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Abstract

Purpose — The purpose of this paper is to analyze the contribution of suppliers and the purchasing
department in affecting a firm’s ability to innovate.

Design/methodology/approach — The paper develops a theoretical framework (tested through an
international survey on a sample of 524 companies) grounded on the resource-based view theory, innovation
management and operations management literature.

Findings — The results show that innovation is positively affected by supplier collaboration, which in turn is
favored by purchasing absorptive capacity. Empirical evidence also shows that purchasing status and
innovation objectives enable the development of greater absorptive capacity.

Research limitations/implications — Because of the survey approach, the research results are limited
to the data collected. Researchers are encouraged to verify propositions with complementary methodologies
(e.g. case studies).

Practical implications — The findings confirm the relevant role of the purchasing interface in innovation as
well as the positive impact of supplier collaboration, contributing both to existing literature and managerial
practice in terms of successful collaborative new product development (NPD) processes.
Originality/value — The study integrates three different research fields (innovation, operations, and
purchasing management), providing a synergistic vision on the topic and considering, as a unit of analysis,
the purchasing category level (rather than the NPD project level).

Keywords Innovation, Absorptive capacity, Purchasing status, Supplier collaboration

Paper type Research paper

1. Introduction

In recent decades, trends such as globalization, faster technological changes, reduction of
products’ life cycles, and increased range of final market needs, imposed new business
models, in which innovations of products and/or services are a key aspect to achieve a
sustainable competitive advantage. However, scholars argue that companies do not
innovate by themselves (Edquist, 1997). Innovation is often performed in networks, rather
than by single firms. This idea is also stressed by the open innovation paradigm
(Chesbrough and Crowther, 2006), promoting collaborative innovation as a way to support
innovation efforts by accessing external resources (e.g. knowledge, technology, workforce)
the focal firm might lack (Pisano and Verganti, 2008).

In this scenario, understanding which factors drive successful new product development
(NPD) becomes a crucial topic. In this regard, we recognize a (chrono)logical trend in literature:
first, innovation management (IM) literature emphasized the diffusion of collaborative
innovation; this inspired operations management (OM) literature to look at inter-firm
collaborations as a potential source of innovation, paving the way to a broad stream of studies
dedicated to supplier involvement and collaboration (e.g. Wynstra et al, 1999; Chen et al, 2004;
Handfield et al, 2002). A naturally consequent stage of research investigates what role the
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purchasing department plays in innovation, as it has become the common interface with the The role of the

supply base (Gonzalez-Benito, 2007).

Considering extant literature, at least two issues remain open. First, past studies are not
fully consistent on the implications of supplier collaboration on innovation performance;
moreover, a wide empirical analysis of the simultaneous effect of supplier collaboration and
purchasing capability is still missing.

As a consequence, the aim of the present work is to increase the understanding of how
purchasing capability can support collaborative NPD with suppliers, in order to positively
affect firm’s innovation performance. To achieve this aim, the authors develop a theoretical
framework exploring the role of purchasing absorptive capacity in strengthening supplier
collaboration, which is assumed to enhance organization ability to innovate. Furthermore,
two drivers (purchasing status and purchasing innovation objectives) are assumed to foster
this absorptive capacity, thus increasing collaborative innovation with suppliers.
The authors test this theoretical model by means of structure equation modeling, using
data collected through a survey of 524 international firms.

The paper is organized as follows: the next section is focused on the three streams of
literature, premises of the research. Then, the overall research model and hypotheses are
presented, and then tested through the survey data. Finally, discussion of the empirical
results and main conclusions of the study are provided.

2. Theoretical background
Innovation has become a critical competitive factor for many industries (Ronchi et al., 2003;
Hoetker, 2006). In recent years, this has increasingly been analyzed from an “open
innovation” perspective, as firms can draw on external knowledge sources and extend the
innovation process beyond their own boundaries, using collaborative innovation approach
(Von Hippel, 1988; Edquist, 1997; Freeman and Soete, 1997; Steinle and Schiele, 2002;
Chesbrough, 2003; Pellizzoni et al., 2015). The new innovation-generating process extends
beyond firm’s boundaries, involving external partners (Ellis ef al, 2012; Rosell and
Lakemond, 2012); thus, defining when and how to involve these actors becomes crucial.
This is in line with the resource-based and knowledge-based views of the firm, suggesting
that knowledge sharing in innovation processes can generate new knowledge and sustained
competitive advantage (Nonaka and Takeuchi, 1995; Conner and Prahalad, 1996; Quinn, 1999).
Considering suppliers as one of the strongest external sources of innovation (Henke and
Zhang, 2010), main research on the topic can be grouped at three levels: studies exploring
the relevance of knowledge acquisition capabilities; studies exploring possible forms of
collaboration with suppliers; and studies exploring the role of purchasing in favoring
supplier collaboration on innovation activities.

2.1 The role of knowledge acquisition in the open innovation paradigm

In the context of the open innovation strategy, the ability to acquire knowledge and capability
from the external environment (ie. “absorptive capacity”) becomes crucial. Absorptive
capacity can be defined as “a firm’s ability to value, assimilate and utilize external knowledge”
(Cohen and Levinthal, 1990; Stock ef al, 2001; Tu et al, 2006) and is considered one of the
determinants of a successful knowledge-transfer process (Von Hippel, 1988; Cohen and
Levinthal, 1990), largely depending on characteristics and quality of human resources.

In particular, it is generally related to the following aspects: the level of general
knowledge, e.g. employees’ formal education (Mangematin and Nesta, 1999; Buckley and
Carter, 2004); the level of firm-specific knowledge, e.g. employees’ work experience
(Guellec, 1996; Del Canto and Gonzalez, 1999; Dosi et al, 2000); the organizational
setting, assuming that firm’s absorptive capacity is not simply the sum of the
absorptive capacities of its employees, but is also influenced by the organizational
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structure (Cohen and Levinthal, 1990; Van den Bosch et al, 1999); the level of internal
knowledge-sharing (Zahra and George, 2002; Jensen et al, 2007) and cross-functional
integration (Meeus ef al, 2001); and the type of relations with partners (Dyer and
Singh, 1998; Lane and Lubatkin, 1998).

2.2 Supplier collaboration within open innovation
Among the external sources of innovation, collaborative relations with suppliers
have been the focus of many research studies (e.g. Hoegl and Wagner, 2005; Revilla and
Villena, 2012). Suppliers’ contribution can assume various forms, such as supply of innovative
components and product or process technologies (Walter, 2003), or joint product development
projects (Schiele, 2012). As far as co-operating with suppliers is concerned, literature usually
recognizes different nuances of supplier collaboration, such as supplier involvement, supplier
development, and supplier integration (e.g. Soosay et al, 2008). Supplier involvement in NPD
concerns the direct participation of suppliers to NPD activities, with a contribution varying
from providing minor design suggestions, to a complete development of a specific part of the
product assuming responsibilities on behalf of the customer (Wynstra and Ten Pierick, 2000;
van Echtelt ef al, 2008; Kim et al, 2015). Supplier development can be defined as the set of
activities undertaken by the buying firm in their efforts to improve supplier’s performance
and characteristics of products and services they provide (e.g. Lawson et al, 2015). Finally,
supplier integration involves coordination and information-sharing activities with key
suppliers, in order to gain better knowledge on suppliers’ processes, capabilities, and
constraints, thus enabling more effective planning and forecasting, product and process
design, and transaction management (Handfield et al, 2002; Petersen et al, 2003, 2005).
However, engaging suppliers in collaborative innovation is not so easy to achieve
(Wagner, 2012), and empirical studies reveal both positive (e.g. Petersen et al, 2005,
Hong and Hartley, 2011) and negative (e.g. Koufteros et al., 2007) associations between
supplier collaboration and the various dimensions of NPD performance. In this regard,
several factors have been suggested as favoring a positive collaboration between
customer and supplier in the NPD process, such as: external enabling drivers (Wagner and
Hoegl, 2006), relational enabling drivers (Handfield et al, 1997; Wasti and Liker, 1999;
LaBahn and Krapfel, 2000; Song and Di Benedetto, 2008), and internal enabling drivers
(Handfield et al., 1997; Takeishi, 2001; Hillebrand and Biemans, 2004; Toon et al., 2015).

2.3 Favoring open innovation with the supplier: the role of purchasing

As collaboration with the supplier is not so easy to implement, a growing attention has
been paid to the role played by the purchasing department (e.g. Wynstra ef al., 1999, 2000;
Kim et al, 2015; Matthyssens et al., 2015), as it might represent a critical cornerstone
for adapting innovation from suppliers and stewarding it through the whole product
lifecycle (Schiele, 2010, 2012). In particular, as suppliers are involved in order to positively
impact innovation objectives (i.e. improving product quality; reducing time-to-market;
entering new markets — Leiponen and Helfat, 2010), purchasing department involvement
is supposed to favor achievement of these goals, thus representing a managerial weapon
to be exploited in order to guarantee successful collaboration (Schiele, 2010). The most
relevant studies address three main topics: organizational design — referring to the
design of the purchasing organization in order to best support innovation activities and
supplier involvement (e.g. Lakemond et al., 2006; Luzzini and Ronchi, 2010; Schiele, 2010);
process design — describing the role and commitment of purchasing professionals
for effective supplier integration (e.g. Wynstra et al, 2000; Knight and Harland, 2005;
Oh and Rhee, 2008; Schiele, 2012); and enabling factors — defining environmental and
organizational conditions supporting effective purchasing involvement (e.g. Wynstra et al, 2000,
Toon et al, 2015).
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on the perception of purchasing importance throughout the organization. The more
purchasing is considered a key cornerstone for the organization, the more it contributes to the
firm’s strategic processes, including NPD (Zsidisin et al, 2000; Matthyssens et al, 2015). The
concept of “purchasing status” (also referred to as “maturity;” Rozemeijer, 2000) implies that
mature purchasing organizations apply (and are responsible for) world-class best practices,
while unsophisticated organizations fail (or give up) to employ them (Rozemeijer, 2006).
Purchasing status relates to variables such as involvement in the strategic planning
processes, consideration and support by top managers, measurement of system performance,
participation in the organization’s improvement programs, involvement in innovation
processes, and a long-term focus strategy (Carr and Smeltzer, 1997; Chen et al, 2004;
Rozemeijer, 2008).

