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Power Dynamics in B2B Relationships 
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Joint Decision-Making in B2B Contexts 

Power and Involvement Levels across Joint Decision-Making 



Introduction 
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Power, Compliance, and Satisfaction in B2B Relationships 
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Paper 1 

a. Which terminologies and theories are referred to in past studies indicating the 
impact of power structure on supply chain decision-making?  

b. What does the literature say about how inter-organizational power structure 
affects both the process and the outcome of supply chain decision-making? 

c. What are the recurrent domains of supply chain decisions that have been discussed 
in the study of inter-organizational power structure? 

Paper 2 

This paper explores the conditions that support or hinder joint decision-making between 

suppliers and manufacturers in high-tech supply chains, where interdependencies demand 

collaborative approaches. The research questions for this study are: 

a. What are the main sets of drivers and facilitators that allow joint supply chain 
decision-making to happen across high-tech suppliers and manufacturers?  



Introduction 
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b. What are the barriers for these companies to make joint decisions? 

Paper 3 

a. How does a set of power sources of high-tech companies lead to their exercise of 
certain power bases?  

This question examines how power sources, such as financial strength or technical expertise, 

influence companies' ability to exercise specific power bases, like coercive or referent power. This 

analysis aims to reveal how power is enacted in supply chains and its implications on supplier-

manufacturer relationships. 

b. How do the dynamics of power bases impact the outcomes of joint decision-
making? 

Paper 4: 

How do different power bases—coercive, legitimate, expert, referent, and 
reward—shape compliance and satisfaction in B2B supplier-customer 
relationships, and how might these dynamics foster (or undermine) collaboration 
and innovation? 

 

The methodology employed in this dissertation combines both systematic literature 

reviews and qualitative case studies. This approach provides a comprehensive view of power 
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dynamics in B2B relationships and allows for both theoretical exploration and empirical 

validation. 

Systematic Literature Review (PAPER 1) 

The first paper in the dissertation employs a systematic literature review to examine the 

role of power in supply chain decision-making. The review synthesizes findings from 281 

research papers published between 1994 and 2020, providing a critical analysis of how power 

structures shape decision-making in various supply chain domains. The review also identifies 

key research gaps, which the subsequent papers aim to address. 

Case Study Methodology (PAPER 2, PAPER 3, PAPER 4) 

PAPER 2

PAPER 3

PAPER 4
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Theoretical Contributions 

i. An Overview of Involvement and Compromise in Decision-Making 
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ii. Insights into the Fluidity of Power Dynamics 

iii. Extension of Power Theory into Collaborative and Innovation-Driven Contexts 

Practical Contributions 

i. Managerial Implications for Power Management in Supply Chains 

ii. Diagnostic Tools for Power and Decision-Making in High-Tech Industries 

iii. Strategies for Fostering Joint Decision-Making 
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https://doi.org/10.1016/j.procir.2012.07.028
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1 This chapter was originally published as Nurhayati, K., Rezaei, J. ., & Tavasszy, L. (2021). The interplay between 
power structure and decision-making in supply chains: A systematic review. Journal of Supply Chain Management 
Science, 2(3-4), 85–114. https://doi.org/10.18757/jscms.2021.6112 
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2 Note: Boolean “*” allows for inclusion of various prefixes. Boolean “ar” refers to ‘article’ types of publication, 
which means it excludes books and conference papers. Boolean “re” refers to a correction of a previously published 
article. 



The interplay between power structure and decision-making in supply chains: A systematic review 

19 

 

 



20 

Keyword occurrence using SciMAT  

3 Note: only keywords occurring in at least 5 documents are shown in Table 2.1. Each document (article) may 
contain several concepts being present together. Only documents that have >5 repeat keywords are displayed. 
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Density visualization 
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Network visualization 

 

 

4 Note: Between these two distant clusters, a couple of connections are identified. The two lines (Figure 
2.4) that connect one cluster to another represent the relationships between the term ‘power structure’ and 
‘retailer’ on one pole and ‘relationship’ on the other pole. 
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Power balance 
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The sources of power 

5 Note: this table only shows the number of documents that mentioned the keyword of ‘power source’ or ‘source 

of power’. 
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2.3.3 The plausible impact of power on inter-organizational decision-making 
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6 Note: Articles that do not refer to a particular theory were not included. 
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Decision-making mode 

