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Abstract

Family businesses in our country are the main source
of income and therefore provide us with social
stability. Unfortunately the failure rate presented is
very high; its origin is a combination of different
interests or purposes of those involved in its
organizational structure. Informality is one of the
major specific and common problems of family
businesses and the lack of rules to support
conservation and create harmony among the family
members,  generating  competitiveness  and
profitability in the company, according to the
documentary and field research conducted by Hilario
Diaz (Ph.D.), Thesis 2011, survey on family
businesses in manufacturing, commerce and services
of Tehuacan, Puebla. Family businesses are an
engine of the economy of every country in the world.
Family firms perform better than non-family, both
sales growth and return on shareholder value.

Resumen

Las empresas familiares en nuestro pais son la
principal fuente generadora de ingresos econdémicos
y por lo tanto nos proporcionan estabilidad social,
desafortunadamente el indice de fracasos que se
presenta es muy elevado, esto tiene como origen la
conjugacion de los diferentes intereses o fines de los
involucrados en su estructura organizacional. Siendo
la informalidad uno de los principales problemas
propios y comunes de las empresas familiares, asi
como la carencia de reglas que apoyen a conservar y
generar armonia entre los familiares participantes, al
mismo tiempo generar competitividad y rentabilidad
en la empresa, esto segln la investigacion
documental y de campo realizada por el Dr. Hilario
Diaz, Tesis 2011, en la que se encuesto a empresas
familiares de manufactura, comercio y servicios de la
ciudad de Tehuacan, Puebla. Las empresas familiares
son un motor de la economia de todos los paises en
el mundo, las empresas familiares tienen un mejor
desempefio que las no familiares, tanto en
crecimiento de ventas como en retorno de valor para
los accionistas. (Kachaner, 2012).
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Introduction

Family businesses are businesses in which all or
most of the owners are members of a single
family, including those who are linked by blood,
but also those who are spouses. In this type of
business it is generally observed that its
members tend to get into less debt than those
who are not family members, one of the
characteristics is that they have great liquidity
and are even over capitalised and manage to
keep money idle.

Family businesses usually arise with the
dream of being generators of their own
employment and income and sustainability of
many families, so the members of these, put all
their effort, mind, body and soul to grow that
microenterprise, with a view to achieving
prosperity and success, both their business and
the family, this subsists until the second
generation, This subsists until the second
generation, where the members form their own
families when they get married and these begin
to pursue personal interests with different
approaches, this results in various problems
when the rules and organisational structure are
not defined, directly affecting the company,
because the families put their personal wellbeing
before that of the company in question.

Therefore, in order for the company to
continue to function, it is necessary to correctly
establish the guidelines, the philosophy and the
lines of authority and responsibility as well as
communication, all of which are focused on the
benefit of the company and, as a consequence,
that of the family.

Development
Definition of family business

"A company controlled and/or managed by a
family group or nucleus that shapes the vision of
the same, in such a way that it seeks the
sustainability of the company through the
generations”. (Sandoval, 2013)

Family businesses are considered to be
the backbone on which the economy of all
countries worldwide is based; they perform
better than non-family businesses in terms of
sales growth and return of economic value to
shareholders (Katcher, 2012). (Katcher, 2012)
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Exaudi de Investigacion
(www.exaudionline.com) in combination with
distinguished academic institutions, business
associations and consulting firms from different
Latin American countries, carried out a study on
750 family businesses in the countries of
Argentina, Colombia, Costa Rica, Mexico, Peru,
Uruguay and Venezuela, with the objective of
determining both the demographic
characteristics and the impact of the local
environment on the managerial and strategic
decision-making of family businesses in the
region.

As a result of this study, it was found that
85.20% of private companies in Latin America
are family-owned and were founded during the
last two decades, have on average between 11
and 50 employees with gross annual sales of
approximately US$3,000,000 and 12.38% of the
companies generate more than US$23,000,000
in annual sales. Globally, family businesses are
considered fundamental for the development of
countries and regions, as statistics show.
(Gomez, 2012)

In the USA:

- 95% start out as family-owned
- 70% of the Fortune 500 are family-
owned according to Fortune magazine.

