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Management summary

Since 1990, Vietnam has achieved both rapid growth and low inflation. In the past twenty
years there has been a reorientation of trade, but reforms have not come to an end yet;
Vietnam is still adopting market economy mechanisms and integrating into the world
economy, with the recent WTO assessment in November 2006 as proof of this ongoing
integration. Then why does FDI inflow not pick up and why does intense collaboration
fail to occur between The Netherlands and Vietnam?

It is of interest to take a closer look at the connection between trust and collaboration
between The Netherlands and Vietnam. In order to analyze this situation in more detail
the following problem was formulated:

“How do problems of trust affect the collaboration and the level of trade/investment
between Dutch and Vietnamese companies, and in what way can the emergence of trust
be facilitated by managers and policymakers in this relationship?”

With respect to this Nooteboom (2002) gives a definition that is in our opinion the
clearest combination of the key elements that a definition of trust should contain:
Trust is “a disposition towards trusting behaviour that is behaviour with limited
safeguards, accepting vulnerability, based on the expectation that this risk is limited”
A conceptual model was developed resulting from an extensive literature review. The
model shows important elements that influence the emergence of trust: Propensity to
trust, trustworthiness and the perceived risk or the stakes. Furthermore two important
mechanisms arose that have an influence on the emergence of trust and was looked at
in more detail in this research:
* A positive correlation between trust and information and a positive relationship
between the ability to communicate and the level of perceived trust exist.
¢ Historical residue or cultural heritage; it is also a part of the propensity of trust but
plays an important role in this research because focus is put upon the
relationship between Dutch and Vietnamese companies, which makes cultural
issues very important.
In order to get a quick idea of the current situation with regard to business between
Dutch and Vietnamese companies, expert interviews were held. These expert interviews
revealed many differences between Dutch and Vietnamese people and companies,
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cultural differences but also differences in business ethics. Two surveys, one for Dutch
managers and one for Vietnamese managers, were conducted in order to gather data to
test the hypotheses that were set up as a result of the literature review and the expert
interviews.

Problems of trust affect the collaboration and level of investment between Dutch and
Vietnamese companies in a way that the whole process of doing business between
Dutch and Vietnamese companies can stagnate when problems of trust exist between
these two companies. It can even result in a ‘bad reputation’ of Vietnamese companies
with adverse affects like low levels of investment and withdrawal of business and
projects.

We propose the following action points, for policymakers and for managers doing
business in Vietnam or intending to do business in Vietnam. The results of this research
suggest that the proposed actions can help facilitate the emergence of trust between

Dutch and Vietnamese companies.
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Preface

This report is not just the product of nine months of work, in a way it is the product of my
student days. With this project | conclude my time as a student at Eindhoven University
of Technology and with it | will attain my Master of Science title (Ir.) for ‘Technology and
Society’.

The literature review and preparation for this research was done in The Netherlands, but
the main data collection part was done during my internship at the Consulate General of
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Claire Groosman
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1 Introduction

In the 1980s Vietnam made the transition from a centrally planned economy to a market
economy. This obviously is a long term process and after the introduction of a
comprehensive set of structural adjustment and stabilisation measures in 1989, the
economic turnaround became clearer (Riedel 1997). But the overall level of trade was
still low in comparison to other countries in Southeast Asia (Jenkins 2004).

Since 1990, Vietnam has achieved both rapid growth and low inflation (Riedel 1997). In
that time there was also a reorientation of trade, with the East Asian economies
becoming the country’s main trading partners. The increased openness of the
Vietnamese economy is partly a reflection of the policies that were introduced to
liberalize trade and promote foreign investment and the ending of the trade embargoes
that limited trade during the 1980s (Jenkins 2004). But reforms have not come to an end
yet; Vietnam is still adopting market economy mechanisms and integrating into the world
economy (World Bank 2006), with the recent WTO assessment in November 2006 as
proof of this ongoing integration.

In the past 20 years the inflow of foreign direct investment (FDI) has grown, probably as
a reaction to the above mentioned opening of the market and trade liberalization, but still
Vietnams FDI flows are minor in comparison to other Asian countries (UNCTAD 2005). A
report from ATKearney has not positioned Vietnam in the top 25 of FDI confidence index
(ATKearney 2004). On the other hand many see Vietnam as an interesting investment
opportunity for Western businesses (Ralston, 1999). But for some reason, when looking
closer at these investments from Western businesses and FDI inflow figures, this interest
is not confirmed. Also the people involved in stimulating trade between Vietnam and The
Netherlands feel that the trade relations are not up to their full potential (Villers 1999,
McDougall 2005). Why not? Why does FDI inflow not pick up and why does intense
collaboration fail to occur between The Netherlands and Vietnam.

A lack of natural resources or an undereducated population does not seem to cause this
problem; also the changes that Vietnam made with respect to market liberalization,
would only encourage investments in this country (Ralston 1999; Riedel 1997).
Therefore the reason must lie somewhere else. Fear of theft of intellectual property and
the lack of available legal and regulatory structures seem to be a large problem (Ralston
1999). When it concerns economic transactions, more and more focus is put upon the
importance of trust in relationships. Considering the fact that trust-related problems
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appear to be important in this situation, it is of interest to take a closer look at the
connection between trust and trade and collaboration between The Netherlands and
Vietham. One could think of the relationship between a Dutch company and a
Vietnamese one, but others must also be taken into consideration, like policymakers,
regulatory authorities and others influenced by or benefiting from the collaboration. In his
article Madhok (1995) shows the importance of trust in joint venture relationships. Not
only in the case of joint ventures, but also in other relationships, trust is suggested to be
one of the key factors.

A concise definition of trust is given by Coleman (1990): "Trust is initiating an exchange
before you know how the other person will reciprocate.” The person who initiates the
exchange takes a risk of losing his/her investment when the other party in the exchange
does not honour the trust. This can be illustrated with the following. Consider you are the
manager of a Dutch software developing company. It is getting too expensive to have
your source code written somewhere in Europe, because the European educated
programmers are asking a sky-high salary. You are thinking about setting up a
development location in Vietnam, because you know that there is a company there that
is able to deliver high quality, value and speed for a lower price. The risk is that when
you outsource your research and development that the knowledge about the program
would come in hands of the Vietnamese. You run the risk that they just copy everything
and sell it to other parties outside the contract. How can you make sure that the trust that
you give to the other party, the Vietnamese, will be honoured? Can trust emerge in this
relationship, in other words how do you make sure that you feel confident to take the risk
and how do you make sure that when you give this trust that the Vietnamese company
does not abuse it. Is saving money by doing business in Vietnam worth this risk?

Taking all of the above into consideration, it is of great interest to have a closer look at
whether problems of trust are affecting the level of Dutch investment in Vietnam, and to
what extent the development of trust in the relationship between The Netherlands and
Vietnam can be promoted. In order to analyse this situation in more detail the following
problem was formulated:

“How do problems of trust affect the collaboration and the level of trade/investment
between Dutch and Vietnamese companies, and in what way can the emergence of trust
be facilitated by managers and policymakers in this relationship?”

14
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This report consists of literature and desk research, but after doing that work in the
Netherlands, part of the research was conducted in Ho Chi Minh City, Vietnam. During
an internship at the Netherlands Consulate General in HCMC it was possible to collect
the needed information through expert interviews and the distribution and collection of
136 Dutch surveys and 93 Vietnamese surveys.

In this report an answer will be given to the above stated research question. It will be
represented in this report which steps have been taken to be able to answer the main
research question and the experiences that arose while taking these steps. In this report
first of all a clear view was created of what trust is, how it is structured and how trust
emerges this can be found in Chapter 2: Literature review and theoretical framework,
theory on these issues that have been discussed in various literature sources will be
reviewed. Chapter 2 also contains a summary of the expert interviews, which serves as
an addition to the information that was gathered from literature. The literature and the
expert interviews resulted in the set up of the main hypotheses; these can be found in
paragraph 2.7. In Chapter 3: Methodology, an overview is made of the research
methods used throughout this research, it will be clarified how this research was set up
and executed. In Chapter 4: Results, the analysis of the data that was performed is
covered; it is reviewed whether or not the hypotheses are supported or not. In the final
Chapter 5: Conclusions and discussion, the research question will be answered and
feedback will be given on the hypotheses and the literature that was discussed earlier.
Also an evaluation of the research will be made and finally suggestions for further
research will be given.

15
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2 Literature review and theoretical framework

2.1 Introduction

Trust is often a very abstract and sometimes an incomprehensible concept. Besides the
fact that we cannot grasp trust, it is something that is very important and present in many
different areas of everyday human interactions.

Imagine that you go on the internet to buy a book from an online bookstore. You fill in
the form and then fill in your credit card number in order to pay for the book. You have
paid for the book, but you have not received the book yet, you trust that after a couple of
days you will find a package with the book in it on you doorstep. This situation shows
how you put trust in the online bookstore that they will send the book after having
received the payment. The bookstore could easily take the money and never send the
book. As soon as the money is transferred, the choice is in the hands of the bookstore to
either honour or abuse the trust that was given to them by the customer.

A same situation can occur when two companies decide to do business together. One
company, for instance a shipbuilding company, decides to outsource some of its
activities to another company. The shipbuilding company lets a company specialized in
building motors take care of the motor in the ship. In order to make a motor that suits the
ship perfectly the company manufacturing the motor needs specified information about
the ship and its construction. This information is provided by the shipbuilder in trust, but if
the information falls into the wrong hands it could result in the shipbuilder's loss of
business. The shipbuilder trusts the motor builder not to abuse the information that is
given to him and accordingly the motor builder then has a choice to either honour or
abuse the trust.

These are just a few situations that can occur where trust is involved. In order to get a
more clear perspective on what trust exactly is the following section will describe a
definition that will be used throughout the research. After defining trust clearly, it is
explained how many different authors have placed trust in some sort of structuring,
following the mechanisms that precede the creation of trust will be explained, from which
a theoretical conceptual model will be extracted that is used as a base for the research.
All of the above is part of the literature review; the information that was gathered from
the literature was used to set up expert interviews with managers from Dutch and
Viethamese companies, these interviews will be represented in Trust: a viewpoint of

17



Trust in business relations botwoon Dutch and Vietnamese companies by Claire Groosman

people doing business in Vietnam. The expert interviews were used to quickly get a
large amount of information on the situation at hand. The literature review and the
findings from the expert interviews resulted in a set of hypotheses, which can be found in
the paragraph Hypotheses of this chapter. The hypotheses focus mainly on the effect of
communication on the emergence of trust.

2.2 Definition of trust

Many authors that wrote about trust have started out their research or publications with a
definition. In the table that can be found in Appendix A: Definitions of trust (Das & Teng,
2004) an overview was given of these different definitions. In this subsection a broad
overview is given of the different lines of thought that have analysed the concept of trust
over the years. This is done in order to produce one clear view of the matter that is
applicable to this research. In the table it is shown that different authors have different
styles of defining a concept. Some definitions are really short, like Luhmann (1979)
McKnight, Cummings and Chervany (1998) and Zucker (1986) who just see trust as a
set of expectations. Some authors do not even mention a real definition, like Ring (1996)
and Scott (1980). Others try to involve all the different aspects that involve the concept
making it more like an explanation then a definition, like Cummings and Bromiley (1996),
Gabarro (1978), Schienker, Helm and Tedeschi (1973) and Sheppard and Tuchinsky
(1996). In some cases we do not think the definition has a good place in a general and
clarifying theory on trust, because they are either too specified to a certain situation or
have left, in my opinion, important aspects out of the definition, these include the
definitions of Craswell (1993), Dasgupta (1988) and Michalos (1990).

When looking at the content of all the definitions you see that some authors stress the
importance of two aspects: competence and some sort of feeling of obligation that the
trustee has, Barber (1983), Deutsch (1960) mention both, but Sitkin and Roth (1993)
only involve the competence aspect. Some definitions represent the author's clear
assumption that the trustee will have the tendency to act opportunistically, like Bradach
and Eccles (1989) and Madhok (1995).

In a lot of cases the definition involves just a very clear and simple statement that trust
involves confidence or some expectation about the other person’s actions, like Barney
and Hansen (1994), Bhattacharya, Devinney and Pillutla (1998), Boon and Holmes
(1991), Curral and Judge (1995), Gambetta (1988), Hagen and Choe (1998), Hosmer
(1995), Kee and Knox (1970), Lewicki, McAllister and Bies (1998), Mayer, Davis and
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Schoorman (1995), McAllister (1995), Moorman, Zaltman and Deshpande (1992), Rotter
(1967), Sabel (1993). In these definitions it often becomes clear that the trustor deals
with a certain amount of risk in the relationship.

Nooteboom (2002) defines trust as an expectation concerning the behaviour of others.
He adds that trust entails risk, in the sense of a possibility that expectations will not be
met. He makes a distinction between trusting behaviour and trust (underlying
disposition). He then defines trust as “a disposition towards trusting behaviour that is
behaviour with limited safeguards, accepting vulnerability, based on the expectation that
this risk is limited”. This definition that Nooteboom gives is comparable to a large number
of definitions in the table in the appendices that are mentioned in the last part of the
table’s summary.

Deutsch (1962) states that trusting behaviour are the actions that increases one'’s
vulnerability to another who’s behaviour is not under one’s control in a specific type of
situation, a situation in which the loss one suffers if the other (the trustee) abuses that
vulnerability is greater than the gain one receives if the other does not abuse that
vulnerability. This statement of what trust is, is more precise than the earlier stated
‘definition’ given by Deutsch (1960) that can be found in the definitions table.

In the ‘Foundations of Social Theory’, Coleman (1990) elaborates on relations of trust.
He states that “time asymmetries in delivery introduces risk into a unilateral action or
transaction for the party or parties who must invest resources before receiving a return.
The incorporation of risk into a decision of whether or not to engage in the action can be
treated under a general heading that can be described by the single word trust.”

Snijders (1996) defines trust according to the "Trust Game" (see Figure 1 - The Trust

Game).
Exit 5

Player 1 )

Engage

Cooperate 75
Player 2
12.5
Defect

0
20
Figure 1 - The Trust Game (Snijders, 1996)
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Looking at Figure 1, suppose you have a choice between two options, [Exit] the status
quo and [Engage] running the risk of ending up in one of two situations. If you choose
[Engage] you can end up in a situation that you prefer to the status quo, but it is also
possible to end up in a situation you do not prefer to the status quo. Furthermore,
assume that the situation you will end up in is under control of another conscious actor
and that given this other actor's disposition or preferences it is not unlikely that you will
end up in the situation where you are worse off than the status quo. Snijders (1996) then
defines "l trust that other actor" as choosing option [Engage] before you know the other
actor’s behaviour.
All these definitions by different authors are used to clarify the same thing: trust. When
you look closely at all the definitions and statements of trust it becomes clear that two
elements repeatedly appear in most of the definitions and form the key elements of what
we think a definition of trust should contain:

¢ The expectation or perception of the trusting party

e The aspect of a party placing oneself in a vulnerable position or at some risk

towards another party

With respect to this Nooteboom (2002) gives a definition that is in our opinion the
clearest combination of the above mentioned important elements. The definition of trust
used in the continuation of the research will be the following:

Trust is “a disposition towards trusting behaviour that is behaviour with limited
safeguards, accepting vulnerability, based on the expectation that this risk is limited”
(Nooteboom 2002).

2.3 Structuring of trust

Next to having a clear definition it is also necessary to get a better view on who is
involved in the trust relation and how trust is structured.

Coleman (1990) gives a very clear description of what the whole system of trust looks
like. He says that in a trust relation there are, at minimum, two parties: the trustor (the
trusting party) and the trustee (the party that is to be trusted). It is assumed that both
parties have the aim of satisfying their interests, whatever those might be. The potential
trustor's decision is nearly always problematic. The trustee also has a choice between
keeping and breaking the trust. The trustee may stand to gain in the short run by
breaking the trust, but loses in the long run by never again being trusted by that trustor
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and other trustors in the future. The placement of trust allows an action on the part of the
trustee that would not have been possible other wise, it involves putting resources in the
hands of parties who will use them to their own benefit, to the trustor’s benefit, or both. If
the trustee is trustworthy, the person who places the trust is better off than if the trust
was not placed, whereas if the trustee is not trustworthy, the trustor is worse off than if
the trust was not placed. The action of placing trust involves the trustor's voluntary
placing resources at the disposal of another party, without any real commitment from the
other party. Finally it is stated that every situation involving trust has to do with future
actions on the part of the trustee.

According to Coleman (1990) the decision for the placement of trust (trusting behaviour)
depends on the following equation:

Decision: yes, if p/1-p > L/G
indifferent, it p/1-p =L/G
no, if p/1-p < L/G

Where, p = chance of receiving gain (the probability that the trustee is trustworthy), L =
potential loss (if the trustee is untrustworthy), G = potential gain (if the trustee is
trustworthy).

Often the amount to be lost is well known. The potential benefits or gains from placing
trust are also sometimes well known, however the amount to be gained is less well
known than the amount to be lost. Often the least well known of the three quantities (p, L
and G) is the probability that the trustee is trustworthy (p). In this case information will
have the effect of changing one’s estimate of the probability of gain. The probability that
the trustee will keep the trust depends greatly on the possible gain and possible loss.
The amount of possible gain and possible loss also should affect the extent of the
search for additional information. It is important to consider that the trustee may have
something to gain from being trusted in the future. Coleman states that a close
community among potential trustors leads to greater trustworthiness. A trustor must
make a decision about whether to place trust in a potential trustee; there is a chance of
forgone benefits if he fails to place trust and the potential trustee proves to be
trustworthy. The trustee in turn wants to keep the trust if it is to his long-term benefit to
do so, but to break it if it is not. The trustor must use the information, and perhaps
search for more information and revise his view over time, as in an adaptive control
system. Beyond all this, however it is to the trustor’s interest to create social structures in
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which it is to the potential trustee’s interest to be trustworthy, rather than untrustworthy
(Coleman 1990).

Nooteboom (2002) writes about the importance and the nature of trust, which according
to him arises from the unpredictability, or radical uncertainty, of human behaviour. He
states that trust can be calculative, but most inevitably goes beyond calculation to be a
wager on behavioural options, that are unknowable. He states that a distinction must be
made between objects, people, organisations, institutions and socio-economic systems
as objects of trust. These objects of trust act on the information they have, but the
objects of trust know that they do not have all the relevant information. Very important
here is that a distinction is made between trust, on the part of the trustor, and
trustworthiness, on the side of the trustee. It must also be taken into account that
behaviour and experience in specific relations have effects on the trust that one has in a
system. Nooteboom (2002) suggests a system where trustors, trustees, limits or
conditions of trust, stakes involved, sources of trustworthiness and mental, psychological
sources of trust play a key role.

Different authors have used different ways to structure trust or to break it up in more
conceivable pieces. Zucker (1986) structures trust production in three modes: process-
based, characteristic-based, and institutional-based trust production. In process-based
trust production trust is tied to past or expected exchange such as reputation or gift-
exchange. In characteristic-based trust production trust is tied to a person, depending on
characteristics such as family background or ethnicity. Institutional-base trust production
refers to trust that is tied to formal societal structures, depending on individual or firm-
specific attributes or on intermediary mechanisms. Zucker explains that the three modes
are not evolutionary. And that they depend on concrete circumstances under which
exchange typically takes place in a social system; they are strongly affected by long-term
processes, and hence do not change rapidly.

