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Abstract 

 

The general objective is to be able to know the impact that has been 

generated in the establishments with operations in foreign trade 

derived from the contingency COVID-19. Therefore, the review is 

done from the perspective of knowing the state of Mexican and 

Guanajuato companies that have foreign trade as an activity, which 

sector they belong to, which of them manage foreign trade programs 

such as IMMEX, and that it is important to highlight their impact as 

well.  On the other hand, important data such as the results of the 

National Institute of Statistics and Geography (INEGI) are 

considered, such as the fact that 17% of the economic units in 

Mexico with international trade transactions are macro companies 

and concentrate 82% of the value of foreign trade of manufacturing 

companies, just as foreign trade represents approximately 65% of the 

GDP and exports about 30% in recent years. Therefore, it is 

concluded that the pandemic achieved great changes by which, 

Mexicans instead of taking it as an economic stoppage, quickly took 

it as an opportunity to create micro-enterprises achieving in this way 

opportunities, as well; it changed the way countries relate to each 

other and how governments face the problem on a daily basis, but it 

can be stated that neither international trade nor foreign trade stops, 

because they are part of an activity that determines the survival of 

world economies and without which life today could not be 

conceived. In this way, it is expected that in the following years; 

products will be exported to different countries, generating an 

increase in wealth within Mexico, as has been shown in the last 

semester of 2020 with the increase of Mexican exports.  

 

 

 

 

 

 

 

Enterprises, Foreign trade, IMMEX, COVID-19  

Resumen 

 

En un argumento de revisión de la literatura y el estudio del estado 

del arte, se presenta el siguiente trabajo, en el cual se contextualiza 

la afectación de la contingencia actual que se vive en el mundo, como 

lo es el COVID-19.  El objetivo general es poder conocer el impacto 

que se ha generado en los establecimientos con operaciones en 

comercio exterior derivado de la contingencia COVID-19. Por ello, 

se hace la revisión desde la perspectiva de conocer el estado de las 

empresas mexicanas y Guanajuatenses que tienen como actividad el 

comercio exterior, a qué sector pertenecen, cuáles de ellas manejan 

programas de comercio exterior como el IMMEX, y que es 

importante destacar su impacto también.  Por otro lado, se consideran 

datos importantes como los resultados que arroja el Instituto 

Nacional de Estadística y Geografía (INEGI), tales como que el 17% 

de las unidades económicas en México con transacciones 

comerciales internacionales son macroempresas y concentran el 82% 

del valor del comercio exterior de las empresas manufactureras, al 

igual que el comercio exterior representa aproximadamente el 65% 

del PIB y las exportaciones cerca del 30% en los últimos años. Por 

lo anterior, se concluye que la pandemia consiguió grandes cambios 

por los cuales, los mexicanos en vez de tomarlo como un paro 

económico, rápidamente lo tomaron como una oportunidad para 

crear microempresas logrando de esta manera oportunidades, al 

igual; cambio la forma en la que se relacionan los países y en cómo 

los gobiernos enfrentan la problemática día a día, pero se puede 

afirmar que ni el comercio internacional, ni el comercio exterior se 

detienen, por formar parte de una actividad que determina la 

supervivencia de las economías mundiales y sin las cuales no se 

podría concebir la vida actual. De esta manera se espera que, para los 

siguientes años; los productos logren ser exportados a diferentes 

países, generando incrementar la riqueza dentro de México, como se 

ha estado manifestando en el último semestre de 2020 con el 

aumento de las exportaciones mexicanas. 

 

Empresas, Comercio exterior, IMMEX, COVID-19
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Introduction 

 

Faced with the pandemic that has occurred 

worldwide due to the presence of COVID-19, an 

unprecedented crisis has been marked within the 

international economy; This health contingency 

will have very strong effects from the economic 

point of view, and in which Mexico may be 

affected even in its foreign trade operations. 

Although it is true, exports in the first semester 

of this year (2020) have increased according to 

the Trade Balance for the month of June (INEGI, 

2020), it is asserted that in Mexico exports will 

fall to the minimum this year, but they will 

recover in the same proportion in 2021, so that, 

if the forecast is correct; It would mean that 

Mexico would be among those that make up the 

T-MEC block, the first to recover. 

 

The main objective of this work is to 

publicize the impact that the COVID-19 

contingency has generated mainly in Mexican 

establishments or companies, highlighting those 

located in the state of Guanajuato, taking into 

account the operations that come to be carried 

out in foreign trade matters. , and the effects that 

have occurred since the beginning of this year 

(2020). To this end, the panorama of those 

foreign trade companies is presented, without 

distinction of sector; that have been affected or 

vulnerable, since the beginning of the 

contingency in Mexico, in such a way that data 

can be obtained that contribute to propose 

strategies that help to mitigate said affectations. 

 

Data from primary sources such as the 

Ministry of the Economy will be examined, and 

that, through INEGI, offer a visualization of 

trade balances in comparison with previous 

years, in order to understand the impact of 

COVID-19 and, even more importantly, provide 

elements to adopt a positive and responsive 

position to the present and future threats that this 

situation could generate in foreign trade. On the 

other hand, the degree and percentage of 

affectation that this contingency brings with it is 

also considered, to take into account what it 

consists of, how it spreads and what 

repercussions it brings, both for people, but 

especially in this case to the companies of the 

state of Guanajuato. 

 

 

 

 

 

It is important to note that the United 

States of North America is Mexico's most 

important commercial partner, and also one of 

the countries most affected by COVID-19, 

therefore, in the midst of the pandemic; the 

TMEC came into force which, together with 

Canada, comes to replace NAFTA; a 

circumstance that is expected to allow the 

reactivation of foreign trade between these 

countries. 

 

Faced with the pandemic, the WTO 

(World Trade Organization) foresees that the 

shipment of merchandise will fall a very high 

percentage this year, which will affect 

internationally, and even more so in Mexico, 

mainly the state of Guanajuato; since there are 

large companies that are dedicated to foreign 

trade installed. 

 

Context 

 

Foreign trade 

     

Foreign trade is defined by the WHO, the 

international trade and commercial exchange of 

a country when the target market for this 

transaction is specified. It is also defined as: “the 

set of legal systems, national and international, 

that regulate the necessary relationships on this 

matter. They exist between public bodies in 

different states and for individuals who carry out 

acts classified as foreign trade”. 

 

Historically, the nation's foreign trade is 

linked to the physical transactions of products 

and merchandise. At present, they are also 

included comes of various types, services, 

technology and human resources. For a country, 

foreign trade can be seen as an economic 

development strategy. 

 

Foreign trade is generally subject to 

various regulations for both product control 

(health, safety, etc.), as well as procedures 

(bureaucratic procedures, records, etc.) and 

taxation (taxes, tariffs, etc.). 
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Exports 

 

According to the World Trade Organization 

(WTO), exports consist of obtaining profits from 

the sale of products and services to other 

countries. Hence, sellers (exporters) enjoy the 

privilege of having clients outside their borders 

(importers), and of course, the rules applicable 

to the target market in question must be taken 

into account. 

 

In general, according to economic points 

of view, exports generate income for the selling 

country, so they are a source of wealth. In 

addition, export is a way of entering 

international markets, being one of the most 

common ways for various companies. 

 

Indirect export. 

 

It occurs when a producer is sold to a 

national client, who in turn delivers to sell 

abroad. The most common national client in this 

type of export is the trading company. 

 

Direct export. 

 

It occurs when the company sells to a 

foreign buyer, taking care of logistics activities 

such as: export duties, transportation, packaging, 

cargo, agent, documents, including also getting 

the customer. The responsibility for the 

merchandise and the costs incurred is defined by 

the agreement of the causal trade term between 

the exporter and the importer, called “Incoterm”. 

 

In April 2020, the value of merchandise 

exports reached 23.385 million dollars, a figure 

made up of 22.627 million dollars of non-oil 

exports and 758 million dollars of oil companies. 

Thus, in the reference month, total exports 

showed an annual decline of (-) 40.9%, which 

was the result of contractions of (-) 39.4% in 

non-oil exports and of (-) 66.4% in oil 

companies. Within non-oil exports, those 

directed to the United States fell at an annual rate 

of (-) 40.7% and those channeled to the rest of 

the world did so by (-) 33.4 percent. 

 

With figures adjusted for seasonality, in 

the fourth month of 2020, total merchandise 

exports reported a monthly reduction of (-) 

37.67%, which was the result of declines of (-) 

37.54% in non-oil exports and of (-) 41.18% in 

oil companies (INEGI, 2020). 

 

 

Imports 

 

Imports are the transport of goods and services 

from abroad, which are acquired by a country to 

distribute them within it. Imports can be any 

product or service received within the border of 

a national state for commercial purposes. 

Imports allow economic agents to acquire 

products that are not produced in their country, 

cheaper, or of higher quality, benefiting them as 

consumers. Importation is when a country buys 

products from another country. 

 

The value of merchandise imports in 

April of this year was 26,472 million dollars, an 

amount that implied an annual decrease of (-) 

30.5%; This figure was a reflection of decreases 

of (-) 27.6% in non-oil imports and of (-) 53% in 

oil companies. When considering imports by 

type of good, annual variations of (-) 46.5% were 

observed in imports of consumer goods, of (-) 

28.1% in those of intermediate-use goods and of 

(-) 26.7% in those of capital goods. 

 

With series adjusted for seasonality, total 

imports showed a monthly drop of (-) 21.93%, 

which was derived from decreases of (-) 20.42% 

in non-oil imports and of (-) 36.56% in oil 

companies. By type of good, there were monthly 

decreases of (-) 33.34% in imports of consumer 

goods, of (-) 21.61% in those of intermediate-use 

goods and of (-) 7.35% in those of capital goods 

(INEGI, 2020). 

 

COVID-19 environment and its impact on 

foreign trade 

 

The coronavirus is a family of viruses that cause 

illness - from the common cold to more serious 

respiratory illnesses - and circulate between 

humans and animals. In this case, it is SARS-

COV2. It appeared in China last December and 

causes a disease called COVID-19, which spread 

throughout the world and was declared a global 

pandemic by the World Health Organization. 

 

As COVID-19 spreads rapidly around 

the world, and countries take steps to address the 

crisis, the health-related consequences are 

relevant, but also its impact on the economy and 

potential legal implications for organizations. 
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With clearly foreseeable monetary 

repercussions, below; Some common scenarios 

are examined from the perspective of the 

legislation in Mexico, in order to determine the 

impact of COVID-19 and, even more 

importantly, provide elements to adopt a 

resilient and responsive position to the present 

and future threats that this situation could 

generate in various areas, including foreign trade 

(KPMG, 2020). 

 

International trade aspects 

 

The potential delay in the merchandise dispatch 

process could imply an increase in storage and 

handling costs. These aspects must be re-

evaluated with the suppliers in accordance with 

the applicable commercial terms, that is, 

companies with foreign trade operations will 

continue to receive the Datastage and may 

request its renewal after contingency measures 

(KPMG, 2020). 

 

Companies with foreign trade in Guanajuato 

 

In Guanajuato, companies are thinking big by 

joining the demand of global markets; Until 

October of this year, approximately 44 

companies have joined the internationalization 

of their products. 

 

Currently there are more than one 

thousand one hundred companies that have seen 

in exports a way to diversify their market, create 

new sources of employment and economic 

development for the community; in addition to 

making known that Guanajuato has a quality 

exportable offer to have a presence in 120 

countries. 

 

These companies are located in the 

municipalities of Salamanca, San Francisco del 

Rincón, Moroleón, Dolores Hidalgo, Celaya, 

Yuriria, Silao, Irapuato and Purísima del Rincón; 

and they belong to sectors such as auto parts - 

automotive, agro-food, textiles and clothing, 

metal - mechanics, footwear, chemical products, 

hides and skins, construction, among other 

industries. 

 

During this year, state companies have 

bet on Asian, European and Latin American 

markets with the firm objective of continuing to 

promote what was done in Guanajuato 

(COFOCE, 2020). 

 

Complications that COVID-19 brings in 

companies with foreign trade 

 

The impact that the pandemic generates on 

companies is reflected in the short and long term, 

such as (LegalToday, 2020): 

 

− Travel restrictions and quarantines 

affecting hundreds of millions of people 

have left factories short of labor and parts, 

disrupting just-in-time supply chains and 

triggering sales warnings in the tech, 

automotive, goods industries. consumer, 

pharmaceutical and others. 

 

− Commodity prices have declined in 

response to a drop in China's consumption 

of raw materials, and producers are 

considering cutting production. 

 

− Mobility and job disruptions have led to 

sharp declines in Chinese consumption, 

squeezing multinational companies in 

various sectors, including aviation, 

overseas education, infrastructure, 

tourism, entertainment, hospitality, 

electronics, consumer goods and luxury. 