3. Research framework and hypotheses

Existing literature on open innovation collaboration clearly emphasizes the role played by
suppliers in securing the buying firm access to a necessary set of critical resources.
Supplier collaboration facilitates information sharing and knowledge acquisition between
customers and their suppliers, as suppliers can provide competencies and resources
customers do not have (Hilletofth and Eriksson, 2011). This idea is grounded on the
resource-based view (RBV) of the firm, suggesting that possessing rare, inimitable, and
non-substitutable resources may lead to better performance and competitive advantage
(Barney, 2001); these resources can be owned by firms, but they can also be acquired from
outside. Both the OM (e.g. Mclvor, 2009; Cao ef al, 2010; Allred et al., 2011) and the IM field
(e.g. Hardy et al, 2006; Swink, 2006; Kim et al., 2015) have increasingly used RBV to
explain how strategic management of inter-organizational interactions (e.g. with
suppliers) can contribute to generate a competitive advantage; so, collaborating with
suppliers may enable access to superior resources (i.e. physical assets, knowledge and
capabilities), which can be converted into positional advantages (as well as better NPD
process performance). RBV is often used also to explain the purchasing and supply
management value creation potential; external resources can generate competitive
advantage, and purchasing might play a strategic role within organizations, being
primary interface with suppliers (Spina et al, 2016).

More specifically, in line with the resource-based logic, Barney (2012) and Mol (2004)
directly support the idea that purchasing (and supply chain management) can be a source of
competitive advantage; its scope, in fact, includes objectives, activities and tools that can
give firms positional advantage on the market, as directly correlated with supplier
relationship management (involving better knowledge on the markets, better knowledge on
the products and superior communication skills; Azadegan, 2011).

With the present study, the authors would like to analyze the effect of supplier
collaboration on NPD activities and performance, by putting together the IM perspective
(promoting the open innovation paradigm), the OM perspective (promoting supplier
collaboration as a tool for innovation), and including also the role of the purchasing
department.

In particular, purchasing’s role is considered in two aspects: first, by introducing
purchasing absorptive capacity as a possible antecedent of supplier collaboration; and second,
by considering the purchasing status inside the firm as a factor fostering absorptive capacity.

The resulting theoretical model exploring these aspects is represented in Figure 1.

By doing this, the authors would like to: contribute to the debate on the value of the RBV
theory also for purchasing and supply management (e.g. Barney, 2012), and, as a
consequence, of its strategic role for companies (e.g. Luzzini and Ronchi, 2010); and promote
the role of purchasing as enabling factor for effective supplier collaboration.
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Figure 1.
Research model

Purchasing

Innovation
status objectives
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knowledge

Internal Knowledge
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H3b

Supplier
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H4
Innovation
performance

Understanding the concept of absorptive capacity is very relevant, as firms cannot only rely
only on internal knowledge, but also need to interact with external partners (Soosay ef al., 2008)
and, consequently, knowledge-transfer mechanisms need to be put in place (Cohen and
Levinthal, 1990). Focusing on supplier collaboration, as successful supplier integration strictly
depends on purchasing department skills (Day et al, 2015), the adequacy of purchasing
professionals’ knowledge, as well as the structure of communication between the external
environment, the firm, and different organizational units must be considered (Grant, 1996).
Literature suggests several factors that may influence absorptive capacity, including
environmental, managerial, and resources characteristics (e.g. Holsapple and Joshi, 2000).
Among the managerial characteristics, the organizational structure and the authority assigned
to each department are considered as very important (Van den Bosch ef al, 1999). Therefore,
it can be expected that purchasing status (ie. to what extent purchasing contributes to the
firm’s strategic activities, including NPD) is ultimately affecting absorptive capacity (Trent and
Monczka, 1998; Ramsay and Croom, 2008).

Schiele (2010, 2012) explicitly recognizes a link between the level of purchasing maturity
and its absorptive capacity: so, investing in purchasing organization and its resources is
expected to positively affect the level of absorptive capacity. Therefore, it is reasonable to
assume that the more the purchasing department is assigned a formal authority and high
recognition within the organization, the more it will be able to cultivate its absorptive
capacity. In particular, we refer to the definition provided by Tu et al (2006) and Kauppi
et al. (2013), who identify the key components of absorptive capacity (specifically for
purchasing) as: relevant knowledge, communications network, communications climate, and
knowledge scanning.

Thus, the first research hypothesis is the following:

Purchasing
absorptive
capacity

HI. Ahigher level of purchasing status positively affects purchasing’s absorptive capacity.
Hila. A higher level of purchasing status positively affects the overall buyer knowledge.
HIb. A higher level of purchasing status positively affects internal communications.

Hic. A higher level of purchasing status positively affects knowledge scanning activities.

In addition to the purchasing status, it is also arguable that purchasing’s absorptive
capacity may be affected by the firm’s innovation strategy related to purchasing. As a
matter of fact, literature clearly suggests that absorptive capacity is particularly effective in
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for absorptive capacity when pursuing innovation, in order to positively impact internal

product innovation capabilities and the ability to collaborate effectively (Soosay et al., 2008;

Day et al, 2015; Zhang et al., 2015). These elements seem close to the concept of absorptive

capacity, as they consistently relate to knowledge management capability in terms of

internal communications, personal skills, competencies, and market scanning (Schiele, 2010).
Thus, the second research hypothesis is the following:

H2. A higher emphasis on innovation objectives for purchasing activities positively
affects purchasing’s absorptive capacity.

HZ2a. A higher emphasis on innovation objectives for purchasing activities positively
affects the overall buyer knowledge.

H2b. A higher emphasis on innovation objectives for purchasing activities positively
affects the effectiveness of internal communications.

H2c. A higher emphasis on innovation objectives for purchasing activities positively
affects the effectiveness of knowledge scanning activities.

With the growing importance of the supply network (due to an increasing incidence of
purchases), purchasing department knowledge and buyer competences become crucial
(Gadde and Hakansson, 1994). Chen et al (2004) recognize three fundamental supply
management capabilities: fostering close working relationships with a limited number of
suppliers; promoting open-collaboration among supply chain partners; and developing
long-term strategic orientation to achieve mutual goals. These capabilities are particularly
important in the context of collaborative NPD, where the ability to manage knowledge for
acquisition, sharing, and application, increases the potential to get the most from suppliers
and, ultimately, contributes to the firm’s innovation performance (Di Bendetto et al., 2008).
Indeed, Wynstra et al. (2003) argue that successful supplier integration is ensured by the
availability of adequately skilled human resources (with a particular focus on purchasing).
Similarly, Handfield and Ragatz (1999) argue that the greater the skills and abilities of
purchasing professionals, the more effective will be the process of supplier involvement
and collaboration.

These contributions support (again) the RBV perspective: purchasing might play a
strategic role within organization, being primary interface with suppliers, which are
effective external resources who can generate competitive advantage.

Thus, the third research hypothesis is the following:

H3. A higher level of purchasing absorptive capacity positively influences supplier
collaboration.

H3a. A higher level of buyer knowledge positively influences supplier collaboration.

H3b. A higher level of internal communications positively influences supplier
collaboration.

H3c. A higher level of knowledge scanning positively influences supplier collaboration.

As already discussed, companies increasingly rely on their supply base to support their
innovation potential (Primo and Amundson, 2002; Handfield et al, 2002; Chen et al, 2004;
Koufteros and Marcoulides, 2006): several studies report on the potential advantages related
to supplier integration in NPD, such as improved efficiency and effectiveness of the
collaboration (e.g. Luzzini et al., 2015), alignment of technological strategies with suppliers
(e.g. Bonaccorsi, 1992), better and faster access to technological resources and knowledge
(e.g. Handfield and Ragatz, 1999), lead time reduction (e.g. Handfield et al, 1997), reduced
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development costs and time (e.g. Zhang et al., 2015), better product performance and design
(e.g. Liker et al., 1998), and better product quality (e.g. Wagner, 2012). It can be inferred that
innovation performance seems to be related to the ability of the buying firm to collaborate
with external partners, even though some empirical studies show contradictory results
when specific contextual factors are not verified — i.e. lack of relational factors, as trust and
commitment (Hoegl and Wagner, 2005), low quality of integration between buyer and
supplier team (Handfield et al, 1997), and rejection of the supplier’s technological knowledge
(Kessler et al, 2000). However, as firms collaborate with suppliers in order to create or
sustain their competitive advantage both in the long and short term, they will invest to
guarantee these enabling factors are verified; thus it can be assumed that supplier
collaboration should benefit innovation performance.
Thus, the fourth research hypothesis is the following:

H4. A greater emphasis on supplier collaboration positively influences innovation
performance.

4. Methodology

4.1 Sample and data collection

The hypotheses were tested using data collected in 2010 in ten countries in Europe and North
America (Canada, Finland, France, Germany, Italy, the Netherlands, Spain, Sweden, UK, and
the USA) through an online survey questionnaire about purchasing priorities, purchasing
practices, and purchasing performance, using constructs derived from the literature.

