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The Impact of Firm Size on Export Performance and Attitudes:
An Empirical Study on Thailand Exporters®

Paiboon Archarungroj and Yasuo Hoshino
(University of Tsukuba)

The proposition that firm size is positively associated with certain aspects of
export behavior is often taken for granted. However, results from past literature
do not definitively support this proposition. The research presented here
attempts to re-clarify these conflicting findings in the export marketing
literature by empirically examining the impact of firm size on two aspects of
export behavior, one relating to export performance and the other concerning
company’s attitudes toward export. This study is based on responses to
questionnaires by 86 managers of Thai exporting firms. The results indicate that
exporting firms of different sizes did, to a certain degree, differ significantly in
many of the export performance and attitudes variables being studied; but larger
exporting firms did not necessarily perform better than smaller exporting firms,
nor did they have more positive attitudes toward export.

Introduction

Among researchers, there is little dispute that
exports are an essential element of healthy eco-
nomic growth. Most governments of developing
countries as well as developed countries are keenly
interested in increasing their exports as a means
of promoting their economic growth. It is not
surprising, therefore, that the belief in exports as
an engine of growth is particularly strong in
Thailand, which has experienced rapid export
growth in recent years. However, the proposition
that firm size is positively associated with export
behavior is often taken for granted. Many believe
that larger firms are more actively involved in
export business than are smaller firms. This has
often led government sector officials in Thailand
to assume that larger firms perform better in
international markets. They also assume that

larger firms have more positive attitudes toward

* The authors would like to thank Professor Henrich
R. Greve of University of Tsukuba, Ms. Christy
Khojasteh of University of Missouri-Columbia and
the editor for editing this paper. The authors, how-
ever, are responsible for any remaining errors.

exporting which means larger companies are
more aggressively involving in export business.
Thus, officials generally focus attention on find-
ing ways to improve the export activities of
smaller firms. Various export incentive packages
have been developed, aimed at encouraging
smaller firms to engage more actively in interna-
tional business. Based on a review of the litera-
ture, however, it is difficult to draw the conclusion
that firm size has a positive impact on export
behavior. We are not aware of any studies present-
ing conceiving evidence on this proposition. In
addition, despite intensive study and controversy
regarding the subject, little research on this topic
has been conducted in developing countries like
Thailand. The research presented here is, there-
fore, an attempt to investigate the impact of firm
size on the exporters’ behavior as specific to the

case of exporters in Thailand.
Summary of Past Literature

The export behavior of firms relates to the
supply side of international trade. It concerns with
how firms behave with respect to exports. Most
empirical studies have identified multiple consid-
eration relating to export behavior of firms.
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Among those mostly studied export behavior
variables are performance-related like export
intensity and export profitability; motivation-
related like reasons for exporting; and attitude-
rel:ated like the management’s views toward
export markets. Bilkey [1978] attempted to inte-
grate the vast variables of export behavior into
topics to which they apply such as export initia-
tion, motivation for exporting and perceived
obstacles to exporting, etc. The relationship
between firm size and export behavior is one of the
most widely analyzed subjects in the export mar-
keting literature [Bonaccorsi, 1992; Calof, 1994,
Bilkey, 1978]. Firm size is thought to be a useful
and manageable approximation of firm re-
sources, which are held to affect export behavior.
Furthermore, firm size provides a simple criterion
for segmenting firms into groups showing a
similar export behavior and, possibly, similar
problems encountered. Thus, many researchers
have included firm size as a dependent variable in
their empirical studies. Despite the supposed
importance of size and the intensive research on
the topic, little consensus exists about whether size
has a strong relationship with export behavior.
Some studies found a positive relationship be-
tween size and export behavior [Cavusgil and
1981; Samiee and Walters, 1990;
Christensen, Rocha and Gertner, 1987], while
others discovered the negative or mixed results
[Ali and Swiercz, 1991; Bonaccorsi, 1992; Bilkey
and Tesar, 1977; Karafakioglu, 1986]. Thus, it is

difficult to draw definitive conclusions concerning

Nevin,

the significance of firm size as a variable affecting
export behavior.