 

Methodology to be developed 

 

Through an exploratory study (review of the 

literature and the study of the state of the art), 

secondary sources were obtained between 

reports from official pages of the Mexican 

government itself and INEGI, as well as 

journalistic notes from experts in foreign trade 

and documents related to the topic. The 

methodology is based on a research approach 

mainly based on the constructivist paradigm, 

with qualitative data that provide information 

that will contribute to future research. 

 

Results 

 

In this project, it was outlined, how the COVID-

19 has generated a great impact within foreign 

trade; where it was announced that this year 

2020 has drastically affected the rate of real 

income from supplies of goods and services 

which decreased (-) 18.2%, in addition to 

indicating a trade deficit of (-) 2.416 million 

dollars, balance that is compared with the deficit 

of (-) 4.643 million dollars obtained in the same 

month of 2019. 
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On the other hand, it is announced that, 

within the imports during the month of January 

of last year, the amount of merchandise imports 

reached 36.069 million dollars, which implied an 

annual decline of (-) 3.2 percent. This figure 

originated from decreases of (-) 3.6% in non-oil 

imports and of (-) 0.4% in oil imports, generating 

a trade surplus of 5.547 million dollars in foreign 

trade in June 2020, this balance is compared to 

the surplus of 2,541 million dollars obtained in 

the same month of 2019. In the first six months 

of this year, the trade balance presented a surplus 

of 2,659 million dollars. 

 

It was also announced that, within 

exports, in the sixth month of this year, the value 

of merchandise exports reached 33,076 million 

dollars, a figure made up of 31,818 million 

dollars of non-oil exports and 1,258 million 

dollars of oil companies, achieving that the value 

of merchandise imports in June 2020 was 27.53 

billion dollars, an amount that implied an annual 

variation of (-) 22.2 percent. This figure was a 

reflection of decreases of (-) 18.2% in non-oil 

imports and (-) 55.4% in oil companies. 

 

The World Trade Organization (WTO) 

forecasts that freight shipments will fall by up to 

32% this year, mainly affecting the value chains 

of electronic products and the automotive 

industry in Asia and North America. In addition, 

Mexico's trade balance registered a deficit of (-) 

$ 2,146 million dollars in January 2020. Oil, 

extractive and manufacturing exports increased, 

in line with our forecasts. The foreign trade 

balance was negative despite a lower flow of 

imports. 

 

Likewise, a deficit of (-) $ 3.5 billion 

dollars is estimated in the 2020 trade balance, 

this without counting the GDP growth for this 

year (0.9% at an annual rate). On the other hand, 

it was announced that exports in February in 

Mexico decreased by 1,369 million dollars, due 

to the effects derived from the effects on the 

supply of inputs and components imported from 

China. 

 

 

 

 

 

 

 

 

 

Therefore, the objective of knowing the 

impact that has been generated in the 

establishments with foreign trade operations 

derived from the COVID-19 contingency is 

fulfilled, counting on the information in general 

of the companies with foreign trade through a 

documentary investigation, both from primary 

and secondary sources and obtaining the results 

focused on the companies established in the state 

of Guanajuato, through the synthesis and 

analysis of the data obtained. 

 

Conclusions 

 

Today there are various issues that affect foreign 

trade worldwide, however, it is relevant to 

analyze the impact that the Covid-19 pandemic 

has caused economically within Mexican 

companies, and especially Guanajuato. This is 

not only reflected in the drop in imports, but also 

in the drop in investment by companies in the 

State. 

 

Although in the first semester of 2020 a 

national surplus was obtained, even exceeding 

the January-June semester of last year, this does 

not mean growth in foreign trade; as there are 

circumstances that generate this situation, such 

as, for example, the depreciation of the Mexican 

peso. 

 

On the other hand, the decrease in staff at 

the beginning of the year (2020) in 

establishments with an IMMEX program was 

announced, which presented a fall of (-) 0.3% 

during January of this year compared to the 

immediately previous month, this according to 

the type of establishment in which they work, in 

non-manufacturers (which carry out activities 

related to agriculture, fishing, commerce and 

services) decreased (-) 1.1% and in 

manufacturers (-) 0.2% at monthly rate. And 

ending the month of May with a decrease of (-) 

1.9% in employed personnel in establishments 

with an IMMEX program. This according to the 

type of establishment in which they work, within 

the manufacturers there was a decrease of (-) 

2.2%, while in the non-manufacturers (which 

carry out activities related to agriculture, fishing, 

commerce and services) increased 0.7% at 

monthly rate. 

 

Other factors that have caused and 

affected companies that practice foreign trade is 

the delay in the process of dispatching goods, 

which implied an increase in storage and 

handling costs. 
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Suppliers will have to analyze the 

necessary measures that from this contingency 

will have to consider in their operations and will 

form part of the applicable commercial terms. 

 

Mexico will have to focus on 

concentrating its efforts on continuing to 

maintain and increase exports, since they are an 

important part of GDP, since of the 65% that 

foreign trade represents, 30% refers to exports; 

they must also increase imports and encourage 

foreign investment. A relevant fact in this regard 

is to consider other markets, as recent data 

confirm the increase in exports by 10%, where 

82% have had good results when exporting to the 

African, Middle Eastern and European markets. 

 

Therefore, it is concluded that the 

pandemic achieved great changes whereby, 

instead of taking it as an economic strike, 

Mexicans quickly took it as an opportunity to 

create micro-businesses, taking advantage of the 

changes in the way in which countries relate to 

each other. and in how governments face the 

problem day by day. International trade cannot 

be stopped, as it is part of an activity that 

determines the survival of world economies and 

without which we could not conceive of today's 

life. In this way, it is expected that in the 

following years the products will be exported to 

different countries, generating increased wealth 

within Mexico. 
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Abstract 

 

It is a privilege to present a regional study on coffee 

growing in the Northeastern Mountains of Puebla. It has 

been a historical region where the cultivation of aromatic 

coffee was introduced due to its geographical and cultural 

characteristics. The ethnic groups that predominate are 

Nahwatl and Totonac, who have combined the cultivation 

of coffee with other basic crops. Coffee has been a 

perennial and shade crop, that has been adapted to the 

regional climatic conditions. In Mexico the 5 main States 

with the largest coffee production are: Chiapas, Veracruz, 

Oaxaca, Puebla and Guerrero. The State of Puebla has a 

significant quantity of production at a national and 

international level. The price of coffee is quoted 

internationally on the stock exchanges in the Futures 

Markets of the New York and London Stock Exchanges 

where brokers operate in financial transactions, in view of 

this situation it is important to analyze the relationships 

established between international financial markets  prices 

and how the national, regional and local price is derived, 

as well as the determination of the living conditions of 

indigenous producers in the municipality of Cuetzalan del 

Progreso, Puebla.  

 

 

Broker, Coffee growing, Coffee prices, Peasant 

organization 

Resumen  

 

En esta ocasión tenemos la oportunidad de presentar un 

estudio regional sobre la cafeticultura en la región de la 

Sierra Nororiental de Puebla, siendo una región histórica 

donde se introdujo el cultivo del aromático por sus 

características geográficas y culturales. Los grupos étnicos 

que predominan son Nahuas y Totonacos, que han 

combinado el cultivo del café con cultivos básicos, el café 

siendo un cultivo perenne y de sombra, en el cuál se ha 

adaptado a las condiciones climáticas de la región, en 

México los 5 estados con la mayor producción de café son: 

Chiapas, Veracruz, Oaxaca, Puebla y Guerrero,  el Estado 

de Puebla es uno de los principales productores de café 

aportando una cantidad de producción a nivel nacional e 

internacional. El precio de café se cotiza a nivel 

internacional en las bolsas de valores en los Mercados de 

Futuros de las Bolsas de New York y Londres donde 

operan los brókers en las transacciones financieras, ante 

esta situación es importante analizar las relaciones que se 

establecen entre los mercados financieros internacionales 

y como se deriva el precio nacional, regional y local, así 

como la determinación de las condiciones de vida de los 

productores del municipio de Cuetzalan del Progreso en 

Puebla.  

 

Bróker, Cafeticultura, Cotización, Organización 

campesina
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Introduction  

 

Coffee cultivation is mainly found in 12 states of 

the Mexican Republic, grouped into four large 

regions that go from the southern border that 

borders Guatemala, to the state of Nayarit, in the 

North Pacific, each region shows its own 

characteristics, but in most of them with 

adequate conditions for the generation of quality 

coffee.  

 

A) Spring of the Gulf of Mexico: 

Includes the states of San Luis Potosí, Querétaro, 

Hidalgo Puebla and Veracruz, part of Oaxaca 

and Tabasco, B). Pacific Ocean slope: This is 

where the states of Colima, Guerrero, Jalisco and 

part of Oaxaca, C) are located. Soconusco 

Region: It is made up of a large part of the state 

of Chiapas, this region produces a significant 

volume of organic coffees. Demanded by the US 

and European markets, D). North-central 

Chiapas region: It has periods of drought from 

November to April due to the humid winds from 

the Gulf of Mexico. 

 

The objective of this research was a 

regional investigation in which the relationship 

and the impact of the international price of 

coffee is analyzed, in the municipality of 

Cuetzalan del Progreso, Puebla. Based on the 

analysis of coffee prices that are listed on the 

New York and London stock exchanges, in the 

prices: Composite, Brazilian, Colombian, 

Robustas (Vietnam) and Other Arabicas 

(Mexican coffee) with data from the 

International Organization of the Coffee (ICO), 

the linear regression in time series will be 

calculated from 1990 to 2019, the study will be 

complemented with a field study with coffee 

producers to analyze the impact of the 

international price with the local price. The fall 

in international coffee prices and the high costs 

of production in inputs, labor force, cultural 

activities have directly affected the living 

conditions of coffee producers. Peasant 

organizations are an alternative to give added 

value to coffee and thereby improve the family 

income of the members. Faced with the recurring 

crises in international coffee prices and the 

inadequate participation of public policies 

implemented in the coffee sector, producers and 

peasant organizations present as an alternative to 

reduce intermediaries and give added value to 

coffee in the production chain, obtaining 

benefits in the participants. 

 

International coffee prices 

 

In the Report of the International Coffee 

Organization 

http://www.ico.org/documents/cy2020-21/cmr-

1020-c.pdf the analyzes of the main groups of 

International Prices are presented, 5 groups 

being: Brazilian, Colombian, Robustas, Other 

Arabica and the Composite, these price 

indicators in cents per pound. (See graphs 1, 

2,3,4 and 5). 

 

Coffee exports increased in September 

2020, but those for the whole of 2019/20 

decreased by 4.9% The ICO composite indicator 

price decreased in October by 8.9%, to 105.85 

US cents per pound, since the indicative prices 

of all groups fell, although the greatest decrease 

was that of Brazil and Other Naturals. In 

September, world exports increased 0.9% to 

10.16 million bags, as the increase in Robusta 

exports offset the decrease in those of Arabica. 

Exports in coffee year 2019/20 decreased by 

4.9%, to 126.9 million bags, and the value of 

these exports, compared to coffee year 2018/19, 

fell by 3.6%, to 17.87 billion dollars. It is 

estimated that world coffee production in 

2019/20 was 168.84 million bags, 2.5% lower 

than the previous year, and that world coffee 

consumption fell 0.9%, to 167, 59 million bags, 

resulting in a surplus of 1.24 million bags (ICO, 

2020). 

 

World production in 2019/20 is 

estimated to be 168.84 million bags, 2.5% lower 

than in 2018/19. Production of Arabica is 

estimated to have decreased 5% to 96.05 million 

bags and Robusta production increased 1.1% to 

72.78 million bags. The drop in production is 

mainly attributed to the reduction of that of 

Brazil because it was the low crop year of its 

Arabica production cycle. Current low prices 

and the effects of COVID19 on labor availability 

also contributed to the decline in production. 

(ICO, 2020). 

 

In coffee year 2019/20, world coffee 

exports fell 4.9% to 126.9 million bags, 

compared to coffee year 2018/19. Between 

October 2019 and September 2020 there was the 

smallest decline in Robusta exports, of 1.4%, to 

48.68 million bags.  
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Exports of Other Milds increased by 

9.8%, to 25.15 million bags, those of Colombian 

Milds by 7.2%, to 13.88 million bags, and those 

of Brazil and Other Naturals by 4.9%, to 39.18 

million bags. The total value of coffee exports 

decreased by 3.6% to US $ 17.87 billion 

compared to coffee year 2018/19, while the 

average unit value per pound of green bean 

equivalent decreased at 148.66 cents compared 

to 177.50 cents in 2018/19. (ICO, 2020). 

 

In 2019/20, green Robusta exports fell 

1.6% to 42.65 million bags, largely due to the 

decline in Viet Nam's exports, which accounted 

for 56% of all green Robusta exports. Viet Nam's 

exports fell 8.6% to 24.05 million bags. 

