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The intense process of globalization offers a great opportunity and this challenge is not
always easy for the SMEs (small medium-sized enterprise)



Despite the small size of most of wine firms in Spain, exports have more than doubled in
recent decades and the number of firms with transactions in foreign markets is constantly
on the rise.



In this context, the aim of this paper is to analyze the importance of cooperative networks
in export perfomance in Spanish wine industry using a homogenous sample of Spanish
SMEs.
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Figure 1. Wine exports and n. of exporters (2000-2015)

Source: Datacomex (2017)

Figure 3. Exporters by region (2000- 2015)

Source: OeMv (2017)

Figure 5. Appelation D´Origine Controllée Participation
(In Spanish D.O.P) (2016)

Source: Datacomex (2017)



In recent years the literature has expanded its focus by introducing firm heterogeneity in
international trade models (Melitz, 2003; Chaney, 2008; Bernard et al., 2012; among others). Several studies
have highlighted the need to include more of the firms’ individual characteristics (Bernard et al., 2012).
The paper, from the network theory point of view, introduce an alternative mechanism that firms use
to overcome resource and skill limitations, is cooperation with other firms (Johanson and Mattsson,
1988; Mínguez, 2010)



For small and medium-sized wineries, crossing the border involve paying high initial costs, and
competing in a more complex environment.



Nevertheless, the limitations of a small size, the scarcity of financial, human and technical resources
and the lack of dimension to take advantage of economies of scale can be compensated by managers
establishing collaborative networks with other firms or institutions (Johanson and Mattsson, 1988).



Cooperation helps firms accumulate the required information on foreign consumers, facilitates
product adaptation to the target market’s needs and demands, and ultimately enhances export
performance (Karelakis et al., 2008)



In other words, by collaborating with other firms, SMEs can benefit from the same advantages as
large firms when exporting by benefiting from economies of scale and minimizing risks or removing
redundant risks (Gebhard, 1987)



Furthermore, cooperation between organizations is especially useful for small firms in wine industry
as it helps them to improve product quality and takes advantage of synergies and complementarity of
resources, increases size to improve their results.



In these preliminary paper we use a panel-data from the Spanish Business Strategies
Survey (Encuesta sobre Estrategias Empresariales –ESEE by SEPI Foundation - Ministry of
Industry of Spain)



The paper analyses the export performance from a sample of 30 Spanish Small and
Medium Size

firms

(employing

less than 250 workers) of the Beverages Sector

(Alcoholic producers of 110 code following NACE-2009, most of them are wineries)
from 2006 to 2012.


The econometric strategy employed consists of estimating a Heckman-model. Two
equations are estimated for that purpose: the first includes the determinants of firms'
decision to export (propensity), while the second considers the determinants of export
intensity.



Selection model (propensity to export) describe firms’ decision to export as the result of a series of
the firms’ individual characteristics and the specific costs of entering each target market [(Roberts and
Tybout (1997), Bernard and Jensen (2004) and Bernard et al. (2012)]



The first equation is estimated using a probabilistic model (Probit). This analyses the factors
affecting the likelihood of exporting and also provides the inverse Mills ratio for each firm and
market.



The dependent variable (D_exp ) is a fictitious variable taking the value 1 if firm i exported to region
j in year t and zero otherwise. We considered 4 regions.



The second stage of the Heckman model analyses the determinants of export intensity.



The possible selection bias has been corrected in this stage using the inverse Mills ratio calculation
for each firm and target market, as seen in the equation. The second stage uses econometrics technics
from panel-data analysis.

ln V_Expijt = β1 + β2 Networksit + β3 l_Productivityit + β4HumanResourcesit
+ β5 Ageit + β6 Innovait + β7 l_ExternalDemandjt + β8 InvMillsijt +Uijt



The dependent variable (V_exp ) is the firm’s export value i towards region j in year t. The model
takes four target regions into account: EU, OECD-Countries, Latinamerica and the rest of the world,
and would be specified as follows

Variable

Description

Mean

D_Exp (1st Stage)

Export Propensity: Dummy variable- Identifies whether the
firm exports

0.760

V_Exp

Export Value: Firm’s export value i towards region j in year t.

Networks

Standard

Min.

Max

0.426

0

1

2245149

7463166

0.04

7.60e+07

Collaborative Networks: Dummy variable that takes value 1
if firm i participated in year t in a collective marketing action
for overseas expansion, such as sector export agreement,
association of exporters or export cooperatives, and zero if it
did not.

0.172

0.377

0

1

Productivty

Productivity: Added value / number of hours effectively
worked.

65.478

77.165

0.9

514.2

HumanResources

Human Resources: Proportion of the firm’s employees with a
university degree (percentage of engineers and other graduates
out of the staff total).

0.056

7.201

0

33.3

Age

Firm Age: Number of years (plus one) from the year the firm
was established up to the year in which the survey is taken.

39.477

27.471

2

514.2

Innova

Innovate Product: Dummy variable that takes value 1 if firm i
innovates in year t , and zero if not.

0.098

0.298

0

1

3.95e+09

3.57e+09

3.30e+08

9.90e+09

Deviation

External Demand



This preliminary paper has studied the relationship between firm collaboration and firm
export performance for a uniform sample of Small Spanish firms.



This study shows that the Spanish industry has a dynamic behavior. Despite the small size
of the majority of wine firms, the exports have more than doubled in last decades and the
number of exporters have been tripled.



The results obtained in the empirical analysis suggest a positive network effect on export
propensity and export intensity. (Please, The work presented is in a preliminary. Therefore the results can
not be generalized)



Our paper has shown how SM-Wineries, despite of scarce financial, human and technical
resources, have developed an intense process of internationalization.



The initial limitations to taking advantage of economies of scale could be compensated
by their managers establishing collaborative networks with other firms.



The study also highlights some limitations that open up interesting areas for possible lines
of research. The main limitation is that the study considers exports to only four target
regions (EU, OECD, LatinAmerica and the rest of the world).



It would also be interesting if future research analyzed the effect of other forms of
collaboration, for example technological or manufacture collaboration, rather than merely
trade collaboration.



Finally, the results could be interesting for policymakers. As shown in this paper, interfirm cooperation allows small firms to access foreign markets. It might, therefore, be of
interest to produce export support programs especially for SMEs focusing on encouraging
cooperation between organizations. Also, policymakers could establish new programs that
promote collaboration between firms and research centers as an alternative mechanism to
improve firm competitiveness.
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