The English version of the questionnaire was translated into different languages using
the “Translation, Review, Adjudication, Pre-testing and Documentation” procedure
(Harkness et al., 2010) and subsequently tested by submitting it to a couple of purchasing
executives for each country to check the clarity of the questions. The final version of the
survey tool was uploaded onto the project website and made visible only to respondents
selected in the sampling procedure. An internet survey offers higher levels of accuracy
and reduces missing values due to either the respondent or some data entry mistakes
(Boyer et al., 2002). Firms were sampled from the membership lists of the corresponding
national purchasing associations. Sampling criteria were pre-agreed upon among the
participating researchers; 65.7 percent of the companies in the sample are from the
manufacturing sector, even though other industries are represented. The corresponding
firms were first contacted and asked for their participation. Reminder e-mails and
telephone calls were conducted after four weeks to those who had not responded.
Following other similar key informant-based research studies (e.g. Cousins et al,, 2011), the
goal was to find the right person within the organization who was able to respond to all of
the questions about the purchasing strategy, the buyer-supplier relation, purchasing
practices, and performance. For this reason, mostly CPOs, VPs of purchasing, purchasing
directors, and purchasing managers were involved. The respondents consisted of highly
qualified purchasing professionals who had played important roles in the purchasing
functions of their firms. After the data collection process, each country cleaned its
own data in accordance with a common agreement to build a shared international
database. The overall sample is made of 681 usable responses, but only 524 companies
provided sufficient information to test the hypotheses stated above (we excluded answers
provided by companies that are not performing supplier collaboration, as related to the
items considered).

Given that we relied on a single respondent design, we controlled for common method
bias in two ways: through the procedure of the study and through statistical control
(Podsakoff et al., 2003). Regarding the survey, the research project was labeled as a broad
overview of purchasing management and purchasing practices adoption. Therefore,
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innovation performance was evident. Thus, respondents’ attention was not drawn to the
relationships being targeted in this study. Questions that included items and constructs
related to each other in the general model were also separated in the questionnaire in order
to prevent respondents from developing their own theories about possible cause-effect
relationships. Furthermore, the questionnaire was carefully created and pretested, and
respondents were assured of strict confidentiality. Finally, we used different scales and
formats for the independent and the criterion measures (Podsakoff et al, 2003). As a
second means of ensuring against common method bias, we examined the unrotated
factor solution (Podsakoff and Organ, 1986). We were able to determine four factors that
account within a range of 5.5-28 percent for the variance in the measures. Consequently,
neither a single nor a general factor is likely to account for the majority of the covariance
among the measures (Table I).

4.2 Measures and their analysis

Hypotheses were tested using the maximum likelihood (ML) estimation method.
The hypothesized model was tested statistically in a simultaneous analysis of the entire
system of variables to determine the extent to which it was consistent with the data. Where
goodness-of-fit is adequate, the model can be seen as a plausible explanation of postulated
interactions between constructs (Garver and Mentzer, 1999).

After the data collection, we purified the measures by assessing the reliability and
unidimensionality of each construct, and item-to-total correlations within each construct
were examined (Churchill, 1979). Our measurement model was tested with STATA 14 using
the ML method (Arbuckle, 2009), which is able to provide to a great extent discriminant

Descriptive Frequency Percentage Descriptive Frequency Percentage
Country Sector
Italy 46 88  Manufacturing 343 65.5
The Netherlands 39 74  Transportation, storage and 29 55
communication
UK 66 126 ~ Wholesale and retail trade 28 5.3
Germany 48 9.2  Construction 23 44
Spain 44 84  Electricity, gas and water supply 13 25
Sweden 115 219  Professional and administrative services 13 25
Finland 30 5.7  Human health and social work activities 10 19
USA 59 11.3  Financial services 9 17
Canada 43 82  Public administration and defense 8 15
France 34 6.5  Agriculture, forestry, fishing and mining 7 13
Hotels and restaurants 5 1.0
Arts, entertainment and recreation 4 0.8
Other 26 50
Missing 6 11
Sales (min €) Respondent position
< 50 170 324 CPO, VP of purchasing 70 134
51-250 145 277  Purchasing director 115 219
251-500 58 111 Purchasing manager 238 455
501-750 25 4.8  Senior, project buyer 44 84
751-1,000 17 3.2 Buyer, purchasing agent 28 53
> 1,000 M€ 94 179  Other 28 53
Missing 15 29  Missing 1 0.2
Total 524 100 524 100
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Table II.
Correlation matrix

validity as well as convergent validity (e.g. Bagozzi and Y1, 1988). Descriptive statistics and
inter-correlations are shown in Table IL.

The operationalization of the constructs is based on the existing measures proposed by
the literature, and all items were affirmed through a confirmatory factor analysis (Table III).
The model consists of seven multi-item constructs with a total of 19 indicators. Following
the recommendations of Bagozzi and Yi (1988) as well as Bagozzi and Baumgartner (1994),
the quality of our model can be judged as sufficient. Two possible ways for evaluating
model fit are the use of the »* goodness-of-fit statistic and the use of other absolute or
relative fit indices. Fit indices range from 0 to 1, with values closer to 1 indicating a good fit.
Petrick (2002) recommends MLE-based fit indices and also suggest a two-index presentation
strategy with, among others, the comparative fit index (CFI), and y hat or root mean square
error of approximation (RMSEA). An acceptable threshold for CFI is > 0.95 whereas
RMSEA is supposed to be lower than 0.05. The CFA reveals a sufficient model fit attested
through such fit indices (Bollen, 1989; Shah and Goldstein, 2006).

5. Results
The postulated path model produced a sufficient fit to the data (Table IV).

HI postulates that higher purchasing status leads to greater purchasing absorptive
capacity, defined through buyer knowledge, internal communications, and knowledge
scanning; our results support all three sub-assumptions, with f coefficients of 0.316, 0.449,
0.225 (p <0.001), respectively. According to HZ2, a greater emphasis on innovation
objectives at the purchasing category level positively influences the purchasing absorptive
capacity. Our results partially support this assumption, as a significant correlation is found
with buyer knowledge (= 0.096, p < 0.1) and knowledge scanning (= 0.285, p < 0.001),
but not for internal communication.

H3 argues that a higher level of purchasing absorptive capacity is likely to increase
supplier collaboration in innovation activities; this hypothesis is fully supported by results
for the buyer knowledge ($#=0.182, p <0.05) and knowledge scanning (f=0.279,
p < 0.001) aspects, but, once again, no statistical evidence can be derived for internal
communications.

Finally, according to H4, intensified supplier collaboration positively influences the
innovation outcomes at the purchasing category level; this assumption is supported through
our results (f=0.379, p < 0.001).

6. Discussion
By interpreting statistical results, we are able to provide both theoretical and managerial
insights, which are further discussed.

Variables 1 2 3 4 5 6 7
(1) Purchasing status 0812

(2) Innovation objective 0.137* 0.815

(3) Buyer knowledge 0.338%k% (0. 275%%*  ().828

(4) Knowledge scanning 0.201%8%  (0.334%*%*  (.248%**  (0.822

(5) Communication 0.447%*  0.071ns 0.451%%*  0.449%  (.740

(6) Supplier collaboration 0.257#%%  (311%F*  0.278%F  (.338**  (.285 0827

(7) Innovation performance  0.132* 0.371%*  0275%FF (0298  (0117ns  0.358***  (0.685

Notes: The square root of the average variance extracted (AVE) is shown in italics on the diagonal;
correlations are in the lower triangle of the matrix. *p < 0.05; **p < 0.005; ***p < 0.000
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First-order
construct Indicator Scale  Reference Loading CR AVE
Innovation Management emphasis on time-to- Likert Hayes and 0732 0.799 0.6675
objectives market with suppliers (16)  Wheelwright (1984)
Introduction rates of new/ Likert 0.894
improved products/services (1-6)
Purchasing Purchasing views are considered Likert Pearson ef al (1996), 0.735 0.8509 0.6566
status important by most top managers (1-6)  Gonzalez-Benito
(2007)
Purchasing is recognized as an Likert 0.886
equal partner with other functions (1-6)
of the top management team
Management efforts to improve the Likert 0.803
purchasing department (1-6)
Knowledge The extent to which it is sought to Likert Cousins ef al. (2011), 0.789 0.8467 0.6481
scanning learn from tracking new market  (1-6)  Grant and Spender,
trends in your supply industry Cohen and Levin
(1989)
The extent to which it is sought to Likert 0.820
learn from benchmarking best (1-6)
practices in purchasing
The extent to which it is sought to Likert 0.806
learn from trying out new (1-6)
technologies
Internal Level of communication between Likert Nahapiet and 0634 0.7805 0.5448
communication purchasing supervisors and (1-6)  Ghoshal
subordinates
Level of support between Likert 0.784
employees (1-6)
Level of free ideas sharing between Likert 0.786
employees (1-6)
Buyer The knowledge of buyers on Likert Tu et al (2006) 0.818 0.8648 0.6810
knowledge business aspects (1-6)
Average education level of buyers Likert 0.790
(1-6)
Overall job competence of buyers Likert 0.866
(1-6)
Supplier Level of recurrence of supplier Likert Wagner (2012), 0.806  0.8701 0.6915
collaboration  development (16)  Zhang et al. (2015)
Level of recurrence of supplier Likert 0.901
involvement into NPD 1-6)
Level of recurrence of supplier Likert 0.783
integration in order fulfilment 1-6)
Innovation Supplier time-to-market for new or Likert Clark (1989), 0.719 0.6547 0.4869
performance  improved products/services (1-7)  Koufteros et al.
(2007), Primo and
Amundson (2002)
Level of innovation in products/  Likert 0.676
service from suppliers 17