However, green Robusta exports from Brazil 

increased 21.2% to 4.63 million bags, Uganda's 

25.9% to 4.39 million, and Indonesia's 31% to 

3.93 million bags. In contrast, green Robusta 

exports from India fell 14.3% to 2.78 million 

bags. The total value of green Robusta exports 

decreased 8%, to $ 3.93 billion, compared to $ 

4.27 billion in 2018/19 and $ 4.77 billion in 

2017/18. The average unit value decreased by 

6.5%, to 69.6 cents, (ICO, 2020). 

 

Roasted coffee exports increased each 

year in a row, from 370,000 bags in 2014/15 to 

788,000 in 2018/19. However, in 2019/20, 

roasted coffee exports fell 15%, to 669,000 bags. 

Colombia is the largest exporter of roasted 

coffee and that country's exports grew 15%, to 

198,000 bags. Those of Mexico, on the other 

hand, fell by 12.7%, to 194,000 bags.  

 

The volume of those from Indonesia 

more than doubled, to 48,500 bags, while that of 

Brazil fell 11.2% to 23,000 bags. Although the 

volume of roasted coffee exports decreased in 

2019/20, the total value increased by 7.8% to $ 

176.36 million.  

 

Additionally, the average unit value of 

roasted coffee increased 26.8% to 199.18 US 

cents per pound. (ICO, 2020). The integrated 

information on international coffee prices is 

grouped in figure 6, to have a relationship of 

prices in time series. 

 

 

 

 

 

 

 

 
 

Figure 1 

Source: Own elaboration with data from © International 

Coffee Organization www.ico.org, 

http://www.ico.org/es/new_historical_c.asp consulted: 

February 05, 2020 

 

 
 

Figure 2 

Source: Own elaboration with data from © International 

Coffee Organization www.ico.org, 

http://www.ico.org/es/new_historical_c.asp consulted: 

February 05, 2020 

 

  
 

Figure 3 

Source: Own elaboration with data from © International 

Coffee Organization www.ico.org, 

http://www.ico.org/es/new_historical_c.asp consulted: 

February 05, 2020 
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Figure 4 

Source: Own elaboration with data from © International 

Coffee Organization www.ico.org, 

http://www.ico.org/es/new_historical_c.asp consulted: 

February 05, 2020 

 

 
 

Figure 5 

Source: Own elaboration with data from © International 

Coffee Organization www.ico.org, 

http://www.ico.org/es/new_historical_c.asp consulted: 

February 05, 2020 

 

 
 

Figure 6 

Source: Own elaboration with data from © International 

Coffee Organization www.ico.org, 

http://www.ico.org/es/new_historical_c.asp consulted: 

February 05, 2020 

 

 

Methodology 

 

The information collected was classified into 

primary and secondary, the first concerns 

obtaining information through questionnaires, 

interview cards, research guides, ordinary 

observation, the second refers to that which is 

extracted from documentary sources, censuses, 

vital statistics, through statistical tables, the 

secondary information serves as the basis for the 

analysis of the problem, in the information 

collection, producers and leaders of 

organizations in the region were interviewed 

who provided first-hand information on the 

different aspects of the study. 

 

The field work will be carried out 

through a random sample of producers with 

which inference can be made from the results 

obtained in the survey applied to the target 

population. 

 

Technique and instrument used 

 

The technique be it the survey, structured 

interview, or observation has its own limitations 

in research. The survey was the technique used 

to explore certain aspects of the population, it 

was also required to use observation and 

interviewing key informants. Regarding the 

experience in economics studies, the selected 

technique was the survey, this technique consists 

of the compilation of a part of the population 

called sample, data, opinions, through questions 

formulated on various indicators, the 

information obtained is processed in a 

quantitative analysis, in order to identify and 

know the magnitude of the problem, the 

instrument used was the questionnaire. In such a 

way that the elaboration of the questionnaire was 

directed towards representatives of 

organizations and producers, where the 

questions formulated were directed to know the 

specific aspects of the variables, the exploration 

of them can be with one or more questions and 

sometimes a single question served to 

investigate one or more variables. 
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Gathering information from secondary 

sources 

 

The first phase consisted of the collection of 

bibliographic information regarding the research 

problem in books, newspapers, theses and 

magazines, in the libraries of the B.U.A.P., the 

Postgraduate College and newspaper libraries. 

Subsequently, secondary or statistical 

information was collected in I.N.E.GI. 

(Censuses, Yearbooks and municipal notebooks) 

in the city of Puebla, as well as the consultation 

via Internet of the official pages of I.N.E.G.I., 

SADER, O.I.C (Organización Internacional del 

Café), C.M.C. (Consejo Mexicano del Café) 

C.P.C. (Poblano Coffee Council), for this stage 

the bibliographic synthesis method was used, 

using the instrument called bibliographic 

worksheet, with the information obtained a 

database will be made to interpret the situation 

of coffee production at the national level , state 

and municipal. 

 

Record of information captured by direct 

observation 

 

In the second phase, outings were made to the 

study municipalities, in order to have contact 

with key informants: municipal authorities, 

representatives of peasant organizations, 

intermediaries and producers. The purpose of 

this activity was to identify the regional 

marketing channels, as well as to identify the 

main points of sale, in roasters within and 

outside the State of Puebla, in turn, to know 

where these wholesale and retail organizations 

make the product. 

 

Registration of direct information from 

primary sources  

 

The third phase will consist of the elaboration of 

questionnaires to apply them in the organizations 

in the study municipalities, the interviews will be 

carried out in the second half of July and the first 

of August, applied first in the municipality of 

Huehuetla, to conclude in Cuetzalan del 

Progreso.  

 
1 Benito Ramírez Valverde (2003) Project "Study on 

strategies for the Sustainable Development of the Sierra 

Nor-oriente de Puebla with the participation of 

producers, organizations and institutions as a response to 

the conditions of poverty and marginalization" First 

semi-annual report. Mixed Fund for Scientific and 

Technological Research CONACYT - Government of 

the State of Puebla. Puebla Mexico Pp - 3. 

The technique of interviewing the two 

council presidents of the two study organizations 

was used, using a field notebook and 

questionnaire guide. This interview technique is 

used to capture information about the problems 

and perspectives of the groups for the coffee 

marketing process.  

 

Information coding and processing 

 

The next phase was the emptying of the 

information obtained in the questionnaires in 

tabular sheets, to create a database by code, later 

the data was analyzed in the Statstical Pachage 

for the Social Sciences (S.P.S.S.) program. 

 

The sample design 

 

The information obtained from the Poblano 

Coffee Council became the sample design. It 

was possible to identify that there are 54,725 

estates dedicated to coffee cultivation in the 

State of Puebla. These lands are located in 5 of 

the eight Rural Development Districts that make 

up the state. The importance of cultivation in 

each of the districts is different and it was found 

that the most important are those of Teziutlán 

and Huahuchinango, with more than 80% of the 

properties. According to this information, most 

of the coffee producers are located in the Sierra 

Norte de Puebla. It is in this area where we focus 

our research and it basically includes 16 

municipalities, where the vast majority of the 

inhabitants are indigenous (Totonacos and 

Nahuas), in conditions of very high 

marginalization. 1 

 
Rural Development 

District 

Frequency Percentage 

Huahuchinango 19782 36.1 

Libres 909 1.7 

Tehuacan 5865 10.7 

Teziutlán 25109 45.9 

Zacatlán 3058 5.6 

Total  54725 100 

 

Table 1 Number of farms planted with coffee by D.D.R. 

in the state of Puebla 

Source: Cited by Ramírez 2003, CONACYT Research 

Project - Government of the State of Puebla  
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Information on coffee growers in this 

region was sought and the list of problems was 

obtained through the coffee census, this census 

includes information that will allow us to 

determine the necessary sample size, the first 

thing that was done was to identify a variable 

that gives us related information with the 

research topic and it was dedicated to use the 

number of farms as a necessary variable to 

determine the sample size in the first stage was 

to identify the total number of farms that were 

located in the two municipalities studied, in the 

calculation of the average and the variance, as 

well as other important measures of each of the 

municipalities contemplated in the study. 

 

Producer Sample Size  

 

When analyzing the information, it was 

determined that the adequate sampling scheme 

for these data was a random stratified sampling, 

and due to the differences in the population sizes 

of each stratum, it was decided to assign 

proportionally to each of the municipalities. 

 

The equation to estimate the sample size 

in a random stratified sampling with 

proportional distribution, and is explained as 

follows:  

 

Equation 1. Mathematical expression to 

calculate the sample size in a random stratified 

with proportional distribution 

 

𝑛   =  
𝑁 ∑ 𝑁𝑖

𝑘
𝑖=1 𝑠𝑖

2

𝑁2𝑉 + ∑ 𝑁𝑖
𝑘
𝑖=1 𝑠𝑖

2      (1) 

 

dα    Precision 

 

Z Reliability 

 

N Population size 

 

Ni Population size of stratum i 

 

S²i Variance of stratum i 

 

Equation 2. Relationship between 

precision and reliability for the calculation of the 

sample size in equation 1. 

 

𝑉 =  
𝑑2

𝑍2      (2) 

        α 

 

Equation 3. Assignment of sample size 

to each of the strata. 

 

𝑛¡ =
𝑁𝑖

𝑁
𝑛      (3) 

 

It was decided to use a precision of 15% 

of the general mean and a reliability of 90%, 

therefore, with information obtained on the size 

of the strata and their variances, the following 

information is available: 

 

Population Region N = 892 

Stratum 1 

population Cuetzalan N1 = 587 

Stratum 2 

population Tzinacapan N2 = 305 

Stratum 1 

variance Cuetzalan 

(S²)1 = 

1.518 

Stratum 2 

variance Tzinacapan 

(S²)2 = 

0.841 

Precision  d = 0.15 

Reliability  z = 1.64 

 

Substituting the data previously shown in 

equation i, we obtain the following data, the size 

of the sample in each of the municipalities, with 

a precision of 15% of the general mean and the 

reliability of 95%, the size of the strata is of 

established as follows: 

 
Municipality Sample size 

Cuetzalan n1 = 64 

Tzinacapan n2 = 37 

Total  n = 101 

 

Table 2 Sample size of the municipalities studied 

 

Through a random procedure, 101 

producers were interviewed 64 in Cuetzalan and 

37 in Tzinacapan. 

 

The sample design will be carried out in a 

stratified sampling, due to the divergence 

between the groups of producers in the Sierra 

Norte de Puebla. Information was sought on the 

coffee growers of this region and the list of 

problems was obtained through the coffee 

census, this census includes information to 

determine the sample size, the first thing that was 

done was to identify a variable that gives us 

information related to the Research topic and it 

was dedicated to use the number of farms as a 

necessary variable to determine the sample size 

in the first stage was to identify the number of 

farms, the number of producers, the number of 

farms and the area of coffee cultivation were 

used, analyzing variance. 
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Resultas 

 

Life conditions 

 

The questionnaires applied in the study 

municipalities, in which 101 questionnaires were 

applied, 64 in the municipal capital and 37 in the 

town of San Miguel Tzinacapan, municipality of 

Cuetzalan del Progreso, representing 63% and 

37% respectively. Regarding the residence of the 

producers, 92.5% affirmed that it is originally 

from the locality, while 7.5% said that it is not. 

The information obtained shows that the number 

of inhabitants per dwelling represent the nuclear 

family, that is, less than 6 inhabitants per 

dwelling, the number of inhabitants is 2: 3.0%, 

4: 16.4%, 5: 25.4%, 6: 11.9 %, 7: 14.9%, 8: 

6.0%, 9: 4.5%, 10: 4.5% and 12: 3.0%, so it 

follows that the extended family, even in rural 

populations, tends to be smaller due to what 

occurs in today the nuclear family. 

 

The average number of inhabitants per 

dwelling for Cuetzalan is 6.22, for Tzinacapan it 

is 5.17, (t = 1.967; significance = 0.053), so there 

is no significant difference and the two 

municipalities have families of family size. 

 

Given the conditions of poverty in which 

the families of the Northeast Sierra de Puebla 

live, the data indicate that 49.3% of the families 

interviewed have dirt floors, the second material, 

which is cement, represents 44.8%, while refers 

to the mosaic and tile material is 4.5%, and other 

materials 1.5%. 

 

The material of the wall with which the 

houses are built predominates stone with 47.8%, 

because in the region it is a material that 

predominates in the properties, secondly, the 

partition or block is used, with 28.4%, later the 

material is the sheet, either cardboard or metal 

with 19.4%, adobe material and rods occupy 

1.5% in their use. 

 

The roofs of the houses, the main 

material is the sheet with 38.8%, in second place 

concrete casting is used with 31.3% and the tile 

although it is traditionally used in regions with 

rains throughout the year, currently the high cost 

is inaccessible so it has been replaced by sheet 

roofs, occupying the third place with 29.9%. 

