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The need for SME owner/managers to engage in building and maintaining collaborative
business relationships is paramount for their success and the resilience of these
relationships can be viewed as a crucial factor in successful supply chain management for
SMEs. The present study investigates the relationship between the social intelligence of
the SME owner/manager and relationship resilience between firms with which they do
business. The objective of this study is to explore the relationship between four
components of social intelligence (situational awareness, situational response, cognitive
empathy, and social skills) of small to medium sized business owners/managers on the
resilience of their supply chain relationships. A survey was conducted, and responses
gathered from small business owner/managers and the data was analyzed using structural
equation modeling. The study provided evidence that the four components of social
intelligence are positively associated with relationship resilience.

Introduction

Human behavior is a necessary feature in virtually every
supply chain setting. Psychological and behavioral issues,
particularly in terms of judgment and decision making, can
have considerable relevance and importance for logistics
and supply chain research as individuals often don’t make
choices consistent with normative or optimal policy and
do so in specific and systematic ways (Bazerman, 2002;
Stanovich & West, 1998; Tokar, 2010). Weiland et al. (2016)
note that; “supply chains are not “soulless machines”, but
complex sociotechnical systems involving cognitive ele-
ments and impacted by face-to-face negotiations and con-
versations” (p. 207). To date however, there has been little
research published in logistics and supply chain journals
related to human behavior (Tokar, 2010). Only a few studies
have investigated the specific psychological factors and be-
havioral dynamics of individual actors within a supply
chain system. All too often, supply chain research is con-
ducted at the organizational level of analysis, processes,
and relationships at the individual level are simply ne-
glected or assumed away.

A promising development within the discipline is the
recognition by scholars of the importance in answering the
question: “What are the factors that are responsible for
the way individuals and groups in supply chains behave?”
(Schorsch et al., 2017, p. 250). Whenever individuals in-
teract, different psychological factors become significant
in addition to the biases and errors of individual decision
making (Donohue & Siemsen, 2011). One factor that has
recently been incorporated into both the management and
organizational behavior literature is the construct of social

intelligence (Rahim, 2014, 2018; Rahim et al., 2018, p.
2019). Defined as being aware of relevant social situational
contexts, effectively addresses challenges, understanding
the concerns, feelings and emotional states of others, com-
municating by knowing what to say, when to say it and how
to say it, and building and maintaining positive relation-
ships with others (Rahim, 2014). Social intelligence is con-
sidered a relationship-based construct which defines a set
of interpersonal competencies that inspire others to be ef-
fective (Rahim, 2014, 2018; Rahim et al., 2018, p. 2019).
Business-to-business relationships have and continue to
be a significant area of both managerial practice and aca-
demic investigation within the supply chain management
(SCM) domain (Ulaga & Eggert, 2006). Implementing a sup-
ply chain management approach leads managers to look
beyond the boundaries of the organization and seek col-
laborative relationships to consider how the resources of
both customers and suppliers might be employed to help
the organization succeed. Research has indicated that suc-
cessful collaborative business relationships benefit firms in
several ways, including the increased efficiency in the uti-
lization of resources, the development of new competen-
cies, and increased firm performance (Nooteboom, 2004).
Supply chain management’s promise to improve firm com-
petitiveness and performance through collaborative efforts
is appealing to businesses of all sizes. However, despite
the identified substantial benefits of SCM practices, man-
agers of small and medium enterprises (SMEs) can be short-
sighted in looking at the strategic perspectives of a global
supply chain (Morya & Dwivedi, 2009). This is a critical
point to this research due to the benefits and disadvantages
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that SMEs may face and how the application of social intel-
ligence may impact a firm.

