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Introduction The importance of the manufacturing industry in Vietnam

Improve production capabilities, innovate technology, and
improve product quality.

Manufacturing
industry in Vietnam

The factors determining the country's sustainable
development.

Vietnam will become a developing country with a
modernized industry in 2025.

Industry's contribution to GDP increased from
32.7% in 2016 to 34.5% in 2019.

5



Take advantage of advanced technology and techniques from
foreign partners. 

Improve productivity, improve product quality and reduce costs.

Solving the problem of lack of technical and professional labor in
many fields.

Optimize costs for manufacturing companies in Vietnam.

Help them focus on core operations.

Enhance capabilities and performance.

Enhance flexibility, promoting strong competition in the
market international.

The role of outsourcing activities in manufacturing
companies in Vietnam

 Roles 

Introduction
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Introduction Vietnam's advantages when developing outsourcing services
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Outstanding problems in outsourcing activities in Vietnam

Building and maintaining a comprehensive, healthy, and sustainable
long-term cooperative relationship with partner companies poses
difficulties for businesses.

Resolving conflicts during
business cooperation.

Vague commitments.

Lack of proper implementation.

Unfair competition between outsourcing
partners.

Problems

Introduction
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01
To identify important factors

contributing to develope and maintain
trust in outsourcing relationships among

Vietnamese manufacturing companies.

02

03

To assess the impact of trust on the
sustainable outsourcing relationships

among Vietnamese manufacturing
companies.

To investigate the relationship between
the social psychological mechanism of

trust that helps promote sustainable
outsourcing relationships among

manufacturing companies in Vietnam.

Research Questions   Research Objectives 

Research Questions and Research Objectives

9

What are the key social-psychological
factors that influence trust in outsourcing
relationships among Vietnamese
manufacturing companies?

How does trust impact sustainable
outsourcing relationships among
Vietnamese manufacturing companies?

To what extent does trust mediate the
relationship between outsourcing
companies and their suppliers, and how
does this influence sustainable
outsourcing relationships among
Vietnamese manufacturing companies?



CHAPTER 2: LITERATURE REVIEW

1. Factor influencing trust in outsourcing relationship

2.The impact of trust on sustainable outsourcing relationship

3. Social mechanism of trust 

4. Research gap

5. Conceptual model

6. Hypothesis development
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Trust

Willingness to rely on
an exchange partner
that one trusts

Facilitates cooperative
behavior, promotes
improved relationships,
reduces toxic conflict,
and facilitates effective
response in emergency 

Can be enhanced
through factors that
ensure trust, such as
social and personal
relationships

Literature Review
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Factor influencing trust in outsourcing relationship

Cognitive trust

Cognitive trust is the partner's confidence or willingness based on the service provider's
ability and reputation. It allows people to predict based on a certain level of
accumulated knowledge and confidence that the counterparty will fulfill its obligations.

Affective trust

Affective trust is the trust that a person places in a partner based on
emotions established and based on the level of care that the partner has.
Unlike cognitive trust, affective trust is characterized by a sense of
security and perceived strength of the relationship. 

Literature Review
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Outsourcing involves the procurement of
goods or services from external individuals
or organizations rather than producing
them internally with a firm's workforce and
management, extending beyond the firm's
organizational boundaries. 

In simpler terms, outsourcing is the
delegation of a service or task to an external
third party. 

Outsourcing 

Literature Review
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The impact of trust on sustainable outsourcing relationship

Sustainable outsourcing
relationship

Sustainable outsourcing relationship
is a long-term collaboration between
an organization and an external
partner (typically another company
or organization) in the execution of
projects, business processes, or the
provision of specific services. 

Dimensions

Cooperative behavior
Non-cooperative behavior

Literature Review
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 Joint responsibility

Shared planning

Flexibility in arrangement 

Cooperative

Oppotunisum (weak form)

  Oppotunisum (strong form)

The impact of trust on sustainable outsourcing relationship

Non-cooperative

Literature Review
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The impact of trust on sustainable outsourcing relationship

Trust impacts Oppotunisum

Trust impacts Flexibility in arrangements

Trust impacts Shared planning

Trust impacts Joint responsibility

Literature Review

16



Trust impacts Cooperative Behaviors

The impact of trust on sustainable outsourcing relationshipLiterature Review

Trust impacts Shared planning

Trust impacts Joint responsibility

Trust impacts Flexibility in arrangements

By building trust, there will be confidence and shared goals between
the two parties (Kadefors 2004).

Trust positively influences shared responsibility in the relationship
between buyers and suppliers (Johnston 2014).

