
Table of Contents IX 

Table of Contents 

1 Introduction 1 

2 Determinants of value capture 6 

2.1 Profiting from innovation 6 

2.2 Value chain architecture 7 

2.3 Game theoretic perspective 11 

3 Bargaining structure 14 

3.1 Hierarchy in negotiations: Bargaining structure 14 

3.2 Drivers and effects of bargaining structure 15 

4 Modeling the effect of bargaining structure on value capture 18 

4.1 The basic model 18 

4.1.1 Non-hierarchical value distribution 18 

4.1.2 The hierarchical Shapley value 21 

4.2 Results 23 

4.2.1 Three-fiim bargaining structures 24 

4.2.2 N-firm bargaining structures 30 

4.2.3 Multiple bargaining positions 41 

4.3 Extensions and farther results 46 

4.3.1 System integrators 47 

4.3.2 Free value 54 

4.4 Alternative distribution concepts 59 

4.4.1 Owen value 59 

4.4.2 SB-value 64 

4.4.3 Hierarchical Core 65 

4.5 Conclusion 72 

http://d-nb.info/1075876516

http://d-nb.info/1075876516


X Table of Contents 

5 Drivers of bargaining structure and empirical implications of the 
hierarchy strategy 74 

5.1 Methods 75 

5.1.1 Case design 76 

5.1.2 Data sources and analysis 78 

5.2 Results of the case studies 83 

5.2.1. Modularization of laundry dryers at BSH 84 

5.2.2. System suppliers in commercial aircraft manufacturing 91 

5.3 Conclusion 103 

6 Discussion and conclusion 105 

Appendices Ill 

Bibliography 129 