Nevertheless, because of the generally accepted
nature of these size-based theories, many studies
have attempted to link the size of the firm with
various export behavior aspects such as the firms’
level of export intensity [Samiee and Walters,
1990; Bonaccorsi, 1992], number and nature of
countries exported to [Calof, 1994; Samiee and
Walters, 1990], export growth [Dominguez and
Sequeira, 1993], export profitability [Samiee and
Walters, 1990], export experience [Calof, 1994],
propensity to export [Bonaccorsi, 1992; Calof,
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1994] and export attitudes [Roy and Simpson,
1981; Abdel-Malek, 1978; Calof, 1994; Cavusgil,
Bilkey and Tesar, 1979; Cavusgil and Nevin, 1981;
Samiee and Walters, 1990; Ali and Swiercz, 1991;
Czinkota and Johnston, 1983].

In part, inconsistencies in export study results
may be due to the use of different measurements
for size. In some studies, number of employees
was used as the measurement of size [Bilkey and
Tesar 1977; Bonaccorsi 1992; Cavusgil and Naor
1987; Holzmuller and Kasper 1991], while for
others the sales level of the firm was used
[Christensen, Rocha and Gertner 1987; Cavusgil,
Bilkey and Tesar 1979]. Cavusgil [1984] found that
when firm size was measured by number of em-
ployees, there was no relationship with export
behavior except for very small firms, but found a
significant relationship when size was measured
by annual sales. Yet others found contradictbry
results even when the annual sales were used as a
proxy for size [Burton and Schlegelmilch 1987].

Data and Methodology

Research Objectives

This study empirically investigates the impact
of firm size (small, medium, and large) on export
performance and attitudes. It examines how firms
in Thailand of varying sizes differed in terms of
the export performance and attitudes. The vari-
ables used for export performance included export
intensity, export earnings ratio, export growth,
expected export growth, export experience, and
export market coverage. Views of CEOs on export
profit, risk, and cost as compared to domestic
market were used to measure export attitudes.

Research Instrument

A mail questionnaire survey was employed to
obtain information on export-related behavior of
exporting firms in Thailand. The questionnaire
was composed of 3 main sections. The first part
provided a basic profile of the firm. It collected
information on firm’s name, year of establish-
ment, foreign ownership, sales volume, and num-
ber of employees. The second part of the question-
naire gathered information on the firm’s types of
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export, export experience, export market cover-
age, major export markets, export intensity,
export earnings-ratio, and actual and expected
export growth. The third part of the questionnaire
asked the CEOs’ views on export profit, risk, and
cost as compared to domestic markets.

Survey Design
Sample Frame

Many studies of size and exporting have used
only small and medium-sized firms in their sam-
ple frame [Cavusgil and Nevin 1981; Kaynak and
Kothari 1984; Cavusgil, Bilkey and Tesar 1979;
Cavusgil and Naor 1987; Holzmuller and Kasper
1991], while other studies used a broad range of
firms of all sizes [Bilkey and Tesar 1977; Calof
1994; Burton and Schlegelmilch 1987; Bonaccorsi
1992]. The samiple in this study included manufac-
turing firms of all size classes. They were then
catégorized into three broad groups (small, me-
dium, and large) based on the number of employ-
ees and sales volume. Since the number of employ-
ees and sales volume were the criterion used in
several previous studies, it also facilitates direct

comparison of results with this study.

Data Collection

The list of Thailand’s exporters was obtained
from Thailand’s Exporters Selected List 1995-1996
(Department of Export Promotion, Ministry of
Commerce of Thailand). Thailand’s Exporters
Selected List 1995-1996 is an extensive directory of
approximately 2000 exporters in Thailand. A
supplementary list of exporters was obtained
from the Thailand Export Monitor 1994-1995
(Alpha Research Co. Ltd.), which is a handbook
of export statistics and a directory of Thai export-
ers.

The research was conducted from June to
August, 1995. A total sample of 500 firms that
export manufacturing products was randomly
selected from the exporter lists, and a mail survey
questionnaire was sent to each of these firms,
addressed to the chief executive officer in charge of
exporting or international operations. The choice
of this respondent group was based on the belief

that people in these positions are most knowledge-
able of the exporting process and overall export-
ing performance. In responding to the question-
naire, the managers were asked to provide facts
about their company, export related attributes
and their attitudes on export markets.