Notes: Fit indexes: )(2 =179.014; p-value = 0.003; )(z/df =1.367; CFI =0.989; RMSEA = 0.026
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Table III.
Constructs
operationalization
and reliability

6.1 Theoretical implications
The findings of this study try to extend the extant literature in some ways.

Overall, the proposed research model is grounded on innovation (e.g. Von Hippel, 1988) and
operations (e.g. Handfield ef al, 1997; Schiele, 2010) management theories, and it tries to extend
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Table IV.
Path estimates

Path Standard estimate p-value Conclusion
Buyer knowledge<—Purchasing status 0.316 Hok Fail to reject Hla
Internal communication«Purchasing status 0.449 Howk Fail to reject HI1b
Knowledge scanning«Purchasing status 0.225 Howk Fail to reject Hlc
Buyer knowledge<—Innovation objectives 0.096 0.058 Fail to reject H2a
Internal communication«Innovation objectives 0.002 0.967 Reject H2b
Knowledge scanning«Innovation objectives 0.285 Howk Fail to reject H2c
Supplier collaboration<—Buyer knowledge 0.182 0.001 Fail to reject H3a
Supplier collaboration«Internal communication 0.070 0.253 Reject H3b
Supplier collaboration«<Knowledge scanning 0.279 ook Falil to reject H3c¢
Innovation performance<Supplier collaboration 0.379 Howk Fail to reject H4

Notes: Fit indexes: y°=231.08; p-value =0.000; y*/df =1.6745; CFI=0.978; RMSEA = 0.036. *p < 0.05;
*kp < 0.005; **#p < 0.000

the open innovation stream of research (e.g. Chesbrough, 2003) by supporting the idea that
firms’ boundaries should be opened to suppliers, as organizations can benefit from
collaborating with suppliers in the NPD process by leveraging on purchasing absorptive
capacity. The model supports the assumption that purchasing involvement can foster supplier
collaboration (which, in turn, is expected to improve the firm’s innovation outcomes), thus
demonstrating the effectiveness of the open innovation strategy of supplier involvement.

This results first supports the (extended) RBV of firms (on which the open innovation
paradigm is grounded), suggesting that inimitable, valuable, and rare resources can be
generated also with purchasing and supply management contribution (Heide and John,
1990; Barney, 2012). By investing in collaborative and trusty relationships with their
suppliers, firms’ innovative ideas may benefit of knowledge creation and sharing
mechanisms they have with their suppliers, resulting in a potential competitive advantage
as a combination of internal and external knowledge (Day et al, 2015).

Moreover, demonstration of a significant and positive relation between the purchasing
department status and its absorptive capacity, first confirms some pioneering studies about
purchasing role (e.g. Schiele, 2010), promoting the status of the purchasing department as a
driver for improving its absorptive capacity, but also supports some diffused knowledge
management and organizational theories (e.g. Ellram and Pearson, 1993), reaffirming the
solid linkage between macro-level organizational features (i.e. the status of a department)
and a micro-level ones (i.e. the absorptive capacity).

The fact that orienting purchasing activities toward innovation objectives impacts the
resource absorptive capacity mostly in terms of knowledge scanning capabilities (rather than
other components of absorptive capacity), justify organizational effort for acquiring external
knowledge, rather than cultivating it internally (Quinn, 1999). This is also coherent with some
past studies considering breakthrough scanning as a dominant element for the organizational
learning capacity in order to achieve innovation (e.g. Levin et al, 1987). So, greater emphasis
on innovation objectives is associated with greater emphasis on knowledge acquisition
(e.g. the capability of monitoring and scouting the supply market and supporting the selection
of particularly innovative and suitable suppliers).

A significant correlation is also found between the determinants of purchasing
absorptive capacity and supplier collaboration (except for the internal communications
component). When collaborating with suppliers, various factors should be taken into
account, among which relationship management skills play a pivotal role for a successful
integration (Handfield and Ragatz, 1999; Schiele, 2010). In this regard, this study highlights
the role of purchasing professionals’ absorptive capacity in creating an adequate link
between demand and supply in the context of NPD projects, thus contributing to the
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knowledge, together with knowledge-scanning capabilities, represent a driver to be
exploited for increasing the effectiveness of the buyer-supplier interface (which, again
supports the RBV of the firm), suggesting that knowledge sharing along innovation process
in the supply chain can generate new knowledge and create competitive advantages (Heide
and John, 1990). This result also confirms the purchasing department’s role in driving
effective supplier collaboration and, indirectly, innovation outcomes, providing further
empirical foundations on how the purchasing department’s human resources positively
affect the supplier collaboration in NPD (e.g. Wynstra et al., 2000; Wagner and Hoegl, 2006).

Finally, we are able to support a definite and positive relation between supplier
collaboration and innovation performance at the purchasing category level, thus
confirming the argument raised by several scholars across the years (e.g. Dyer and
Singh, 1998; Luzzini et al., 2015). Despite possible drawbacks of supplier involvement in
NPD (due to lack of joint NPD capabilities both on buyer’s and supplier’s side), inter-firm
collaboration seems to benefit innovation outcomes, as it serves to increase the stock of
knowledge embedded in the NPD process, which can be transformed into component/
architectural knowledge and/or technical and managerial know-how to boost company
creativity and innovation (Modi and Mabert, 2007).

6.2 Managerial implications
The study gives three important managerial insights, which should be considered by
companies when implementing open innovation with their suppliers.

The first relates to the recognition of the potential contribution that supplier involvement
can provide to innovation: managers should be reassured regarding the positive outcome of
collaborations with suppliers on innovation, thus increasing their efforts for suppliers’
recurrent involvement in NPD activities. In larger firms, this means using specific
organizational tools, such as cross-functional teams, for preparing (and then managing)
involvement of strategic suppliers throughout the NPD process. Of course, the existence of
trust between the parties must be a prerequisite for this investment: firms should decide to
open their doors to strategic and relevant suppliers, but a trustful and collaborative
relationship with them must also be in place.

In doing this, firms must recognize the key role of the purchasing department.
Purchasing status affects firms’ ability to acquire, share, and exploit knowledge: therefore,
the more purchasing is included in the firm’s strategic planning process and recognized as
an equal partner by other departments, the more it is able to promote knowledge
development, communication, and knowledge management, thus favoring inter-
organizational collaboration. Thus, purchasing department resources and abilities become
a facilitator for transferring innovation from the supply network, and this value creation
potential should be communicated and perceived by all the other departments (including top
management). This might require an investment in measurement and reporting initiatives,
training, and organizational changes, in order to foster firm’s consideration of purchasing
overall and, consequently, improving the absorptive capacity of purchasing employees.
Firms that already have a mature approach to purchasing might exploit an advantage
against their competitors, as they will be more likely able to leverage their resources,
especially in dealing with knowledge-intensive processes. So, managers willing to involve
suppliers in NPD should consider planning and investing in training the purchasing
professionals, in order to improve (in particular) their ability to plan and execute reverse
marketing and supplier market benchmarking activities.

Finally, as innovation objectives for purchasing are certainly critical to influence
firm’s absorptive capacity (which, in turn, is a determinant of supplier collaboration),
there is a need to integrate innovation objectives into purchasing strategy and targets.
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Managers should look beyond typical purchasing efficiency objectives (e.g. price savings),
thus defining specific purchasing innovation achievements to be included in the strategic
plan; this is coherent with the on-going process of shifting the role of purchasing from a
merely savings-generator to a strategic value-adding department for organizations.

7. Conclusions and limitations
The present work explores how suppliers and purchasing department are able to have an
impact on innovation. In particular, the study considers purchasing, in terms of its status
within the organization and the absorptive capacity of resources, and suppliers, in terms of
buyer-supplier collaboration efforts.

Using structural equation modeling, authors empirically investigate the link between
purchasing absorptive capacity and two firm-related variables (firm innovation strategy
and purchasing status). A positive relationship between purchasing absorptive capacity
and supplier collaboration is assumed and, in turn, its capability to positively affects
innovation performance.

The findings largely suggest acceptance of the postulated model. Previous research
(Wagner, 2012; Wynstra et al, 2000) was clear about these findings, yet the research was
largely case-based; with this study, authors provide specific empirical foundations for the
following: the positive effect of the purchasing department in driving supplier collaboration
and the positive effect of supplier collaboration on innovation performance. In particular,
since purchasing’s absorptive capacity is an enabling factor, managers willing to implement
open innovation with their suppliers should be aware to invest toward adequate
buyer-supplier collaboration configurations but also to carefully plan actions for increasing
training and development of purchasing professionals.

However, some limitations should be considered when interpreting the results of this study.

First, the analysis only deals with positive effects on innovation performance, without
taking into consideration possible trade-offs with other performance dimensions, such as
costs or lead times (Kim ef al, 2015). In order to investigate drawbacks of supplier
collaboration in NPD, future studies should include more performance measures as well as
more contingent factors that are affecting performance. For example, there is no distinction
among different types of purchasing categories, or different cultural aspects that might
affect the buyer-supplier relationship. The test of the model across different groups might
provide further insights about relevant variables to consider.

According to the results, internal communication does not seem to favor supplier
collaboration; further research might shed some light on the reason why internal
communication is not fostering buyer-supplier collaboration by looking at other variables
moderating such a relationship (e.g. Day et al, 2015).

