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(merchant agents) (expertise brokering agents)
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(Kramer and
Tyler 1995; pp.5) ,
(Kramer and Tyler 1995; pp.16)
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Williamson(1991) (calculative process)

2 (Saxton 1997)
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, (Morgan and Hunt 1994)

(Ganesan 1994)
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(Doney and Cannon 1997;
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(Ganesan 1994).

1-2

3.2.2.
3.2.2.1.

2-1

2-2

3.2.2.2.

2000. 03.

(Ford 1978)

)

26



(Morgan and Hunt 1994).

(Kelley and Kerwin 1993).

(John 1984). ,
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, (Brown and Day 1981).

(Anderson and Narus 1984)
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(Ganesan 1994).
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2-4-6

2-4-7

3.23.

(Morgan and Hunt 1994)
, (Ganesan 1994)

(Smith and Barclay 1997)

3-1
3-2
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3-3
3-4

3.3.

1>

1>

1>

(reputation)

(sze)

(expertise)

(opportunistic behavior)

(communication)

(relational norms)

(length of relationship)

(shared values)

(history of conflict

(satisfaction with previous|

(trust toward supplier)
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(trust toward agent)

(trust toward buyer)

(relationship behavior)

(independent behavior)

3.3.1.

3.3.2.
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3.3.3.

3.3.4.
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(solidarity)
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3.4.

4.1.
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3

(Lei and Robey 1999; Chun, et a. 1999)
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