For SMEs the implementation of SCM practices has its
costs, hazards, and challenges. The long-term sustainabil-
ity of SMEs depends upon “where they compete” and “how
they compete”, thus managerial decisions on their supply
chain relationship position and operational focus is para-
mount (Hong & Jeong, 2006). SMEs are more likely to need
collaborative relationships to leverage their relatively con-
strained resources (Daugherty et al., 2006; Steensma et al.,
2000). Given that much of the demand for many SMEs is
dominated by a few major customers or stronger customers
(Morrissey & Pittaway, 2004), SMEs tend to try to develop
more personal relationships and build closer, more long-
lasting relationships with those major customers (Hong &
Jeong, 2006). Buyer-supplier relationships are typically
asymmetrical. Based upon the extant literature, buyers
tend to have more power in the relationship (Caniéls & Gel-
derman, 2007). Suppliers have little power and thus recog-
nize personal relationships as a potential source of compet-
itive advantage (Gilgor & Esmark, 2015). This is especially
true for SMEs and their relationships with larger firms mak-
ing them more vulnerable. Studies from both psychology
and sociology suggest that it is difficult for relationship
participants to separate business decisions from the nature
and quality of their friendships (Lian & Laing, 2007). Per-
sonal relationships can impact manager’s behavior. It is
very common that SMEs are owned and managed by a
founder or a founding family. The personal relationships of
the owner/manager (focal actor) have traditionally been a
major contributor to SME success. This is especially impor-
tant given the behavior of a focal actor (owner/manager) of
an SME can directly affect an exchange relationship. When
coupled with size-related resource constraints, consider-
able investments are at risk from being lost if a business
relationship becomes difficult or terminates. This can be
compounded given the onerous task of finding and develop-
ing new relationships. Establishing and investing inter-or-
ganizational bonds on the individual level should therefore
be a primary concern of managers who wish to strengthen
the relation with other firms within the supply chain
(Gilgor & Autry, 2012). With the world of business becom-
ing increasingly more complex, and despite the persistent
need for small-business owners to work to generate and
manage cash flow while continuing to bring customers in
the door, it is also essential for them to cultivate and retain
quality business relationships. The need for SME owner/
managers to engage in building and maintaining collabora-
tive business relationships is paramount and the resilience
of these relationships can be viewed as a crucial factor in
successful SCM for SMEs. The behavioral characteristics of
the owner/manager can have significant influence on the
desired relationship type (Morrissey & Pittaway, 2004) and
relationship resilience.

The present study investigates the relationship between
the social intelligence of the SME owner/manager and rela-
tionship resilience between firms with which they do busi-
ness. In addressing this objective, a review of the literature
is detailing SMEs along with the construct of social intelli-

gence is provided. In addition to a background on relation-
ship resilience, a brief discussion of Social Exchange Theory
and reciprocity principle is included. This leads to the pre-
sentation of our hypotheses. The authors then describe our
research method and data analysis. Finally, the results are
reported and the implications of the study are discussed.

Literature Review
Small and Medium Sized Enterprises (SMEs)

The definition of SMEs differs across both legal and in-
stitutional frameworks (Kull et al., 2018) The European
Commission defines SMEs as any firm having fewer than
250 employees, along with a balance sheet of not more than
EUR 43 million and annual turnover of up to EUR 50 mil-
lion. According to this definition, 99% of all firms in Eu-
rope are classified as SMEs. These businesses employ 66.7%
of the European workforce (Eurostat, 2011). In the United
States, a small business is defined as a firm having fewer
than 500 employees. With 29.6 million businesses employ-
ing fewer than 500 employees, SMEs represent 99.7% of all
firms in the United States (United States Small Business
Administration, 2016).

Research into SMEs is considered important for a num-
ber of reasons. First, SMEs have tremendous economic im-
portance. According to the United Nations, SMEs account
for up to 70 percent of global employment and are respon-
sible for 55 percent of the gross domestic (GDP) in devel-
oped countries (United Nations Micro-Small and Medium-
Sized Enterprises Day, 2020). 97.5 percent of the total
number of exporters in the U.S. are SMEs (United States
Small Business Administration, 2020). Additionally, as the
pace of change in many business environments continues
to accelerate, the downsizing and decentralization of some
large companies have compelled them to become more in-
novative and entrepreneurial. Most importantly, the char-
acteristics of SMEs tend to differ from those of large or-
ganizations. SMEs are more inclined to be family owned
and somewhat informally managed, independent, multi-
tasking, resource-constrained, built on personal relation-
ships, and embedded in their local community (Spence,
1999, 2007). Given their prevalence, it can be inferred that
SMEs play a significant role in supply chains around the
globe (Kull et al., 2018). The literature details many of the
major challenges facing SMEs. These include the upgrad-
ing of technology (Kleindl, 2000), new product develop-
ment (Sonia & Francisca, 2005), human resource develop-
ment (Hudson et al., 2001; Nolan & Garavan, 2016), and
managing its supply chain through collaborative relation-
ships (Bennett & O’Kane, 2006; Soh & Roberts, 2005).