7 It also includes research that employed game theory methods. In a Stackelberg model, decisions are to some 

extent made jointly because both players contribute to shaping the outcome of a particular decision even when there is 

only one player who can lead or make the first move, while the other one follows. In Nash equilibrium models, players 

make the decisions simultaneously, where they make individual decisions in parallel. 
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Pricing decisions 
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1) In a B2B context, power structure influences the structure or process of supply chain 
decision-making  
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2) In a B2B context, supply chain decision-making structure influences the decision 
outcome 
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3) In a B2B context, power structure may influence the supply chain decision outcome 
(and reversely) 
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Theme 1: The formation and evolution of power relationships 
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Theme 2: Who leads the decision-making process in a power relationship? 
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Theme 3: How profit distribution changes when power shifts 
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Theme 4: Self defence against adversarial power exercise  
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Theme 5: What hinders firm to make a certain decisions? 

Theme 6: Why are different power structures needed to govern different market and 

products? 
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Theme 7: On conflict management 
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8 This chapter is originally published as Nurhayati, K., Tavasszy, L., & Rezaei, J. (2023). Joint B2B supply chain 
decision-making: Drivers, facilitators and barriers. International Journal of Production Economics, 256, 108721. 
https://doi.org/10.1016/j.ijpe.2022.108721 
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RQ1: What are the main sets of drivers and facilitators that allow joint supply chain 

decision-making to happen across the Dutch high-tech suppliers and manufacturers?  

RQ2: What are the circumstances that prevent these companies to make joint 

decisions? 

 

 

Resource dependency theory 
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Risks of joint decision-making 
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Risks of avoiding joint decision-making 
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Selection of cases 
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Data collection 
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Data analysis 
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To access and grow new market 

To adapt to market developments, flexibility, and changes in client base 
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To access resources, capacity, or assets of the collaborator 

To share risks with collaborator 

To incite more commitment from collaborator 

To align financial incentives with collaborator 

To reach target cost 
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Protection of profit margin 



90 

Self-sufficient in information 

Process simplification 

Intellectual property (IP) protection 
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Preserving quality 

Time-saving 

Capabilities of collaborators 
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Ease of access 
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ERP/EDI Systems   

Established contract or agreement 
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Location proximity 

Transaction history 
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Trust and openness 

 

 

 

 

Intellectual property rights 

Different goals/interest 
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Lack of internal coordination and alignment in own company 

Limited budget and time 

Collaborators are not ready to commit and fulfil the request 
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C1 C2 C3 C4 C5 C6 C7 C8 C9 C10 C11 C12 C13 C14 C15 C16 C17 C18 C19 C20 C21 C22

Buyer 1 2 1 3 6 1 1 3 2

Supplier 3 6 1 6 1 2 2 4 1 2 3 1 15
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Total coded examples across cases discussing 
buyer vs. supplier

Buyer Supplier
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F1 F2 F3 F4 F5 F6

Buyer 6 5 1 7 1 0

Supplier 12 12 10 3 5 5
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Facilitators

Facilitators identified by respondents when making joint 

decisions with buyer vs. supplier

Buyer Supplier

D1 D2 D3 D4 D5 D6 D7

Buyer 3 8 2 2 2 2 1

Supplier 16 9 7 6 5 3 1
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9 This chapter has been submitted for publication in a peer-reviewed scientific journal as Nurhayati, K., Tavasszy, 
L., & Rezaei, J. The Power Dynamics Unveiled: Who Pulls the Strings in High-Tech B2B Decision-Making? 
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Perception of power
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 

 

 

 

 

Involvement in five phases of joint decision-making 
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 

 

 

 

Involvement in B2B decision-making as a power strategy 
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Case 

Number

Focal company's 

role in dyad 
R1 R2 R3 R4 R5 R6 R7 R8 R9 R10 R11 R12 R13 R14 R15 R16 R17 R18 R19 R20 R21 R22 R23 R24 R25 T1 T2 T3 T4 T5 T6 T7 T8 T9 T10

