmpglementary supply relations,

relations between firms and third parties and paterelationships.

Also, the benefits that arise from grouping schepes be interpreted in network terms.
Benefits arising can be understood in terms of gharresulting in the relations among
firms within the group and with other firms and angsations. These changes can be
analysed in terms of activity links, resource tiastor bonds and schema couplings
(Hakansson and Snehota, 1995; Welch and WilkinB0602). The changes and benefits
arising in these dimensions in turn depend on theaifirms involved in the group, the
nature of any pre-existing relationships and netajothe potential benefits that can arise
from more cooperative relations and the extenthizhvthese are recognised, and the types
of intervention strategies used. In short, theettgping network configuration and its
utilisation can be seen as both an indicator ofgtieeip's operation and as a foundation for
its effective functioning.

Case details

To understand the challenges and nature of neteamokeration within a grouped set of
suppliers, this research investigates the naturehef interactions within a set of
organisations that supply a portfolio of servicegab seekers. The network comprises
approximately thirty actor-organisations, each wotte or more sites that are tied by
virtue of a service delivery contract. Collectivehe organisations provide geographic
coverage (service is delivered in a face-to-faceted, at local sites). While in most



locations the sites are semi-monopolists, soméefarganisations that the individual
sites are components of have traditionally beenpatitors. A central organisation
coordinates the network; they brought togetherphsicipating organisations, work to
maintain and development network ties among théiggaants, negotiate the service
delivery contracts with the government tendererbahalf of the network members,
monitor the performance of the members and haneirting and payment. The
organisations are diverse. Some are not-for-pamiit others profit-taking and they range
in size from being a single site organisation taeilg@up to six sites.

The case uses two research lenses to explorenttegé quality within the network and

the associated performance. The broad patteretofank linkages is summarised using
social network analysis with data from an emailveyr A more focussed perspective
emerges from analysis of depth interviews undertakéh staff from one member

organisation in two of their six locations. Theabysis is augmented by considering the
relationship between these two sets of findings.hesg are interpreted in an
organisational framework obtained via five daysoofsite observation in the two focal

locations, a number of shorter, informal interviewsthese locations, a review of

archives (digital and paper-based), meetings withrtetwork’s coordinating body and

the observation and informal interviews that ocedrivhen members of the research
team attended two national conferences of the det&nrganisation

An email survey exploring the communication betwesnagers and senior consultants
in each of the member sites was conducted. Inforsnarere provided a list of 92
individuals from 54 sites including the nationaficé and asked to indicate with whom
they communicate and who initiates communicatiaqusaces. Email surveys were sent
to targeted informants, with a follow-up remindenal sent four-weeks after the initial
request. Replies were received from eighteen iddads. Three of these were from
individuals not on the target informant list. Th@s®rmants had replaced or were acting
on behalf of the named individual. Table 1 progide summary of the inter-
organisational network, the numbers of nodes, mesndnad sites in each Australian state
and the head office. “Nodes” are the individuak sihanagers and senior consultants,
members are independent organisations which arebersnof the job network, and sites
are individual business units which deliver thevsms of the network.

Table 1: Network Description

Nodes Members Sites
Centre Organisation 10 - 1
NSW 25 8 16
VIC 22 11 13
QLD 14 2 6
SA 3 2 2
NT 1 1 1
TAS 6 1 4
WA 14 8 11
Total 95 33 54




Seven depth interviews were also conducted. Usingniaimal interview guide,
interviews focused on the ways in which intra- antkr-organisational collaboration
occurred and how effective it was. Informants wereouraged to freely discuss
whatever issues they thought to be relevant/impoiita relation to what they did and
how they worked with others. They were promptddn@cessary) to consider both
positive and negative instances of collaboratidnterviews were 15 to 60 minutes in
duration depending largely on the breadth of infamts’ experiences in the network —
which was often dictated by length of employment.

The findings that emerge from these two complenmgngaerspectives are now
considered.