As supply chains in both the manufacturing and service
sectors continue to operate in progressively more dynamic
environments characterized by rapidly changing digital
technologies and the increasing need for improved cus-
tomer responsiveness, businesses must participate in
greater collaborative efforts to remain competitive. Al-
though there are several reasons for increased supply chain
collaboration, the reality is that true collaboration across
organizational boundaries is often very difficult to achieve
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due to cultural and structural barriers (Stank et al., 2001).
Those barriers can be even greater for SMEs (Chin et al.,
2012). The survival of SMEs may depend upon how they
secure better negotiation terms through collaboration and
improvement of their supply chain relationship position
(Hong & Jeong, 2006). There are indications that SMEs are
less able to harness the benefits of supply chain relation-
ships (Vaaland & Heide, 2007). For example, research has
suggested that larger companies may consider SMEs as eas-
ily replaceable; thus some large, corporates buyers may be
reluctant to invest the time and effort to collaborate with
SMEs (Arend & Wisner, 2005). This was demonstrated by
Arend (2006) who found a negative relationship between
SCM and their associated partnerships, due to managerial
commitments and the control and support requirements in
collaborative relationships. The overall impact may be a de-
crease in flexibility typical of the SMEs (a key SME advan-
tage). SMEs can also suffer disadvantages as a consequence
of power asymmetry within the supply chain. Mudambi et
al. (2004) established that size asymmetry was a determin-
ing factor affecting the collaboration between a purchasing
SME and a larger supplier. The researchers noted that larger
suppliers were able to dictate the degree of closeness they
wanted in the relationship with their smaller customer.

In summary, SMEs have advantages and disadvantages.
However, they are challenged, and the advantages may be
minimized when dealing with larger, corporate partners
within the supply chain. SMEs need some form of competi-
tive advantage to offset the managerial challenges of deal-
ing with supply chain partners. Social intelligence may off
a method to improve SMEs situation within various supply
chains.

Social Intelligence

Social intelligence consists of four abilities. Those are 1)
situational awareness, 2) situational response, 3) cognitive
empathy, and 4) social skills. The first, situational aware-
ness is associated with one’s ability to collect information
for the diagnosis and formulation of problem(s) and situa-
tional response is associated with one’s ability to use this
information to make effective decisions to attain desired
results. These two basic abilities are needed for one’s suc-
cess in life or effective leadership. Cognitive empathy and
social skills abilities are needed for better understanding
the thinking, feelings, and moods of people and for commu-
nicating and building relationships with them. These two
abilities can help supervisors to remain aware of various so-
cial situational contexts, which in turn, help them to im-
prove their situational response competence. The theoret-
ical basis of the four SI components and interrelationships
among them are described as follows (Rahim, 2018).

Situational Awareness

Situational awareness is associated with one’s compe-
tence or ability to comprehend or assess relevant social sit-
uational contexts (Rahim et al., 2018). The need for situa-
tional awareness applies in a wide variety of environments.
According to Durso and Sethumadhaven (2008), the idea of

situational awareness originated with the aviation commu-
nity. It then spread to other cognitive tasks of numerous
work environments such as nuclear power plant operators,
military commanders, anesthesiologists, and automobile
drivers. This ability enables a leader, in this research the
small business owner/manager, to collect relevant informa-
tion and diagnose situations in a timely manner to formu-
late a problem correctly (Rahim, 2012). A situational aware-
ness capability is important at all levels of management.
The ability to diagnose a problem is exceptionally impor-
tant and need not be taken for granted. The absence of situ-
ational awareness happens when the small business owner/
manager fails to pay attention to what is going on around
them. Situational awareness is critical to our effectiveness
and our ability to connect with those around us—our cus-
tomers, our colleagues, our managers.

Interestingly, situational awareness is not widely re-
searched in the business literature. O’Brien and O’Hare
(2007) found that participants in training programs with
high situational awareness performed well irrespective of
the training conditions. Mayo and Nohria (2005) propose
that a leader’s capacity to understand and adapt to different
situational contexts is associated with effective leadership.
Rahim (2018) noted that contingency theories of leadership
tend to neglect situational awareness, assuming that lead-
ers understand the relevant situational variables and are
able to properly formulate any problems.

Situational Response

Situational response is associated with one’s compe-
tence or ability to adapt to or deal with any social situations
effectively (Rahim, 2012). As described by Zaccaro et al.
(1991) this is essentially the decision-making competence
of leaders. Situational response could be considered a com-
plimentary, although distinct, skill to situational aware-
ness. Similar leadership capabilities such as behavioral
flexibility (Zaccaro et al., 1991) and adaptive capacity (Ben-
nis & Thomas, 2002) have been discussed in the literature.
However, situational response is considered a broader con-
cept than either behavioral flexibility or adaptive capacity.
An important aspect of situational response is the ability to
avoid dysfunctional conflict. Rahim (2014) notes it is possi-
ble for someone to recognize and diagnose a problem cor-
rectly, thus having situational awareness, but they may not
be able to make a decision that is likely to lead to a desir-
able outcome.