Instead of focusing on risks, complexities, and uncertainties, trust will
bring effective coordination between organizations to achieve long-
term and stable cooperation  (Kadefors 2004).

Continuous exchange of information is essential to maintain
partnerships and ensure success for both parties(Whipple etal. 2002).
Effective information sharing, including disclosure of financial details
and strategic plans, depends heavily on trust  (Bowersox etal. 2000).

Can help reduce opportunistic behavior among supply chain partners  
(Ellram and Cooper, 1990).

Trust enhances strategic adaptability, allowing companies to respond
effectively to market changes and maintain a competitive advantage
(Shi etal. 2012).
Contributes to increased satisfaction for relationship managers and
problem solvers (Johnston etal. 2004).

Increase agility, and achieve timeliness, accuracy, and adaptability-
essential for information sharing and collaboration requirements
across organizations (Jermsittiparsert etal. 2019).17



Trust impacts Non-cooperative
behaviors

Trust impacts Oppotunisum

The impact of trust on sustainable outsourcing relationshipLiterature Review

 The impact of trust on opportunism has been a subject of
prior research. Studies such as Huo etal., (2015); Mysen etal.,
(2011)

Across these studies, a consistent finding emerges:
opportunism diminishes trust in the relationships between
parties, meaning that the impact of opportunism is negatively
correlated with trust Huo etal., (2015); Mysen etal., (2011);
Lai etal., (2012)

The research conducted within the last decade has delved into
the intersection of trust and opportunism Huo etal., (2015);
Mysen etal., (2011)

18



Definition:
Psychological safety is an important factor that
helps improve organizational performance. 
Psychological safety refers to an individual's
perception of the consequences of interpersonal
risks in their work environment. This includes
their beliefs about how others will react when
they take risks, such as asking questions,
seeking feedback  or reporting mistakes
(Edmondson 1999).

Social mechanism of trust 

 Relationship
Atmosphere

Dependence Pshychology safety
Psychological safety

Definition:
Dependence in the buyer-supplier context is
defined as the degree to which a firm needs the
resources provided by its partner to achieve its
goals (Frazier, 1983; Heide & John, 1988).
Dependence on the supplier implies that the
supplier's resources are valuable to the buyer's
performance and the buyer has few
alternatives to replace the supplier.

Example items of dependence: 
D1. If our relationship with this supplier were to
be terminated, we would have difficulty
increasing sales in our trading area.
D2. This supplier is important to our future
operations.

Example items of Psychological safety:
PS1. People are not penalized for new supply
chain ideas that do not work.
PS2. Our supply chain partners do not
discriminate against us objectively.

Literature Review
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Research gaps

Few studies up to now, have examined the role of
trust in sustainable outsourcing relationships.

Scarcity studies of comprehensive research on the
socio-psychological aspects driving trust in business.

This study addresses a research gap by examining the contribution of trust to
sustainability in outsourcing relationships among manufacturing companies in Vietnam
through socio-psychological mechanisms such as relational communication and
relationship atmosphere.

Lack of analysis about the socio-psychological
factors that serve as the foundation for establishing
and maintaining trust in outsourcing relationships.

Literature Review
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Conceptual modelLiterature Review
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H3: Intimacy (receptivity) positively influences cognitive trust

H4: Intimacy (depth) positively influences cognitive trust

H1: Intimacy (receptivity) positively influences affective trust

H2: Intimacy (depth) positively influences affective trust

Literature Review Hypothesis about impact relational commmunication on trust
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Hypothesis about impact of trust on cooperative behaviorLiterature Review

 H5: Affective trust positively influences joint responsibility

H7: Affective trust positively influences shared planning

 H6: Cognitive trust positively influences joint responsibility

 H8: Cognitive trust positively influences shared planning

 H9: Affective trust positively influences flexibility in
arrangements

H10: Cognitive trust positively influences flexibility in
arrangements
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Hypothesis about impact of trust on non-cooperative behaviorLiterature Review

 H11: Affective trust negative influences opportunism
(weak form)

 H12: Cognitive trust negative influences opportunism
(weak form)

 H13: Affective trust negative influences opportunism
(strong form)

 H14: Cognitive trust negative influences opportunism
(strong form)
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Hypothesis about moderate of relationship atmosphere

H16: Dependence weaken the positive relationship
between trust and non-cooperative behaviors

H15: Psychological safety strengthen the negative
relationship between trust and opportunism

Literature Review
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CHAPTER 3: METHODOLOGY

Data collection1.

Measurements2.

Data analysis procedure3.
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Sample

Respondents: Work in manufacturing, import-export, and supply companies. In more

detail, we focus on people working in positions such as purchasing, sales, and purchasing

representatives.