 

 

 

With regard to property, 74.6% 

responded that their house is their own, 13.4% is 

rented and 11.9% is loaned, so it is notable that 

homes are acquired through inheritance or sale 

of lots. 

 

Due to the physical geographical 

conditions, water is an abundant resource in the 

northern sierra region of Puebla, so the fact of 

having the vital liquid corresponds to the degree 

of proximity with the municipal capitals and 

auxiliary boards, to obtain the resource through 

a service, that is to say through drinking water, 

this item represents 61.2%, obtaining by well or 

water wheel is 19.4%, the spring 16.4%, the river 

1.5% and another is runoff, also with the 1.5%, 

so that only the homes that have drinking water 

are those close to the network. 

 

Employment and migration 

 

About twenty cases were found which 

mentioned that they emigrate temporarily at the 

end of the coffee and corn harvest, this migration 

is due to the need to obtain a better income to 

support their family and due to the lack of 

employment in their locality and the Low wages 

do not allow them to develop within their 

locality and that is why they resort to migration 

as a survival strategy, the reasons why they 

migrate are: 64.3% said it is for better 

alternatives, 14.3 for heritage, 17.9% for various 

reasons, whether due to marriage, business 

study, etc., and 3.6% for family problems. 
 

 
 

Figure 06 

Source: Own elaboration with data collected in the field, 

March 2019 

 

The main activity in which they are 

employed is in construction, so 62.5% are 

bricklayers, 12.5% are merchants, 12.5% work 

in the kitchen in restaurants, 6.3% are workers 

and 6.3% are employees. 
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The main places where they reside are 

three: Puebla with 68.8%, Mexico City with 

18.8% and Veracruz with 12.5%, which 

indicates that the city of Puebla is the main 

destination where they go looking for 

employment and Mexico City is the urban areas 

that absorb the labor force where salaries are $ 

100 per day, that is, three times those paid in the 

towns of srigen, as regards the state of Veracruz, 

it is due to the proximity of the northeastern 

highlands with the neighbor state. 

 

 
 

Figure 07 

Source: Own elaboration with data collected in the field, 

March 2019 

 

As previously mentioned, the migration 

effect to the present is still temporary, so it is 

during the corn and coffee harvest season when 

family work is most intense, although the social 

division of labor is fundamentally based on 

family work by What the producers pointed out 

that when it comes to the pinch of coffee and 

cultural tasks, the help of the children represents 

40.3% that of the wife 34.3%, and 25.4% hires 

day laborers. 

 

Agricultural production 

 

The information obtained shows that in the time 

series, coffee cultivation had a greater boom at 

the end of the eighties and the first half of the 

nineties, but in the second half of that decade it 

stopped growing significantly that there was an 

overproduction. 

 

 

 
 

Figure 08 

Source: Own elaboration with data collected in the field, 

March 2019 

 

The cultivated area of coffee is 

smallholder, that is, it is less than 5 hectares in 

the production scale, so production is atomized 

and family gardens are highly relevant according 

to the 101 producers interviewed 67 mentioned 

that they have 1 hectare , 21 producers have 2 

hectares and the rest have a ditch with more than 

2.5 hectares, so the information of the sample 

indicates that most of the producers cultivate in 

1 hectare of surface. 

 

Another important fact is that coffee 

growers necessarily have a basic crop which is 

corn, where it is evident that there are two 

important crops, one that is commercial and the 

other that is for self-consumption, although 67 

producers cultivate in 1 hectare, and 21 

producers in 2, sometimes their production is not 

enough so the adversities of the weather, be it a 

drought or a frost, reduce the expected yield, so 

they go to community supply stores or street 

markets to stock up on basic grains such as They 

are miz and beans, on the other hand the other 

producers do not have land to grow corn, the 

reasons are because those who grow it and do not 

have land pay a rent of $ 1,700 pesos per hectare 

or $ 1,400 per bushel (half a hectare ) and prefer 

to buy the grains to invest in the crop.The 

average cultivated area of corn per producer, for 

Cuetzalan is 1.36 Ha., for Tzibacapan it is 1.22, 

t = 1.270, the level of significance is 0.209, so 

there is no significant difference. 

 

The main variety used by coffee growers 

in the municipality of Cuetzalan is Mundo Novo 

with 47.8%, then Caturra with 23.9%, Catuai 

with 13.4%, Garnica with 7.5%, Bourbon with 

4.5% and Timor hybrid with 3.0%. Another 

species of great quality is the Creole. 

 

 

Puebla

69%

Veracruz

19%

CDMX

12%

Where you live when you go out for 

employment after harvest

67

21

12

0 20 40 60 80

1

2

3

Number of hectares per producer



15 

Article                                                                                             Journal-International Economy 
                                    December 2020 Vol.4 No.7 7-18 

 

 
 

XIMITL-ISLAS, Iván, RODRÍGUEZ-DE LA VEGA, Marisol, 

CABILDO-OREA, Alejandra and MACHORRO-DÍAZ, Rafael. 

Coffee production and marketing in the municipality of 

Cuetzalan del Progreso, Puebla, Mexico. RINOE Journal - 

International Economy. 2020 

ISSN-On line: 2524-2032 

RINOE® All rights reserved. 

 

 
 

Figure 09 

Source: Own elaboration with data collected in the field, 

March 2019 

 

The population density of coffee plants is 

on the scale of 800 to 1200 plants per hectare 

according to the producers are those that are 

planted in one hectare, where replanting is 

necessary to preserve future productions, 

because coffee is a crop perennial that produces 

up to five years after being planted. The average 

number of coffee trees planted per hectare, for 

Cuetzalan is 1256.76, for Tzinacapan it is 

1603.33, (t = 2.438, the level of significance is 

0.018, so there is a significant difference, where 

in Cuetzalan there is a higher density of planted 

coffee trees per property). 

 

The activity of chapeo or cleaning 

(weeding) is necessary to have a better 

production and in turn have freedom at the time 

of harvest, in fact some government economic 

support is channeled for said activity, in order to 

improve production and productivity, Usually 

two chapeos are carried out per year, in which 

around five wages per hectare are used. 85.1% 

of the producers interviewed affirmed that they 

did chapeos, while 14.9% said that they did not. 

 

The process after the cherry coffee 

harvest is washing and pulping, to obtain an 

almond which is put to dry to obtain parchment 

coffee, to be able to dry it in the houses of the 

producers, some dry it on the roofs, or in Cement 

patios for this process, those that do not have 

patios or cement ceilings dry it on mats or sacks, 

64.2% indicated that they do have a drying patio, 

while 35.8% do not, so some producers in most 

of them sell their production in cherry coffee. 

 

 

 

 

 

Marketing of coffee 

 

The marketing channels that predominate in the 

study region are local, where the main places 

where Cuetzalan, Huehuetla, Zacapoaxtla, 

Xicotepec de Juárez and Jalapa Veracruz are 

found, intermediaries and organizations sell the 

grain to roasting companies, such as AMSA. To 

the agribusiness, the main presentation is the 

green coffee that is raw material to process, like 

parchment coffee, in the national market, on the 

other hand the sale to the international market, 

the main sale is organic coffee, La Sociedad 

Tosepan Titataniske is registered to export, so 

there are regulations to international standards. 

 

With the information obtained in the field 

work, it was possible to describe the marketing 

channels that are presented in the study region in 

a schematic way, we can present it in the 

following Figure. 
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Figure 10 Local marketing channels of the study 

organizations, which are dedicated to the purchase and 

sale of coffee in the Sierra Nororiental de Puebla 

Source: self made 

 

The central theme of this research is the 

role of organizations in the commercialization of 

coffee, which is why producers were questioned 

about their participation in an organization, only 

23.9% answered that they belong to a producer 

organization, or a central peasant and 76.1% are 

not organized and work on their own account. 
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Given the recent crisis in the price of 

coffee, producers prefer to sell their product in 

parchment coffee, because the price is higher 

than the price paid in cherry, in any case 

parchment requires more invested work, 

producers obtain it through family work and 

stores it in their homes, so that they obtain it as 

an opportunity cost, that is, when the price is 

established or is higher than expected, they go 

out to sell it on the days of the market, either with 

the organizations or with private intermediaries, 

due to fluctuations in both the external and local 

markets. 

 

Regarding the income from the sale of 

coffee, the international price, when established 

on the rise, allows the income of the producers 

to have increased, which is why the sales of the 

producers range from $ 2,500 to $ 6,000 per 

average per hectare , the producers who obtain 

more than $ 6,500 are those who have more than 

one hectare, the fact that the price has been 

reestablished does not mean that the living 

conditions of the producers have improved in the 

short term, the recent crisis that affected said 

Producers had made a change from coffee 

cultivation to basic ones, demolishing the coffee 

plantations and establishing pastures, the 

increase in the price of coffee is barely returning 

what was lost to the producers dedicated to this 

crop, since it should be noted that the income 

reported by the interviewed producers is per the 

total sale of your product is the result of arduous 

family work mainly where children, women, the 

elderly are employed without having a remu 

economic neration in a direct exploitation by 

capital which absorbs all that non-salaried labor 

force in obtaining the profit through the 

circulation of merchandise, the work invested is 

during the entire production process, since the 

harvest season is of November to March, so the 

income per family is the result of months of work 

in veneering, harvesting, washing, pulping and 

sale. 

 

The average gross income from coffee 

sales for Cuetzalan was $ 6,659.56, for 

Huehuetla it is $ 5,713.33, t = -0.168, the level 

of significance is 0.867, so there is no significant 

difference. 

 

The producers were asked in which they 

used the economic support, so that 70.4% for 

family expenses, that is, food and basic 

necessities, 17.9% used it to pay wages, 7.9% to 

buy inputs, and 3.2% for replanting. 

The coffee growers were also asked 

according to which would be the way to improve 

the coffee cultivation activity, which was 

answered by 74 producers that with economic 

support, 12 producers regulating the price, 8 

producers that the state would once again take 

charge of the commercialization of the coffee. 

coffee and finally 6 producers mentioned that 

through the organization reproducers to give 

added value to coffee and sell a product with a 

better price. Another problem that coffee 

growers face is the lack of technical assistance 

against CBB and Rust, which are pests that 

directly affect coffee trees and for this reason the 

coffee cannot meet the processing specifications 

with quality standards for its commercialization, 

the abandonment of coffee orchards and the lack 

of replanting and greenhouse management for 

the propagation of the coffee plant. 

 

Conclusions  

 

At present, the peasant organization continues to 

be in force, especially in indigenous 

communities because, being resistance societies, 

they continue to use forms of government that, 

although parallel to the laws established, allow 

them to develop autonomously, participation 

Politics is undoubtedly preponderant in the rural 

population, as it integrates through self-

management and the participation of the support 

received from government programs, which 

benefit the production of commercial and self-

consumption crops, as well as social assistance 

programs. 

 

Faced with the recent crisis that the 

coffee sector has suffered, producers have 

sought to integrate into the coffee 

commercialization process, with the 

disappearance of INMECAFÉ, and remain in the 

free market, producers have sought a way to 

reduce intermediaries, give added value and 

looking for better markets where they can make 

their product, through an investment company. 

The price of coffee has recovered, but not 

necessarily this increase in the international 

price is reflected in the income of the producers, 

that is why the peasant organization adapts to the 

times, and seeks the benefit and development of 

the community, through the distribution of 

profits, according to the contributions of each 

partner and the degree of participation in the 

work of the various functions they perform 

throughout the production and marketing 

process. 
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The contribution of benefits can not only 

be economic, such is the case of the indigenous 

unit in the peasant organization, which not only 

pursues monetary benefit, where two ethnic 

groups unite to preserve their uses and customs, 

in the indigenous language, traditional medicine, 

cultural workshops, an institution of upper 

secondary education, training for work as well as 

assistance in legal advice, in the indigenous 

court, where the administration of justice is 

taught in their mother tongue, these are some of 

the achievements that have been obtained 

through the joint struggle for better living 

conditions. 

It is necessary to design agricultural 

policies that are based on peasant organization 

based on social relations of production based on 

a regional diagnosis, as well as technical 

assistance and training of coffee growers. 
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Abstract 

 

Objective. Establish a diagnosis of the current situation of 

the textile and clothing industry through external and 

internal competitiveness variables to determine best 

practices that facilitate investors' decision-making. 

 

Methodology. The study has two approaches: the 

qualitative one through the measurement of the 

perceptions of the entrepreneurs and the quantitative one 

through the measurement of the results obtained. The 

research is exploratory, since it works on knowledge gaps 

that have different results depending on the context; It is 

descriptive because specific results for micro-enterprises 

are shown. The research is non-experimental, since there 

is no control over the variables. Use descriptive statistics 

to explain the results. 

