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EXECUTIVE	
  SUMMARY
In recent years new market conditions, typical of open markets, have resulted in
greater competition and lower prices with an increase of the costs in production
to meet the requirements for quality certification and social and environmental
responsibility. In addition to the high competition, there is an opportunistic market
where the buyers possess the bargaining power. This situation presents a big
challenge for all export chain players that have established a weak business
relationship with their counterpart.
In this manner, it is known that the Costa Rican fresh fruit sector has developed
very important technical knowledge to improve quality but little has been done to
strengthen the commercial relationships with their clients. Therefore, it is
perceived that one of the main problems facing by the Costa Rican
producers/exporters is the weak business relationship they have established with
their buyers. Taking into account this problem, the aim of this research is “to
provide management recommendations to enhance the business relationships of
the Costa Rican export chain of fresh fruits to the European market, by finding
out the factors affecting these relationships using an in-depth analysis of its
actual business network, its governance structure, and its export chain
performance”. This objective was formulated because even with the best
products and business practices, there is a need for strong relationships to
succeed in the market.
It is important to mention that the research domain of this study was narrowed
down to the export chain of pineapple, melon, and watermelon because they are
among the main agricultural products (fruits) being exported from Costa Rica to
Europe, and also to provide a better analysis and understanding of the fruit
export chain.
With the objective on mind, this research was structured in two different stages.
The first stage was based on a desk research of theories that can be used to
carry out the empirical study. Insights on Supply Chain Management (SCM),
Transaction Cost Economics (TCE), and Governance Structures were obtained.
Besides, relevant concepts like trust, coordination/collaboration and buyersupplier relationships were scrutinized in the different theories. Finally, a
theoretical framework was elaborated to carry out the empirical research and
gather the relevant information.
The second stage of the study involved conducting an empirical study to
corroborate the presumed poor business relationship in the export chain of fresh
fruits and to unfold the causes of this situation. In this line, 19 Costa Rican firms
(producers and exporters) and 3 European (Dutch) importers of fresh fruits were
contacted. The empirical research was performed by conducting interviews and
using a questionnaire. A list of questions and a semi-structured interview protocol
was set up, based on the theoretical framework.
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In terms of governance structure, the Costa Rican export chain of fresh fruits can
be divided in: transnational export chain, governed by transnational corporations
and that is more hierarchical; and non-transnational export chain, which has a
governance structure more close to market coordination.
As a result of this research and in line with the central research question “What
factors, in the Costa Rican export chain of fresh fruits, are weakening the
business relationships with the European market?”; it was deducted that the
different factors affecting negatively the business relationships in the Costa Rican
export chain of fresh fruits are:
Contracts are not respected
Even when contracts improve the stability of a business relationship and bring
security to transactions; in general, contracts are not respected in the export
chain of fresh fruits. For this reason, contractual governance does not give a
strong support for creating long-term relationships.
Lack of trust
It was stated for all participants that trust is a vital factor in their business
relationships. In most cases, a negative past coordination/collaboration
debilitates the level of trust. In this manner, bad quality, lack of consistency in
supply, lack of professionalism, non-payment, and suspicious quality problems
affect negatively the level of trust.
Problems in collaboration/coordination
Collaboration and coordination problems are related to an opportunistic
behaviour and lack of loyalty. Opportunism destroys trust.
Poor communication
Importers have experienced communication problems with their suppliers that
negatively affect their relationships. On the other hand, producers and even
exporters are getting little information about the market, which prevents their
possibility to satisfy their clients’ needs.
High environmental uncertainty
In situations of high market uncertainty, there is a perceived opportunistic
behaviour, which weakens the business relationship.
Short-term strategy
It was observed that most of the Costa Rican producers/exporters have a shortterm strategy where they focus on their current transactions.
As mentioned by Omta et al. (2001), the capability of building and maintaining
inter-organisational network relationships is increasingly viewed as key to sustain
competitive advantage and to become a successful player in the chain.
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In this manner, managers need to find out how to reduce or manage the level of
distrust that is implicit in their business relationships. Partners who work together
build a strong relationship, based on long-term plans. Costa Rican managers in
the export chain of fresh fruits must take advantage of their market position and
establish sustainable business relationships. Also, gaining new competitive
advantages will guarantee their survival and success in the market. Therefore,
building long-term relationships, open communication, and creating closer bonds
are mentioned as factors to enhance the business relationships and reduce
uncertainty. In addition, in such business-to-business relationships, more
coordinated governance structures (e.g. formal contracts, partnerships) are
considered of key importance to the creation of trust and high performance.
Key words: fresh fruits, governance structures, trust, chain performance.	
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1 INTRODUCTION	
  
Chapter 1 gives a concise description of the problem encountered and the aim of
this thesis. It brings an insight in how the research was carried out and
assumptions were derived, by specifying the research background, the problem
definition, the main objective, research questions and the overall construction.

1.1 	
  Research	
  background	
  	
  
The European Union (EU) market is one of the main destinations of Costa Rican
exports. The Costa Rican experience of trading with Europe dates back to the
beginning of the first coffee exports in 1843 (Obregon, 1982). However, since the
nineteen eighties, the country encouraged the development of non-traditional
products, some of them looking for sales opportunities in Europe. Nowadays, the
European Union is the second trade partner of Costa Rica, which exports
account for one fifth of the income received by the country on account of its
foreign sales (El Financiero, 2010).
In 2010, Costa Rica exported to the European Union 1600 millions USD, with the
Agricultural sector having the biggest participation with 56% of the total exported
(Procomer, 2010). In addition, more than 70% of food products entered the
European market by The Netherlands and Belgium (Tristan, 2011), with
Rotterdam and Antwerp as the most important distribution centres.
According to Osterlof et al. (2008), the access to the EU market has required
substantial effort by the Costa Rican export firms, by getting knowledge about the
market and working to satisfy the high quality demand of the European
consumers. This has allowed the country to achieve a successful position in this
highly competitive and demanding market, where the country is a leading
exporter of bananas, pineapples, plants and melons. For the matter of this
research, fresh produce is referred to the principal agricultural products being
exported from Costa Rica to EU: focusing on fresh fruits (pineapple, melon,
watermelon).
However, lately Costa Rican products are facing very hard competition from
other countries, and the international importers are getting more bargaining
power. In recent years, new market conditions, typical of open markets, have
resulted in greater competition and lower prices with an increase of the costs in
production to meet the requirements for quality certification and social and
environmental responsibility.
Ruben, et al. (2007) mentioned that the common features that are characteristic
for agro-food supply chains of tropical food products and justify a specific
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treatment refer to:
• large irregularities in supply (production subject to weather conditions);
• high variability in quality attributes;
• scattered production by a large number of smallholder producers;
• high transaction costs (long distance between producers and consumers);
• deficient public regulation and limited collective action.
The assumed export chain of fresh produce is presented in the next figure.

Figure 1.1 Export chain of fresh produce in Costa Rica (Adapted from Ruben, et al.,
2007)

In May 2010 the European Union and Central America signed an Association
Agreement, which opens the doors to strengthen the relationship between these
two players and establish a free trade relation that will encourage doing more
business. This agreement challenges Costa Rica to win a market characterized
by its diverse composition and consumers who demand high quality and valueadded products and services.

1.2 	
  Problem	
  definition	
  	
  
Fresh fruits are perishable products that demand careful production,
transportation and handling when approaching the European market. Rejections
of fresh produce on the importers’ port have increased in the last years and the
suppliers are worried of losing competitiveness. Nonetheless, the causes of this
situation are not clearly identified.
With the actual situation of high competition, the producers and exporters are
feeling a lack of trust on the transactions, which is affecting the coordination and
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collaboration within their buyers/partners. There is a perception that when the
offer of one product is high, the problems and rejections in the destination’s port
tend to increase. This also implies that transactions tend to be based on power
and bargaining.
From this point, it is perceived that one of the main problems faced by the Costa
Rican producers/exporters is the weak business relationship they have
established with their buyers. It is known that the fresh fruit sector has developed
very important technical knowledge to improve quality but little has been done to
strengthen the commercial relationships with the clients. This is even more
evident when talking about small and medium size businesses.
As mentioned by Omta et al. (2001), the capability of building and maintaining
inter-organisational network relationships is increasingly viewed as key to sustain
competitive advantage and to become a successful player in the chain. Besides,
understanding how durable relationships take place, how business networks
influence results and the learning of entire supply chains is of high relevance
(Claro et al., 2004). Omta et al. (2002) also stated that to achieve international
collaboration between companies, strategic and cultural alignment, trust and
compliance to national and international regulations have become key
managerial issues.
Finally, in trying to fulfil the goal of analysing and improving the management of
export chains and networks, it is expected that this will become a study of social
relevance. This study could help improving part of the export chain of fresh
produce (from producers to importers), making the involved players to profit and
develop their business.

1.3 	
  Research	
  Objective	
  
As stated before, it is assumed that most of the companies in the fresh fruits
sector have a fragile business relationship with their buyers. For this reason, the
goal of this research is:
“To provide management recommendations to enhance the business
relationships of the Costa Rican export chain of fresh fruits to the European
market, by finding out the factors affecting these relationships using an in-depth
analysis of its actual business network, its governance structure, and its export
chain performance ”.
This objective was formulated because even with the best products and business
practices, there is a need for strong relationships to succeed in the marketplace.
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1.4 	
  Research	
  Framework	
  
The following research framework presents the structure of the research and the
steps that are taken to reach the thesis objective.

Figure 1.2 Research framework.

The first step is developing a theoretical framework. Relevant literature about
supply chain management, governance structures and transaction cost
economics is reviewed. Based on these theories, a model is constructed to
conduct the empirical study and gather the relevant data.
Besides, information about the Costa Rican fruit sector is gathered in order to
gain insight in the specific characteristics and important developments in the
sector (Chapter 2).
Next, the different players in the export chain are interviewed to collect the data.
The interview protocol and questionnaire are based on the model derived from
the theoretical study. More details on the method can be found in the sections
research material and research strategy. Finally, the empirical data is analysed
and discussed to draw the final conclusions and recommendations.
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1.5 	
  Research	
  Questions	
  
This research can be classified in the diagnostic phase of the Intervention Cycle
(Verschuren and Dorewaard, 1999) due to the study aims to find out the reasons
of the weak business relationships between players of the export chain. In this
line, the central research question is:

What factors, in the Costa Rican export chain of fresh fruits, are weakening
the business relationships with the European market?
To be able to answer the central question, several specific research questions
are formulated:
I. What are the determinants of export chain performance that can be applied
to the Costa Rican export chain of fresh fruits?
II. What governance structures are used in Costa Rican export chain of fresh
fruits?
III. What is the export network current situation regarding their business
relationships?
IV. Are formal contracts and relational governance a complement to each other
in this export chain of fresh fruits?
V. How is the market uncertainty affecting the business relationships in this
export chain?
VI. How does the export chain performance influence
relationships between the players in this export chain?

the

business

1.6 	
  Definition	
  of	
  concepts	
  
With the idea to ensure a clear understanding of the research ambitions and
outcomes, the following concepts are defined.
-Business network: the set of connected business relationships with
organizations – be they vertical (the suppliers, customers) or horizontal
(colleagues, competitors or other entities) – that are separated in subgroups and
are essential sources of information (Claro, 2004).
-Costa Rican export chain of fresh fruits: all organizations and institutions
involved in the production, distribution, transportation, commercialization and
export of fresh fruits (for this research: pineapple, melon and watermelon).
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-European market: because around 70% of Costa Rica food exports are directed
to importers in The Netherlands and Belgium, the study will focus in these two
countries.
-Supply governance structures: refers to a set of rules that governs transactions
between parties in an exchange (Gyau and Spiller, 2008).
-Export performance: the extend to which export goals are achieved.
-Trust: the belief, attitude or expectation that the activities or outcomes of another
organization will be delivered with integrity, character, professionalism and will
serve the partners’ interest.

1.7 	
  Research	
  material	
  
The research material was determined in more detail in three steps:
1. Type of information
• Data and facts from the Costa Rican fresh produce sector
(pineapple, melon and watermelon).
• Literature about performance measurement in agri-food export
chains.
• Theory on governance – governance structures -.
• Literature about supply chain management and quality
management.
• Theory on transaction cost analysis.
• Information about how the different players in the export chain
manage their business relationships.
2. Sources of information:
• Scientific papers, thesis, and articles (search using WUR digital
library).
• Books.
• Internet sites.
• The media (printed and electronic)
• Companies and organizations involved in the export chain
(observations, interviews, questionnaires).
3. Methods to access:
• Extract information from scientific literature, books and websites.
• Interviews, face-to-face with producers and exporters involved in
the export chain and company or organization documents if
available.
• A questionnaire for fruit importers.
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1.8 	
  Research	
  strategy	
  
The research domain of this study was narrowed down to the export chain of
pineapple, melon, and watermelon, because they are among the main
agricultural products (fruits) being exported from Costa Rica to Europe, and also
to provide a better analysis and understanding of the fruit export chain. Because
of their production and trading system, these products can be divided in two
groups: 1) pineapple sector and 2) melon/watermelon sector.
The first part of the research was based on a desk research of theories that can
be used to carry out the empirical study. Also, a literature review of the fresh
fruits sector allowed an analysis of the characteristics of the production,
distribution, and commercialization of fresh fruits, which will give an insight into
important aspects that influence the sector. In general, a literature search and
analysis was conducted during almost the whole research period on governance
theory, supply chain management, transaction costs analysis, and export
performance.
Then an empirical research was done to unfold the causes of this poor business
relationship. The different players in the export chain (producers, exporters,
importers), which are relevant for this study focused on the suppliers-importers
business relationship, were contacted. By means of interviews or a
questionnaire, data was collected from these sources to help answering the
research questions. The type of interview used in the study is a focus interview
(Yin, 2003), which consists of open-ended questions and a set of questions in the
form of a questionnaire.
This study is mainly qualitative, in which interpretation of the literature and
interview results are very important. In order to give a holistic and qualitative
insight on the matter, the empirical strategy of this project was of a case study.
As stated for Yin (2003), a case study is suitable for dealing with contemporary
situations and direct involvement in real-live contexts. Besides, Claro (2004)
highlighted that a case study provides deep insights on the matter and gives
support information after a theory analysis. In this case study different sources of
information, such as personal interviews, observations in site and the study of all
sorts of documents, called the ‘triangulation of methods’ by Verschuren and
Dorewaard (1999), were inquired.
Finally, theoretical and empirical answers for the research questions should
enable managers to proactively invest in their networks, in order to exploit
benefits of the information obtained from analysing the current situation of the
business network and export chain, and moreover to be engaged in collaborative
and trusty relationships.
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1.9 	
  Research	
  locations	
  
The fieldwork for this project was conducted in Costa Rica and The Netherlands
between January and April 2011. Interviews and observations were done in the
different farms, offices or facilities of the interviewees.
Drawing the research design and structuring and reporting the research findings
were carried out in Wageningen, The Netherlands.

1.10 Thesis	
  Structure	
  
This study has been organized in 8 chapters. After a general introduction and
problem statement chapter, an overview on the study domain and current market
situation is given in chapter 2. The literature review on supply chain
management, transaction cost economics and governance structures is covered
in Chapter 3. Chapter 4 describes the methodology applied in the research on
how the empirical case study was carried out during fieldwork. Chapter 5 follows
presenting results of the multiple case studies. First, the outcomes from the
interviews and observations are presented. Then, the analysis and discussion on
theory and results are given. Chapter 6 provides the conclusions and the
answers to all the research questions. Finally, Chapter 7 presents the
recommendations, discussion and limitations of the study. Figure 1.3 gives a
scheme that summarizes the general thesis structure.

Figure 1.3 Thesis structure overview.
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2 STUDY	
  CONTEXT	
  
This chapter presents the context of the study and describes the export chains of
pineapple, melon and watermelon from Costa Rica to the European Union. The
trade between these two partners is exposed, focusing on the agricultural sector.
Besides, there is a brief description of the European Union market for fresh
produce. Conclusively, the aim of the chapter is to demonstrate the importance of
these three products for Costa Rica economy and how they are being exported
to Europe.