Menthods: Directly via QR code at FPT University and online surveys. To receive more

responses we used social media and networking acquaintance to collect data.

Period: October 11, 2023 to October 31, 2023.

Sample: 220 questionnaires were used for the data analysis.

Methodology Data collection
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Variables Number  of
items Sources Example items

Intimacy 
(receptivity) 8

Burgoon etal. (1984)

He/she is open to my ideas.
He/she appears honest and sincere when communicating
with me.

Intimacy
(depth) 7

He/she tries to move the conversation to a deeper level
He/she tries to build a more personal relationship with
me.

 Cognitive 
trust 9

Akrout etal. (2017)

When making important decisions, he/she is concerned
about our welfare.
In the future, we can count on him/her to consider both
our interests as its own.

Affective
 trust 6 I feel very comfortable in my relationship with him/her.

Dependence 4 Zhengyi etal. (2011)

If our relationship with this supplier were to be
terminated, we would have difficulty increasing sales in
our trading area
This supplier is important to our future operations.

Psychological safety 3 Bradon etal. (2021)

The supplier does not discriminate but treats us
impartially.
The representatives from the supplier and people from my
company respect each other.

MeasurementsMethodology
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Variables Number  of
items Sources Example items

Joint responsibility 3

Johnston etal. (2004) 

In most aspects of this relationship, the parties are jointly
responsible for ensuring that tasks are completed.

Shared planning 3 It is expected that we will inform each other about events
or changes that may affect the other party

Flexibility in
arrangements 2 The characteristic of this relationship is its flexibility to

respond to changing requirements

Oppotunisum 
(strong form) 4

Luo etal. (2015)

Our partner deceived us by sharing important information
as required by our contract

Oppotunisum 
(strong form) 3 Our partner refuses to put in his best effort in our

Methodology
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Measurement  
Test

Correlation  
Analysis

Fitness of The  
Model

Linear Regression  
and Conditional  
Process Analysis

To check the reliability  
and validity of the  
measurements

Reliability test
(Cronbach’s alpha)
Validity test  
(KaiserMeyer-
Olkin  (KMO) and  
composite
reliability  (CR)

To assess the goodness
of  the model fit
Indices: χ2 , χ2/df, CFI,  
TLI, IFI, NFI, RFI,  
RSMEA

To observe the
bivariate  correlation
between the factors

To test the hypotheses  
Indices: Coefficients and
p- value

Data analysis procedureMethodology
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CHAPTER 4: RESULTS

Correlations, reliability and validity1.

Model fit indices2.

Plotted graphs moderating effects of relationship atmosphere3.

Hypothesis testing4.

Discussion5.
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Notes: N = 220; *p<0.05; **p < 0.010; ***p < 0.001; CR = composite reliability; KMO = Kaiser–Meyer–Olkin value.

The Cronbach’s alpha values greater than 0.6 firming the internal consistency and reliability. CR values
exceeding 0.8 very suitable. The  KMO of all scales are greater than 0.6  suggest adequate reliability for
the  construct measures, only the 'Flexibility in Arrangements' scale a value of 0.5  (Nunnally, 1978).

Correlations, reliability, and validityResults
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Model fit indices

Indices of fit Model Benchmark

χ2 1708.598 > .05

χ2/df 2.442 > 2.0

CFI 0.923 > .90

TLI 0.915 > .90

IFI 0.957 > .90

NFI 0.958 > .90

RFI 0.945 Close to 1

RMSEA 0.048 < .08

SRMR 0.060 < .08

The model fit indices show an acceptable fit of the data to the model
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Plotted graphs moderating effects of relationship atmosphereResults
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Moderating effect of Dependence and Psychological safety



Hypothesis testing

Note: *p< 0.1; **p< 0.05; ***p< 0.01

Results

35



Discussion

H1

H3

H2

H4

Hypothesis Previous research Our research 

Discussion

Our research results show that Intimacy
(receptivity) positively influences affective
trust.

In line with previous research, intimacy
(depth) positively influences affective
trust.

We have verified and found that intimate
depth has no impact on cognitive trust.

No previous research has been able to
determine the impact of all three factors:
intimacy receptivity, intimacy depth and
cognitive trust, which are related and
impact each other.

Intimacy (depth) negatively influences
cognitive trust.

Results

Trust based on emotions has a significantly
greater positive influence on cooperation than
trust based on cognition (Lu and Hao 2012).

Previously, there have been studies conducted
to demonstrate the impact of trust on factors
related to it.
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Discussion
Hypothesis Previous research 

H5

H6

Our research 

Emphasized the positive impact of trust
dimensions on cooperative behavior and
positive outcomes  (Johnston 2004).