C1 Buyer 1 1 1 1 1 1 1 1

C2 Supplier 1 1 1 1 1 1 1 1 1

C3 Buyer 1 1 1 1 1 1

C4 Supplier 1 1 1 1 1 1 1 1

C5 Buyer 1 1 1 1 1 1

C6 Supplier 1 1 1 1 1 1

C7 Buyer 1 1 1 1 1 1 1 1 1

C8 Supplier 1 1 1 1 1 1 1 1

C9 Buyer 1 1 1 1 1 1

C10 Supplier 1 1 1 1 1 1

C11 Buyer 1 1 1 1 1 1

C12 Supplier 1 1 1 1 1 1

C13 Buyer 1 1 1 1 1 1

C14 Buyer 1 1 1 1 1 1

C15 Buyer 1 1 1 1 1 1 1 1 1

C16 Supplier 1 1 1 1 1 1 1 1 1 1

C17 Buyer 1 1 1 1 1 1 1 1 1

C18 Buyer 1 1 1 1 1 1 1 1

C19 Supplier 1 1 1 1 1 1 1 1 1

C20 Buyer 1 1 1 1 1 1 1

C21 Buyer 1 1 1 1 1 1 1

C22 Supplier 1 1 1 1 1 1 1
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i ii iii iv v

C1 Buyer Supplier Pricing -1 1 1 -1 -1

C2 Supplier Buyer Pricing -1 -1 1 1 1

C3 Buyer Supplier
Quality & standards; 

Product development
1 1 1 0 0

C4 Supplier Buyer Product development -1 1 1 1 0

C5 Buyer Supplier Pricing 1 1 1 -1 -1

C6 Supplier Buyer Quality & standards 1 1 1 -1 -1

C7 Buyer Supplier Pricing 1 1 1 -1 -1

C8 Supplier Buyer Product development 1 1 1 -1 -1

C9 Buyer Supplier
Logistics 

(Transport mode, lead time)
1 1 1 -1 -1

C10 Supplier Buyer Pricing -1 -1 1 1 1

C11 Buyer Supplier
Logistics 

(Transport mode, lead time)
1 1 1 -1 -1

C12 Supplier Buyer
Logistics 

(Transport mode, lead time)
-1 -1 1 1 1

C13 Buyer Supplier Quality & standards 1 1 1 1 -1

C14 Buyer Supplier
Logistics 

(Transport mode, lead time)
1 1 1 -1 -1

C15 Buyer Supplier Pricing -1 -1 1 1 -1

C16 Supplier Buyer Product development 0 -1 0 0 0

C17 Buyer Supplier Product development 1 1 1 -1 -1

C18 Buyer Supplier
Quality & standards; 

Pricing
-1 -1 1 1 1

C19 Supplier Buyer
Logistics 

(Transport mode, lead time)
-1 -1 -1 1 1

C20 Buyer Supplier
Logistics 

(Transport mode, lead time)
1 1 1 -1 -1

C21 Buyer Supplier
Pricing;

Product development
1 1 -1 1 1

C22 Supplier Buyer Product development 1 1 1 1 -1

Case 

number

Focal 

company

Partner's 

company

Phases in joint decision-making Phase influencer

(Top: focal company;

bottom: partner company)

Decision type
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Recommendations for future studies 
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10 This chapter has been submitted for publication in a peer-reviewed scientific journal as Nurhayati, K., Tavasszy, 
L., & Rezaei, J. Sway & Obey: Power bases, compliance, and satisfaction in B2B relationships. 
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Managerial Implications 
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192 

The following framework provides adaptable guidelines for differentiating similar-
sounding, subtle, or overlapping power dynamics in customer-supplier relationships. It serves 
to help future researchers apply consistent labels to instances of power based on interview 
findings. 

Starting with legitimate power as the baseline in industry relationships is a wise 
approach, because it reflects industry norms, established roles, and expected duties. By using 
legitimate power as a comparison point, one can clearly distinguish when something deviates 
from standard expectations—whether it’s moving toward coercion (excessive pressure) or 
referent/expert power (based on relationships or expertise).  

Distinguishing Between Coercion and Legitimate Ask 

 

o 

o 

o 

o 

 

o 

o 

o 

o 
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Distinguishing Between Referent Power, Legitimate Power, and Expert Power 
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Coercive Power vs. Referent Power 
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Reward Power vs. Legitimate Power 
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Coercive Power vs. Coercive Power 

Case 17 
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