The current leadership literature has been proficient in
prescribing how to match leadership style with situational
variables in order to improve job performance, but so far
has been insufficient in identifying unique situations for
which creative managerial responses would be needed to
improve managerial outcomes (Rahim, 2012). Bennis and
Thomas (2002) describe this as adaptive capacity.

Cognitive Empathy

This third component of SI refers to one’s ability to un-
derstand others and taking interest in them, recognizing
and responding to changes in their emotional states, and
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understanding their feeling. Kaukiainen et al. (1999) sug-
gests that “the cognitive component of empathy forms an
essential part of social intelligence” (p. 83). Cognitive em-
pathy is associated with a person’s ability to recognize the
thinking, feelings, intentions, moods, and impulses of peo-
ple inside and outside of the organization (Rahim, 2018).
Empathy is considered vital because it affects how bargain-
ing power, positions, and interests are conveyed, received,
and understood (Holmes & Yarhi-Milo, 2016).

Cognitive empathy should help to improve the small
business owner/manager’s awareness of the feelings and
the needs of those with whom they wish to form and main-
tain a business relationship. Adopting a more empathetic
approach may allow the small business owner/manager to
think beyond a formal relationship and potentially limit
negative experiences. This ability to connect with people
should help improve a leader’s, or in this case the small
business owner/manager’s, social skills and may help to
improve their effectiveness (Rahim, 2014). Empathy has
been shown to facilitate communication within business
relationship (Bagozzi, 2006). Communication can create an
ability to connect with others, thus, cognitive empathy
should be positively associated with social skills.

Social Skills

Finally, social skills are associated with one’s ability or
competence to interact with different people effectively.
Social skills are those skills that are needed to build and
maintain positive relationships. They involve an under-
standing of how to act properly in human relations, how
to deal with problems without demeaning those who work
with us, and the ability to negotiate and manage conflict
with tact and diplomacy. Rahim (2012) notes “Social skills
involve acting properly in human relations, to deal with
problems without demeaning those who work with him or
her, and to negotiate and manage conflict with takt and
diplomacy” (pp. 44-45). This component of SI enables the
small business owner/manager to collect pertinent infor-
mation from both the internal and external environments
in order to improve their situational awareness.

In a professional setting, social skills have been found to
influence a wide variety of organizational practices (Baron
& Tang, 2009). Compared to people low in social skills,
those with greater social skills have been found to receive
higher performance reviews, attain faster promotion, and
receive higher salaries (Belliveau et al., 1995; Robbins &
DeNisi, 1994). In addition, those with higher social skills
have been found to attain better results in negotiations
(Hochwarter et al., 2006). Negotiation is considered an in-
tegral part of managing conflict. The studies of Baron and
Markham (2000) and Baron and Tang (2009) suggest that
the social skills of entrepreneurs may play a role in their
success.

The four elements of social intelligence may provide a
means to help SMEs. Since SMEs need to find a competitive
type advantage to work with larger and more powerful part-
ners, SI may help to provide them tools and/or opportuni-
ties to better position their companies with others within
the supply chain. A goal of effective SI may be to build bet-

ter and more resilient bonds with other supply chain orga-
nizations. This leads to a discussion of supply chain rela-
tionship resilience that is needed to build a stronger SME
and partner alliance.

Relationship Resilience

While collaboration with supply chain partners is con-
sidered a resilience-enhancing capability (Christopher &
Peck, 2004; Wieland & Wallenburg, 2013), there are occa-
sions in collaborative business relationships when certain
incidents may cause these relationships to break down.
These can be cognitive breakdowns such as failures in per-
formance resulting in economic loss or changes in orga-
nizational policy. They could also be behavioral such as
breaking the rules of the relationship or the potential un-
willingness to solve problems or failures (Fleming et al.,
2016; Smith, 2002; Tahtinen & Vaaland, 2006). As a result,
in addition to the set up-costs of having to begin a new re-
lationship, SMEs can suffer lost relational investments, in-
cur process costs related to relationship termination, and
potential sanctions for future business, each of which can
test the resilience of a business relationship. As buyer—sup-
plier firms interact and their overall commitment to the re-
lationship strengthens, the SME OM is likely to make con-
structive attempts to continue the relationship.