In contrast, our study reflects a negative
relationship between affective trust and
shared responsibility in outsourcing
relationships within the  manufacturing
sector.

Shows a negative relationship between
cognitively based trust and the directions
of alignment in buyer-supplier
relationships (Fatmawati and Fauzan
2021).

In line with previous research, our results
also show a negative relationship between
cognitive trust and joint responsibility.

Results
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Hypothesis Previous research Our research 

H9

H10

Affective trust promotes flexibility (Zur
et al., 2012; Doney and Cannon, 1997).

Argue that cognitive trust facilitate
exporters' satisfaction with performance
rather than becoming more flexible (Zur
etal. 2012).

In contrast , our reasearch finds a negative
impact, attributing the difference to
contextual and industry variations. 

In contrast, cognitive trust do not
impact organizational flexibility.

Results

H7+ H8 Research results determine that affective
trust and cognitive trust have a positive
influence on joint planning, promoting
active participation and contribution
(Johnston 2004).

In line with previous research, our results
also show that affective trust and cognitive
trust have a positive impact and increase
the parties' contributions to joint
planning.
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Discussion
Hypothesis Previous research Our research 

H12+14

H11 Suggests that affective trust helps
prevent opportunism behavior
(Zhang etal. 2022).

In line with previous research, our study
supports this idea and specifically
highlights the role of affective trust in
reducing weak opportunism.

 Both studies provide theoretical support
and empirical evidence for the role of
cognitive trust in reducing opportunism
(Zaheer etal., 1998; Morgan and Hunt,
1994).

In contrast to previous research,
awareness can increase opportunism,
especially when partners have a deep
understanding and trust in the other
person's commitment and values.

Results
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Discussion
Hypothesis Previous research Our research 

H13

H15

H16

Findings indicate a negative relationship
between opportunism and trust.
(Edmondson etal., 2011; Huo etal., 2015).

In line with previous research, a  
psychologically safe environment can
mitigate the negative impact of opportunistic
behavior on trust.

Partner trust in a business relationship
ensures that the partner will not act against
his or her interests, look for short-term
opportunities, and maintain trust without
unnecessary suspicion (Laaksonen etal.
2008).

In contrast to previous research effective trust
is an important factor that increases
opportunism in business relationships,
including violations of contractual norms, but
needs to be combined with a long-term
perspective to effectively control opportunism.

Dependence weakens the positive relationship
between trust and non-cooperative behaviors.

There has never been any study that examined
the impact of all three factors: weak
dependence, trust, and non-cooperation.
There are only a few studies on dependence
and trust such as (Lusch and Brown, 1996;
Camarero etal., 2004; Huo etal., 2017).

Results
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CHAPTER 5: CONCLUSIONS 

Theoretical contributions1.

Practical implications2.

Limitations and future research directions3.
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Theoretical contributions

01

02

The study provides a more profound understanding of the relational communication

factors that influence trust within the context of manufacturing companies in

Vietnam.

Conclusions

The study contributes to understanding trust in Vietnamese manufacturing

companies and sustainable outsourcing relationships by developing theoretical

models that explore cognitive and affective trust, incorporating concepts from the

theory of psychological mechanisms of social exchange.
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Practical implications

Trust plays a key role in establishing and fostering sustainable outsourcing relationships
and is the foundation for ensuring effective communication.01

02

03

Manufacturing companies should develop effective communication skills with their
partners. These skills enable manufacturing companies to regularly exchange
information about processes, capabilities and goals, making the partnership closer.

When trust is based only on intimacy, emotions or personal relationships rather than
professional capacity or actual results, it will not help transparency in management and
bring efficiency in outsourcing relationship.

This study aims to provide a deeper understanding of how relational communication influences trust in the

context of outsourcing relationships between manufacturing companies in Vietnam:

Conclusions
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Conclusions

The study mainly relied on data collected
through surveys, which may introduce some
limitations in the objectivity and diversity of the
results.

Build on our findings by combining qualitative,
quantitative, and experimental methods.

The approach in this study is mainly based on the
buyer's perspective, focusing on how buyers
evaluate and evaluate suppliers.

The lack of direct observation at specific
companies and businesses can create a potential
gap between theoretical and practical
understanding.

Focus on clearly identifying the psychosocial
mechanisms of trust in outsourcing relationships and
should broaden the scope by collecting data from both
the buyer and supplier perspectives.

Integrating practical observations into the research
process was considered essential to supplement
information from specific business environments.

Limitations Future research directions

Conclusions
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