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Abstract
Purpose – A significant body of literature suggests that shipping companies operate in an extremely
volatile and risky environment, relying on the effective use of information to remain competitive. However,
decision-making in this market is demanding because of the high uncertainty, market competition and
significant capital investments. Moreover, the rapid spread of COVID-19 renders information uncertainty a
daunting challenge for companies engaged in global trade. Hence, this study aims to explore the information
behavior of managers in a time of crisis seems compelling.
Design/methodology/approach – This study provides novel insights into the information behavior of
senior managers by adopting a qualitative approach. Forty-nine semi-structured face-to-face interviews with
individuals from Hellenic shipping companies were conducted. Moreover, this study explores the extant
theory qualitatively, using the grounded theory methodology and shows that an unprecedented event
(pandemic crisis) can redefine the information behavior of managers.
Findings – This study highlights the importance of information in decision-making. Moreover, the results
show that, during a pandemic, managers resort to alternative information sources, adopt collaborative
information behaviors and take advantage of digital technology.
Originality/value – There is limited research in exploring the information behavior of managers in times
of pandemics. This research underscores the fact that during a crisis, managers seek information from digital
information resources and decision-making assumes a more decentralized form. This study concludes with a
discussion of the theoretical and practical implications of these findings.
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1. Introduction
The shipping industry can be highly volatile and risky (Kavussanos and Visvikis, 2006),
and most activities are performed under conditions of great uncertainty and stress (Visvikis,
2002). Visvikis (2002) argues that information can assist challenging decision-making by
reducing uncertainty. Further, shipping managers should adopt a certain comportment
when decision-making is aimed at profit maximization in a competitive (Choi et al., 2020)
and volatile environment (Yin et al., 2019). However, decisions related to risks in the market,
the operation of vessels and other technical areas may have a harmful impact on shipping
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companies (Yin et al., 2019). These perceived risks affect and shape the information behavior
and the performance of shippingmanagers (Yin et al., 2019).

Furthermore, an event such as the COVID-19 pandemic has the capacity to alter
macroeconomic variables, shock market participants and augment uncertainty (Michail
and Melas, 2020). A phenomenon of this type, which affects geopolitical factors, may
noticeably influence global trade and shape decision-making in shipping companies
(Kotcharin and Maneenop, 2020). More accurately, information chaos created amid the
new pandemic has contributed to an increase in market uncertainty and price volatility
(Haroon and Rizvi, 2020). It should be emphasized that, since the financial crisis of 2008,
effective information management practices, such as knowledge management
procedures, can enhance decision-making and have become a necessity for shipping
firms. Given these factors, this research appeals to companies that operate in competitive
environments in a crisis.

The very essence of this research lies in the waymanagers inform their decisions. Cartenì
et al. (2020) underline the importance of knowledge and information resources for effective
decision-making. They argue that managerial decisions should be adequately informed of
the context and the process of decision-making itself. Moreover, the literature suggests that
managers make decisions under conditions of uncertainty and high risk (Da Silva and
Roglio, 2015).

Only a few studies focus on the shipping industry during extraordinary events (Michail
and Melas, 2020). Therefore, it would be interesting to explore the information behavior of
managers when making decisions during a pandemic crisis. This study discusses the way
managers of Hellenic shipping companies actively use knowledge and information
resources to make informed decisions and focuses on the change in information behavior of
managers after the advent of the recent pandemic.

These findings contribute to managerial decision-making through the adoption of more
effective procedures for managing information by exposing information behavior of
managers in a crisis.

2. Theoretical background
2.1 Managerial decision-making traits
Huang et al. (2015) clarified that the presence of risk and uncertainty often demands
complicated decision-making scenario analysis. Decision-making typically involves the
study of industry fundamentals, long-term objectives and test cases regarding the theories
of market patterns (Hilton, 2001). Julmi (2019) implies that decision-making should be a
rational mechanism because rationality can cope with uncertainty. The literature reveals
twomodes of decision-making:

(1) the rational mode, based on logical thinking and analysis; and
(2) the intuitive or irrational mode, based on affection or emotion (Huang et al., 2015).

Existing literature reveals that the industry influences the type of decision-making adopted
by managers. Abubakar et al. (2019) suggest that competitive industries tend to trigger
rational decisions. Nevertheless, rationality in making decisions often presents some
drawbacks. In this respect, the literature argues that rational decision-making depends on
speed, capacity and technology and limits the information that can be processed (Abubakar
et al., 2019). In the same context, Hilton (2001) supports the view that advances in technology
have resulted in information overload for decision-makers, creating more constraints for
rational decision-making. It is plausible that managers have little guidance on how to cope
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with the volume of available information using their limited information-processing
capabilities (Winkler et al., 2015).

Abubakar et al. (2019) also suggest that managerial decisions often have no feedback
about the outcome of either the chosen or rejected decision. Similarly, Hilton (2001) adds that
because managers are accountable for their decisions, they often adopt fewer rational
decisions and choose decisions that can easily be explained. Literature suggests that
intuition is a managerial skill used when making important decisions because it can deal
with volatility and uncertainty, whereas logic and rationality do not (Constantiou, 2019).
Further, managers frequently base their strategic decisions on intuition to cope with
uncertain, risky, volatile environments and time constraints (Dane and Pratt, 2007).

The literature reveals that although intuitive decision-making is often regarded as
inferior to rational decision-making, intuition involves the use of instinctive cognitive
systems, which are capable of handling demanding cases (Dane and Pratt, 2007). Further,
Dane and Pratt (2007) explained that the accuracy of decision-making is not equally related
to the speed of decision-making, as quick decisions might also be successful. Dane and Pratt
(2007) admit that many accurate decisions have been based on intuition and not on time-
consuming rational thinking.

In the past, research connected decision-making to the cognitive approach, but it has
been recently related to emotions as well (Li et al., 2014). Li et al. (2014) argue that, although
emotions may constitute distractive elements in decision-making, they are essential and can
be indispensable elements of a rational decision-making process. Moreover, uncertainty is a
factor that triggers the use of emotion in decision-making (Li et al., 2014). Keller and Sadler-
Smith (2019) suggest that effective managers are capable of combining and synthesizing
processes that are controlled by the right hemisphere (judgment) with those controlled by
the left hemisphere (analysis and logic).

In fact, managers need to be able to critically analyze problems and at the same time,
rapidly respond using intuition in a demanding environment (Simon, 2020). Keller and
Sadler-Smith (2019) are convinced of the fact that planning and analysis systems do not
facilitate decision-making on their own. This study examines whether senior managers of
Hellenic shipping companies adopt different information behaviors that are, leaning more
toward rational analysis or relying on feelings and intuition when making strategic
decisions.

Wilson (1997) indicates that information behavior is initiated when an individual needs
information. Information-seeking behavior is categorized into passive and active
information-seeking (Wilson, 2000). Several intervening factors such as personal, social and
environmental variables influence the information-seeking behavior of individuals (Wilson,
1997). Moreover, a major factor affecting information-seeking behavior is the characteristics
of the information source itself (Wilson, 1997).