A macro lens — communication networks

It is always a challenge to obtain complete infararafrom all individuals in social
networks — even with very small and circumscribeztworks — this study is no
exception. A strategy that is effectively employelden network data is incomplete is to
treat each respondent’s descriptions of their tities with other individuals as a sample
of the network (called ego nets). These sampletp@rovide a great deal of information
about the likely structure of the network, its degrand the directed patterns of
communication. Limitations are noted with this aggrh, particularly in respect to non-
response bias. For example in this network respusdare likely to be those who
communicate more extensively than do non-resposdeitihus estimates of centrality
(average degree) are likely to overstate the ace@ork communication.

Ego nets diagrams for each of the respondents prepared and the statistical properties
of each were calculated using UCInet (2002). Farveaience the eighteen individual

ego net diagrams have been combined to producggmegate ego net map. This is
shown in Figure 1.



Figure 1: Aggregate Ego Net diagram
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First, we note that the network has properties #rat characteristic of small world
networks (by this we mean that individuals are highterconnected). Even with only
eighteen informants (shown on the diagram as squagles) most people listed in the
guestionnaire as potential sources or recipientsoofimunicate appear in the diagram
(only twelve individuals do not appeatr, i.e. do reateive or initiate communication from
any of the 18 respondents). Not surprisingly ésthe role of this centre organisation to
coordinate the network, staff from the centre @ffare richly connected to most of the
wider organisation (and are grouped in the middil€igure 1 as indicated by boundary
line). However, it should be noted that a number re$pondents indicated not
communication with the centre office and empha#iis® by annotations on the survey
form expressing the extended duration of non-cardad their concern in regard to it.
Other parts of the network are quite richly conadand this appears to be based on site
affiliation (i.e. sites that belong to the same rbemorganisation) and/or geographic
proximity.



Table 2 provides the number of people with whonmghe other-initiated (Indegree) and
self-initiated (Outdegree) communication for eatkhe respondents.

Table 2: Communication pattern by node (and State)
showing other initiated communication (I ndegree) and
self-initiated communication (Outdegree)

Self Reported
ID Node Type State Indegree  OutDegree
N1_01a  Focal Site NSW 18 17
01_01c  Centre Office NSW 26 46
01_01f  Centre Office ~ NSW 25 9
V1_01a  Other Site VIC 23 22
V1_01f  Other Site VIC 22 26
W1_01a  Other Site WA 20 18
V2_01 Other Site VIC 17 12
W1_02  Other Site WA 15 18
T1_01 Other Site NT 15 16
V5_01 Other Site VIC 15 10
N3_01 Other Site NSW 12 12
V3_01 Other Site VIC 11 13
V6_01d  Other Site VIC 9 13

N2_01 Other Site NSW
V7_01 Other Site VIC

9 10
6

N2_02 Other Site NSW 5 7
5
4

V4_01 Other Site VIC

N1_02 Affiliated Site~ NSW 6
Average ALL Respondent Nodes 14 15
Average NSW 10 10
Average VIC 13 13
Average Center Office 26 28

In line with Figure 1, Table 2 illustrates that p&owithin the centre organisation have
relatively high levels of communication linkagesOther individuals surveyed vary
considerably in their levels of communication (batiher and self initiated). Clearly,
geographic and organisational proximity provide savhthe explanation for differences
in linkages, but even accounting for this there censiderable variation in the
communication patterns of individuals. Take for rapde, the striking differences
between the communication patterns of the site gemat the focal site (node N1_01a)
and the site manager of an affiliated site (nodd1=02) set out in Table 2. Despite
being part of the same member organisation anddrsame state (in fact located within
five kilometres of each other) they represent emé® in the number of communication
linkages (obviously other factors are driving teparted degrees of connectedness). The
manager of the focal site has many connections wdlviduals from the centre office.
This manager also reports self- and other-initiateshmunication between himself and
six other site managers, with four of these othanagers operating affiliated sites (i.e.



part of the same member organisation). This camde readily seen in Figure 2, which
shows the direct communication linkages for the agen at the focal site.