2.1 	
  Introduction	
  
Costa Rica oldest export product is coffee, which was developed since 1832. The
coffee trade with Europe was consolidated in the 1840s. Since that time, coffee
was the main agricultural export product for decades. However, in 1870 the
government decided to build a railroad from the Central Valley to Limon
(Caribbean coast) with the idea to facilitate the exports of the coffee production to
England and Germany, particularly. This railway development was fundamental
for the emergence of the first banana plantations in the country. From this
moment, banana cultivation became an important agribusiness, which in 1990s
surpassed coffee as Costa Rica’s primary agricultural export.
In the 1980s the government adopted national policies with the aim of promoting
exports of non-traditional agricultural products that together with the favourable
conditions to access the international markets –proximity and infrastructure -,
helped to diversify its export production. This is how others products as
pineapple, melons and watermelons entered in Costa Rica export’s portfolio.
With this wide range of agricultural products being exported, local and
transnational companies accessed international markets, where United States
and Europe are the principal destinations for Costa Rican exports of fresh
produce. Through all these years, Costa Rica has successfully positioned itself in
this highly competitive and demanding markets.
From the total agricultural products exported in 2009, 48% were exported to
United States and 46% to the European Union, where Netherlands, Belgium and
United Kingdom are the main destinations ports. In the same year, major fresh
fruits exported were banana, pineapple, melons, and watermelons (Chavez et al.,
2010). For these reasons, this study is focused on the export chains of
pineapple, melon and watermelon to the European market.
In addition, with the signature of the Association Agreement between Central
America and the European Union, including a Free Trade Area, it opens an
opportunity window for the export sector to consolidate the access to this market.
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2.2 	
  Trade	
  between	
  Costa	
  Rica	
  and	
  the	
  European	
  Union.	
  
In 2010 the total Costa Rican exports to the EU amounted to US$1,667.7 million,
an increase of 11% compared to 2009 (Tristan, 2011). The main trade partner of
Costa Rica within the European Union was The Netherlands, a country that
exported a total of US$675 million and was in second place as the country's total
national export target. It is noteworthy that such commercial partner functions as
a port of entry for the vast majority of products exported by Costa Rica to the
European continent and not necessarily as a final destination of Costa Rican
exports. Countries such as Belgium, United Kingdom, Italy and Germany,
followed in importance within destinations of Costa Rican exports to the EU-27
(Tristan, 2011).
An important part of Costa Rican exports to the European market are agricultural
and agro-industrial products. The agricultural trade between Costa Rica and the
European Union (EU-27 members), in 2009, was US$837 millions in exports and
US$27 millions in imports. In figure 2.1 the trade balance between these two
partners is presented, showing a positive balance for Costa Rica in all years.

Figure 2.1 Costa Rica: Agricultural sector's trade balance with the EU-27, 2005-2009
(Source: Chavez et al., 2010).

It is notable to mention that during the past five years, bananas have remained
as the main export of the agricultural sector, followed by pineapples and coffee
beans. In general, a decrease is noticed in 2009 due to the financial crisis on the
main markets. Table 2.1 shows the value (in millions of US$) and the
participation in exports to EU-27 of the ten principal agricultural products in 2008
and 2009.
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Table 2.1 Costa Rica: main export products of the agricultural sector to the EU-27, 20082009 (Source: Chavez et al., 2010).

Product	
  
Banana	
  
Pineapple	
  
Coffee	
  beans	
  
Foliage	
  and	
  green	
  leaves	
  
Ornamental	
  plants	
  
Melon	
  
Cassava	
  
Watermelon	
  
Other	
  fresh	
  fruits	
  
Mango	
  

2008	
  
327.5	
  
323.5	
  
113.4	
  
63.7	
  
35.6	
  
29.5	
  
14.5	
  
7.6	
  
6.0	
  
4.8	
  

%	
  
34.9%	
  
34.5%	
  
12.1%	
  
6.8%	
  
3.8%	
  
3.1%	
  
1.5%	
  
0.8%	
  
0.6%	
  
0.5%	
  

2009	
  
324.1	
  
304.1	
  
56.3	
  
55.8	
  
26.1	
  
25.9	
  
12.0	
  
8.7	
  
7.3	
  
4.5	
  

%	
  
38.7%	
  
36.3%	
  
6.7%	
  
6.7%	
  
3.1%	
  
3.1%	
  
1.4%	
  
1.0%	
  
0.9%	
  
0.5%	
  

In the process of producing-trading the main participants (stakeholders) involved
in the export chain are:
• Producer: the company that regionally grows the
product in conformance with technical specifications
and quality standards.
• Exporter: the seller of the product who is based in the
country of export and deals with an overseas-based
buyer.
• Transnational (Multinational) corporation: business
enterprise with producing, sales, or service
subsidiaries in one or more foreign countries. Usually, they manage the
whole export chain.
• Importer: most importers are a specialist firm in the destination country
who deals with exporters and contacts wholesalers.
• Importer/Wholesaler: in this case, the importers are involved in the
distribution chain.

2.3 	
  The	
  European	
  Union	
  Market	
  
The European Union (EU) was established by a bloc
of countries that came together to integrate
economically and politically, and thereby strengthen
the cooperation between them. Formed in 2007 by 27
countries, the European Union is a single market of
about 500 million people, or 100 times the population
of Costa Rica.
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This market represents the second export market for Costa Rica agricultural
products, with a share of 46%. But in reference with fresh produce, the European
Union is the main destination of Costa Rican exports (Figure 2.2).

Figure 2.2 Costa Rica: fresh produce exports by region, 2009 (Source: Chavez et al.,
2010).

Into the fresh produce sector, fresh fruits are the most important products being
exported from Costa Rica to the European market (Table 2.1). According to CBI
(2011), the market for fresh fruit can be divided into segments based on
geographic location:
• Western EU countries - are generally large consumers of high quality
tropical fruit and have been become accustomed to a wide variety of
tropical fruit.
• Northern EU countries - although quite limited in population size this
market is sophisticated providing good opportunities for suppliers of high
quality fruit. There are close trading ties between Northern EU countries
making it an attractive region to operate in.
• Southern European countries – although people tend to prefer locally
grown fruit, tropical fruit has been successful on the Southern EU market
due to increased interest for other tastes and varieties. Tropical fruit is
also grown on a small-scale in this region but mostly relies on imports to
satisfy demand.
• Eastern European countries - are still developing fast after EU accession.
Consumption levels in the new EU member countries are lower than in the
old member states, but are expected to rise as incomes and supply
increase.
Finally, the concern for the issue of diet and health in Europe is becoming
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increasingly important, and has provided an important opportunity to increase the
market share of tropical fruits. Also every year is more evident the decreasing
amount of time spent on preparing meals, which creates a demand for
convenient fruit that is offered washed, peeled and cut.
In addition, consumer demand for sustainable agriculture has increased. While at
this time a small share of fruit products is produced fair trade or organic,
supplying these products offer a potential growth (CBI, 2011).

2.4 	
  Costa	
  Rican	
  export	
  chain:	
  Melon	
  and	
  Watermelon	
  
These crops are grouped together because they have a very similar production
and commercialization structure. Both are mainly produce in the Central Pacific
region and Chorotega region of Costa Rica. The months of highest bid is from
February to May, which is related with the low productions due weather
conditions in other countries as Spain and Brazil.
The crop development is carried out by multinationals companies, and small and
medium producers that are strongly consolidated in the production and export of
these products. In addition, this sector is important for the country as well as
generating revenue, employs a large number of people in different parts of the
country (Diaz and Sandi, 2007).
The melon and the watermelon are classified by CBI (2011) as off-season fruits.
Seasons in fruit markets are both determined by production seasons and market
seasons servicing customer demand. Products that come from the southern
hemisphere (such as Central and South America) often extend the availability of
off-season fruit as winter and summer are opposite (summer/winter)(CBI, 2011).
Although the European Union is a large producer of off-season fruit, it imports
temperate and sub-tropical species from countries in the Southern hemisphere to
ensure year-round supply. Competition in this market from EU producers is
fierce. In addition, the European markets are mostly saturated for these products.
Nonetheless the large imported volumes of off-season fruit makes it an
interesting market for exporters from developing countries (CBI, 2011).
Costa Rica participates in the export chain as a net exporter of melon, where the
chain includes production, harvesting, commercialisation, international transport
and distribution to final consumer (Diaz and Sandi, 2007).
It is noteworthy that in the last two years more than 60% of Costa Rica exports in
melon and watermelon entered the European Union by The Netherlands, which
is the largest importer of off-season fruit from developing countries (CBI, 2011).
Though, as mention before, this country functions as a port of entry and not
necessarily as a final destination.
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Melon and watermelon from Costa Rica enter the European Union market under
the GSP+ (0% tariff), condition that was confirmed in the Association Agreement
between Central America and the European Union.

2.4.1 Melon	
  
(Cucumis melo L)
The melon is a highly sensitive crop. It does not resist the cold and a weak frost
could kill the plants. Besides, it requires fresh and well-drained soils (Hernandez,
2008). Most of Costa Rican production is exported, where Cantaloupe, Galia and
Honey Dew are the principal varieties.
Between 2002 and 2007 Costa Rican melon exports increased from US$55
millions to US$82 millions, reaching a record high of US$85 millions in 2006.
Nevertheless, in the past three years the exports have decreased, as it is
showed in Figure 2.3.

Figure 2.3 Costa Rica: Melon exports in millions of US$ (Source: PROCOMER, 2011).

The main destination of fresh melon exports in 2009 was the United States, who
has a share of 65% of total exports (Chavez et al., 2010). Overall, 35% of exports
went to European Union countries, which makes this region the second export
market for this product.
Costa Rica is one of the leading exporters of melons in the world during the
winter season in the northern hemisphere. Their main competitors in the region
are: Guatemala, Panama, Mexico and Honduras (Hernandez, 2008). However,
for the European market, where the melon is a product well known and accepted
by consumers, its main competitor is Panama. The latter is the only country that
allocates a larger share of their exports to the European market (Hernandez,
2008). In addition, the five main countries outside the EU-27 exporting to this
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market are displayed in the next figure.

Figure 2.4 Main Extra-EUR27 exporter countries of melon to EU-27 market. (Source:
Export Helpdesk)

Because this fruit is produced in tropical dry zones, in Europe is planted in spring
and summer, with major productions areas in Spain. This placed Spain as the
world leader exporter (Hernandez, 2008) and major supplier of fresh melon to
Europe during these seasons. Next figure shows the market availability of melon
and its production origin in Europe:

Figure 2.5 Origin and market availability calendar of melon. (Taken from
www.hispafruit.nl)

On the other hand, the melon acreage in Costa Rica has fell 50% from 2006 to
2009, until a little less that 6000 hectares, due to a number of factors affecting
the activity. The situation was attributed to climate problems and limited
availability of labour and other services such as transport, besides the fact that
production costs are lower in other countries, and pests and diseases are also
counteracting the activity (Barquero, 2011).
Producers have faced this crisis with the introduction of new varieties resistant to
pests and appropriate to the taste of demanding consumers, which has stabilized
	
  

15	
  

the production. However, in the period 2010-2011, the area dropped significantly
again (Barquero, 2011).
In recent years melon import prices in The Netherlands have dropped, but last
year price levels slowly recovered. It is known that weather conditions have the
largest impact on melon harvests, resulting in frequent price fluctuations (CBI,
2011).
Finally, the melon is mainly consumed as fresh fruit and its consumption
increases when the weather gets warmer in Europe. Consumed as fresh whole
fruit or sliced in salads and cocktails, it is possible to make juice, jams and
homemade ice cream and a good companion for meat (Hernandez, 2008).

2.4.2 Watermelon	
  
(Citrullus Lanatus)
This crop is grown under the same production conditions and has a similar
market window than melon. The most common variety cultivated is quetzali,
which has a good taste, colour, shape, and shelf life.
The fruit is juicy (more than 90% of watermelon is water), with numerous seeds,
nearly round, green, pink flesh or red and appreciated for being rich in water and
salts (Osterlof et al. 2008). In addition, watermelons contain even more
antioxidants and carotenoids than any other fresh fruit or vegetable. This makes
watermelons not just a very sweet and juicy fruit, but a very healthy one too (CBI,
2011).
In the last five years watermelon exports increased from US$7 millions to US$
13.5 millions. Figure 2.6 presents the Costa Rican watermelon exports in millions
of US$.

Figure 2.6 Costa Rica: Watermelon exports in millions of US$ (Source: PROCOMER,
2011).
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Watermelon is supplied to Europe mainly by countries in other continents, but
within Europe, Spain is the major producer and exporter, followed by Greece and
Italy. The main suppliers outside Europe are Brazil, Costa Rica, Panama and
Tunisia. Total watermelon exports of Costa Rica to EU-27, in 2010, had the
Netherlands as the main export market with 64% of the total, followed by United
Kingdom (19%) and Belgium (7%) (personal estimation base on Export Helpdesk
statistics).
Figure 2.7 presents the main exporters countries, outside the European Union, of
watermelon to EU-27 market in the past five years. As presented by Export
Helpdesk in its Trade statistics, in 2009 and 2010, Costa Rica was the second
supplier in quantity (28185 and 28498 tons, respectively) and the first supplier in
value (Figure 2.7).

Figure 2.7 Main Extra-EUR27 exporter countries of watermelon to EU-27 market - in
value -. (Source: Export Helpdesk)

In the Netherlands an increasing amount of melons is being imported from
developing countries. The most important developing countries supplying the
Netherlands are Costa Rica (23%), Brazil (20%) and Panama (20%) (CBI, 2011).
The best-known varieties of watermelons in the Netherlands are Mickey Lee,
Quetzali and Sandía.
The market for watermelon is completely different from the market for other kinds
of melons. Germans, Scandinavians and Dutch generally do not eat watermelons
when temperature is below 20-Celsius degrees (CBI, 2011). However,
watermelon imports are growing much more quickly than overall imports and
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consumption is also expected to keep increasing in coming years (CBI, 2011).

2.5 	
  Costa	
  Rican	
  export	
  chain:	
  Pineapple	
  
(Ananas comosus)
As mentioned by Vagneron et al. (2009), pineapple is a star in the international
fruit sector, that since the 1960’s has quadrupled its production and export has
tripled worldwide. With the introduction of the MD-2 variety (“Gold” pineapple),
developed and patented by Fresh Del Monte in the 1990’s, the production of
fresh pineapple in the world has experienced a dramatic increase. International
trade of the fruit augmented more than 50% in the last decade; and as a result of
this situation, both in Europe and the United States pineapple went from being an
exotic product to be marketed widely (MAG, 2007).
According to information reported by the World Food Organization (FAO), 2008,
the major pineapple producers worldwide are in order of importance: Brazil,
Thailand, Philippines, Costa Rica and China. Because Brazil and China have a
significant local market, most of their production is consumed within the country,
thus they are not listed among the main exporters.
As mentioned before the total world exports of pineapple have shown a positive
growth in recent years. It is notable how in the year 2000 canned pineapple were
still the main pineapple product exported. Though, in the last ten years fresh
pineapple had a big spike (Figure 2.8).

Figure 2.8 World pineapple exports by product types (in tons) 2000-2008. (Source:
FAOStat)

Among the main reasons for this distribution, it may be mentioned the change in
consumer preferences towards consumption of fresh fruits over processed fruits
(Villegas et al., 2007) and the introduction of the MD-2 variety and its widespread
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acceptance in the international market over other varieties of pineapple
competing in the market. This variety owes its success to high yields of
exportable fruits, a high rate of vegetative multiplication, an attractive yellow
coloration, long storage life, and its sweetness (Vagneron et al., 2009). Roughly
80% of all fresh export pineapples are MD-2 variety and it has more or less
become the standard variety consumed in many EU countries (CBI, 2011).
United States is the largest consumer and importer of pineapple in the world. The
next largest market is the European Union that includes Belgium, Holland, United
Kingdom and Italy. These two markets import two-thirds of fresh pineapple in the
international market. In Europe, Costa Rica is the leading supplier of fresh
pineapple and competes primarily with Ivory Coast, Ecuador, Ghana and
Panama (Figure 2.9).