 

Contribution. Within the variables of 

competitiveness with respect to the environment, it was 

found that 61% of entrepreneurs do not know the price of 

their main competitors' products, 60% decided not to 

distribute flyers or physical advertisements, 41% of 

microentrepreneurs do not study supply trends. Future 

research can analyze the effects of the COVID19 

pandemic on the performance of organizations 

 

 

 

 

Competitiveness, Competitors, Clients 

Resumen 

 

Objetivo. Establecer un diagnostico de la situación actual 

de la industria textil y de la confección a través de 

variables de competitividad externa e interna para la 

determinación de mejores prácticas que faciliten la toma 

de decisiones de los inversores. 

 

Metodología. El estudio tiene dos enfoques el 

cualitativo a través de la medición de las percepciones de 

los empresarios y cuantitativo a través de la medición de 

los resultados obtenidos. La investigación es de corte 

exploratorio, ya que se trabaja sobre brechas del 

conocimiento que tienen diferentes resultados según el 

contexto; es descriptivo porque se muestran resultados 

específicos de las microempresas. La investigación es no 

experimental, ya que no se tiene control sobre las 

variables. Utiliza estadística descriptiva para la 

explicación de los resultados. 

 

Contribución. Dentro de las variables de 

competitividad respecto al entorno se encontró que 61% 

de los empresarios desconoce el precio de los productos de 

sus principales competidores, 60% decidió no repartir 

volantes ni anuncios físicos, 41% de los microempresarios 

no estudian las tendencias suministros. En futuras 

investigaciones se pueden analizar los efectos de la 

pandemia de COVID19 sobre el desempeño de las 

organizaciones. 

 

Competitividad, Competidores, Clientes
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Introduction 

 

Every day organizations face different 

challenges, but one of the main ones is to ensure 

their permanence in the market. That is why 

specialization plays an important role, since each 

nation or region produces those goods or 

services where they obtain a substantial 

advantage, either by improving their production 

costs, provision of natural resources or others 

(Arancegui, Querejeta and Montero, 2012); 

Starting from this premise, this research tries to 

offer a global panorama on the behavior of the 

micro-companies of Cajeme, Mexico dedicated 

to the textile industry. 

 

Mexico has been characterized by having 

wealth in endowment of resources, which has 

influenced in being a generator of inputs for 

other countries, that is, an exporter of raw 

materials. The textile industry has been one of 

those that has undergone various modifications, 

mainly derived from the evolution of the 

technologies used for its elaboration, as well as 

the tastes and preferences of consumers. In 

research carried out by Barrios, M. and 

Cienfuegos, M. (2005) mention that derived 

from the Free Trade Agreement with North 

America, the growth and development of the 

textile sector increased. 

 

According to data from the National 

Institute of Statistics and Geography (INEGI, 

2020) within the publication "Knowing the 

textile and clothing industry" they mention that 

this industry was one of the most important in 

2019, since within the area of Manufacturing 

industries contributed 3.2% of the Gross 

Domestic Product, which placed it in the number 

ten position of the main manufacturing 

economic activities. Within the inputs used for 

the textile industry, 58.9% comes from national 

companies and the rest is imported; Regarding 

the clothing industry, it is distributed with 57.1% 

National and the rest is imported. 

 

 

 

 

 
 

Graphic 1 Participation of the GDP of the textile and 

clothing industry as a percentage of manufacturing 

Source: own elaboration with data from INEGI, 2020 

 

Derived from the previous premises, a 

panorama of this industry is provided for 

Mexico, derived from the previous one, the 

following problem arises, which wishes to 

address how the textile and clothing industry is 

currently in Cajeme's microenterprises in terms 

of its competitiveness indicators regarding the 

external and internal environment. This problem 

has been addressed by various authors such as: 

Gutiérrez (2017); Yanes-Estévez, García-Pérez 

and Oreja-Rodríguez (2013); Porter, (2012); 

Porter, ME (1991) where they mention that 

organizations must pay special attention to 

relationships with the environment (customers, 

suppliers, among others) as well as internal 

organization (financial administrator, 

systematization of information to obtain 

advantages that translate into better financial 

performance. 

 

Starting from the previous problem, the 

objective of the research is derived: To establish 

a diagnosis of the current situation of the textile 

and clothing industry through external and 

internal competitiveness variables for the 

determination of best practices that facilitate 

decision-making of the investors. 

 

The structure of the article is divided into 

six sections: introduction, theoretical 

framework, method, results, conclusions and 

references. In the first section there is a general 

context on the topic to be developed, as well as 

the statement of the problem and the objective to 

be achieved. In the second section, the frame of 

reference is presented with different 

contributions on the phenomenon under study.  

 

 

1.4% 1.4% 1.3% 1.3% 1.4%

2.2% 2.1% 2.0% 1.9% 1.9%

2015 2016 2017 2018 2019

Garment

industry

Industry

Textile



21 

Article                                                                                             Journal-International Economy 
                                    December 2020 Vol.4 No.7 19-27 

 

 
RUIZ-PEREZ, Roberto, MILLANES-MORENO, María Dolores, 

VÁZQUEZ-JIMENEZ, Imelda Lorena and VALENZUELA-
REYNAGA, Rodolfo. Diagnosis on competitiveness indicators of micro-

enterprises in the textile and clothing industry in Cajeme, Mexico. 

RINOE Journal-International Economy. 2020 

ISSN-On line: 2524-2032 

RINOE® All rights reserved. 

 

The third section presents the method, 

which mainly uses descriptive statistics. The 

fourth section shows the results obtained from 

the investigation, the main findings are cited; 

while the fifth section presents the conclusions 

of the research and finally closes with the 

bibliographic references. 
 

Theoretical framework 

 

Competitiveness between organizations is 

becoming “fiercer” every day, as a result of 

which it is necessary to have more tools that 

permeate the increase in the profitability of 

companies. A case of success is the one 

presented by Michel and Barragán (2014) from 

South Korea, where they have found that trained 

human resources promote conditions that 

translate into product innovations, in the same 

way the development and use of technologies 

also have a positive factor on the economic 

development of economic entities. That is why 

specialization in final goods achieves greater 

benefits for organizations that adapt more easily. 

 

The textile and clothing industry has 

reported that they are the generators of 10% of 

the jobs generated in 2017, within the main three 

states of Mexico that have the highest textile 

production are: the State of Mexico with more 

than 20% of the total; Mexico City with a little 

more than 17% and finally, Puebla with 17.40%. 

Regarding the volume of exports, the main 

States are Coahuila (15.10%) in first place, in 

second place Puebla (11.60%) and in third place 

Baja California (8.70%) these data were reported 

by ProMéxico (2018) with information from 

INEGI. 

 

For the development of the research, 

eight variables that influence the 

competitiveness of the organization were 

considered, four related to the sector's 

environment (which are related to the 

aforementioned competitive forces of Porter 

(2008) and are: customers, suppliers, 

competitors and sales channels; and the other 

four are derived from activities within the 

organization (internal financial organization, 

product profitability, business profitability and 

the employer's direction). The conceptual 

framework of the variables under study is shown 

below: 

 

 

 

 

Customers 

 

This variable is decisive, since the organization's 

sales are directly linked to the number of 

customers, which means that the higher the 

volume of customers, the higher the volume of 

sales. According to Thompson, I. (2006) there 

are two types of clients: current and potential. 

The former refers to those who make continuous 

purchases or who have recently acquired a 

product or service; in the same way, these are the 

ones that determine the level of participation it 

has in the market. While potential customers are 

those who currently have not purchased any 

product or service, but it is visualized that in the 

future they probably will, therefore, they 

represent the future income of the company. 

  

Customer-centric organizations are in a 

better position as they can establish different 

strategies that provide long-term benefits. Of 

course, when satisfying the client, it does not 

mean that the competition is left aside, but rather 

to take both by the hand and propose strategies 

responding to the needs of the same clients. 

(Tavira, G., Rosales Estrada, E., Marketing, E., 

Valor, R., Retention, Y., Analysis, D., & 

Teórica, R., 2015). 

 

Regarding the importance of clients, 

Cristerna, Calderón, Ortiz and Lara (2013) 

mention that clients acquire power when there 

are few, in the same way when they buy a large 

part of the production of companies, thereby 

generating a greater influence on the sale price 

they receive. If the clients organize themselves, 

they can negotiate the price with the supplier. As 

seen, customers are pillars of the business 

success of the organization, since the lack of 

them translates into a decrease in revenue. 

 

Competitors 

 

Competitors, according to publications by Pérez 

and Pérez (2006) define it as companies or 

people who, due to their characteristics in the 

products or services offered in the market, 

satisfy the same needs as another company. 

Competitors encourage companies to innovate to 

make product improvements. 
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The way in which entrepreneurs perceive 

their competitors is directly based on their 

hierarchical perception, that is, a counter 

employee has a different scope in terms of the 

competitiveness dimension compared to the 

financial administrator of the organization (Vera 

and Díaz, 2010). The dimension of the size of the 

competitors is determined by the volume of 

deposits they have from the current and future 

market. The higher the uptake, it is understood 

that the competitor is larger. 

 

If companies organize to compete 

together, financial strategies can be generated 

that increase their chances of success. For 

example, if in a region several companies import 

a type of raw material, an alliance strategy could 

be to negotiate the price in volume with existing 

suppliers, thus providing the basis for healthy 

competition and the customer is favored with a 

decrease in prices of products and services 

(Socatelli, 2013). 

 

Sales channels 

 

Sales channels are defined as the set of 

independent organizations that participate in the 

process in which they make the product or 

service available to end consumers or businesses 

(Velázquez, 2012). They are also considered as 

sets of independent organizations that intervene 

in the process in which the product is available 

for consumption. 

 

In other concepts, a sales distribution 

channel is where different organizations execute 

the necessary functions to get a product to reach 

a final consumer. It is also noted that the 

distribution system could include primary 

participants who are the wholesalers or 

minorities who take the properties, and 

specialized participants in the sales channel who 

are companies that are intermediaries. (Sierra, 

C., Moreno, J., & Silva, H. (2015). Sales 

channels are part of the strategy to reach the final 

consumer. 

 

Providers 

 

According to Berrenche (2010), suppliers are 

those who give the company the material, human 

and financial resources necessary for the 

operation of the organization, either on a daily or 

temporary basis.  

 

 

They provide the raw material for the 

production of the products or services that 

organizations offer to their customers. Its 

importance lies in looking for those that offer 

quality and competitive price. 

 

Similarly, Castro-Castell, Yepes-Lugo 

and Ojeda-Pérez, (2016), mention that suppliers 

carry out activities that benefit both the buying 

company and them, since they strengthen their 

capacities through the relationship of trust and 

promotes better development together, adding 

value to the supply chain and improving 

performance. 

 

The same suppliers can be a source of 

obtaining new technologies in companies, since 

through the knowledge gap and learning about 

behavior patterns of buyers, tools that favor the 

company can be developed. With this, suppliers 

can help solve problems with new designs 

(Yacuzzi, 2012). 

 

Internal financial organization 

 

The financial administration of an organization 

is in charge of all activities related to financing 

and cash administration, in order to meet the 

objectives of the company (Van Horne and 

Martin, 2010). For the purposes of the research 

in this section What is evaluated are the records 

used by microentrepreneurs to meet internal 

information needs. According to Cabrera, 

Fuentes and Gerónimo (2017) mention that the 

financial organization is an area in which a 

management and direction process of each 

organization is commonly carried out; in the 

same way, they point out that the size or sector 

of the same does not matter, since the primary 

purpose is to make decisions based on 

previously designed internal control processes.  

 

Product profitability 

 

This section refers to knowing exactly what the 

volume or profit margin of each product 

generates when it is sold; In other words, it 

estimates all the expenses and costs incurred to 

carry it out and the profitability obtained is 

established. In order to achieve this, according to 

Mejía, and Hernández (2010) point out that they 

must have internal mechanisms that provide 

them with this type of information, such as the 

costing systems that they obtain through 

inventory systems. 
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In publications made by the consulting 

firm Deloitte (2011), they mention that 

profitability by products is part of the strategy 

that helps in the execution and compliance of the 

different price policies for products to which the 

companies involved adhere, giving as results the 

solution to possible problems that organizations 

may face in the future. With the establishment of 

the profitability of the product, the fulfillment of 

the objectives set is facilitated. 

 

Business profitability 

 

The profitability of the business, according to 

Flores, Gómez, Briones and Cervantes (2013) 

citing Michael Porter (1988), refers to knowing 

the way in which the company uses its resources 

and how it increases them; this is related to 

efficiency. When an organization uses financial 

resources in excess of the benefits obtained by 

them, that is where it is said that there is a loss. 

 

Profitability will occur when the benefits 

are greater than the costs of carrying them out. 

