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1. Introduction 
 The strong competition and the looking for a sustainable competitive advantage have made information a 
critical resource for the company. Collecting and analyzing information about competitors helps to understand their 
strategies in order to get ahead of them and gain in competitiveness. This implies new ways of creating value for 
customers, through the development of new products, the extension of the existing product ranges, the modification of 
existing products, etc. Therefore, competitive intelligence (CI) seems to be the appropriate practice since it is based on a 
better understanding of the sector and competition. It allows the decision makers to take a step ahead of their competitors 
through identifying the opportunities and avoiding the threats, reducing uncertainty in decision-making and thus 
achieving better results. Some authors found that the competitive intelligence (CI) can be generated by the intellectual 
capital (IC) (Bontis, 2002). Based on the resources approach, we suggest studying the contribution of the different forms of 
intellectual capital (IC), namely the human capital (HC), the structural capital (SC) and the relational capital (RC), to the 
success of the competitive intelligence practices in the Tunisian companies. 

This research is structured as follows. The first part is devoted to the literature review from which we have 
formulated the hypotheses and developed the conceptual model. The second part highlights the methodology, the 
presentation and the discussion of the empirical results. In the last part, we conclude through presenting the limits and the 
future research prospects. 
 
2. The Intellectual Capital and the Competitive Intelligence: Definitions 

The intellectual capital is the term used to describe the intangible assets that do not physically exist however they 
add value and enable the company to operate (Angelini et al, 2019). It is similarly considered as knowledge that can be 
converted into profit (Joshi et al., 2011). In this research, we conceptualize IC as a triptych integrating HC, SC and RC in the 
line of Cabrita and Bontis (2008). HC is defined as the whole of the intangible resources owned by the employees of a 
company (skills, leadership, attitude, creativity, etc.). Some authors found that the intangible wealth resides in the HC. It’s 
the primary source of the IC generation. Moreover, the HC is considered to be the main source of innovation since the 
employees suggest innovative ideas through experience and learning and develop a competitive advantage (Allameh, 
2018). SC is considered a fundamental component of IC since it provides the framework and modes of knowledge transfer 
(Harris, 2000). It is defined as all the intangible resources not incorporated in the company employees and which includes 
corporate culture, organizational learning, information system, information and communication technologies, etc. (Siana, 
2010). The RC characterizes the formal and the informal relationships and knowledge exchange between the company and 
its external stakeholders such as clients, suppliers, institutions, etc. (Kamukama, 2011). 
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The competitive intelligence is a relatively new management concept developed from the main idea of Porter’s five 
competitive forces (Nenzhele and Pellissier, 2013). It is the process of collecting, analyzing and sharing information about 
competitors and competitive environment in general (market evolution, strengths and weaknesses, positioning, etc.), and 
being competitive through choosing the appropriate strategic decisions (Bontis, 2002). 
 
3. The Impact of the Intellectual Capital on Competitive Intelligence 
 
3.1. Contribution of HC to CI 

Each employee must be able to add value in terms of information. In fact, the job of analyst has become 
indispensable for any company. This specialist in the collection and the decryption of information must have qualities such 
as intuition, discernment and anticipation to optimize decision-making. Some authors consider that the HC allows the 
successful exploitation of human resources ideas (Ginesti et al, 2018). The Knowledge gained from learning and 
experience is reflected in ideas and can be a source of competitive advantage. The analyst integrates relevant information 
into decision-making at the right time. Thus, we hypothesize that: 

 H1: HC is positively related to CI. 
 
3.2. Contribution of SC to CI 
 SC provides the framework and the means of knowledge transfer and therefore relies on information 
gathering. The companies set up systems to collect relevant competition information. This information will be analyzed for 
decision-making purposes (Shaari et al., 2011). Some authors consider that CI is part of the existing non-human knowledge 
stock in the company and thus it is a component of SC (Maheran and Khairu, 2009). We deduce this hypothesis:  

 H2: SC is positively related to CI 
 
3.3. Contribution of RC to CI 
 The relational capital refers to the knowledge exchange of the company with its stakeholders. The information 
exchanged concerns the customers, the channels, the suppliers, the competitors, etc. Competitive intelligence practices 
focus on information about competitors (products and services, strategies, quality, prices, customer satisfaction, 
communication, product development processes, etc.). The sources of such information may be formal (published 
information) or informal (social networks, discussion groups, and conferences). Some authors found that competitive 
intelligence is a process of gathering and sharing information about competitors and can therefore be a component of the 
relationship capital (Stewart, 1997). Thus, we hypothesize that: 