Figure 2.9 Main Extra-EUR27 exporter countries of pineapple to EU-27 market. (Source:
Export Helpdesk)

The international export chain for fresh pineapple consists of growers, exporters,
importers, transnational corporations, wholesalers, retailers, and the end
consumer. The export market is characterized by straightforward relationships
between the traders and producers and is dominated by large fruit multinationals
(Van Lieshout, 2010), as Fresh Del Monte, Chiquita and Dole, that through their
subsidiaries, compete as the largest global suppliers of both fresh and processed
pineapple as they operate plantations, distribution centres, and processing
facilities all over the world (ILRF, 2008). This explained that a large share of the
pineapple markets are controlled by multinationals such as Dole, Del Monte,
Chiquita, Fyffes, which are delivering directly to supermarket chains (Villegas at
al., 2007).
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Table 2.2 Private brands used for marketing the MD-2 variety

COMPANY	
  
Fresh Del Monte
Chiquita
Dole
Bonita
Fyffes

BRAND	
  
TM

Gold extra sweet
Gold extra sweet
Dole premium select® tropical gold®
Sunripe ultra sweet
Gold

Source: Vagneron et al., 2009

Moreover, supermarkets have an important role in the case of pineapple, more
than in other temperate fruits, because some supermarket chains have
developed their own import and distribution channel. However, many do not
import directly from the country of origin but do so through an intermediary, so
that specialist importers are still the interface for exporters (MAG, 2007). Due to
its large size, the supermarkets are the ones who dictate the rules of the market
and importers must comply with their demands if they want to stay on their list of
suppliers (MAG, 2007).
In Costa Rica the pineapple is a fruit traditionally produced since colonial times,
but, the production of high intensity and technological crop began in the late
1970’s, when a subsidiary of Fresh Del Monte called Pineapple Development
Corporation (PINDECO), started operations in the south. Then toward the end of
1980’s the pineapple production spread to the north of the country and in the late
1990’s, pineapple plantings also began to develop in the Atlantic region as part of
crop conversion programs, mainly as a substitute for banana growing areas
(Hernandez2, 2008).
The development of pineapple has been in constant evolution until become the
first non-traditional agricultural commodity exports in recent years. Pineapples
are now Costa Rica’s second biggest agricultural export after bananas.
Nonetheless, the total value of pineapple exports is on track to overtake the total
value of banana exports (ILRF, 2008).
Nowadays, Costa Rica has a total productive
area of 45000 hectares distributed in three main
regions (Figure 2.10). Of the total area in
production, 35% belongs to transnational
corporations and 65% to independent producers,
within which are several cooperatives and
associations of small and medium size
producers (CANAPEP, 2011). In addition, 97%
of pineapples produced in the country are Gold
variety (Camacho, 2009).
Figure 2.10 Geographic distribution of
pineapple crops in Costa Rica (Source: CANAPEP, 2011).
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Fresh Del Monte’s subsidiary, PINDECO, dominates Costa Rican fresh
pineapple production. Dole, BANACOL and Grupo Acon are amongst the large
pineapple landowners in the country (ILRF, 2008). Moreover transnational
corporations manage more than 85% of the planting and commercialization of
Costa Rican fresh pineapple (Villegas at al., 2007). Most of the Costa Rican
exporters not dealing with a transnational corporation, generally supply retailers
through intermediaries (e.g. importers and agents).
Costa Rica is the world's leading exporter of fresh pineapple, followed by
Belgium and the Netherlands (two non-producing pineapple countries), which are
just re-exporting the product since they are the main ports of entry to Europe.
The country is also the fourth largest producer, behind Brazil (second largest
consumer), Thailand and the Philippines who market their fresh produce mainly
in Asia or through canned pineapple and juice (Hernandez2, 2008).
From 2005 to 2010, pineapple exports doubled from US$326 millions to US$673
millions; and it is the agricultural product with the most significant increasing
trend in the country. Figure 2.11 presents the Costa Rican pineapple exports in
millions of US$.

Figure 2.11 Costa Rica: Pineapple exports in millions of US$ (Source: PROCOMER,
2011).

According to CANAPEP (2011), 48% of Costa Rican pineapple exports are
directed to United States, while the European Union takes 52% of the country’s
exports. In the latter, Belgium, Holland, UK, and Italy were the main destinations
of Costa Rica’s pineapple in 2010 (Figure 2.12).
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Figure 2.12 Costa Rica exports destinations in EU-27 market, 2010 (Source: personal
estimation base on Export Helpdesk statistics).

The most important developing countries supplying the Netherlands are Costa
Rica (71%), Panama (6.1%), Ecuador (4.6%), Ivory Coast (4.3%) and Ghana
(1.3%) (CBI, 2011).
In the European market, the colour and condition of the crown are the most
important quality characteristics, because they are the primary factors in
selection by consumers (Hernandez2, 2008). Besides, at the time of ripening
pineapple should look clear and bright as well, and the leaves should be light
green and be well developed (Hernandez2, 2008).
One of the advantages of growing pineapples is that by techniques such as floral
induction, which allows direct their production cycles, it is possible to offer the
fruit all year-round and keep the presence on the market.
On the other hand, access into the market is every time more difficult and
different threats are presented. One of these is the higher competition, which has
increased the pressure on prices due to augmented world supply of pineapples
and its products (Hernandez2, 2008).
Finally, Costa Rican pineapple enters the European market under the GSP-plus
(0% tariff) and are rather non-tariff regulations as certifications (GLOBALGAP,
social and environmental certificates), the main barriers to access this market.
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2.6 	
  Concluding	
  remarks	
  
This chapter showed the importance of the export chains of pineapple, melon
and watermelon from Costa Rica to the European Union market. Significant trade
data was presented to demonstrate the participation on international markets
(mainly EU market) and the relevance of these fruits for the country’s economy.
These crops were chosen because they are among the main agricultural
products being exported from Costa Rica to Europe. Besides, based on
production and commercialization structure, they can be grouped in tropical fruits
(pineapple) and off-season fruits (melon and watermelon), which allows a
comparison of sectors afterwards.
For this study, developing an understanding of the Costa Rican fruit chain is a
fundamental part of gaining insight in chain actors and the business relations
between them. A description of the chain players that are involved in the Costa
Rican export trade of fresh fruits was made, including producers, exporters and
importers.
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3 LITERATURE	
  REVIEW	
  
This chapter presents insights on Supply Chain Management (SCM),
Governance Structures, and Transaction Cost Economics (TCE), which are the
sustaining bases of this research. Quality management and export chain
performance will be further related to SCM. In the following subchapters, the
theories are described and the main concepts required to construct the empirical
research are extracted.

3.1 	
  Introduction	
  
The fresh fruit export chain is a horticultural fresh produce system that demands
a great deal of concern regarding quality, standards, availability, and safety. But
on the other hand, factors as trust, coordination, collaboration, consistency, and
flexibility are also essential to build long-term relationships. With no doubt, fresh
fruit supply chains are moving toward globally interconnected systems with a
large variety of complex relationships (Omta et al., 2002).
Van der Vorst et al. (2005) noted that in order to satisfy the increasing demands
of consumers, governments, business partners, NGO’s, and to be able to
produce and export, companies continuously have to work on innovations in
products, processes and forms of cooperation in the export chain. In addition, to
maintain their market position and even improve it, companies need to work on
their relationships with their partners.
It is known that a relationship can only survive if the players involved maintain a
line of communication and trust. In export chains where the partnership entails an
international agreement, the distance between the partners exacerbate the need
of excellent communication.
The current understanding on SCM focuses on integrating and managing key
business processes across the supply chain (Bijman, et al., 2006), and in this
case, the export chain. From this theory, supply chain network, coordination,
buyer-supplier relationship, trust, quality management, and export chain
performance are very important for the research. According to Lazzarini, et al.,
(2001), a combination of network analysis and supply chain analysis may
generate an enhanced framework to assess several types of interdependencies,
which are associated with distinct sources of value and coordination mechanisms
involved in inter-organisational relationships.
TCE may provide an explanation for the existence and structure of firms and for
the nature of vertical coordination within the export chain (Hopps, 1996). This
theory is a supporting theory to elaborate more about the governance structures
that are employed in fresh fruit export chains.
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Governance structures can give relevant support to this research, taking into
account that contracts and trust are key concepts in relationships. Gyau and
Spiller (2008) stated that supply governance structures refer to a set of rules that
governs transactions between parties in an exchange. In this line, export chain
governance can be analysed in two dimensions: contractual governance and
relational governance (Zhang and Aramyan, 2009). Besides, the actors in these
exports chains are considered to act on the basis of their functional role, looking
for alliances base on trust and loyalty in some cases, or base on opportunism, in
others (Omta et al., 2002).
In conclusion, the aim of this chapter is to confer a solid background for the study
on how to manage the business relationships. This chapter will therefore discern
on relevant theories that could contribute to answer the different research
questions; and directly, the first specific research question:
What are the determinants of export chain performance that can be
applied to the Costa Rican export chain of fresh fruits?

3.2 	
  Supply	
  Chain	
  Management	
  
Supply Chain Management (SCM) is defined, by Van der Vorst et al. (2005), as:
“the integrated planning, coordination and control of all business processes and
activities in the supply chain to deliver superior consumer value at less cost to
the supply as a whole while satisfying variable requirements of other
stakeholders in the supply chain”. Harland (1996) stated that SCM is “the
management of a network of interconnected business involved in the ultimate
provision of product and service packages required by customers”. Croom et al.
(2000) stated that SCM is not only related with regard to the logistics activities
and the planning and control of materials and information flows, but also with the
inter-organisational relationships (managing the network).
In other words, SCM is about managing the business within the chain and the
relationships with other members. In this sense, the capability of building and
maintaining inter-organisational relationships is perceived as key to sustained
competitive advantage (Omta et al., 2002).
In this report, the SCM framework (Figure 3.1) proposed by Lambert and Cooper
(2000) was used to analyse the fresh fruit export chain. This framework consists
of three closely interrelated elements: the supply chain network structure, the
supply chain business processes, and the supply chain management
components. More emphasis was made in the supply chain network structure,
which consists in identifying chain members and managing relationships in this
network (Lambert and Cooper, 2000), because the focus of this research is on
business relationships and a network can help shape buyer-supplier
relationships, because it binds connected relationships together (Claro et al.,
2004).
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Figure 3.1 A framework to Supply Chain Management (Lambert and Cooper, 2000).

An export chain can be considered to be a special form of a supply network, in
which the inter-organisational relationships between the producer/exporter and
importer are of a dyadic form (Omta et al., 2001).
In the business environment, the business network is a relevant source of
information (Claro et al., 2003). Hanf (2005) defines a supply chain network as
“the joint and cooperative behaviour of companies, related by vertical product
and information flows in the supply chain, in order to provide a product or service
to the end consumer”. Supply chain networks can also be called netchains
(Lazzarini et al. 2001).
Using the netchain analysis (chains emphasize on vertical ties and networks on
horizontal ties) proposed by Lazzarini et al. (2001), it is possible to evaluate not
only the transactions between suppliers and buyers, but also how they interact
among themselves to promote resources exchange.
Figure 3.2 illustrates an export chain at the organisation level within the context
of a complete supply chain network. From this context, the analysis of the
pineapple and melon/watermelon export chains was evaluated within the supply
chain network of fresh fruits.
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Figure 3.2 Schematic diagram of an export chain within the total Supply Chain Network.
(Adapted from Van der Vorst et al., 2005)

One of the core issues in SCM is coordination, because this is concerned with
coordination of flow dependencies: where the output of one company is the input
of another company (Verdouw, 2010). Arshinder et al. (2008) mentioned that the
most commonly accepted definition of coordination is ‘‘the act of managing
dependencies between entities and the joint effort of entities working together
towards mutually defined goals’’.
Arshinder et al. (2008) see coordination as a win/win arrangement that is likely to
provide improved business success for both parties. Other terms like integration,
collaboration, and cooperation are complementary to coordination when used in
the context of supply chain (Arshinder et al., 2008).
Ruben et al. (2007) cited that coordination and integration in export chains mainly
depends on trust, reputation and the compliance of agreements. Some authors
argue that dense networks with agents extensively connected with each other
and strong ties defined as repeated, affective, relational exchanges, facilitate the
emergence of trust, create social norms, and promote collaboration as a
consequence (Lazzarini et al., 2001).
As mentioned by Croom et al. (2000), the relations between the players in the
network are perhaps the most important element of the carried out transaction.
Network players can control opportunism through the effects of repeat
transactions, reputation, and trust (Gereffi et al., 2005).
Because this research considers the relationships between producer/exporter
and importer, vertical relationships are very important. In general terms there are
two broad types of vertical relationships in the agri-food supply chains: alliances
and buyer–supplier relationships (Chaddad and Rodriguez-Alcala, 2010).
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Among the most important variables influencing the buyer-supplier relationship in
the export chain are (Croom et al., 2000):
• The sourcing strategy (single sourcing, multi-sourcing, partnering
sourcing, etc).
• The attitude and commitment to collaborative improvement programmes.
• The relative importance of the supplier’s supplies to the buyer’s purchased
products.
• The longevity of the relationships (the past behaviour, opportunism and
trust in counterpart).
• The existence of legal ties (contracts, shared patents, etc).
• The degree of power and influence of each party.
Supply chain members coordinate their transactions by using contracts –written
or verbal- for better management of supplier–buyer relationship and risk
management. The contracts specify the parameters (quantity, price, time and
quality) wherein a buyer places orders and a supplier fulfils them (Arshinder et
al., 2008). In the export chain, negotiation is used to determine the specifics of a
contractual arrangement; but, negotiation is also a key tool in building
competitive, world-class partnerships that seeks to achieve high levels of trust
and synergy (Fawcett et al., 2007). Zhang and Aramyan (2009) pointed out that a
formal contract helps mitigating risk and uncertainty in exchange relationships.
In today’s business management, companies need to adapt and learn how to
work in export chains, where organisations not only compete with each other, but
also cooperate among them to compete with more chances of success (de Wit,
2006). In the fresh fruit export chain, where numerous small and medium-sized
companies are involved, cooperative networks give those firms the chance to
concentrate on their core competencies and reduce inherent risk by focussing on
single activities (Hanf, 2005).

3.2.1 Trust	
  
The need for trust between partners has been identified as an essential element
of long-term relationships (Claro et al., 2004). Fawcett et al. (2007) pointed out
that trust has been described as the foundation for effective supply chain
management. The latter because it promotes collaboration, risk taking and to
share information. Trust is defined in this study as the belief, attitude or
expectation that the activities or outcomes of another organization will be
delivered with integrity, character, and professionalism and will serve the
partners’ interest.
Fawcett et al. (2007) stated that the keys to encourage trust are the passage of
time, high levels of performance, and the fulfilment of promises. It is known that
quality communication and positive collaboration experienced in the past affect
positively trust between partners (Zhang and Aramyan, 2009; Fritz and Fischer,
2007). Because trust is two sided, both partners need to be committed and loyal
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to each other, which help building long-term relationships.
According Lee and Cavusgil (2006) mutual trust fosters learning and knowledge
transfer for three reasons:
1. trust facilitates intensive interaction between the individuals involved,
which enables them to locate key information;
2. mutual trust can reduce the fear of opportunistic behaviour; and
3. mutual trust encourages partners to set up particular knowledge-sharing
procedures to facilitate the learning of information and accelerate
knowledge transfer.
Trust factors in exports networks can be related to both interpersonal and interorganisational elements such as competence, benevolence, integrity, and
communication (Fritz and Fischer, 2007). Claro et al. (2004) cited that when trust
is operative the risk of opportunism and market instability is reduced.
As stated before, information-sharing leads trust to grow in the relationships.
Open communication promotes strong and dynamic relationships that are
capable of improvements in the chain (Fawcett et al., 2007).
Zhang and Aramyan (2009) presented in their paper different reasons on how
trust enhance efficiency, productivity and effectiveness. These reasons are:
• Trust stimulates the flow of truthful information.
• Long-term relationships are preferred, because each firm knows they can
trust their counterpart.
• Costs of negotiation are low because of mutual open disclosure of
information.
• Monitoring costs are low because trust permits eliminating the quality
inspection on delivery.
• Partners trust that their partner will not act opportunistically.
For the management and preservation of trust in export chains, it is important to
know the needs and expectations of the different players in the chain. Fritz and
Fisher (2007) mentioned that the economic relevance of trust between
companies lies in a reduction of the transaction costs. It is also important to make
clear, that there is not trust without consistent, outstanding performance (Fawcett
et al., 2007).

