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Abstract. Despite Mexican leather footwear industry is traditional, it has not increased or even
maintained the level of competitiveness in the global market; the export problems of SMEs
(Small and Medium Enterprises) have been studied by some authors but the
internationalization (beyond exports and imports and including foreign direct investment,
international subcontracting and international technical cooperation) has not been deeply
explored so it is not documented how the process of this economic segment is occurring and if
that is evolving accordingly to the theory (E.g. Uppsala model). The objective of this study is
to analyze the internationalization of SMEs of the Mexican leather footwear industry to know
if accumulated knowledge and experience in foreign markets effectively leads the organization
to more advanced and complex stages of international exchange. A survey composed by 47
questions was applied to a sample of 21 SMEs of the Mexican leather footwear industry, their
experience was also collected by semi-structured interviews. Results show that SMEs are
involved in the internationalization process strongly oriented to the development of exports and
imports and only a small number of them have been able to reach the stage of foreign direct
investment. These results suggest that internationalization is only conceived in terms of
imports and exports and efforts are carried out only to those stages even if SMEs could obtain a
great benefit from the rest of the internationalization exchange (FDI, international
subcontracting and technical cooperation). This behaviour might be due to some factors as: (1)
the relatively low level of competitiveness of the Mexican firms in the global industry, (2) the
lack of know-how and (3) the vision of the owners and managers of the company.
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1. Background and Problem Statement

In this dynamic era of globalization, small and medium enterprises (SMEs) play a pivotal role
in the development of a country [1]. Ultimately, only companies themselves can achieve and
sustain competitive advantage which arises from leadership that harnesses and amplifies the
forces to promote innovation and upgrading. Globalize to tap selective advantages in other
nations is a company policy that supports the important effort of adopting a global perspective
to create competitive advantage [2].

Internationalization is suggested to be a gradual process; the Uppsala model postulates that
firms go through this way [3], [4] and although that model was developed based on the
internationalization process of relatively large size firms, it is equally useful for analyzing the
exporting challenges and opportunities of SMEs as well. The development of SME’s
internationalization is a critical path since they are more challenged than larger firms because
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of the lack of resources and capabilities; thus larger firms are more likely to overcome the
challenges of exporting than SMEs [1].

Then, knowing the route to succeed the global competence is relevant however findings are
heterogeneous: for instance, [5] states that firm size determines how trade barriers are
perceived while [6] stablishes that the perception of impediments varies between firms, in
such a way that those with less experience perceive a higher incidence of problems in
international business than the firms having more experience.

Other authors that have approach to the topic of internationalization of SME [7] suggest
that export barriers and problems do not affect all the firms in the same way, and that the best
predictor of whether a particular firm identifies a problem as relevant, is explained almost
exclusively by the number of years the firm has been exporting. This supports the idea that
experience is an essential factor for the success of exporters in overcoming and tackling
export problems [8].

[9] states that manufacturers with a few years in business are more vulnerable to export
barriers than experienced firms; that small and less profitable business units show greater
vulnerability to export problems and that those lacking background organizational support
experience greater export problems. Also, [10] postulates that in terms of internal barriers, the
SME owner/manager’s lack of vision may stem from their inability to think strategically
about business in general.

[5] finds that export barriers can indeed influence the path to internationalization and that
export barriers may have an under-researched effect: inducing choice of internationalization
path, additional to the vast majority of traditional literature that stablishes that export barriers
prevent internationalization, inhibit international performance, and prompt de-
internationalization.

The worldwide leather industry is mainly conformed by SMEs and research of global
competition is continuously being developed in that area. For instance, [11] mention that
countries which grow their brand images such as Italy and Spain come to the forefront in the
world market by emphasizing their quality, while China, India and Brazil emphasize cheap
labor and low cost.

The apparel industry in Italy is an excellent example of a sector that has thrived based
largely on exports to industrialized nations of high-quality merchandise manufactured
domestically by Networked SMEs [12]. Italian industry mainly (80%) consists of SMEs,
exports to 116 countries and has comparative advantages. With its highly advanced tanning
industry, modern accessory manufacturers and innovative designs, as well as high quality,
branded products representing the latest fashion; Italy refers to upper income groups of the
world [11].

In Spain, leather processing and leather product industries are among the traditional ones
and also generally consist of SMEs which gather under various unions and associations in
order to both maintain their domestic market shares and keep up with the competition in
exports [11].