Total mailing to 500 firms yielded responses
from 112 firms. Eleven letters were returned as
undeliverable. Excluding 11 undeliverable letters,
the mailing yielded a response rate of 22.9%. Of
112 firms responding, eight were excluded because
they were non-exporters. Eighteen more were
eliminated because the questionnaire had many
missing values. This resulted in a final sample of
86 firms used for analysis in the study, represent-
ing the usable rate of 17.6% out of 489 delivered
letters. The low response rate (22.9%) may be due
to the fact that Thai exporters in general (espe-
cially the smaller companies) are reluctant in
disclosing their companies’ data because they
want to avoid tax. Chi-Square Goodness of Fit test
indicates that the industrial distribution and the
sample size categories are equally distributed at
alpha=0.01.

Composition of the Sample

The sample consisted of only exporting firms of
manufacturing products in Thailand with the
following industrial distribution: automotive
parts and accessories, rubber and chemical prod-
ucts, electronics, machinery and equipment, toys
and games, construction material, and miscella-
neous. The industry membership distribution of

the sample is shown in the Table 1.

Table 1 Industrial Distribution of the Sample
Industry Frequency| Percent

Automotive Parts and Accessories 14 16.3
Rubber and Chemical Products 14 16.3
Electronic Products 12 14.0
Machinery and Equipment 11 12.8
Toys and Games 13 15.1
Construction material 6 7.0
Miscellaneous 16 18.6

Total 86 100
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Description of the Variables
Firm Size

As with many earlier studies on size and export
behavior, company size information was classi-
fied using interval-based categories. In this study,
both sales volume and number of employees were
used simultaneously as size variables. Firms were
grouped into three size categories. Using sales,
small firms had annual sales of less than 100
million Baht, medium-sized firms had sales
between 100 million and 500 million Baht, and
large firms had sales in excess of 500 million Baht.
Using number of employees, small firms had less
than 100 employees, medium-sized firms had 100
to 500 employees, and large firms had more than
500 employees. For purposes of analysis, small
firms were represented by “1”, medium-sized
firms by “2”, and large firms by “3”.

Export Performance

Self-reported export performances were used.
The performance variables included the export
intensity (exports as a percentage of total sales),
export earnings-ratio (percentage of earnings
derived from exports), export growth (whether the

firms’ exports had increased in the previous 12

months), expected export growth (CEQ’s forecast

of export growth in the next 12 months), export
experience (number of years the firm has been in
the export business), and export market coverage
(number of countries the firm is exporting to).

Export intensity and export earnings ratio were
sub-divided into six groups, “1” having export
sales intensity or export earnings ratio of less
than 5%, “2” having export intensity or export
earnings ratio of 5% to 10%, “3” having export
intensity or export earnings ratio of 11% to 20%,
“4” having export intensity or export earnings
ratio of 21% to 50%, “5” having export intensity or
export earnings ratio of 51% to 80%, and “6”
having export intensity or export earnings ratio of
greater than 80%.

Export growth and expected export growth had
three values. “1” meant export volume had de-
creased in the past 12 months or was expected to
decrease in the next 12 months, “2” meant the
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export volume remained the same in the past 12
months or was expected to remain the same in the
next 12 months, and “3” meant export volume had
increased in the past 12 months or was expected to
increase in the next 12 months.

Export experience was reported by the actual
number of years the firm has been in the export
business, and export market coverage was the
self-reported number of foreign countries the firm
is currently exporting to.

Export Attitudes

The export attitudes were measured by CEOs’
views on profit, risk, and cost involved in market-
ing the firm’s products internationally as com-
pared to marketing the same products domesti-
cally in Thailand.

The participating companies were asked to
provide their views on export profit, risk and cost
as compared to domestic market. The values
ranged from “1” to “5”, representing considerably
less than domestic, less than domestic, equal to
domestic, greater than domestic, and considera-

bly greater than domestic, respectively.
Analytical Techniques

The SPSS statistics software was used to ana-
lyze the impact of firm size on the export perform-
ance and attitudes. Both one-way analysis of
variance (ANOV A) and Kruskall-Wallis H tests
were conducted to assess whether the export per-
formance and attitudes differed significantly
among exporting firms of different sizes. The
non-parametric Kruskall-Wallis test was con-
ducted on the same variables since the normal
distribution of the sample could not be assumed.
These multiple statistical tests were employed to
ensure that the results were reproducible, and
were not the result of an inherent mathematical
bias of one statistical technique.