3.2.2 Quality	
  management	
  
Quality is about meeting or exceeding customer’s expectations. Luning and
Marcelis (2009) defined quality management as “the total activities and decisions
performed in an organisation to produce and maintain a product with the desired
quality level against minimal costs”.
Retailers react on consumer expectations and impose requirements for their
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suppliers, who have to comply with regulations and systems. The importance of
quality, and how to manage quality along the agri-food chain, has increased due
to different concerns of consumers and government, like the environmental
burden, climate change, but also for health reasons (Luning and Marcelis, 2009).
Inter-firm coordination of quality management is increasingly important for
meeting end-customer demands in agri-food chains (Wever et al., 2010).
Aversely, insufficient alignment between the players can result in high transaction
costs and quality problems.
Wever et al. (2010) mentioned that quality management systems consist of three
elements: quality signals - used by companies to indicate product and process
quality to their buyers/suppliers, quality standards - set by the signal owner,
which can be either a chain player, or a public organisation, and quality
monitoring mechanisms. Inter-organisational quality systems concern monitoring
of supplier processes and output, exchange of quality information,
communication of customer demands and complaints to suppliers (Ruben et al.,
2007).
In the fresh fruit export chain, sensory requirements –observable product
properties- and safety requirements –absence of risk factors for consumer(Luning and Marcelis, 2009) are the most important requirements during trading.
Besides, in this chain all the participants leave the intrinsic characteristics of the
product produced in the farm untouched. But in export chains, fresh fruits
(perishable product) suffer from high risk of quality degradation, for this reason
storage, handling, transport, and logistics condition have a strong impact on
freshness and shelf life of the produce (Ruben et al., 2007).
To deal with the increasing quality and safety demand, companies around the
world are using standard quality assurance systems to improve the quality and
safety of products and production processes (Trienekens and Zuurbier, 2008).
Raynaud et al. (2005) stated that third party enforcement is another means to
assure quality (more generally contractual commitments). Many certification
companies participate in the export chain assuring not only product quality, but
also social and environmental responsibility.
Based on requirements of the public sector and private sector quality standards
are emerging and implemented (Trienekens and Zuurbier, 2008). To access the
European market most buyers are requesting certification systems like
GLOBALGAP, Tesco NURTURE Certification, Organic Certification, etc.

3.2.3 Export	
  chain	
  performance	
  
With the trend toward globalization and the emergence of global competition, the
Costa Rica fresh fruits export sectors need to have a good understanding of the
determinants that influence its export performance, which will assure its survival
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and expansion (Sousa et al., 2008).
A firm could improve its performance by working together and govern contacts
within its chain, in order to achieve better and stable results (de Wit, 2006). But
on the other hand, some authors have argued that the lack of coordination
between partners may result in poor performance.
Client satisfaction arises as the result of the client comparing their expectations
to their perception of performance (Harland, 1996). In this case, it is required to
know and understand the buyer expectations to obtain a good perception of the
supplier performance from them. Also, consumers put new demands on different
attributes of food quality as food safety, production characteristics, sensory
properties, shelf life, reliability, and convenience (Aramyan et al. 2007).
Van der Vorst et al. (2005) stated that the environment in which export chains
operate, influences the performance of the chain. In addition, measuring the
performance of agri-food export chains is rather difficult, because they have
many different characteristics like seasonality of production, product safety
issues, requires conditioned transportation and storage, weather influence,
perishability of products, etc. (Aramyan et al. 2007). However, by evaluating the
food quality in the export chain, these characteristics can be addressed.
This situation brings a set of categories and indicators that can be used to
measure the export chain performance of the fresh fruit export chain. The
following table presents the most relevant categories and indicators for this
study:
Table 3.1 Definitions of performance categories and indicators used in the research
(Aramyan et al., 2007).
Categories and
Definitions
indicators

Efficiency
Sales
Profit

Flexibility
Mix flexibility
Volume flexibility

Responsiveness
Lead time
Availability

Food quality
Appearance
Product safety
Product reliability
(consistency)

	
  

Measures how well the resources are utilized.
Volume of product sold in the market
The positive gain from a business operation after subtracting all expenses.
Indicates the degree to which the export chain can respond to a changing
environment and extraordinary customer requests.
The ability to change varieties or others requirements.
The ability to change the volume of products traded.
Capacity to provide the requested products with a short time.
Total amount of time required to produce a particular product or service.
Readiness to supply the product upon request.
Specific characteristics of agri-food supply chains
Combination of different attributes (colour, size and form, lack of blemishes
and damage).
Product does not exceed an acceptable level of risk associated with
pathogenic organism or chemical and physical hazards.
Refers to the compliance of the actual product quality with the product
description.
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Additionally, Aramyan, et al. (2007) conceptual framework was adapted and used
to analyse the fruit export chain performance. In this framework, indicators are
grouped into four main categories: efficiency, flexibility, responsiveness and food
quality.

Figure 3.3 Conceptual framework of agri-food supply chain performance with key
performance indicators (Aramyan, et al., 2007).

3.3 	
  Transaction	
  Cost	
  Economics	
  
For this study, transaction costs are simply the costs of carrying out any
exchange, between companies in a marketplace (Hobbs, 1996). This theory is
used to elaborate more about the governance structure that are employing the
pineapple and melon/watermelon sectors in their export chains.
Hobbs (1996) considers useful to divide transaction costs into three main
classifications:
i. Information costs: arise before the actual sell, when the firm is looking for
information about prices, competitors, buyers, suppliers, etc.
ii. Negotiation costs: occur when negotiation and establishing contracts, or
paying for the services of an intermediary (e.g. brokers).
iii. Monitoring or enforcement costs: arise after an exchange has been
negotiated, like monitoring the quality of products from a supplier or
monitoring the behaviour of a supplier or buyer to ensure that all the preagreed terms of the transaction are met.
Transaction costs are important because they affect the organization economic
activity or vertical coordination (Hobbs, 1996). In other words, it influences the
governance structure to be used. According to Wever et al. (2010), work based
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on the TCE generally places governance structures on a continuum, ranging
from market-based coordination to hierarchical forms of coordination (Figure 3.5).
In this transaction cost perception, markets and hierarchies are defined as polar
modes of governance, while hybrids display intermediate values in all
governance attributes (Chaddad and Rodriguez-Alcala, 2010).
In regard to transaction cost analysis, one of the determinants of vertical
coordination is the nature and level of transaction costs, where a change in
transaction costs can lead to a change in the governance structure (Hobbs,
1996; Zhang and Aramyan, 2009).
From this perspective, the major attributes of transactions applied in this
research are: coordination/adaptation problems (Wever et al., 2010), frequency
of the transaction, uncertainty in the transaction, and asset specificity of the
transaction (Omta et al., 2001). The latter refers to “the extent to which the
investments an actor makes to support a transaction ties the actor to the other
party in the transaction” (Wever et al., 2010).
In the export chain of fresh fruits, opportunism is also an important characteristic,
which recognizes that businesses and individuals will sometimes seek to exploit
a situation to their own advantage (Hobbs, 1996). This does not mean that all
players involved in transactions act opportunistically, but it recognizes that the
risk of opportunism is often present in this chain. However, as explained by
Fawcett et al. (2007), opportunism destroys trust.
As mentioned by Hopps (1996), when transactions are carried out frequently,
both buyer and supplier will probably value repeat business and will not wish to
damage their reputations by acting opportunistically. Frequent transactions also
provide buyers and suppliers with information about one another, which helps to
build long-term relationships, based on trust. Furthermore, many scholars have
mentioned that both buyer and supplier should work together to reduce
transaction cost.
Finally, the concept of contracts is very important when analysing governance
structure and TCE. Zhang and Aramyan (2009) cited that a contractual
transaction is based on a set of legal rules with formal documents and selfliquidating transactions, while a relational transaction is defined as recurrent
transactions that are completed based on long-term relationships, including tacit
as well as explicit arrangements.

3.4 	
  Governance	
  Structures	
  
Export chain governance refers to the institutional framework in the supply chain
where transactions are carried out (Zhang and Aramyan, 2009). Gyau and Spiller
(2008) stated that supply governance structures refer to a set of rules that
	
  

33	
  

governs transactions between parties in an exchange. Some authors mentioned
that Transaction Cost Economics (TCE) has been the dominant theory for
analysing governance structure choices (Chaddad and Rodriguez-Alcala, 2010;
Wever et al., 2010). The previous subchapter (3.3) offered insights about this
theory.
Zhang and Aramyan (2009) proposed a conceptual framework to analyse supply
governance structures where the governance relationships consist of two
dimensions: contractual governance and relational governance (Figure 3.4). The
hard, explicit, and formal side of the relationships are known as the traditional
contractual governance; while the relational exchange are the soft, normative
and informal side of the relationships among the different players in the export
chain. The latter highlights the role of mutual trust and commitment in the interorganisational partnership (Lee and Cavusgil, 2006). Besides, the actors in these
exports chains are considered to act on the basis of their functional role, looking
for alliances base on trust and loyalty in some cases, or base on opportunism, in
others (Omta et al., 2002).

Figure 3.4 A conceptual framework for governance structure in agri-food supply chain
(Adapted from Zhang and Aramyan, 2009)

Governance structures can be influenced by the environment, which also affects
the chain performance (Van der Vorst et al., 2005). For this study, the
environmental uncertainty was limited to the market environment, composed of
the supply/demand for the product and the availability of buyers/suppliers. Claro
et al. (2003) stated that environmental uncertainty increases information
asymmetry and encourages buyers to behave opportunistically.
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Relational governance relies on cooperation and implies interpersonal
relationships and trust. Two joint actions appear to be central to its development:
joint planning and joint problem solving (Claro et al., 2003). Partners who work
together build a strong relationship, based on long-term plans, defined
responsibilities and expectations. It is also known that repeated exchanges
provide the opportunity for social relationships to grow, which promotes norms of
flexibility, solidarity, and informal exchange (Bijman et al., 2006).
Several studies have shown that formal contracts and relational governance
function as complements (Bijman et al., 2006). Relational governance can
complement contractual governance by promoting continuance when change
and conflict arise, which generates greater cooperation (Lee and Cavusgil,
2006). This situation reduces also the negotiation costs. Though, Lee and
Cavusgil (2006) concluded that relational governance as opposed to contractual
governance is more effective and influential in strengthening the interorganisational partnership and facilitating knowledge transfer between partners.
In order to predict in what governance structure are operating the pineapple
sector and the melon/watermelon sector, variables being important in
determining chain governance structures have to be selected. Gellynck and
Molnar (2009) addresses the following variables: length, written contract, contract
specifications, resource sharing, joint forces for mutual benefits, focus of control
and intensity of control.
Different scholars have recognized the existence of several intermediate or
hybrid arrangements along a continuum of governance structures with market
and hierarchy as the end points (Chaddad and Rodriguez-Alcala, 2010). Next
figure places governance structures on a continuum, ranging from market-based
coordination to hierarchical forms of coordination:

Figure 3.5 Governance structures continuum (Source: Wever et al., 2010)

Raynaud et al., (2005) described the above governance structures as follows:
Ø Spot market: immediate exchange of goods or services at current prices
where the identity of the parties is irrelevant (because the switching costs
to find a new partner is low).
Ø Relational contract (verbal agreement): share understanding that is not
legally enforceable but based on reputational or more generally social ties.
Because the transactions are repeated with the same partners, their
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identity does matter.
Ø Formal (written) contract: legally enforceable promises with variable
duration.
Ø Equity-based contract: one of the firms is a stockholder of its partner but
stays legally independent from it (e.g. Joint venture).
Ø Vertical integration: bringing two or more successive stages in production
and distribution under common ownership and management.
Governance structures more close to market-based rely mainly on price and
competition for the coordination of the transaction (Wever, et al., 2010). Martinez
& Zering (2004) established the characteristics presented in market-based
structures:
• The different chain players are autonomous parties.
• This autonomy permits that market-based governance structures are more
efficient that hierarchies in adapting to price changes.
• The threat that buyers switch to other suppliers gives chain players a
strong incentive to adapt to price changes.
• Compared with hierarchies, chain players in markets have less control
over their buyers/suppliers.
On the other hand, Gyau and Spiller (2008) argued that a more hierarchical
governance structure is more effective in enhancing the efficiency and
effectiveness in the export chain, which in consequence, improves the economic
relationship performance.
In this line, transnational corporations are very hierarchical when establishing
relationships with their suppliers. These corporations, as the brand owner,
normally design the governance of transactions in their chain and institute
incentive and control mechanisms in intermediate transactions (Raynaud et al.,
2005). This can take the form of contractually restricted sets of input, restricting
the set of potential partners, monitoring the quality at several stages and
conditioning the price paid to objective measures of quality (Raynaud et al.,
2005).
However, transactions between firms are increasingly governed by organizational
forms that are neither pure market nor pure hierarchy. These intermediate forms
(hybrids) are defined by Chaddad and Rodriguez-Alcala (2010) as “long-term
relationships between autonomous parties that rely on added contractual
safeguards that are specifically designed to sustain the transaction”. But
depending on the relationship strategy, hybrid forms could be market-like in
some dimensions and hierarchy-like in others (Chaddad and Rodriguez-Alcala,
2010).
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3.5 	
  Theoretical	
  Framework	
  
Several concepts that are important for business relationships have been
explained. From SCM supply chain network, coordination, buyer-supplier
relationship, trust, quality management, and export chain performance are
extracted. The research used the business network because it pretends to
analyse both buyer-supplier relationships as the relationships among the players
within the same level.
The different players (producers, exporters, importers) in the fresh fruits export
chain have their own role in ensuring the quality and safety of the end product, by
closely coordinating the activities (Van der Vorst et al., 2005). In this matter,
quality management is relevant for the study to preserve and improve the
business relationships.
Trust is seen as a core concept for the entire study, because of its role as an
essential element of long-term relationships. Coordination and collaboration are
also very important to build long-term relationships as in export chains they
mainly depend on trust, reputation and the compliance of agreements.
TCE is employed as a supporting theory to determine the governance structure
of the sectors analysed. Work based on the TCE generally places governance
structures on a continuum, ranging from market-based coordination to
hierarchical forms of coordination.
Governance structures were analysed from the governance relationships point of
view, which consist of two dimensions: contractual governance and relational
governance. In these dimensions contracts, coordination and trust are key
concepts in relationships. Besides, this could give significant information to
determine what governance structures are used in pineapple and
melon/watermelon export chains.
With all these concepts on mind and combining the frameworks of Zhang and
Aramyan (2009) and Aramyan, et al. (2007), a model is constructed to conduct
the empirical study and gather the relevant data (Figure 3.6).
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Figure 3.6 Proposed theoretical framework.

Into the business network context, the model allows investigating the different
elements of contractual and relational governance that can bring enough
information to determine what governance structure is used in each sector
(pineapple and melon/watermelon). This permits to determine how the chosen
governance structure influences the business relationships. In addition, the
theoretical framework lets to examine the export chain performance by exploiting
four main categories: efficiency, flexibility, responsiveness and food quality. The
latter is very important in this study related to perishable fruits. In this manner,
the framework considers how export chain performance influences the
relationships. Finally, it contemplates how the market uncertainty is affecting the
business relationships.
Concluding, the proposed theoretical framework is made to conduct the empirical
research by giving the relevant elements to gather the required data for analysis.
On the other hand, six propositions are elaborated and presented in next section
(Figure 3.7) to facilitate the analysis of the data. These propositions cover the
different elements presented in the theoretical model.
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3.6 	
  Propositions	
  
From the theoretical model and concerning the research questions, it is possible
to deduce some propositions. In other words, these propositions are used in
order to empirically test the model. All propositions are based on next figure:

Figure 3.7 Proposed factors to obtain a better business relationship.

Contractual-based governance may reduce the risks of opportunism, simplify
knowledge transfer, enhance alliance performance, and facilitate conflict
management (Lee and Cavusgil, 2006). This originates the next proposition:
P1: Formal (written) agreements reduce the effects of opportunism and
uncertainty, which creates a stronger support on building better business
relationships.
Claro et al., (2004) cited that the need for trust between partners has been
identified as an essential element of long-term relationships. Inter-organisational
partnerships based on trust are more likely to develop into loyal and stable
alliances, because trust positively relates to less functional conflict, less
stagnation, and the desire to resolve disagreement (Lee and Cavusgil, 2006).
Therefore, the following proposition is suggested:
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P2: Higher trust between partners should positively influence the quality of
relationships and creates better business relationships.
Repeated exchanges provide the opportunity for social relationships to grow,
which promotes norms of flexibility, solidarity, and informal exchange (Bijman et
al., 2006). Past interaction enables a supplier to monitor the reputation of a buyer
and vice versa (Claro et al., 2003). Thus, the next proposition is formulated:
P3: Positive past coordination/collaboration foster trust, which incentivises better
business relationships.
Inter-organizational communication on strategic and operational matters may
foster greater confidence, build cooperation and trust, and reduce information
asymmetry (Paulraj et al., 2008). This leads to the following proposition:
P4: An effective and constant communication and interaction will bring a better
business relationship.
In this research, environmental uncertainty was limited to the market environment
where two types are distinguished: the supply/demand for the product and the
availability of buyers/suppliers. Arana (2010) pointed out that more environmental
uncertainty raises the potential for opportunistic behaviour. The environmental
instability increases information asymmetry and encourages buyers to behave
opportunistically (Claro et al., 2003). This originates the next proposition:
P5: Better business relationships are obtained when the level of market
uncertainty is reduced.
The performance of chains depends on the effort of several independent players
together (Bijman et al., 2006). Aramyan et al. (2007) mentioned that a good chain
performance leads to the increasing likelihood of supply chain relationship
success. Furthermore, Fawcett et al. (2007) stated that there is no trust without
consistent, outstanding performance. Thus, the next proposition is formulated:
P6: Because the export chain performance relies on every player involved, a
better chain performance produces a better business relationship.