2.2 Effect of the pandemic on managerial decision-making
The current pandemic has resulted in the implementation of social distancing measures
worldwide, including working from home; it has also affected the information behavior of
individuals (El Junusi, 2020). Moreover, the lockdown disrupted supply chains and a
deadlock in the shipping industry. Overall, it can be implied that this pandemic and
measures related to it have affected the global economy in a detrimental way (Vidya and
Prabheesh, 2020).

The study of information behavior during a pandemic crisis is relatively unknown (Pan
et al., 2020). An inevitable consequence of this pandemic is an unusual pattern of
information-seeking behavior, as people are confronted with a need for information (Bento
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et al., 2020a, 2020b). Unavoidably, all information about this crisis, including measures
taken, has impacted the market expectations in a negative way, by increasing levels of
uncertainty in the shipping industry (Nikolopoulos et al., 2020). This incremental amount of
uncertainty has complicated the process of decision-making.

As a result, decisions are often made under time constraints and high uncertainty owing
to the lack of credibility of information resources (Rosella et al., 2013). However, there is still
a need to make informed decisions under such conditions (Lipsitch et al., 2011) because firms
should pursue critical and quick decision-making for survival (Cesari and Proietti, 2020). In
these circumstances, managers are faced with the challenge of collecting relevant
information. These challenges in managerial decision-making can be remedied by adopting
suitable and effective decision-making policies. Predictive tools can also be adopted to assist
in effective managerial decision-making during pandemic crises.

Decision-making can be enhanced by using simulation tools that replicate the
circumstances of a similar event (Araz et al., 2013). Doing so will minimize uncertainty
during a real event because individuals will be more prepared. Furthermore, uncertainty
during pandemics could be reduced by using contingency/emergency plans (Rosella et al.,
2013), thus facilitating decision-making.

Managers should not underestimate the role of collaboration in decision-making during a
pandemic crisis. Communication between decision-makers and data collectors should be
supported to strengthen information channels (Lipsitch et al., 2011). In fact, individuals tend
to use informal channels as information resources during pandemic crises (Lipsitch et al.,
2011). This type of collaboration often results in quick and innovative analyses of data that
support effective decision-making under these circumstances (Lipsitch et al., 2011).
Essentially, information dissemination, collaboration and building of strategic alliances
could contribute to more effective decision-making during pandemic crises (Crick and Crick,
2020). More specifically, coopetition (which refers to competitive firms collaborating) could
help companies withstand the economic effects of the COVID-19 pandemic (Crick and Crick,
2020). Overall, decision-making during pandemic crises should be based on credibility,
transparency and explicitness (Rosella et al., 2013).

3. Methods
3.1 Research methodology
This study adopts a qualitative approach, using the grounded theory methodology to
analyze the extant literature on the information behavior of managers after the advent of the
COVID-19 pandemic (El Junusi, 2020). In the first stage, this research analyzed 31 academic
papers from recent literature, which combines the fields of information behavior and
decision-making during pandemic crises. Parallelly, it used a multi-case study approach as
the research method; we analyzed responses to four questions, which were part of a semi-
structured, individual, face-to-face interview protocol comprising 16 questions, to
qualitatively explore the decision-making-related responses of 49 managers of Hellenic
shipping companies. The responses to the remaining 12 questions were not analyzed, as
they were irrelevant to this study.

Referring to the semi-structured interviews, the researcher acted in an honest manner in
regard to the validity and proper reference of resources. Moreover, the researcher ensured all
participant organizations and professionals that the anonymity of the data would be
maintained. The researcher also assured all participants that no criticism was to be
exercised in the data that they provided. The scope of the proposed study was only to
examine knowledge and information use by managers of Hellenic shipping companies in
financial decision-making as well as the intervening variables affecting that use. To mitigate
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any concerns that the participating managers may have had in relation to possible leakage
of personal and commercially sensitive data, the researcher stated clearly to all participants
that all data would be used exclusively for the scope of this research and would be kept
private and confidential.

Confidentiality and anonymity were secured throughout the entire research process. More
specifically, all interview records were identified through a reference code, which was locked
with a password in a computer file. Moreover, a numbering systemwas adopted to include all
managers who were invited to participate in the face-to-face interviews. All companies were
identified by a number (in the form of Company 1, 2 . . . etc.), and all managers by a letter (in
the form of Participant A, B . . . etc.). The data would be retained for a period of up to one year
following completion of the study. Before the beginning of each interview, the manager was
reminded that the interview would be recorded. To alleviate any concerns that might affect
participants’ behavior regarding the recording of the interview, it was clearly stated that all
data was private and confidential. Regarding the managers’ concern of feeling personal
deficiency in relation to their answers, all participants were reassured that no type of
judgment whatsoever would be exercised regarding the data collected.

3.2 Grounded theory: extant literature analysis
This study adopted a constructivist grounded theory methodology with a view to
explaining a managerial phenomenon subjectively (Miller et al., 2019). Grounded theory
involves both qualitative and quantitative methods and aims to create theory based on data
(Chun Tie et al., 2019). Given the fact that this study explores a managerial phenomenon, the
theoretical framework was better developed using data instead of testing existing theories
(Miller et al., 2019). In this context, grounded theory is a part of the qualitative methodology
used to analyze data derived from semi-structured interviews and identify patterns through
induction (Winkel et al., 2019). Data analysis was performed through the initial and focused
coding (Elliott et al., 2020).

Grounded theory starts with the initial identification of concepts and connections
between some of these concepts through deduction and involves coding the interview text in
thematic categories to create a new theory out of existing data (Snodgrass et al., 2020).
Subsequently, memo notes were created in this study to advance the theory creation and an
initial open coding was conducted, referring to the identification of the categories in the data
using keywords (Snodgrass et al., 2020). Initial coding of data enabled comparisons to
identify the differences and similarities in the data (Chun Tie et al., 2019). Following the
analysis and codification of the first two interviews, memo notes were created, which led to a
better understanding of data and the formation of themes and the identification of potential
causal relationship between categories (Snodgrass et al., 2020).