On the other hand, competitiveness is of vital 

importance for companies in the long term, since 

based on this, competitive advantages can be 

developed, such as: encouraging the consumer to 

pay a higher price for a product derived from the 

differentiators that are added to it (quality, 

appearance, brand, among others).  

 

Financial administrator address 

 

The financial manager is in charge of making the 

decisions that maximize the value of the 

company; According to Guevara and Simons 

(2007), they should be able to reduce costs and 

increase the value of the action. Additionally, it 

is convenient to carry out an evaluation of the 

results obtained derived from the decisions 

taken. Therefore, the functions of the financial 

administrator are: analysis of liquidity and 

profitability, carry out the planning of the 

company (goals), analysis of investment and 

financing decisions and risk management. 

 

Methodology  

 

The study has two approaches: qualitative 

through the measurement of the perceptions of 

entrepreneurs and quantitative through the 

measurement of the results obtained.  

 

 

 

The research is exploratory, since it 

works on knowledge gaps that have different 

results depending on the context; it is descriptive 

because specific results of micro-enterprises are 

shown. The research is non-experimental, since 

there is no control over the variables. Uses 

descriptive statistics to explain the results. 

 

Instrument 

 

For the elaboration of the instrument, a panel of 

experts was used on its design with researchers 

from the Technological Institute of Sonora. The 

input on which the reagents were elaborated was 

the one used for the survey of the National 

Survey on Productivity and Competitiveness of 

Micro, Small and Medium Enterprises 

(ENAPROCE) 2015. To give greater certainty to 

the application of the instrument, it was asked 

each interviewer to take a photo of the place they 

visited. 

 

Population  

 

The population was taken as reference the 

information provided by the National Statistical 

Directory of Economic Units (2019) of the 

INEGI, which shows that in the municipality of 

Cajeme, Sonora there are 77 companies 

dedicated to the Manufacture of garments and 

clothing manufacturing / clothing accessories 

and other garments, of which applying the 

Sampieri formula with 67 surveyed companies, 

a reliability of 97% is obtained. For the purposes 

of the research, 70 surveys were obtained, which 

gives greater certainty to the research in order to 

increase reliability. 

 

Resultas 

 

Among the main findings found the following 

are listed. Regarding the first dimension of 

competitiveness related to the external factors of 

the organization, it was found that: 

 

In the Competitors variable, 54% of 

microentrepreneurs have not visited existing 

competitors to see the products they offer, in the 

same way 61% have not verified what the prices 

of the competitors are with respect to the 

products they offer; This is not positive, since 

not knowing who the competition is, causes a 

poor performance on the design of corrective 

strategies. The following graph shows the 

percentage of entrepreneurs who did carry out 

these activities: 
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Graphic 2 Visits of businessmen to Competitors 

Source: Own elaboration, 2020 

 

Regarding the customer variable, it was 

found that: 51% of the entrepreneurs did ask 

their customers what their needs were with 

respect to the products on offer; 30% tried to 

locate clients who were not satisfied (that is, they 

stopped coming to the company) to find out why 

they did not return and 64% offered special 

promotions to prominent clients within the 

company. 

 

Regarding the findings found in the 

variable of sales channels, it was found that: 47% 

of the entrepreneurs did not worry about 

advertising; 73% did not have problems with 

their inventories, that is, they satisfied customer 

requirements without problems; 47% do not use 

social networks to sell their products or services; 

54% have not looked for new distribution 

channels and 60% did not use the distribution of 

flyers or advertisements as a strategy. The 

following graph shows the behavior of the 

actions that the entrepreneurs did. 
 

 
 

Graphic 3 Sales channels of microentrepreneurs 

Source: Own elaboration, 2020 

 

 

 

Regarding the variable of suppliers, it 

was found that 49% of entrepreneurs do analyze 

the trends of which suppliers sell the most; 54% 

try to negotiate the price of their supplies with 

their suppliers; and 63% analyze which are the 

existing suppliers in the market to take 

advantage of opportunities for cost 

improvements. 

 

Regarding the internal organization 

variables of the company, the following was 

found. Regarding the internal financial 

organization variable, the entrepreneurs stated 

that: 20% do not keep records of business 

operations; 27% do not keep a record of the cash 

entering the company; 69% do not prepare an 

annual cash flow and 33% do not prepare their 

balance sheet. The following graph shows the 

activities they do with respect to this variable. 
 

 
 

Graphic 4 Financial organization activities carried out 

Source: Own elaboration, 2020 

 

Regarding the product profitability 

variable, it was found that: 91% of entrepreneurs 

know the profit per product; 64% know the 

indirect manufacturing costs; 57% keep a record 

of sales by product and 76% have knowledge of 

the cost generated by each of the products sold. 

  

Regarding the business profitability 

variable, the entrepreneurs stated that: 53% do 

not know the annual cost of their products and 

expenses; 36% do not prepare an annual profit 

and loss statement and 37% do not prepare a 

document on annual income and expenses.  
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Graphic 5 Business profitability indicators 

Source: Own elaboration, 2020 

 

Regarding the financial administrator 

management variable, it was found that: 50% of 

the entrepreneurs do set annual compliance goals 

and 56% have a record of the payment capacity 

they have in case they want to obtain a loan from 

a financial institution, that is, they know their 

ability to pay. 
 

Conclusions 

 

Conducting these investigations allows 

microentrepreneurs to know what their areas of 

opportunity are compared to their competitors. 

In the same way, it can encourage them to 

develop better strategies that allow them to make 

better results-oriented decisions that favor the 

generation of value in organizations. Becoming 

aware of the environmental conditions and the 

conditions within the organization reduce its 

commercial uncertainty. 

 

Among the main findings regarding each 

variable, it was found that: in terms of 

competition, 61% of entrepreneurs do not know 

the price of their main competitors' products, 

which puts them at a disadvantage, since 

according to Santos, de Paulo, da Silva, Maskio, 

and de Araújo (2012) mention that the price of a 

product has a positive and direct relationship, 

that is, when the price increases, consumers buy 

less and vice versa. Regarding customers, it was 

found that 49% of entrepreneurs do not ask their 

customers, this puts them at a disadvantage 

since, according to Rey (2011) this sets the 

standard for future products that can be launched 

on the market. 

 

 

 

 

Regarding the sales channels, it was 

found that the use of print advertising has 

become obsolete, since 60% decided not to 

distribute flyers or advertisements, which agrees 

with Enriquez (2019) mentions that the 

advertising trends are digital platforms; and in 

the variable of suppliers, it is worrying that 41% 

of microentrepreneurs do not study the supply 

trends that are being demanded more, which puts 

them at a disadvantage compared to their 

competitors. 

 

Among the main findings within the 

internal variables of the business, it was found 

that 69% do not elaborate their annual cash flow 

and 53% do not know exactly what their annual 

costs are, this is an opportunity for improvement 

since when carrying out these activities they can 

improve the financial performance of the 

company. Similarly, entrepreneurs are invited to 

set annual goals, since according to Rondon 

(2016) human talent plays a crucial role in 

achieving the objectives of organizations. 

 

Finally, entrepreneurs must be aware of 

the areas of opportunity for improvement they 

have and take concrete actions to turn them into 

strengths, since if they do not do so, they run the 

risk of perishing and consequently leaving the 

market. For future research, it would be possible 

to analyze the perceptions of other sectors of the 

same variables and thereby generate knowledge 

from the experiences of each of the economic 

agents. Another line is the effects of the 

COVID19 pandemic, since the application of 

this instrument occurred during the second half 

of 2019. 
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Abstract 

 

One of the industries that contribute a greater proportion 

to the GDP in Mexico is the automotive industry, which is 

why it is one of the engines of the National economy. 

Given the diversity of brands that compete in the market, 

differentiation is a very important element, however it is 

necessary to adapt to consumer preferences and know how 

to communicate it. In this sense, the sales staff of the 

automotive marketer is responsible for identifying the 

needs of the potential customer and convincing him about 

the purchase. The objective of this research is to analyze 

the seller's profile using the MORACH feedback model, to 

identify the critical variables for successful sales, as well 

as the areas of opportunity for the sales force. It is analyzed 

by applying the MORACH model and the 360 ° 

Assessment. The main contribution is to provide the 

identification of critical factors in times of crisis, such as 

that caused by COVID-19. 

 

 

Seller profile, Performance evaluation, COVID-19 

automotive crisis 

Resumen 

 

Una de las industrias que aportan en mayor proporción al 

PIB en México es la automotriz, por lo cual es uno de los 

motores de la economía Nacional. Ante la diversidad de 

marcas que compiten en el mercado, la diferenciación es 

un elemento muy importante, sin embargo, es necesario 

adaptarse a las preferencias de los consumidores y saber 

comunicarlo. En este sentido, el personal de ventas de la 

comercializadora automotriz es el responsable de 

identificar las necesidades del posible cliente y 

convencerlo acerca de la compra. Esta investigación tiene 

por objetivo analizar el perfil del vendedor mediante el 

modelo de retroalimentación MORACH, para identificar 

las variables críticas para la venta exitosa, así como las 

áreas de oportunidad de la fuerza de ventas. Se analiza 

mediante la aplicación del modelo MORACH y la 

Evaluación 360°. La principal contribución, es 

proporcionar la identificación d ellos factores críticos en 

tiempo de crisis, como la ocasionada por el COVID-19. 

 

Perfil del vendedor, Evaluación del desempeño, Crisis 

automotriz COVID-19
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Introduction 

 

During 2020, the automotive industry in Mexico 

contributed 3.8% of the national GDP and 20.5% 

of the manufacturing GDP, the second economic 

activity with the highest contribution to the 

manufacturing GDP, despite having stopped 

activities during April and May 2020 (INFOAB, 

2020). Although in 2018 it generated 1.9 million 

jobs, of which 516 thousand belong to the 

automotive trade segment (AMIA, 2018), in 

2019 it went from 867,000 to 812,000 job 

sources compared to the same period in 2019 

(González, El Economista, 2020). With around 

37 brands participating in the market, it is very 

important to differentiate yourself from the 

competition. 

 

Although there are digital consultation 

tools that provide information to potential 

buyers, the role of the seller is decisive in the 

automotive sales process. Although various 

authors have proposed types of sellers, it is 

important to identify the competencies required 

in the seller's profile that add value to the 

organization and that allow identifying the 

qualities of the person to define their profile, 

against the one required by the organization and 

that it can be of any profession and is trained in 

sales throughout his career in the area and 

develops skills from experience. 

 

In this research, a 360 ° evaluation was 

applied to 38 sellers of an automotive 

distribution group in the Toluca Valley in 3 of its 

automotive agencies, using the MORACH 

model, to identify the relational competencies of 

each seller, which in summary are valued using 

the variables Carol Ryff's well-being model, 

where the degree of development is measured in 

the variables: Environmental control, Personal 

growth, Purpose in life, Autonomy, Self-

acceptance and Positive relationships with 

others. 

 

On the other hand, the psychodynamics 

of the salesperson, the correlation between 

variables, and those that are critical based on the 

profile were identified. The information 

obtained allowed us to identify the areas of 

opportunity of the sales team, as well as, about 

training, the development of the members and 

their performance. 

 

 

 

Theoretical framework 

 

Economic context of the industry 

 

Today Mexico has presented a series of 

situations and challenges in an uncertain world 

context full of uncertainty, where a 6% drop in 

employment in the industry is anticipated 

(González, El Economista, 2020). On the other 

hand, analysts believe that in the coming months 

they will mark the economic rhythm towards a 

global slowdown, but not a recession, however 

the trends of the three largest economies, from 

the world a panorama of less growth dynamics is 

observed in the next three quarters. 

 

With the foregoing, it can be seen that in 

Mexico the automotive industry advances in its 

investments with caution for the Mexican 

domestic market, also coupled with the different 

events of public policies that will mark in the 

short and medium term, the performance of 

economic growth and the Automotive industry. 

However, in the Mexican domestic market in 

terms of sales there has been a 9.7% reduction in 

the purchase of new cars through credit between 

January and May 2019 compared to the same 

period in 2018 according to the Mexican 

Association of Automotive Distributors 

(AMDA), and for the fourth quarter of 2020 a 

28% drop is expected (Martínez, 2020). 

According to Guillermo Rosales, Director of the 

AMDA, financing sales went from 70.2% in the 

first five months of 2018 to 68.1% in 2019 and 

for the first half of 2020 it was 62.1%, which 

shows that the strength of credit is losing 

automotive, which has a notable impact on total 

sales of 6.4% decrease in the first semester and 

25 consecutive months of falls (González, El 

Economista, 2019). Therefore, the slowdown in 

the Mexican economy is notable, since it must 

be remembered that both the automotive 

industry, as well as the construction, textile, food 

industries, among others, are the locomotives of 

economic growth in Mexico. 