Due to the categorical nature of the size infor-
mation, the non-parametric Spearman correla-
tion was used to assess the correlation relation-
ship between firm size and all of the export behav-
ior variables under study. In all analysis, missing
values were excluded on an analysis-by-analysis
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basis.
Discussion

Firm Size and Export Performance

The export performance variables employed
include export intensity, export earnings ratio,
actual and expected export growth, export experi-
ence, and export market coverage. The results are
presented in Table 2.

Export Intensity

There was no significant difference in export
intensity among firms of different sizes when the
number of employees was used as the size vari-
able. The ANOV A, Kruskall-Wallis and Spearman
Correlation tests all indicated no significant
difference at p<<.05 among firms of different
number of employees with regard to export inten-
sity. This may indicate that number of employees
is not a good indicator of firm size in explaining
export intensity.

On the other hand, export intensity of the firms
differed significantly among firms of different

sizes when sales volume was used as the measure-
ment for size. In contrary to common beliefs,
however, sales volume was found to be inversely
correlated with export intensity. Smaller export-
ing firms generally exported a higher proportion
of their sales than did larger exporting firms. This
was evidenced by the negative and significant
Spearman correlation (r = —.3977, p < .01). This
finding contradicted the other export research
which found no relationship between size and
export intensity [Bonaccorsi 1992].

Export Earnings Ratio

As with the results of the relationship between
firm size and export intensity mentioned above,
smaller exporting firms differed significantly
from larger exporting firms in terms of export
earnings ratio only when sales volume was used
as the measurement of firm size. Again, firm size
was inversely correlated with export earnings
ratio as reflected in the negative and significant
Spearman correlation (r= — .4289, p<<.0D). It
can therefore be concluded that the larger the

Table 2 The Impact of Firm Size on Export Performance

Employees (N =86)

Sales (N=80)

Mean

Small | Medium | Large F
(N=27) | (N=30) | (N=29)

Mean

r Small | Medium | Large F H r
(N=31) | (N=31) | (N=18)

4.4231 | 41333 | 3.7931 | 1.0178
(1.4744) | (1.5916) | (1.8201)

3.8261 3.3846 | 3.2500 | .8564
(1.4664) | (1.5512)| (1.7769)

1. Export Intensity'

2. Export Earnings-Ratio*

1.6251 | —.1390 | 4.7667

4.2903 2.8333 | 9.1102%| 14.157" | —.3977"

(1.4547) | (1.5857)| (1.5811)
1.7834 | —.1451 | 4.1786 | 3.6154 | 2.3333 | 8.4371"| 14.3801~| —.4289"
(1.3892) | (1.5252)| (1.6088)

3. Export Growth? 2.2000 2.3000 2.5517 | 1.3734
. Exp row

3.2742 .1893 | 2.2759

2.4839 2.4444 5471 1.0901 .1082

(¢ .8660) | ( .7944)| ( .7831) ( .8408) | ( .7244)| ( .8556)
4. Exvected Export Growth | 25000 | 25714 | 27037 | 5799 | 19236 | .1488 25926 | 2.6667 | 2.5556 | .1651 ,3165 | —.0168
SR P (.7400) | € 6341 | ( .6688) ( 6939) | ( .6202)| ( .7048)
5. Export Experience 7.3846 | 9.5000 | 12.3448 | 5.71397| 8.3292° | .3185~| 6.8065 | 11.6897 | 12.0000 | 8.3292%|16.3591"| 4291~
(Actual Years ) (3.6340) [( 5.1532) | ( 6.9348) (3.6253) | ( 6.3025) | ( 6.0585)
6. Export Market Coverage | 7.8400 | 12.6786 | 16.0000 | 4.7162* | 8.0535° | .2950~| 8.9667 | 16.9000 | 11.0588 | 5.1301| 11.9892% .1976

(No. of Countries) (5.6912) |( 8.9486) | (12.7895)

(8.2231) |(11.6807) | ( 8.7569)

F = ANOVA F-ratio; H = Kruskall-Wallis H Test; r = Spearman Correlation Coefficient

Standard Deviation in parenthesis.
* Significant at p < .05
= Significant at p < .01

1 For mean export intensity and export earnings ratio, “1” = less than 5%, “2" = 5—10%, “3" = 11-20%, “4” = 21—-50%, “5" = 51 —80% and “6" = more

than 80%.