Initial content-driven codes led to constant comparisons of data collected and to the
identification of more specific codes (Winkel et al., 2019). More specifically, constant
comparative analysis contributes to the codification and the development of the categories,
creating theories through inductive processes (Chun Tie et al., 2019). Axial coding was then
used and involved the connection of categories to their subcategories (Snodgrass et al., 2020).
Selective coding further defragmented the data and generated theoretical propositions
associated with the identified categories (Snodgrass et al., 2020). In effect, intermediate
coding translates preliminary data information into abstract theories (Chun Tie et al., 2019).
Additionally, constant comparison was used to create codes and form categories, which
would subsequently lead to the formation of a theory (Miller et al., 2019). Data saturation
was attained when no further connection among categories could be identified (Snodgrass
et al., 2020).
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3.3 Grounded theory: semi-structured interviews analysis
Individual interviews constitute a research method associated with the grounded theory
methodology (Elliott et al., 2020). In this research, 49 managers’ responses to four questions,
which were part of a semi-structured individual face-to-face interview protocol comprising
16 questions, were analyzed. The answers to the remaining 12 questions were not analyzed,
as they were not within the scope of this study. The four questions in the interviews were
related to the information behavior of managers when making decisions and focused on
identifying factors that stimulated the use of knowledge and information in decision-
making. Hence, the questionnaire included questions related to what triggers the need for
knowledge and information and whether managers use knowledge and information
resources instead of relying on their experience or intuition. The scope of this study was
limited to examining the information behavior of managers during decision-making in times
of crises.

Specifically, the interview questions were categorized and organized in a thematic way to
anticipate particular codes and categories (Hoddy, 2019). The codes were related to themes
and concepts, leading to the formation of theories (Winkel et al., 2019). Participants were
chosen through purposive sampling, which refers to choosing participants based on their
ability to answer the research question, followed by a parallel generation and analysis of
data (Chun Tie et al., 2019). The semi-structured face-to-face interviews were audiotaped and
subsequently transcribed and coded using the MAXQDA software (version 2020) for
qualitative analysis (Snodgrass et al., 2020). The interviews generated many distinctive
themes.

3.4 ANOVA analysis of semi-structured interviews
Furthermore, this research adopts the ANOVA (i.e. Analysis of Variance) analysis to explore
the results of semi-structured face-to-face interviews with a limited sample size
quantitatively. More specifically, individual answers from the 49 interviewed participants to
four questions, which were part of the semi-structured face-to-face interviews comprising 16
questions, were examined by industry sector (Bulkers, Tankers, etc.) to identify potential
differences. Thus, triangulation was used, which enabled a better interpretation of the
research results.

In this research, one-way ANOVA analysis was used with a view to examine response
differences among the three shipping sectors (Bulkers, Tankers and Containers/Ropax) as it
relates to the information behavior of managers in decision-making (Gupta, 2020). Bartlett’s
test was used to verify the assumption that the variance is equal among the groups.

3.5 Data collection
The research subjects were 49 Hellenic shipping managers from small-sized companies (10–
25 employees) in Piraeus, Greece. Most of the companies were family-owned. The average
fleet size of the sample companies was between 5 and 30 vessels. The average turnover of
the companies fluctuated between US$7m and US$50m and their asset value varied between
US$50m and US$800m.

The sample companies were initially contacted through telephone; the scope of the
research was explained to the managers and they were asked if they wished to support the
study. Initial contact with the concerned managers in each firm was informal. A manager
was selected after the initial contact confirmed the organization’s commitment to the study
and the researcher ensured access to and commitment of time by the participants. The
researcher endeavored to build confidence and trust with the staff of the shipping
companies. All the participants were sent a letter preceding the interview stating that the
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participation was voluntary, explaining how the data was supposed to be used, and
reassuring anonymity and confidentiality.

The participating companies were involved in the dry bulk, wet bulk, containers and
ferry sectors of the shipping industry. The research did not examine the managerial
population of all shipping companies; 40 shipping companies were selected (out of about 450
shipping companies) from which 49 managers were interviewed. The individual managers
represented the unit of analysis. This study adopted a phenomenological paradigm, based
on a qualitative method. As such, the objective was to acquire deep knowledge of a small
sample regarding the use of knowledge and information resources in decision-making.
Additionally, the sample was statistically examined to identify any significant differences
among the various shipping sectors. The same interview structure was used across all
companies and decision-making areas to enable cross checking of results and achieve a
deeper understanding of the research issues. More specifically, data was collected and
recorded at three levels. First, an individual transcript was prepared for each participant.
Second, details from each individual were compiled into an individual record. Third, the
aforementioned data was further aggregated across all companies to enable the analysis of
the results. The participants’ comments regarding a particular theme constituted a critical
element of the research results. Analysis of the research data was supported by tape
recording (Mays and Pope, 1995) because audiotapes allowed for ease of reference to data
and details on the responses of participants, thus minimizing bias (Barriball and While,
1994).

The data collected from the semi-structured interviews was subsequently analyzed using
content analysis in the context that the research was based on a qualitative approach.
Namely, this study aimed to try enabling understanding at a deeper level of the use of
information resources by managers of Hellenic shipping companies when making financial
decisions. At the data analysis level, the researcher first made notes of her first impressions
and thoughts and coded labels representing key themes revealed through them. These codes
were then categorized according to their linkage and relation. The research aimed to identify
and quantify the level of occurrence of the themes using a key-word approach and listing,
counting and categorizing themes from the individual records.

This study adopted clear data collection and analysis methods to strengthen not only
research validity but also the reliability of results along with the ethical guidelines for
research. Additionally, the research results were reported in a detailed and integrated
manner to mitigate bias effects.

4. Results
4.1 Semi-structured interviews: ANOVA analysis
The ANOVA results for the 49 managers’ answers to the four questions on decision-making,
which were part of the semi-structured face-to-face interviews comprising 16 questions,
indicated that significant differences existed among the groups; therefore, Scheffe’s test was
used as an ad hoc analysis to identify which specific groups differed. A significance level of
5% was chosen to determine statistical significance for all hypothesis testing (Alagarsamy
and Ravichandran, 2020). The statistical analysis showed that overall, the managerial
information behavior when making decisions is similar among the three shipping sectors.
The only exception refers to the question regarding whether decision-making is based more
on intuition or rational thinking (Table 3). There was evidence that managerial behavior
differs among the sectors.
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4.2 Semi-structured interviews: grounded theory analysis
More specifically, the qualitative analysis of the 49 responses to the four questions on
decision-making revealed that all participants (100%) replied positively to the question of
whether managers actively seek knowledge and information to make informed decisions.
Moreover, the managers supported the opinion that shipping is an industry that required
quick and up-to-date information. They argued that information was vital for taking
better decisions and minimizing risks. Accordingly, we consider some representative
answers:

� Participant 03-A: “Shipping always needs information.”
� Participant 06-A: “The industry is dynamic; so information needs to be up-to-date.”
� Participant 04-A: “To make educated decisions.”
� Participant 05-A: “To reduce the number of unknowns.”
� Participant 30-A: “To undertake calculated risks every time.”

They also indicated that being aware of competitors’moves as well as the market levels was
necessary; hence, the need for information. In this respect, the following are some illustrative
answers:

� Participant 09-A: “The observation of the market is the best information method.”
� Participant 11-A: “To know the competition and the market levels.”
� Participant 38-A: “. . . need direct intelligence on the industry.”

It can, therefore, be implied that making informed decisions is important for managers who
increase their firm’s competitiveness, even with the effects of the COVID-19 pandemic on
global trade (Figure 1).