Research in the field of psychology defines resilience at
the individual level as “the ability to bounce back from
negative emotional experiences and flexibly adapt to the
changing demands of stressful experiences” (Hu et al.,
2015, p. 18). Much of the literature concerning supply chain
resilience has provided recommendations for building a re-
silient supply chain. Christopher and Peck (2004) detailed
five broad enablers of supply chain resilience: 1) supply
chain understanding implying knowledge about supply
chain structures, a supply base strategy; 2) selecting the
right number of suppliers; 3) supply chain collaboration,
4) agility, and 5) creating a risk management culture. The
seminal work of Sheffi (2005) illustrates how firms can pro-
vide for improved supply chain resilience by building re-
dundancy and flexibility into their supply chain thorough
the use of standardization, modular design, creating a cul-
ture of flexibility, and developing collaborative relation-
ships.

Relationship resilience is defined as the extent to which
a buyer-supplier dyad can absorb negative events and re-
cover to a more desirable state (Kaufmann et al., 2018).
Relationship resilience has also been characterized as a
“process encompassing positive adaptation within the con-
text of adversity” in which situational factors (e.g., the be-
havior of a relational other) play a significant role in the
adaptive process (Masten, 2001). For this research, rela-
tionship resilience is operationalized as trust. More specif-
ically, the loss of interpersonal trust (Hu et al., 2015). Re-
search has shown that trust is a key factor in building
long-term, collaborative relationships, overcoming mutual
difficulties, and is considered necessary for interorganiza-
tional relationships (Cheng et al., 2008; Coulter & Coulter,
2002; Zineldin & Jonsson, 2000). Since SMEs can feel par-
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ticularly vulnerable given their limited resources, trust is of
critical concern to them.

Interpersonal relationships can be critical to help build
trust as a part of relationship resilience in several ways.
They can mitigate interorganizational trust loss, poten-
tially facilitate any relationship recovery process, and are
likely to make collaborative interorganizational relation-
ships more resilient (Kaufmann et al., 2018). Research has
indicated that resilient relationships are considered more
optimistic in the face of adversity (Dutton & Heaphy, 2003;
Losada & Heaphy, 2004). Additionally, trust is considered
a critical resource for SMEs that may be created through
repeated social interactions rather than rigid contractual
arrangements and, thus, likely have significant influence on
buyer-supplier relationships (Feranita et al., 2017).

It should benefit SMEs to clarify their strategic focus and
their supply chain relationship position (Berry, 1998; Entri-
algo et al., 2000; Fronmueller & Reed, 1996; Kemppainen
& Vepsilainen, 2003). Gibb (1993, 1997) proposes that per-
sonal social actions build wider organization contacts and
turn casual and natural relationships into a means for im-
proving business (purposive relationships). Scase and Gof-
fee (1987, p. 163) concluded that, “it is important to view
the small business as social and to recognize that they are
organized on the basis of particular patterns of personal re-
lationships.” Holmlund and Kock (1996) noted one reason
for a weak relationship position was due to the lack of so-
cial bonds.

The discussion of SMEs, social intelligence and rela-
tionship resilience help to provide the foundation for the
research. The specific challenges and opportunities when
combined with a likely higher level of social intelligence
provide a framework to allow for great levels of relationship
resilience. This combination helps to create a theoretical
foundation for examination to determine the validity of the
concepts and the strength of the relationships.

Theoretical Foundation
Social Exchange Theory

Social exchange theory (SET) provides the specific con-
cepts to build a theoretical foundation for this specific
study. Despite an extensive history in a variety of non-busi-
ness domains, SET provides an excellent theoretical un-
derpinning in supply chain relationship research despite
its relatively limited application within SCM research
(Narasimhan et al., 2008). SET proposes that individuals
will effort to achieve desirable results within social inter-
actions by maximizing rewards and minimizing the costs
in any relationship. SET focusses primarily on the social
rather than the economic nature of any exchange (Blau,
1968) and emphasizes the “relationship between the ex-
change parties as the governance mechanism of exchange”
(Lambe et al., 2001, p. 3). Subsequently, social outcomes
are deemed a crucial part of any relational exchange and
could provide superior benefits than merely solely eco-
nomic outcomes (Thibaut & Kelley, 1959). More recently,
supply chain researchers have applied SET to studies re-
lated to supply chain justice (Griffith et al., 2006), time

pressure in buyer—supplier relationships (R. W. Thomas et
al., 2010), and the relational impact of using win-win or
win-lose negotiation strategies (S. Thomas et al., 2018).