The Portuguese footwear industry is defined as low-tech and traditional, dominated by
SME:s that applying new strategies made big changes in the image and performance achieved;
since 2009, exports have increased more than 55% and have grown in almost all the important
foreign markets. The competitive strategies followed by the Portuguese footwear companies
can be clearly identified according Porter’s three generic competitive strategies: cost
leadership, differentiation and focus strategy [13].

In Mexico, 15 300 firms are dedicated to the manufacturing of leather shoes and 99% of
them are SMEs [14]; Guanajuato State concentrates 70% of the national production but only

161



Technium Social Sciences Journal

Vol. 6, 160-166, April 2020

ISSN: 2668-7798

SOCIAL SCIENCES JOURNAL wWWW.techniumsci ence.com

322 firms are exporters [15] which represents 3%. Despite Mexican leather footwear industry
is traditional, it has not increased or even maintained the level of competitiveness in the
global market; the export problems of SMEs have been studied by some authors [16], [17],
[18] but the internationalization (beyond exports and imports and including foreign direct
investment, international subcontracting and international technical cooperation) has not been
deeply explored so it is not documented how the process of this economic segment is
occurring and if that is evolving accordingly to the theory (E.g. Uppsala model).

2. Objective

The objective of this study is to analyze the internationalization of SMEs of the Mexican
leather footwear industry to know if accumulated knowledge and experience in foreign
markets effectively leads the organization to advanced and complex stages of international
exchange.

3. Methodology

In this study, internationalization refers not only to exports but to all activities that put SMEs
into a meaningful business relationship with a foreign partner: exports, imports, foreign direct
investment, international subcontracting and international technical cooperation using the
methodology proposed by the European Commission Enterprise and Industry [19]. The
definition of SME considered is the one proposed by INEGI: “Micro-enterprises, as having
fewer than ten employees; Small enterprises, as having fewer than 50 employees; Medium
enterprises, as having fewer than 250 employees”.
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Fig. 1 Internationalization exchange stages of firms. Source: Created by authors based on
European Commission Enterprise and Industry (2015)

In order to establish the effect of experience accumulated by SMEs in advancing through
the different stages of the firms’ internationalization process, a survey composed by 47
questions was applied to a sample of 21 SMEs of the Mexican leather footwear industry, their
experience was also collected by semi-structured interviews.

The selection of cases was based on the fact that there is no ideal number of cases, but
choosing between 4 and 10 usually yields the results necessary for the investigation [20].
Similarly, the methodology recommended by the author states that the cases are chosen for
theoretical reasons and not for statistical reasons, so the search for the most representative
cases for the research exercise was developed.

Thus, the selection of companies was carried out among the attendees of regional public
events that promote the competitiveness and internationalization of the footwear industry.
These companies were selected since they met the following criteria: a) easy access to
information; b) participation in events, and c) willingness to be considered in the study. This
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made the selected cases were interesting insofar as they allowed a comprehensive analysis of
the development and stage of internationalization.

For [20], the case study methodology aims at generalization and the construction of new
theories. In this sense, and following the author, to analyze the cases, it was assumed that the
use of multiple researchers improves the creative potential of the study, since the team
members provide complementary ideas. Thanks to the members of the research team, in-depth
interviews, observations and analysis of the information provided by SMEs were developed.
Finally, the information was triangulated in contrast to the theoretical framework and
literature. The following section presents the results of the case studies, which account for the
experiences of the 21 companies.

4. Results
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Fig 2. Internationalization Stage of Mexican leather footwear industry, Source: Created by
authors.

Results in Fig. 2 show that SMEs of this sample are involved in the internationalization
process strongly oriented to the development of exports and imports and only a small number
(3) of them have been able to reach the stage of foreign direct investment, however these
relationships are so recent (less than one year) that the outcomes cannot be evaluated at this
point of the research. Additionally, no one of the surveyed companies expressed any interest
of commitment to advance neither to international subcontracting nor international technical
cooperation stages in the near future.

These results suggest that internationalization is only conceived in terms of imports and
exports and efforts are carried out only to those stages even if SMEs could obtain a great
benefit from the rest of the internationalization process levels (FDI, international
subcontracting and technical cooperation). This behavior might be due to some factors as: (1)
the relatively low level of competitiveness of the Mexican firms in the global industry, (2) the
lack of know-how and (3) the vision of the owners and managers of the company.