 

Labor Competencies 

 

The concept of "labor competition" has 

become more relevant in the corporate world; 

emerges as a frame of reference for the 

administration and development of personnel in 

corporations". 
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"They are the set of knowledge and 

professional qualities necessary for an employee 

to successfully perform a set of functions or 

tasks, and by extension the set of knowledge and 

qualities necessary to successfully develop the 

business of an organization; their behaviors that 

some people master better than others, and that 

makes them more effective in a given situation". 

(Noyola, 2011, p. 86) 

 

Seller psychodynamics 

 

From the perspective of psychology, as a science 

that studies the interactions between people and 

the environment, it seeks to define laws that 

govern the processes in order to establish 

improvements between human beings and the 

way of relating in the future. The 

psychodynamics of the seller refers to the 

interaction between prospects and sellers, the 

techniques applied during the sales process and 

the effects obtained from them, identifying the 

positive effects to apply them in subsequent 

operations, in such a way that it leads to prospect 

to make the purchase (Llamas, 2009). 

 

Definitions 

 

Psychology. Discipline that aims to analyze the 

mental and behavioral processes of human 

beings and their interactions with the physical 

and social environment. Therefore, psychology 

means study or treatise on the psyche. 

 

Psyche is the set of human capacities of 

an individual that encompasses conscious and 

unconscious processes (Llamas, 2009). 

Psychodynamics. F. Term used by some schools 

to refer to the functioning of the psyche. 

 

Psychism. m. Set of psychological 

functions and processes (perception, thought, 

memory, emotion, motivation, etc.) that 

constitute the "mental" activity of a person. This 

term is used as a synonym for mind to avoid the 

metaphysical connotations that usually 

accompany the latter (Llamas, 2009). 

 

From this, it is possible to identify six 

approaches to the seller's action (Llamas, 2009): 

 

 

 

 

 

1. That of the seller oriented to satisfy his own 

problems: his main concern is to satisfy 

himself and his problems, he strives to meet 

the goal of the month, his goal is to make 

money, he is not interested in the problems of 

prospects. 

 

2. The salesperson oriented towards the 

competition: his objective is to annihilate the 

competition; his arguments are focused on 

minimizing the competitors rather than on 

satisfying the needs of his prospect. 

 

3. The salesperson oriented only towards his 

product: He knows the argument very well, he 

closes his mind to the other products, he 

ignores the knowledge, suggestions, interests, 

wishes and conveniences of the prospect. He 

likes to hear himself. 

 

4. The salesman oriented to bargains: He talks 

about special offers, promotional campaigns, 

he is not interested in the fundamental but the 

accessory, he leaves aside scientific 

advances, for a special offer, for him, the 

product is not worth what it is but for how 

much less it costs. 

 

5. The salesperson oriented only towards 

relationships: He is interested in winning the 

friendship of the prospect, he acts as a public 

relationsist, he focuses so much on the 

prospect that he talks about all kinds of topics, 

leaving aside the qualities of the product or 

service, to finally ask about need and attempt 

to place an order. 

 

6. The technical salesperson: His concern is to 

guide, advise and serve, he cares about 

knowing the problems and motivations of the 

prospect, knows his product well, talks about 

the benefits and knows how to adapt the 

qualities to the prospect, uses a technical and 

persuasive process to demonstrate what the 

product or service can do for him. 

 

Selling based on trust 

 

Based on the psychodynamics of the 

salesperson, although the relationship-oriented 

salesperson has a special ability to develop 

friendly relationships, trust is considered to be an 

element that must be evaluated and fostered.  
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Selling based on trust, is a form of 

personal selling, it requires the seller to generate 

trust in customers and that they apply a sales 

strategy that meets their needs and contributes to 

creating, communicating and providing value, 

focuses on solving problems of customers, 

provide opportunities and long-term value. It 

involves a high degree of listening. Confidence 

in the seller is the degree of integrity that the 

buyer perceives in the seller, the ability of the 

seller to sustain his statements, promises and that 

the entire company will support him (Ingram, 

LaForge, Ávila, & Schwepcker, 2016). 

 

Soft Skills 

 

To address the seller's profile in relation to 

psychodynamics, some transversal competences 

are considered, considered as soft, which, 

although not properly considered, provide a 

context, the study is: 

 

− Empathy: Put yourself in the shoes of 

others and have solidarity with others. 

 

− Sociability: Create contact networks over 

time and not be just "one more" at work. 

 

− Improve your communication skills: Be 

able to communicate your ideas, opinions, 

concerns and even complaints. 

 

− Knowing how to listen: Listening carefully 

to others and paying them 100% attention 

will make them perceive you as a person 

of value. 

 

− Teamwork: Although many people are not 

fans of teamwork and many times it can, in 

fact, mean less production on a specific 

task, it is essential to: 

 

− Be creative: It is better to propose many 

ideas, regardless of whether they come to 

fruition or not, than to remain silent. 

 

− Solve problems: Having the ability to deal 

with them, find simple and direct solutions 

and not collapse is one of the habits that 

you have to start putting into practice. 

 

− Assertiveness: Do not show doubts in your 

opinions or proposals. 

 

− Pressure tolerance: Having the ability to 

withstand stressful and high-pressure 

situations. 

 

− Be responsible: Being punctual with 

schedules, meeting the promised times and 

responding to the demands of your 

position is essential for your work success. 

 

− Adaptation to change: Avoid entering a 

comfort zone. Situations within the 

company or organization will always 

change. 

 

− Positive attitude: Focusing on maintaining 

a positive vision of what your job means, 

of how you got there and of the many 

people who would like to be in your 

current position, you will not get stuck in 

negative thoughts that will not help you 

achieve your goals. 

 

− Spirit of service: Have the ability to want 

to help without necessarily having to 

receive anything in return. 

 

− Respect the opinions of others. Even if you 

think they are totally wrong. 

 

− Be proactive: Don't wait for them to tell 

you that you have to do a certain task to do 

it. 

 

− Be persistent. Getting frustrated and 

giving up is very easy. It is important not 

to waste time on tasks that are not 

progressing, but at the same time, it is 

essential to be persistent and not give up. 

You have to be constant in the tasks that 

you propose to carry out, not only in your 

work life. Reaching your goals will depend 

on the discipline and perseverance you 

have. (cursando.com, 2019). 

 

For the 360 ° evaluation, the MORACH 

model was chosen, which follows the following 

steps: 
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Figure 1 

Source: (Olvera, Pedroni, & Pérez, Organizational 

Feedback Model for Human Capital Learning: MORACH, 

2017) 

 

The variables that were considered for 

this research are related to those known as soft 

skills, although different opinions on the part of 

different authors the socio-emotional variables 

that were considered are: Environmental control, 

personal growth, purpose in life, autonomy, self-

acceptance and positive relationships with 

others. To understand them, the following table 

is presented: 

 
Dimension Optimum level Deficit level 

Environmental 

control 

Feeling of 

control and 

competence, 

control of 

activities, take 

advantage of 

opportunities, 

able to create or 

choose contexts 

Feelings of 

helplessness, 

generalized 

external locus, 

feeling out of 

control 

Personal 

growth 

Feeling of 

continuous 

development, 

sees himself in 

progress, open to 

new experiences, 

able to appreciate 

personal 

improvements 

Feeling of not 

learning, feeling 

of not 

improving, not 

transferring past 

or present 

achievements 

Purpose in life Goals in life, a 

feeling of being 

on track, a 

feeling that the 

past and the 

present have 

meaning. 

 

 

 

 

 

 

 

A sense of being 

aimless, 

psychosocial 

difficulties, low 

premorbid 

functioning. 

Dimension Optimum level Deficit level 

Autonomy Able to resist 

social pressure, 

he is independent 

and determined, 

regulates his 

behavior from 

within, and 

evaluates 

himself. 

Low level of 

assertiveness, 

not showing 

preferences, 

submissive and 

complacent 

attitude, 

indecision. 

Self 

acceptance 

Positive attitude 

towards oneself, 

accepts positive 

and negative 

aspects, 

positively values 

his past. 

Perfectionism, 

more use of 

external criteria. 

Positive 

relationships 

with others 

Close and warm 

relationships 

with others, he is 

concerned about 

the welfare of 

others, capable of 

strong empathy, 

affection and 

intimacy. 

Deficits in 

affection, 

intimacy and 

empathy. 

 

Table 1 

Source: (Hervás, 2009) 

 

To evaluate them, the Organizational 

Model of Feedback for the Learning of Human 

Capital: MORACH (Olvera, Pedroni, & Pérez, 

Organizational Model of Feedback for the 

Learning of Human Capital: MORACH, 2017), 

considers the subvariables: 

 
Dimensions of well-being Performance 

variable 

Positive relationships with 

others  

Teamwork 

Availability 

Sociability 

Collaboration 

Autonomy  Puntuality 

Responsibility 

Patience 

Creativity 

Environmental control  Assertiveness 

Performance 

Self-control 

Self acceptance  Leadership 

Influence 

Self-confidence 

Personal growth  Reliability 

Loyalty 

Honesty 

Integrity 

Purpose in life Commitment 

Initiative 

Honesty 

Solidarity 

 

Table 2 Control of variables 

Source: (Olvera, Analysis of performance evaluation, 

2016) 
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The MORACH instrument that is applied 

includes 92 statements that are assessed on a 

scale: 1 Unsatisfactory; 2 Minimum required for 

the position; 3 In the standard; 4 Good / above 

standard; 5 Much Above Standard: 

 

 
 

Table 3 Sample of instrument section 

Source: (Olvera, Analysis of performance evaluation, 

2016) 

 

According to the model, averages are 

calculated per variable, standard deviation and 

the coefficient of variation, derived from which 

it is possible to identify the three where there is 

the greatest coefficient of variation are the 

weaknesses and those with the least variation are 

the strengths of the person. 

 

 
 

Table 4 Sample of the results table 

Source: (Olvera, Analysis of the performance evaluation, 

2016) 

 

The MORACH determines that the 

weaknesses or areas of opportunity are 

sociability, collaboration and assertiveness; and 

strengths: availability, performance, and 

patience (Olvera, Pedroni, & Pérez, 

Organizational Feedback Model for Human 

Capital Learning: MORACH, 2017). Since this 

is how the seller is perceived. 

 

 

 

Subsequently, for the interpretation of 

the data regarding the welfare variables, the 

same process is carried out, reducing to two 

areas of opportunity and two strengths. 

 
Variable μ DV CV 

Positive 

relationships with 

others 

3.2 0.6 6.9 

Autonomy 3.2 0.8 4.0 

Environmental 

control 

3.3 0.7 4.9 

Self-acceptance 3.0 0.7 4.0 

Personal growth 3.1 0.7 4.3 

Purpose in life 3.1 0.7 4.3 

 

Table 5 Results of performance measurement in the area 

of well-being 

Source: (Olvera, Analysis of performance evaluation, 

2016) 

 

Additionally, graphs are made for a 

better visual understanding. 
 