Within SET, the reciprocity principle suggests that ac-
tors will reciprocate the actions of others in an exchange
relationship (Gouldner, 1960). Reciprocity induces a feeling
of obligation to others based on past behavioral interac-
tions. In essence, people are inclined to imitate the actions,
behaviors, and the communication style of the initiator in
exchange relationships (Brett et al., 1998; Gouldner, 1960).
People tend to respond to each other in a similar fashion.
SET theory was selected as appropriate given the social
interaction necessary in small business relationships. For
example, Gibb (1993, 1997) suggests that small business
personal social interactions, such as the exchanging knowl-
edge or problem solving, can transform occasional rela-
tionships into continuing relationships and turn natural re-
lationships into a means for doing business. Tokman et
al. (2013) noted that an SME’s satisfaction with its supply
chain portfolio performance may be enhanced through re-
lationships that reciprocate access to highly valuable re-
sources that cannot be acquired from elsewhere efficiently
and/or effectively. Based on the literature and this theoret-
ical foundation, the model and hypotheses have been de-
veloped. The interrelations among the four components of
social intelligence and their influence on both relationship
quality and relationship resilience are shown in Figure 1.

Figure 1 shows the theoretical model for this study. Each
of the four solid lines in the model indicates a positive re-
lationship between two variables. Each of the three bro-
ken lines in the model indicates an indirect relationship
between variables or the presence of a mediating variable.
For example, the broken line connecting cognitive empathy
and situational awareness indicates that social skills medi-
ate the relationship between these two variables.

Hypothesis 1: Social skills mediates the relationship be-
tween cognitive empathy and situational awareness.

Hypothesis 2: Situational awareness mediates the rela-
tionship between social skills and situational response.

Hypothesis 3: Situational response mediates the rela-
tionship between situational awareness and relation-
ship resilience of the small business owner/manager.

Research Method
Measurement

Social Intelligence

The four social intelligence components of the small
business owner/manager were measured with the 28 items
of the Rahim Social Intelligence Test (RSIT). The RSIT was
adapted to measure the small business owner/manager’s
social intelligence. An established measure in the litera-
ture, the RSIT uses a 5-point Likert scale (5 = Strongly
Agree .... 1 = Strongly Disagree) to rank the items. The
higher score indicates greater social intelligence. Sample
scale items include: "The owner/manager is aware of the
events that affect our organization (Situational awareness);
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Figure 1. A Model of Social Intelligence and Resilience in Supply Chain Management

“The owner/manager makes decisions at the right time”
(Situational response); “The owner/manager can sense
when others try to say things through nonverbal messages”
(Cognitive empathy); “The owner/manager knows how to
build and maintain positive relations with others” (Social
skills).

Relationship Resilience

This variable was measured using the ten-item scale
adapted from Kaufman et al. (2018). The scale uses a
5-point Likert scale (5 = Strongly Agree .... 1 = Strongly Dis-
agree) and a higher score indicates greater relationship re-
silience. Sample items for this scale include: “The buying/
supplying company treats my company fairly and justly.”
“The buying/supplying company is sincere in its promises”.

Data Collection and Sample

To test the proposed model, an online survey was con-
ducted using Qualtrics. The survey method provides several
advantages. First, surveys permit the measurement of un-
observable data, including traits, preferences, beliefs, at-
titudes, and behaviors, (Dillman et al., 2014). Second, the
survey method allows the collection of data about a popula-
tion that is too large for direct observation. Third, respon-
dents may prefer survey questionnaires given their unob-
trusive nature. Lastly, surveys are efficient with regard to
time and cost in comparison to experiments and case stud-
ies.

Three hundred and seventy-nine members of a chamber
of commerce in the county of a southern state in the U.S.
were invited to participate in this study. Following an invi-
tation to complete the survey and three reminders, 90 us-
able responses were received for a response rate of 23.7%.
While all respondents were small businesses, that is a busi-
ness employing less than 500 employees, 59 of 90 (65.6%)
surveyed employed less than 50 people. 26.7% of businesses
surveyed were in the service sector. 12.2% were in the retail
sector. 12.2% were in the manufacturing sector. Tables 1

Table 1. Demographical Information of Respondents

Item Mean SD

Age 47.03 19.72
Education 15.72 279
Experience 29.45 13.16
Gender 55% male 45% female

Table 2. LISREL Summary Statistics

Measurement Model Structural

Statistic 1-Factor 5-Factors Equations
Model

X2/df 6.15 2.49 2.84
RMSEA 25.00 11.00 12.00
Standardized .15 .06 .06
RMSR
Normed Fit 40 .89 .87
Index
Comparative 42 94 .92
Fit Index
Incremental 44 .94 .92
Fit Index
Goodness- 71 .89 .88
of-Fit Index

Note: RMSEA = Root mean square error of approximation, RMSR = Root mean square
residual

and 2 report the relevant demographics on the individuals
and companies that responded.