3.7 	
  Concluding	
  remarks	
  
This chapter gave the theoretical bases for this research. Insights on Supply
Chain Management (SCM), Transaction Cost Economics (TCE), and
Governance Structures were presented. Relevant concepts like trust,
coordination/collaboration and buyer-supplier relationships were scrutinized in
the different theories. Finally a model was elaborated to carry out the empirical
research and gather the relevant information.
	
  40	
  

When analysing the pineapple and melon/watermelon export chains from a
business network perspective, it is possible to have a better picture of the interorganisational relationships involved. In addition, the business relationships in
the export chain, are influenced by the degree of uncertainty in the export chain
on the one hand, and chain performance on the other hand.
Summarizing, as expressed by Aramyan et al. (2007), the key factors to assure
export chain relationship success are information sharing, clear communication,
trust,
recognition
of
mutual
benefits,
and
a
high-level
of
coordination/collaboration.
Finally, the first specific research question is answered:
What are the determinants of export chain performance that can be
applied to the Costa Rican export chain of fresh fruits?
Four main categories and their indicators are used to evaluate the performance
of Costa Rican fresh fruits export chain. They are shown in Table 3.2.
Table 3.2 Export chain performance: categories and indicators applied in this research.

Categories

Indicators

Efficiency

Sales (volume), prices and profit.

Flexibility

Mix flexibility.

Responsiveness
Food quality

Fruit availability.
Fruit
appearance,
consistency.

safety

and

As stated by Aramyan et al. (2007), the specific characteristics of fresh fruits
export chains are captured in the category “food quality”.
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4 EMPIRICAL	
  RESEARCH	
  METHODOLOGY	
  
4.1 	
  Introduction	
  
The research domain of this study was narrowed down to the export chain of
pineapple, melon, and watermelon, because they are among the main
agricultural products (fruits) being exported from Costa Rica to Europe, and also
to provide a better analysis and understanding of the fruit export chain. Because
of their production and trading system, these products are divided in two groups:
1) fresh pineapple sector and 2) melon/watermelon sector.
This research consists of literature research, empirical research and the use of
secondary data. The previous chapter provided a theoretical framework that
showed several aspects of inter-organisational relationships, governance
structures and export chain performance. The first chapter already shortly
described the research strategy.
The theoretical review provides a solid background to conduct the empirical
research. The latter was done to corroborate the presumed poor business
relationship in the pineapple and melon/watermelon export chain and to unfold
the causes of this situation.
In order to evaluate the theoretical framework (Figure 3.6), a case study research
has been designed. The case study as the exploratory phase of this study is the
most establish qualitative research strategy, defined as “an empirical inquiry that
investigates a contemporary phenomenon within its real life context, when the
boundaries between phenomenon and context are not clearly evident, and in
which multiple sources of evidence are used” (Yin, 2003).
As several units of analysis (producers, exporters, importers) are approached,
together with observations and other sources of data, and in order to give a
holistic and qualitative insight on the subject, a multiple case study is a suitable
method to conduct this research. The research units in a multiple case study are
approached in a replication logic, which sees respondents as duplicate data
sources (e.g. de Wit, 2006). This ensures a good picture of the overall situation.

4.2 	
  Research	
  Design	
  
The empirical research was performed by conducting interviews and using a
questionnaire. A list of questions and a semi-structured interview protocol was
set up, based on the theoretical framework. This is further described in section
4.2.1 in which the constructs that are measured are operationalized.
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4.2.1 Operationalization:	
  from	
  theory	
  to	
  interview	
  protocol	
  and	
  questionnaire	
  
The theoretical framework is the foundation for the empirical study. The empirical
research focuses on:
• determining the governance structure used in the pineapple and the
melon/watermelon export sector (SRQ II);
• finding out the export network current situation regarding their business
relationships (SRQ III);
• relation between formal contracts and relational governance (SRQ IV);
• the effect of environmental uncertainty in these business relationships
(SRQ V); and
• the influence of export chain performance in the inter-organisational
relationships (SRQ VI).
In the theoretical framework (Figure 3.6), contractual governance is seen as the
formal side of the relationship (contracts). Relational governance relies on
coordination/collaboration and implies interpersonal relationships and trust. In
this research, variables being important in determining chain governance
structures are: length, written or verbal contract, contract specifications, joint
forces for mutual benefits, focus of control and intensity of control (Gellynck and
Molnar, 2009). From TCE perspective, which influences the governance structure
to be used, frequency of the transaction and uncertainty in the transaction were
evaluated.
In line with relational governance, relationship performance is important to
measure the success of inter-organisational relationships (quality of the
relationship). The behavioural dimensions of relationships given by Gyau and
Spiller (2008): satisfaction, commitment, communication and trust in the
relationships were used to evaluate if a relationship is perceived to be productive
and rewarding.
The fruit export chain performance was tested using indicators that were grouped
into four main categories: efficiency, flexibility, responsiveness and food quality
(Aramyan, et al., 2007). For the aim of this research, more emphasis was made
about the performance of the Costa Rican players in the fresh fruit export chain.
The environmental uncertainty, which affects both business relationships and
performance, was limited to the market environment, composed of the
demand/supply for the product and the availability of buyers/suppliers.
As stated before, the questionnaire and the interview protocol are derived from
the theoretical framework (Figure 3.6) and concern different topics as type of
arrangement, coordination, collaboration, trust, quality of the relationship, market
uncertainty, and performance. Table 4.1 provides an overview of the main topics
covered in the empirical study. The actual interview protocol and questionnaire
are depicted in Appendix I and Appendix II.
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Table 4.1 Interview protocol and questionnaire categories and subjects.

Category

Subject

Respondent information

Open questions related to the company’s
business.
Open and closed questions about the
firm’s knowledge of the sector and the
product’s market.
Open and closed questions related to
contact frequency with counterpart, main
problems noticed/experienced, sources of
chain information, horizontal collaboration.
Open and closed questions related to type
of arrangements, terms of arrangements,
need for contracts.
Open and closed questions related to trust,
criteria to establish a relationship,
approach to planning, quality of the
relationship, behavioural uncertainty.
Open and closed questions related to
demand/supply of fruits, availability of
suppliers/buyers.
Closed questions related to efficiency,
product quality, availability, and flexibility.
7-point Likert scale was used.

Export sector characteristics
Business Network

Contractual Governance
Relational Governance

Market Uncertainty
Chain Performance
(Source: de Wit, 2006; Arana, 2010).

4.2.2 Interview	
  strategy	
  
The purpose of the interviews was gathering relevant information on the selected
companies, to be able to answer the research issue. The type of interview used
in the study is a focus interview (Yin, 2003), which consists of open-ended
questions and a set of questions in the form of a questionnaire. A version of the
interview protocol can be found in Appendix I.
The interview protocol provided a basis for the interview, but depending on the
course of the interview, it was possible to ask further questions. Most of the
questions and some of the answers were “fixed‟, but not all of them, ensuring
that all the subjects were asked. This also gives the opportunity to elaborate on
interesting issues or change part of the order of the subjects.

4.2.3 Questionnaire	
  strategy	
  
Because of time and distance reasons, this different approach was used to
gather the information from European importers. The only difference between a
questionnaire and an interview is that in the latter it is the interviewer who asks
the questions (and if necessary, explains them) and records the respondent’s
replies, while in the questionnaire the answers are recorded by the respondent
themselves (Kumar, 2011). The questionnaire was constructed after the face-to	
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face interviews, and this previous experience with the questions allowed to
develop a clearer and easy to understand questionnaire.

4.3 	
  Data	
  Collection	
  
The different players in the export chain (producers, exporters, importers), which
are relevant for this study focused on the suppliers-importers business
relationship, were contacted (Figure 4.1). A richer picture (in terms of
completeness) may be obtained by contacting the involved players of the export
chain. It is presumed that individual views on the important issues will be a
function of their organizational roles (Paulraj et al., 2008).

Figure 4.1 Study domain of this research

Main criterion to participate in the study was that the respondents were
producers, exporters or importers of fresh pineapple and fresh
melon/watermelon, with several years in the business. In this line, the sources of
information for this empirical research were:
• interviews with pineapple and melon/watermelon producers and exporters;
• interviews with two melon consultants; and
• questionnaires filled in by fruit importers that import these fruits
In Costa Rica, 19 in-depth interviews (different companies) have been conducted
with owners, general managers, commercial managers and consultants. These
people were chosen because of their expertise on the firm business
relationships, but they were also able to answer broader questions. In addition,
consultants were contacted to get a point of view that is out of the firm
environment. Respondents were approached in advance by telephone, and
informed about the research objective. The interviews were conducted using an
interview protocol, which was developed based upon the theoretical framework.
The interviews were conducted face-to-face, ranged from 45 minutes to 1 hour
and a half, and were recorded and transcribed for analysis. At the beginning of
the interviews, the research was shortly introduced.
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In general, six steps were taken for the interviews:
1.
Interview protocol, based on the theoretical framework (Figure 3.6).
2.
Selecting and finding respondents.
3.
Preparing the interviews.
4.
Conducting the interviews.
5.
Putting the interviews on paper.
6.
Analysis (see chapter 5).
Because most of the Costa Rican fresh fruits exports enter the European Union
market by The Netherlands and Belgium, the importers contacted are located in
these countries. The respondent selection was made base on information
gathered from the interviewed Costa Rican exporters. Several importers were
first contacted by email, where the research was shortly introduced. Three Dutch
importers replied to the request of providing information for the study. Not all
emailed importers responded. Then, a questionnaire was sent by the same
means. The questionnaire was used because of time issues. Once they returned
the completed questionnaire, the information was analysed.

4.4 	
  Data	
  Analysis	
  
An explanation building technique is employed to analyse the case study data by
building an explanation about the case (Yin, 2003).
In this technique,
explanations from the results are reflected in theoretical constructs.
Since two sectors (fresh pineapple sector and melon/watermelon sector) are
approached, information commonly overlaps among respondents. For that
reason, an explorative analysis was used to gain understanding of data through
identifying patterns, trends and relationships in the data (Van Lieshout, 2010). In
order to discover patterns in the data, the questionnaires were compared to each
other using the categories described on Table 4.1. In addition, the export chain
performance was measured using a seven-point Likert scale and variables were
analysed using frequency distributions. The process to scrutinise the information
was:
1. Classify responses under the main categories
2. Look for patterns or trends
3. Look for differences on responses
4. Report the findings
5. Analyse the results in relation with theories
This study is mainly qualitative, in which interpretation of the literature, interviews
and questionnaires results is very important. In an analytical generalization, ‘‘the
previously developed theory is used as a template with which to compare the
empirical results of the case study’’ (Yin, 2003).
Because the sectors were analysed independently, a comparison between the
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pineapple sector and the melon/watermelon sector is also done. The aim was to
find similarities and differences between the two sectors.

4.5 	
  Concluding	
  remarks	
  
This chapter presented detailed information about the case study strategy, the
research design, the method of data collection and its analysis. Examining
companies directly involved in the Costa Rican export chains of fresh pineapple
and melon/watermelon is expected to bring a better understanding of their
business relationships. This derived knowledge would be helpful afterwards,
when discussing and concluding on the questions asked in this research.
Finally, because of reasons of confidentiality the exact answers to interviews and
questionnaires are not included as an appendix in this thesis.
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5 EMPIRICAL	
  RESULTS	
  
5.1 	
  Introduction	
  
In trying to find out the different problems faced by the players in the export chain
regarding their business relationships, semi-structured interviews have been
conducted with 19 firms in the Costa Rican fresh fruit export chain. Besides, the
data was complemented with information from 3 European (Dutch) importers of
fresh fruits, which allows having a better picture of the export chain. No
transnational corporations participated in this study. This chapter presents the
empirical findings of this research, which provides information on how the
contacted companies are managing their business relationships. Through this
information, a better view of the actual situation is obtained that, together with the
theoretical review (Chapter 3), is expected to provide enough knowledge to
elaborate management recommendations to improve the business relationships
of Costa Rican export chain of fresh fruits.
Because melon/watermelon and pineapple sectors have a different export
structure, they were analysed separately. The results are presented and
discussed following the theoretical framework. This chapter starts with a short
description of respondent’s perception on fresh fruits export sector characteristics
followed by information about the business network of each sector. Next,
interesting points on contractual governance, relational governance, and market
uncertainty are presented. Export chain performance is also discussed, focusing
on the Costa Rican side of the export chain. Finally, the analysis of the findings is
given in subchapter 5.3.

5.2 	
  Costa	
  Rican	
  export	
  chain	
  of	
  fresh	
  fruits	
  	
  
5.2.1 Sector	
  characteristics	
  
All of the contacted Costa Rican respondents see the country as a very good
producer and exporter of fresh fruits. Because of investment in research and the
high level of education of the workforce, compared with other countries in the
region, Costa Rica is perceived to be very good at the technical aspects of
production. In general, exporters see the country at a good position on
international markets because of the quality of the fruit. However, it is known that
these crops are very sensitive to weather conditions that can affect the quality
and fruit supply to international markets.
It was mentioned by all exporters that the current infrastructure is a problem for
the sector. First, most roads were built 30 years ago and they were not
developed in harmony with the export sector. In addition, Moin, the main port, is
declared as a barrier to exports because of the labour strikes and poor
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performance. One respondent even commented, “the port reduces the
competitiveness of the country”, and another exporter stated: “a modernization of
the port is urgently needed”. This port is the main export port to Europe and it is
controlled by the national government. In this manner, government’s work in
export infrastructure is considered to be insufficient. It was commented that the
government is more involved in controlling the farmers/exporters to assure that
they are complying with the country’s phytosanitary standards.
Moreover, the majority of exporters perceived the government support and
assistance for this sector as very low. One respondent said: “the government
encourages but does not support exports”. Also, participation of Universities by
doing research and transferring knowledge is seen as non-existent in this sector.
Finally, all respondents stated that one important topic affecting the whole export
sector is the exchange rate. Since last year, the exchange rate has remained
stable but most of inputs and labour costs are paid in local currency, which
affects negatively the profit of the exporters.

