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1. Title: Cooperation and punishment in managing social performance: Labor standards in the Gap Inc. supply chain
Authors: Matthew Amengual, Greg Distelhorst
Abstract: Corporate social performance depends not only on a firm's behavior but also on the behavior of its suppliers. What management strategies improve the social performance of suppliers? Scholarship on inter-firm relations and regulatory governance debates the efficacy of threatening to penalize suppliers, compared with more cooperative approaches. This study uses a regression discontinuity design to estimate the causal effects of typical actions to manage supplier social performance, both with and without threatened penalties. Suppliers improved social performance—increasing their probability of passing labor audits by 22 percentage points—only when regulatory actions included a threatened penalty: to discontinue business. Suppliers improved most in response to threatened penalties when they faced higher levels of supply chain competition or were engaged in longer-term commercial relationships with the buyer.
2. Title: From margins to mainstream: The narrative dilemma in scaling social ventures
Authors: Diana Jue-Rajasingh, Wesley W. Koo
Abstract: As social ventures expand beyond their original marginalized customers, they face demand-side limitations to scale. This study examines how a common tool for managing strategic change – origin stories – affects non-marginalized customers’ responses. In a survey-based field experiment with an Indian feminine hygiene company that initially served rural customers but now targets urban customers, we found that telling origin stories reduced urban customers’ purchase intentions compared to not telling them. This result appears driven by stigma transfer: non-marginalized customers avoided stigma by not purchasing products associated with stigmatized groups. However, when framed around social responsibility, the origin story increased non-purchase support (e.g., joining the mailing list). Because it remains unclear whether the increased support is temporary or sustained, social ventures must weigh such gains against potential declines in purchases as they scale.
3. Title: Low profile, high impact: How the visibility of political agents shapes corporate political influence
Authors: Tony L. He
Abstract: This study examines how corporate political influence in developed democracies is more likely to occur where visibility is lower, both in terms of the actors involved and of the points of influence in allocation processes. Using novel data on politically exposed persons across 28 European countries (2011–2017), I distinguish between elected and unelected political agents in shaping public procurement outcomes. Unelected agents, particularly aides, advisors, and administrative staff, exert stronger influence than elected politicians, who primarily steer upstream processes that offer political cover in uncompetitive bidding situations. In contrast, unelected agents affect both competitive and uncompetitive cases, underscoring the role of political (in)visibility in public resource allocation. This study deepens our understanding of the heterogeneity of corporate political connections and their impact on public–private exchange.
4. Title: Changing tracks: How status affects category shifts in the Korean popular music industry
Authors: Heeyon Kim, Yoonjeoung Heo, Chi-Nien Chung
Abstract: This study investigates how producers' status shapes their strategies for category shifting of their artists. Unlike prior research emphasizing its limitations, we argue that in creative industries, category shifting can offer substantial advantages. Focusing on producer-driven markets, we propose that middle-status producers align artists with market-dominant categories, while high-status ones pursue periodic radical shifts. However, for female artists, producers' influence on category shifts is constrained by audience expectations rooted in stricter institutional gender norms. Using a unique dataset from the Korean popular music industry, we find support for our hypotheses. We show that entertainment agencies' status influences the category-shifting behaviors of idol groups. Yet, the impact of producer status is moderated by the broader gender expectations in which the artists are embedded.
5. Title: Corporate development executives and M&A performance
Authors: Lisa Tang
Abstract: While prior research has examined organizational- and CEO-level antecedents to mergers and acquisitions (M&A) capabilities, less is known about how those below the CEO may shape the ways in which firms conduct acquisitions. In this study, I argue that Corporate Development Executives (CDEs), the specialized executives who lead M&A efforts inside companies, also play an important role in the M&A process. Through a hand-collected dataset on CDEs in S&P 500 information technology (IT) firms, I find an inverted U-shaped relationship between their prior M&A experience and subsequent M&A performance, and I document the conditions under which CDEs' M&A experience may complement or substitute that of the CEO and the firm. This study contributes to corporate strategy and organizational learning literatures by unveiling novel insights on the microfoundations of M&A capabilities.
6. Title: Building credible commitments via board ties: Evidence from the supply chain
Authors: Rebecca N. Hann, Musa Subasi, Yue Zheng
Abstract: Using a novel dataset that provides a comprehensive coverage of U.S. firms' industrial supply chain relationships, we find that firms with innovation specific to a buyer are more likely to share a common director with that buyer. This association is stronger when the buyer has a larger number of alternative suppliers. We further find that when a supplier–buyer pair shares a common director, the supplier's R&D investment is more sensitive to the investment opportunities of its buyer. Moreover, such pairs tend to have longer supply chain relationships. Taken together, our findings demonstrate that board ties serve as a credible commitment mechanism to support exchange along the supply chain and safeguard suppliers' buyer-specific investments.