Figure 2. Communication linkages for manager of Focal site (node
N1 _01a) (Respondent nodes are shown in blue)

Figure 2 depicts the pattern of relationships irremdetail for the focal site manager (i.e.
the very connected communicator). The figure iatis this manager has linkages of
many different kinds — some within the site andeoghto other parts of the network and
some initiated by the manager and others initiasggeople from outside the site. This
figure also shows all available information abowthpeople in the focal managers’

immediate network are connected to each other (hider-reports the connections

between these individuals because of non-response).

This analysis contributes to our understandindghefrhechanisms that do and do not drive
this network. Communication linkages are not sthpngositively correlated with
performance (as we might expect). Broad perforrmadata was provided during
interviews with staff from the centre organisationVe know that the focal site is
performing poorly in contrast to its rich commurtioa linkages. In addition, Queensland
sites with few communication links (see Table 1§ among the outstanding performers
of this network. We might speculate that the higiel of connectedness of the focal site
is dueto the performance problems rather than beingvgsym of network competence.
This is in line with studies of communication beéme organisations that reveal
communication intensity does not necessarily ptguicformance (and has been found to
be associated with both good and poor performitegioaships).



Another lens — analysis of depth interviews

The deeper social processes that drive the obsetwetmunication connected are
revealed in the interview data. Computer-aided eainanalysis was used to discover the
main themes contained in the depth interviews adexjuently to profile the nature of
the coordination/communication that occurs in tleémork. The software used in this
analysis, Leximancer (2006), identifies the freglyeaccurring and co-occurring words
in the transcribed interviews and amalgamates thmse‘concepts” with the text of the
interviews automatically coded as reflecting onenore of these. Concepts are not key
words; they include multiple, related ideas, fornbgdvord proximity and co-occurrence.
Calculating the connectedness of pairs of condepisrn identifies higher-order themes.
The concepts are linked back to the text via a begtvser so that concepts and their
interconnections to other concepts can be explaretlinterpreted. Figure 3, the map
generated by Leximancer to summarise and inteteredlancepts and themes, emerges
from an analysis of the interviews.

Figure 3. Content analysis'summary of depth interviews
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The map summarises the main themes that summésseantent of the interviews.
Theme size indicates relative importance (impoeams defined by frequency of
occurrence in interview text). Map proximity indies theme and concept similarity.
Interpretation of the map (which is done by thelgstashows one cluster of themes that
is concerned with the job placement functions efrtetwork. “Support,” Centerlink (the
government job provider), “Work” and the conceptsitained within them (i.e. system,



day, people, help, clients, search, finding, edce) included in this group. These themes
contain the three most frequently occurring core€paised on the ranked concept list
also generated by the program), “people,” “worktl &job.” A closely related cluster of
themes is concerned with the work practices thatitiate and impede the job placement
function. “Time,” “Work Ventures” (the focal orgasation’s name) and again “Support”
are part of this group and contained here are giaceich as “training,” “meetings” and
“staff.” The third cluster is concerned with mearigoordination and includes “Faxes,”
“emails” and “Job Futures” (the extended network afganisation where depth
interviews were conducted) and contains conceptsh sas “telephone” and
“collaboration.”

While this summary confirms the importance of caoation in the workplace in the
minds of the informants, a more in-depth analy$isamrdination aspects is needed for
further insight into the network’s connections. isTts done by lexicographic profiling,
which allows the analyst to focus on the text idahg relationships of interest and to
explore these in a deeper way. Otherwise, indase the job facilitation function of the
organisation, dominates the findings - given thpanance of this to the informants (see
Young and Denize 2007 for further discussion o$)thiProfiling involved “seeding” a
“collaboration” concept, whereby Leximancer looKed words provided by the analyst
thought to indicate collaboration and the meanswhych collaboration is/could be
facilitated, e.g. “phone,” “fax,” “email,” “meetirgy” etc. and built concepts based on the
co-occurrence of these and their co-occurrence etlier terms. The interview text that
was coded as part of the collaboration concept émaerged was then analysed by
Leximancer in the previously-described way to dv®roother concepts and themes.
Figure 4 presents the resulting map.