Finally, the results are based on data obtained through a survey approach, reflecting all
constraints of this methodology, such as the necessity to focus on specific respondents and a
narrow set of items. Case studies might favor the understanding of a complex phenomenon
such as NPD projects, clarifying roles played by different departments as well as main
factors determining the success or failure of the collaborative efforts.

References

Allred, CR., Fawcett, S.E., Wallin, C. and Magnan, G.M. (2011), “A dynamic collaboration capability as
a source of competitive advantage”, i, Vol. 42 No. 1, pp. 129-161.

Arbuckle, ].L. (2009), Amos 18.0 User’s Guide, Amos Development Corporation, Crawfordville, FL.

Azadegan, A. (2011), “Benefiting from supplier operational innovativeness: the influence of supplier
evaluations and absorptive capacity”, —, Vol. 47 No. 2,

pp. 49-64.


http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1111%2Fj.1745-493X.2011.03226.x&isi=000288998800007&citationId=p_4
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1111%2Fj.1540-5915.2010.00304.x&isi=000287702600006&citationId=p_2

Downloaded by Politecnico di Milano At 02:33 31 October 2017 (PT)

Bagozzi, RP. and Baumgartner, H. (1994), “The evaluation of structural equation models and The role of the

hypothesis testing”, in Bagozzi, R.P. (Ed), Principles of Marketing Research, John Wiley and
Sons, Cambridge, pp. 386-422.

Bagozzi, R.P. and Yj, Y. (1988), “On the evaluation of structural equation models”, |
IR Vol. 16 No. 1, pp. 74-94.

Barney, ].B. (2001), “Resource-based theories of competitive advantage: a ten-year retrospective on the
resource-based view”, | N |} ]I Vo!. 27 No. 6, pp. 643-650.

Barney, J.B. (2012), “Purchasing, supply chain management and sustained competitive advantage:

the relevance of resource-based theory”,_, Vol. 48 No. 2, pp. 3-6.

Bollen, K.A. (19%9), [ ENGTNGNGIGNGNGNGNGNGEGEEEEE - Viley and Sons, New York, NY.

Bonaccorsi, A. (1992). “On_the relationship between firm size and export intensity”, joiskicdmed
, Vol. 23 No. 4, pp. 605-635.

Boyer, KK, Olson, JR., Calantone, RJ. and Jackson, E.C. (2002), “Print versus electronic surveys:
a comparison of two data collection methodologies”, , Vol. 20
No. 4, pp. 357-373.

Buckley, P. and Carter, M. (2004), “A formal analysis of knowledge combination in multinational
enterprises”, , Vol. 35 No. 5, pp. 371-384.

Cao, M., Vonderembse, M.A., Zhang, Q. and Ragu-Nathan, T.S. (2010), “Supply chain collaboration:
conceptualisation and instrument development”, A

Vol. 48 No. 22, pp. 6613-6635.
Carr, AS. and Smeltzer, L.R. (1997), “An empirically based operational definition of strategic
purchasing”, %, Vol. 3 No. 4, pp. 199-207.
Chen, [, Paulraj, A. and Lado, A. (2004), “Strategic purchasing, supply management, and firm
performance”, , Vol. 22 No. 5, pp. 505-523.

Chesbrough, H. (2003), “The logic of open innovation: managing intellectual property”, (ki
I Vol 45 No. 3, pp. 33-58.

Chesbrough, H. and Crowther, A.K. (2006), “Beyond high tech: early adopters of open innovation in
other industries”, i Vo!. 36 No. 3, pp. 229-236.

Churchill, G.A. (1979), “A paradigm for developing better measures of marketing constructs”,
, Vol. 16 No. 1, pp. 64-73.

Clark, K.B. (1989), “Project scope and project performance: the effect of parts strategy and supplier
involvement on product development”, | N, Vo! 35 No. 10, pp. 1247-1263.

Cohen, W.M. and Levin, R.C. (1989), “Empirical studies of innovation and market structure”, Glodbaak
I Vol 2, pp. 1059-1107.

Cohen, WM. and Levinthal, D.A. (1990), “Absorptive capacity: a new perspective on learning and
innovation”, , Vol. 35 No. 1, pp. 128-152.

Conner, K.R. and Prahalad, CK. (1996), “A resource-based theory of the firm: knowledge versus
opportunism”, . Vol 7 No. 5, pp. 477-501.

Cousins, P.D., Lawson, B., Petersen, KJ. and Handfield, R.B. (2011), “Breakthrough scanning, supplier
knowledge exchange, and new product development performance”, |
I V/ol. 28 No. 6, pp. 930-942.

Day, M., Lichtenstein, S. and Samouel, P. (2015), “Supply management capabilities, routine bundles and
their impact on firm performance”, , Vol. 164,
pp. 1-13, available at: https:/ac.els-cdn.com/S0925527315000572/1-s2.0-S0925527315000572-
main.pdf?_tid=e58e88a0-a713-11e7-ab4e-00000aach35f&acdnat=1506909135_50d6eda3c08e60
85¢8564c2e2bcd1570

Del Canto, J.G. and Gonzalez, 1.S. (1999), “A resource-based analysis of the factors determining a firm’s
R&D activities”, nsimiiaisy, Vo!. 28 No. 8, pp. 891-905.

purchasing
interface

1283



https://ac.els-cdn.com/S0925527315000572/1-s2.0-S0925527315000572-main.pdf?_tid=e58e88a0-a713-11e7-ab4e-00000aacb35f&amp;acdnat=1506909135_50d6eda3c08e6085c8564c2e2bcd1570
https://ac.els-cdn.com/S0925527315000572/1-s2.0-S0925527315000572-main.pdf?_tid=e58e88a0-a713-11e7-ab4e-00000aacb35f&amp;acdnat=1506909135_50d6eda3c08e6085c8564c2e2bcd1570
https://ac.els-cdn.com/S0925527315000572/1-s2.0-S0925527315000572-main.pdf?_tid=e58e88a0-a713-11e7-ab4e-00000aacb35f&amp;acdnat=1506909135_50d6eda3c08e6085c8564c2e2bcd1570
https://ac.els-cdn.com/S0925527315000572/1-s2.0-S0925527315000572-main.pdf?_tid=e58e88a0-a713-11e7-ab4e-00000aacb35f&amp;acdnat=1506909135_50d6eda3c08e6085c8564c2e2bcd1570
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.2307%2F2393553&isi=A1990CV83400006&citationId=p_21
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1080%2F00207540903349039&isi=000282814000004&citationId=p_13
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1287%2Forsc.7.5.477&isi=A1996WA60100003&citationId=p_22
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS0969-7012%2897%2900014-2&citationId=p_14
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1007%2FBF02723327&citationId=p_6
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1111%2Fj.1540-5885.2011.00854.x&isi=000296547300009&citationId=p_23
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.jom.2004.06.002&isi=000223750100004&citationId=p_15
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1007%2FBF02723327&citationId=p_6
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1111%2Fj.1540-5885.2011.00854.x&isi=000296547300009&citationId=p_23
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1177%2F014920630102700602&isi=000172894200002&citationId=p_7
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.ijpe.2015.02.023&isi=000354141600001&citationId=p_24
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.2307%2F41166175&isi=000183256400007&citationId=p_16
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.2307%2F41166175&isi=000183256400007&citationId=p_16
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1111%2Fj.1745-493X.2012.03265.x&isi=000302911800001&citationId=p_8
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS0048-7333%2899%2900029-3&isi=000084075600007&citationId=p_25
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1111%2Fj.1467-9310.2006.00428.x&isi=000237814400002&citationId=p_17
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1057%2Fpalgrave.jibs.8490280&isi=A1992KH76700001&citationId=p_10
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1057%2Fpalgrave.jibs.8490280&isi=A1992KH76700001&citationId=p_10
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.2307%2F3150876&isi=A1979GK74400010&citationId=p_18
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1002%2F9781118619179&citationId=p_9
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS0272-6963%2802%2900004-9&isi=000176500100002&citationId=p_11
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1287%2Fmnsc.35.10.1247&isi=A1989AV95100007&citationId=p_19
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS1573-448X%2889%2902006-6&citationId=p_20
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1057%2Fpalgrave.jibs.8400095&citationId=p_12
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS1573-448X%2889%2902006-6&citationId=p_20

Downloaded by Politecnico di Milano At 02:33 31 October 2017 (PT)

BPM]
236

1284

Di Benedetto, C.A., DeSarbo, W.S. and Song, M. (2008), “Strategic capabilities and radical innovation:
an empirical study in three countries”,  Vol. 55
No. 3, pp. 420-433.

Dosi, G., Nelson, R. and Winter, S. (2000), The Nature and Dynamics of Organizational Capabilities,
Oxford University Press Inc., New York, NY.

Dyer, J. and Singh, H. (1998), “The relational view: cooperative strategy and sources of
interorganizational competitive advantage”, ﬂ, Vol. 23 No. 4,
pp. 660-679.

Edquist, C. (1997), Systems of Innovation: Technologies, Institutions, and Organizations, Psychology
Press and Routledge, Abington.

Ellis, S.C., Henke, ].W. and Kull, T J. (2012), “The effect of buyer behaviors on preferred customer status

and access to supplier technological innovation: an empirical study of supplier perceptions”,
I . 11 No.5, pp. 12551260

Ellram, L.M. and Pearson, J.N. (1993), “The role of the purchasing function: toward team participation”,
Journal of Supply Chain Management, Vol. 29 No. 3, pp. 2-9.

Freeman, C. and Soete, L. (1997), The Economics of Industrial Innovation, Psychology Press and
Routledge, Abington.