In Europe:

- 86% in the South

- 75% in the North

- 60.5% in France

- 75% in Italy

- 82% in Germany

- 76% in the UK

- 80% in Spain

- 76% in Great Britain

In Latin America

- 75% in Argentina
- 70% in Colombia
— 90% in Chile

- 86% in Mexico

C. Porras and M.L. Nalda, La Empresa
Familiar, un motor de riqueza, 21 May 2008,
Gaceta.es, C.Porras and M.L.Nalda, "La
Empresa Familiar, un motor de riqueza”,
21/05/08. J. Amat, La continuidad de la Empresa
Familiar (Barcelona: Gestion 2000, 2001).
COLMENARES-OLIVERA, Esperanza & FLORES-OLIVERA, Ismael.
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According to statistics reported by Mario
Rizo, partner of the firm Salles, Sainz-Grant
Thornton, in Latin America, 9 out of 10
companies are family businesses, and
unfortunately 2 out of 3 fail.

In Mexico, more than 87% of existing
businesses are family businesses, but 8 out of 10
fail and die before they are two years old.

Decision-making in this type of
organisation is less bureaucratic than in non-
family businesses, because there are few
managers in whose hands the decision-making
powers are concentrated, so it is more flexible
and adapts more quickly to changes in the
environment. Mario Rizo, partner of the firm
Salles, Séainz-Grant Thornton, said.
(CNNExpansion 29/01/2013).

Mexican micro and small family businesses in
the national context

In Mexico 97 % of the commercial activity is
given by microenterprises, let's take into account
that 86 % of the companies in Mexico are family
businesses, of seven economic activities that are
registered in the State of Puebla, Secretary of
Economy (SE, 2013) there are 108481 economic
units, of which 106537 are microenterprises,
small 1391, medium 410 and large 143. INEGI
(2009) In Tehuacéan there are 9640 economic
units of the commerce sector. INEGI (2008)

SE. Ministry of Economy, federal
institution. It promotes and implements public
policies and programmes aimed at creating more
and better jobs, more and better companies and
more and better entrepreneurs.

INEGI. The National Institute of
Statistics and Geography is an autonomous
organism of the Mexican government, dedicated
to the coordination of the National System of
Statistical and Geographical Information of the
country.

In Mexico there are 95.5 percent of
microenterprises 4.1 percent are small and
medium-sized enterprises while 0.3 percent are
large.
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Table 1 Number and percentage of enterprises by
economic sector and employment
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Table 2 Legal category by company size and branch
(commerce)

Various studies on the initial duration of
new enterprises show that there is a high rate of
closure; only 20 per cent will reach the age of
two years.

Convictos familiares 17%
Mala administracion 16%
Ausencia de derazgo 14%
Inagaptacidn al cambio 1%
Falta de clandad en el obetivo 10%

Falta de capacitacion 10%
Ausencia de planeacién 9%
Falta de actualizacidn del empresario %
Ignorancia de la problematica del pals 5%

100%

Table 3 Causes of micro and small enterprise failure
Source: (valencia, 2010)

Another research carried out by the author
of the book Administracién de Pequefias y
Medianas Empresas (CONACYT, reference
0880-59110), whose purpose was to determine
the causes of failure in micro, small and
medium-sized enterprises:

Falta de estudios de prevencién (estu- 29 0%
J
dios do mercado, tnanclero y rscal) = )«
Falta do expenencia en ¢l ramo 18.0%
Falta de habliidad administrativa 22.0%
Escasez de personal califcade 14.0%
Infacion 12.4%
Fraudes 3.6%
Josnsires "
Desastre 1.0%

100%

Table 4 Cause of failure
Source: (Valencia, 2010)
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The most successful Mexican family
businesses at the national level

Main problems of family businesses

There is a popular saying that mentions that the
first generation is the founder, the one who
creates and grows the family business; the
second generation, the one who enjoys the
benefits of the family business; and the third
generation, who spends all the profits of the
family business.

The second generation enjoys the
benefits of the family business and the third
generation spends all the money and leads it to
bankruptcy. (Sandoval, 2013). A recent study
carried out by Banamex together with a
consulting firm called Profit Consulting, shows
us a broad x-ray of family businesses in Mexico.
The aim of this study was to understand the
profile of family businesses by identifying the
level of compliance with the best business
practices that family businesses should carry out.
To carry out this study, seven challenges were
defined, on which the level of compliance of
each company was evaluated in order to
determine the extent to which each challenge has
or has not been met.