Despite the surveyed SME’s could be considered as advantaged in terms of their
international performance, and that was a key element to consider them in this research, the
investigation confirmed that the expectations of global participation are rather conservative
and thus resources destined to the international development are also restricted.
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5. Discussion

Internationalization process is complex and requires time to mature in any of their different
stages (imports, exports, FDI, international subcontracting and international technical
cooperation). However, the pass of time by itself does not imply that the company immersed
in global activities will be advance in their path to the next levels of the process.

That is the case for the SMEs considered in this research, even some of them are aware of
the benefits of increasing their activities in international markets, they do not proceed
according to that for different reasons but mainly grouped in 3 categories: (1)
competitiveness, (2) know-how and (3) vision of leaders. This might lead to a stagnation of
the internationalization of Mexican leather footwear industry considering that most of the
companies are SMEs with a low orientation to international markets.

Efforts of the companies, sectorial associations and Government should be directed to
promote the conditions for a better international performance but also the diffusion of the
benefits of exploring different options from the well-known imports and exports.

References

[1] J. PAUL, S. PARTHASARATHY, P. GUPTA: Exporting challenges of SMEs: A

review and future research agenda. Journal of World Business ISSN: 1090-9516 52, 327-342

(2017). https://www.sciencedirect.com/science/article/pii/S1090951617300366

[2] M. E. PORTER: The competitive advantage of nations. Harvard Business Review

ISSN: 0017-8012, 72-91 (1990).

http://www.afi.es/eo/The %20competitive %20advantage %200f%20nations %20(Porter%20HB

R %20marzo-abril%201990).pdf

[3] J.JOHANSON, J. E. VAHLNE: The internationalization process of the firm — a model

of knowledge development and increasing foreign market commitments. Journal of

International  Business Studies ISSN 0047-2506, 8(1), 23-32 (1977).

https://link.springer.com/article/10.1057/palgrave.jibs.8490676

[4] L. S. WELCH, R. LUOSTARINEN: Internationalization: Evolution of a concept. In:

The internationalization of the firm, (Eds. P. J. Buckley, P. N. Ghauri) London; United

Kingdom, 1988.

https://journals.sagepub.com/doi/abs/10.1177/030630708801400203?journal Code=gema

[5S] E.T. KAHIYA, D. L. DEAN: Export stages and export barriers: Revisiting traditional

export development. Thunderbird International Business Review ISSN 1096-4762, 58(1), 75—

89 (2016). https://onlinelibrary.wiley.com/doi/abs/10.1002/tie.21741

[6] T. K. MADSEN: Successful export marketing management: Some empirical evidence.

International ~ Marketing  Review  ISSN:  0265-1335, 6(4), 41-65 (1989).

https://s3.amazonaws.com/academia.edu.documents/40090817/Successful Export Marketing
Management_S20151116-5472-1xjc54q.pdf?response-content-

disposition=inline%3B %20filename%3DSuccessful Export Marketing Management_S.pdf

&X-Amz-Algorithm=AWS4-HMAC-SHA256&X-Amz-

Credential=AKIAIWOWYYGZ2Y53UL3A%2F20200318%?2Fus-east-

1%2Fs3%2Faws4 request&X-Amz-Date=20200318T170728Z&X-Amz-Expires=3600&X-

Amz-SignedHeaders=host&X-Amz-

Signature=1fe6f84727b8590ef8£3017a98a79f6a004e78e8feeced3fafabdb0f4e9fae60

[7] R.KNELLER, M. PISU: Industrial linkages and export spillovers from FDI. The World

Economy ISSN 0378-5920, 30(1), 105-134 (2007).