2 For mean export growth and expected export growth, “1” represents export volume had decreased in the past 12 months or is expected to decrease in the
next 12 months, “2” represents the export volume remained the same in the past 12 months or is expected to remain the same in the next 12 months, and
“3” represents export volume had increased in the past 12 months or is expected to increase in the next 12 months.
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exporting firm in term of sales volume, the lower
the proportion of profit earned from export mar-
kets.

Actual and Expected Export Growth

Regardless of the measurement of size used, the
relationship between firm size and both the export
growth and expected export growth was not im-
portant. The differences in the export growth
variables among different firm sizes were not
significant at p < .05 for the two statistical tests
conducted. Though most of the firms had reported
that they performed well in terms of export
growth and had an optimistic view towards future
export growth, there was no significant difference
among firms of different sizes with regards to the

above mentioned factors.

Export Experience

As Calof [1994] found, the export experience
(number of years in the export businesses) was
found to be positively associated with the size of
the firm. This is supported by the significant
ANOVA and Kruskall-Wallis test at p < .01, and
the positive and significant Spearman Correlation
coefficients regardless of the measurement of size
used. In other words, larger exporting firms in
general tended to be in export business longer than
did smaller exporting firms. Specifically, using
number of employees as the size variable, small-
sized firms in the survey had on average 7.4 years
of export experience, compared with 9.5 and 12.3
years respectively for the medium and large-sized
firms (Spearman’s r = .3185, p < .01). Similar
results were obtained when sales was used as the
size variable. In this case, the average years of
experience were 6.8, 11.7 and 12.0 years respec-
tively for small, medium and large-sized firms
(Spearman’s r = .4291, p<01) as shown in Table
2.

Export Market Coverage

Export market coverage differed significantly
among firms of different sizes as confirmed by the
significant ANOVA and Kruskall-Wallis test,
both when number of employees and sales volume
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were used as the measurement of size. This is
similar to the findings by Calof [1994].

There was no definitive correlation between firm
size and the export market coverage. When num-
ber of employees was used as the size measure-
ment, the Spearman correlation indicated a posi-
tive, though weak, and significant coefficient (r =
.2950, p < .01). The average number of countries
exported to were 7.8, 12.7 and 16.0 years respec-
tively for small, medium and large-sized export-
ing firms as measured by number of employees.
When sales was used as the size variable, however,
there was no correlation between firm sizes and
export market coverage. In this case, the medium-
sized exporting firms on average exported to more
countries than did small and large exporting
firms. Specifically, medium-sized firms exported
to approximately 16.9 countries as compared to
9.0 countries for small-sized exporting firms and
11.1 countries for large exporting firms as meas-

ured by sales.

Firm Size and Export Attitudes

The CEQ’s views on the cost, profit, and risk in
export marketing vis-a-vis domestic marketing
were used to measure exporters’ attitudes on
export business. The results are presented in Table
3.

As with the previous findings on the impact of
firm size on export performance, the results of the
relationship between firm size and export atti-
tudes suggest a limited role for number of employ-
ees as a size measurement in explaining export
attitudes. As can be seen from Table 3, when
number of employees was used to measure firm
sizes, the results of the tests were not significant at
p<.05 with respect to the management attitudes
regarding export profit, risk and cost. That is,
there was no difference in export profit, risk and
cost views among the CEOs of the exporting firms
of different sizes as measured by number of em-
ployees.

In contrast, when sales volume was used to
both the ANOVA and
Kruskall-Wallis analysis indicated a significant

measure firm size,

statistical difference regarding export profit and
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Table3 The Impact of Firm Size on Export Attitudes

Employees (N =86) Sales (N=80)
Mean* Mean*
Small | Medium | Large F r Small | Medium | Large F H r
(N=27) | (N=30) | (N=29) (N=31) [ (N=31) | (N=18)
7. View on Export Profit 2.5926 2.5172 2.2759 5812 2.1068 | —.1570 | 2.7097 2.6000 1.7778 | 4.3726" | 8.6998° | —.2802°
' " EXP (.9711) | (1.1838) | (1.2789) (1.2164) | (1.1326) | ( .8782)
8. View on Export Risk 2.8889 3.2857 3.2759 .7905 1.4822 1162 | 2.6667 3.3333 3.6111 3.5340° | 6.8605° .2938"
' P (1.2506) | (1.4105) | (1.3335) (1.2954) | (1.2685) | (1.3346)
9. View on Export Cost 2.9630 2.6786 3.0000 5916 1.2265 .0152 | 2.9032 2.8966 2.6667 .2684 7194 -.0732
’ P (1.0913) | (1.2488) | (1.2817) (1.1359) | (1.2055) | (1.2367)