With the seven challenges of the
Banamex and Profit Consulting study, the level
of compliance of each company was defined
according to a list of "best practices". The study
shows that 68% of the companies are at 50% or
less of compliance with the practices, which
means that there is much to be done to ensure the
continuity of these companies.

Main challenges for family businesses

The "succession” challenge is the most critical,
as 40% are at a critical level as they have not
planned for the succession of the family
business. This is followed by the "governance™
challenge, the "finance" challenge, the
"strategy" challenge, the "wealth" challenge, the
"family" challenge and the "business" challenge.
With this information we can realise the main
issues of the family business. The following
table shows the name of the challenge and the
main problem or practice not carried out by the
majority of the family businesses surveyed in the
Banamex study.:
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Reto Problema o practica
no llevada a cabo

Empresa Vulnerabilidad ante la
ausencia del lider

Familia Ausencia de reglas

ESCTItAS V mMecanismos
de comunicacion que
mejoren las relaciones
entre la familia v la
empresa

Falta un plan
estratégico por escrito
No hay un plan
financiero por escrito
No tienen Consejo
Familiar v un grupo
directivo profesional
MNo hay un plan de
sucesion

No hay un plan
patrimonial por escrito

Estrategia

Finanzas

Gobiemmo

Sucesion

Patrimonio

Table 5 Problems and challenges of family businesses

With all this information, we can
conclude that there are three main areas in which
we can work with family businesses on the basis
of their specific problems:

The professionalisation of management
practices (strategy). The development of
communication and negotiation skills of the
members of the business family.

The dissemination and application of
models for the sustainability and succession of
the family business (innovation and continuous
improvement).

Competitive advantages, success stories
of family businesses in Mexico

Family businesses, including those of
dynasties such as Slim, Servitje and Azcarraga,
represent between 70% and 90% of all
businesses in Mexico.

Case 1 Grupo Bimbo

The "teddy bear” firm started out as a powerful
company from its inception, when in 1945 the
Servitje family began to market bread. From that
moment to date, it has managed to multiply its
workforce to 73,000 employees, spread across
74 plants and seven sales companies in 16
countries.

COLMENARES-OLIVERA, Esperanza & FLORES-OLIVERA, Ismael.
Mexican micro and small family-owned enterprises with a model of
continuity in a globalised environment. Journal-Economic Systems. 2020
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In recent years, the company has worked
hard to expand its branches by acquiring small
companies in the sector, as well as strengthening
its portfolio by adding sweets and biscuits to its
traditional dough sales. It has also increased its
international market share through acquisitions
such as Sara Lee.

Case 2 Grupo Televisa

Although Emilio Azcarraga Vidaurreta first
experimented with radio and then television
broadcasting in 1930, officially Televisa began
operations in 1972, with the merger of
Television Independientes de México (TIM),
Canal 8 and Telesistema Mexicano. Soon after,
the latter became the owner of all the firms,
passing into the hands of Emilio Azcéarraga
Milmo for the next 25 years, which was enough
time for it to become the most important
Spanish-speaking television network. Currently,
it is Emilio Azcarraga Jean (Milmo's son) who is
at the helm of the business group, showing
business power and a strong influence in the
public media. Proof of this is the large number
of companies that the conglomerate owns,
among them Club de Fuatbol América,
Cablevision and Editorial Televisa. Despite
strong criticism for his so-called monopoly and
the media revolution facing television, following
the emergence of the internet, social networks
and other electronic platforms, Azcarraga Jean
recently assured that his business has not only
not declined but is at its best.

Case 3 Grupo Carso

The success of this conglomerate is directly
linked to Carlos Slim Helu's business skills. The
Mexican businessman is today considered the
richest man in the world, with a fortune that
Forbes estimated in 2010 at 54 billion dollars,
and that according to an update made at the
beginning of this year has grown to 74 billion
dollars. Slim and his family currently own shares
in companies such as América Movil (Telcel),
Telmex, Grupo Carso, Inbursa, Ideal and US
Com, but they are looking for more. Of all of
them, América Movil stands out, which has
become one of the four mobile operators with the
most lines in the world. Participating in 18
countries and serving more than 250 million
customers.
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Case 4 Cemex

The Zambrano family, originally from
Monterrey, has managed to transform Cemex
into one of the largest cement companies in the
world, thanks to its 51 plants in 11 countries on
four continents. Lorenzo Zambrano, its leader,
had an annual production capacity of close to 78
million tons of cement and sales of more than 5.6
billion dollars a year until the beginning of 2010.
Unfortunately, the cement company has suffered
one of the sharpest falls in recent vyears,
accumulating an immense debt of more than 18
billion dollars, which has forced it to take drastic
measures. In the fourth quarter of 2011, Cemex
plans to sell between 100 million and 200
million dollars, which it will use to pay off its
financial obligations. In any case, the company
continues to be one of the most important in the
country.