Shapiro et al. (1992) determine three bases of trust: First of all there is deterrence-based
trust, which exists when the potential costs of discontinuing the relationship or the
likelihood of retributive action outweighs the short-term advantage of acting in a
distrustful way. Secondly they identify knowledge-based trust which is trust that occurs
when we predict that another party will behave cooperatively. And finally there is
Identification-based trust, which assumes that one party has fully internalized the other’s
preferences. They believe that it is possible to create and sustain trust, leading to
significant benefits for business relationships. They recognize that the simultaneous
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existence of all three bases of trust may be infrequent or costly, and the requirement for
them all to be present severely restricts the number of occasions managers can use a
handshake as the basis for an agreement (Shapiro et al. 1992)
McAllister (1995) makes a clear distinction between affect and cognition based
interpersonal trust. He states success of past interaction, the extent of social similarity
and organisational context considerations as cognition based factors and a positive level
of citizenship behaviour and frequency of interaction as affect based factors.
All these authors have structured trust in a certain way. This is an important aspect of
getting an idea of how trust works. Because in this research we will not be looking at
what kind of trust we are dealing with, but at how trust emerges it is important to focus
on just the elements that affect the emergence of trust, which we identify here as:

e The trustor

e The trustee

e External factors

2.4 Mechanisms for the creation of trust

Defining and structuring trust, as has been done in the previous subsections, is
important to see that trust is not a stand alone concept. Trust functions in a system,
where certain factors trigger the emergence of mechanisms, which in turn resuit in the
creation of trust. This research focuses on what mechanisms occur and what the
environment looks like in which trust emerges.

A model developed by Mayer (1995) (Figure 2) was designed to focus on trust in an
organizational setting involving two specific parties: a trustor and a trustee. The model
explicitly encompasses factors about both the trustor and the trustee. He explains that
one factor that will affect the trust one party has for another involves traits of the trustor.
Some parties are more likely to trust than others. He calls this the propensity to trust,
which is proposed to be a stable within-party factor that will affect the likelihood the party
will trust. People with different developmental experiences, personality types and cultural
backgrounds vary in their propensity to trust (e.g. Hofstede, 1980). Mayer states that ‘the
higher the trustor’s propensity to trust, the higher the trust for a trustee prior to availability
of information about the trustee’.

Mayer (1995) also claims that to understand why a given party will have a greater or
lesser amount of trust for another party one has to consider the attributes of the trustee,
the trustworthiness of the trustee. He states that the variables that help build the
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foundation for the development of trust are ability, benevolence and integrity. Ability is
that group of skills, competencies, and characteristics that enable a party to have
influence within some specific domain. The domain of the ability is specific because the
trustee may be highly competent in some technical area, affording that person trust on
tasks related to that area. Benevolence is the extent to which a trustee is believed to
want to do good to the trustor, aside from an egocentric profit motive. Benevolence
suggests that the trustee has some specific attachment to the trustor. Integrity is
explained to be the trustor’s perception that the trustee adheres to a set of principles that
the trustor finds acceptable. Such issues as the consistency of the party’s past actions,
credible communications about the trustee from other parties, belief that the trustee has
a strong sense of justice, and the extent to which the party’s actions are congruent with
his or her words all affect the degree to which the party is judged to have integrity.
Ability, benevolence, and integrity are important to trust, and each may vary
independently from one another, but only in so far that they are separable.

Mayer proposes that ‘trust for a trustee will be a function of the trustee’s perceived
ability, benevolence, and integrity and of the trustor’'s propensity to trust. When ability,
benevolence, and integrity are all perceived to be high, the trustee would be deemed
quite trustworthy. However, trustworthiness shoulid be thought of as a continuum, rather
than the trustee being either trustworthy or not trustworthy. Each of the three factors can
vary along a continuum.

The proposed model can explain trust before any relationship between two parties has
developed. As a relationship begins to develop, the trustor may be able to obtain data on
the trustee’s integrity through third-party sources and observation, with little direct
interaction. Because there is little information about the trustee’s benevolence towards
the trustor, Mayer suggests that integrity will be important to the formation of trust early
in the relationship. As the relationship develops, interactions with the trustee allow the
trustor to gain insights about the trustee’s benevolence, and the relative impact of
benevolence on trust will grow. Thus the development of the relationship is likely to alter
the relative importance of the factors of trustworthiness.

It is argued that risk is an essential component of a model of trust. There is a
fundamental difference between trust and trusting behaviour which lies between a
willingness to assume risk and actually assuming risk (Mayer 1995). Trust will lead to
risk taking in a relationship. Assessing the risk in a situation involves consideration of the
context, such as weighing the likelihood of both positive and negative outcomes that
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might occur. The stakes in the situation will affect the interpretation of the risk involved:;
this issue was mentioned before when referring to Coleman (1990). Mayer proposes that
the level of trust is related to the level of perceived risk in a situation. If the level of trust
surpasses the threshold of perceived risk, then the trustor will engage in the risk taking in
relationship. If the level of perceived risk is greater than the level of trust, the trustor will
not engage in the risk taking in relationship. Whether or not a perceived risk will be taken
by the trustor is influenced by both the amount of trust for the trustee and by the
perceived risk inherent in the behaviour.

The trustor's perception and interpretation of the context of the relationship will affect
both the need for trust and the evaluation of trustworthiness. The level of trust will evolve
as the parties interact. The model incorporates the dynamic nature of trust. Mayer
proposes that the outcome of the trusting behaviour will influence trust indirectly through
the perceptions of ability, benevolence, and integrity at the next interaction.
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Figure 2 - Proposed model of trust (Mayer 1995)

In a paper by Fisman and Khanna (1999), they use the term ‘historical residue’ to refer to
the part of trust that is a consequence of historical experiences. In general economists
assume trust to be a direct result of the traditional economic assumptions of rational
utility-maximization. Fisman and Khanna state that it is commonly accepted that there
must be some degree of ‘generalized morality’ operating that discourages opportunistic
behaviour.

In terms of personal relations, the types of trust given by Shapiro et al. (1992) are
consistent with much of recent literature. They include the following types of trust:
Deterrence-based trust, which is based on the threat of punishment if consistent
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behaviour is not maintained (rational trust); Knowledge-based trust, which occurs when
each party has enough information about the other to accurately predict the other’s
behaviour; Identification-based trust, which results when each party has fully internalized
the other’s preferences, so that one party may serve as the other’s agent, with the other
being confident that her interests will be fully protected.

These sources of trust will each be affected by the institutional environment in which
they operate. Fisman and Khanna (1999) provide brief descriptions of some dominant
models of information and cooperation in the social sciences as they pertain to the ideas
of trust outlined above. The first two categories reviewed below explicitly model the trust-
information relationship; the last category emphasizes trust as a consequence of
historical processes.

With deterrence-based trust it is intuitive that, if players are less able to monitor the
actions of others, there will be less cooperation. This theory predicts a positive
correlation between trust and information. For knowledge-based trust it is straightforward
that better information flows imply greater trust, as both of these types of trust rely on
learning about others’ behaviour and preferences. There is some experimental evidence
that knowing others’ preferences can help coordination. Experimental economists have
also reported the robust finding that preplay communication leads to greater
cooperation. The situation becomes more complicated when we move away from a
simple model of dyadic relations. In their work on third-party gossip, Burt and Knez
(1996) suggest that trust is increasing in the frequency of interaction between two parties
involved.

The theories that suggest a positive correlation between trust and information flows are
not always specific about the mechanism by which the information flows occur. Some
theoretical reasoning (Bolton, 1991; Roth, 1995) suggests that face-to-face
communication allows parties to understand and emphasize with one another, which
affects the utility each places on the other’'s outcome and contributes to the building of
trust.

Given the findings of Valley et al. (1998) that the medium of communication affects trust
formation, Fisman and Khanna (1999) feel that it is important to be sensitive to the
distinction between one-way and two-way information flows in the estimations below.
The theoretical reasoning and experimental evidence suggest that the act of information
exchange through two-way communication media is more likely to be the source of an
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information-trust correlation than is information exchange through one-way
communication media.

Ability to communicate is only a part of the communally enforced cooperation that may
be considered ‘trust’. In larger, urban communities, social ties may be too diffuse to
effectively blacken a cheater's reputation through word-of-mouth communication.
Research suggests that phone usage is complementary to urbanization, i.e., telephones
are a more dominant means of communication in urban areas. If this were the case, the
marginal effect of phones on trust would be expected to be affected by the level of
urbanization.

The results of the research done by Fisman and Khanna strongly suggest a positive
relationship between ability to communicate and level of perceived trust. The robust
positive correlation between ‘trust’ and a measure of two-way communication is
consistent with the predictions of most of the theories discussed above. Several theories
proposed by economists and sociologists predict a positive relationship between trust
and information flows, this is confirmed by Fisman and Khanna.

‘Generalized morality’ deals with the simple intuition that the average level of trust should
be independent of information flows. Fukuyama (1995) has argued that trust is the result
of shared values that allow individuals to subordinate their interests to those of larger
groups, and that these shared values are the result of historically determined cultural
heritage. This and the propensity to behave non-opportunistically, have little to do with
the availability of information.

Both the theoretical and empirical literature suggests the presence of a cultural
component to trust. Huntington (1996) lists six basic cultures — Western, Orthodox, Sinic,
Hindu, African, and Latin American, as a means of grouping similar countries. The
summary statistics suggest that the mean trust level in Western countries is higher than
that in any of the other culture categories. A different proxy for the cultural component of
trust comes from Putman (1993), who argues that trust is a habit formed during
generations of ‘horizontal networks of association’. Fisman and Khanna take the
percentage of the population belonging to a hierarchical religion as an ‘exogenous’
measure of generalized trust.

In this subsection some important issues emerged. It was proved in earlier research that
these issues have proven to be of influence to the emergence of trust and will be taken
into account in the rest of the research:
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e Propensity to trust; a stable within-party factor that will affect the likelihood the
trustor will trust. People with different developmental experiences, personality
types and cultural backgrounds vary in their propensity to trust. ‘The higher the
trustor’'s propensity to trust, the higher the trust for a trustee prior to availability of
information about the trustee’.

e Trustworthiness; attributes of the trustee that affect the amount of trust given by
the trustor, which are ability, benevolence and integrity.

e Perceived risk or the stakes that are involved in giving trust.

e A positive correlation between trust and information and a positive relationship
between the ability to communicate and the level of perceived trust

o Historical residue/ cultural heritage; mentioned before as part of the propensity of
trust but plays an important role in this research because we focus upon the
relationship between Dutch and Vietnamese companies, which makes cultural
issues very important.

2.5 Conceptual model of trust

The theory given in the previous subsection gives a clear view of how different authors
show that several processes facilitate the emergence of trust. With these processes and
a more general picture that is made by defining and structuring trust, trust is placed in a
bigger picture. It becomes clear that when looking at trust it does not just involve party A
and party B, because in most cases other aspects influence the decision of both party A
and party B. 1t would be too simplified to state just the actions of the two parties involved.
Especially when looking at how the emergence of trust can be facilitated, it is important
to look at the different aspects that are the reason that certain mechanisms will occur.
The presence of these mechanisms will in turn affect the level of trust in a relationship.
Out of the literature four elements arise that are of influence to the emergence of trust:
the trustor, the trustee, external factors in the relationship and the stakes involved. In
turn the trustor is dependent of its propensity to trust, this is a concept introduced by
Mayer (1995). The trustor's propensity to trust are things like the trustor’s personality,
developmental experience and cultural factors that influence whether or not the trustor
will have a tendency to trust, relatively independent of the amount of information that is
provided to the trustor. Whether or not the trustee is trustworthy depends on several
factors, which are here called the sources of trustworthiness which Mayer (1995) defines
to be ability, benevolence and integrity of the trustee.
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Next to the trustor and the trustee certain external factors and the stakes involved
influence the level of trust. One can think of the availability of a suitable legal system as
an external factor and the amount of money involved in a transaction or possible
punishments when abusing the trust as stakes involved, these stakes were mentioned
before by both Coleman (1990) and Mayer (1995).

These four elements affect the level of trust and influence the mechanisms that cause
the emergence of trust. Obviously trust will lead to certain outcomes, which will affect
future trust relations. In Figure 3, below, a model of trust was set up in order to be able to
look at trust from a broader, more complete perspective.
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Figure 3 - Situation of trust

Looking at what actually happens with these four elements that precede trust and why
they result in trust (or not), the question “why does trust emerge?” arises. A closer look
was taken at a certain mechanism that affects the emergence of trust.

In the previous paragraph it becomes clear that in several theoretical sources the
availability of information on the different aspects represented in Figure 3 is a recurring
element and seems to be of great importance. The ability to communicate and the way in
which this communication takes place also seem to be part of the mechanism that
affects the emergence of trust.

The following relates to this availability of information. It seems that the trustor tends to
trust the trustee when he can predict (or thinks he can predict) the actions made by the
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trustee. Because when the trustor has some idea of what the trustee will do, the trustor
can judge whether those actions of the trustee will be beneficial to the situation that the
trustor is in. But it often appears not to be so simple, like Madhok (1995) remarks “a
trustful relationship does not just happen. It evolves gradually over time through
repeated successful interaction and had to be carefully nurtured through various forms of
hard and soft commitments”.

As mentioned before the results of the research done by Fisman and Khanna strongly
suggest a positive relationship between ability to communicate and level of perceived
trust, next to that we suggest that the ability of the trustor to predict the behaviour of the
trustee is strongly affected by the way the information is communicated. From this
theoretical review not only emerges the importance of communicating information within
the model, but it also stresses that the trustworthiness of the trustee and cultural
components make the emergence of trust such a complex matter. These theoretical
views have been taken into consideration when setting up the hypotheses.

2.6 Trust: a viewpoint of people doing business in Vietnam

2.6.1 Introduction

The expert interviews that were held when first arriving in Ho Chi Minh City were used to
get a quick and general idea of what the current situation between Dutch and
Vietnamese companies looks like. The ‘experts’ that were interviewed were asked about
their experiences with how business is conducted between Dutch and Vietnamese
companies, what the problems are that companies deal with and how the emergence of
trust affects the relationship between Dutch and Viethamese companies.

These interviews were mostly conducted among Dutch business people who are
experienced in doing business with Viethamese companies. Two of the experts were
managers of Dutch companies that are currently active in Vietham. One of the interviews
was with the chairman of the Dutch Business Association who has experience in doing
business in Vietnam for 16 years. One interview was with a Dutch businessman who has
been active in Dutch-Vietnamese business in the past and whose primary activity now is
to advise Vietnamese businesses. Next to that, an interview was conducted with a
Vietnamese businessman who was raised and educated in The Netherlands, but has
now started a company in the south of Vietham and has extensive contact with Dutch
businesses and government. He plays an important and interesting matchmaking role
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between Dutch and Vietnamese organizations. Finally also two interviews were
conducted with people from the Vietnamese side, one with the economic officer at the
Dutch Consulate General and one with a manager of a Viethamese company that has a
very international focus of doing business.

First of all the expert interviews were conducted in order to gather useful information
about how problems of trust influence the relationship between Dutch and Vietnamese
companies. But these interviews were also very useful to get a clear general picture on
doing business with Vietnamese companies and how to proceed with the rest of the
research. We must emphasize the fact that this information is from a limited number of
people, it cannot be assumed that the statements made are the general opinion of the
Dutch or the Vietnamese business people, but it gives us a good idea of how business is
conducted.

One thing that becomes very clear is that in Vietnam building trust is seen as the basis of
all relationships. Trust in Vietnam is a very important aspect in everyday life; this is
because all contact in Vietnam is based on relationships. The following illustrates this:
“Business emerges from the fact that people know each other”. To be more precise this
means that often contact is made through another party that knows both companies and
people within the company. After that it is important to get to know the other party, learn
from them, build a relationship with them, following this often there is a visit and after that
the final decision whether or not to cooperate with one another might be made.

2.6.2 Manners and customs

When dealing with the communication between two companies it is of great importance,
in order to be able to understand each other, to look at the differences in the business
cultures of the two companies. Vietnamese companies only have been on the world
market for a very short time; this can result in the fact that they have limited knowledge
and experience in doing business on the international market. This results in a difference
in level of development between the Dutch and the Vietnamese economy and therefore
between Dutch and Viethamese companies.

These differences cause problems in communication between Dutch and Vietnamese
companies and these communication problems are suggested to have a negative effect
on the emergence of trust. When looking at the differences in Dutch and Vietnamese
business culture you see that the Vietnamese show risk avoiding behaviour and in
meetings image forming is more common than the forming of judgments or decisions
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For a Vietnamese company an agreement is not valid until a down payment is made or
the agreement has officially been put on paper. Where it appears that the Dutch treat the
whole process of building a relationship very lightly. It seems to be that Dutch people
trust really easily, even sometimes someone’s word can be enough.

Something that is mentioned several times is the fact that differences in the conception
of when something is a deal. Dutch business people take the fact that the other party
has the intention to do business as a confirmation that there will be a deal in the future,
they will quickly take the other party’s word for it. A Dutch person might even consider a
handshake to be a legitimate way of sealing a deal, in contrast to what the Vietnamese
might think. The Vietnamese business people consider a deal to be sealed when a
contract is signed or when part of the payment has been done. This difference in the
way of doing business is of great influence to the way people communicate and this
difference in understanding about when something is a deal can lead to big
misunderstandings, and misunderstandings are not beneficial to the emergence of trust
between Dutch and Vietnamese companies. Sometimes a Dutch company can even see
this behaviour of the Vietnamese company as a lack of trust

2.6.3 Culture

In this research a special interest is taken in the relationship between Dutch and
Viethamese companies. It seems obvious that cultural issues will have an effect on this
relationship. It is suggested by Doney et al. (1998) that culture is an attribute that
develops within any identity group enduring over time. They signal a growing need to
understand how culture and trust interact. In Mayer's model (1995) he proposes that
cultural backgrounds are of influence to the trustor's propensity to trust. The extent to
which these cultural issues affect this relationship and the relationship between Dutch
and Vietnamese companies is unknown.

A very crucial aspect of the Vietnamese is that they always try to keep the peace, a good
atmosphere is really important for the Vietnamese; they try to create this situation at
almost all cost. This is related to the fact that a Vietnamese person cannot lose one’s
face. An example of this behaviour is that even though something goes wrong in a
business transaction, the Vietnamese party cannot reveal the fact that something went
wrong, or that they do not understand part of the agreement, because that would mean
losing face, instead they just say nothing and hope that everything will be solved by
itself.
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This is in great contrast with how Dutch people act. Dutch people, both in everyday life
and in business, are blunt and to the point and expect their partners to have the same
attitude. Deals can be made, but when something goes wrong on the side of the partner,
the Dutch expect that the other party will inform them about this. With this openness they
can look for solutions to their common problem together. Experts claim that the
Vietnamese companies appreciate this openness and honesty of the Dutch.