5.2.2 Business	
  network	
  
Melon/watermelon sector
In the last 5 years, problems like transportation and quality issues have affected
the production and development of melon in the country. In addition, some
transnational corporations have moved their production to other countries with
lower labour costs. This has caused a drastic reduction in the production area.
All contacted Costa Rican exporters are also producers; and they deal with
importers who are traders in the fresh fruit export chain. Because of this, they do
not have contact with supermarkets or retailers. It was noticed that most of them
do not have academic training in the area and have learned through trial and
error. Each exporter has a range of 1 to 4 European buyers, depending on
production capability and strategy. Still, they mentioned that the contact
frequency and depth with their buyers is very good, even daily during the
production season. In general, all respondents alleged to have a good
relationship with their clients.
It was commented that two external factors affect the price of these fruits, which
are: 1) the supplies of fruits from other countries, e.g. when production from
Spain overlaps the end part of Costa Rica’s melon exports, the exporters obtain
lower prices; and 2) cold weather conditions in Europe affect the consumption of
these fruits and therefore, the prices for suppliers. A couple of respondents
explained that in the UK the importer sells the product to supermarket chains,
which are more demanding but guarantees a fixed price for exporters. On the
other hand, in The Netherlands, who re-exports to the rest of Europe, the traders
are more flexible about quality and do not have a fixed price.
Normally production planning is done in advance together with the buyer,
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wherein estimations of delivery times, sizes, and quantities are agreed upon. But
sometimes there are some problems to fulfil the buyer’s order due to bad
weather conditions, which affects the production cycles. The planning is based
on the market window in Europe for melon and watermelon.
The main problems noticed/experienced with their counterpart were mostly about
quality issues. These problems are increased when excessive rain is presented
at farms, due to the susceptibility of these crops to heavy and long rain.
Therefore, when problems arise, the producers/exporters try to face them by
establishing an ‘open communication’ with their clients, but sometimes it is not
really effective. This is related to different organisational culture, whereby
depending on the cause of the problem one side tries to avoid responsibility. In
addition, the exporters have also noted a big relationship between price and
quality problems. When the market demand and the price are high there are not
quality claims, but when the prices are low more quality issues arise, which
creates distrust for suppliers.
In general, the participants mentioned that cooperation between exporting
companies is rare. There is more competition than collaboration between them. A
view exists in exporters that every company tries independently to gain a
competitive advantage, which means get access to new markets or increase
market share. This is related to the idiosyncrasy of Costa Rican exporters.
Pineapple sector
Large corporations, typically located in developed countries like U.S. and Europe,
primarily organize the pineapple export chain. Companies like Fresh Del Monte,
Chiquita, Dole and Fyffes have a presence in the country. Most of these
corporations have their own farms but also buy pineapples from independent
producers, who need to follow their production and quality norms. Some
respondents mentioned that the advantages for these corporations are: 1) they
own the distribution channels and 2) in international markets, they are recognised
for their good quality (positioned brand). On the other hand, medium and large
size local producers also export directly to international markets.
The main problem for all suppliers (producers and exporters) is regarding quality
issues, which are influenced by weather conditions. It is perceived that these
problems increase when there is a lot of supply, and because there is no
representation of the exporting company in the destination port to corroborate the
quality problems at arrival, exporters sometimes feel distrust. But in general
terms, all respondents explained that views on solutions to problems are
managed by means of keeping good communication and compromise.
In regard to production planning, this is done by the exporter together with the
buyer or by himself, because they already have many years in business and
know the market trends of supply and demand. Though, all respondents
mentioned that in May and June there is a pineapple oversupply due to weather
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conditions (called fruta natural). The producers and exporters commented that
the most important sources of chain information are themselves. Exporting
companies have to generate the information that they need, while the producers
selling to transnational corporations rely on assistance from these corporations.
All respondents said that there is no collaboration between exporting companies.
Although, there is a national chamber of pineapple producers and exporters
(CANAPEP) that brings some general and technical information. This chamber
works together with public and private organisations to improve the social and
environmental factors in production. But in general terms, respondents
mentioned that even with the importance of pineapple crop for Costa Rica, the
sector is not consolidated and every player works independently. In other words,
exporters do not cooperate between themselves when problems arise or to
strengthen the pineapple sector.
Finally, one respondent classified the export market in two: one formal market
that is very strict in standards and certifications, and an informal market that is
more opportunistic and requirements are less stringent. The later is additionally
perceived to be unstable and have problems with payment.

5.2.3 Contractual	
  governance	
  
Melon/watermelon sector
Some of the exporters work with written contracts and some do not. The ones
using contracts said that it offers security to the transactions, and besides,
contracts are required to get a credit provision. These contracts are mainly for
one season. In this line, contracts are seen to bring security and greater trust in
transactions. A couple of respondents explained that in agriculture these
contracts need to be flexible about delivery, sizes and quantity. However, these
contracts are also perceived as formalities, because they are regulated by other
countries’ laws. Additionally, Costa Rica does not have laws to protect the
exporters in these negotiations or to force them to negotiate under the country’s
law.
About agreements, the most common terms indicated in the arrangements to
export melon/watermelon are:
Type of arrangement
Terms
Pre-agreed price
Written arrangement
and verbal arrangement
Pre-agreed volume
Pre-agreed delivery time and delivery
place
Credit provision to supplier*
Certification
Clauses that definite penalties if
deadlines, services or products are not
met, or product quality is not fulfilled.
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For this sector, credit provision* is very important to start a relationship, because
they need the money to initiate production. Also, the pre-agreed price has a fixed
part and a variable part that depends on market conditions.
Pineapple sector
Pineapple exporters mentioned that because of the nature of business, formal
contracts are not very feasible, as they require a lot of flexibility. In this line, they
usually use verbal agreements and purchasing orders (on weekly basis, with
flexible volume and delivery time).
In case of using contracts, these are on annual basis. However, written contracts
are not taken very seriously on situations of market uncertainty. This is
associated with both exporters and importers being in different countries with
different laws and the cost to establish a lawsuit is very expensive and could take
much time. For this reasons, the business relationships have to be based on
trust.
Oppositely, producers who sell to transnational corporations normally have longterm contracts (related to pineapple production cycles). This situation provides
trust, assures quality, offers payment security, and permits to have a long-term
approach to planning. In consequence, these producers have a strong belief in
the counterpart’s firm. The most common terms indicated in these arrangements
between producers and large suppliers are:
Type of arrangement

Written arrangement

Terms
Pre-agreed price
Pre-agreed volume
Pre-agreed delivery time and delivery
place
Technical assistance to supplier
Specific post harvesting practices
Certification
Clauses that definite penalties if
deadlines, services or products are not
met, or product quality is not fulfilled.

Most of big exporters (transnational corporations) normally have quality systems
to assure the fruit quality at the suppliers facilities. They are also involved in
different levels of the production cycle (production manual), depending on the
type of agreement.
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5.2.4 Relational	
  governance	
  
Melon/watermelon sector
All respondents cited that trust is vital for their relationships. All exporters have
many years working with the same clients, which facilitates communication and
trust. They also stated that they believe in the contact person from the
counterpart’s company. When talking about trust, interpersonal relationships and
past experience are seen as fundamental. These are requirements to pursue a
long-term relationship. Most respondents stated to have a good relationship with
their clients; even a couple of exporters declared to have a “very close
relationship where they see their buyer as a friend”.
Respondents mentioned that importers visit their Costa Rican suppliers several
times a year, while just a few exporters go to see their European clients once a
year or when big problems arise. Only one exporter visits their clients over the
season to ask for key information for the business. In addition, the most used
means of communication is by telephone or email.
In this sector, most of the producers/exporters have a short-term strategy, which
is influenced by the previous year. For example, when one year is good in prices,
in the following year most producers increase production area without
considering other factors. Few companies in the sector have a long-term
strategy.
Relationship Quality
Commitment: in this sector not all exporters feel that buyer is very willing to help
them when problems arise. On the other hand, importers consider to have high
commitment to their suppliers because they even give credit provision to them.
Expectation of continuity: from the exporter point of view normally is high, due to
many years of working together. However when a client starts with payment
delays, it originates some doubts about continuing the relationship because it is
not known if the client is experiencing financial problems. Oppositely, the
importers have an approach to long-term planning that results in high expectation
of continuity.
Information exchange: exporters commented that they obtain very limited
information about the market. One respondent stated: “what our client informs us
is about when the market is good or when the market is bad”. However, all
exporters think that buyer brings enough information to plan activities. On the
other hand, the importers said they have a high information exchange where they
inform about expected changes in preferences and requirements, and give longrange forecast of supply.
Behavioural uncertainty of counterpart: from the exporter’s perspective is low,
because the suppliers have too many years working with the same clients. This
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allowed them to select the best clients for their interest. In some cases, the
business relationship has evolved to be more like a friendship relationship. In
contrast, the importers are not always sure if their supplier will comply with the
agreement because of external factors (e.g. weather).
Pineapple sector
Companies exporting directly deal mainly with international traders and some of
them, with supermarket chains. They have a daily contact with their buyers.
However, they have experienced distrust when dealing with opportunistic
markets. The most frequent means of communication is by telephone, email or
Skype.
Several exporters stated that their business relationships are based on trust. This
is possible because they have developed trusting relationships through the
years. In this line one participant commented, “business relations are developed
every day and many years in the business allow us to know our clients”. But on
the other hand, one exporter mentioned that trust is never complete. Different
organizational culture and suspicious quality claims are noticed as reasons for
distrust. In addition, under market uncertainty contracts are not respected.
Relationship Quality
Commitment: all respondents have an intermediate/high perception from their
counterpart commitment. Producer perceives a higher buyer commitment when
selling to transnational corporations, which tries to help when problems arise.
Exporters mentioned that commitment depends on supply and demand (a need
or not for the partner).
Expectation of continuity: most of respondents have many years working with the
same partners, which favours their expectation of continuity. Besides, contacted
importers have an approach to long-term planning that results in high expectation
of continuity.
Information exchange: producers (upstream actors), who are more distanced
from the customer, receive little information about the market. In the case of
exporters, some of them mentioned that older clients bring some information
about the market and in addition, they also look into other sources. Importers
commented that they inform about expected changes in preferences and
requirements and give long-range forecast of supply. Concerning planning, all
respondents commented to work close with their partners.
Behavioural uncertainty of counterpart: producers said that behavioural
uncertainty is very low when dealing with transnational corporations. But in
general, under opportunistic markets the behavioural uncertainty increases. It is
also noticed that buyers wants a favourable relation between quality and price.
For importers, bad past experiences and no control on external factors (e.g.
weather) bring some behavioural uncertainty of supplier.
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5.2.5 Market	
  uncertainty	
  
Melon/watermelon sector
In general, the perceived market uncertainty is intermediate. The respondents
commented that the demand and supply of these fruits depends on weather
conditions and supply from other countries. But still, Costa Rica has a good
market position in supplying these fruits during the market window.
Some exporters mentioned that many buyers contact them all the time, but in
most cases, they are not interested in establishing new business relationships. In
contrast, importers explained that the availability of suppliers does not change
very much from year to year.
Pineapple sector
The general view is that the demand of European market for Costa Rican
pineapple is high. This causes that every year the offer of pineapples increases,
but contacted exporters do not have a clear idea of how much this market can
grow. Besides, demand and supply depends on weather conditions of the
producing country, which causes an intermediate market uncertainty.
In addition, it was commented that in informal markets there are many buyers
who are opportunist. Furthermore, exporters stated that they are competing on
prices and buyers want a good price-quality relation.

5.2.6 Export	
  chain	
  performance	
  
A 7-point Likert scale was used to evaluate the performance of the
melon/watermelon and pineapple export chains, comparing the last three years.
The data was treated as ordinal data and the mode (most frequent value in a
data set) was used as the central tendency. In the scale: 1 means much lower
and 7 means much higher.
Figure 5.2 presents the efficiency (sales, price and profit), responsiveness
(availability), flexibility (mix flexibility), and food quality (appearance, safety and
consistency) of the Costa Rican export chain of melon/watermelon and pineapple
in relation with the last three years (22 respondents in total).
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Figure 5.2 Performance of the Costa Rican export chain of melon/watermelon and
pineapple over the last three years (1, much lower and 7, much higher).

In general terms, considering that most indicators have a mode between 4 and 6,
the export chain of these fruits has a satisfactory performance. In these particular
crops, it is known that Costa Rica has developed very important technological
knowledge and its fresh fruits are recognised for their good quality, which
benefits the general chain performance. On the other hand, the pineapple chain
performance is slightly better compared to the melon/watermelon chain. This is
concluded because indicators like sales, availability, product quality, and
consistency present a higher value in the pineapple chain. In contrast, only price
and mix flexibility are higher in the melon/watermelon export chain. However, the
latter is not very important for the pineapple chain because the variety MD-2 is
the one preferred for the market. More details for each chain studied are
described as follow.
Melon/watermelon sector
Even with the decrease of planting area, the players consider that sales are
maintained in the same level, basically due to the use of better varieties. In
addition, prices have increased in the last three years, as a result of
improvements in production and quality. However, the majority of respondents
said that profits are lower every year, due to increasing costs.
About product availability, these are off-season fruits, in which production
planning is done to ensure a stable supply. In addition, the ability to change
varieties or other requirements (mix flexibility) seems to be higher, because
producers/exporters are trying to use better varieties and all players are willing to
collaborate in product improvement.
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Product quality and consistency of the product are observed to be slightly higher
this year in comparison with the last three years. However, it was commented
that quality problems due to bad weather conditions in Costa Rica are the
principal problem for suppliers. These problems are mainly about appearance. In
addition, European customers are considered to be more aware of safety issues,
and because of the safety requirements (certifications) to access this market;
product safety has improved in the last years.
Pineapple sector
The pineapple market is still growing, which is reflected in the increase of volume
sold during the last three years, according to respondents. Product availability in
this sector is not a problem, due to production being possible all year round and
more area is planted every year. However, prices are lower for exporters
compared to the last years, which is transferred downward onto producers. This
reduction on price is a consequence of a greater supply of pineapple in the
market. In general, the respondents commented that profits are lower every year,
as a result of higher costs, lower prices and exchange rate. Mix flexibility is not a
big issue in this sector, because variety MD-2 is the one preferred for the market.
Broadly, players of this export chain considerer that food quality performance for
pineapple export chain has augmented over the last three years. By cause of
safety requirements (certifications) to access this market and investments to
improve production and fruit quality, Costa Rican pineapples are seen to be of
very good quality. Though, some exporters commented that quality problems
could affect the image of the country, because some producers are not concern
about quality and safety but rather in costs, and they sell pineapples to informal
markets.

5.2.7 Summary	
  
The most relevant findings of this research are summarized below:
•
•
•
•
•
•
•
•

	
  

Current infrastructure is deficient.
Government support and assistance is perceived as very low.
Quality issues are the main problem. Suspicious quality claims cause
distrust.
Strict contracts are not feasible for this sector.
Contracts are not respected. Contractual governance does not give a
strong support for creating long-term relationships.
Moderate levels of involvement and commitment between buyer-supplier.
Relational governance is more important to build long-term relationships.
Trust is a key factor in this matter.
Market uncertainty is intermediate and depends on external elements (e.g.
weather). Melon/watermelon sector is more susceptible under market
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•

uncertainty, compared to pineapple sector. The latter has a strong position
in the market.
Satisfactory export chain performance comparing the last three years.

5.3 	
  Analysis	
  
In this section, further results of the interviews/questionnaires are described,
complemented by findings from the literature review. Several parts of the
research framework are also analysed. This provides a basis to draw conclusions
on the factors that influence the business relationships in the export chain.

5.3.1 Contractual	
  governance	
  in	
  the	
  Costa	
  Rican	
  export	
  chain	
  	
  
Contracts and relationships
In agriculture, contracts are commonly defined as a written or oral agreement
between producers and buyers that specify conditions of producing and/or
marketing an agricultural product (Hualiang Lu et al., 2010).
Proposition 1: Formal (written) agreements reduce the effects of opportunism
and uncertainty, which creates a stronger support on building better business
relationships.
In regard with proposition 1, respondents perceive that formal contractual
agreements between exporters and importers are not respected in situations of
market uncertainty and opportunistic behaviour; or even they are no needed
(mentioned by importers). This situation eliminates all the benefits offered by
contracts to promote better relationships. Furthermore, most of them do not
realize that violating such a contract makes it difficult for firms to take advantage
of each other, considering the legal consequences (e.g. law suits) and economic
consequences (e.g. termination of business relations with other chain members)
of such a violation (Van Lieshout, 2010). Ferguson and Bergeron (2005) stated
that companies, which often ignore the legal implications of contracts that are
adapted regularly, do not have a well-developed social relationship with their
partners and suffer a poor exchange performance.
On the other hand, it is clear that transnational corporations prefer formal
contracts to control the type and amount of information shared, to reduce the
risks that are accompanied with knowledge transfer between parties, to ensure
quality, and to place the foundation for building future inter-company trust (Lee
and Cavusgil, 2006). As a consequence, local producers selling fruits to
transnational corporations do not perceive behavioural uncertainty from buyer
and have a greater trust in their business relationships with these corporations.
From these statements, it is concluded that most exporters do not use formal
contractual agreements as a trust-building tool and to support on creating better
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business relationships. For exporters and importers, relational governance is
more important than formal contracts to build long-term relationships.