164


https://www.sciencedirect.com/science/article/pii/S1090951617300366
http://www.afi.es/eo/The%20competitive%20advantage%20of%20nations%20(Porter%20HBR%20marzo-abril%201990).pdf
http://www.afi.es/eo/The%20competitive%20advantage%20of%20nations%20(Porter%20HBR%20marzo-abril%201990).pdf
https://link.springer.com/article/10.1057/palgrave.jibs.8490676
https://journals.sagepub.com/doi/abs/10.1177/030630708801400203?journalCode=gema
https://onlinelibrary.wiley.com/doi/abs/10.1002/tie.21741
https://s3.amazonaws.com/academia.edu.documents/40090817/Successful_Export_Marketing_Management_S20151116-5472-1xjc54q.pdf?response-content-disposition=inline%3B%20filename%3DSuccessful_Export_Marketing_Management_S.pdf&X-Amz-Algorithm=AWS4-HMAC-SHA256&X-Amz-Credential=AKIAIWOWYYGZ2Y53UL3A%2F20200318%2Fus-east-1%2Fs3%2Faws4_request&X-Amz-Date=20200318T170728Z&X-Amz-Expires=3600&X-Amz-SignedHeaders=host&X-Amz-Signature=1fe6f84727b8590ef8f3017a98a79f6a004e78e8feeced3fafa6db0f4e9fae60
https://s3.amazonaws.com/academia.edu.documents/40090817/Successful_Export_Marketing_Management_S20151116-5472-1xjc54q.pdf?response-content-disposition=inline%3B%20filename%3DSuccessful_Export_Marketing_Management_S.pdf&X-Amz-Algorithm=AWS4-HMAC-SHA256&X-Amz-Credential=AKIAIWOWYYGZ2Y53UL3A%2F20200318%2Fus-east-1%2Fs3%2Faws4_request&X-Amz-Date=20200318T170728Z&X-Amz-Expires=3600&X-Amz-SignedHeaders=host&X-Amz-Signature=1fe6f84727b8590ef8f3017a98a79f6a004e78e8feeced3fafa6db0f4e9fae60
https://s3.amazonaws.com/academia.edu.documents/40090817/Successful_Export_Marketing_Management_S20151116-5472-1xjc54q.pdf?response-content-disposition=inline%3B%20filename%3DSuccessful_Export_Marketing_Management_S.pdf&X-Amz-Algorithm=AWS4-HMAC-SHA256&X-Amz-Credential=AKIAIWOWYYGZ2Y53UL3A%2F20200318%2Fus-east-1%2Fs3%2Faws4_request&X-Amz-Date=20200318T170728Z&X-Amz-Expires=3600&X-Amz-SignedHeaders=host&X-Amz-Signature=1fe6f84727b8590ef8f3017a98a79f6a004e78e8feeced3fafa6db0f4e9fae60
https://s3.amazonaws.com/academia.edu.documents/40090817/Successful_Export_Marketing_Management_S20151116-5472-1xjc54q.pdf?response-content-disposition=inline%3B%20filename%3DSuccessful_Export_Marketing_Management_S.pdf&X-Amz-Algorithm=AWS4-HMAC-SHA256&X-Amz-Credential=AKIAIWOWYYGZ2Y53UL3A%2F20200318%2Fus-east-1%2Fs3%2Faws4_request&X-Amz-Date=20200318T170728Z&X-Amz-Expires=3600&X-Amz-SignedHeaders=host&X-Amz-Signature=1fe6f84727b8590ef8f3017a98a79f6a004e78e8feeced3fafa6db0f4e9fae60
https://s3.amazonaws.com/academia.edu.documents/40090817/Successful_Export_Marketing_Management_S20151116-5472-1xjc54q.pdf?response-content-disposition=inline%3B%20filename%3DSuccessful_Export_Marketing_Management_S.pdf&X-Amz-Algorithm=AWS4-HMAC-SHA256&X-Amz-Credential=AKIAIWOWYYGZ2Y53UL3A%2F20200318%2Fus-east-1%2Fs3%2Faws4_request&X-Amz-Date=20200318T170728Z&X-Amz-Expires=3600&X-Amz-SignedHeaders=host&X-Amz-Signature=1fe6f84727b8590ef8f3017a98a79f6a004e78e8feeced3fafa6db0f4e9fae60
https://s3.amazonaws.com/academia.edu.documents/40090817/Successful_Export_Marketing_Management_S20151116-5472-1xjc54q.pdf?response-content-disposition=inline%3B%20filename%3DSuccessful_Export_Marketing_Management_S.pdf&X-Amz-Algorithm=AWS4-HMAC-SHA256&X-Amz-Credential=AKIAIWOWYYGZ2Y53UL3A%2F20200318%2Fus-east-1%2Fs3%2Faws4_request&X-Amz-Date=20200318T170728Z&X-Amz-Expires=3600&X-Amz-SignedHeaders=host&X-Amz-Signature=1fe6f84727b8590ef8f3017a98a79f6a004e78e8feeced3fafa6db0f4e9fae60
https://s3.amazonaws.com/academia.edu.documents/40090817/Successful_Export_Marketing_Management_S20151116-5472-1xjc54q.pdf?response-content-disposition=inline%3B%20filename%3DSuccessful_Export_Marketing_Management_S.pdf&X-Amz-Algorithm=AWS4-HMAC-SHA256&X-Amz-Credential=AKIAIWOWYYGZ2Y53UL3A%2F20200318%2Fus-east-1%2Fs3%2Faws4_request&X-Amz-Date=20200318T170728Z&X-Amz-Expires=3600&X-Amz-SignedHeaders=host&X-Amz-Signature=1fe6f84727b8590ef8f3017a98a79f6a004e78e8feeced3fafa6db0f4e9fae60
https://s3.amazonaws.com/academia.edu.documents/40090817/Successful_Export_Marketing_Management_S20151116-5472-1xjc54q.pdf?response-content-disposition=inline%3B%20filename%3DSuccessful_Export_Marketing_Management_S.pdf&X-Amz-Algorithm=AWS4-HMAC-SHA256&X-Amz-Credential=AKIAIWOWYYGZ2Y53UL3A%2F20200318%2Fus-east-1%2Fs3%2Faws4_request&X-Amz-Date=20200318T170728Z&X-Amz-Expires=3600&X-Amz-SignedHeaders=host&X-Amz-Signature=1fe6f84727b8590ef8f3017a98a79f6a004e78e8feeced3fafa6db0f4e9fae60