Dutch companies that have the intention of doing business in Vietham need to identify
with the culture and take enough time to build a relationship and make sure that the
Vietnamese partner understands what their position is and provide insight in their
actions.

The Vietnamese think that the Dutch are very reliable, especially when it concerns
keeping appointments. But it is thought that Dutch companies lack the patience to do
business, the following illustrates this: “| experience that they (the Dutch) are often not
well prepared to meet with the Viethamese partner, they often do not have specific plans
of what they want to do.”

Even though the Viethamese experience the openness and honesty of the Dutch as very
pleasant, it is not something they can do themselves. Of course there are some
exceptions to the rule, but in general these differences are something that both the
Vietnamese and the Dutch should be informed about and some people will be able to
deal with them better than others.

Hierarchy has an important aspect in everyday Vietnamese life; therefore it has a strong
influence on company life as well. In addressing someone it is taken into consideration
whether someone is older or younger, the position that person has within the company
or even the length of a relationship. When the way of addressing a peer is not
considered proper, this can have a negative effect on the development of the
relationship between two companies. This hierarchy causes a situation where people
cannot make decisions without verifying the decision with someone higher in rank.

There is also a difference in how the Vietnamese and the Dutch deal with time. The
Dutch are prone to want to get a deal done as quickly as possible. The Vietnamese
rather take more time. It can be insulting to a Vietnamese company when they are
approached in the to-the-point way of communicating that Dutch companies tend to use.
Vietnamese companies stress on the fact that it is important to them to take time to
invest in building a relationship with another company.
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It seems to be the case that the longer the duration of the relationship between a Dutch
and a Vietnamese company, makes the trust between them grow and the relationship
becomes more stable.

An issue that is related to time is the fact that Viethamese companies focus on short-
term company policy. It seems normal that when a company has to struggle to stay up
and running does not have the time or the resources to be able to afford any long-term
strategies. Whereas Dutch companies, that are well established in the Netherlands and
who have decided to see what their opportunities are on the Vietnamese market are
more focussed on a long term-strategy. This results in a strong difference in point of view
between Dutch and Vietnamese companies.

These are only a few of the cultural differences between Dutich and Vietnamese
companies and the extent of the differences also depends on how conservative or
traditional the Vietnamese company is. Unfortunately it is beyond the scope of the
research to go into this any further

2.6.4 Rules and regulations

An interesting aspect of Vietnamese society is the regulatory aspects that influence a
company’s movements. In the expert interviews it becomes clear that companies, both
Vietnamese and Dutch have to deal with problems regarding the Vietnamese regulatory
system. Complex customs procedures (import/export), large amounts of paperwork and
bureaucracy, corruption and the lack of transparency of the legal system (the laws can
be interpreted in different ways), cause many problems for both Vietnamese and Dutch
companies; it not only influences their day to day activities, but it also affects the way the
companies treat each other. A lot of control points and audits are demanded, partly
because of the fear of corruption; this in turn can cause a lack of trust with the partner
company.

2.6.5 Practical issues

Something that is a recurring aspect is the problems with language between the
Vietnamese and the Duich companies. Dutch business people assume that the
Vietnamese should be able to speak English, but many Vietnamese still have problems
with mastering the English language. In addition to that often reply from Vietnamese
side, after making the first contact, takes too long a time. This is often caused by
problems with e-mail and fax, which also causes communication difficulties. Because of
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the differences in language and the fact that most Vietnamese have problems
expressing themselves in English a situation might arise where one party might think that
something completely different has been agreed upon than what the other party thinks.
Vietnamese also do not seem to like to do business through information over the internet
or through using email, they prefer communication via handwritten letters or faxes,
physical documentation have their preference over electronic documentation. Meetings
can be in Viethamese when it concerns local partners and every arrangement has to be
put in writing, fax or letter. Again whether or not this is a normal way of conducting
business depends heavily on how conservative or official a company is. Some
companies state that all communication goes through email conversation, most of the
time this is the case with companies who do a lot of business with international
companies.

Finally there is the difference in body language, which is a concept that is difficult to
grasp. These differences in body language and non-verbal expressions can have a large
effect on how the people react to each other in a conversation, but it is something that is
not very obvious, therefore it is difficult to detect and hard to determine whether or not it
is of influence to the emergence of trust between two people.

2.6.6 Effects of trust issues

According to experts, problems of trust affect the collaboration and the level of
trade/investment between Dutch and Vietnamese companies in a way that the whole
process of doing business can stagnate because of it. Next to that it often happens that
when business did not go as planned, because maybe the company did not deliver what
was agreed upon, this is not openly communicated by the Viethamese partner. This is
seen as an abuse of trust with the result that the company will not do business with that
partner again, and maybe even consider not doing business with similar companies
because of it.

2.6.7 Suggestions for solutions from practice

In the expert interviews also some suggestions for solutions arose. Getting rid of the
corruption is seen as one of the major solutions to untrusting behaviour of the
Viethamese, because then people do not have to take precautions against possible
disadvantages for themselves or their company. But this is something that is much
easier said than done, it will take many years, generations have to pass, before a
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problem like that can really be taken out of so many aspects of business life in Vietnam.
From the Dutch perspective a safe policy can be to only do business with companies
that act professionally and make sure that they are not corrupt, this can be established
by only doing business with companies that have a lot of experience with doing business
with international companies and have a commercial way of doing business.

Establishing a good reputation within the Vietnamese business network and having
relations with important and influential people can make doing business easier for a
Dutch company. Building up a good history with a company, but also when a company
has done good business before with another company, this will be of positive influence
to the emergence of trust with a new company.

It is important for a Dutch company to not give an arrogant attitude, because when they
do not adapt to the way things go in Vietnam, they will not succeed. It is crucial to always
look at the situation from both the Dutch as well as the Vietnamese point of view. Many
experts suggested that the Viethamese companies should play a more active role in the
international market, trying to get used to how things are done when dealing with
companies from other countries. It is also important that the Viethamese improve their
English and improve their management and organisational skills, their communication
systems and their timing.

In these expert interviews many differences between Dutch and Vietnamese people and
companies came to light, differences in cultural aspects but also differences in business
ethics.
There are three recurring issues that are put forward by the experts in the interviews:
e The importance for Vietnamese people not to lose face and the strong effects this
has on the way the Vietnamese do business.
e The difference between Dutch and Viethamese business ethics about when
something is a deal and the misunderstanding that this can lead to.
¢ Problems with rules and regulation in Vietnam and the existence of corruption.

2.7 Hypotheses

2.7.1 Introduction

The results of the research done by Fisman and Khanna (1999) strongly suggest a
positive relationship between ability to communicate and level of perceived trust. But
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when dealing with the emergence of trust it often appears not to be so simple, like
Madhok (1995) remarks “a trustful relationship does not just happen. It evolves gradually
over time through repeated successful interaction and had to be carefully nurtured
through various forms of hard and soft commitments”. This is also the case when we
look at how trust emerges between Dutch and Vietnamese companies. In this section we
will deal with several aspects that possibly influence the emergence of trust.

As we see that a relationship evolves over time, | suggest that this growth of the
relationship occurs in two phases: the initial phase and the deepening phase. The initial
phase is where the first contact is made and the first impression is given by both parties.
When you have a closer look at the initial contact between Dutch and Vietnamese
companies, differences can be seen in how the two parties approach the contact. When
considering trust in the initial phase of the relationship it is said by experts (Anonymous
expert interviews, 2006) that Viethamese do not trust the other party straight after the
first contact, where as the Dutch companies seem to take this initial phase more lightly.
Developing trust from the Vietnamese side takes a lot of time and is not established by
just sending one extensive email. This information from the expert interviews makes a
statement about the fact that trust emergence might be different for Viethamese and
Dutch companies. In literature it is also suggested that trust is influenced by cultural
heritage (Fukuyama, 1995; Mayer, 1995; Huntington, 1996), this results in the following
hypothesis:

Hypothesis 1. Emergence of trust in the initial contact phase occurs quicker with
Dutch companies than it does with Vietnamese companies.

The deepening phase is where the relationship is further developed; often in this phase
official agreements are made, like contracts or other arrangements. In order to get more
insight into the deepening phase it is important to find out more about the process that
influences the emergence of trust in the relationship between Dutch and Vietnamese
companies. It was determined that the process of communicating information between
two parties is of great importance here.

2.7.2 Communication

2.7.2.1 Introduction

The availability of information is not enough for trust to emerge; it is also of importance
how this information is transferred. As Gambetta (1988) states it “even if people have
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perfectly adequate motives for cooperation they still need to know about each other and
to trust each other”.

Trust emerges through the process of communication; therefore differences in how the
communication takes place between two companies affect this process. According to
experts (Anonymous expert interviews, 2006) and literature there are several aspects
that influence the communication process.

2.7.2.2 Language

The lack of knowledge of any other language than Vietnamese is of disturbance to the
communication process between Viethamese and Duich companies. Sometimes when
the English language is used as means of communication Viethamese do not
understand what is said, or in some cases feign not to understand in order not to lose
face. With the use of an interpreter to a certain extent it is guaranteed that both parties
understand what is said and the communication between the Dutch and the Viethamese
company might be better. When the communication between two parties is better, it is
suggested that the Dutch company can better predict what the Viethamese company’s
behaviour will be. It is expected that when the Dutch company can better predict the
actions of the Vietnamese company that it is more likely that trust will emerge.
Hypothesis 2. When an interpreter is used it is more likely that the Dutch company
will trust the Vietnamese company, than when no interpreter is used

2.7.2.3 Non-verbal expressions

When two people meet and talk not just the words that one person brings across to the
other person makes the conversation, also non-verbal expressions cause for the
conversation to have extra meaning. This is something that differs across countries and
cultures. You do not always realise that when you make a movement with your hand that
means one thing to you, that it can mean something completely different to someone
else. There are many different non-verbal expressions that differ in Dutch
communication and in Vietnamese communication. The proper awareness and use of
these non-verbal expressions is of great importance to the understanding between two
people, when a Dutch company understands the Vietnamese company better, it is
suggested that the Dutch company can better predict what the Vietnamese company’s
behaviour will be. It is expected that when the Dutch company can better predict the
actions of the Vietnamese company that it is more likely that trust will emerge, and vice
versa.
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Below some examples are given of these non-verbal expressions that differ in Dutch
communication from Viethnamese communication.

The use of direct eye-contact and mode of greeting seems to differ when it concerns
Dutch and Vietnamese people, where Dutch people are very open with eye-contact and
greeting, it is for Viethamese people more respectful to not make direct eye-contact and
be humble when greeting someone. Also the communication style, like smiling whilst
talking is really normal for Viethamese people, but the Dutch might think that when
someone continuously smiles he or she might have something to hide. Finally giving gifts
is very usual in Vietnam but it is not in The Netherlands.

These differences will influence the emergence of trust between Dutch and the
Viethamese companies.

Hypothesis 3. When there are differences in non-verbal expressions between Dutch
and Vietnamese companies it is less likely that the Dutch
company will trust the Vietnamese company, than when there are
no differences with this respect.

Hypothesis 4. When there are differences in non-verbal expressions between Dutch
and Vietnamese companies it is less likely that the Vietnamese
company will trust the Dutch company, than when there are no
differences with this respect.

2.7.2.4 Mode of communication

Valey et al. (1998) suggest that “the mode of communication in a negotiation affects both
the efficiency of outcomes and the distribution of available surplus”. This suggests that
the mode of communication of information influences the way that the trustor can predict
the behaviour of the trustee and therefore influences the emergence of trust the trustor
has in the trustee.

A distinction is made between three different dimensions of communication:

A: Immediate vs. Delayed
B: Two-way vs. One-way
C: Direct vs. Indirect

When it concerns immediate communication between two people, both actors in the
conversation can react immediately to what the other actor says, opposed to delayed
communication, like letter-writing, where the reaction of the other party will have a delay.
With two-way and one-way communication it is meant that the information flow is
possible from either two directions, like letter writing, or one direction, like television.
With direct and indirect communication a distinction is made between whether the
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communication is between two people or whether intermediation is done by a third
person or institution.

It is suggested in literature (Bolton, 1991; Roth, 1995; Valley et al., 1998; Fisman and
Khanna, 1999) but also in the expert interview (Anonymous interviews, 2006) that when
two companies use immediate, two-way and direct communication modes both in the
initial and the deepening phase it will have a more positive effect on the emergence of
trust than when these communication modes are not used.

Hypothesis 5.  When more immediate modes of communication are used during
both the initial and the deepening phase it is more likely that the
Dutch company will trust the Vietnamese company, than when no
immediate communication is used.

Hypothesis 6.  When more two-way modes of communication are used during both
the initial and the deepening phase it is more likely that the Dutch
company will trust the Viethamese company, than when no two-way
communication is used.

Hypothesis 7. When more direct modes of communication are used during both the
initial and the deepening phase it is more likely that the Dutch
company will trust the Vietnamese company, than when no direct
communication is used.

In the expert interviews it was mentioned that in Vietnam the fact that the two parties are
introduced by someone else that knows both parties is a very common situation and in
most cases preferred way of getting two companies together, this is not a necessity in
Dutch communication. It is believed that introduction through a third-party is beneficial to
the emergence of trust with a Viethamese company

Hypothesis 8.  When communication through a third party is used in the introduction
it is more likely that the Viethamese company will trust the Dutch
company, than when no third party is used.

2.7.2.5 ICT use

In the last few years large charges have occurred in the way people communicate.
Through ICT it has become easier for Dutch companies to get information on a
Vietnamese company or get in touch with possible Viethamese partners. It is interesting
to have a look at the effect this technology has on the emergence of trust between Dutch
and Viethamese companies.

It is suggested that up until now a majority of the Vietnamese companies prefer having
all communication with either letters or fax. Electronic communication is not seen as
official and often the systems cannot be depended upon when it comes to reliable
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exchange of information. Some Vietnamese companies who have more experience with
doing business with international companies have no problems with using ICT and
electronic communication as the main and official way of doing business.

We suggest that because ICT makes it easier for a Dutch company to get information on
and approach a Vietnamese company, this makes the communication between the two
companies easier too. When the communication between two parties is better, it is
suggested that the Dutch company can better predict what the Viethamese company’s
behaviour will be. It is expected that when the Dutch company can better predict the
actions of the Viethamese company that it is more likely that trust will emerge.

Hypothesis 8.  When ICT is used for communication between two companies it is
more likely that the Duich company will trust the Vietnamese
company, than when no ICT is used.

2.7.2.6 Experience and knowledge

In 1986 the Vietnamese market was opened up, so Vietnam has only been on the
international market for a relatively short period. This causes some a lack of experience
in dealing and communicating with companies from other countries and cultures. It is
suggested that knowledge on how to communicate with international companies needs
to develop more in Vietham. As mentioned before, it was also observed that to a large
extent within Vietnamese companies there appears to be a lack of knowledge and
experience on newer communication media, like e-mail. Therefore using these media is
not as common for Vietnamese companies as it is for Dutch companies, which
influences the ease of communication between two companies. When the Dutch
company uses e-mail as an official communication medium and the Vietnamese
company still uses handwritten letters this causes discrepancy in the communication
between the two companies.

It is suggested that when a company has more knowledge and experience in doing
business with other companies and other business cultures, the better they will be able
to communicate with a possible Dutch partner. When the communication between two
parties is better, it is suggested that the Dutch company can better predict what the
Vietnamese company’s behaviour will be. It is expected that when the Dutch company
can better predict the actions of the Viethnamese company that it is more likely that trust
will emerge.
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Hypothesis 10.  When Vietnamese company has more knowledge and experience in
doing business with other companies and cultures it is more likely
that the Dutch company will trust the Vietnamese company, than
when the Vietnamese company has no previous knowledge or
experience

2.7.3 External influences

Rooks, et al. (2000), examine the effects of the social context of economic exchange on
the governance of transactions in buyer-supplier relations between firms. They state that
together with transaction characteristics, social embeddedness shapes trust problems in
economic exchange and how firms mitigate such trust problems through contractual
planning. With social embeddedness they mean that transactions are embedded in a
sequence of transactions between firms, in networks of relations between firms or
embedded in social institutions, like norms and laws. Rooks, et al. (2000) assume that
firms are concerned mainly with their own interests. They attend to the dilemma why
companies trust so easily and use contractual planning to such a low degree. They
suggest that selecting firms with an established reputation can diminish risk. Firms can
also use extra-legal sanctions. In many cases, buyers and sellers have often known
each other for a long time. They help each other by exchanging information about other
firms and markets. Firms usually want to continue existing relationships, and for this
reason non-co-operative behaviour is avoided. Firms risk being exploited by other firms.
This induces them to incur costs in the processes of searching for trustworthy business
partners, negotiating, drawing contracts and enforcing contracts (Eggertsson 1990).
Embeddedness of transactions provides firms with extra opportunities for managing
these transactions. Rooks, et al. (2000) focus on the effects of social embeddedness on
the management of transactions. In reality these trust problems are mostly double-sided:
both buyer and seller have incentives for breaking agreements. Buyers can solve the
problem by making contracts as complete as possible, but this is costly and often
inefficient. More efficient solutions to the trust problem are feasible via the social
embeddedness of transactions.

The study performed by Rooks et al. aims at what the effects are of temporal
embeddedness, network embeddedness and institutional embeddedness, next to
‘economic’ characteristics of a transaction, on management effort.

The management of a transaction aims at diminishing the likelihood of such problems
and reducing damage should problems arise. Here they focus on the buyer's effort
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involved in the contractual planning of a transaction. They suggest contractual planning
and trust as alternative arrangements for transactions. Contractual planning provides
safeguards against problems such as opportunism, but is costly. Therefore, trust will be
an attractive substitute for costly contractual planning if the likelihood of problems or of
damage from problems is small, or if social embeddedness provides non-contractual
safeguards

The results of the experiment support the notion that while managing a transaction,
purchase managers take not only economic characteristics into account, but also the
social characteristics of a transaction. In this study two types of social embeddedness
have been distinguished. Structural embeddedness in social relations covers temporal
and network embeddedness, and can be distinguished from institutional embeddedness.
In general, the more a transaction is embedded, the less effort will be invested into the
management of that transaction.

Here we are not concerned with transactions as such but with relationships between
companies, we suggest that this theory on embeddedness will aiso be true for trust in
relationships between companies. When a company is embedded in some network of
other companies, it will be easier for a company to trust another company. It is
suggested here that when the companies involved are more embedded in a network of
common contacts that it is more likely that the Dutch company will trust the Vietnamese
company

Hypothesis 11.  When the Vietnamese and the Dutch companies involved in the
relationship are embedded in a network of common contacts it is
more likely that the Dutch company wili trust the Vietnamese
company, than when they are not embedded in a network of common
contacts.
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Summarising, this results in the following hypotheses:

Emergence of trust in the inifial contact phase occurs quicker with Dutch companies than it does with Vistnamese
companies.

When an interpreter is used it is more likely that the Dutch company will trust the Vietnamese company, than when no
interpreter is used

When there are thferences in non-verbal expressions between Dutch anqlfgfletnamese\cumpanies itis less likely that the
Dutch company will trust the Vietnamese company, than when there are no differences with this respect.