Case 5 Mexican commercial

Carlos Gonzéalez Nova, together with Antonio
Gonzélez Abascal, created Comercial Mexicana
in 1930. After all these years, and with the
leadership of Guillermo Gonzalez Novoa, today
the company is the third largest chain store in the
country. According to its own figures, it operates
227 shops throughout the country, but divided
into brands such as Comercial Mexicana, Mega,
Bodega Comercial Mexicana, Costco, Sumesa,
City Market, Alprecio and Fresko, all of which
it owns. Like Cemex, Comerci currently has a
large debt (1.5 billion pesos), although it hopes
to reduce it this year.

And it seems that it will succeed, as a few
days ago the company reported that after three
years of low growth it will resume its expansion
thanks to investments of two and a half billion
pesos to open new shops and renovations. In this
way, the company presided over by Guillermo
Gonzalez Novoa has set itself the objective of
opening a total of 22 units for the following year.

Case 6 Wal-Mart Stores, Inc.

A family-owned company founded in 1962 by
Sam Walton. Walt-Mart's winning strategy is
based on selling products at consistently low
prices. (Anthony, 2008) It performs a daily
analysis of the performance of all shops on items
such as sales, expenses, profits and losses. The
data from the top shops is used to improve
operations in problem shops.

COLMENARES-OLIVERA, Esperanza & FLORES-OLIVERA, Ismael.
Mexican micro and small family-owned enterprises with a model of
continuity in a globalised environment. Journal-Economic Systems. 2020
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In a very simple way, the daily sales
performance is compared with the previous
year's figures.

| always had the soul of an operator, of
someone who wants things to go well, then
better and then as well as possible.

Their organisation is a "shop within a
shop" and managers are encouraged to be
creative and incentivised. The three-metre
attitude of looking at customers and asking "can
| help you with something™ is a big help and has
helped to support customers and reduce
shoplifting.

Pay increases based on performance rather
than seniority and an open door policy. He
instilled frugality as part of Wal-Mart's DNA.

Frugality: is the quality of being thrifty,
prosperous, prudent and economical in the use of
consumable resources (such as food or water), as
well as optimising the use of time and money to
avoid waste, profligacy and extravagance. (Jhon,
1999) In behavioural science, frugality has been
described as the tendency to acquire goods and
services in a restricted manner, as well as the
optimised use of economic goods and services
one already possesses in order to achieve one or
more long-term goals.

Case 7 Carlos Kasuga, CEO of Yakult Mexico

Carlos Kasuga, a Mexican entrepreneur of
Japanese origin who is currently Chairman of the
Board of Yakult Mexico, has a business
philosophy based on hard work, trust and
cooperation. (Herrero, 2013) These values have
made him a sought-after and inspirational
speaker, as well as a role model in the world of
business and social responsibility. Here are 10
inspiring insights he has shared in interviews and
lectures:

On being a good leader

1. "Being the head, the entrepreneur has the
responsibility to lead people. It is very
important to set goals that are not
exaggerated and, when those goals are
achieved, to deploy them in a big way".
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2. For Kasuga, it is important that
executives make their employees feel
needed, useful and respected. This is
what the businessman calls the "moral
wage".

On failure

1. "We know that there can be mistakes
because we understand that people have
qualities but also flaws. Therefore, you
have to teach people to grow like
bamboo and show them that in storms or
failures you can be down but you can
never break, and then get up again”.

On entrepreneurship

1. "We must educate companies, because
the only way to generate wealth is
through education™.

2. "The best seasoning for a restaurant and
the best merchandise for a store are the
owner's footsteps. By this | mean that
you have to keep an eye on the shop
every day, even on Saturdays and
Sundays".

3. "If we earn one peso, we should spend
only 80 cents, and if we can't have
everything we want, we should take care
of what we have.