Technium Social Sciences Journal

Vol. 6, 160-166, April 2020

ISSN: 2668-7798

SOCIAL SCIENCES JOURNAL wWWW.techniumsci ence.com

https://onlinelibrary.wiley.com/doi/abs/10.1111/.1467-9701.2007.00874.x

[8] A. R. REUBER, E. FISCHER: The influence of the management team’s international
experience on the internationalization behaviour of SMEs. Journal of International Business
Studies ISSN 0047-2506, 28(4), 807-825 (1997).
https://link.springer.com/article/10.1057/palgrave.jibs.8490120

[9] L. C. LEONIDOU: Barriers to export management: An organizational and
internationalization analysis. Journal of International Management, 6(2), 121-148 (2000).
https://www.sciencedirect.com/science/article/abs/pii/S1075425300000223

[10] K. HUTCHINSON, E. FLECK, L. LLOYD-REASON: An investigation into the initial
barriers to internationalization: Evidence from small UK retailers. Journal of Small Business
and  Enterprise ~ Development  ISSN: 1462-6004, 16(4), 544-568  (2009).
https://www.emerald.com/insight/content/doi/10.1108/14626000911000910/full/html

[11] G. T. YAMAMOTO, O. SEKEROGLU, E. E. BAYRAMOGLU: Marketing activities
in the leather industry: comparative country Analysis. International Journal of Economics
and  Management Sciences ISSN: 2162-6359 1 3), 37-48 (2011).
https://www.hilarispublisher.com/open-access/marketing-activities-in-the-leather-industry-
comparative-country-analysis-2162-6359-1-020.pdf

[12] T. TAVOLETTI, C. CERRUTI: Connecting Students and Firms to Win in Emerging
Markets: The Master in Relations with Eastern Countries in The Palgrave Handbook of
Experiential Learning in International Business (Eds. V. Taras, M. A. Gonzalez-Perez)
Palgrave Mc Millan New York, 2015, 640-666.
https://link.springer.com/chapter/10.1057/9781137467720_38

[13] A. D. MARQUES, G. GUEDES, F. FERREIRA: 17th World Textile Conference
AUTEX 2017- Textiles - Shaping the Future. IOP Conf. Series: Materials Science and
Engineering 254  (2017) 202006  https://iopscience.iop.org/article/10.1088/1757-
899X/254/20/202006/meta

[14] INSTITUTO NACIONAL DE ESTADISTICA Y GEOGRAFIA: Censos Econémicos
2009 en Estadisticas a proposito de la celebracion del 70 aniversario de la CANAICAL.
México: INEGI (2009).