When there are differences in non-verbal expressions between Dutch and Viethamese companies it is less likely that the
Viethamese company will trust the Dutch company, than when there are ng differences with this respect.

When immediate modes of communication are used it 1s more likely that the Dutch company will trust the \ietnamese
company, than when no immediate communication is used.

When two-way modes of comimumication are used it is more likely that the Dutch company will trust the Vietnamese
company, than when no two-way corrmunication is used.

When direct modes of communication are used it is more likely that the Dutch company will trust the Vietnamese
cormpany, than when na direct communication 1s used

When communication through a third party is used in the introduction it is more likely that the Vietnamese company will
trust the Dutch company, than when no third party is used

When ICT is used for communication between two companies i is more likely that the Dutch company wil trust the
Vietnamese company, than when ng ICT 15 used.

When Yiethamese company has more knowledge and experience in tdoing business with other companies and cultures
it is more likely that the Dutch company will trust the Yietnamese company, than when the Vietnamese company has no
previous knowledge or experience

1

—

When the Vietnamese and the Dutch companies invalved in the relationship are embedded n a network of comman
cantacts it is mare likely that the Dutch company will trust the Viethamese company, than when they are nat embedded

pa—

in_a network of comimon contacts

Table 1 - Hypotheses

44




Trust in business relations botween BDulch and Vietnamese companies by Clawe Groosman

3 Methodology and study design

3.1 Introduction

In the following chapter it will be clarified what methods of research are used throughout
this research and how these methods are applied to be able to answer the main
research question. Next to the main research question several hypotheses were
formulated, how these are tested will be shown in this chapter too.

3.2 Methodological characterization of the research

In order to analyse whether trust is affecting the level of Dutch investment in Vietnam,
and to what extent the emergence of trust can be facilitated by managers and
policymakers in the trade relationship between The Netherlands and Vietnam the project
is conducted in two steps.

The first phase focuses more on exploratory methods of research where it was analysed
in detail whether trust is important in the relationship between Dutch and Viethamese
companies. The fact that trust affects the level of Dutch investment was suggested by
theory on the development of trust. Next to that the importance of problems of trust as a
barrier for business activities were examined further by means of expert interviews with
people closely involved in the promoting of business and trade between The
Netherlands and Vietnam and managers of companies involved in this business
relationship.

Secondly more confirmatory research methods were applied in order to determine how
the emergence of trust can be facilitated by managers and policymakers. In order to
structure this confirmation hypotheses were formulated and tested by means of survey
questionnaires and a few in-depth interviews.

3.3 Research methods

3.3.1 Introduction

Next to information that was gathered from literature this research also references to
statistical data and data from Vietnamese and Dutch research institutes. This desk
research was done unstructured, this means that it was not known in advance what
information had to be looked for, it was done to get a better idea of Vietnam and Ho Chi
Minh City in general and the economic situation in particular. Sources like the EVD,
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VCCI, ITPC, The institute for economic research in HCMC and data from the General
Statistics office were used. The EVD is an agency from the Dutch ministry of economic
that facilitates in the stimulation of international ventures and international cooperation.
They have done a lot of work together with the Dutch Consulate General to improve and
stimulate the level of trade between The Netherlands and Vietnam. The VCCI is the
Vietnam Chamber of Commerce and Industry; they do a lot of work in cooperation with
the ITPC, which is the Investment and Trade Promotion Centre. They both provide
information and promotion material for foreign investors and they also provide a lot of
economical information on Vietnam in general and Ho Chi Minh City in particular. The
General Statistics Office is located all over Vietham and provides a lot of statistical
information about Vietnam and Ho Chi Minh City, the main data that was used in this
research can be found in the yearly enterprise survey which gives a statistical overview
of the enterprises that are active in Vietnam.

3.3.2 Surveys

It was chosen to use surveys to get information from a large number of people.
Hypotheses were set up in order to be able to test the assumptions made through the
literature review, the desk research and the expert interviews. From the literature review
it was stated that trust is a double-sided concept, as Gambetta (1988) puts it: “It is
necessary not only to trust others before acting cooperatively, but also to believe that
one is trusted by others”. Even though most of the hypotheses cover the Dutch side, a
few hypotheses were aimed at getting some clarification from the Vietnamese point of
view.

Through systematic questioning the data was collected, in this case the main part of the
survey contained questions concerning the respondents experience with doing business
with either their Vietnamese or their Dutch business partner.

3.3.3 Vignettes

For the Dutch companies it was decided to use vignettes as an addition to the survey.
This addition was chosen because it is interesting to know how a Dutch company would
act in a general situation and not in particular how they acted in the specific situation that
they were in.

A vignette is a short description of, in this case, a situation that contains information that
is considered relevant and that is presented to the respondents to obtain a judgement
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about that situation. Much more than for example a survey on real transactions, a
vignette design allows the researcher to abstract from problems due to the endogeneity
of transaction and embedded characteristics (Rooks et al., 2000). Here the vignettes
were set up to represent the process of companies getting together with the intention to
do business with each other.

The vignettes were presented to the respondents, the managers were asked to make a
judgement about what they would do in the presented situation. From this vignette
research information was retrieved about what is important for Dutch companies to be
able to trust their Vietnamese relations.

The vignettes were set up to be realistic, in order to be able to consider the validity and
reliability of the judgements. To make sure that the vignettes were realistic, they were
reviewed by the economic officer at the Dutch Consulate General, next to that it was
advised to make the vignette as short as possible to keep the respondents attention.

By varying the variables of the vignette characteristics, multiple vignettes were created.
One variable of each vignette characteristic is put on the vignette. The population of
vignettes, the total number of unique vignettes, thus consists of all possible
combinations of the different categories of the different characteristics. In this case there
were three variables. As can be seen in Table 4 the variables are initial phase trust
development, interpretation and contracting. These three variables resulted in 16
different vignettes. The real vignettes can be found in Appendix D: Scenarios. To each
survey one vignette was added, so each respondent reviewed one vignette. To be able
to assure that bias (whether conscious or unconscious) is avoided and that predictive
factors, known and unknown are balanced among the respondents the surveys were
randomly assigned to the group of Dutch companies. In addition, randomization provides
a valid basis for statistical tests of significance, which is an advantage for the overall
validity of the research.

3.3.4 In-depth interviews

There were quite a few respondents of the survey given to the Dutch managers who
stated not to have any partnership with a Viethamese company. Because the survey was
focussed mainly on the experience with a Vietnamese partner, not a lot of information
was retrieved from these companies without a Vietnamese partner. In order to get some
additional information on why these companies choose not to engage in a partnership
with a Viethamese company, three of these managers were interviewed on this subject.
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3.4 Data collection

Both to the Dutch and the Vietnamese company representative an email was sent with
an introduction to the research and a request to complete the survey. The online survey
was distributed to the respondents through a link in the email. The Dutch surveys were
distributed to the respondents, a week later the survey was sent to additional
respondents that were provided by the Economic Officer of the Consulate General after
the first batch was already sent. Three reminders were sent. The Vietnamese surveys
were distributed a little bit later and two reminders were sent. After all the emails to both
the Dutch and the Viethamese companies the response rate was still very low. From the
Vietnamese companies hardly anyone had responded yet, therefore all the companies
that had not completed the survey by then were called personally to remind them about
the survey.

3.5 Population

The survey questionnaires were made in two versions, one for the Dutch companies that
are doing business in Vietnam and one for the Vietnamese companies known to have or
have had contact with Dutch companies or organizations. The information on these
companies was provided by the Netherlands Consulate General in Ho Chi Minh City,
Vietnam. The surveys were conducted among a large number of people, in this case
managers from Dutch and Vietnamese companies. 136 Dutch companies were
approached and 95 Vietnamese companies. The amount of information that was asked
in the surveys required people on management level to answer the questions. The
position of the respondents varies from different manager positions (sales, finance,
regional) to owner or director. 62 Dutch companies completed the survey; this results in
a 46% response rate on the Dutch side. Only 23 Vietnamese companies completed the
survey, this results in a 24% response rate on the Vietnamese side. It was predicted by
the economic officer at the consulate that the Vietnamese companies would not reply to
a survey. Next to that there was the lack of (correct) email addresses that caused a
problem in reaching these Vietnamese companies. Nevertheless by contacting the
companies directly through telephone many managers were reminded of the survey,
which resulted in the positive development towards the current response rate
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3.6 Operationalization

The hypotheses have been formulated as a result of the earlier mentioned conceptual
model and the information that was acquired from the expert interviews. These
hypotheses are the basis of the setup for the survey. From the hypotheses the following
independent variables were derived for the Dutch survey: partner information, trust
development in initial phase, contracting, embeddedness, communication modes,
interpretation, non-verbal expressions, and ICT use. And the following independent
variables were derived for the Viethamese survey: Partner information, third-party
introduction, trust development in initial phase, embeddedness, non-verbal expressions,
ICT use. The measurement of the dependent variable Trust was done by measuring how
much was invested in the relationship in both surveys.

In the two tables below (Table 2 and Table 3) it can be seen how these independent
variables were made operational. Appendix B and Appendix C contain the survey as it
was presented to the respondents.

Next to the independent variables we want to measure the dependent variable ‘Trust'.
To be able to use Trust as a dependent variable in the statistical analysis, three
variables were chosen that were combined to be used as the ‘Trust’ variable. These
variables are the amount of money that was invested in the business relationship
(Moneylnvested), the amount of time that was invested in the business relationship
(Timelnvested) and the amount of knowledge and information that was shared with the
business partner (KnowledgelnformationShared). Because quite a few of the
respondents refrained from filling in information about the money they invested, it was
chosen to just use Timelnvested and KnowledgelnformationShared to calculate ‘Trust'.
To makes sure that these variables can be combined they need to correlate with each
other. With a correlation coefficient of .142 on Vietnamese side and a very strong
correlation of .706 on Dutch side it is safe to say that we can combine the variables
‘Timelnvested’ and ‘KnowledgelnformationShared’ to measure the dependent variable
‘Trust’.

When using the data that were obtained from the scenarios, a similar procedure was
used to measure the amount of ‘Trust’ (here ‘ScenarioTrust’). Considering the fact that
here the respondents did not refrain from answering the question on how much money
they would invest, all three variables (SceninvestMoney, SceninvestTime and
ScenShareKnowledgelnformation) were added to obtain the dependent variable
‘ScenarioTrust’. Here too the reliability of the scale was checked, by means of checking
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whether the three variables correlate with each other. The correlation between the

variables SceninvestMoney and ScenlnvestTime is 0,522, between SceninvestMoney

and ScenShareKnowledgelnformation is 0,725 and between SceninvestTime and

ScenShareKnowledgelnformation is 0,655. These are all strong correlations, therefore it

safe to say that they are measuring the same construct, in this case ‘ScenTrust'.

Yariabies " fhems T “fEcsle " Jcuestions”
Neme . .. open {Compsny name: .
Respontents information  |open Respondents name and function:
N How many employees does you company have in
int ) A
# Employees 4 pmmadiectwe rating scale ietnar?
. . ‘Yearly turnover 8 poirt adjective rating scale iWhat is the yearly turnover of your company in Vietnam?
Compsny informetion Doing business in Yietnem vear Since when has your compariy been doing business in
since . . Vietnam?
Sactor opendist of alternatives [Whet sector is your company active in?
. |Does your company haved did you mthe past have
Yes, h ? No,
# Partners yesho (Ves, how many? No, why hat?) lhusiness relations with Dutch partners?
] Name open WWhat is the naime of the partner company?
Information-on the partner(s) Core competence list of afternatives ivhat s the sactor thet the partner company is active in?
(Third-party ntroduction ntroduchons st of afternatives How were you and you Dutch partner company introduced
- - {to gach other?
Lisett comm modle i Intial . What way of communication was used when your
list of afternatives ?
hase . .. ¢ ... jeompany first got in contact with the Dutch partrer?
* act moments in iritial 3 poirt acjeciive rafing scale How many times cﬁq y-ou! ha;we corﬁs}d with the Dutch
hase . . .. {partner company mthis intialphase? |
Activities done in intitial st of alternatives Vit kind of achvmeg i you undertake inthe inftiel phase
phass, . . . e v« e e, [t the Dutch partngr company? i <
Trust development in infhal phase.
After howe much time would you say that you started to
Time before frust emerges |5 point adjsctive rating scale consider nvesting (time and money) seriously in this
business relstionship?
A N How many common friends, acquaintances or business
Embeddednes # of common contack 5 point acjective reting scale '
eoness ° fmon s P e reirg cortact do vou have with your Dutch partner?
Durstion of the relstionship  |yest Singe swhen have you been in contact with this partner?
How much was invested in the husiness relationship with
'ﬂs Dutch partner?
The relahonship Amount invested inthe -~ N How much Time was invested in the business relstionship
I N nt oart
relstiriship 5 point adjective reting scale with this Dutch pariner?
Howv much knowiledge ane information did you shere wih
Ithis Dutch pariner?
vesho Do you notice any non-verbal signals when communicating
with the Dutch business partnet?
Do you feel that there are ditferences between you and
your Dutch business partner in non-verbal expressions’
Nort-verbal expressions Presence of differsnces with tespect to soclel interaction with your Dutch partrer?
5 point adjective reting scale Things that are experienced outside of the conversetion for
instance when keing introduced or hori-verbal expressions.
atter the conversation, when you maet the paririer an
arother octasion.
Email use 5 point adjactive rating scale How much does your company use email?
ICT uge . y How much does you coimpany use the internet to get
Visting websites 5 point adjective rating scale informstion?

Table 2 - Operationalization Vietnamese survey
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Variaiies iems [Scale Guestions
hame open Company name:
Resportents mformation open Respondents name and function;
# Employees 4 poirt adjective reting scale jHow many employess does you company have in Vistram™
Company information Yearly turnover & poirt adjective rating scale [What is the vearly furnover of your company in Vietnem?
Doing business in Vietnam singe  [year Since when hag your compsny been doing buginess in Yietnam?
‘Sector apendist of sternstives What sector Is your company active In?
Does your company have ! did you inthe pest have business relstions with
# Partners yesing Yigtnamese padners?
Name open What iz the name of the partner company?
Informetion onthe pertner Core competence list of shernetives %a! iz the sector that the partner comr:-eny i acti_ve in? )
Dicl the partner company have any previous experience with cloing
Previous internationsl sctiviies |3 peint adjective raling scele ibusiness internationally?
Embeddednass How many common frientds, acquaintances or business contact do you
; . # of common cortacts 5 point adjective rating scsle lhave with your Vietnamese pariner?
What way of communication wes used when your eompany fiest gotin
Used comm. mods in initial phase[iist of siternatives contact with the patiner?
How many times did you have contact with the pariner company in this
# Cortact moments in iritisl phass |3 pont adective reting scale |inifial phage?
mﬁtﬁ;"::l oftrust in i et kind of Goliviies tid you Undertake in The Iniiel phass Wi fhe parinet
Activities done in intifial phase _ |list of glternatives company?
] After how much time would you say thet you started to consider investing
Time before frust emerges 5 puint adjettive reting scale |(time and money} seriousl'g inthis business ratationshig‘?
effect of third party infroduction  }scenario
What way of communication didl you use throughout the building of the:
Use in deepening phase list of sternatives relationship with the Vietnamese partner?
(Atter the geriod that you first got in contact with this company, did your
jcompany went to continue contact with this Vietnamesi business partner? |
After the period that you first got in contact with this company, did the
Communication modes Cortruation bf relationship yesino Yietnamese company want to continue contact with vour compeny?
Bidl your company and the Vistnamese business pariner intensify the
yesinn business relationship after the period that you first got in contact?
iWhen you stated sbove that the business relstionship cortinued, please
indivete how well the business relationship further developed after the
L § point adjective rating scale period thet vou first got in cortact
Development nf relationship open Please explain in mors detail how the busmness relationsim developsd
Iterptetation Use of interpreter. 4 poirt acjéttive reting scale |Did you Use ar inferpreter when you meet with » Vietnamese partner?
Trust because of interpreter scenario
o Do you notice any non-verbal signais when communicating with the Duteh
J|business partner?
Do you feel that there are differences between you snd your Dutch
X husiness partner in nonverbal expressions with respect to sozial
Nori-verkal expressions  [Presence of differences 5 oint acjective rating soaie [Tteraction wit your Dutch partner? Trings that are experienced outside of
the conversation for instance when being imroduced or non-verbal
expressions atter the conversation, when you mest the partner on anather
opcasion:
Ermail use 5 paint adiective rating scale {How much does your campany use emall?
KT use Visting webstes S point adjective rating scals [How much does you company use the internet to get information?
Congruency 4 poird adjective rating scale |Doss your Vietnamese pariner use email?
Duration of the relationship year Since when have you been in cordact with this partner?
How much was invested in the business relationship with this partner?
. . How much time was invested inthe business relstionzhip with thig
The relationship i’":;:tsms{ed inthe, & poirt adjectiya rating scale \Vistnamess Eartnér‘?'
How much knowviedge and informetion did you share with this Duich
[partrier?
Detal of the contract 5 point adjective rating scalé |How detailed i1s the cortract thet you signed?
Contracting intiative |4 aternatives ho took the lead in the contract negotistions?
Trust deveiopment fecenario

Table 3 - Operationalization Dutch survey
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lmtla.l phase trust development

You find out about and contact possible Vietnemese partners yourself.

. |A business acguaintance of yours introduces you to-a potential Vietnamese
_partner that he knows,

nterpretation

During the meeting you speak Enghsh with the potential Vietnamese partner, no
linterpreter is used,

For the meeting an mterprater was arranged in order to make sure that evenjune
understands what is said
ontracting

It was chosen not to use a contract, you will take each others word for it that
everything will be delivered and paid in time and that everything will be produced
the way it was agreed upen.

Some general agreements are put on paper and signed by both parties,
A contract of normal detail is drawn up and signed by both parties.

The Vietnamese company wants to draw up a very detalled contract with small
things it it that you might not have thought of befor to put it in a contract, inthe
end a very detaled contracr is signed by hoth parfies

[tk UV ——— pa—

-—s:D

3

=2

. —

) -ai

(8]

Table 4 - Description of Vignette Characteristics

The independent variable “Communication modes” needs some more explanation. In the
survey the Dutch respondents twice state what kind of communication mode they have
used when communicating with their Vietnamese business partner. First they select the
communication modes that were used in the initial phase and later on they select the
communication modes in the developing phase. To be able to make one usable variable
from those answers, three dummy variables were set up in order to measure whether
direct, two-way and immediate modes of communication were used that were described
earlier in section 2.7.2.4. Table 5 below shows a list of the different communication
modes that fall within each dimension.