F = ANOVA F-ratio; H = Kruskall-Wallis H Test; r = Spearman Correlation Coefficient

Standard Deviation in parenthesis.
* Significant at p <.05 ,
= Significant at p < .01

a For mean export attitudes, the values ranged from “1” to “5”, representing considerably less than domestic, less than domestic, equal to domestic, greater

than domestic, and considerably greater than domestic, respectively.

export risk views among the exporting CEOs of
different sales volume. It is interesting to note,
however, that these results contradict the com-
monly held belief that smaller-sized firms view
exporting unfavorably. The results suggested that
the CEOQ’s attitudes related to export profit and
risk were less positive in larger exporting firms
than in smaller exporting firms. In general,
smaller exporting firms perceived export profit to
be higher and export risk to be lower than did
larger exporting firms. The Spearman correlation
also supports this as can be seen from the negative
and significant coefficient (r = —.2802, p <.05)
for views on export profit and positive and signifi-
cant coefficient (r = .2938, p<.01) for view on
export risk as shown in Table 3.

The analysis indicated no significant difference
with regards to the view on export cost among
firms of different sizes both when number of
employees and sales volume were used as the size
variables. CEOs of smaller exporting firms viewed
export cost similarly to CEOs of larger exporting

firms.
Conclusion

The main purpose of this study was to investi-
gate the relationship between firm size and the
export performance and attitudes in Thailand.
Though the findings were not conclusive for all
variables, there is no question that size has some

impact on many export performance and attitude
variables. Smaller exporting firms in Thailand
were more deeply involved in foreign trade and
had more positive attitudes towards the export
market than did larger exporting firms, contra-
dicting the widely held belief that larger firms are
more positively involved in international busi-
ness. Export is not limited to large firms, small
firms can export successfully. Patibandla [1995]
similarly argues that “small firms that could
reach a critical threshold size and production
efficiency and make use of possible information
externalities might be able to break into export
markets and export at higher intensity.”; while
Kumar and Siddharthan [1994] reasons that “very
large enterprises enjoying an oligopolistic hold
over the protected domestic market are generally
less inclined to export than other firms”.

The sales variable has frequently been used as
proxy measure for resources. Thus, traditional
beliefs that smaller firms-do not export because of
resource constraints is not supported by these
findings. While smaller exporting firms certainly
possess fewer resources than larger exporting
firms, they performed better and had more posi-
tive attitudes toward export business than did
larger exporting firms in general. The positive
attitudes of the smaller exporting firms towards
exporting may help to explain why smaller ex-
porting firms are more engaged in export business
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than larger exporting firms. The export attitudes
of the management of larger exporting firms,
however, need to be improved.

In summary, with respect to export perform-
ance, when number of employees was used as the
size variable, firm size only mattered for export
experience and export market coverage. When
using sales volume as the size variable, firms of
different sales volume differed significantly in
terms of export intensity, export earnings ratio,
export experience and export market coverage.
The results also suggest that smaller exporting
firms in terms of sales volume exported more and
earned more from export business than did larger
exporting firms.

There were no significant statistical differences
in the views on export profit, risk and cost among
firms of different sizes when number of employees
was used as the measurement for firm size. But
when sales volume was used as the size variable,
smaller exporting firms view exporting more
positively than the larger exporting firms with
regards to export profit and risk. These results
indicate that firm size may have some negative
impact on export attitudes. Similar results were
found by Abdel-Malek [1978], who showed that
managers within small firms are not less export-
oriented than managers in large ones.

The results of this study suggest a limited role
for number of employees as a size measurement in
explaining export behavior in Thailand, a finding
similar to that of Cavusgil [1984]. Sales seemed to
be a better approximation of size in terms of
export behavior. The results of this study may
partly be caused by the industrial effects of the
sample firms, since the firms studied came from
various industries (though all were manufactur-
ing firms) of which some are more labor intensive
than others.

This study has limitations inherent to any case
study. The findings should be interpreted in light
of several limitations. First, general conclusions
have been drawn on the basis of a survey of a
limited number of companies. These companies
may not be representatives of all exporters in
Thailand, but we believe that the results generally
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reflected the direction of Thai exporters with
regards to export performance and attitudes. A
great deal of care was taken in the preparation of
the questionnaires, - selection of companies for
survey, and analysis of responses in an effort to
enhance the validity of the study on the impact of
firm size on exporters’ behavior in Thailand.