4. Kasuga argues that the success of SMEs
is linked to constant investment in
training, courses or workshops.

5. He is also emphatic about the importance
of having good relationships with all
stakeholders, especially with suppliers,
as they will reciprocate with on-time
deliveries, better prices, etc.

On personal values

1. Values are what make the individual a
quality person. To have quality as an
entrepreneur, as a person and as a
company as a whole, four steps must be
followed:

Well-being: Being honest, punctual,
clean, responsible and hardworking.

COLMENARES-OLIVERA, Esperanza & FLORES-OLIVERA, Ismael.
Mexican micro and small family-owned enterprises with a model of
continuity in a globalised environment. Journal-Economic Systems. 2020
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Doing well: Doing everything right from
the start.

Well-being: Give more than you get: to
your family, to your work, to society. In the end
it makes one feel well being, which is
synonymous with full happiness.

The good to have: If the above three steps
are followed in that order, you will achieve the
well-being of money and material things.

On environmentalism

1. "When you get married, plant a tree;
when your child is born, plant a tree;
when you enter primary school, plant a
tree; before any really important event,
plant a tree."”

Continuity model

Formal presentation of the continuity model for
family micro-businesses.

‘o ‘o

INQTTNCIONALLZACI?N CONTINUIDAD -

Q
[E e W e
‘ g — A'neGocio, | 8]
.3 / §

Figure 1 Continuity model for family micro-businesses
Description of the continuity model

All the elements revolve around the business, in
the first level there are three factors directly
related to the business, which are the economic
factor, the product factor and the most important
factor, the customer, where competitive
advantages must be developed for each factor.
Secondly, there are five elements of analysis:
strategy, leadership, innovation,
institutionalisation and continuity, where a
diagnosis is made by means of an X-ray of the
business and work is done on the weakest points.
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In the external line we find the
transgenerational potential that is divided into
the family factor, which are the unique resources
and capacities that family businesses have when
interacting the family, individuals and the
business itself, the entrepreneurial orientation
refers to those dimensions to be continuously
undertaking, developing organisational learning
and innovative performance. The proper
functioning of all these elements generates
continuity in a family business.

The deming cycle as a tool for applying the
continuity model

/ i g \

. Ciclo de Majora o P
/\Ctu\" Contincsa Hacer
Verificar /

Figure 2 Deming Cycle

Case study: Real application of the
continuity model to a family micro-business in
Tehuacéan

Plan

Identify the process to be improved:
Continuity for family micro-businesses that only
work with empirical procedures: Name of the
micro-business: "Carmen" Grocery Store.

Collect data to deepen the knowledge of
the process.

a) Application of a questionnaire that
will provide information for the analysis of the
following aspects:

- General data of the company
— Strategy

— Leadership

- Innovation

- Institutionality

- Continuity

COLMENARES-OLIVERA, Esperanza & FLORES-OLIVERA, Ismael.
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a) Transgenerational Potential Analysis ANALISIS DEL POTENCIAL TRANSGENERAIONAL

ANALISIS DEL POTENCIAL TRANSGENERACIONAL

TIENDA DE ABARROTES CARMEN
AV PERAFIEL 507 COL SARASIA
TEHUACAN

ANALISTS MODELO POTENCIAL TRANSGENERADONAL
DEL NEGOOO FAMILIAR

INTERPRETACION DE LOS RESIRTADOS
1¥2s SN REALIZAR

3Y4e EN PROCESD

5 LO FACILITAN O LO REALIZAN

FACILITAN
SIN REALIZAR
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5
5
1
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FACILITAN
SiN REALIZAR
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Table 12 Transgenerational potential analysis

Do

1.

Draw up an X-ray.

Elaborate an analysis of the
transgenerational potential of the family
business.

Elaborate competitive advantages of
three aspects directly related to micro-
businesses.

RADIOGRARA DEL NEGOCO FAMILAR

O DRERREBUNE

b3t ]

FIPERAPE S COL S
EHaM  PEL

L) § PN

A
| SIS I AR R S

<
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@ &

]

H

o= = 0o s nu

Figure 3 X-ray of Family business, grocery shop
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Figure 4 Analysis of transgenerational potential, grocery

shop

In this business there is no governance as
there is no organisational structure, so this
analysis allows defining a work plan for the
family business to maintain the elements that
facilitate continuity, and to develop those that
are unfinished and in progress.