5.3.2 Relational	
  governance	
  in	
  the	
  Costa	
  Rican	
  export	
  chain	
  
Trust and relationships
As stated by Fischer and Reynolds (2010), “trust in business relationships relates
to the belief in the ability of a business partner to fulfil his/her business
commitments and thus to be able to obtain the expected rewards”.
Proposition 2: Higher trust between partners should positively influence the
quality of relationships and creates better business relationships.
In relation to proposition 2, all respondents stated that trust is an essential part of
their business relationships. Hobley and Batt (2010) cited that trust is a
fundamental building block in most long-term relationships. In this export chain,
most players have many years working experience with the same partners and
this facilitates the creation of trusting relationships throughout the years:
“business relations are developed every day and many years in the business
allow to know the clients”. Besides, personal trust plays a vital role in choosing a
new supplier when more suppliers are offering similar exchange conditions.
Exporters, especially, said that they would not cooperate with a business when
they did not perceive trust in the counterpart. On the other hand, the termination
of long-term relationships is typically triggered by price, quality or supply
continuity problems, though the loss of trust is mentioned as the main reason in
this matter.
Additionally, a couple of Dutch importers mentioned that the fresh fruit market is
very volatile and depends on many external factors (e.g. weather); therefore trust
is fundamental to have good business relationships. In this line, Fischer and
Reynolds (2010) commented that trust has become increasingly important now
that commercial transactions take place in a global context. Thus, in business
relationships wherein both partners believe in their counterpart, it is easy to find
solutions when problems arise and the information exchange is faster and more
explicit.
According to the findings, it was confirmed that higher trust between partners
positively influence the quality of relationships in the export chain of fresh fruit,
because participants are aware that high trust allows higher buyer-supplier
commitment, increases the expectation of continuity, facilitates information
exchange, and reduces behavioural uncertainty. Firms who want to have better
business relationships need to work in building inter-organisational trust. In this
manner, most respondents commented that to achieve trust in relationships they
require:
Good communication
	
  

Time

Trust
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However, different organizational strategies, suspicious quality claims and
problems to fulfil the buyer’s order are noticed as reasons of distrust in the export
chain of fresh fruits. Fawcett et al. (2007) identified the lack of trust as the
greatest obstacle to improvements in the supply chain. Hence, there is no doubt
that this situation affects the performance of the entire export chain.
Coordination/collaboration
As mentioned by Bijman et al. (2006) and confirmed in this study, when
companies have many years working together this facilitates good business
relationships and therefore, norms of flexibility, solidarity, and information
exchange. Respondents commented that dealing with the same partners for
many years, facilitates the existence of trust between them. Omta et al. (2002)
stated that to accomplish international collaboration between companies,
strategic and cultural alignment, trust and compliance to national and
international regulations have become key managerial issues.
P3: Positive past coordination/collaboration foster trust, which incentivises better
business relationships.
Based on the empirical findings, it was noticed that positive past collaboration
nurtures trust and enables better relationships. Respondents commented that
interpersonal relationships and past experience are seen as fundamental to
promote trust. In addition, these are requirements to pursue a long-term
relationship. Concluding:
Good communication
High trust
Positive past collaboration

Better business
relationships

In this line, past experiences made with the exchange partner are used as a
basis for deciding on future actions with the exchange partner (Fischer and
Reynolds, 2010). Besides, reputation rests on the construction of goodwill thanks
to repeated transactions (Raynaud et al., 2005). So, when the past experiences
are positive, partners will try to extend and protect their business relationships.
Fisher and Reynolds (2010) stated that positive collaboration history contributes
to the stability of relationships by reducing the probability of partners switching to
other buyers or suppliers.
However, the short-term strategy for doing business noticed in small-medium
size producers, which are more involved in informal and opportunistic markets,
does not promotes trust or willingness to establish better business relationships.
A long-term relationship orientation may promote collaborative communication
and enable supply chain partners to build stronger relational bonds (Paulraj et al.,
2008)
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Communication
Open communication promotes strong and dynamic relationships that are
capable of improvements in the chain (Fawcett et al., 2007). Many researchers
have proposed that there are opportunities for mutual advantage if information is
shared between the counterparts. Good communication between companies
enhanced performance satisfaction and increased the level of benevolence and
credibility in their relationship (Hobley and Batt, 2010). In this manner, trust is
enhanced through greater and better use of communication between the
partners.
P4: An effective and constant communication and interaction will bring a better
business relationship.
Hobley and Batt (2010) argued that the quality of information transmitted and
joint participation by partners in planning and goal setting sends signals to
trading partners. In this manner and because most respondents work together
with their partners to plan activities, respondents consider to have a good
communication with their counterpart. Even when problems arise, views on
solutions are managed by means of keeping good communications and trying to
reach a mutual agreement. In addition, it was noticed that communication is
explicit and easier when producers are dealing with transnational corporations.
In addition, communication processes underlie most aspects of interorganisational activity and provide means to better understand partner’s
expectations, to solve problems, to build trust and to demonstrate commitment
(Hobley and Batt, 2010). In relation to proposition 4, the current communication
process is not fulfilling its potential in knowing the client’s needs and
expectations. Information related to market needs greater emphasis. In this line,
managers have to understand that communication is more than fulfilling orders
and replying emails. Communication is about knowing the partner’s needs and
expectations, and to establish common objectives, which enhances the business
relationships. As stated by Fischer and Reynolds (2010), meeting or exceeding
expectations is essential for the sustainability of business relationships since it
significantly influences the decision of the exchange partners to continue the
relationship.

5.3.3 Governance	
  structures	
  and	
  relationships	
  
Companies need to look for the best governance structure to reduce transaction
costs and enhance collaboration and trust. Both melon/watermelon and
pineapple sectors have a governance structure more close to market, which as
mentioned by Wever, et al. (2010), rely mainly on price and competition for the
coordination of the transaction. Though, governance structures closer to market
do not promote trust. In this research, the assertions stated by Martinez and
Zering (2004) about market-based structures were confirmed:
• The different chain players are independent parties.
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•
•

The threat that buyers switch to other suppliers gives chain players a
strong incentive to adapt to price changes.
Compared with hierarchies, export chain players have less control over
their buyers/suppliers.

Consequently, based on the empirical findings the Costa Rican export chain of
fresh fruits is governed by:
v
Verbal agreements (relational contracts)
v
Formal (written) contracts
In verbal agreements transactions are based on reputational or more generally
social ties. Raynaud et al. (2005) proposed that in this structure the identity of the
counterpart does matter, which was verified with Costa Rican exporters who
commented that knowing the partners facilitates the relationships. However, it
was observed that firms with governance structures closer to market have
weaker ties with buyers and in consequence, the possibility of switching partners
is high.
In case of using formal contracts to coordinate transactions between exporter
and importer, it was stated that in situations of market uncertainty and
opportunistic behaviour, contracts are not respected. As mentioned before, this
situation does not promote better business relationships. On the contrary,
transnational corporations prefer more hierarchical governance structures, as
they are more effective in enhancing the efficiency and effectiveness in the
export chain. Therefore, when they buy products from a supplier a formal
contract is used. In this way, the use of legal contracts is easier due to both
partners are in the same country and with the same laws.
Melon/watermelon sector
Melon production is done by companies that have different strategies and levels
of organization, which depends on its scale and market linkages. All contacted
producers/exporters deal with importers who are traders in the whole export
chain of fresh fruit. Besides, international competition is very aggressive in this
productive sector.
For these reasons, exporters govern their transactions by verbal agreements
and/or written contracts. Based on the work of Gyau and Spiller (2008), they
used a hybrid between production contract and marketing contract, where the
importer supplies a credit provision to the supplier and the former provide a
market for the exporter’s products.
Pineapple sector
Transnational corporations control the export of fresh pineapple from Costa Rica
to many large retailers in EU countries. In addition, other large and medium size
local companies export directly to international markets, whilst small and medium
size producers sell their fruits to transnational corporations or local exporters.
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These transnational corporations prefer more hierarchical governance structures,
because they have a strong position in assuring quality and in consequence,
need a stronger control mechanism (Wever et al, 2010). For this reason, if they
do not own the pineapple farms (vertical integration), they coordinate the
transactions with their suppliers by written contracts. For the latter, they use
contract farming, where the supplier commits to provide a fruit of a specific
quality, at a definite time, price and in a specified quantity (Gyau and Spiller,
2008).
In the case of exporters dealing with international traders (importers), their
transactions are governed by verbal agreements and/or written contracts. A
hybrid between marketing contracts and contract farming is presented. Finally,
small farmers using verbal agreements in informal markets are most vulnerable
to swings in prices, because traders will readily reject the fruit argued that the
fruit has a problem.

5.3.4 Market	
  uncertainty	
  and	
  relationships	
  
Based on the information gathered in the empirical research, it is possible to
deduct that the environmental uncertainty for the fresh fruit export sector is
intermediate. It was commented that in some seasons the demand and supply
varies significantly (depends on weather conditions) and the availability of
buyers/suppliers also varies every year. It is also clear that under opportunistic
markets the export chain players experience distrust. For example, exporters
have noted that when the market demand and the price are high there are no
quality claims, but when demand and prices are low more quality issues arise.
This creates distrust for suppliers.
P5: Better business relationships are obtained when the level of environmental
uncertainty is reduced.
Regarding to the previous proposition, it was observed that when effective
collaboration is presented and the compliance of agreements is a reality, the
creation of trust between partners is possible. This fosters better business
relationships and reduces the environmental uncertainty.
Because buyers want a favourable relation between quality and price, multiple
sourcing is an important strategy for importers who need to reduce uncertainty in
supplying (Harland, 1996). In situations of demand uncertainty, maintaining
independent suppliers provides flexibility and avoids obsolescence, as long as
competent suppliers can be found (Hobley and Batt, 2010). On the other hand,
exporters need a marketing strategy that reduces the levels of uncertainty in the
chain. As explained by Croom et al. (2000), small firms can find it profitable to
adopt strategies that require the development of closer relationships with their
major buyers. Schulze et al. (2006) stated that under conditions of market
	
  

63	
  

uncertainty, buyer-switching behaviour could be reduced significantly by
enhancing relationship quality.
Concluding, it is evident that effective business relationships can help to reduce
market uncertainty. Therefore, companies should work in achieving high levels of
inter-organisational trust and promote excellent communication. Once a trusting
relationship is established, opportunistic behaviour and market uncertainty will be
reduced, which will enhance the relationship (Hualiang Lu et al., 2010).

5.3.5 Export	
  chain	
  performance	
  and	
  relationships	
  
Literature research shows that chain performance affects the business
relationships and this research corroborated that. When a particular company is
having performance problems, companies will prefer to terminate relationships
and search for new business partners. In contrast, building relationships based
on good quality and performance over time creates trust.
P6: Because the export chain performance relies on every player involved, a
better chain performance produces a better business relationship.
Based on the respondents’ evaluation, it is possible to deduce that the
performance of the Costa Rican export chain is satisfactory, in general terms. It
was noticed that producers and exporters have improved in the food quality
category (safety and quality of fresh fruits), due to European customers
becoming more demanding and legislation more stringent (Bijman et al., 2006).
This satisfactory performance facilitates that export chain players maintain their
business relationships with their current partners.
Overall, the fresh pineapple export chain has a slightly better performance
compared to the melon/watermelon export chain (Figure 5.2), probably due to a
market demand that is still growing, the good reputation of Costa Rica’s
pineapples (good market position), and the participation of transnational
corporations. The latter is deduced, because these corporations offer stable
prices and have established quality systems to ensure a good quality of the fruit,
which forces their suppliers to adopt these systems. In this manner, it is probable
that these considerations promote that most players in the pineapple sector
prefer to establish long-term and better relationships. In addition, because of
Costa Rica’s fresh fruits position in international markets, it is assumed that
importers are in some way dependent to their suppliers due to the outcomes
obtained from the relationship are important or highly valued.
Finally, Duran et al. (2009) commented that probably the good performance of
the export chain of fresh fruits may be a reflection of the satisfaction felt by Costa
Rican producers/exporters with a performance characterized with acceptable
levels of product quality and an internal performance far from levels of excellence
necessary to ensure the sustainability of a highly competitive position.
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6 CONCLUSIONS	
  
The goal of this thesis was to analyse and improve the management of business
relationships in Costa Rican export chain of fresh fruits, which has been reached
by insights from literature and empirical research. The central research question
“What factors, in the Costa Rican export chain of fresh fruits, are
weakening the business relationships with the European market?” is a
broad question that can be answer with many logical factors, but for the aim of
this research the most important and relevant factors were investigated. The first
specific research question “What are the determinants of export chain
performance that can be applied to the Costa Rican export chain of fresh fruits?”
was formulated in order to get useful insights to carry out part of the empirical
study. The answer for this question can be found in section 3.7. This chapter
describes the conclusions drawn from this research, using the rest of the
research questions.
What governance structures are used in Costa Rican export chain of fresh
fruits?
The Costa Rican export chain of fresh fruits to Europe is currently organized in
producers, exporters, transnational corporations, importers (traders),
supermarket chains and retailers. Figure 7.1 presents the proposed export chain
of fresh fruits to Europe (The Netherlands). The export chain players studied in
this research are shown into the circle.

Figure 7.1 Costa Rican export chain of fresh fruits to Europe.
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In Costa Rica, small and medium size farmers sell their production to exporters
(local traders), large producers that are at the same time exporters, and/or to
transnational corporations. Large producers/exporters can supply to international
traders (importers), supermarket chains and transnational corporations. Finally,
these corporations, which rely on its own production as the main source of supply
but supplement their output from other commercial producers, sell mainly to
supermarket chains. Once the fruits arrived to Europe (The Netherlands),
importers normally supply domestic retailers, supermarket chains and/or reexport the fruits to another European countries.
Contemplating the players in the circle, the export chain of fresh fruits has a
governance structure more close to market coordination. In general terms, most
transactions in this chain are governed by verbal agreements (relational contract)
and formal (written) contracts (Figure 7.2). Hybrid structures among long-term
relationships, marketing contracts and production contracts are found. However,
the written contracts are seen as pure formalism, because in situations of market
uncertainty they are not respected. Furthermore, contacted importers do not think
contracts are needed.

Figure 7.2 Costa Rican export chain of fresh fruits in governance structures continuum
(Adapted from Wever et al., 2010)

It was observed in this export chain that governance structures closer to market
coordination do not possess a high level of trust. Therefore, in these competing
markets there is a need for commitment of each party involved in the relationship
to allow the development of trust and long-term relationships.
Another scenario is presented for producers working with transnational
corporations. These corporations prefer more hierarchical governance structures
that includes from vertical integration to formal contracts. Normally, they use
contract farming to manage the relationships with their independent suppliers.
Based on this, it is possible to divide the export chain of fresh fruits in two:
transnational export chain, governed by transnational corporations and that is
more hierarchical; and non-transnational export chain, which has a governance
structure more close to market coordination.

	
  66	
  

What is the export network current situation regarding their business
relationships?
The business network of fresh fruits displays moderate levels of
interdependence, involvement, and commitment; which is related to the fact that
most respondents have many years working with the same partners. Findings
suggest that trust seems to be facilitated by the existence of personal
relationships between business partners. Even so, the majority of companies
prefer long-term business relationships; an attitude that clearly helps to
strengthen chain relationships. However, it is apparent that the dynamic nature of
the fresh fruits market environment (high uncertainty), and the generally low
levels of market information sharing, acts to hinder the development of trust and
relationships amongst respondents. In addition, because of low switching cost
there is always a threat that buyer will change partners.
Are formal contracts and relational governance a complement to each
other in this export chain of fresh fruits?
Under the current situation, it was noticed that in non-transnational export chain
(the one studied in this research), formal contractual agreements do not secure
better relationships. In this manner, violating such a contract affects negatively
the level of trust and in consequence the business relationships. For these
reasons, formal contracts do not complement relational governance.
Moreover, it was noticed in this research that relational governance is more
important to build long-term relationships, which corroborates that relational
governance as opposed to contractual governance is more effective and
influential in strengthening the inter-firm partnership and facilitating knowledge
transfer between partners (Lee and Cavusgil, 2006).
How is the market uncertainty affecting the business relationships in this
export chain?
In situations of high market uncertainty, the business relationships in this export
chain are affected negatively. Export chains of fresh fruits often face large
uncertainties in terms of delivery volumes, frequency and quality compliance. It is
clear that under opportunistic markets the export chain players experience
distrust.
However, effective collaboration and the compliance to agreements foster trust
and reduce the environmental uncertainty.
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How does the export chain performance influence
relationships between the players in this export chain?

the

business

Literature research shows that business relationships are influenced by export
chain performance and vice versa. Consistent, outstanding export chain
performance promotes long-term relationships. In this export chain, when
efficiency, responsiveness, and flexibility are high and fruit quality is excellent,
partners will pursue to maintain their business relationships.
In general terms, the Costa Rican export chain performance of fresh fruits is
satisfactory. It is perceived that fruit quality, responsiveness and flexibility have
improved over the last three years. This is reflected by most players establishing
long-term relationships with their partners.
Fresh pineapple export chain has a better performance compared to
melon/watermelon export chain. This is related to a market demand that is still
growing, the good reputation of Costa Rica’s pineapples and the participation of
transnational corporations in the chain. These factors promote commitment
between partners and long-term business relationships.
Central research question: What factors, in the Costa Rican export

chain of fresh fruits, are weakening the business relationships with
the European market?
As a result of this research, the different factors that are weakening the business
relationships in the Costa Rican export chain of fresh fruits are:
Contracts are not respected
Even when contracts improve the stability of a business relationship and bring
security to transactions; in general, contracts are not respected in the export
chain of fresh fruits. For this reason, contractual governance does not give a
strong support for creating long-term relationships.
Lack of trust
It was stated for all participants that trust is a vital factor in their business
relationships. A business relationship without trust is doomed to fail. Besides,
trust is a key issue to accomplish collaboration between partners. In most cases,
a negative past coordination/collaboration debilitates the level of trust. In this
manner, bad quality, no consistency in supply, lack of professionalism, nonpayment, and suspicious quality problems affect negatively the level of trust.
Problems in collaboration/coordination
Collaboration and coordination problems are related to an opportunistic
behaviour and lack of loyalty. The noticed coordination problems, between the
exporters and importers, are shown in Figure 7.3.
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Figure 7.3 Coordination/collaboration problems in fresh fruit export chain.

