
Ad
ve

r

THE ELECTRONIC JOURNAL OF INFORMATION SYSTEMS IN DEVELOPING COUNTRIES / Volume 80, Issue 1 /  pp. 1-21

Article Free Access

An Investigation into the ICT Vendor – Value Added Reseller Partnership Satisfaction in

South Africa

First published: 05 December 2017

https://doi.org/10.1002/j.1681-4835.2017.tb00585.x

Abstract

References 

Abdul-Muhmin, A. G. (2005). Instrumental and Interpersonal Determinants of Relationship Satisfaction and
Commitment in Industrial Markets. Journal of Business Research, 58, 5, 619–628.

Agariya, A. K., & Singh, D. (2011). What Really De�nes Relationship Marketing? A Review of De�nitions and
General and Sector-Speci�c De�ning Constructs. Journal of Relationship Marketing, 10, 4, 203–237.

Ishmael Hassa, Maureen Tanner

PDF

The study was conducted to explore the perceived factors that contribute to relationship
satisfaction between Vendors and Value-added Resellers (VARs) within Information and
Communication Technologies (ICT) downstream Supply Chain Management (SCM) in South Africa
(SA). The study highlights the challenges faced in these critical dyads by exploring the relationship
satisfaction in an under-researched industry and country context. The study was qualitative and
relevant experts from both ICT Vendors and VARs were interviewed. An initial set of �ndings
derived from using the Interaction Approach (IA) as theoretical lens, was published in Hassa and
Tanner (2016). This current paper presents an additional set of �ndings relating to critical factors
found to be antecedent and consequent of perceived relationship satisfaction. In particular, this
paper speci�cally discusses factors relating to Commitment, Communication, Trust, Loyalty,
Pro�tability and Value. This inquiry contributes to depicting a more holistic picture of the landscape
around perceived relationship satisfaction between Vendors and VARs within the ICT industry in
South Africa. The results from these �ndings could promote transparent cooperation and
collaboration between ICT industry partners and stakeholders (customers, government, etc.) and
support an increase in ICT di�usion and adoption in South Africa and Africa.
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