Figure 1.
Theoretical
framework of the
factors affecting
managerial
information behavior
and decision-making

Codified Category
 

Description
 

Exemplar Quote
 

• Information Use of Knowledge & 

Information in 

Decision-making. 

“Shipping always needs 

information” 

Participant 03-A 

• Risk 

• Uncertainty 

• Gap in Knowledge 

• Other 

 

What triggers 

Information seeking? 

 “There is high uncertainty and 

too much risk that needs to be 

minimized.”  

Participant 12-A 

• Data 

• Past Experience 

Decision-making 

based on data or past 

experience? 

 “I use real data and past 

experience”.  

Participant 3-A 

• Intuition 

• Rational Thinking 

Role of intuition and 

rational thinking in 

decision-making. 

 “I use a lot my intuition in 

decision-making. But I never 

disregard data.”  

Participant 07-A 
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Most managers indicated that high uncertainty (28.57%) and high risk (24.49%) triggered
the search for information (Table 1). Thus, we can quote some characteristic answers:

� Participant 4-A: “Both of these stimulate info seeking.”
� Participant 12-A: “There is high uncertainty and toomuch risk that needs to beminimized.”
� Participant 27-A: “Mostly the high risk stimulates me. Also, the high uncertainty

stimulates ‘cause you can make predictions easily.”
� Participant 36-A: “The risk is high in our business; we need to minimize it. There is

a lot of uncertainty.”

However, several participants supported the view that lack of knowledge played no
significant role in seeking information (Figure 1). In this respect, the following are some
representative answers:

� Participant 1-A: “There is no lack of knowledge.”
� Participant 8-A: “There is no lack of knowledge; procedures are specific in this market.”

Moreover, Table 1 shows that there is no evidence that the responses for factors that
stimulate information-seeking differ significantly among the sectors (p= 0.3207).

The study explored the reliance of managers on either real time data (up-to-date) or
experience (the use of knowledge from similar, past cases) to inform decisions. Most
managers (59.18%) confirmed using both data and experience when making decisions
(Table 2). More specifically, the following are some indicative answers:

� Participant 3-A: “I use real data and past experience.”
� Participant 9-A: “I use past experience in combination with data analysis.”
� Participant 14-A: “I use a combination of experiences and data.”

Nevertheless, a few of the participants (26.53%) supported the view that experience played
no role in making decisions.We give some examples of the participants’ answers:

� Participant 12-A: “My decisions are of course based on data.”
� Participant 18-A: “My decisions are based on logical thinking.”
� Participant 19-A: “I always make a logical analysis.”

Table 1.
Responses to

interview question
regarding the factors

that stimulate
information-seeking

Shipping sector Gap in knowledge Risk Uncertainty Other All of three Total

Bulkers 1(4.35%) 7(30.43%) 8(34.78%) 1(4.35%) 6(26.09%) 23(100.00%)
Tankers 1(6.25%) 2(12.50%) 4(25.00%) 1(6.25%) 8(50.00%) 16(100.00%)
Containers/Ropax 0(0.00%) 3(30.00%) 2(20.00%) 1(10.00%) 4(40.00%) 10(100.00%)
Total 2(4.08%) 12(24.49%) 14(28.57%) 3(6.12%) 18(36.73%) 49(100.00%)

ANOVA
Source SS df MS F Prob> F
Between groups 4.062 2 2.031 1.17 0.3207
Within groups 80.142 46 1.742 – –
Total 84.204 48 1.754 – –

Notes: Bartlett’s test for equal variances: chi-square(2) = 0.1322 Prob> chi-square = 0.936
Source: Generated by the researcher
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An even smaller proportion of the participants (14.29%) argued that experience was far
more important than data as far as decision-making was concerned (Figure 1). Accordingly,
the following are some characteristic answers:

� Participant 16-A: “I decide only based on my gut feeling.”
� Participant 17-A: “I use mostly my experiences in decision-making.”
� Participant 20-A: “Most times there is no evidence, only some indications.”

Similarly, Table 2 shows that the question of whether decision-making is based on real
evidence or past experience, revealed that there is no evidence that the responses differ
significantly among the sectors (p= 0.645).

Table 3 shows the results for the role of intuition (decisions based on gut feeling) and
rational thinking (decisions based on logical analysis) in managers’ decision-making. Most
participants (55.10%) indicated that decisions were based on both intuition and logic. Some
exemplary answers verify this statement:

Table 3.
Responses to
interview question of
whether decision-
making is based on
intuition or rational
thinking

Shipping sector Intuition Rational thinking Both Total

Bulkers 3(13.04%) 10(43.48%) 10(43.48%) 23(100.00%)
Tankers 3(18.75%) 6(37.50%) 7(43.75%) 16(100.00%)
Containers/Ropax 0(0.00%) 0(0.00%) 10(100.00%) 10(100.00%)
Total 6(12.25%) 16(32.65%) 27(55.10%) 49(100.00%)

ANOVA
Source SS df MS F Prob> F
Between groups 4.13 2 2.065 4.78 0.013
Within groups 19.87 46 0.432 – –
Total 24.00 48 0.500 – –

Notes: Bartlett’s test for equal variances: chi-square(2) = 0.1654 Prob> chi-square = 0.684
Source: Generated by the researcher

Table 2.
Responses to
interview question of
whether decision-
making is based on
real evidence or past
experience

Shipping sector Data Past experience Both Total

Bulkers 6(26.09%) 2(8.70%) 15(65.22%) 23(100.00%)
Tankers 6(37.50%) 3(18.75%) 7(43.75%) 16(100.00%)
Containers/Ropax 1(10.00%) 2(20.00%) 7(70.00%) 10(100.00%)
Total 13(26.53%) 7(14.29%) 29(59.18%) 49(100.00%)

ANOVA
Source SS df MS F Prob> F
Between groups 1.96 2 0.98 1.29 0.2838
Within groups 34.816 46 0.757
Total 36.776 48 0.766

Notes: Bartlett’s test for equal variances: chi-square(2) = 0.8775 Prob> chi-square = 0.645
Source: Generated by the researcher
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� Participant 07-A: “I use a lot of my intuition in decision-making. But I never
disregard data.”

� Participant 21-A: “It is a combination of intuition and data.”

A small proportion of managers (32.65%) opined that decision-making should always be the
product of logical analysis. The following are a few answers suggesting this opinion:

� Participant 02-A: “I always decide based on analytical thinking. Intuition doesn’t
represent me.”

� Participant 04-A: “My decision-making is always analytical and never emotional.”

Even fewer managers (12.25%) had confidence that data had no significance in decision-
making and intuition played the leading role (Figure 1). The following are some indicative
answers:

� Participant 01-A: “I base my financial decisions on my intuition.”
� Participant 12-A: “I basically decide based only on my intuition. It’s actually

gambling for me.”
� Participant 15-A: “In shipping, no matter what data you have available, the decision

is always an assumption. I work with my intuition.”