Check

1. Carry out a diagnosis of the X-ray of the
family business.

2. Conduct a transgenerational analysis and

identify the areas to work on in
conjunction with the X-ray diagnosis.
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Table 13 Diagnostic X-ray of the family business

Source: Own
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Act Clutter makes the customer think that the

1. Modify the processes according to the
conclusions of the previous step to
achieve the objectives with the initial
specifications, if necessary.

2. Implement further improvements, if
errors have been detected in the previous
step.

3. Document the process.

Elaborate and document the
requirements according to the analysis of the
model.

Strategy
Elaborate a strategic plan for the business
Institutionalisation

Elaborate the organisational structure of the
business and establish rules and regulations. The
mission, vision and values as a corporate image
help us to commit to meeting objectives and
satisfying needs.

Develop an information system to help
improve the management and storage of
knowledge, which contributes to the growth of
the company. This should contain: information
on prices, product, product stock, percentage of
profits, suppliers, customers.

Perform daily analysis of business
performance

Continuity

- Propose how to develop a succession
plan

— Develop the competitive advantages of
the integral part of the model with three
factors

- Economic factor

- Product factor

- Customer factor

Product factor

Product display per block. This means that it is
necessary to take into account the brand and the
characteristics of the product that are similar,
this will help the customer to easily identify the
areas of the products. Hydrating drinks area,
cleaning products, sweets, etc.
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product is not available in addition to the bad
image it conveys.

Complementary products for necessities

In the product management of the Carmen
grocery shop, this scheme was analysed and
applied in order to cover a customer need in the
best way possible.

By complement: this means that the sum
of several products must be available to satisfy
one or more needs.

Necesidad Complemantas Satisfac
principal + Bl ciondel
- cliente

Figure 5 Diagram of client's needs plus complementary
products

For a cure, basic commodities such as
band-aids, alcohol, adhesive tape, syringes,
painkillers, hydrogen peroxide are needed.

Economic factor

In the grocery shop an analysis of daily sales was
applied  which  shows very important
information, a database was designed where we
can observe the cash flow of every day, results
are shown that can be observed and analysed by
all members of the business.

The development of the economic factor
was based on the following formula:

Cost ($) + Profitability (%) = selling price($)
80% reinvestment

10% economic buffer

10% Remuneration

$ 15903600 | 3 w6 29900 | 181,779.00
i3 GIsE00 78 457660 | ¢ 489610
3 12786830 | § W7,00920 | 121423 20
$ NIEC20| 8 2929900 | 8 3035580
1599360 | § WeEza50 [ ¢ %.177.90 ]
15938360 | ¢ WE2950 | ¢ 15,177 90 |

Table 14 Economic performance grocery shop
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Customer factor

Customer perception test: Analyse and Improve
your performance to get a better perception. In
the grocery shop the following test was carried
out to improve personal performance, attitude
and with others, which are reasons that the
customer is always aware of and put into practice
to develop competitive advantage.

+ Tiene bugn humot y sonde con kecuencia

»Clida su apatiencia personal

+ Teabajn curo pero sin olvidar a su famdia y amigos

+Gusta de las ventas: estaconterno con b gue hace v eso b netan los
chentes

L ALIE IR

+

»Se considera sooko de los proveedaores, Aprovecha suinfamaciin
comeiclal, innovaciones y pOmociones para ncrementar fas ventas

Walora suteabajo. Sabe la mpertancia de poner al slcance de sus
chentes los productos y servicios que elos necestan

1Conooe sumercancia
»No habla mal de sus competidores con sus clentes

+ &

»Conoce a su clientela Ssbe con quien promover unaventa
»Tiene una buena rafacion con sus clientes &5 paciente con
105 Indecisos v rapido con los que llevan prisa

o tiene chentes pequeios. Atiende igual a un nifio que a *
un adulto, a compradores ocasionales que a clientes
frecuentes, a quienes gastan mucho ¥ a quienes gastan poco

EHSW!%‘NAH;!#Q Sl NO
rTsene una mente postiva . NO ¢ queja de 1os problemas |

{rata de résolverios
#No &5 conformista. Una buena temporada de ventas no o

paraliza; por lo contrario lo motiva a esforzarse mas *
+E5 realista. Se conoce a 5l mismo, esta consiente de sus -
alcances y limitaciones

» Aprende de sus errores -

Table 15 Customer perception test

Final result obtained after applying the
continuity model for family micro-businesses