Gadde, L.-E. and Hakansson, H. (1994), “The changing role of purchasing: reconsidering three strategic
issues”, , Vol. 1 No. 1, pp. 27-35.
Garver, M.S. and Mentzer, J.T. (1999), “Logistics research methods: employing structural equation

modeling to test for construct validity”, Journal of Business Logistics, Vol. 20 No. 1, pp. 33-58.

Gonzalez-Benito, ]. (2007), “A theory of purchasing’s contribution to business performance”, gidaghad
I Vo!. 25 No. 4, pp. 901-917.

Grant, R. (1996), “Toward a knowledge-based theory of the firm”, _,

Vol. 17 No. S2, pp. 109-122.

Guellec, D. (1996), “Knowledge, skills and growth: some economic issues”, STI Review, Vol. 18, No. 1,
pp. 17-38.

Handfield, R. and Ragatz, G. (1999), “Involving suppliers in new product development”,
, Vol. 42 No. 1, pp. 59-82.

Handfield, R.B,, Ragatz, G.L. and Petersen, KJ. (2002), “Benefits associated with supplier integration
into new product development under conditions of technology uncertainty”, |
Beseaguel Vol. 55 No. 5, pp. 389-400.

Handfield, R.B., Ragatz, G. and Scannell, T.V. (1997), “Success factors for integrating suppliers into new
product development”, , Vol. 14 No. 3, pp. 190-202.

Hardy, C., Lawrence, T.B. and Phillips, N. (2006), “Swimming with sharks: creating strategic change
through multi-sector collaboration”, i
Vol. 1 Nos 1/2, pp. 96-112.

Harkness, J., Bilgen, I, Cazar, A.C., Huang, L., Miller, D., Stange, M. and Villar, A. (2010), “Questionnaire
design”, Chapter 6, Cross-Cultural Survey Guidelines, pp. 150-180, available at: http://ccsg.isr.
umich.edu/images/PDFs/CCSG_Full_Guidelines_2016_Version.pdf

Hayes, RH. and Wheelwright, S.C. (1984), Restoring our Competitive Edge: Competing through
Manufacturing, John Wiley & Sons, New York, NY.

Heide, J.B. and John, G. (1990), “Alliances in industrial purchasing: the determinants of joint action in
buyer-supplier relationships”,ﬂ, Vol. 27 No. 1, pp. 24-36.

Henke, JW. and Zhang, C. (2010), “Increasing supplier-driven innovation”, || | | | | N NN
Beuiew, Vol. 51 No. 2, pp. 41-46.

Hillebrand, B. and Biemans, W.G. (2004), “Links between internal and external cooperation in product
development: an exploratory study”, d, Vol. 21 No. 2,

pp. 110-122.


http://ccsg.isr.umich.edu/images/PDFs/CCSG_Full_Guidelines_2016_Version.pdf
http://ccsg.isr.umich.edu/images/PDFs/CCSG_Full_Guidelines_2016_Version.pdf
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&isi=000273461700010&citationId=p_45
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&isi=000273461700010&citationId=p_45
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.indmarman.2012.10.010&isi=000313383500010&citationId=p_30
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1111%2Fj.0737-6782.2004.00061.x&isi=000220664600003&citationId=p_46
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.2307%2F41166019&isi=000083779900004&citationId=p_38
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS0148-2963%2800%2900158-2&isi=000172914200005&citationId=p_39
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS0148-2963%2800%2900158-2&isi=000172914200005&citationId=p_39
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS0737-6782%2897%2900007-6&isi=A1997XG49800004&citationId=p_40
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1504%2FIJSCM.2006.011105&citationId=p_41
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2F0969-7012%2894%2990040-X&citationId=p_33
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1109%2FTEM.2008.922645&isi=000258144200004&citationId=p_26
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.jom.2007.02.001&isi=000247406900009&citationId=p_35
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.jom.2007.02.001&isi=000247406900009&citationId=p_35
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.2307%2F3172548&isi=A1990CL22900003&citationId=p_44
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1002%2Fsmj.4250171110&isi=A1996WK18900009&citationId=p_36
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&isi=000076489300007&citationId=p_28

Downloaded by Politecnico di Milano At 02:33 31 October 2017 (PT)

Hilletofth, P. and Eriksson, D. (2011), “Coordinating new product development with supply chain The role of the

management”, , Vol. 111 No. 2, pp. 264-281.

Hoegl, M. and Wagner, S.M. (2005), “Buyer-supplier collaboration in product development project”,
. Vol 31 No. 4, pp. 530-548.

Hoetker, G. (2006), “Do modular products lead to modular organizations?”, | G
Leygugl Vol. 27 No. 6, pp. 501-518.

Holsapple, C.W. and Joshi, K.D. (2000), “An investigation of factors that influence the management of

knowledge in organizations”, , Vol. 9 No. 2,
pp. 235-261.

Hong, Y. and Hartley, J.L. (2011), “Managing the supplier-supplier interface in product development:
the moderating role of technological newness”, . Vol. 47
No. 3, pp. 43-62.

Jensen, MB,, Johnson, B, Lorenz, E. and Lundvall, B.A. (2007), “Forms of knowledge and modes of
innovation”, iiassssiaiisi. Vo!l. 36 No. 5, pp. 680-693.

Kauppi, K., Brandon-Jones, A., Ronchi, S. and Van Raaij, E. (2013), “Tools without skills: exploring the
moderating effect of absorptive capacity on the relationship between e-purchasing tools and

category performance”, , Vol. 33
No. 7, pp. 828-857.

Kessler, E.H,, Bierly, P.E. and Gopalakrishnan, S. (2000), “Internal vs external learning in new product
development: effects on speed, costs and competitive advantage”, | . Vo! 30
No. 3, pp. 213-224.

Kim, Y., Choi, T.Y. and Skilton, P.F. (2015), “Buver-supplier embeddedness and patterns of innovation”,
. Vol. 35 No. 3, pp. 318-345.

Kim, M,, Song, J. and Triche, J. (2015), “Toward an integrated framework for innovation in service:
a resource-based view and dynamic capabilities approach”, A
Vol. 17 No. 3, pp. 533-546.

Knight, L. and Harland, C. (2005), “Managing supply networks”, _,

Vol. 23 No. 3, pp. 281-292.

Koufteros, X. and Marcoulides, G.A. (2006), “Product development practices and performance:
a structural equation modeling-based multi-group analysis”, b
sskagues Vol 103 No. 1, pp. 286-307.

Koufteros, X.A., Edwin Cheng, T.C. and Lai, K-H. (2007), “‘Black-box’ and ‘gray-box’ supplier
integration in product development: antecedents, consequences and the moderating role of firm
size”, , Vol. 25 No. 4, pp. 847-870.

LaBahn, D. and Krapfel, R. (2000), “Early supplier involvement in customer new product development:
a contingency model of component supplier intentions”,*, Vol. 2963
No. 98, pp. 173-190.

Lakemond, N., Berggren, C. and Weele, A. (2006), “Coordinating supplier involvement in product
development projects: a differentiated coordination typology”, |, Vo!. 36 No. 1,
Pp. 55-66.

Lane, P.J. and Lubatkin, M. (1998). “Relative absorptive capacity and interorganizational learning”,
, Vol. 19 No. 5, pp. 461-477.

Lawson, B., Krause, D. and Potter, A. (2015), “Improving supplier new product development

performance: the role of supplier development”, w,

Vol. 32 No. 5, pp. 777-792.

Leiponen, A. and Helfat, C.E. (2010), “Innovation objectives, knowledge sources, and the benefits of
breadth”, , Vol. 31 No. 2, pp. 224-236.

Levin, S.G,, Levin, S.L. and Meisel, J. (1987), “A dynamic analysis of the adoption of a new technology:
the case of optical scanners”, , Vol. 69 No. 1, pp. 12-17.

purchasing
interface

1285



http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1111%2Fj.1467-9310.2005.00415.x&isi=000235077300005&citationId=p_61
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&system=10.1108%2FIJOPM-12-2011-0445&isi=000325593100003&citationId=p_53
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1002%2F%28SICI%291097-0266%28199805%2919%3A5%3C461%3A%3AAID-SMJ953%3E3.0.CO%3B2-L&isi=000073468600003&citationId=p_62
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1111%2F1467-9310.00172&isi=000088221500002&citationId=p_54
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1111%2Fjpim.12231&isi=000358689400011&citationId=p_63
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&system=10.1108%2FIJOPM-05-2013-0251&isi=000350580300001&citationId=p_55
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&system=10.1108%2F02635571111115173&isi=000289587800014&citationId=p_47
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1177%2F0149206304272291&isi=000230783600003&citationId=p_48
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1002%2Fsmj.807&isi=000273469600006&citationId=p_64
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1007%2Fs10796-014-9505-6&isi=000354378300005&citationId=p_56
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.2307%2F1937895&isi=A1987G482800002&citationId=p_65
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.emj.2005.04.006&citationId=p_57
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1002%2Fsmj.528&isi=000237868800001&citationId=p_49
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1002%2Fsmj.528&isi=000237868800001&citationId=p_49
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS0963-8687%2800%2900046-9&isi=000165866600008&citationId=p_50
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.ijpe.2005.08.004&isi=000238785300022&citationId=p_58
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.ijpe.2005.08.004&isi=000238785300022&citationId=p_58
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1111%2Fj.1745-493X.2011.03234.x&isi=000292886400007&citationId=p_51
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.jom.2006.10.009&isi=000247406900006&citationId=p_59
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.respol.2007.01.006&isi=000247763400007&citationId=p_52
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS0148-2963%2898%2900066-6&citationId=p_60

Downloaded by Politecnico di Milano At 02:33 31 October 2017 (PT)

BPM]
236

1286

Liker, J., Kamath, R. and Wasti, S. (1998), “Supplier involvement in design: a comparative survey of
automotive suppliers in the USA, UK and Japan”, *, Vol. 3
No. 3, pp. 214-238.