Immediste/Delayed! Two-way/One-way : _Dirsct/indirect
Business association | s e X
Common acquaintance L ) CX
Conguigte | i Vo0l X
5Eme|l R : X Lo | X
Face 10 face A A .
Fair X
Fax X X B
Fellow countrymen . .. R
zFlyer X X )
:Fruends/Famnly . - X
Interriet I T S . S
Letter wnting X %
Matchraking . R X
Newspaper . S R X
Telephone X i . X
Vo i X X X

Table 5 - Ascribing dimensions to different communication modes

Finally the construction of the independent variable ICTUse must be explained, this
variable measures the level use for email and internet, so to calculate this variable, the
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two variables ‘EmailUse’ and InternetUse were added, the result is the level of ICT used
by the respondent.

3.7 Data analysis

In order to test the hypotheses several methods of analysis were used. Hypotheses 1, 2
and 5 to 7 were tested through the use one or more Student T-tests. Hypotheses 3 and
9 to 11 were tested by means of using a Pearson’s R Correlation. To be able to explore
the predictive ability of the independent variables upon the level of trust multiple
regression was used. To be able to perform these tests several assumptions must be
made about the data (Pallant, 2005). For all tests it is important that the data must be
independent of one another and that scores on each variable should be normally
distributed. Assuming that the respondents had no contact with each other and
individually filled in the survey, it can be assumed that our observations are independent.
Due to the relatively small number of respondents, the relationships tend to be less
significant. Instead of the usual significance level of 5%, here it was chosen to use a
significance level of 10%.

For the dataset of Dutch respondents n=62, next to the fact that a normal distribution can
be assumed for more than 30 respondent, when plotting our dependent variable “Trust”
in a histogram scores appear to be normally distributed. Because for the Vietnamese
respondents n=23, the dependent variable “Trust” needs to be checked for normality.
When controlling the dependent variable ‘Trust’ for normality it was shown in the plot that
the assumption of normality cannot hold. When it comes to testing hypotheses 4 and 8,
non parametric measured must be used, for H4 a Spearman’s Rank Order Correlation is
used and for H8 the Mann Whitney Test is used.

For determining the strength of the relation between two variables a method was used
that was developed by Cohen (1977). He suggests an interpretation of the strength of
the relationship between the two variables, where a correlation coefficient higher than
0,10 suggests correlation between the two variables. Cohen (1977) refers to this when
he mentions that “many relationships pursued in “soft” behavioural science are in the
order of magnitude of 0,10".

For the regression analysis it is important to check an additional assumption. It was
checked whether the variables were not showing any possibility of multicollinearity, but
both the Tolerance values (above 0,10) and the VIF values (below 10) do not suggest
this.
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4

Results

4.1 Introduction

The main aim of requesting Dutch and Vietnamese companies to complete the surveys

was to gather data that can be used to test the hypotheses stated below.

Emergence of trust in the initial contact phase occurs quicker with Dutch companies than it does with Vietnamese
companies.

When an interpreter is used it is more likely that the Dutch company will trust the Vietnamese company, than whien no
interpreter is used

Vhen there are differences in non-verbal expressions between Dutch and Vietnamese companies it is less likely that the
Dutch company will trust the Vienarmese company, than when there are no differences with this respect.

When there are differences in non-verbal expressions between Dutch and Vietnamese companies it is less likely that the
Vietnamese company will trust the Dutch company, than when there are no differences with this respect.

When immediate modes of communication are used it is more likely that the Dutch comparty will trust the Vietnamese
company, than when no immediate communication is used.

Vithen two-way modes of communication are used it is more likely that the Dutch company will trust the Vietnamese
company, than when no two-way communication is used.

When direct modes of communication are used it is mare fikely that the Dutch company will trust the Vietnamese
company, than when no direct communication 1s used.

When communication through a third party Is used in the introduction it is more Iikely that the Vietnamese company will
trust the Dutch company, than when no third party is used

When ICT is used for communication between two companies it 1s more likely that the Dutch company will trust the
Vietnamese company, than when no ICT is used.

1o

When Vietnamese cormpany has more knowledge and experience in doing business with other comparves and cultures
it is rmore Ilkely that the Dutch camparny will trust the Vietnamese company, than when the Viethamese company has no
previous-knowledde or experience

-
—

YWhen the Viethamese and the Dutch.companies involved in the relationship are embedded in a netwark of common
contacts it is mare likely that the Dutch company will trust the Vietnamese company, than when they are not embedded

in a network of common contacts.

Tabie 6 — Hypotheses

in

the following chapter the hypotheses were tested using the analysis of the data

retrieved from the two surveys.

4.2 Descriptive findings

4.2.1 Dutch companies

As mentioned before people in management positions at Dutch companies that are

active in Vietnam have been asked to complete a survey about their activities and

experiences with Viethamese companies. The age of the respondents of the Dutch
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survey varies from 29 to 65 years old, with a mean of 45 years. A large majority of the
respondents is male (93,5%), only 6,5% is female. Interesting is that in the total Dutch
employed population, 54,6% is male and 454% is female (CBS, 2007), so our
respondents are not a very average representation of Dutch employed population. This
percentage can be related to the fact that for this survey the respondents are managers
of Dutch companies that are active outside of The Netherlands. It is suggested that in
The Netherlands there are not many women active in high management functions; this is
emphasized when looking at Dutch management positions abroad.

The companies and organizations that the Dutch respondents represent are doing
business in Vietnam (Table 7), the oldest company started its business in 1980, the
youngest is still intending to start up officially in Vietnam and expects to be up and
running by 2008.

] Minimum |Maximum
BusinessSince 52 1980 2008

Table 7 - Business since (NL)

Next to information on the respondents themselves, some general information about
their company was asked. Figure 4 shows that the number of employees in Vietnam of
the Dutch companies is well distributed over the different categories. The majority of the
companies can be put in the “small” company category (<50 employees, 53,2%)

¥ 1 to 10 employess

£ 1010 50 employees

7] 5010 100 employees
100 to 250 employees
» 250 employees

Figure 4 — Employees (NL) N=62
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Most of the respondents from the Dutch survey (49,2%) state to have an international
turnover of more than 25 million USD (Figure 5), but a lot of the respondents (43,1%)
state that their turnover in Vietnam is less than 1 million USD (Figure 6).

y 1and3 b iean 5 and 10 b 10 arg 25 .
TR U SRS bt gt 0. betenn a0 more g 20min
Turnover internationally

Figure 5 - Turnover international (NL)

28~

Frequency

10~

fessthan 1 adln between {and 3 bat: Jand 5 between 5 and 10 betweor 10 and 25 more than 25 min
**U%0 min U5 i VS i US oin USD usn
Turnover in Vietham

Figure 6 - Turnover in Vietnam (NL)

The sectors that are represented in this group of Dutch companies are: Agro
(Agricultural sector), Construction and Infrastructure, Chemistry, Consumer goods and
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Retail, Education, Energy and Water supply, Environment, Foods and Allied products,
Home and Project furnishing, ICT, Machinery, Medical, Metalworking, Services,
Synthetics, Tourism and Recreation, Transportation, Transport and Logistics and
Wastewater treatment. More than 65% of all the sectors are represented in this dataset.
Agro, Food and Allied products and the Services sector are represented the most.

Not all Dutch companies that were approached for this survey turned out to have a
Vietnamese business partner, to be exact 35,5% does not have a Vietnamese business
partner and 64,5% does. It was suggested that when a Dutch company sells or produces
something in Vietnam that that would require a local partner, but this turned out to not be
the case. This means that the data that deal with doing business with a Vietnamese
partner might have quite some missing values. It was not expected that there would be
so many Dutch companies that do not have a Vietnamese partner, which means that this
was not anticipated in the survey. There was the opportunity to ask some companies
why they did not have a Vietnamese partner (In-depth interviews, 2007). Companies
answered that they did not need a Vietnamese partner. Some years ago there were
restrictions for non-Vietnamese companies on what they could and could not do in the
Vietnamese market. A 100% foreign-owned company was not possible, but the
Vietnamese government has been changing this policy and now it is possible in a
number of sectors to set up a 100% foreign owned company. A Vietnamese business
partner is no longer a requirement. A lot of companies still see that having a Vietnamese
business partner has its benefits. A Vietnamese company knows how things are done in
Vietnam, they speak the language and certain procedures, like with government
organizations, might be dealt with more smoothly and quickly. Finding a suitable
Vietnamese business partner takes a lot of time and effort, so companies that think they
have enough experience with doing business in Vietnam might decide not to do
business via a local partner. Often this decision is made because of unpleasant previous
experiences with Viethamese companies, or because a bad reputation that Vietnamese
companies have, concerning corruption and trustworthiness. Another reason why a
company does not have a local partner is because the policy of the mother company
demands it this way. This is often related to whether it is a knowledge-intensive business
that the company is in; the mother company might not want to expose company
information to local companies. Companies state that an advantage of not having a
Vietnamese business partner is that they remain independent; they can make their own

decisions.
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When looking closely at what kind of companies the Dutch respondents do business
with, it can be seen that the partner companies also represent more than 65% of the
sectors, where Agro (the agricultural sector) has the largest representation. The
companies that do have a Vietnamese business partners have had this contact varying
from 1989 until very recently, this year.

35,1% of the Dutch respondents stated that they considered investing after less than 3
months (Table 8), quite a few of the respondents also said to start consider investing
between 3 and 6 months (21,6%) and between 6 months and 1 year (21,6%).

With regard to the measurement of ‘Trust’, the respondents were asked how much
money they invested (Table 9), how much time they invested in the relationship (Table
10) and how much knowledge and information they shared with the Vietnamese
business partner (Table 11). As mentioned earlier in the section on operationalization a
lot of the Dutch respondents (51,6%) refrained from filling in the question about how
much money they had invested in the relationship with the Vietnamese business partner.
Taking this into consideration, 50% of the Dutch respondents revealed to have invested
less than 50.000 USD and 30% of them invested between 50.000 and 300.000 USD. A
majority of the respondents filled in to have invested a medium amount of time (52,6%)
and shared a medium amount of knowledge and information (50%)

! | Frequency [valid Percent

Malid  lless than 3 months 13 35,1

i hetween 3 and B months 8 216

between B months and 1 year 8 218

between 1 and 2 years 2 54

mote than 2 years &) 16,2

{Total L x 100
Missing | System 25
Total &2

Table 8 - Consider investing (NL)

Freguency [Valid Percent

Valid JlessthanB0000 USD___ 15 500

between 50.000 and 300.000 USD 8 _ 300

hetween 500.000 and 2 min USD 4 133

more than 2 min USD 2 67

| . Total . _ .. ... 3 100,
Missing System i X 32
Total 52

Table 9 - Money invested in the business relationship (NL)
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Frequency [Valid Percent
Valid _ notime was invested . 1 2B
as small amoum oftlme was lrwested 1. 4 1U 5
a medium amount of lime was invested 20 T EIB
8
5

_a large amount of time was invested C211

a very large amount oftlmewas mvested 1 . 13.2
‘Total 38 100
Missing System . Lo.o24
Total  ~ B2

Table 10 - Time invested in the business relationship (NL)

Frequency [Valid Percent
. a small amount of knowledge and ’ -
Valid _information was shared A B 158
“a medium amaount ‘of knowledge and
information was shared 19 500
a large amount of knowledge and
infarmation wasg shared 11 28.9|
“a wery large amount of knowledgs and
information was ‘shared | 53
Total 3B 100
Missing System (24
Total 62

Table 11 - Knowledge and information shared with the business partner (NL)

A large majority of the Dutch respondents (77,5%) states to have had more than two
contact moments with their Viethamese business partner in the initial phase. They
mostly use face to face communication in this phase, but contact through telephone,
email and common acquaintances is very popular too. Among the activities that they
have done regularly in this phase are meetings, dinners and lunches. It was not only
asked whether the relationship continued after the initial phase but also how well the
business relationship further developed. 54,1% of the respondents stated that the
relationship developed ‘Good’ after this initial phase.

Throughout the building of the relationship again face to face communication is the most
preferred mode of communication, followed by email and telephone, letter writing is also
done and some people mentioned common acquaintance, business associations and
friend or family, so even in the building of the relationship third party communication is
done.

Dutch companies in Vietnam deal with the fact that their (potential) business partner
speaks another language than they do, generally English is used as a common
language in business, but there is also the possibility of using an interpreter (Table 12).
48,7% of the respondents stated not to use interpretation, 51,3% stated to sometimes or
always using an interpreter.
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Frequency |Valid Percent
Valid ~ Nointerpreterisused | = 19 87
. Sometimes an iterpreterisused | 7| 1739
Yes always and the Viethamese
;partner provided the intarbr‘etg.gm 4 10,3
Yes always and we provided the
_interpreter 9 23
Total .39 100
Missing 'System 23
Total B2

Table 12 - Use of an interpreter

When informing about differences in non-verbal expressions with respect to social
interaction a majority of the Dutch respondents said to feel that there are differences
between them and their Vietnamese business partner (Figure 7). 30,6% of the
respondents said to feel minor differences and 47,2% said to feel some differences.

Fregquency
g

ﬁ-

i, ot eny very few il differences B8R, BOME yes big differences

differences differences. ifferences
Experience of differences in non-verbal expressions

Figure 7 - Differences in non-verbal interaction (NL)

The respondents were also asked to say something about their use of ICT. This was
measured by asking how often the companies use email for communication (Figure 8)
and how much internet they use for gathering information (Figure 9). None of the Dutch
companies chose one of the extreme answers, being only using email or internet or only
using other/traditional ways of communicating or gathering information. The majority of
the respondents state to use both. But when the respondents were asked about the use
of email by their Vietnamese business partners (Figure 10), the majority states that their
Vietnamese business partner only uses a small amount of email.
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i

204"

Fregquency
3

10

[
wie mostly use other~  we use emal anc other we mostly uss emall, bul we exclusively ise email
communication modes,  communication modes  2ometimes we also use for communication within

but sometimes we also equally frequent other communicstion  and-outsile our company
‘ uge amal modes e .
Use of email

Figure 8 - Use of email by Dutch companies

Frequency
§

N
(=]
i

we mostly use offierways of  we use emall and offier waye of  we mostly useé interet; but
acyuiring infarmation, but acauiring information egualy sometimes we also.use other
- Sométimes ywe also uae Irfeirnist frequent wiys of acguirirg informatian

Use of internat

Figure 9 - Use of internet by Dutch companies

62



Trust n business relations botweon Duich and Vietnamese companios by Claire Groosman

{5

Frequency

Very small amourt  Small amourt of  Neutrsl amourt of  Largs amount of  Very large amourt
uf usipg smaillo- using emeill Usirig smail using email of using emall,

ussofemal * |1se of email by Vietnamese business partner

Figure 10 - Use of email by Vietnamese business partner

Different companies have a different levels of experience, not only in doing business in
general, but nowadays also with doing business internationally. Having had contact or
cooperation with people and companies from other countries and cultures affects the
way a company does business. The Dutch respondents of this survey were asked about
their Vietnamese business partners experience with doing business internationally
(Table 13). The majority of the Dutch respondents stated that their Vietnamese business
partners (66,7%) previously had business partners from other countries than Vietnam.
Only 10,3% had a business partner without any experience.

Freguency |Percent Valid Parcent
No, they have no previous expsrience 4 65 10,3
Yes, the Viethamese partner has
previously contacted companies from

Valid  other courtries then Vietnam 9 145 231
Yes, the Vietnamese partner hag
previously had partners from other

countries then Vietnam 26 419 BB7
T otal B 629 100
Missing System 2337
Total 62 100

Table 13 - Experience in doing business internationally by Vietnamese partner

To be able to say something about whether or not the Dutch and the Vietnamese
companies are active in the same network of people or companies it is important to have
information on how many common friends, acquaintances and business contacts a
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company has. As can be seen very clearly in the bar chart below (Figure 11) the Dutch
companies mostly answered in the higher categories, they stated they have more than
one common contact with their Viethamese business partner. A majority (36,6%)
answered to have more than 10 common contacts.

Frequency

Mo commen friends,”  Ong common friend, Between 2 and 4 Between 5 and 10 fvore than 10 comman
i it friends, comman friends, friends, acouaintances

or  oF business sontacts

q L q ar
husiness contacts with business cortact with i oF
the ‘dutnay partrier the A patner busingss with busit tacts with the Metnamase
o ) the 3 partner the \deb partrer partoer

Number of common contacts

Figure 11 - Number of common friends, acquaintances or business relations (NL)

Finally at the end of the survey a short scenario was read by the Dutch respondents.
This part of the survey was set up not to get information on the respondents’ experience
with Vietnamese business partners, but to get to know a bit more about the disposition of
the respondent.

Reviewing the situation that was put in front of them 35,6% of the Dutch companies
would invest money (Figure 12), 55,6% of them would invest some time in the
relationship (Figure 13) and 44,4% would share some of their knowledge and
information with the proposed Vietnamese partner (Figure 14).
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Mo, Lwould nbmlute not o, but if the Vietnamesé Mﬂybe 13irould investa Yes, | would invest some
inveu a muney B partrw kespn Pvef“tgxg fittle money ™ money
s?di!r mveiﬁng d littte
“mongy too .

Amount of money invested in relationship (scenario)

Figure 12 - Amount of money invested (Scenario)

25

Frequency

3

-
=
]

i, | would absmuteivmt Maybe | would invest & Ves, | would invest some Yes, 1 wamu invest g lot
invest any time in the iitie time fime of time

relationship
Amount of time invested in the relationship {scenario)

Figure 13 - Amount of time invested (Scenario)
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Frequency

Ma, Mo, but i the Mavbe | would  Yes, I wouldinvest YVes, | would share
abselutaly not share Vistnamese panner ‘invest a little of my some of my allm r}'mowwdge
any knowletdge and  keeps investin g knowledge and knowledge gnd  and information with
|nfurmatlon Wi h this knowledge and  information with this informetion with this  this Vietnamese
Vietramese parther information inme | Vietnamese partner Vletnamesa partner partner

would consider
gharing a litle of m

Amount of knowledge and information shared with VN partner {scenario)

Figure 14 - Knowledge and information shared (Scenario)

To give a general view of what kind of people our Dutch respondents are and what kind
of companies they represent, it can be says that the Dutch respondents are mostly
males. Their companies are large international companies with a relatively small
turnover in Vietnam. Quite few companies have chosen not to take their chances with a
Vietnamese business partner, several reasons are given like the fact that they do not
need a partner, they want to keep their independence or it is the policy of the mother
company. Overall face to face communication is the preferred mode of communication
and often no interpreter was used when communicating with the Vietnamese business
partner. Many of the Dutch respondents claim to have many common contacts with their
Vietnamese business partner. In addition to that the Duich companies generally were
not very keen on answering questions about how much money they invested in the
business relationship and many of the companies stated to have invested a medium
amount of time and shared a medium amount of knowledge and information with their
Vietnamese business partner.

4.2.2 The Viethamese companies

A smaller survey was presented to the Vietnamese companies. The number of
respondents on the Vietnamese side was smaller than on Dutch side. The age of the
Vietnamese respondents varies from 29 to 60 with a mean of 43. 60,9% of the
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respondents is male and 39,1% female. On average 33,47% the employees are female
at state owned enterprises and 38,67% of the employees of non state owned enterprises
are female (General Statistics Office, 2007). So the group of Vietnamese respondents
contains a little bit more women than the average number of women in a Vietnamese
company.