[15] A. MIRANDA: Union Guanajuato. Cifras de la industria cuero-calzado Guanajuato
2019. Retrieved 03/10/2019 from
http://www.unionguanajuato.mx/articulo/2019/03/14/empresas/cifras-de-la-industria-cuero-
calzado-guanajuato-2019 (2019)

[16] A.D. DUANA, P. F. GONZALEZ: Desempeiio comercial de la industria del calzado en
México. Boletin Cientifico de las Ciencias Econdmico Administrativas del ICEA ISSN 2007-
4913, 3(5) (2014).

[17] M. E. MANZO: Las TIC como fuente de ventaja competitiva en las empresas
exportadoras en la industria del calzado. Memoria del IX Congreso de la Red Internacional de
Investigadores en Competitividad, RIICO 2015, Jalisco, Mexico, Nov 2015, 438-457.
https://repository.uach.edu.mx/revistas/index.php/icea/article/view/111

[18] M. G. ARREDONDO-HIDALGO, D. C. CALDERA-GONZALEZ: La insercién en
mercados internacionales a partir de la sucesion de la administracion de una pyme familiar
mexicana. Firmy rodzinne ISSN 1733-2486, 27(6), 131-142 (2016).
http://dlibra.umcs.lublin.pl/Content/26863/czas23088 17 2016_6_3.pdf#page=131

[19] EUROPEAN COMISSION: Internationalisation of European SMEs: Entrepreneurship
Unit Directorate-General for Enterprise and Industry Brussels, Belgium, 2015.
https://webcache.googleusercontent.com/search?q=cache:EZIN69XZjuQJ:https://ec.europa.e
u/docsroom/documents/10008/attachments/1/translations/en/renditions/pdf+&cd=2&hl=es-

165


https://onlinelibrary.wiley.com/doi/abs/10.1111/j.1467-9701.2007.00874.x
https://link.springer.com/article/10.1057/palgrave.jibs.8490120
https://www.sciencedirect.com/science/article/abs/pii/S1075425300000223
https://www.emerald.com/insight/content/doi/10.1108/14626000911000910/full/html
https://www.hilarispublisher.com/open-access/marketing-activities-in-the-leather-industry-comparative-country-analysis-2162-6359-1-020.pdf
https://www.hilarispublisher.com/open-access/marketing-activities-in-the-leather-industry-comparative-country-analysis-2162-6359-1-020.pdf
https://link.springer.com/chapter/10.1057/9781137467720_38
https://iopscience.iop.org/article/10.1088/1757-899X/254/20/202006/meta
https://iopscience.iop.org/article/10.1088/1757-899X/254/20/202006/meta
http://www.unionguanajuato.mx/articulo/2019/03/14/empresas/cifras-de-la-industria-cuero-calzado-guanajuato-2019
http://www.unionguanajuato.mx/articulo/2019/03/14/empresas/cifras-de-la-industria-cuero-calzado-guanajuato-2019
https://repository.uaeh.edu.mx/revistas/index.php/icea/article/view/111
http://dlibra.umcs.lublin.pl/Content/26863/czas23088_17_2016_6_3.pdf#page=131
https://webcache.googleusercontent.com/search?q=cache:EZ9N69XZjuQJ:https://ec.europa.eu/docsroom/documents/10008/attachments/1/translations/en/renditions/pdf+&cd=2&hl=es-419&ct=clnk&gl=mx
https://webcache.googleusercontent.com/search?q=cache:EZ9N69XZjuQJ:https://ec.europa.eu/docsroom/documents/10008/attachments/1/translations/en/renditions/pdf+&cd=2&hl=es-419&ct=clnk&gl=mx

Technium Social Sciences Journal

Vol. 6, 160-166, April 2020

|SSN: 2668-7798

SOCIAL SCIENCES JOURNAL WWW.techni umscience.com

419&ct=clnk&gl=mx
[20] K. EISENHARDT: Building theories from case study research. Academy of

Management Review ISSN 0363-7425, 14(4), 532-550 (1989).
https://journals.aom.org/doi/abs/10.5465/AMR.1989.4308385

Acknowledgments

This research has been supported by the CONACyT grant 955485

166


https://webcache.googleusercontent.com/search?q=cache:EZ9N69XZjuQJ:https://ec.europa.eu/docsroom/documents/10008/attachments/1/translations/en/renditions/pdf+&cd=2&hl=es-419&ct=clnk&gl=mx
https://journals.aom.org/doi/abs/10.5465/AMR.1989.4308385

	coperta6.pdf
	Page 1

	13.pdf