Referring to Table 3 and whether decision-making is based on intuition or rational thinking,
the results demonstrate that there is some evidence that the responses differ among the
shipping sectors (p = 0.013), which is statistically significant at the 5% significance level. In
effect, multi-comparison tests (Scheffe) suggest that responses of the participants of the
Containers/Ropax sector differ from those of the Tankers (p = 0.025) and Bulkers (p = 0.027)
sectors. In particular, all participants from the Containers/Ropax sector believe that
decision-making is a combination of intuition and logical analysis.

This study explored whether successful decisions are related to information and
knowledge.

Although a substantial proportion of the participants (40.82%) was skeptical, even more
(51.02%) had a positive view (Table 4). The following are some indicative answers:

� Participant 2-A: “Absolutely! Information is the most important thing.”
� Participant 5-A: “Yes, otherwise it is a casino. Sustained success needs knowledge!”

Table 4.
Responses to

interview question of
whether successful
decision-making is

linked to knowledge
and information

Shipping sector Negative Skeptical Positive Total
ANOVA

Bulkers 1(4.35%) 9(39.13%) 13(56.52%) 23(100.00%)
Tankers 3(18.75%) 5(31.25%) 8(50.00%) 16(100.00%)
Containers/Ropax 0(0.00%) 6(60.00%) 4(40.00%) 10(100.00%)
Total 4(8.16%) 20(40.82%) 25(51.02%) 49(100.00%)

Source SS df MS F Prob> F
Between groups 1.408 2 0.704 1.86 0.1665
Within groups 17.367 46 0.378 – –
Total 18.775 48 0.391 – –

Notes: Bartlett’s test for equal variances: chi-square(2) = 1.4658 Prob> chi-square = 0.481

Shipping
managers’

information
behavior

119



In effect, managers, while recognizing the contribution of knowledge and information for
effective decision-making, were nevertheless convinced that analysis of data cannot
guarantee successful decisions. According to these managers, there are many unpredictable
factors in the shipping industry that may negatively affect a decision. Several other
managers thought that knowledge and information should be present in decision-making,
but it did not guarantee successful decisions. In this respect, the following are some
illustrative answers:

� Participant 18-A: “Information is necessary, but information and data don’t always
show the right decision.”

� Participant 28-A: “Yes there is certainly a link but there are many parameters that
are unknown and influence the market. So, intuition remains important.”

� Participant 23-A: “Yes there is a link. Information is always necessary, although the
decision might not always be successful. What is important is how you interpret the
information.”

Again, when uncertainty increases, the effective use of available information is of
paramount importance (Figure 1). Finally, Table 4 shows the results of the question whether
successful decision-making is based on knowledge and information. The findings revealed
that there is no evidence that the responses differ significantly among the sectors (p= 0.481).

4.3 Extant literature: grounded theory analysis
Referring to the analysis of the extant literature, the research results (Figures 2 and 3),
referring to the effect of COVID-19 on managers’ information behavior, revealed that
pandemics affect how individuals seek and use information. In particular, Figure 2, which
presents the way in which the codes are related, depicts how often the specific codes
identified in this research have occurred in the document segments (i.e. large squares

Figure 2.
Codification map of
the factors affecting
information behavior
and decision-making
following a pandemic

Code system
NEW INFO BEHAVIOR

DM AFTER PANDEMIC

INFO BEHAVIOR EFFECT OF COVID

MARKET EFFECT OF COVID

Technology
Planning
Cooperation

Uncertainty
Technology
Evaluation
informed Decisions
Credibility
Time Constraints

Irrational Behavior
Need for Information
Urgency

Decline
Risk & Uncertainty
Disruption

SUM

MABR
7,2

120



represent large occurrences of the research codes). The research findings suggest that the
COVID-19 pandemic created the need for decision-makers to make informed decisions in
urgent conditions using available information. However, the research results showed that
decision-makers adopted irrational information behaviors and often made decisions without
information, or with some form of bias.

Further, the research findings (Figures 2 and 3) confirmed that pandemic influences not
only the society but also the markets, affecting global trade and especially the shipping
industry. In particular, the research results showed that future pandemics might cause great
disruptions in international trade and supply chains. In addition, market risk and
uncertainty increase because of a pandemic. This increase is followed by a decline in
revenues and a rise in costs, which further hinders effective decision-making.

Concerning the effect of COVID-19 on decision-making, the literature suggests that
decision-makers are obliged to make decisions often without information and under time
constraints (Rosella et al., 2013). The research findings (Figures 2 and 3) confirmed the
suggestion of Lipsitch et al. (2009) that conditions of great uncertainty and stress render
decision-making challenging. Concerning the characteristics of decision-making following a

Figure 3.
Conceptual

framework of how a
pandemic can

influence information
behavior and

decision-making
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pandemic, the research results showed that the aggressiveness of COVID-19 combined with
government policies to contain the spread resulted in an increased need for information and
increased uncertainty. In addition, decision-makers needed to make quick decisions under
time constraints. However, the results revealed that managers were confronted with
credibility concerns in times of crises as it related to the available information, a factor that
influences decision-making in a negative way. On that basis, the research findings showed
that managers ought to better evaluate not only information resources but also their
decisions, taking advantage of the available technology to make better informed decisions.
In effect, managers must reevaluate their decision models by assessing the amount of time
spent on prioritizing existing and new/alternative variables that affect any decision (Crick
and Crick, 2020; Lipsitch et al., 2011). The results also highlighted the importance of using
preparedness and predictive plans to better cope with the effects of such a crisis (Lipsitch
et al., 2011; Araz et al., 2013).

The last major category identified by the qualitative analysis of the research data refers
to the new mode of information behavior adopted by individual managers following a
pandemic crisis (Figures 2 and 3). The research results revealed that decision-making ought
to be supported by effective planning as a characteristic of such a new mode of information
behavior during a pandemic. The use of predictive tools that can simulate the circumstances
of a crisis would also be useful for decision-makers. Moreover, the research findings
underscored the importance of collaboration among competing companies during crises. In
particular, the research results suggest that effective communication, the usage of personal
channels of information and the establishment of a “coopetition” among competing
companies, for sharing and using credible data, could enhance decision-making during a
pandemic crisis. Finally, the research results emphasized the important role that technology
can play in supporting more effective information dissemination and sharing of data, to
make more informed decisions in times of crises.

5. Discussion
This study revealed several findings regarding the use of information for decision-making
by senior managers of Hellenic shipping firms and the impact of the pandemic crisis on
managerial decision-making. Collecting all relevant information before each decision is not
an easy task for managers; experience is of little use as this pandemic is unique. The
establishment of a new reality concerning information is imperative to overcome this crisis.
Specifically, managers are confronted with a need to use added information sources (El
Junusi, 2020). Following the outbreak of the pandemic and the measures imposed, most
companies adopted the use of digital technology media such as online videoconferencing
software (El Junusi, 2020).