Figure4: Collaboration Profile Map
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Two cautionary points need to be made. First, thisio longer a summary of the
interviews but rather an in-depth analysis of &iparof them. Second, this therefore is a
small portion of an already small set of data amerdfore must be considered very
cautiously. Despite this a clear and fairly stgtilgture emerges. The map shows three
main themes: “Job,” “Sites” and “Email.” The tdxbwser indicates “Job” continues to
contain those concepts that are concerned withigimmy job-related services to the
community; however the focus is now on the co-ation of the processes of network
for these external stakeholders. “Email” presemémns of network communicating and
coordinating and includes concepts such as “telepfidfax,” “talking.” These two
themes are linked by the third, “Sites,” which @n$ the underlying collaborative
elements. An indicative quote coded as both “Juid “Link” is made by a consultant
who when asked how they interacted with other sited:

| don’t mind checking out the other structures dife tother
organisations how they do things okay. (As) | d&mdbw how many
people look after certain clients.

And an indicative quote coded as both “Email” ahthK” is a site manager’s response
to a query as to how collaboration was developed:

(W)e started attending a lot of the community cdtasire meetings. |
also went along to meetings at the Redfern Comm@intre and the
Redfern Legal Centre. The meetings with the Polieee established
when we were at the Legal Center and the Domestitehce Officer

approached us.

Both indicate communication links but the first @Enms impersonal and grounded in
information collection from beyond their own siteln contrast the second looks at
extending the network beyond the group to inclutfeers who can assist in improving
the functionality and perhaps the (economic) pemnBoice of the network. This is

grounded in developing connectedness between giteor sites and external

organisations. There is further evidence of thith \@nother site manager talking about
the collaborative responsiveness of the Centray lmédhe network for relevant training

of their staff in this way:

...(Dnstead of saying “they need training on thiwyt need training
on that”, it's like, “this is the staff, this is éhpersonality of them,
this is where they are”.

Managers report growing network connectedness nvitiieir more immediate network
and report the following innovations as emergirggrfrinter site collaboration.

....(O)nce, everyone never used to share their irdton. (But
now) it’s like, why invent the wheel? We have sewdfices. So
what we've managed to do, there’'s been a few thiilgs that
reverse marketing log and we've just started theigenous
mentoring program.

In line with previous work, the value of externiakis and the devices by which they are
fostered emerge primarily from members of the @mrganisation and managers of
sites. They report the devices by which connestiame fostered and the development of
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communication linkages, which support those devic€snsultants, who work directly
with job-seeking clients, are more likely to sedueain the devices that link them to
others (rather than in terms of the others with mhbey are then linked). Managers
instead see the possibilities of the connected orétw

... (When) first came here it seemed to be site against '4@h we've

got to do this" and "We've got to get that and tsihare any of your
information”. | was like, “Aren't we all pushingdlsame barrow? We
all work for (the same organisatioryou know.

Discussion, Conclusions, Implications and Future Bearch

The two forms of analysis provide important syneirgynderstanding the network. The
social network analysis highlights the importandeooganisational and geographical
proximity in developing network connections. Howethis macro lens doesn’'t show the
provenance of these connections and their roldapiag the patterns of communication
we observe and the performance that we observe. ddks it consider the connections
external to the network and their role in shapihg extended organisation. Depth
interviews in part fill these gaps, providing a cthidescription of the types of
connectedness that exist in this network — in galdr highlighting that for many
participants the inter site and inter organisatioliakages are a response to the
performance problems and reflect attempts by masaige activate the network and
address these problems. Dealing with these clukers part of what drives the pattern
of communication for the focal site, as articulaitedrigure 2.

