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ABSTRACT

SI for NPD suggests multiplexity of the relationship between buyer and supplier, requiring appropriate
coordinating mechanisms for successful NPD collaboration. Drawing on information processing theory,
this study unravels the nature of salesperson's behaviors in the SI-NPD performance and investigates
how the salesperson’s behaviors affect the SI-NPD outcomes. Our findings conclude that whereas the
salesperson’s information regulating behaviors positively moderate the SI-NPD performance linkage,
the process regulating behaviors negatively affect the linkage. This study contributes to SI literature in
that inter-functional issues during inter-organizational NPD collaboration are explored and investigated.
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