Overall, this study contributes to the body of knowledge by decreasing the scarcity of
research studies that focus on managerial phenomena in the shipping sector (Wu et al.,
2018). More specifically, this research combines the literature of various fields (that is,
information behavior, shipping and managerial decision-making), advancing the field of
scholarly research in managerial decision-making. This study demonstrates the key role
played by information in successful decision-making. It provides fruitful suggestions, both
to managers and to decision-makers, for enhancing business practices during and following
a pandemic, through the support of effective information behavior. Managers have the
opportunity to evaluate and harness the positive effects of information on decision-making
under uncertainty.

The managerial implications derived from this study are primarily related to the change
and improvement of management procedures during a crisis. It suggests that management
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practices could be supplemented with knowledge management procedures to increase the
effective usage of knowledge and information in decision-making (Atapattu and Jayakody,
2014; Fahey and Prusak, 1998).

Additionally, management could change organizational culture and direct it toward
knowledge sharing. Companies could adopt policies that support decision-making and
enable them to survive the crisis. Managers would be able to deal with the decision-making
challenges of a pandemic by considering the significant factors that affect decision-making
during crises, namely, improving the overall communication and dissemination of
knowledge, using alternative sources of information, exploiting digital information
technology, carefully planning decisions and strengthening the explicitness of knowledge.

6. Conclusion
In conclusion, by using a qualitative approach and adopting the grounded theory
methodology, this study offers a phenomenological exploration of senior managers’
information behavior when informing decisions in times of crises. Specifically, by extending
the existing theories, this study illustrates effective types of information behavior for
managers during crises, to improve decision-making. The results depict the significance of
information for decision-making, especially in an era characterized by a unique pandemic
such as the COVID-19 pandemic. The results highlight the significance of using alternative
information resources, investing in collaboration and explicitness of information, taking
advantage of the new digital technology to assess decision-making plans and collect
relevant information, to cope with novel and challenging market situations. Finally, as with
all research methods and methodologies, this study has inherent limitations. More
specifically, this research adopted an exploratory approach using the grounded theory
methodology. Perhaps a positivist address of the research question using quantitative
methods would have strengthened the research findings and added to the generalizability of
the results. The usage analysis of a suitable number of questionnaires could enhance the
reliability of the results that emerged from the semi-structured interviews and data mining.

Referring to future research, examining a larger number of participants could offer an
opportunity to conduct a larger-scale study using quantitative methods. Statistical
techniques could be adopted in a quantitative research project with a larger sample size,
which would test levels of significance that cannot be examined by a small, in-depth study.

We hope that more studies will be conducted in the future to strengthen the findings of
this research and identify increasingly significant results concerning the information
behavior of individuals in the shipping industry during and following a pandemic crisis.
More specifically, future studies could focus on the exploration of predictive plans for
market crises to help managers when necessary. In addition, future research could
investigate the development of contingency plans with a view to assist in effective decision-
making during a pandemic.

References
Abubakar, A.M., Elrehail, H., Alatailat, M.A. and ElçI, A. (2019), “Knowledge management, decision-

making style and organizational performance”, Journal of Innovation and Knowledge, Vol. 4
No. 2, pp. 104-114, doi: 10.1016/j.jik.2017.07.003.

Alagarsamy, S.V. and Ravichandran, M. (2020), “Parametric studies on dry sliding wear behaviour of
Al-7075 alloy matrix composite using S/N ratio and ANOVA analysis”, Materials Research
Express, Vol. 7 No. 1, pp. 1-18, doi: 10.1088/2053-1591/ab654a.

Shipping
managers’

information
behavior

123

http://dx.doi.org/10.1016/j.jik.2017.07.003
http://dx.doi.org/10.1088/2053-1591/ab654a


Araz, O.M., Lant, T., Fowler, J.W. and Jehn, M. (2013), “Simulation modeling for pandemic decision
making: a case study with bi-criteria analysis on school closures”, Decision Support Systems,
Vol. 55 No. 2, pp. 564-575, doi: 10.1016/j.dss.2012.10.013.

Atapattu, A.W.M.M. and Jayakody, J.A.S.K. (2014), “The interaction effect of organizational practices
and employee values on knowledge management (KM) success”, Journal of Knowledge
Management, Vol. 18 No. 2, pp. 307-328, doi: 10.1108/jkm-07-2013-0276.

Barriball, K.L. and While, A. (1994), “Collecting data using a semi-structured interview: a discussion
paper”, Journal of Advanced Nursing, Vol. 19 No. 2, pp. 328-335, doi: 10.1111/j.1365-2648.1994.
tb01088.x.

Bento, A.I. Nguyen, T. Wing, C. Lozano-Rojas, F. Ahn, Y.Y. and Simon, K. (2020a), “Information
seeking responses to news of local COVID-19 cases: evidence from internet search data”,
available at: https://arxiv.org/abs/2004.04591 (accessed 7 September 2020).

Bento, A.I., Nguyen, T., Wing, C., Lozano-Rojas, F., Ahn, Y.Y. and Simon, K. (2020b), “Evidence from
internet search data shows information-seeking responses to news of local COVID-19 cases”,
Proceedings of the National Academy of Sciences, Vol. 117 No. 21, pp. 11220-11222, doi: 10.1073/
pnas.2005335117.

Cartenì, A., Henke, I., Regna, M., Bartolomeo, M.I.D. and Francesco, L.D. (2020), “A stakeholder
engagement process for a rational decision-making process in transportation planning”,
International Journal of Advanced Research in Engineering and Technology (IJARET), Vol. 11
No. 3, pp. 333-343.

Cesari, M. and Proietti, M. (2020), “COVID-19 in Italy: ageism and decision making in a pandemic”,
Journal of the American Medical Directors Association, Vol. 21 No. 5, pp. 576-577, doi: 10.1016%
2Fj.jamda.2020.03.025.

Choi, T.M., Chung, S.H. and Zhuo, X. (2020), “Pricing with risk sensitive competing container shipping
lines: will risk seeking do more good than harm?”, Transportation Research Part B:
Methodological, Vol. 133 No. C, pp. 210-229, doi: 10.1016/j.trb.2020.01.003.

Chun Tie, Y., Birks, M. and Francis, K. (2019), “Grounded theory research: a design framework for
novice researchers”, SAGEOpenMedicine, Vol. 7, doi: 10.1177%2F2050312118822927.

Constantiou, I., Shollo, A. and Vendelø, M.T. (2019), “Mobilizing intuitive judgement during
organizational decision making: when business intelligence is not the only thing that matters”,
Decision Support Systems, Vol. 121, pp. 51-61, doi: 10.1016/j.dss.2019.04.004.