After modifying the processes according
to the findings of the previous step:
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RADKGRARA DEL NEGOCHD FAMILLAR
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Figure 6 X-ray of the micro-business, grocery shop after
applying the model

The previous average was 3.23 which
meant that we were at a medium level. Now it is
4.79 after the application of improvements
which means that we are now at a high level. The
current average gives us the following
conclusions:
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In this business there is a governance
Bao 12299 Medio=32429 Ato=4315 structure, and the leader has captured and
‘ — _ — documented the knowledge and can share it with
A0 ALTO ALTD ALTO ALTD all members.
JANOSTD DEGNESTC0 CRGHOSTCO DAENOSTCO DRGNOSTCO i )
It has an aggressive business strategy to
Spicaged  [Sgciqed  [SoicagebW  |Sofcaqe dIF o Spicagedif . .
na;co:r;fia 'na;:gc:fa‘ﬁa i:r«:::;m :m-)?:o:)ep:m:: :»eﬂai::: face |tS Compet|t0rs.
L3000 moactadn pestahampactado |eorsepdelamiiade  [plares egasy
emdepaquha |posanenesl  [podvameteaks  |empresaydedrecoin) |eowsos . . . . . .
pscalpuimiointdt [ipemds  [polcimbin  [oompettests It maintains a good relationship with its
ot iacay —— T 1 external (networks) which will help it to solve
s future contingencies.
EModsode Secusraconun  |Sepomuesz Lospusstosendsinios  {Sasewnplands
Negooosesa esthodebdzangn | peneracion de nuevas| rsies son 00upados por [ ucescn un . . . .
deiridocanclaidsd|proscive e [deasshapes  [pesonascongeenes [pocesade Its cash flow is stable and maintains its
yesertenddoperla faaspenonasdos  [meonupacin P laposicion admnisaconde H HH
ek, | ik TR s economic stability.
zadadylacegra ersraccreryla
m S~ The new results indicate that the
Bisengsn  [indwdestmenaoencin  [Bowssensde  [Lacomncainge continuity of the family business is facilitated.
esTegoo QR aioeradpuaiony [enpendedurade’a | aannctaoonyce T en Qupo
Rnconayes decimones &l Wesdad ergogasde 202 o Teenteos
rwisad vabaoenequpoy el spovechalas rfomacin que andan s |dela iz es sna Conclusions
canimuITEclS. TEOONOCTTIeNY CPONLNIZaces Que 52 [Wnaduena geionend | Imonce
dernosrwees  |presantany s N
B Thanks to the 100% practical application of the
proposed continuity model for family micro-
S businesses, it helps us to identify problems,
) make a diagnosis and carry out the necessary
Table 17 Final diagnosis of radiography after improvements or implementations to achieve the
improvements objectives set, thanks to the final results we
Source: Own obtain a high degree of satisfaction with the

The transgenerational potential analysis is
carried out again after the business needs have
been realised and the results obtained are
observed:

ANAUSIS DEL POTENCIAL TRANSGENERACIONAL

TENDA DF S3ARA0TES CRMEN

A PERPE

TE-Lo

RUSS MOELD POTENGAL TRARSGEMERADONAL
D€ NEB000 FAMAR

D€ 105 SESRTADOS

ANALSIS DEL POTENCLAL TRANSGENERAJONAL

02 AECE0U B0 AL

G

Figure 7 Final result of the transgenerational potential
after applying the continuity model for micro-businesses
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functionality of the model.

The application of the model results in
the fulfilment of each of the objectives set out in
the project.

The finished project presents a proposal
for a "continuity model for family micro-
businesses that only use empirical procedures™
to improve their performance and management.

It helps to identify, through an x-ray, the
current situation of the business and to work on
the most vulnerable points.

It provides an at-a-glance and interactive
document with all the data necessary for the
proper functioning of the business through the
application of developed strategies.

It helps to differentiate the problems that
arise in the two systems of a family business -
company-family relationship.

Improves  communication  between
family members and employees inside and
outside the business.
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Making a strategic plan for the family
business in the most important areas.

Establishes a governance system of the
family business documented in outlines
(organisation chart) together with its policies
and regulations, through a prior analysis of the
needs of the business.

It explains the importance of innovation
to improve the functioning of the business.

The  model supports with a
recommendation of a succession plan for the
next generations.
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