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Abstract

The proverb ‘to cover up another's bad deeds and praise his virtues’ reflects the difference of the exertion of
coercive power. However, prior research into channel power has mostly focused on the effect of power, paying little
attention to the pathway of influence of power. Moreover most studies are from a dyadic perspective, implicitly
assuming that power holders would exercise their power through ‘direct’ pathway of influence. Since people have
preference to cover up another's bad deeds and praise his virtues, therefore, it makes sense to view non-coercive power
as a direct pathway. Yet it is worthy of studying how coercive power is exercised because there might be many ‘indirect’
pathways of influence. This study proposes a model of “indirect influence strategy’ based on coercive power.

Four types of indirect influence strategy are identified on the basis of the nature of strategy (covert/overt) and
indirect pathways of influence (single/multiple). By interviewing four suppliers, the findings of the study show that not
all the suppliers have use these strategies; instead they are influenced by interdependence, market characteristics and
industries. Propositions are proposed and implications are discussed.
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