Crick, J.M. and Crick, D. (2020), “Coopetition and COVID-19: collaborative business-to-business
marketing strategies in a pandemic crisis”, Industrial Marketing Management, Vol. 88,
pp. 206-213, doi: 10.1016/j.indmarman.2020.05.016.

Da Silva, L.H.M. and Roglio, K.D.D. (2015), “Enhancing the strategic decision-making process:
unintended consequences as a source of learning”, Latin American Business Review, Vol. 16
No. 1, pp. 1-22, doi: 10.1080/10978526.2015.987033.

Dane, E. and Pratt, M.G. (2007), “Exploring intuition and its role in managerial decision making”,
Academy ofManagement Review, Vol. 32 No. 1, pp. 33-54, doi: 10.2307/20159279.

El Junusi, R. (2020), “Digital marketing during the pandemic period; a study of Islamic perspective”, Journal
of DigitalMarketing andHalal Industry, Vol. 2 No. 1, pp. 15-28, doi: 10.21580/jdmhi.2020.2.1.5717.

Elliott, S., Bevan, N. and Litchfield, C. (2020), “Parents, girls’ and Australian football: a constructivist
grounded theory for attracting and retaining participation”, Qualitative Research in Sport,
Exercise and Health, Vol. 12 No. 3, pp. 392-413, doi: 10.1080/2159676X.2019.1602560.

Fahey, L. and Prusak, L. (1998), “The eleven deadliest sins of knowledge management”, California
Management Review, Vol. 40 No. 3, pp. 265-276, doi: 10.2307/41165954.

Gupta, D. (2020), “Item-wise ANOVA analysis of human resource development climate in Indian
information technology”, IJRAR – International Journal of Research and Analytical Reviews
(IJRAR), Vol. 7 No. 1, pp. 458-469.

MABR
7,2

124

http://dx.doi.org/10.1016/j.dss.2012.10.013
http://dx.doi.org/10.1108/jkm-07-2013-0276
http://dx.doi.org/10.1111/j.1365-2648.1994.tb01088.x
http://dx.doi.org/10.1111/j.1365-2648.1994.tb01088.x
https://arxiv.org/abs/2004.04591
http://dx.doi.org/10.1073/pnas.2005335117
http://dx.doi.org/10.1073/pnas.2005335117
http://dx.doi.org/10.10162Fj.jamda.2020.03.025
http://dx.doi.org/10.10162Fj.jamda.2020.03.025
http://dx.doi.org/10.1016/j.trb.2020.01.003
http://dx.doi.org/10.11772F2050312118822927
http://dx.doi.org/10.1016/j.dss.2019.04.004
http://dx.doi.org/10.1016/j.indmarman.2020.05.016
http://dx.doi.org/10.1080/10978526.2015.987033
http://dx.doi.org/10.2307/20159279
http://dx.doi.org/10.21580/jdmhi.2020.2.1.5717
http://dx.doi.org/10.1080/2159676X.2019.1602560
http://dx.doi.org/10.2307/41165954


Haroon, O. and Rizvi, S.A.R. (2020), “COVID-19: media coverage and financial markets behavior – a
sectoral inquiry”, Journal of Behavioral and Experimental Finance, Vol. 27, doi: 10.1016/j.
jbef.2020.100343.

Hilton, D.J. (2001), “The psychology of financial decision-making: applications to trading, dealing, and
investment analysis”, Journal of Psychology and Financial Markets, Vol. 2 No. 1, pp. 37-53, doi:
10.1207/s15327760jpfm0201_4.

Hoddy, E.T. (2019), “Critical realism in empirical research: employing techniques from grounded theory
methodology”, International Journal of Social Research Methodology, Vol. 22 No. 1, pp. 111-124,
doi: 10.1080/13645579.2018.1503400.

Huang, Y.H., Wood, S., Berger, D.E. and Hanoch, Y. (2015), “Age differences in experiential and
deliberative processes in unambiguous and ambiguous decision making”, Psychology and Aging,
Vol. 30 No. 3, pp. 675-687, doi: 10.1037/pag0000038.

Julmi, C. (2019), “When rational decision-making becomes irrational: a critical assessment and re-
conceptualization of intuition effectiveness”, Business Research, Vol. 12 No. 1, pp. 291-314, doi:
10.1007/s40685-019-0096-4.

Kavussanos, M.G. and Visvikis, I.D. (2006), “Shipping freight derivatives: a survey of recent evidence”,
Maritime Policy andManagement, Vol. 33 No. 3, pp. 233-255, doi: 10.1080/03088830600783152.

Keller, J. and Sadler-Smith, E. (2019), “Paradoxes and dual processes: a review and synthesis”,
International Journal of Management Reviews, Vol. 21 No. 2, pp. 162-184, doi: 10.1111/ijmr.12200.

Kotcharin, S. and Maneenop, S. (2020), “Geopolitical risk and shipping firms’ capital structure decisions
in belt and road initiative countries”, International Journal of Logistics Research and
Applications, Vol. 23 No. 6, pp. 1-17, doi: 10.1080/13675567.2020.1766003.

Li, Y., Ashkanasy, N.M. and Ahlstrom, D. (2014), “The rationality of emotions: a hybrid process model
of decision-making under uncertainty”, Asia Pacific Journal of Management, Vol. 31 No. 1,
pp. 293-308, doi: 10.1007/s10490-012-9341-5.

Lipsitch, M., Riley, S., Cauchemez, S., Ghani, A.C. and Ferguson, N.M. (2009), “Managing and reducing
uncertainty in an emerging influenza pandemic”, New England Journal of Medicine, Vol. 361
No. 2, pp. 112-115, doi: 10.1056/nejmp0904380.

Lipsitch, M., Finelli, L., Heffernan, R.T., Leung, G.M. and Redd, S.C, for the 2009 H1N1 Surveillance
Group (2011), “Improving the evidence base for decision making during a pandemic: the
example of 2009 influenza a/H1N1”, Biosecurity and Bioterrorism: Biodefense Strategy, Practice,
and Science, Vol. 9 No. 2, pp. 89-115, doi: 10.1089/bsp.2011.0007.

Mays, N. and Pope, C. (1995), “Qualitative research: rigour and qualitative research”, BMJ, Vol. 311
No. 6997, pp. 109-112, doi: 10.1136/bmj.311.6997.109.

Michail, N.A. and Melas, K.D. (2020), “Shipping markets in turmoil: an analysis of the covid-19
outbreak and its implications”, Transportation Research Interdisciplinary Perspectives, Vol. 7,
p. 100178, doi: 10.1016/j.trip.2020.100178.

Miller, F., Davis, K. and Partridge, H. (2019), “Everyday life information experiences in twitter: a
grounded theory”, Information Research, Vol. 24 No. 2, pp. 1-23.

