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ABSTRACT

Recently, collaborative promotion might be one of the most popular marketing strategies for the Taiwanese
SMEs. Both because of lacking resources and the expansion of their products, the interfirm cooperation should
be an effective tool for marketing. From the view of interfirm cooperation, this paper want to investigate how
the selection of partnership  managerial mechanism relational norm and so on, which affect the performance
of collaborative promotion. About the empirical study, we focus on service industry. The major findings in this
paper include (1)An appropriate partner effective managerial mechanism and necessary relational behavior
should influence the performance of collaborative promotion. (2)There are two type of collaborative promotion,
one is transactional, and the other is relational, both the managerial implications and organizational goal are
different between two type of collaborative promotion.

Keywords: collaborative promotion, interfirm cooperation, managerial mechanism, relational norm



88

92