The number of years that these companies and organizations have been doing business
varies a lot too (Table 14), the oldest institution started in 1925 and the youngest
institutes and companies started in 2005.

N Minimum |Maximum
BusinessSince 22 1925 2005

Table 14 - Business since (VN)

When looking at some general information on the Vietnamese companies that these
respondents represent it can be seen that most of the Vietnamese companies (39,1%)
that filled in the survey were large companies or organizations with more than 250
employees (Figure 15). But when looking at the turnover of the companies
internationally, a majority of the respondents (55,6%) state to be in the ‘less than 1
million USD turnover’ category (Figure 16). In the domestic market the answers are a
little bit more spread out, but still a large number of respondents is positioned in the ‘less
than 1 million USD’ (38,1%) and ‘1 to 3 million USD’ (23,8%) categories (Figure 17). This
is typical maybe for Vietham, because Vietnamese companies in general tend to have a
lot more personnel than companies do in The Netherlands.

1 1o 10 amployesy

1010 SO employees
{7150 10 10D employees
#B 100 10 250 employses
L4» 350 employess

Figure 15 - Employees (VN), N=23
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Figure 16 - Turnover internationally (VN)
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Figure 17 - Turnover in Vietnam (VN)

The respondents do not represent all given sectors, only 7 sectors are represented,
being Agro, Construction and Infrastructure, Chemistry, Energy and Water supply, Foods
and allied products, (Semi)government and the Services sector.

The companies were selected because of the fact that they had some relationship with
Dutch companies or organizations. It was expected that the majority of the respondents
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would answer that they have or had a Dutch business partner, but still 21,7% of the
respondents claimed not to have a butch business partner, this can be caused by the
fact that quite a few companies or organizations in the list only showed interest in Dutch
companies, but up until now never did any business with them, or that they appeared in
the list because they attended some event that was organized to get Dutch and
Vietnamese companies in contact with each other.

Most of the Viethamese respondents that claimed not to have a business partner did not
state what the reason was. Reasons that were given were that possible Dutch partners
had other interests than they had and the fact that the respondent did cooperate with a
Dutch institute, but had no business relationship.

The other questions in the survey all dealt with the cooperation between the Vietnamese
respondents with its Dutch business partner. As 5 respondents claimed not to have a
Dutch business partner, the rest of the data will have some missing values.

The contact that the Viethnamese companies have with Dutch business partners varies in
starting year from 1993 until 2005.

The partner companies also do not represent all possible sectors, only 8 sectors are
represented, being Agro, Construction and Infrastructure, Chemistry, Energy and Water
supply, Foods and allied products, Machinery, Services and the Waste water sector,
where Agro again has the largest representation with 17,4%.

When looking closely at the Vietnamese behavior with respect to considering investing
money and time in the relationship with their Dutch partners both the category ‘less than
3 months’ and ‘more than 2 years’ were filled in by 29,4% of the respondents (Table 15).
Vietnamese companies either take a very short or a very long time before they decide to
invest money or time in a business relationship with a Dutch company.

! Frequency [Valid Percent
\valid _ lless than 3 months 5 ... 284
__ibetween 3 and 6 manths 3
between 6 months and 1 year | 2 118
2
5

..\between 1 and 2 years

morethan2 years | B
Total i7 100
Missing | System o ‘ . B
Total | 23

Table 15 - Consider investing (VN)

For some reason the Viethamese respondents, like the Dutch respondents, also chose
not to answer the question about how much money they had invested in the relationship
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with the Dutch business partner, almost half of the Vietnamese respondents did not
answer this question. Of the people that did fill in the question a majority said to have
invested less than 50.000USD in the relationship (Table 16).

The answers about investing time and sharing knowledge and information might have
been a lot less confidential because here most of the Vietnamese companies that had
experience with Dutch business partners answered. Many respondents (43,8%) invested
a medium amount of time in the relationship (Table 17) and for sharing of knowledge
and information there is a small majority (41,2%) sharing a large amount of knowledge
and information (Table 18). No one filled in one of the extreme category, being ‘no
knowledge and information was shared’ and ‘a very large amount of knowledge and
information was shared'.

Frequency [Valid Percent

“alid  less than 80 000 USD 7 583

“hetween 50.000 and 300.000 USD 2 16,7

.nora than 2 min USD 3 250

Total 12 100
Missing System 11
Total 23

Table 16 - Money invested (VN)

Frequency {Valid Percent

Valid _ no time was invested ~ o1 B3

a small amount of time was invested 3 188

a medium amount of time was invested 7 438

a large amount of time was invested 4 250

a very large amaunt of time was invested 1 6,3

. Total 16 100
Missing System 7
Total 23

Table 17 - Time invested (VN})

Frequency [Valid Percent

a small amount of knowledge and

Valid information was shared 5 294
a medium amount of knowledge
and information was sharad 5 284

a large amount of knowledge and

.Jjinformation was shared | 7 412
o (Yoral 17 100
Missing  System <]
Total 23

Table 18 - Knowledge and information shared (VN)

Time is not the only factor before trust can emerge and companies start considering
investing, it is also what the two parties do in that time that influences the start up of the
business relationship. A large majority (77,8%) of the Viethamese respondents stated to
have more than 2 times that they had contact with the Dutch business partner during the
moment that the first acquaintance was made.
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It was asked what kind of communication mode they used when they first got in contact
with their Dutch business partner. Some modes of communication were never used by
any of our respondents, like contact through fellow countrymen or newspaper, television
and radio advertisements. A majority (56,5%) state to have contacted their Dutch
business partner through email. Also the embassy or consulate, fax and telephone are
popular modes of communication when getting in contact with the Dutch business
partner when the first acquaintance is made.

When it comes to activities that are done in the initial phase of the relationship meetings
are a very popular way of interacting with their Dutch business partners. With 56,5%
meetings have a large majority, followed by telephone calls with 30,4%.

When asking the Vietnamese companies whether they felt that there were differences
between them and their Dutch business partner in non-verbal expressions with respect
to social interaction, the answers were very mixed (Figure 18). 21,7% said not to
experience any differences, but the other categories follow very closely.

44

Frequency
g

(5
]

o

ng, r{ot any very few minor differences ¥E8, sOme yes, big differences
differences differences differences
Experience of differences in non-verbal expressions:

Figure 18 - Differences in non-verbal interaction (VN)

Most of the contact between the Vietnamese companies and their Dutch business
partner was established by the Dutch company directly contacting them (55,6% of the
respondents that answered that question). Only 16,7% got in contact with their Dutch
business partner through third party introduction (Table 19).
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Freguency |Valid Percent
‘ | contacted the potential
Valid  Duich partnerdirectly | 5 %78
The Dutch company
contacted me directly 10 556
‘We were infroduced to each
other by someona else 3 187
. Total 18 100
Missing | System 5
Total 23

Table 19 - Introduction to Dutch business partner

When the Vietnamese respondents were asked about their email use they never filled in
the category ‘we exclusively use other communication modes for communication within
and outside our company and not email’, that is why it is not mentioned in Figure 19. The
Vietnamese respondents state that they use email as a mode of communication, but in
most cases it is not the main mode of communication the largest number of respondents
state that they still use other communication modes equally frequent as email (44,4%),
followed by people mostly using email, but also using other communication modes
(83,3%). It is remarkable that in the expert interviews it was mentioned several times that
the Vietnamese prefer written communication over electronic communication, but the
data here does not confirm this. It is possible that the respondents here represent a
progressive part of the Viethamese companies.

The use of internet has the same popularity as can be seen with email use. The category
‘we exclusively use other ways of acquiring information and not the internet’ was never
filled in. The majority of the respondents (55,6%) filled in that they use internet and other
ways of acquiring information equally frequent, followed by respondents mostly using
internet but also using other ways (27,8%)
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Figure 19 - Use of email (VN)

Figure 20 shows that a large majority of the Viethamese companies state that they have
more that 10 common friends, acquaintances or business contacts with their Dutch
partner (64,7%).

Fregquency
73

-3
i

s

Mo dommen friepds, Between 2 and 4 Between 5 and 10 More than 10 common

acquaintances or common friends, comimen friénds, frlends, scquaintances or

business coracts with acquaintances or | actuairtances or  Business comtacts with
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the Vigtnamese partner.  the Vietnamese partner

Humber of common contacts

Figure 20 - Number of common friends, acquaintances or business relations (VN)
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To make some general statements on the Vietnamese respondents it can be said that
they represent a more equal distribution of males and females than the Dutch
respondents. The companies that they represent on average have a very large number
of employees but a low turnover, both internationally and in Vietnam. The Vietnamese
respondents state that they either need a short or a very long time before deciding to
invest money or time in the business relationship with the Dutch partner. Similar to the
Dutch respondents they have invested a small amount of money and a medium amount
of time in the relationship; they also shared a medium amount of knowledge and
information with their Dutch business partners. The introduction with their Dutch partner
is often done through direct contact initiated by the Dutch company. Similar to the Dutch
respondent, our Vietnamese respondents state to have many common contacts with
their Dutch business partner.

4.3 Testing the hypotheses

4.3.1 Initial phase trust development

In order to determine whether the emergence of trust in the initial phase occurs quicker
with Dutch companies than with Viethamese companies (H1) a T-test was used. The
independent variable is the nationality of the company/respondent and the dependent
variable is the score where the respondents have filled in after how much time they
seriously considered investing (time or money) in the business relationship
(Considerlnvesting). Table 20 shows the result of this test. The group of Dutch
companies has n=37 and the group of Vietnamese companies has n=17. Considering
that the Sig. (2-tailed) value is 0,284, which is more than 0,10, this means that there is
no significant difference between the two groups. When there is no difference between
the two groups, the Duich companies do not consider investing quicker than the
Viethamese companies. Therefore H1 does not find any support, i.e. there is no support
to suggest that the emergence of trust in the initial phase occurs quicker with Dutch
companies than it does with Vietnamese companies.

N Mean Sig. R-tailed)
Dutch company 37 146
Viethamese company 17 1 0284

Considerlnvesting

Table 20 - T-test Considerinvesting
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4.3.2 Interpreter use

To be able to say something about the effect of the use of an interpreter on the
emergence of trust (H2), two T-tests were conducted. One T-test was used to compare
the means of the level of trust between Dutch companies not using an interpreter and
companies that are using an interpreter, here the independent variable is the use of an
interpreter (InterpreterUseX) and the dependent variable is the calculated variable
‘Trust’. The second T-test was conducted with the data that was collected from the
scenarios; using the variations in the scenarios as the independent variables and the
answers on how much money, time and knowledge and information the respondents
would invest and share as the dependent variable ‘ScenarioTrust'.

Table 21 shows a Sig. value of 0,267, this is larger than our significance level of 0,10, so
we can assume that there is no significant difference between the level of trust in the
group that has used and interpreter and the group not using an interpreter. This would
suggest that there is no support for H2

Table 22 shows a Sig. value of 0,023, which is smaller than 0,10. This value suggests
that there is a significant difference between the group using an interpreter and the
group not using an interpreter. Because the mean value for ‘trust’ is higher for the group
that is using an interpreter this would suggest that there is support for H2.

We observe here that the scenario situation gives enough support for H2, but the real
experience of the respondents suggests no significant difference. An expert mentioned
(In-depth interviews, 2007) the fact that they would not do business with companies that
need to use an interpreter, because it shows a lack of professionality in their point of
view. By having a look at the relationship between the use of an interpreter
(InterpreterUse) and the development of the relationship (HowWellDeveloped), but no
correlation between those two could be found. The expert's remark therefore finds no
support. It is possible that if there is a problem with language that the use of an
interpreter would benefit the emergence of trust, but that the respondents here that did
not use an interpreter just did not have any language problems with their business
partner. And thus did not need an interpreter. This might be an explanation for the
discrepancy in the data.

N Mean Sig (2-tailed)
Interpreter 19 1%
No interpreter 19 464 0,267

Trust

Table 21 - T-test for use of interpreter
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N Mean Sig. (-tailed)
Interprater 21 7 B2
No interpreter 24 556 0023

ScenarioTrust

Table 22 - T-test use interpreter (Scenario)

4.3.3 Non-verbal expressions

When we take a look at the negative Pearson correlation coefficient in the first row of
Table 30, the independent variable that measures how much the respondents feel that
there are differences in non-verbal expressions between them and their Vietnamese
business partner (NonVerballnteraction) correlates negatively with the dependent
variable ‘Trust’ (r=-0,222). The sig. value is 0,096, which is smaller than 0,10, this means
we can assume there is significant support for H3, i.e., when there are differences in
non-verbal expressions it is less likely that the Dutch company will trust the Vietnamese
company, than when there are no differences with this respect.

As mentioned in chapter 3 for testing the hypotheses that relate to data on Viethamese
companies we need to use non-parametric statistics because the dependent variable
‘Trust’ has no normal distribution.

Observing how the independent variable that measures how much the Vietnamese
respondents feel that there are differences in non-verbal expressions between them and
their Dutch business partner (NonVerballnteraction), relates to the dependent variable
‘Trust’ we take a look at Table 23. The Spearman’s p is only 0,002 which is too small to
suggest any correlation between the variables, so no support can be found for H4, i.e.,
there is no significant proof that when there are differences in non-verbal expressions it
is less likely that the Vietnamese company will trust Dutch company, than when there
are no differences with this respect.

Spearman's tho Trust |Sig. (1-tailed) [N
NorVerballnteraction | 0,002 C 0497|116

Table 23 - Spearman's Rank Order Correlation for the variable NonVerbalinteraction

4.3.4 Communication modes

To be able to determine whether certain communication modes have an effect on the
emergence of trust with Dutch companies, several t-test were conducted. The
independent variable that measures whether direct modes of communication were used,
when communicating with their Vietnamese business partner (Immediate) and the
dependent variable being the level of trust given by the Dutch companies (Trust). The
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sig. value shown in Table 24 is much smaller than 0,10, which means that there is a
significant difference between the mean scores on Trust for each of the two groups.
Because the mean score for Trust is higher for the group of respondents that have used
immediate communication, there is significant support for H5, i.e., when immediate
modes of communication are used it is more likely that the Dutch company will trust the

Vietnamese company than when no immediate communication is used.

N Mean Sig. (2-tailed)
Immediate communication 35 469 0,000
No immediate communication] 3 340 '

Trust

Table 24 - t-test immediate communication modes

The tables Table 25 and Table 26 show that the observations for these communication
modes are exactly the same, therefore for these t-tests we measure the effect of the use
of both communication modes at the simultaneously

The independent variable that measures whether two-way and direct modes of
communication were used, when communicating with their Vietnamese business partner
(Twoway, Direct) and the dependent variable being the level of trust given by the Dutch
companies (Trust). The sig. value shown in Table 25 and Table 26 is higher than 0,10,
which means that there is no significant difference between the mean scores on Trust for
each of the two groups. There is no significant support for H6 and 7, i.e., there is no
significant proof that when two way and direct modes of communication are used it is
more likely that the Dutch company will trust the Viethamese company than when they
are not used.

&l Mean Sig. (2-tailed)

473
366 0178

Twio way communication
Mo two way communication

Trust

|8

Table 25 - t-test two-way communication modes

N Mean T T sy, otailed)
Direct communicatian 30 473 04178
Mo direct communication '8 358 '

Trust

Table 26 - t-test direct communication modes

In the scenario it was tested whether direct or indirect communication had an effect on
the level of trust given by the Dutch companies. It must be mentioned that here it
concerns the communication in the initial phase of the relationship. In Table 27 the sig.
value is 0,494, which is higher than 0,10, with this we can conclude that there is no
significant difference between the two groups (one using direct communication and the
other using indirect communication). Here too no significant support can be found for H7.
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T o N Mean Siy. (-tailed)
Direct 24 BB83l
Indirect 21 6,19 0434

ScenarioTrust

Table 27 - T-test between direct and indirect modes of communication (Scenario)

4.3.5 Third-party introduction

To determine whether the use of third party introduction makes it more likely that a
Viethamese company will trust a Dutch company than when more direct forms of
introduction are used (H8) the non parametric Mann-Whitney U test was performed. In
Table 29 the Z value is -0,492 with a significance level of 0,623, which is higher than
0,10 so the result is not significant. It can be says here that there is no statistically
significant difference between the trust level of the group Viethamese companies that
used third-party introduction and the group using direct introduction. H8 therefore can
not be supported, i.e. there is no significant proof that the use of third-party introduction
makes it more likely that Vietnamese companies will trust Dutch companies more than
when direct introduction has taken place.

Ranks [IntroductionAdjusted | N
~ |Direct 13
Trust |Third-party 3

Total 16

Table 28 - Mann-Whitney test (descriptives)

Test Statistics

Z 0,492
tAsymp. 3ig.

|2-tailed) 0623

Table 29 - Mann-Whitney test statistics

4.3.6 ICTuse

Looking at the relation between the independent variable that measures ICTUse and
Trust (Table 30), r=-0,073, this is a negative relation and we do not detect any
correlation between the two variables. This does not support H9, i.e., there is no
significant proof that when ICT is used for communication between two companies that it
is more likely that Dutch companies will trust Vietnamese companies, than when no ICT
is used.

4.3.7 Knowledge and experience

For H10 something similar can be said as has been done in the previous subsection.
When looking at the correlation between the level of knowledge and experience of the
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Vietnamese business partner (ExperiencePartner) and the level of Trust given by the
Dutch company, you see a negative relation in Table 30 (-0,022) which does not support
H10, i.e. there is no significant proof that when the Vietnamese business partner has
more knowledge and experience in doing business with other companies and cultures it
is more likely that the Dutch company will trust the Vietnamese company, than when the
Vietnamese partner has no previous knowledge or experience.

4.3.8 Embeddedness

We observe the correlation coefficient for the correlation between the well known
dependent variable trust (Trust) and the independent variable that measures the number
of common friends, acquaintances, or business contacts that the Dutch respondents
have (Common) in the last row of Table 30. We see that r=0,374, which suggests a
correlation between the two variables. The sig. value is 0,011 so there is significant
support for H11, i.e., it can be said that when a Dutch company claims to have many
common friends, acquaintances or business relations with its Vietnamese business
partner, that it is more likely that the Dutch company will trust the Vietnamese company,
than when they have fewer common friends, acquaintances or business relations.

Pearsan Correlation Trust Sig. (1-tailed)| N
MNanVarballnteraction 0222 0,098]36
ICTUse. -3073 0,335137
EsxpetiencePartner 0,022 0.450{35
Common 0,374 0011137

Table 30 - Correlations with dependent variable Trust'

4.3.9 Multiple regression

In order to explore the relative contribution of each of the independent variables to the
level of trust (dependent variable) that is given by the Dutch companies multiple
regression analysis was used.

The small sample size of the Vietnamese companies did not allow it to subject the
related independent variables to such an analysis, For the Vietnamese companies the
correlation analysis will have to suffice. Only the variables related to the Dutch
companies were put into the multiple regression analysis.