Luzzini, D. and Ronchi, S. (2010), “Organizing the purchasing department for innovation”,

, Vol. 4 Nos 1/2, pp. 14-27.

Luzzini, D., Amann, M., Caniato, F., Essig, M. and Ronchi, S. (2015), “The path of innovation:
purchasing and supplier involvement into new product development”,
, Vol. 47, pp. 109-120, available at: www.sciencedirect.com/science/journal/0019850
1/47/supp/C?sdc=1

Mclvor, R. (2009), “How the transaction cost and resource-based theories of the firm inform outsourcing
evaluation”, , Vol. 27 No. 1, pp. 45-63.

Mangematin, V. and Nesta, L. (1999), “What kind of knowledge can a firm absorb?”, it
, Vol. 18 Nos 3/4, pp. 149-172.

Matthyssens, P., Bocconcelli, R., Pagano, A. and Quintens, L. (2015), “Aligning marketing and
purchasing for new value creation”, , Vol. 52, pp. 60-73,
available at: www.sciencedirect.com/science/journal/00198501/52?sdc=1

Meeus, M.T.H., Oerlemans, L.A.G. and Hage, J. (2001), “Patterns of interactive learning in a high-tech
region”, . Vo!. 22 No. 1, pp. 145-172.

Modi, S.B. and Mabert, V.A. (2007), “Supplier development: improving supplier performance through
knowledge transfer”, , Vol. 25 No. 1, pp. 42-64.

Mol, MJ. (2005), “Does being R&D intensive still discourage outsourcing?: Evidence from Dutch
manufacturing”, insssssiisisy. Vol. 34 No. 4, pp. 571-582.

Nonaka, I. and Takeuchi, H. (1995), The Knowledge Creating Company, Oxford University Press,
New York, NY.

Oh, J. and Rhee, S-K. (2008), “The influence of supplier capabilities and technology uncertainty on
manufacturer-supplier collaboration: a study of the Korean automotive industry”, ke
N /o 25 No. 6, pp. 490517

Pearson, ].N,, Ellram, L.M. and Carter, C.R. (1996), “Status and recognition of the purchasing function in
the electronics industry”, Journal of Supply Chain Management, Vol. 32 No. 1, pp. 30-36.

Pellizzoni, E., Buganza, T. and Colombo, G. (2015), “Motivation orientations in innovation contests: why

people participate”, , Vol. 19 No. 4, pp. 58-84.
Petersen, KJ., Handfield, RB. and Ragatz, G.L. (2003), “A model of supplier integration into new
product development”, , Vol. 20 No. 4, pp. 284-299.

Petersen, KJ., Handfield, RB. and Ragatz, G.L. (2005), “Supplier integration into new product
development: coordinating product, process and supply chain design”, | N
Bisiisssiesis Vol. 23 Nos 3/4, pp. 371-388.

Petrick, J.F. (2002), “Development of a multi-dimensional scale for measuring the perceived value of a
service”, , Vol. 34 No. 2, pp. 119-134.

Pisano, G.P. and Verganti, R. (2008), “Which kind of collaboration is right for you”, i
Bewiew, Vol. 86 No. 12, pp. 78-86.

Podsakoff, P.M. and Organ, D.W. (1986), “Self-reports in organizational research: problems and
prospects”, | NG Vo!. 12 No. 4, pp. 531-544.

Podsakoff, P.M., MacKenzie, S.B., Lee, ].-Y. and Podsakoff, N.P. (2003), “Common method biases in
behavioral research: a critical review of the literature and recommended remedies”, Joudualgd

i Vo!. 88 No. 5, pp. 879-903.
Primo, M. and Amundson, S.D. (2002), “An exploratory study of the effects of supplier relationships on
new product development outcomes”,b, Vol. 20 No. 1, pp. 33-52.
Quinn, ].B. (1999), “Strategic outsourcing: leveraging knowledge capabilities”, || EGcIEzEINE5E
Bewew, Vol. 40 No. 4, pp. 9-21.


www.sciencedirect.com/science/journal/00198501/47/supp/C?sdc=1
www.sciencedirect.com/science/journal/00198501/47/supp/C?sdc=1
www.sciencedirect.com/science/journal/00198501/52?sdc=1
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1037%2F0021-9010.88.5.879&isi=000185539000008&citationId=p_84
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&system=10.1108%2F01443570810875331&isi=000256510100007&citationId=p_76
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.indmarman.2015.02.034&isi=000356107900012&citationId=p_68
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1037%2F0021-9010.88.5.879&isi=000185539000008&citationId=p_84
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&system=10.1108%2F01443570810875331&isi=000256510100007&citationId=p_76
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.indmarman.2015.02.034&isi=000356107900012&citationId=p_68
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS0272-6963%2801%2900080-8&isi=000174845000007&citationId=p_85
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.jom.2008.03.004&isi=000262492600003&citationId=p_69
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1504%2FIJTM.1999.002771&isi=000081778100002&citationId=p_70
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1504%2FIJTM.1999.002771&isi=000081778100002&citationId=p_70
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1142%2FS1363919615500334&isi=000216511100003&citationId=p_78
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&isi=000081605000010&citationId=p_86
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&isi=000081605000010&citationId=p_86
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.indmarman.2015.07.016&isi=000370995900008&citationId=p_71
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1111%2F1540-5885.00028&isi=000183542500002&citationId=p_79
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.jom.2004.07.009&isi=000228223000008&citationId=p_80
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1177%2F017084060102200106&isi=000168901500006&citationId=p_72
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.jom.2004.07.009&isi=000228223000008&citationId=p_80
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&isi=000176173600001&citationId=p_81
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.jom.2006.02.001&isi=000243611900003&citationId=p_73
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&isi=000261026200016&citationId=p_82
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.respol.2005.03.007&isi=000229646000011&citationId=p_74
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&system=10.1108%2F13598539810229212&citationId=p_66
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&isi=000261026200016&citationId=p_82
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&isi=000312258800003&citationId=p_67
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1177%2F014920638601200408&isi=A1986G162600007&citationId=p_83

Downloaded by Politecnico di Milano At 02:33 31 October 2017 (PT)

Ramsay, J. and Croom, S. (2008), “The impact of evolutionary and developmental metaphors on The role of the
purchasing and supply management: a critique”, “ purchasing

Bisdissssas Vol 14 No. 3, pp. 192-204.

Revilla, E. and Villena, V.H. (2012), “Knowledge integration taxonomy in buver-supplier relationships:
trade-offs between efficiency and innovation”, “,
Vol. 140 No. 2, pp. 854-864.

Ronchi, S., Chapman, R. and Corso, M. (2003), “Knowledge management in continuous product
innovation: a contingent approach”, , Vol. 26
No. 8, pp. 871-886.

Rosell, D.T. and Lakemond, N. (2012), “Collaborative innovation with suppliers: a conceptual model for
characterising supplier contributions to NPD”, *
siisuigisiiigiss. Vol 8 No. 2, pp. 197-214.

Rozemeijer, F. (2000), “How to manage corporate purchasing synergy in a decentralised
company? Towards design rules for managing and organising purchasing synergy in
decentralised compeics”, N .
No. 1, pp. 5-12.

Rozemeijer, F. (2008), “Purchasing myopia revisited again?”, _
Bdsiisssses Vol 14 No. 3, pp. 205-207.

Schiele, H. (2010), “Early supplier integration: the dual role of purchasing in new product development”,
e Vo!. 40 No. 2, pp. 138-153.

Schiele, H. (2012), “Accessing supplier innovation by being their preferred customer”, | NN
dsisasuaid Vol 55 No. 1, pp. 44-50.

Shah, R. and Goldstein, S. (2006), “Use of structural equation modeling in operations management
research: looking back and forward”, ﬂ, Vol. 24 No. 2,

pp. 148-169.

Song, M. and Di Benedetto, C.A. (2008), “Supplier’s involvement and success of radical new
product development in new ventures”, _, Vol. 26 No. 1,
pp. 1-22.

Soosay, C.A., Hyland, P.W. and Ferrer, M. (2008), “Supply chain collaboration: capabilities for
continuous innovation”, , Vol. 13 No. 2,
pp. 160-169.

Spina, G., Caniato, F., Luzzini, D. and Ronchi, S. (2016), “Assessing the use of external grand theories in
purchasing and supply management research”, A
Vol. 22 No. 1, pp. 18-30.

Steinle, C. and Schiele, H. (2002), “When do industries cluster?: a proposal on how to assess an
industry’s propensity to concentrate at a single region or nation”, jisssssiiteisy. Vo!. 31 No. 6,
pp. 849-858.

Stock, G.N., Greis, N.P. and Fischer, W.A. (2001), “Absorptive capacity and new product development”,
, Vol. 12 No. 1, pp. 77-91.