Second, it should be noted that the validity of
this study is limited by the time dimension.
Bonaccorsi [1992] argued that "company size and
export performance may be the results of different
processes with different time paths, so that statis-
tical correlation at any point in time should not be
assumed to be a proof of a causal linkage.” The
export attitudes and even the firm size itself may
change towards time. A study of a longitudinal
nature may help to overcome the problem.

Third, the research concentrated on a limited
number of export behavior. Other meaningful
export determinants could be considered, or an
in-depth interview method with Thai exporters
might be used.

Finally, as mentioned earlier, some industries
may be more labor-intensive than others. In this
case, a better relationship between the number of
employees and export behavior might have been
found if the industrial effects are controlled.
Research aimed specifically at studying the effects
of different size measures could be conducted to
determine the differences in the effect of employees

and sales as the measurement of size.
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Appendix- List of Companies'

ABCO International Co., Ltd.

Apex Toy Co., Ltd.

Aruna Co., Ltd.

Bangkok Metropolis Motor Co., Ltd.
Bangkok Writing Instruments Co., Ltd.
D.H.A. Siamwalla Ltd.

Ekarat Engineering Co., Ltd. (Public)
Golden File Co., Ltd.

J.dJ. Gifts & Toys Co., Ltd.

Ly-Long Brush (Thai) Co., Ltd.

MP. Marketing Co., Ltd.

Marine Accessories Co., Ltd.
Medigloves Ltd.

Minami and Verbena Industry Co., Ltd.
NBS. Maronix Rubber Co., Ltd.

Plan Toys Co., Ltd.

Pressure Container Industry Co., Ltd.
Royal King Infant Products Co., Ltd.
S.1.P Siam Inter Pacific Co., Ltd.

Sammitr Motors Manufacturing Co., Ltd.

Santa Craft Co., Ltd.

Schunk United Carbon Co., Ltd.
Siamphomprathan Co., Ltd.

T. Krungthai Industries Co., Ltd.
Teamtronics Co., Ltd.

Thai Crayon Co., Ltd.

Thai I.LK.I. Industries Co., Ltd.
Thai Mitsuwa Co., Ltd.

Thai-Asia Commercial Co., Ltd.
Thai-Hua Intertrade Co., Ltd.
Thairung Union Car Co., Ltd. (Public)
Union Art Industries Co., Ltd.

Union Plastic Co., Ltd. (Public)
Union Toys Marketing Co., Ltd.
Wongwaiwit Gift House Co., Ltd.

1 The list included only thirty-nine out of eighty-six participating firms who gave permission to reveal

their firms’ names.
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Reference Groups, Achivement and Motivators of R&D Workers: A
Comparative Study among Researchers, Engineers, and Technical
Staff in the Paint Industry

Hideo Misaki
(Kobe University of Commerce)

This research proposes three research questions and analyzes responses from
a questionnaire survey of 137 researchers, 402 engineers and 195 technical staff
members. The first set of question items is to determine if there are different
motivators working among the three groups surveyed. The purpose of the second
question items is to reveal if there is an evidence of a positive relationship
between one’s reference group and achievement. The last question investigates
the relationship between one’s reference group and motivator factors.

The research findings are the following: (1) despite of similar motivators for
each job category there are some critical differences existing among the three
groups, (2) there is a positive relationship between being cosmopolitan and
local, and the individual level of achievement, (3) each reference group
demonstrates critical differences in their relations to motivators. The overall
facts reveal that the different job category of workers need different approaches

to HRM practices.
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The influence of subordinate readiness on leadership effectiveness: A test of
Situational Leadership theory considered hierarchical level of organization

Fumitoshi HAYASHI and Toshihiro MATSUBARA
(Aichi Institute of Technology) (Aichi Gakuin University)

The purpose of this article is to examin Hersey and Blanchard’s situational
leadership theory. This theory is widely known and used, but has limited,
mixed empirical validation. This study examins the underyling assumptions
regarding the theory’s prescriptions that subordinate readiness moderates the
relationships of leadership behaviors with indicants of subordinate morale. This
study also considered subordinate hierarchical level of organization. Question-
naire survey was conducted using 72 pairs of workers at a local public entity.
Results of this analysis support these assumptions when leadership scales of
participation and deligation are used. But the results do not support these
assumptions when PM leadership scale is used. Findings are discussed in terms
of future research and theory development.