The regression analysis was performed only on the variables that proved to correlate
with the dependent variable ‘Trust’. The model holds the variable that measures the
number of common friends, acquaintances, or business contacts that the Dutch
respondents have (Common), the variable that measures how much the respondents
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feel that there are differences in non-verbal expressions between them and their
Vietnamese business partner (NonVerballnteraction) and the variable that measures
whether more direct or more indirect modes of communication were used, when
communicating with their Viethamese business partner (ImmediateDelayedTotal).

To determine the contribution of each independent variable, the B coefficients are
evaluated (Table 31). Considering the sig. values we see that Common and
NonVerballnteraction are clearly significant and the sig. value of ImmediateDelayed is
just a little higher than 0,10. So the first two variables make a statistically significant
contribution. In order of importance they are: Common (B = 0,430) and
NonVerballnteraction (B = -0,345).

Standardized
Coefficients {Dependent Variable: Trust) | Coefficients (8) Sig.
{Constant) 0,000
Common 0,430 0,010
NonVerballnteraction -0 345 0037
ImmediateDelayed 0,207 0,191

Table 31 - Regression analysis (Coefficients) N=34
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5 Conclusions and discussion

5.1 Considerations when doing business in Vietnam

The aim of this research is to take a closer look at whether problems of trust are
affecting the level of Dutch investment in Vietnam, and to what extent the development
of trust in the relationship between The Netherlands and Vietnam can be promoted. In
order to analyse this situation in more detail the following problem is formulated:

“How do problems of trust affect the collaboration and the level of trade/investment
between Dutch and Vietnamese companies, and in what way can the emergence of trust
be facilitated by managers and policymakers in this relationship?”

Problems of trust affect the collaboration and level of investment between Dutch and
Vietnamese companies in several ways. On a company to company level we have seen
that the whole process of doing business between Dutch and Vietnamese companies
can stagnate when problems of trust exist between these two companies. On an overall
level this can become a larger problem when Dutch companies with bad experiences
decide to discontinue doing business in Vietnam or with Vietnamese companies. Bad
experiences among Dutch companies can even result in a ‘bad reputation’ of
Vietnamese companies, which will not do the level of Dutch investment in Vietnam any
good. From the expert and in-depth interviews it can be concluded that to some extent
this ‘bad reputation’ is already following Vietnamese companies, with adverse affects like
low levels of investment and even withdrawal of business and projects.

As we have seen in the conceptual model that was developed from a theoretical point of
view, the emergence of trust can be influenced by many elements.

Mantsd,

sources of lrust

i Todse \
~— ]
/

Trust — Outooraes.
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A change in one of the elements in the model (trustor, trustee, external factors and
stakes) might be able to cause an increase or reduction of trust in a relationship. To give
an example: this means that if the Vietnamese partner does not openly communicate
when something goes wrong and the Dutch company finds out, this affects the
trustworthiness of the trustee (the Vietnamese company). Because the Vietnamese
company seems less trustworthy to the Dutch company now, in the future this Dutch
company may decide not to do business with this Vietnamese company again.
Observing the conceptual model this would mean that any positive development in any
element of the model would cause an increase in trust. In this research we took a closer
look at the changes in this model caused by communication between the trustor and the
trustee. The effect of embeddedness of the Dutch company in a network of common
contacts with their Vietnamese business partner on the level of trust and whether
Vietnamese companies take a longer time to trust their business partner than Dutch
companies do, were taken into consideration too.

We propose the following action points, for policymakers and for managers doing
business in Vietnam or intending to do business in Vietnam. The results of this research
suggest that the actions can help facilitate the emergence of trust between Dutch and

Vietnamese companies.
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5.2 Discussion and evaluation

This research has given a clear theoretical overview of how trust between companies
can emerge, in addition to the theory a practical light was shed upon the problem of trust
that influence the relationship between Dutch and Vietnamese companies. All this
information, both theoretical and practical, was used to focus on several assumptions
and these assumptions were tested with data that were retrieved from surveys
conducted both from Vietnamese and Dutch companies. This appears to be sound
structure to be able to make some clear conclusions.

Unfortunately only three of the eleven hypotheses found convincing support. Although
the response rate to the survey was average and even quite high for the Dutch company
survey, the absolute number of observations was quite low, which made it difficult to
statistically support many of the hypotheses, especially with regard to the Vietnamese
data. With more observations it can be possible to make more confident statements
about the hypotheses, which now do not find significant support. With respect to the
Dutch completed surveys it would have been hard to try to raise the number of
observations, because there just are not a lot of Dutch companies with experience in
doing business in Vietnam. The Vietnamese response rate could have been higher when
they were contacted through telephone directly, many of the e-mail addresses were not
correct, which made it difficult to contact the right person.

The fact that no support was found for quite a few of the hypotheses does not mean that
the assumptions made after the literature review and the expert interview are not true,
with more observations they might find support. The fact that no support was found for
H1 makes us look at the statements that are made in the expert interviews from a
different perspective. The Dutch might think that they trust very easily, but this does not
reflect in their investment behaviour and even though that the Vietnamese are cautious,
they do state that they invest a fair bit, which would suggest more trusting behaviour
than they show the Dutch companies. The lack of support for H2 can be explained by
the fact that some Viethamese companies master the English language very well and
they just do not need interpretation, so it can be said that an interpreter can be good for
the emergence of trust when the Vietnamese business partner's English is not good
enough to do without.

No support for H4 might be due to the fact that the Vietnamese companies are doing
business in a familiar environment, so they will notice the differences in non-verbal
expressions but they might not be affected by it as much as the Dutch companies. Many
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experts stated that third-party introduction is of great importance to the Vietnamese, the
lack of support for these assumptions can mean that third-party introduction is not as
important as the experts claim. It can also be caused by the fact that this assumption is
true for more traditional or conservative Vietnamese companies and that our
respondents are more progressive, this might also be related to the fact that they already
have contact with a foreign, i.e., Dutch company.

Most of the hypotheses were derived from the idea that when the Dutch company can
better predict the actions of the Vietnamese company that it is more likely that trust will
emerge. It is hard to say whether this theory can hold when many of the hypotheses do
not find support, because the hypotheses that did find significant support were based on
this same theory. Looking back it would be safer to say that the lack of information or the
withholding of information, whether that happens through lack of communication or
confusion because of cultural differences, causes a decrease in trust with the trustor.

Because the research works with a sound combination of theory and experiences from
practice a very large amount of information was collected that added information to the
statements that were analysed. The results from the surveys in combination with the
additional information will help managers and policymakers to facilitate in the emergence
of trust between Dutch and Vietnamese companies.

When it is needed to do a similar research but in another country it is possible to take the
same steps that have been made in this research. It will no longer be needed to do such
a extensive literature review, insights can be used from this report, but the other steps
that were conducted in this research can be made in order to get a clear view of aspects
that managers and policymakers should take into consideration in order to facilitate the
emergence of trust in that specific country.

5.3 Suggestions for further research

Much of the additional information that was gathered could be a challenge for further
academic research; one can zoom into other aspects of the conceptual model and
research in detail the mechanisms that affect these aspects.

In addition to that this research has shed a light upon subject that could be interesting for
further research.
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Cultural:

Economical:

Regulatory:

Getting to know more about why Vietnamese cannot lose face. It would
also be interesting to have a look at solving problems concerning the
differences between Dutch and Vietnamese in when something is a deal.
Because Vietnamese companies have only been on the world market for
such a short time many issues with regard to the Vietnamese market are
still to be discovered, like sector research. It would be possible to have a
look at the differences between markets that are open for foreign
companies to enter and those sectors that are still being protected by
Vietnamese government. That way policymakers can get an idea of what
will happen when all sectors are opened up.

As mentioned before solving problems concerning corruption is a huge
subject. Research can be done on what the most important problem areas
are with respect to corruption and possible solutions on policy level to the
problems.
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Appendices

Appendix A: Definitions of trust (Das & Teng, 2004)

Authors

Definitions of Trust

Deutsch (1960)

"To trust another person to produce a beneficial
event X (or to suspect that another person will
produce a harmful event Y) an individual must
have confidence that the other individual has the
ability and intention to produce it" (p.125)

Rotter (1967)

Trust “as an expectancy held by an individual or a
group that the word, promise, verbal or written
statement of another individual or group can be
relied upon” (p. 651)

Kee and Knox (1970)

"Subjective trust and suspicion can be defined in
terms of P's certainty or uncertainty about O's
trustworthiness" (p. 359)

Schlenker, Helm, and Tedeschi (1973)

“[l]nterpersonal trust may be defined as a reliance
upon information received from another person
about uncertain environmental states and their
accompanying outcomes in a risky situation” (p.
419)

Gabarro (1978)

"Trust has been defined or operationalized in the
literature in many different ways including the level
of openness that exists between two people, the
degree to which one person feels assured that
another will not take malevolent or arbitrary
actions, and the extent to which one person can
expect predictability in the other's behaviour in
terms of what is 'normally' expected of a person
acting in good faith" (p. 294)

Luhmann (1979)

Trust is “confidence in one’s expectations” (p. 4)
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Scott (1980)

"[lInterpersonal trust as a two-factor variable: one
being a broad-based stable factor, the second
being a situational influenced factor” (p. 810)

Barber (1983)

Trust "as expectation of the persistence of the
moral social order, ... The first ... as the expectation
of technically competent role performance ... The
second meaning of trust ... concerns expectations
of fiduciary obligation and responsibility, that is, the
expectation that some others in our social
relationships have moral obligations and
responsibility to demonstrate a special concern for
other's interests above their own" (p. 14).

Zucker (1986)

"From a sociological perspective, trust is defined
as a set of expectations shared by all those
involved in an exchange" (p. 54)

Dasgupta (1988)

"I am using the word 'trust' in the sense of correct
expectations about the actions of other people that
have a bearing on one's own choice of action when
that action must be chosen before one can monitor
the actions of those others" (p. 51)

Gambetta (1988)

"[Tlrust ... is a particular level of the subjective
probability with which an agent assesses that
another agent or group of agents will perform a
particular action” (p. 217)

Bradach and Eccles (1989)

"Trust is a type of expectation that alleviates the
fear that one's exchange partner will act
opportunistically” (p. 104)

Michalos (1990)

"[TIrust as a relatively informed attitude or
propensity to allow oneself and perhaps others to
be vulnerable to harm in the interest of some
perceived greater good" (p. 619)

Boon and Holmes (1991)

“[T]rust as a state involving confident positive
expectations about another's motives with respect
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to oneself in situations entailing risk" (p. 194)

Moorman, Zaltman, and Deshpande
(1992)

Trust “as a willingness to rely on an exchange
partner in whom one has confidence” (p. 315)

Craswell (1993)

“(1) "X loaned some money to Y. What might
explain X's act of trust?' (2) 'X loaned some money
to Y because he trusted her'. In the first example,
'trust’ is used merely to label the behaviour for
which an explanation is being sought. In the
second, 'trust' is put forward as an explanation of
that behaviour” (p. 487)

Sabel (1993)

"Trust, the mutual confidence that no party to an
exchange will exploit the other's vulnerability ..."
(p.-1133)

Sitkin and Roth (1993)

Trust refers to "belief in a person's competence to
perform a specific task under specific
circumstances” (p. 373)

Barney and Hansen (1994)

"[T]rust is the mutual confidence that one's
vulnerability will not be exploited in an exchange”
(p. 177)

Currall and Judge (1995)

Trust as "an individual's behavioural reliance on
another person under a condition of risk" (p. 153)

Hosmer (1995)

"Trust is the reliance by one person, group, or firm
upon a voluntarily accepted duty on the part of
another person, group, or firm to recognize and
protect the rights and interests of all others
engaged in a joint endeavour or economic
exchange". (p. 393)

Madhok (1995)

"[TIrust is the perceived likelihood of the other not
behaving in a self-interested manner” (p. 120)

Mayer, Davis, and Schoorman (1995)

Trust is "the willingness of a party to be vulnerable
to the actions of another party based on the
expectation that the other will perform a particular
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action important to the trustor, irrespective of the
ability to monitor or control that other party” (p.
712)

McAllister (1995)

“[lInterpersonal trust as the extent to which a
person is confident in, and willing to act on the
basis of, the words, actions, and decisions of
another” (p. 25)

Cummings and Bromiley (1996)

"Trust will be defined as an individual's belief or a
common belief among a group of individuals that
another individual or group (a) makes good-faith
efforts to behave in accordance with any
commitments both explicit or implicit, (b) is honest
in whatever negotiations preceded such
commitments, and (c¢) does not take excessive
advantage of another even when the opportunity is
available" (p. 303)

Ring (1996)

"[T}wo distinct forms of trust can be observed in
economic exchanges: fragile and resilient trust” (p.
150).

Sheppard and Tuchinsky (1996)

"You can trust those with whom you have a
business relationship when three conditions hold:
(a) They risk losing too much if they cheat, (b) you
can predict your partners well and thus can protect
against their cheating, and (c) your partners have
adopted your preferences” (p. 143)

Bhattacharya, Devinney, and Pillutla
(1998)

"Trust is an expectancy of positive (or nonnegative)
outcomes that one can receive based on the
expected action of another party in an interaction
characterized by uncertainty" (p. 462)

Hagen and Choe (1998)

Trust "is the expectation that the promise of
another can be relied on and that, in unforeseen
circumstances, the other will act in a spirit of
cooperation with the trustor" (pp. 589--590)
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Lewicki, McAllister, and Bies (1998)

Trust is “confident positive expectations regarding
another’s conduct” (p. 439)

McKnight, Cummings, and Chervany
(1998)

Trust means that “one believes in, and is willing to
depend on, another party” (p. 474)
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Appendix B: Survey questionnaire Dutch companies

For master thesis research about the emergence of trust between Dutch and
Vietnamese companies.
Ho Chi Minh City, January/February 2007

Please return this survey before the end of February to:
c.e.groosman@student.tue.nl

or

Consulate General of the Netherlands

Saigon Tower

29 Le Duan Bivd., District 1

Ho Chi Minh City, Vietham

Company name:
Respondents name:
Respondents function:

O Man
O woman
Age of the respondent: ................. years

The results of this survey will be used for research as stated before. Do you insist on the
results being treated confidentially?

O No

O  Yes

1. How many employees does your company have in Vietnam?
O  1to 10 employees

O 11 to 50 employees

O  51to 100 employees

O 101 to 250 employees

O  more than 250 employees
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2a. What is the yearly turnover of your company in internationally?
less than 1 min USD

between 1 and 3 min USD

between 3 and 5 min USD

between 5 and 10 min USD

between 10 and 25 min USD

more than 25 min USD

OOOoOooOoao

2b. What is the yearly turnover of your company in Vietnam?
less than 1 min USD

between 1 and 3 min USD

between 3 and 5 min USD

between 5 and 10 min USD

between 10 and 25 min USD

more than 25 min USD

OO0O0O0oan

3. Since which year has your company been doing business in Vietnam?

4. What sector is your company active in? (Please check ali that apply.)

Agro

Arts, culture and media
Biotechnology

Construction an infrastructure
Chemistry

Clothing and textile
Consumer goods and retail trade
Defence materials

Education

Electronics

Energy and water supply

Environment

OOoo0O0O00O0oOoOooOooan

Foods and allied products
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Forestry and wood industry
(Semi-)government
Graphics and paper industry
Home and project furnishing
ICT

Machinery

Medical sector
Metalworking

Mining and petrochemistry
Packaging

Service industries
Synthetics industry
Tourism, recreation, hotel and catering
Transportation

Transport and logistics

OoO0OoO0OO0oo0oOoooooOooao

Waste water treatment

5. Does your company have / did you in the past have business relations with
Vietnamese partners?

O Yes
O No

6. What is the name of the partner company? (in the case of more than one Vietnamese, please select

the company that you approached most recently for building up a business relation. It does not matter whether the
approach was successful or not.)

...................................................................................................................

7. What is the sector that the partner company is active in? (Please check all that apply.)
Agro

Arts, culture and media

Biotechnology

Construction an infrastructure

Chemistry

OOOooO00oao

Clothing and textile
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Consumer goods and retail trade
Defence materials
Education

Electronics

Energy and water supply
Environment

Foods and allied products
Forestry and wood industry
(Semi-)government
Graphics and paper industry
Home and project furnishing
ICT

Machinery

Medical sector
Metalworking

Mining and petrochemistry
Packaging

Service industries
Synthetics industry

Tourism, recreation, hotel and catering
Transportation

Transport and logistics

DDDDDDDDDDDDDDDDDDDDDDD

(Waste) water treatment

8. Did the partner company have any previous experience with doing business

internationally?

O Yes, the Vietnamese partner has previously had partners from other countries
then Vietnam

O Yes, the Vietnamese partner has previously contacted companies from other
countries then Vietnam

O No, they have no previous experience
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9. How many common friends, acquaintances, or business contacts do you have with
your Vietnamese partner?

None

1

between 2 and 4

between 5 and 10

OoooOoon

more than 10

10. What way of communication did you use when your company first got in contact with
the Vietnamese partner? (Please check all that apply.)
Business association

Common acquaintance

Email

Embassy / consulate

Face-to-face

Fair

Fax

Flyer

Fellow countrymen

Friends/Family

Website

Letter writing

Matchmaking

Newspaper

Radio ad

Telephone

TV

OO0O000OO0O0O0O0O0O0oOOoOOoOoo0o0ao
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11. How many times did you have contact with the Vietnamese partner in this period
when you first got in contact with the Vietnamese partner?

O onetime

O  twotimes

0  more than two times

12. What kind of activities did you undertake with the Viethamese partner in the period
when you first got in contact with the Vietnamese partner? (Please check all that apply.)

Dinner

Invite to visit the Netherlands

Lunch

Meeting

Social activity

Telephone call

Oooooooo

14. After how much time would you say that you started to consider investing (time and
money) seriously in this business relationship?

less than 3 months

between 3 and 6 months

between 6 months and 1 year

between 1 and 2 years

Ooooon

more than 2 years

15. What way of communication did you use throughout the building of the relationship
with the Vietnamese partner? (Piease check all that apply.)

Business association
Common acquaintance
Email

Ooooao

Embassy / consulate
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Face-to-face
Fair

Fax

Flyer

Fellow countrymen
Friends/Family
Website

Letter writing
Matchmaking
Newspaper
Radio ad
Telephone

TV

OO0O0O0O0OO0O0O0OOoOo0o0o0oan

16. After the period that you first got in contact with this company, did your company
want to continue contact with this Vietnamese business partner?

O Yes

O No

17. After the period that you first got in contact with this company, did the Vieinamese
company want to continue contact with your company?

O Yes

O No

18. Did your company and the Vietnamese business pariner intensify the business
relationship after the period that you first got in contact?

O VYes

O No
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19. When you stated above that the business relationship continued, please indicate
how well the business relationship further developed after the period that you first got in

contact.

O  Excellent

O Good

O  Neutral

O  Fair

O  Poor/Notatall

20. Please explain in more detail how the business relationship developed

21. Do you use an interpreter when you meet with the Vietnamese partner?
Yes always and we provided the interpreter

Yes always and the Vietnamese partner provided the interpreter
Sometimes an interpreter is used

oooao

No interpreter is used

22. Do you notice any non-verbal signals when communicating with the Vietnamese
business partner?

For instance that the Vietnamese business partner tries to say something that is not said explicitly in the
conversation with smiling, hand-movements or other non-verbal expressions

O Yes
O No

23. If you stated yes to the question above please give an example of non-verbal signals
that you noticed.
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24. Do you feel that there are differences between you and your Vietnamese business

partner in non-verbal expressions with respect to social interaction with your Vietnamese

partner? Things that are experienced outside of the conversation, for instance when

being introduced or non-verbal expressions after the conversation, when you may or

may not meet the partner on another occasion

Oooo0oaon

25.