Swink, M. (2006), “Building collaborative innovation capability”, || GGG

Vol. 49 No. 2, pp. 37-47.
Takeishi, A. (2001), “Bridging inter- and intra-firm boundaries: management of supplier involvement in
automobile product development”, d, Vol. 22 No. 5, pp. 403-433.
Toon, M.A., Morgan, R.E,, Lindgreen, A., Vanhamme, J. and Hingley, M.K. (2015), “Processes and
integration in the interaction of purchasing and marketing: considering synergy and symbiosis”,

, Vol. 52, pp. 74-81, available at: www.sciencedirect.com/
science/journal/00198501/52?sdc=1

Trent, R]. and Monczka, R.M. (1998), “Purchasing and supply management: trends and changes
throughout the 1990s”, , Vol. 34

No. 3, pp. 2-11.

interface

1287



www.sciencedirect.com/science/journal/00198501/52?sdc=1
www.sciencedirect.com/science/journal/00198501/52?sdc=1
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.pursup.2008.06.001&citationId=p_92
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.indmarman.2015.07.014&isi=000370995900009&citationId=p_103
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.pursup.2008.06.001&citationId=p_92
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1111%2Fj.1467-9310.2010.00602.x&isi=000274389700003&citationId=p_93
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1111%2Fj.1745-493X.1998.tb00296.x&citationId=p_104
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.5437%2F08956308X5501012&isi=000298900600010&citationId=p_94
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.5437%2F08956308X5501012&isi=000298900600010&citationId=p_94
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.jom.2005.05.001&isi=000235551400004&citationId=p_95
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.pursup.2008.04.001&citationId=p_87
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.pursup.2008.04.001&citationId=p_87
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.jom.2007.06.001&isi=000252517100001&citationId=p_96
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.ijpe.2012.07.002&isi=000311193200034&citationId=p_88
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS1047-8310%2800%2900040-7&citationId=p_100
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1504%2FIJTM.2003.003395&isi=000186193600006&citationId=p_89
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&system=10.1108%2F13598540810860994&isi=000254763800007&citationId=p_97
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&isi=000235945900007&citationId=p_101
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1504%2FIJTIP.2012.048477&citationId=p_90
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1504%2FIJTIP.2012.048477&citationId=p_90
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.pursup.2015.07.001&isi=000374602900003&citationId=p_98
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS0969-7012%2899%2900034-9&citationId=p_91
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1002%2Fsmj.164&isi=000168323600002&citationId=p_102
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS0048-7333%2801%2900151-2&isi=000175969800001&citationId=p_99

Downloaded by Politecnico di Milano At 02:33 31 October 2017 (PT)

BPM]
236

1288

Tu, Q., Vonderembse, M.A., Ragu-Nathan, T.S. and Sharkey, T.W. (2006), “Absorptive capacity:
enhancing the assimilation of time-based manufacturing practices”, | NN

Bisiisssses Vol 24 No. 5, pp. 692-710.

Van den Bosch, F.A ], Volberda, H-W. and De Boer, M. (1999), “Coevolution of firm absorptive capacity
and knowledge environment: organizational forms and combinative capabilities”,

. Vol 10 No. 5, pp. 551-568.

Van Echtelt, FE., Wynstra, F., Van Weele, AJ. and Duysters, G. (2008), “Managing supplier
involvement in new product development: a multiple case study”, ﬂ
Bdsddssiasid Vol 25 No. 2, pp. 180-201.

Von Hippel, E.A. (1988), The Sources of Innovation, University of Illinois at Urbana-Champaign’s
Academy for Entrepreneurial Leadership Historical Research Reference in Entrepreneurship,
Oxford University Press, New York, NY.

Wagner, SM. (2012), “Tapping supplier innovation”, _, Vol. 48

No. 2, pp. 37-52.

Wagner, SM. and Hoegl, M. (2006), “Involving suppliers in product development: insights from
R&D directors and project managers”, “, Vol. 35 No. §,
pp. 936-943.

Walter, A. (2003), “Relationship-specific factors influencing supplier involvement in customer new
product development”,_, Vol. 56 No. 9, pp. 721-733.

Wasti, SN. and Liker, J.K. (1999), “Collaborating with suppliers in product development: a US and

Japan comparative study”, , Vol. 46 No. 4,
pp. 444-460.

Wrynstra, F. and ten Pierick, E. (2000), “Managing supplier involvement in new product development:
a portfolio approach”, , Vol. 6 No. 1,
pp. 49-57.

Wrynstra, F., Axelsson, B. and van Weele, A. (2000), “Driving and enabling factors for purchasin
involvement in product development”,

Bdsiisssisid Vol. 6 No. 2, pp. 129-141.

Wrynstra, F., van Weele, A. and Axelsson, B. (1999), “Purchasing involvement in product development:

a framework”, , Vol. 5 Nos 3/4,
pp. 129-141.

Wynstra, F., Weggeman, M. and Van Weele, A. (2003), “Exploring purchasing integration in product
development”, , Vol. 32 No. 1, pp. 69-83.

Zahra, S. and George, G. (2002), “Absorptive capacity: a review, reconceptualization and extension”,
, Vol. 27 No. 2, pp. 185-203.

Zhang, Y., Wang, L. and Gao, J. (2015), “Supplier collaboration and speed-to-market of new products:
the mediating and moderating effects”, , Vol. 28 No. 3,
pp. 805-818.

Zsidisin, G., Panelli, A. and Upton, R. (2000), “Purchasing organization involvement in risk

assessments, contingency plans, and risk management: an exploratory study”, sttt
I 0. 5 .. 4 ov. 157195

Further reading

Luzzini, D. and Ronchi, S. (2016), “Cinderella purchasing transformation: linking purchasing status to
purchasing practices and business performance”, , Vol. 27
No. 10, pp. 787-796.

Rozemeijer, F.A.,, Weele, A. and Weggeman, M. (2003), “Creating corporate advantage through
purchasing: toward a contingency model”, , Vol. 39 No. 4,
pp. 4-13.


http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS0148-2963%2801%2900257-0&isi=000184521300004&citationId=p_111
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&system=10.1108%2F13598540010347307&citationId=p_119
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&system=10.1108%2F13598540010347307&citationId=p_119
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1080%2F09537287.2015.1137986&isi=000380156400001&citationId=p_120
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1109%2F17.797966&isi=000083301900008&citationId=p_112
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1111%2Fj.1745-493X.2003.tb00145.x&citationId=p_121
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS0969-7012%2899%2900035-0&citationId=p_113
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.jom.2005.05.004&isi=000240638000017&citationId=p_105
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.jom.2005.05.004&isi=000240638000017&citationId=p_105
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS0969-7012%2800%2900002-2&citationId=p_114
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1287%2Forsc.10.5.551&isi=000084481900003&citationId=p_106
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS0969-7012%2800%2900002-2&citationId=p_114
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS0969-7012%2899%2900017-9&citationId=p_115
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1111%2Fj.1540-5885.2008.00293.x&isi=000253582600006&citationId=p_107
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1111%2Fj.1540-5885.2008.00293.x&isi=000253582600006&citationId=p_107
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2FS0019-8501%2801%2900197-3&isi=000180684600007&citationId=p_116
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&isi=000175100700004&citationId=p_117
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1111%2Fj.1745-493X.2011.03258.x&isi=000302911800005&citationId=p_109
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1016%2Fj.indmarman.2005.10.009&isi=000239978600005&citationId=p_110
http://www.emeraldinsight.com/action/showLinks?doi=10.1108%2FBPMJ-10-2016-0202&crossref=10.1007%2Fs10845-014-1021-5&isi=000394365700032&citationId=p_118

Downloaded by Politecnico di Milano At 02:33 31 October 2017 (PT)

About the authors

Andrea Stefano Patrucco is Assistant Professor in Supply Chain Management at Penn State University
and affiliated as an Extended Faculty at Politecnico di Milano School of Management. His main
research interests are in the field of purchasing and supply management, with focus on public
procurement and supplier collaboration management. He serves as a Member in several research
networks, such as IPSERA, DSI and NGIP. Andrea Stefano Patrucco is the corresponding author and
can be contacted at: andreastefano.patrucco@polimi.it

Davide Luzzini is an Associate Professor at EADA Business School, and affiliated as an Extended
Faculty at Politecnico di Milano School of Management. Previously he also held a position as an
Associate Professor at Audencia Business School (France) and Zaragoza Logistics Center-MIT Scale
(Spain). He has international teaching experience at all levels (Bachelor, Master, MBA, Corporate
programs). His research has been focusing on purchasing and supply chain management for many years.
His current research deals with food and innovation networks, social impact supply chains, and the
orchestration of buyer-supplier relationships. He has published his research in several international
journals and serves as an Associate Editor of the Journal of Purchasing and Supply Management and
Operations Management Research.

Stefano Ronchi is a Full Professor of Business Management and Organization and Purchasing and
Supply Management at Politecnico di Milano, where he is the Head of MSc and BSc Degree Programs
in Management Engineering. He is also the Vice-President Academic Partners at Unitech. His research
interests are in purchasing and supply management with a particular focus on e-Procurement,
spend management and purchasing organization.

For instructions on how to order reprints of this article, please visit our website:
www.emeraldgrouppublishing.com/licensing/reprints.htm
Or contact us for further details: permissions@emeraldinsight.com

The role of the
purchasing
interface

1289




Downloaded by Politecnico di Milano At 02:33 31 October 2017 (PT)

This article has been cited by:

1. AloiniDavide, Davide Aloini, LazzarottiValentina, Valentina Lazzarotti, ManziniRaffaella, Raffaella
Manzini, Pellegrinil.uisa, Luisa Pellegrini. 2017. Implementing open innovation: technological,
organizational and managerial tools. Business Process Management Journal 23:6, 1086-1093.
[Citation] [Full Text] [PDF]


https://doi.org/10.1108/BPMJ-10-2016-0203
http://www.emeraldinsight.com/doi/full/10.1108/BPMJ-10-2016-0203
http://www.emeraldinsight.com/doi/pdfplus/10.1108/BPMJ-10-2016-0203