 
 

Graphic 1 Performance results 

Source: (Olvera, Performance evaluation analysis, 2016) 

 

 
 

Graphic 2 Wellness performance results 

Source: (Olvera, Performance evaluation analysis, 2016) 

 

 

 

 

 

1 2 3 4 5

1. Anote el nombre del Evaluado en la casilla (A) Ver ejemplo

2. El evaluado aplica su autoevaluación

3. Sus compañeros y jefe inmediato lo evalúan

4. La escala a ocupar se presenta en las casillas sombreadas

Sin 

desarrollo

Comienza a 

desarrollar

Poco 

desarrollo

En 

desarrollo

Totalmente 

desarrollado

Ejemplo:

 No.  (A) Nombre / Puesto:  Autoevaluació

n
Persona 1 Persona 2 Persona 3 Superior

1 Participa  activamente en las  reuniones  de trabajo 5 4 2 1 3

Nombre / Puesto:

Empleado 1 Autoevaluación Persona 1 Persona 2 Persona 3 Superior

1 Participa activamente en las reuniones de trabajo 1 4 3 2 4

2 Aporta ideas trascendentes al desarrollo del equipo 2 2 4 3 3

3 Coordina esfuerzo con sus colaboradores para obtener resultados 3 3 3 4 4

4 Proporciona apoyo a colaboradores para el logro de objetivos 3 4 4 3 3

5 Acepta gentilmente las instrucciones 1 4 2 2 4

6 Cuando se le requiere, atiende con oportunidad 2 3 2 3 3

7 Es accesible ante la adversidad de circunstancias 2 3 3 4 4

8 Cuando se le asigna una tarea generalmente está disponible 2 2 4 3 3

9 Entabla conversaciones con facilidad 4 4 3 2 4

10 Se expresa fácilmente en público 2 3 4 3 3

11 Es de fácil trato 3 5 3 4 4

12 Se caracteriza por ser extrovertido 3 3 4 3 3

45 Participa activamente en las actividades de trabajo 1 4 3 5 4

46 Apoya a otros miembros del equipo para el logro de objetivos 2 5 5 5 3

47 Es proactivo para la solución de conflictos entre el equipo de trabajo 5 5 3 4 4

48 Coordina esfuerzos con sus compañeros de equipo 5 5 3 3 3

Relaciones 

positivas con 

otros

Colaboración

Trabajo en equipo

Disponibi l idad

Sociabi l idad

Empleado 1 P. A . P.C . P.S. P.P. D V C V

Trabajo en equipo 2.3 3.3 3.5 3.0 0.7 4.5

Disponibilidad 1.8 2.9 3.5 2.7 0.9 3.1

Sociabi l idad 3.0 3.4 3.5 3.3 0.3 12.3

Colaboración 3.3 4.2 3.5 3.6 0.5 7.7

Puntual idad 2.3 3.4 3.5 3.1 0.7 4.4

Responsabi l idad 2.3 3.9 3.5 3.2 0.9 3.7

Paciencia 2.3 4.0 3.8 3.3 0.9 3.5

Creatividad 2.3 3.3 3.5 3.0 0.7 4.5

Asertividad 3.0 4.0 3.5 3.5 0.5 7.0

Desempeño 2.3 4.2 3.5 3.3 1.0 3.4

Autodominio 2.3 3.5 3.5 3.1 0.7 4.3

Liderazgo 2.0 2.7 3.5 2.7 0.8 3.6

Influencia 2.3 3.7 3.5 3.1 0.8 4.1

Autoconfianza 2.3 3.5 3.5 3.1 0.7 4.3

Confiabi l idad 2.3 3.4 3.5 3.1 0.7 4.4

Lealtad 2.3 3.5 3.5 3.1 0.7 4.3

Honradez 2.3 3.5 3.5 3.1 0.7 4.3

Integridad 2.3 3.5 3.5 3.1 0.7 4.3

Compromiso 2.3 3.5 3.5 3.1 0.7 4.3

Iniciativa 2.3 3.4 3.5 3.1 0.7 4.4

Honestidad 2.3 3.5 3.5 3.1 0.7 4.3

Sol idaridad 2.3 3.5 3.5 3.1 0.7 4.3
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From the results it is possible to take 

specific actions and determine areas of 

development; How it is possible to appreciate in 

graphs 2 and 3 there is a relationship in terms of 

sociability, assertiveness and collaboration 

based on positive relationships with others and 

environmental control. 

 

According to the model, it is possible to 

appreciate that the highest coefficient of 

variation occurs in personal growth and positive 

relationships with others; while the lowest 

coefficient of variation, which can be considered 

strength, is autonomy and self-acceptance. The 

application of this evaluation allows obtaining 

sufficient data to calculate the correlation 

coefficient between the variables, so that in a 

matrix the correlation coefficient is calculated, 

where the values closest to 1.0 are those with the 

highest correlation and the furthest are those 

with less or no correlation. As can be seen in 

Table 7, the variables can influence a leverage 

for the greater development of the person. 

Values greater than 0.999 were established as a 

greater correlation. (Olvera, Pedroni, & Pérez, 

Organizational Feedback Model for Human 

Capital Learning: MORACH, 2017) 

 

Methodology to be developed 

 

Objectives 

 

Identify the critical variables of the seller's 

profile through the 360 ° MORACH evaluation 

model, to select those that require development 

in the sales team. 

 

Materials and methods 

 

To apply the MORACH, the first thing was to 

expose the project to the managers to obtain 

authorization from the general managers and 

collaborate with the sales managers, in order to 

dedicate as little time as possible. 

 

To apply the instrument, a Google® form 

was used and an application schedule was made, 

since the time spent per salesperson was around 

35 minutes, since they had to self-evaluate and 

evaluate their colleagues. In the case of sales 

managers, they evaluated each of the salespeople 

on their work team, which delayed the data 

collection work for two weeks. Due to the length 

of the study, four scholarship holders were 

trained in order to answer questions and explain 

some terms. 

The data were concentrated by means of 

Microsoft® Excel and averages, standard 

deviation, coefficient of variation and 

correlation coefficient were calculated. Tables 

and radial graphs were made to achieve a better 

appreciation of the data. 

 

Results 

 

It manages to appreciate variables in which it can 

be said that there is a high correlation, identified 

with a one, for example: Teamwork with contact 

modalities and with responsibility.  
 

 
 

Table 6 A vendor correlation table fragment 

 

By calculating the averages, it was 

possible to identify the variables that have the 

highest incidence for each seller, so that specific 

results are obtained that are very useful for the 

person, identifying strengths and weaknesses 

that at the time of feedback, they discover their 

self-perception by themselves. and how it is 

perceived, aspects that affect its interaction with 

the client. 
 

 
 

Table 7 Results by variable of each seller 

Source: (Own elaboration) 

 

 
 

Table 8 Continuation of results by variable of each seller 

Source: (Own elaboration) 

 

When observing the average, it is 

possible to appreciate that positive relationships 

with others: (Close and warm relationships with 

others, concerned about the well-being of others, 

capable of strong empathy, affection and 

intimacy) is one of those that obtained the lowest 

score. 

 

When analyzing the standard deviation 

of each variable in the work team, from the 

perspective of the 6 well-being variables, a radial 

Graphic was obtained in which the areas of 

opportunity are clearly appreciated. 
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Graphic 3 Critical variables of well-being 

Source: (Own elaboration) 

 

According to the psychodynamics of the 

seller, it is observed that the average of the 

sellers is oriented to satisfy their own problems, 

for which it is necessary to strengthen, by virtue 

of the seller fulfilling his personal objectives, 

aligning them with the objectives of his position, 

such as sales, customer prospecting, portfolio 

recovery, among other responsibilities. 

 

The critical variables that were identified 

in the seller's profile are negatively affected, 

since: 

 

1. Environmental control: The seller has 

some difficulty feeling competent and 

creating new contexts to prospect, 

although he has skills for time control and 

organization. 

 

2. Personal growth: Feeling of continuous 

development, sees himself in progress, 

open to new experiences, able to 

appreciate personal improvements, 

although it can negatively affect the client, 

since it denotes a personal interest. 

 

3. Purpose in life: Setting goals in life, the 

feeling of being on track, feeling that the 

past and the present have a meaningful 

direction, can be affected by motivation as 

a result of the venat or demotivation in the 

absence of sales. 

 

4. Autonomy: Deficit in the ability to resist 

social pressures, is not very independent 

and requires greater determination, 

difficulties in regulating their behavior 

from within, and difficulty in self-

evaluation. 

 

5. Self-acceptance: It requires improving the 

positive attitude towards oneself, accepts 

aspects more negative than positive 

aspects, may have conflicts to positively 

value their past. 

 

6. Positive relationships with others: Have 

difficulty developing close and warm 

relationships with others, is more 

concerned with personal well-being than 

that of others, difficulty in developing 

empathy, affection and intimacy. 

 

The area with the highest score on 

average was personal growth, so the mobile is 

primarily personal, since the usual salary scheme 

is low commission and when meeting personal 

goals it adds up to the organization, on the other 

hand the variable of Positive Relationships with 

others it is the least, which requires 

strengthening, since the sales function itself 

depends on the relationships that are developed 

with people, a situation that can impact the 

process of prospecting, closing the sale and even 

after-sales. 

 

It is important to consider that the client 

goes to see vehicles of a certain brand based on 

their experience, available information, 

advertising, recommendations from relatives 

and acquaintances, in such a way that they go 

with a certain predisposition, it is determined 

that the best seller profile requires a technical 

and environmental control approach and the 

seller must be prepared. 

 

When reviewing the individual 

correlation tables, when viewing the detail, 

correlation between certain variables is 

appreciated, however, in the summary of the six 

variables, the correlation is not appreciated. 

 

The Standard Deviation Graphic shows 

the areas of opportunity, in this case Positive 

relationships with others. 

 

3.8
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Graphic 4 Critical variables of well-being 

Source: (Own elaboration) 

 

If we draw a comparison between the 

seller's orientation and the welfare variables, the 

following Table remains. 

 
Seller orientation Well-being variables 

To satisfy your own 

problems 

Purpose in life 

Towards the competition Personal growth 

Towards your product Autonomy 

To bargains Self acceptance 

Towards relationships Positive relationships with 

others 

The technical vendor Environmental control 

 

Table 9 Comparison between the seller's orientation and 

the welfare variables 

Source: (Own elaboration) 

 

From this perspective, this sales team is 

recommended: 

 

1. Improve the feeling of control and 

competence, improve control of activities, 

take advantage of opportunities, develop 

the ability to create or choose contexts, 

through: 

 

a. Training on the sales process 

(specific documentation, flow 

charts, people involved) and follow-

up of clients. 

 

b. Study successful cases and cases of 

what is not done in the sales process. 

 

c. Perform role-play of customer 

interaction to improve trust and 

personal relationships. 

 

2. Mitigate feelings of helplessness, 

generalized external locus, feeling of lack 

of control, by: 

 

a. Clearly publicize work policies, as 

well as possible sanctions. 

 

b. Promote assertive communication 

by managers to mitigate the feeling 

of threats. 

 

c. Have a control board on progress of 

weekly and monthly goals. 

 

3. Develop close and warm relationships 

with others, care for the well-being of 

others (particularly the well-being of the 

organization), capacity for strong empathy, 

affection and intimacy. 

 

a. Implement a code of ethics, which 

establishes guidelines for conduct 

and respect. 

 

b. Promote policies of decent labor 

treatment in which time roles and 

permits are considered in common 

agreement with the management 

levels based on personal needs and 

fulfillment of goals. 

 

4. Mitigate the deficient sensation of 

affection, intimacy and empathy. 

 

a. Regularly carry out transparency 

practices in personal relationships. 

 

b. Schedule monthly meetings for 

personal coexistence. 

 

c. Schedule family day once a quarter, 

in which family members can get to 

know the workspace. 

 

Although this research presents the result 

of the automotive commercial area, the 

MORACH reveals very valuable information for 

improving performance, and can be applied to 

other areas of the organization. 
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Although there are instruments to 

determine psychological profiles of people, by 

means of the radial graph of the standard 

deviation it is possible to appreciate where the 

data with greater dispersion are found, so it is 

necessary to work proportionally in each of the 

variables, what how was presented in Graphic 4, 

the main variables in which it is necessary to 

improve performance is in positive relationships 

with others, that is to say, adhere to a code of 

conduct and promote it from senior 

management, as well as improve the feeling of 

environmental control. 

 

On the other hand, the profile of the seller 

that is proposed as having the greatest possibility 

of success is the technical seller, taking care to 

maintain an optimal performance in the rest of 

the variables evaluated. 

 

So, the seller is expected to: is busy 

guiding, advising and serving, knowing the 

problems and motivations of the prospect and 

establishing positive relationships, takes care of 

knowing your product well, talks about the 

benefits and knows how to adapt the qualities to 

the prospect, uses a technical and persuasive 

process to demonstrate what the product or 

service can do for him. Master administrative 

procedures and establish positive relationships 

with superiors and teammates. It complies with 

rules and regulations in a framework of 

transparency and honesty, where active listening 

is a learning factor. It is proposed that the 

following evaluation list be considered in the 

seller's profile, in which acceptable minimums 

of the desired profile (PD) are established and 

compared with the result (R), on a scale of 1 to 

5. 

 
© PD R Well-being 

variables 

PD R 

To satisfy 

your own 

problems 

4  Purpose in life 4  

Towards the 

competition 

4  Personal growth 4  

Towards your 

product 

4  Autonomy 4  

To bargains 4  Self acceptance 4  

Towards 

relationships 

4  Positive 

relationships 

with others 

4  

The technical 

vendor 

4  Environmental 

control 

4  

 

Table 10 Evaluation of the seller's profile 
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Conclusions 

 

The automotive industry in its commercial 

segment should consider new alternatives for the 

evaluation and development of its personnel, 

because even though the results are measured by 

sales indicators, they could achieve better results 

by enhancing the skills of salespeople and 

mitigating those that affect Its performance. 

 

Although salespeople tend to be 

individualistic due to the natural tendency to win 

more sales, it is important that they develop 

socio-emotional skills such as positive 

relationships with others for better 

organizational well-being, interaction with 

agency staff and of course, developing better 

relationships. with potential buyers and clients. 

 

The analysis of the variables makes it 

possible to identify the strengths and weaknesses 

of each salesperson, as well as of the work team, 

providing very useful information to sales 

managers. 

 

It is necessary to direct the efforts of sales 

management to develop work teams with soft 

skills such as positive relationships and 

environmental control, with this it can 

considerably improve productivity and work 

environment, considering that economic 

conditions are an independent variable, even in 

times of adversity achieve the best results. 
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