Results

The purpose of this study was to analyze the impact of
the small business owner/manager’s social intelligence on
relationship resilience. The initial part of the analysis was
designed to test the psychometric properties of the mea-
sures of SI and RR. The second part of the analysis was de-
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signed to test the study hypothesis. Data analysis was per-
formed with SPSS 26 and LISREL 10.3 statistical packages.

Validity Assessment

To assess the validity of the measures, a confirmatory
factor analysis of the SI and RR items was computed. Re-
sults show acceptable fit indexes (x2/df = 2.49, RMSEA =
.11, Standardized RMSR = .06, NFI = .87, CFI = .92, IFI =
.92, GFI =.89) for the five-factor solution (see Table 2). Ex-
isting studies provide evidence of construct validity for the
RSIT. The present study provides additional support for the
convergent, discriminant, and criterion validities which are
needed to support the construct validity of the RSIT and
RR. Evidence of this validity was also provided by several
studies, particularly the study by Rahim (2014).

The analysis also shows the results of a single-factor so-
lution. The fit indexes (x%/df = 6.15, RMSEA = .25, Standard-
ized RMSR = .15, NFI = .40, CFI = .42, IFI = .44, GFI = .71)
were all unsatisfactory. In other words, the data for the sin-
gle-factor model did not fit the model. Therefore, the lack
of support for a single compressed factor requires a deeper
examination of the data to determine if the five compo-
nents of SI and RR or the presence of common method vari-
ance.

Convergent Validity

This validity for the five subscales of the instrument was
assessed by examining whether each item had a statisti-
cally significant factor loading on its specified factor. Factor
loadings of all factors were highly significant at .001 level
which support the convergent validity of the subscales.

Discriminant Validity

The squared correlations between factors were less than
the average variance extracted for each factor. Results show
that there is strong support for the discriminant validity of
the RSIT and RR factors.

Univariate Normality

The sample exhibited a high degree of univariate nor-
mality with skewness and kurtosis statistics well within the
acceptable levels of 1 and 7 for all items. Table 3 reports the
means, standard deviations, unbiased estimate of reliability
using strictly parallel model, indicator reliabilities, Pearson
correlations, and variance inflation factor for the five vari-
ables.

Reliability Assessment

It is usual to assess internal consistency reliability (ICR)
with Cronbach alpha, but we assessed the unbiased ICR
with the Strict-Parallel model. This a conservative method
to assess ICRs and for the present study they ranged be-
tween .77 and .96 which are considered adequate. Each item
has a reported R2 that measures the item’s variance ex-
plained by its factor. This measure of indicator reliability
(IR) should exceed .50 for each of the observed variables.

The R2s for all the RSIT and resilience items ranged be-
tween .45 and .77. These reliabilities were judged sufficient.
Whereas the ICR measures the extent to which the items
in a subscale are correlated with each other, IR measures
an item’s variance explained by a factor. The variance infla-
tion factor (VIF) that ranged between 1.10-1.96) were lower
than 10.00 which indicate that multicollinearity was not a
problem.

Structural Model and Hypothesis Testing

A LISREL model was computed to test each of the three
hypotheses. Results are presented in Table 4. Hypothesis 1
involved the mediation effect of social skills on the rela-
tionship between cognitive empathy and situational aware-
ness. As detailed in Table 4, the two path coefficients from
cognitive empathy to social skills (B = .93) and from social
skills to situational awareness (B = .99) were both positive
and significant. These path coefficients indicated full sup-
port for Hypothesis 1.

Hypothesis 2 detailed the mediation effect of situational
awareness on the relationship between social skills and sit-
uational response. As detailed in Table 4, the two path coef-
ficients from social skills to situational awareness ( = .99)
and from situational awareness to situational response (f =
.93) were both positive and significant. These path coeffi-
cients indicated full support for Hypothesis 2.

Hypothesis 3 is associated with the mediation effect of
situational response on the relationship between situa-
tional awareness and relationship resilience. As portrayed
in Table 4, the two path coefficients from situational aware-
ness to situational response (B = .93) and from situational
response to relationship resilience (B = .47) were both pos-
itive and significant. These path coefficients indicated full
support for Hypothesis 3.

Discussion

This was an exploratory investigation to test a model of
small business owner/managers relationship resilience with
business partners based on their social intelligence. The re-
sults presented provide persuasive support for the model
presented in Figure 1. If the small business owner/man-
ager possesses greater social intelligence they are likely
to have more resilient business relationships. The current
study contributes to the greater understanding of the con-
nections between situational awareness and situational re-
sponse and between situational response and relationship
resilience. The results of this study indicate the importance
of the small business owner/manager developing social in-
telligence in a business relationship context.

