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5. Discussion

In this paper, we show how export pricing can help suppliers
manage their channel relationships with foreign resellers. Specifi-
cally, we investigated how export price manipulations contribute
to mitigating internal (distributor-level) competition and how this
allows exporters to achieve economic performance. This core
contribution is based on an agency theory framework that suits
particularly well international channels arrangements. Agency
theory proposes two mechanisms to manage principal-agent
relationships: monitoring (see, for example Aulakh et al., 1996;
Bello & Gilliland, 1997 for the exporting context) and incentives.
Focusing on the latter, we provided evidence that export price
manipulations allow the exporter to offer incentives to the
importer which in turn increase the latter’s commitment to the
exporter’s product portfolio. According to Gilliland’s (2003)
classification of B2B-channel incentives, export price manipula-
tions can be thus seen as activity incentives (Gilliland, 2003) – that
is, rewards provided by the exporter to the importer to promote
activities that support the exporter’s brand.
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