Such a view is only possible when the profiling egnggy from the depth interview
analysis is considered in the context of the sauélvork analysis, as this highlights the
site managers’ rich personal networks of linkagektal community organisations and
the importance of these to the managers.

Interviews with consultants highlight the considieaheterogeneity with respect to
attitudes towards participating in the (extra-sgedup dynamics of this network. There
are those who are participants, those who are abtaite aware and supportive of the
benefits that inter-site and interorganisationalreertions can bring and there are others
for whom this is of no interest. Often this lasttaume is due to lack of perceived
relevance — it is perceived as not directly coniiiy to finding jobs for those seeking
them and thus is of little or no value for thoseowdee this as their only concern (see
Young and Denize 2007 for further discussion af.)hiThis is a concerning pattern; lack
of/inconsistent group goals have been shown to bawegative impact on performance
in network groups (Welch et al 2000).

Other factors contributing to the observed inconfyatgoals are job functionality and
longevity (Young and Denize, 2007). Some jobshanendary-spanning and thus require
developing cooperative links with other parts @ ttetwork. In this network many other
jobs are not. Without the motivation (and oppoitignto build cross-site links these
individuals have no opportunity to assess the valuknks. The issue then is whether
building a cooperative network culture involvingmagers and the central organisation is
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sufficient for network competence and opportunitiesarise. If not, then means of
motivating consultants into utilising inter-sitakis is needed.

Those who had been employed for a longer time bgrganisation within the network
were more network-oriented (Young and Denize, 2000)is is line with previousrgup
dynamics research thathas shown that "few groups are productive immediately; instead,
productivity must usually wait until the group matures" (Forsyth, 1990, p.85).
Unfortunately our interviews throughout the netwbighlight that this is a network with a
very high staff turnover, particularly at the coltesat level (reflecting the industry as a
whole), thus impeding the development of the retpimaturity. Concerning is whether
groups with high turnover of membership can ever mature sufficiently to leverage a full
range of network competencies (Ritter and Wilkinson, 2002). Alternatively, it may be
possible to build pro-network attitudes that in part exist at the organisational and
relational levels rather than the individual level which can therefore instruct in-coming
consultants. Maturity will then be grounded in network itself rather than its members,
further facilitating a network-oriented culture.

Possibly network connectedness and competence edacliitated by greater attention
being paid to the composition of the network at teedering stage. Network and
relationship development is not easy. It requegamination of pre-existing network
relations, including the presence of underexplodedinexploited relations and existing
perceptions of the potential benefits of closerpayation. Members of the group should
be included based on network and personal complamisn including the proportion of
competitors feasible to include in the group. Theice of liaison and boundary people,
both within the group and from the facilitator, reaximise the chances of constructive
group interaction and to permit the results of grqarocesses to translate into self-
sustaining action and not just meeting of shomatgrerformance targets is critical.
Lastly, care must be undertaken in evaluating tfoeigjs success in terms of both the
concrete, externally imposed performance indicabotsalso in terms of network impacts
(Welch et al 1996a).

This research is limited by its scope. The respaate to the email survey that provided
the input for the social network analysis was reabte but not high and high response
rates contribute to the descriptive power (thoughnecessarily the analytical power) of
social network analysis. In addition, our netwarkalysis to date has focussed only on
network connectedness. The quality and valuené&lhas not been considered. Future
research will analyse the qualitative data coll@édtethe email survey that considers the
substance and quality of some of these links. imtezview data comes from only three
locations — two in the same member organisationtaadead office. Greater diversity
of informants would increase the heterogeneity ofailable information (as
recommended by Patton 1990). The analysis to lia$eonly considered connections
between firms; the interrelatedness of relatiorshipl be considered in future research.
In addition to augmenting this case, an additiacade could be considered to enable
another level of comparative analysis. Either othbapproaches will enable more in-
depth examination of the impact of different typésietwork management strategies and
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will assist in the further development of the thetimal base from which such schemes
can be analysed and evaluated.
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