Yes, big differences
Yes, some differences
Minor differences

Very few differences
No, not any differences

Does your company use more email or more other (traditional) ways of

communicating within and outside your company?

O O oOA0

O

we exclusively use email for communication within and outside our company

we mostly use email, but sometimes we also use other ways communication
within and outside our company

we use email and other ways of communication equally frequent within and
outside our company

we mostly use other ways of communication, but sometimes we also use email
within and outside our company

we only use other ways of communication within and outside our company

26. Does your company use more internet or more other (traditional) ways of acquiring

information?

OO OO0

O

we exclusively use internet for the acquisition of information

we mostly use internet, but sometimes we also use other ways of acquiring
information

we use internet and other ways of acquiring information equally frequent

we mostly use other ways of acquiring information, but sometimes we also use
internet

we exclusively use other ways of acquiring information and not the internet
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27. Does your Vietnamese partner use email?

Very small amount of using email/No use of email
Small amount of using email

Neutral amount of using email

Large amount of using email

OoooOooo

Very large amount of using email

28. How much money was invested in the business relationship with this Vietnamese
partner?
Less than 50.000 USD
O  Between 50.000 and 300.000 USD
OO0  Between 300.000 and 500.000 USD
O  Between 500.000 and 2 min USD
More than 2 min USD
29. How much time was invested in the business relationship with this Vietnamese

O

No time was invested
A small amount of time was invested

O

O

O A medium amount of time was invested
0  Atarge amount of time was invested
O

A very large amount of time was invested

30. How much knowledge and information was shared with this Vietnamese partner?
No knowledge and information was shared

A small amount of knowledge and information was shared

A medium amount of knowledge and information was shared

A large amount of knowledge and information was shared

oooono

A very large amount of knowledge and information was shared
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31. How detailed is the contract that you signed with the Vietnamese partner?
No contract was used

A small amount of detail was used

A medium amount of detail was used

A large amount of time detail was used

OoOoooo

A very large amount of detail was used

32. Who took the lead in the contract negotiations?

We took the lead in the negotiations

The Vietnamese partner took the lead in the negotiations

Both us and the Vietnamese partner took the lead in the negotiations

O0oo0on

A third party, consultant, took the lead in the negotiations

Please suppose that you are in the following situation.

You manage a company and you consider taking your business to Vietnam. You decide
to make a business trip to Ho Chi Minh City to see what can be arranged with a
Vietnamese partner. You find a potential Vietnamese partner on your own and contact
the company yourself without any intermediary. During the meeting you speak English
with the potential Vietnamese partner, no interpreter is used. After a couple of
consultations it is time to really talk about agreements that can be made between you
and the Vietnamese company. It is chosen not to use a contract, but rely on each others
word for it that everything will be delivered and paid in time and that everything will be
produced the way it was agreed upon.

33. How far does the above stated scenario represent a situation that you could be in?

it is a situation that is almost identical to a situation that | am in.

it very much resembles my own situation.

it resembles a little bit a situation my own situation.

it does not really resemble my own situation.

ooooano

it does not, in any way resemble my own situation.
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34. Reviewing this situation would you invest money in the business relationship with this

partner?

O OoOooano

Yes, | would invest a lot of money

Yes, | would invest some money

Maybe | would invest a little money

No, but if the Vietnamese partner keeps investing money in me | would consider
investing a little money too.

No, | would absolutely not invest any money in the relationship

35. Would you invest time in the business relationship with this Viethamese partner?

OOooan

O

Yes, | would invest a lot of time

Yes, | would invest some time

Maybe | would invest a little time

No, but if the Vietnamese partner keeps investing time in me | would consider
investing a little time too.

No, | would absolutely not invest any time in the relationship

36. Would you share knowledge and information that you have within your company

with this Vietnamese partner?

O

O

O 0O 0O

Yes, | would share all my knowledge and information with this Viethamese
partner

Yes, | would invest some of my knowledge and information with this Vietnamese
partner

Maybe | would invest a littte of my knowledge and information with this
Vietnamese partner

No, but if the Viethamese partner keeps investing knowledge and information in
me | would consider sharing a little of my knowledge and information too

No, | would absolutely not share any knowledge and information with this
Vietnamese partner

If you have any questions or remarks, please state the below or contact me
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Appendix C: Survey questionnaire Vietnamese companies

For master thesis research about the emergence of trust between Dutch and
Vietnamese companies.
Ho Chi Minh City, Vietnam.

Please return this survey before the March 16 to:
c.e.groosman@student.tue.nl

or

Consulate General of the Netherlands

Saigon Tower

29 Le Duan Bivd., District 1

Ho Chi Minh City, Vietnam

1. Company name:
2. Respondents name:
3. Respondents function:
4. O Man
O woman
5. Year of birth:
Throughout the survey please mark the square that is most suitable to your opinion or
knowledge.
6. The results of this survey will be used for the research as stated before. Do you insist
on the results of the survey being treated confidentially?
O No
O VYes

7. How many employees does your company have?
1 to 10 employees

10 to 50 employees

50 to 100 employees

100 to 250 employees

oooOooo

more than 250 employees
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8. What is the yearly turnover of your company in internationally?
less than 1 min USD

between 1 and 3 min USD

between 3 and 5 min USD

between 5 and 10 min USD

between 10 and 25 min USD

more than 25 min USD

ooooOooOono

9. What is the yearly turnover of your company in Vietham?
less than 1 min USD

between 1 and 3 min USD

between 3 and 5 min USD

between 5 and 10 min USD

between 10 and 25 min USD

more than 25 min USD

OO0OoOooo

10. Since what year has your company been doing business?

11. What sector is your company active in? (Please check all that apply.)

Agro

Arts, culture and media
Biotechnology

Construction an infrastructure
Chemistry

Clothing and textile
Consumer goods and retail trade
Defence materials

Education

Electronics

Energy and water supply

OO0O00O00O0O0OOo0oa0n

Environment
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Foods and allied products
Forestry and wood industry
(Semi-)government
Graphics and paper industry
Home and project furnishing
ICT

Machinery

Medical sector
Metalworking

Mining and petrochemistry
Packaging

Service industries
Synthetics industry
Tourism, recreation
Transportation

Transport and logistics

ODOOooO0oOooO0OooOoOOooooooao

Waste water treatment

12. Does your company have / did you in the past have business relations with Dutch
partners?

O  Yes

O No

13. Why not?
Only answer this question when you answered NO in the previous question

14. What is the name of the partner company? (in the case of more than one, please select the

company that you approached most recently for building up a business relation. It does not matter whether the approach
was successful or not.)
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15. What is the sector that the Duich partner company is active in? (Please check all that apply.)
Agro

Arts, culture and media
Biotechnology

Construction an infrastructure
Chemistry

Clothing and textile

Consumer goods and retail trade
Defence materials

Education

Electronics

Energy and water supply
Environment

Foods and allied products
Forestry and wood industry
(Semi-) government

Graphics and paper industry
Home and project furnishing

ICT

Machinery

Medical sector

Metalworking

Mining and petrochemistry
Packaging

Service industries

Synthetics industry

Tourism, recreation, hotel and catering
Transportation

Transport and logistics

O000000000000oo0o0o0000o0O0o0o0ooooOoooan

(Waste) water treatment
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16. How were you and your Dutch partner company introduced to each other?
[0 | contacted the potential Dutch partner directly

O The Dutch company contacted me directly

O We were introduced to each other by someone else

17. What way of communication did you use when your company first got in contact with

the Dutch partner? (The period that you first got in contact means the moment (more than one is possible) that the
first acquaintance was made, check all that apply.)

Business association
Common acquaintance
Email

Embassy / consulate
Face-to-face

Fair

Fax

Flyer

Fellow countrymen
Friends/Family
Website

Letter writing
Matchmaking
Newspaper

Radio ad

Telephone

TV

OoOoOoOoo0o0ooOooOoooOoo0oooag

18. How many times did you have contact with the Dutch partner in this period when you

first got in contact with them? The period that you first got in contact means the moment (more than one is
possible) that the first acquaintance was made
O onetime

O twotimes
O more than two times
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19. How many common friends, acquaintances, or business contacts do you have with

your Dutch partner?

Oo0o0OoOoo

None

1

between 2 and 4
between 5 and 10
more than 10

20. What kind of activities did you undertake with the Dutch partner in the period when

you first got in contact with them? (The period that you first got in contact means the moment (more than one

is possible) that the first acquaintance was made, check all that apply.)

Oooooono

Dinner

Invite to visit the Netherlands
Lunch

Meeting

Social activity

Telephone call

22. After how much time would you say that you started to consider investing (time and

money) seriously in this business relationship?

OOoooao

less than 3 months

between 3 and 6 months
between 6 months and 1 year
between 1 and 2 years

more than 2 years
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23. Do you notice any non-verbal signals when communicating with the Dutch business
partner? For instance that the Dutch business partner tries to say something that is not
said explicitly in the conversation with smiling or movements or other non-verbal

expressions
O Yes
O No

24. If you stated yes to the question above, please give an example of non-verbal
signals you noticed.

25. Do you feel that there are differences between you and your Dutch business partner
in non-verbal expressions with respect to social interaction with your Dutch partner?
Things that are experienced outside of the conversation for instance when being
introduced or non-verbal expressions after the conversation, when you meet the partner
on another occasion.

yes, big differences

yes, some differences

minor differences

very few differences

oooOoono

no, not any differences

N

6. Does your company use more email or more other (traditional) ways of
communicating?

we exclusively use email for communication within and outside our company

we mostly use email, but sometimes we also use other communication modes

we use email and other communication modes equally frequent

we mostly use other communication modes, but sometimes we also use email

Oo0oOooOoao

we exclusively use other communication modes for communication within and

outside our company and not email
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27. Does your company use more internet or more other (traditional) ways of acquiring

information?
we exclusively use internet for the acquisition of information

information
we use email and other ways of acquiring information equally frequent

internet

O OO OO0

we exclusively use other ways of acquiring information and not the internet

we mostly use internet, but sometimes we also use other ways of acquiring

we mostly use other ways of acquiring information, but sometimes we also use

28. How much money was invested in the business relationship with this Dutch partner?

less than 50.000 USD

between 50.000 and 300.000 USD
between 300.000 and 500.000 USD
between 500.000 and 2 min USD
more than 2 min USD

no time was invested
a small amount of time was invested
a medium amount of time was invested

a large amount of time was invested

Oo00o00soao0o0oan

a very large amount of time was invested

30. How much knowledge and information did you share with this Dutch partner?
no knowledge and information was shared

a small amount of knowledge and information was shared

a medium amount of knowledge and information was shared

a large amount of knowledge and information was shared

OO0O000

a very large amount of knowledge and information was shared

. How much time was invested in the business relationship with this Dutch partner?

31. If there are any experiences that you have with respect to doing business with

Vietnamese companies and you feel you have not shared them in this survey yet you

can state them below.
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Appendix D: Scenarios

000

You manage a company and you consider taking your business to Vietnam. You decide to make a business trip to Ho Chi Minh City to see what can be arranged with a
Vietnamese partner. You find a potential Vietnamese partner on your own and contact the company yourself without any intermediary. During the meeting you speak
English with the potential Vietnamese partner, no interpreter is used. After a couple of consultations it is time to really talk about agreements that can be made between
you and the Vietnamese company. It is chosen not to use a contract, but rely on each others word for it that everything will be delivered and paid in time and that
everything will be produced the way it was agreed upon.

001

You manage a company and you consider taking your business to Vietnam. You decide to make a business trip to Ho Chi Minh City to see what can be arranged with a
Vietnamese partner. You find a potential Vietnamese partner on your own and contact the company yourself without any intermediary. During the meeting you speak
English with the potential Vietnamese partner, no interpreter is used. After a couple of consultations it is time to really talk about agreements that can be made between
you and the Vietnamese company. Some general agreements are put on paper and signed by both parties.

002

You manage a company and you consider taking your business to Vietnam. You decide to make a business trip to Ho Chi Minh City to see what can be arranged with a
Vietnamese partner. You find a potential Vietnamese pariner on your own and contact the company yourself without any intermediary. During the meeting you speak
English with the potential Viethnamese partner, no interpreter is used. After a couple of consultations it is time to really talk about agreements that can be made between
you and the Vietnamese company. A contract of normal detail is drawn up and signed by both parties.

003

You manage a company and you consider taking your business to Vietnam. You decide to make a business trip to Ho Chi Minh City to see what can be arranged with a
Vietnamese partner. You find a potential Vietnamese partner on your own and contact the company yourself without any intermediary. During the meeting you speak
English with the potential Viethamese partner, no interpreter is used. After a couple of consultations it is time to really talk about agreements that can be made between
you and the Vietnamese company. The Vietnamese company wants to draw up a very detailed contract with small things in it that you might not have thought of before to
put it in a contract, in the end a very detailed contract is signed by both parties.

010

You manage a company and you consider taking your business to Vietnam. You decide to make a business trip to Ho Chi Minh City to see what can be arranged with a
Vietnamese partner. You find a potential Vietnamese partner on your own and contact the company yourself without any intermediary. For the meeting an interpreter was
arranged in order to make sure that everyone understands what is said. After a couple of consultations it is time to really talk about agreements that can be made between
you and the Vietnamese company. It was chosen not to use a contract, you will take each others word for it that everything will be delivered and paid in time and that
everything will be produced the way it was agreed upon.

011

You manage a company and you consider taking your business to Vietnam. You decide to make a business trip to Ho Chi Minh City to see what can be arranged with a
Vietnamese partner. You find a potential Vietnamese partner on your own and contact the company yourself without any intermediary. For the meeting an interpreter was
arranged in order to make sure that everyone understands what is said. After a couple of consultations it is time to really talk about agreements that can be made between
you and the Vietnamese company. Some general agreements are put on paper and signed by both parties.




012

You manage a company and you consider taking your business to Vietnam. You decide to make a business trip to Ho Chi Minh City to see what can be arranged with a
Vietnamese partner. You find a potential Vietnamese partner on your own and contact the company yourself without any intermediary. For the meeting an interpreter was
arranged in order to make sure that everyone understands what is said. After a couple of consultations it is time to really talk about agreements that can be made between
you and the Vietnamese company. A contract of normal detail is drawn up and signed by both parties.

013

You manage a company and you consider taking your business to Vietnam. You decide to make a business trip to Ho Chi Minh City to see what can be arranged with a
Vietnamese partner. You find a potential Vietnamese partner on your own and contact the company yourself without any intermediary. For the meeting an interpreter was
arranged in order to make sure that everyone understands what is said. After a couple of consultations it is time to really talk about agreements that can be made between
you and the Vietnamese company. The Vieinamese company wants to draw up a very detailed contract with small things it that you might not have thought of before to put
it in a contract, in the end a very detailed contract is signed by both parties.

100

You manage a company and you consider taking your business to Vietnam. You decide to make a business trip to Ho Chi Minh City to see what can be arranged with a
Vietnamese partner. A business acquaintance of yours introduces you to a potential Vietnamese partner that he knows. During the meeting you speak English with the
potential Vietnamese partner, no interpreter is used. After a couple of consultations it is time to really talk about agreements that can be made between you and the
Vietnamese company. It was chosen not to use a contract, you will take each others word for it that everything will be delivered and paid in time and that everything will be
produced the way it was agreed upon.

101

You manage a company and you consider taking your business to Vietnam. You decide to make a business trip to Ho Chi Minh City to see what can be arranged with a
Vietnamese partner. A business acquaintance of yours introduces you to a potential Vietnamese pariner that he knows. During the meeting you speak English with the
potential Vietnamese partner, no interpreter is used. After a couple of consultations it is time to really talk about agreements that can be made between you and the
Vietnamese company. Some general agreements are put on paper and signed by both parties.

102

You manage a company and you consider taking your business to Vietnam. You decide to make a business trip to Ho Chi Minh City to see what can be arranged with a
Vietnamese partner. A business acquaintance of yours introduces you to a potential Vietnamese partner that he knows. During the meeting you speak English with the
potential Vietnamese partner, no interpreter is used. After a couple of consultations it is time to really talk about agreements that can be made between you and the
Vietnamese company. A contract of normal detail is drawn up and signed by both parties.

103

You manage a company and you consider taking your business to Vietnam. You decide to make a business trip to Ho Chi Minh City to see what can be arranged with a
Vietnamese partner. A business acquaintance of yours introduces you to a potential Vietnamese partner that he knows. During the meeting you speak English with the
potential Vietnamese pariner, no interpreter is used. After a couple of consultations it is time to really talk about agreements that can be made between you and the
Vietnamese company. The Vietnamese company wants to draw up a very detailed contract with small things it that you might not have thought of before to putitin a
contract, in the end a very detailed contract is signed by both parties.
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110

You manage a company and you consider taking your business to Vietnam. You decide to make a business trip to Ho Chi Minh City to see what can be arranged with a
Vietnamese partner. A business acquaintance of yours introduces you to a potential Viethnamese partner that he knows. For the meeting an interpreter was arranged in
order to make sure that everyone understands what is said. After a couple of consultations it is time to really talk about agreements that can be made between you and the
Vietnamese company. It was chosen not to use a contract, you will take each others word for it that everything will be delivered and paid in time and that everything will be
produced the way it was agreed upon.

111

You manage a company and you consider taking your business to Vietnam. You decide to make a business trip to Ho Chi Minh City to see what can be arranged with a
Vietnamese partner. A business acquaintance of yours introduces you to a potential Vietnamese partner that he knows. For the meeting an interpreter was arranged in
order to make sure that everyone understands what is said. After a couple of consultations it is time to really talk about agreements that can be made between you and the
Vietnamese company. Some general agreements are put on paper and signed by both parties.

112

You manage a company and you consider taking your business to Vietnam. You decide to make a business trip to Ho Chi Minh City to see what can be arranged with a
Vietnamese partner. A business acquaintance of yours introduces you to a potential Vietnamese partner that he knows. For the meeting an interpreter was arranged in
order to make sure that everyone understands what is said. After a couple of consultations it is time to really talk about agreements that can be made between you and the
Vietnamese company. A coniract of normal detail is drawn up and signed by both parties.

113

You manage a company and you consider taking your business to Vietham. You decide to make a business trip to Ho Chi Minh City to see what can be arranged with a
Vietnamese partner. A business acquaintance of yours introduces you to a potential Vietnamese partner that he knows. For the meeting an interpreter was arranged in
order to make sure that everyone understands what is said. After a couple of consultations it is time to really talk about agreements that can be made between you and the
Vietnamese company. The Viethamese company wants to draw up a very detailed contract with small things it that you might not have thought of before to putitin a
contract, in the end a very detailed contract is signed by both parties.
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