In addition, there is no horizontal collaboration among suppliers that can help
them to build some negotiation power and strengthen their business relationship.
In both melon/watermelon and pineapple sectors, every company works
independently and compete against the others.
Poor communication
Importers have experienced communication problems with their suppliers that
negatively affect their relationships. On the other hand, producers and even
exporters are getting little information about the market, which prevents their
possibility to satisfy their clients’ needs. As mentioned before, communication is
related with knowing the partner’s needs and expectations, and to establish
common objectives, which enhances the business relationships.
High environmental uncertainty
In situations of high market uncertainty, there is a perceived opportunistic
behaviour, which weakens the business relationship.
Short-term strategy
It was observed that most of the Costa Rican producers/exporters have a shortterm strategy, where they focus on their current transactions.
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7 RECOMMENDATIONS	
  &	
  DISCUSSION	
  
The objective of this research is:
“To provide management recommendations to enhance the business
relationships of the Costa Rican export chain of fresh fruits to the European
market, by finding out the factors affecting these relationships using an in-depth
analysis of its actual business network, its governance structure, and its export
chain performance ”.
In relation with this aim, this chapter presents management recommendations for
the Costa Rican players in the export chain of fresh fruits. Besides, other general
recommendations and insights for future research are given.

7.1 	
  Management	
  Recommendations	
  
Under conditions of market uncertainty, buyer-switching behaviour can be
reduced significantly by enhancing relationship quality (Schulze et al., 2006).
Costa Rican managers in the export chain of fresh fruits must take advantage of
their market position and establish sustainable business relationships. Also,
gaining new competitive advantages will guarantee their survival and success in
the market. In this manner, they should work on:
ü Generating and nurturing trust in every transaction made. Managers
should always have integrity, compromise, mutual consideration and
willingness to collaborate when it is needed.
ü Establishing closer relationships with major buyers and be part of the
“preferred suppliers” of the most important clients for the company. Keep
personal contact because personal relationships generate goodwill and
reduce miscommunication. Treat your buyers/suppliers as friends.
Besides, the development of personal bonds can help to improve interorganizational relationships by strengthening mutual trust and
commitment.
ü Building longer-term relationships in the export chain, instead of focusing
on a specific operation, to remain competitive because of the everchanging competitive environment. A long-term relationship orientation
may promote collaborative communication and enable export chain
partners to build stronger relational bonds.
ü Aligning business goals, which facilitate collaboration and coordination.
Also, by developing alliances, managers can build relationships that will
help them to satisfy the market. Being a “preferred supplier” will favour
that buyers want to establish a strategic alliance.
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ü Starting open communication to share needs and expectations between
the partners. Sharing all relevant information in a timely way is also very
important to strengthen business relationships. Asking for feedback can
help improving the performance and in consequence, the business
relationships.
ü Having meetings with importers and supermarkets, which facilitates
information sharing and closer relational ties. Look for a strategic
integration.
ü Improving buyer satisfaction by providing good and consistent fruit quality
and an excellent customer service. The promised quality should be
maintained all time. Furthermore, inter-firm coordination of quality
management is increasingly important for meeting end-customer demands
and to avoid suspicious quality claims.
ü Differentiate from competitors. Marketing the fresh fruits as healthy
products, produced with social and environmental responsibility.
Certifications are a tool in this matter. In addition, add value by offering
other products presentations as fresh-cut fruits, frozen fruits, pulps, juices,
etc. Use new varieties based on the market requirements.
ü Offer a competitive mix of price, quality and supply continuity. Besides,
treating buyers with professionalism and efficiency will differentiate the
firm from competitors.
ü Small and medium size producers/suppliers can build some negotiation
power by collaborative horizontal relationships (through cooperatives or
associations). Horizontal collaboration helps to achieve uniform quality
performance and to have economies of scale that may strengthen their
bargaining position and allow for joint investments in production,
marketing and distribution.

7.2 	
  Other	
  Recommendations	
  
Besides the management recommendations, enhancing the actual situation also
depends on other factors and players. In this line, Costa Rican government plays
a fundamental role in this sector’s success.
National Government:
ü Mayor government involvement is needed in the export sector. It could
promote fair trading regulations to protect producers (e.g. Perishable
Agricultural Commodities Act –PACA- by the United States Department of
Agriculture). Possibility to elaborate a company reference book that
certifies honesty, integrity and solvency (e.g. Canadian government has a
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book like this).
ü Improvements in roads and ports to increase the competitiveness of the
export sector.
ü Strengthen collaboration mechanisms between the public and private
organisations. This situation facilitates information sharing and efficiency.
ü Costa Rica has a recognized and competitive product (for quality and
price). It is urgent to create a national quality standard to conserve the
position of the country in international markets, and to promote the
country-brand in the European market as a marketing tool to reinforce the
position of Costa Rican exports. With this country-brand, international
buyers will know that the country’s fruits have a high and stable quality.
National Chambers of producers/exporters:
ü The national chamber of producers/exporters should work on unifying and
consolidating the sector. This situation leads to reduce the power of
buyers and obtain a better market position. If the sector works together,
more competitive advantages can be achieved. It is logical to promote
more horizontal collaboration between producers/exporters to support
differentiation (high quality and country-brand) and in consequence, longterm access to the markets.

7.3 	
  Discussion	
  	
  
In this section, the methods and results of this research are discussed. This
leads to several questions that could be further explored in future research.
Theoretical considerations
A theoretical framework was elaborated to explore the different dimensions of
business relationships (contractual and relational governance) and the effect of
export chain performance and market uncertainty in these relationships. It was
mentioned in the literature review that business relationships are influenced by
export chain performance and vice versa. The focus group for this research were
the players in the Costa Rican export chain of fresh fruits (from producers to
importers). In addition, six propositions were formulated to discuss what factors
can enhance their business relationships.
The results from this study add to the empirical evidence that shows that in
various contexts, business relationships are affected by the level of trust,
communication, past experiences, market uncertainty and chain performance. In
this manner, relational governance is seen as more important in relation with
contractual governance. Also, it was confirmed that market uncertainty influences
the manager’s orientation to business relationships. Because of the broad
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approach used in this research, it turn out that the level of trust should be
investigate in the deeper way. It is recommendable to employ more variables to
measure the level of trust in export chains. Perhaps, it could be interesting to use
a quantitative methodology that facilitates the analysis. This was not done in this
thesis, because the goal was to uncover the factors that affect the business
relationships in the export chain of fresh fruits. Moreover, this research had a
qualitative focus with empirical research based on perceptions.
Managerial implications
The highly competitive and variant environment causes a certain level of distrust
in the export chain’s players, which weakens their business relationships. Partly
doubtful quality control processes and a lack of price transparency in the market
origin conflicts and lead suppliers to questions the credibility of their buyers
(Schulze et al., 2006). In this manner, managers need to find out how to reduce
or manage the level of distrust that is implicit in their business relationships.
Previously, aspects like building long-term relationships, open communication,
and creating closer bonds have been mentioned to deal with this matter. In
addition, in such business-to-business relationships, more coordinated
governance structures (e.g. formal contracts, partnerships) are considered of key
importance to the creation of trust and high performance. It is widely agreed that
building and maintaining excellent, sustainable business relationships can reduce
transaction costs and result in competitive advantages, which will benefit both
buyers and suppliers in export chains (Hualiang Lu et al., 2010).

7.4 	
  Future	
  Research	
  	
  
This research was broad and the study confirmed that too many factors affect in
different levels the business relationships. It brought several interesting results,
but some were only indirectly related to the core of the theoretical framework. For
further research, it would be interesting to focus on a certain aspect. For
example, the direct effect of environmental uncertainty on governance structure,
the relationship between governance structure and efficiency or the degree of
joint action in the export chain. Besides, it would be interested to use quantitative
variables to corroborate the results of this study.
Limitations of this research may be derived from the amount of respondent
companies. Because of the information needed for this study, contacting general
managers and commercial managers is difficult due to these persons are very
busy and do not have much time for interviews. Besides, transnational
corporations are not willing to give information about their business relationships.
As a result, the findings of this study are more suitable for small/medium size
producers/exporters.
On the other hand, the generalizability of these findings to vegetable and other
chains requires further investigation. Therefore, future research to broaden the
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understanding of this research topic could include the study of how the different
export chain players manage and nurture trust in their relationships. Another
interesting point could be to focus on the buyer expectations and the level of
satisfaction. Summarizing, this research was explorative and gives input for
many more questions to be answered.
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Appendix	
  I	
  Interview	
  Protocol	
  
Interview Orientation Scheme
Exporter and producer
Company name:
Person interviewed:
Services/responsibilities:
Products:
OVERALL QUESTIONS
Responsibility and main activities (What is your position in the
company/organization?)
Experience with production/services in fresh products (How long have you been
working in this company?)
OPINION ON THE SECTOR
Costa Rica as a fresh products producer
Government support and assistance
Current infrastructure condition
On world situation (market, competitors)
BUSINESS NETWORK
The marketing channel to Europe
Contact frequency and depth with European buyers / Costa Rican producers
Main problems noticed/experienced between export chain members
(communication, coordination, trust, etc).
Views on solutions to main problems
Most important sources of chain information
Relations/cooperation with other players on the same level (producers/ exporters
in CR)
Who are your main buyers?
( ) International trader
( ) International supermarket
( ) International wholesaler
GOVERNANCE
Contractual Governance
What type of arrangement you mostly use in selling your product, and select the
duration of this arrangement:
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Type of arrangement
( ) Written arrangement
( ) Verbal arrangement

Type of arrangement
( ) One order
( ) One season
( ) One year
( ) Several years

What terms are indicated in the arrangement?
Terms
( )
Pre-agreed price
( )
Specific production practices
( )
Specific harvesting practice
( )
Certification
( )
Pre-agreed volume
( )
Pre-agreed delivery time and delivery place
( )
Input provision to supplier
( )
Credit provision to supplier
( )
Technical assistance to supplier
( )
Clauses that define penalties if deadlines, services or products are not
met, or product quality is not fulfilled
( )
Other? Please indicate what other:
Need for contracts (importance)
Relational Governance
Reasons to establish a relationship
Reasons to terminate a relationship
Number of visits to the counterpart
Procedure to contact the counterpart (telephone, email, fax...)
Approach to disagreements and conflict
Belief in the contact person and the counterpart’s firm
Approach to planning (short-term and long-term)
Quality of the relationship
Buyer commitment
• Buyer tries to help when a problem happened.
• Buyer shares in the problems that arise in the course of dealing.
• Buyer is committed to improvements that benefit our relationship.
Expectation of continuity
• We expect our relationship to continue a long time.
• Renewal of the relationship is virtually automatic.
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Information exchange
• Buyer informs about retail demand and promotions (market information).
• Buyer brings information to plan activities.
Behavioural uncertainty
• I am uncertain whether the buyer will comply with our agreement.
• I am uncertain whether the buyer will provide information that I need to
plan my activities.
MARKET UNCERTAINTY
The demand for the product varies significantly.
The availability of buyers varies significantly.
PERFORMANCE
What has been the change in your performance over the last three years, with
respect to:
Much lower
Much higher
• Volume of product sold in the market
1 2 3 4 5 6 7
• Prices for the product
1 2 3 4 5 6 7
• What is your expectation as to your profit
in 2011?
1 2 3 4 5 6 7
Has there been a change in the performance of your product over the last three
years with respect to:
Much lower
Much higher
• Product quality (appearance)
1 2 3 4 5 6 7
• Safety
1 2 3 4 5 6 7
• Consistency
1 2 3 4 5 6 7
• Availability
1 2 3 4 5 6 7
• Mix flexibility (ability to change varieties/others) 1 2 3 4 5 6 7

	
  
	
  
	
  
	
  
	
  
	
  

iii	
  

Appendix	
  II	
  Questionnaire	
  
Questionnaire for Importers
RESPONDENT INFORMATION
Name:
Company:
What is your position in the company/organization?
How long have you been working in this company?
INDUSTRY AND MARKET CHARACTERISTICS (PLEASE GIVE YOUR
OPINION ON)
Costa Rica as a pineapple/melon/watermelon producer
Who are your main suppliers of these products (countries)?
Pineapple:
Melon:
Watermelon:
What is the main market destination for your product?
( ) Domestic supermarkets
( ) Domestic middle and small retailers
( ) Export market
( ) Other; ...........
BUSINESS NETWORK
Contact frequency and depth with Costa Rican suppliers
Main problems noticed/experienced between export chain members
( ) Communication
( ) Coordination
( ) Trust
( ) Others, ………….
Most important sources of export chain information
GOVERNANCE
Contractual Governance
Please, indicate what type of arrangement you commonly used in buying fresh
produce, and select the duration of this arrangement:
Type of arrangement
Type of arrangement
( ) Written arrangement
( ) One order
( ) Verbal arrangement
( ) One season
( ) One year
( ) Several years
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Please, mark with ‘X’, what terms are indicated in the arrangement:
Terms
( ) Pre-agreed price
( ) Specific production practices
( ) Specific harvesting practice
( ) Certification
( ) Pre-agreed volume
( ) Pre-agreed delivery time and delivery place
( ) Input provision to supplier
( ) Credit provision to supplier
( ) Technical assistance to supplier
( ) Clauses that define penalties if deadlines, services or products are not met, or
product quality is not fulfilled
( ) Other? Please indicate what other:
Needs for contracts
Why:

( ) Yes

( ) No

Relational Governance
Criteria to establish a business relationship
1.
2.
3.
Criteria to terminate a business relationship
1.
2.
3.
Belief in the contact person and the counterpart’s firm
( ) Yes
( ) No
Why:
Approach to planning
( ) Short-term
( ) Long-term
What is your company approach to disagreements and conflict?
Quality of the relationship
Please indicate to what extend you agree/disagree with the following statements
in the relationship with your Costa Rican suppliers,
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Commitment
• we try to help them when they have problems
in their production
• we are committed to improvements that
benefit our relationship
• we have supported them with technical
assistance and inputs
Expectation of continuity
• we expect our relationship to continue
a long time
• renewal of the relationship is virtually automatic
Information exchange
• we frequently inform them of our product requirements
• we supply them with long-range forecasts of
supply requirements
• we inform in advance of expected changes
in preferences and requirements
Behavioural uncertainty
• we are uncertain whether our supplier will
comply with our agreement.
• we are uncertain whether our supplier will
comply with other quality requirements
MARKET UNCERTAINTY
Please indicate to what extend you agree/disagree with the following statements
in the relationship with your Costa Rican suppliers:
•
•
•

the quality of the available product varies significantly
the quantity of the available product varies significantly
the availability of suppliers varies significantly

PERFORMANCE
Considering the mentioned products, what has been the change in your
performance over the last three years, with respect to:
Much lower

•
•
•
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volume of product sold in the market
prices for the product
what is your expectation as to your turnover in 2011?

Much higher

1

2

3

4

5

6

7

1

2

3

4

5

6

7

1

2

3

4

5

6

7

Has there been a change in the performance of your Costa Rican suppliers over
the last three years with respect to:
Much lower

•
•
•
•
•
•

Product quality (appearance)
Product price
Availability
Consistency
Safety
Mix flexibility (ability to change varieties/others)

1

2

3

Much higher
4

5

6

7

1

2

3

4

5

6

7

1

2

3

4

5

6

7

1

2

3

4

5

6

7

1

2

3

4

5

6

7

1

2

3

4

5

6

7
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