I RIEELBH
53 FHEER K smen.
Hersey & Blanchard (1969, 1977, 1993) ic & 0 2 U o e &
IBXh-SLEH# (Situational Leadership Theory)
13, REMEY-F—vy TEHD 1 DL LTERD 5 & -~ g
F% 2+ (FlZW, Bass, 1990 ; Yukl, 1998) B &ic (Participating) (Selling)
bEftEh, BATLECMONTOSH (B8 1980; 1
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&0 bHEBEROI VLI R -5 =y T ] (Delegating) (Telling)
DEBRBECBVT, FLFHEEEFAShATWVS, & &
. =18 >
7z, B}ake & I\/{outon (19_)64)‘ 0)?;_5 B3 3 :7 207 o mEan E | 5 mwan ®
e )y FERE SLEREKZRTED, CRICHL ARIBAE & ARIBAG (&
\» (Blake & Mouton, 1982 ; Hersey & Blanchard,
1982). P -
SLE®RTWE, AEMolEL, V=F—-vy T 2% BEERNE
1 WA RBEIZERNITE (task behavior) & ARIREERE
T8 (relationship behavior) ® 2 RTTOEAEH I il * &
EoTEBZ (S1, 82, S3, S4), KIRZEHELTHT R4 ﬁﬁ;” ﬁﬁ‘” le
. . Y £ T _—
DLF 4 %A (BRAE) 2R8L T35, #L T, T fg?;?ff)} BERHSEG | U (:Cgéxeq g;ﬁﬁéu
LFAXRACBE L) —F =Yy T e R4 NELT, i ‘ (BIE2) | (BENS3) | (BEMEL)
1ERT ISRV HOEAREL TV S, B, Hersey & Blanchard (1993) & ¥

COEFNTIE, HFOLF 4 2 ROKEILEDLE 5

= E7N N = ) ey T
BEY =Yy T R5ANELT, Sibbsaice ) SLEROTHTLRELY -5y T Ay
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Two dimensions of utilization of women employees in companies:
Different tendencies among the tertiary industries

Yukiko SENDA
(National Institute of Population and Social Security Research)

This study examines the dimensionality of utilization of women employed at
the tertiary industries in Japan to determine how female work force is utilized in
the companies. The researcher analyzed data compiled in “Kaishashikihou
Joshigakusei-shushokuban '98” and found two dimensions of utilization of
female employees: 1) “the proportion of female managers and the proportion of
women taking maternity leave”, and 2) "the average tenure of female employees
and the proportion of the married.”

Using the two axes derived from the data analysis, the tendencies of utilization
of female employees among five industries were compared. The service industry
scores high in both dimensions. The retail trade has a high score in the first
dimension, but is low in the second. Conversely, the general trade (sogo-shosha)
as well as the financing and insurance are positioned low in the first dimension
and higher in the second with the general trade more so in each of these
dimensions. Other wholesale trade scores low in both dimensions. This research
suggests a need for reforming a plan to maximize the female labor participation

with consideration to each dimension for utilization of female employees.
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Research on organizational citizenship behaviors and those determinants:
A case of Japanese employees.

Ken’ichiro TANAKA, (University of Hamamatsu),
Yoichiro HAYASHI, and Ken-ichi OHBUCHI (Tohoku University)

In this study, we examined the factors which determine organizational
citizenship behavior (OCB), voluntary and extra-role behaviors by employees
within organizations. Japanese employees (N=187) completed questions about
OCB, justice in organizations, leadership styles of their superiors, job
satisfaction, organizational commitment, and organizational support. Multiple
regression analyses revealed that: a) the higher procedural justice was
evaluated, the more Japanese employees were likely to display OCB, b) the effect
of distributive justice on OCB was weaker than procedural justice and interactive
justice, c¢) as higher-level Japanese employees had more job satisfaction or
organizational commitment, they were more likely to display OCB. In addition,
Japanese employees who evaluated organizational support more highly were
more likely to display OCB. Covariance structure analysis indicated that the
evaluations of interactive justice and supportive leadership by superiors
indirectly enhanced OCB. Based on the results of analyses, we discussed OCB in

Japanese corporations.
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