Nikolopoulos, K., Punia, S., Schäfers, A., Tsinopoulos, C. and Vasilakis, C. (2020), “Forecasting and
planning during a pandemic: COVID-19 growth rates, supply chain disruptions, and
governmental decisions”, European Journal of Operational Research, Vol. 290 No. 1, pp. 1-17, doi:
10.1016/j.ejor.2020.08.001.

Pan, S.L., Cui, M. and Qian, J. (2020), “Information resource orchestration during the COVID-19
pandemic: a study of community lockdowns in China”, International Journal of Information 
Management, Vol. 54,  102143, doi: 10.1016%2Fj.ijinfomgt.2020.102143.

Rosella, L.C., Wilson, K., Crowcroft, N.S., Chu, A., Upshur, R., Willison, D. and Goel, V. (2013), “Pandemic
H1N1 in Canada and the use of evidence in developing public health policies – a policy analysis”,
Social Science andMedicine, Vol. 83, pp. 1-9, doi: 10.1016/j.socscimed.2013.02.009.

Shipping
managers’

information
behavior

125

http://dx.doi.org/10.1016/j.jbef.2020.100343
http://dx.doi.org/10.1016/j.jbef.2020.100343
http://dx.doi.org/10.1207/s15327760jpfm0201_4
http://dx.doi.org/10.1080/13645579.2018.1503400
http://dx.doi.org/10.1037/pag0000038
http://dx.doi.org/10.1007/s40685-019-0096-4
http://dx.doi.org/10.1080/03088830600783152
http://dx.doi.org/10.1111/ijmr.12200
http://dx.doi.org/10.1080/13675567.2020.1766003
http://dx.doi.org/10.1007/s10490-012-9341-5
http://dx.doi.org/10.1056/nejmp0904380
http://dx.doi.org/10.1089/bsp.2011.0007
http://dx.doi.org/10.1136/bmj.311.6997.109
http://dx.doi.org/10.1016/j.trip.2020.100178
http://dx.doi.org/10.1016/j.ejor.2020.08.001
http://dx.doi.org/10.10162Fj.ijinfomgt.2020.102143
http://dx.doi.org/10.1016/j.socscimed.2013.02.009


Snodgrass, J.G., Clements, K.R., Nixon, W.C., Ortega, C., Lauth, S. and Anderson, M. (2020), “An
iterative approach to qualitative data analysis: using theme, cultural models, and content
analyses to discover and confirm a rounded theory of how gaming inculcates resilience”, Field
Methods, Vol. 32 No. 4, pp. 399-415.

Vidya, C.T. and Prabheesh, K.P. (2020), “Implications of COVID-19 pandemic on the global trade
networks”, Emerging Markets Finance and Trade, Vol. 56 No. 10, pp. 2408-2421, doi: 10.1080/
1540496x.2020.1785426.

Visvikis, I.D. (2002), “An econometric analysis of the forward freight market”, Doctoral dissertation,
City University Cass Business School, City University of London, London.

Wilson, T.D. (1997), “Information behaviour: an interdisciplinary perspective”, Information Processing
andManagement, Vol. 33 No. 4, pp. 551-572, doi: 10.1016/S0306-4573(97)00028-9.

Wilson, T.D. (2000), “Human information behavior”, Informing Science, Vol. 3 No. 2, pp. 49-56.
Winkel, A.F., Robinson, A., Jones, A.A. and Squires, A.P. (2019), “Physician resilience: a grounded

theory study of obstetrics and gynaecology residents”, Medical Education, Vol. 53 No. 2,
pp. 184-194, doi: 10.1111/medu.13737.

Winkler, J., Kuklinski, C.P.J.W. and Moser, R. (2015), “Decision making in emerging markets: the delphi
approach’s contribution to coping with uncertainty and equivocality”, Journal of Business
Research, Vol. 68 No. 5, pp. 1118-1126, doi: 10.1016/j.jbusres.2014.11.001.

Wu, X., Zhang, L. and Luo, M. (2018), “Current strategic planning for sustainability in international
shipping”, Environment, Development and Sustainability, pp. 1-19.

Yin, H., Chen, Z. and Xiao, Y. (2019), “Risk perception affecting the performance of shipping companies:
the moderating effect of China and Korea”, Maritime Policy and Management, Vol. 46 No. 3,
pp. 295-308, doi: 10.1080/03088839.2018.1540890.

Further reading
Chang, C.L.H. and Lin, T.C. (2015), “The role of organizational culture in the knowledge management

process”, Journal of Knowledge Management, Vol. 19 No. 3, pp. 433-455, doi: 10.1108/JKM-08-
2014-0353.

Homayoun, H., Yaghoubi, N.M., Haddadi, E. and Viseh, S.M. (2020), “Development a model for the
evaluation and improvement of key human resource competencies using the grounded theory”,
Quarterly Scientific Journal of Rescue and Relief, Vol. 12 No. 1, pp. 13-22.

Lee, C.B., Wan, J., Shi, W. and Li, K. (2014), “A cross-country study of competitiveness of the shipping
industry”,Transport Policy, Vol. 35, pp. 366-376, doi: 10.1016/j.tranpol.2014.04.010.

Mishra, J., Allen, D. and Pearman, A. (2015), “Information seeking, use, and decision making”, Journal
of the Association for Information Science and Technology, Vol. 66 No. 4, pp. 662-673, doi:
10.1002/asi.23204.

Corresponding author
Kelly Gerakoudi-Ventouri can be contacted at: kellygeve@yahoo.com

For instructions on how to order reprints of this article, please visit our website:
www.emeraldgrouppublishing.com/licensing/reprints.htm
Or contact us for further details: permissions@emeraldinsight.com

MABR
7,2

126

http://dx.doi.org/10.1080/1540496x.2020.1785426
http://dx.doi.org/10.1080/1540496x.2020.1785426
http://dx.doi.org/10.1016/S0306-4573(97)00028-9
http://dx.doi.org/10.1111/medu.13737
http://dx.doi.org/10.1016/j.jbusres.2014.11.001
http://dx.doi.org/10.1080/03088839.2018.1540890
http://dx.doi.org/10.1108/JKM-08-2014-0353
http://dx.doi.org/10.1108/JKM-08-2014-0353
http://dx.doi.org/10.1016/j.tranpol.2014.04.010
http://dx.doi.org/10.1002/asi.23204
mailto:kellygeve@yahoo.com

	Shipping managers’ information behavior during a pandemic crisis
	1. Introduction
	2. Theoretical background
	2.1 Managerial decision-making traits
	2.2 Effect of the pandemic on managerial decision-making

	3. Methods
	3.1 Research methodology
	3.2 Grounded theory: extant literature analysis
	3.3 Grounded theory: semi-structured interviews analysis
	3.4 ANOVA analysis of semi-structured interviews
	3.5 Data collection

	4. Results
	4.1 Semi-structured interviews: ANOVA analysis
	4.2 Semi-structured interviews: grounded theory analysis
	4.3 Extant literature: grounded theory analysis

	5. Discussion
	6. Conclusion
	References