Implications for Management

As identified earlier, SMEs that are often dependent on
larger organizations may experience greater vulnerability
in business-to-business relationships. These vulnerabilities
may be exacerbated depending upon the on specificities
related to the resilience of their relationships. Proactively
making key relationships more robust should allow SMEs
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Table 3. Variable Means, Standard Deviations, Strictly Parallel Model a and Indicator Reliabilities,

Intercorrelations, and Variance Inflation Factor

Variable M SD a IR 1 2 3 4 VIF
1. Situational awareness 4.35 72 .96 46 1.89
2.Situational response 4.25 79 79 71 77 1.22
3. Cognitive empathy 3.77 .84 77 A5 .67 .75 1.36
4. Social skills 4.33 77 .87 .67 76 .83 74 1.66
5. Relationship resilience 4.24 .84 .94 77 54 .50 .50 51

Note: N = 89. IR = Indicator reliability, VIF = Variance inflation factor. Correlations > .10 is significant at p < .05 (two-tailed).

Table 4. Parameter Estimates for Structural Equations

Parameter path Statistic z-value
Cognitive empathy — Social .93 6.46**
skills

Social skills — Situational .99 5.71%*
awareness

Situational awareness — .93 6.55**
Situational response

Situational response — A7 3.90***

Relationship resilience
Relationship

Note: These values are based on the causal model run on the covariance matrix. *** p < .001

to fortify their network and reduce potential vulnerabilities.
Small business owners/managers are in a unique position
to connect with the senior managers in the companies with
which they interact. Owner/managers with greater social
intelligence may be able to leverage cognitive empathy,
social skills, and situational awareness to create stronger
more resilient relationships. Social intelligence is a mostly
learned skill. SI develops from experience with people and
learning from success and failures in both social and busi-
ness settings. Social intelligence helps to provide for the
management of emotions and promotes greater self-aware-
ness, allowing small business owner/managers to improve
business interactions. The Social intelligence of the small
business owner/manager could allow for the strengthening
of trust between the small business and exchange partners,
thereby increasing relationship resilience.

Interventions may be needed to improve an owner/man-
agers’ SI competencies with education and specific job-re-
lated training. For those small businesses that hire man-
agers; they may should adopt the policy of recruiting
managers who are likely to possess greater SI competen-
cies. This suggests that small business owners should care-
fully consider their traditional criteria for selecting poten-
tial managers. Business owners also should consider
voluntarily participating in SI training. Finally, it should be
added that the findings support that SI training can also
improve owner/managers’ relationship resilience. Those
owner/managers unwilling or unable to undertake SI train-
ing may consider SI an important hiring criterion.

Limitations and Future Research

While this study brings much-needed focus on a micro-
level factor, SI, that this research clearly identifies the pos-
itive association between relationship resilience and small
business owner/managers and their supply chain partners.
One of the limitations of the study is that the measures of
endogenous and exogenous variables were collected at one
time with the same measure that may create the problems
of common method variance. The single factor CFA shows
that the fit indexes substantially deteriorated which indi-
cates that common method variance is not justified. An-
other limitation of this study includes collecting data from
a small sample may limit generalizability of the results.

Further research is needed to enhance the understand-
ing of the relationships of the four components of SI on
relationship resilience. A follow-on study to determine if
there exists difference among owners and managers would
build a deeper understanding of the role of SI within SMEs.
Also, future research should examine the role of other cri-
terion variables to include some indicators of leadership ef-
fectiveness, job satisfaction, organizational citizenship be-
havior, and organizational justice. Organizations should
also study antecedents of relationship resilience such as or-
ganizational culture and structure and potential supplier
replacement. Another area for research relates to strategies
used by owners and managers to deal with their internal
and external conflicts. Finally, as discussed at the end of the
results section is designing a study to evaluate the effects
of training upon SI to enhance the aforementioned crite-
rion variables through either field experiments or scenario-
based laboratory studies.

Conclusions and Appreciations

The overall impact of this research was positive. The
study clearly supported the model and the use of SMEs pro-
vided an increase in the body of knowledge in an under ex-
amined area. Furthermore, the theoretical model provides
a foundation for further research with both SI and SMEs.

The authors also wish to thank the Chamber of Com-
merce for providing access to the appropriate SMEs. As
well, the authors appreciate all the small business owners/
managers that took the time from their busy schedules to
complete the survey. We hope the initial findings are of
practical value to these companies, individuals and Cham-
ber of Commerce.
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