 H3: RC is positively related to IC 
 
4. The Research Method  
 
4.1. Data Collection and Sample 

In order to test our research model (Figure 1), we have conducted a quantitative study with 127 middle managers 
working in companies operating in the telecommunications sector in Tunisia, which is a highly competitive sector. We 
have chosen the middle managers because of the importance of their roles in information sharing and in upward and 
downward communication. We have selected a convenience sample. Our questionnaire has been pre-tested using eight 
middle managers to improve the original version. We have administered it to 300 middle managers and we got a response 
rate of 43%.  

 
 

 
Figure 1: Conceptual Model 

 
 
4.2. Measurement 

In order to measure IC, we have chosen the scale developed by Ramezan (2011) which consists of three 
dimensions: HC (12 items), SC (12 items) and RC (12 items). CI is measured by the Saayman and al (2008) measurement 
scale (6 items) describing the process of this practice: planning, collection, analysis, communication, structure and 
organizational culture. 
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Before testing the hypotheses, we will check the psychometric quality of the measuring instruments through using 
the SPSS software to perform the principal component analysis (PCA) and then we will check the internal consistency by 
calculating Cronbach’s alpha. We have examined the factorization conditions of the two variables: The KMO index (Kaiser, 
Meyer and Olkin) shows values above 0.5 and the Bartlett’s test is significant. We have also carried out a second PCA with 
Varimax rotation. We have confirmed the multi-dimensional nature of the intellectual capital and the uni-dimensionality of 
the competitive intelligence. The factor loading of all the items exceed the threshold of 0.5 and the reliability is verified 
since the values of Cronbach’s alpha declare values above the critical threshold of 0.6. (Table 1) 
 

Constructs Dimensions Factor loading Cronbach’s Alpha KMO 
 

Intellectual capital 
Human capital 0.749-0.909 0.946  

0.891 
 

Structural capital 0.721-0.817 0.889 
Relational capital 0.747-0.860 0.883 

Competitive intelligence - 0.727-0.829 0.927 0.827 

Table 1: Results of the Exploratory Phase 
 
 Subsequently, we have conducted a confirmatory factor analysis by using LISREL 9.2 software in order to 
verify the reliability and validity of the measuring instruments. The adjustment indices of the measurement models are 
satisfactory (Table 2). The reliability has been verified with a Jöreskog’s rho above 0.6. The convergent validity is similarly 
confirmed since the convergent validity rho values are greater than 0.5 and significant at the 1% threshold, following the 
approach of Fornell and Larcker (1981) (Table3). This approach has also been used to check the discriminant validity of 
the IC (Table 4). Indeed, discriminant validity was analyzed by ensuring that the average extracted variance (AVE) of each 
construct is superior to the square correlations between constructs. Since the factorial structure of CI is one-dimensional, 
we cannot appreciate its discriminant validity.  
 

 Intellectual 
Capital 

Competitive Intelligence 

RMSEA 0.029 0.095 
NFI 0.95 0.91 
CFI 1.00 0.99 
GFI 0.91 0.94 
Table 2: Measurement Model of the Adjustment Indices 

 
 Jöreskog’s rho convergent validity’s rho 

Human capital 0.947 0.72 
Structural capital 0.890 0.58 
Relational capital 0.886 0.53 

Competitive 
intelligence 

0.89 0.62 

Table 3: Convergent Validity and Reliability 
 

 Human Capital Structural Capital Relational 
Capital 

Convergent 
validity rho 

0.72 0.58 0.53 

Human 
Capital 

1   

Structural 
Capital 

0.0004 1  

Relational 
Capital 

0.04 0.0144 1 

Table 4: Discriminant Validity of the Intellectual Capital 
 
 
4.3. Testing the Hypotheses 

In this stage, we will verify the nature and significance of the relationships between the latent variables by the 
software LISREL 9.2 through using the regression coefficients and the Student’s t-test which must be greater than 1.96 in 
absolute terms (Roussel et al, 2002). A positive and statistically significant relationship has been established between HC 
and CI, which allows the validation of H1. A positive and statistically non-significant relationship was determined between 
SC and CI. H2 is therefore rejected. The relationship between RC and CI is positive and statistically significant. H3 is 
therefore confirmed (Table 5) 
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Structural Links Regression Coefficient Student’s t test 
Human capital      -  Competitive intelligence 0.49 ǀ12.27ǀ > 1.96 
Structural capital -  Competitive intelligence 0.07 ǀ1.07ǀ < 1.96 
Relational capita l - Competitive intelligence 0.09 ǀ5.29ǀ > 1.96 

Table 5: Results of the Structural Model 
 

 
5. Discussion 

The empirical verification of the hypotheses has allowed us to partially confirm the existence of a positive impact 
of intellectual capital on competitive intelligence. Indeed, CI benefits from the intangible resources (Liebowitz, 2006). 
First, we have proposed a hypothesis stating that HC is positively related to CI. This hypothesis has been confirmed. In 
addition, HC is the capital which has the greatest impact on CI. In fact, a manager should be able to collect, analyze, 
interpret and share information in order to facilitate optimal decision-making. He must therefore be able to identify the 
most relevant sources of information and have the ability to discern between the confidential information and the general 
information. The disclosure of confidential information would be detrimental to the business. General information is open 
to all staff. The employees of the different directorates and middle managers provide information to the analysts in order 
to analyze the current strategies of the competitors and anticipate potential strategies. Indeed, through detecting the 
competitors’ strengths and strategies, the company can determine its areas for improvement and the products to be 
developed or to be avoided. The Competitive Intelligence Committee is therefore a tool to help decision-making. Similarly, 
the companies operating in the telecommunications sector perform benchmarking practice. These results are similar to 
those of Aramide and Adebisi (2018). 

Second, our theoretical analysis led to a hypothesis stating that there was a positive relationship between SC and 
CI. This hypothesis has been rejected. This result seems to contradict the previous research claiming that SC is linked to CI 
through knowledge sharing and transfer (Hakkak et al, 2015). Indeed, SC is based on gathering information, for example 
the competitive intelligence system has the role of collecting and analyzing information about competitors in order to 
assist in decision-making (Erickson, 2000). It seems that the practice of CI in the studied companies is not entirely devoted 
due to a lack of relevant information sharing and data exchange. Some directors prefer to protect information because its 
possession confers some power, especially, since it is not easy to have it. This can reflect a “top-down” management style 
in which decisions are centralized at the top-level managers. 
 Third, we have hypothesized that the RC is positively related to CI. Indeed, the RC of the studied companies 
allows them to have information about their competitors (strengths, weaknesses, strategies, etc.) from customers, 
common suppliers, media, former employees of the competitor, patenting process, websites, databases, etc. The relatively 
small impact of RC on CI may be explained by the difficulty of obtaining relevant information about competitors, especially 
since its main source is informal. This low impact could have consequences and could justify the lack of relationship 
between SC and CI since SC is dependent on RC (Bontis et al, 2000). 
 
6. Conclusion 

Our results provide empirical evidence that enriches the literature on CI practice. In fact, despite its importance, 
especially that the environment is highly competitive, there are few studies focusing on how CI practice works in the 
Tunisian companies. Based on the resource approach, the objective of this research is to examine the relationship between 
IC and CI. From this perspective, we have found that HC is the most related capital to CI, followed by the RC. Indeed, the 
employees collect and analyze information about the competitors in order to imitate, or to advance, to seize the 
opportunities, or to ovoid threats. The information is obtained from the company’s knowledge exchange with its 
stakeholders. 

However, our study found no link between SC and CI. This result is surprising given that CI is considered to be a 
SC system for competition analysis. Indeed, there is a resistance to sharing information in the companies operating in the 
telecommunications sector. This trend towards information retention may be explained by the difficulty of obtaining it, 
especially since the most important information is informal. The new technologies, the social networking and the 
collaborative tools are likely to enhance corporate transparency and promote the flow and exchange of information. The 
employees should have more flexibility, they should use platforms that aggregate access to resources, and transfer 
knowledge in order to optimize decision-making. 

This research has a number of limitations. First, the sample of convenience does not allow the generalization of 
the research results. Second, we have conducted a quantitative study that not allows understanding how concretely each 
type of IC affects CI. Future researchers may conduct a mixed approach by combining between qualitative and quantitative 
studies to better examine the relationships among the variables and to better understand the impact of CI on the 
company’s competitiveness. We similarly suggest studying the mediating role of competitive intelligence in the 
relationship between the intellectual capital and the competitive advantage. Indeed, the competitive intelligence can 
transform the intellectual capital into competitive capital. 
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