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EDITORIAL

Traditionally, strategic management has been aadlygom an economic perspective, w
approaches aiming at understanding the mechanisdeslying firms' performance. Ttmost
relevant theories, such as structure-strategy-performance paradigpgyn Porter for the
analysis of competitive advantage, tgame theory aboutompetitive interactionthe
evolutionary perspectivand the resour-based view, tried to point out cditions and causal
mechanisms of competitiveness, linking internabueses to the generation of value i
market context.

More recently, a psychological perspective has laelpted in several studies in orde
contribute to understanding organizaal and market dynamics. The field of analysis sl
from the external environment to the internal r@ses of an economic organization, pay
increasing attention to the cognitive and behavVipracesses. However, the emphéeut by
psychology of staitegic managemeliterature orbehavioral and cognitive aspects of strat
formulation brought to undervalue emotional andectif’e aspects, leading to a <
inadequate representation of strategic manage

There is still aelevant amourof work to be done in terms afiterdisciplinary studies t
succeed in capturing vision which includes all perspectives that need to be tefor a
complete understanding of the deci-making process of companies ardanization:

This journal aims a¢ncouraing this interdisciplinary approach, fikgtby integrating the
economic andhe managemeiperspectives with the behavioral gml/choloical ones.

The first article entitled "Explaining Customer ladty to Retail Storein U.S. Hispanic
Markets", by Arturo VasqueParraga and Miguel Sahagprovides a better understanding
customer store loyaltyThe study employs a model describing key relationshipghe
generation of customer loyalty, from initial custensatisfaction to trust, to commitment,
loyalty. Results of an empirical research show tlustomer satisfaction alone will not res
in customer loyalty. In today's environment of g&sing competition among stores, eart
“true" customer loyalty is requir. Additionally, attaining customer tsttand commitment |
an essential component in the path to reach custioyedty in the long tern

The second article from Domenico Consoli entitléThe Integratiorof Interactive and
Collaborative Tools 2.hiWebsitesof Micro and Small Enterprisesdnalysss the state of the
art about the use of interactive tools in webstttssmaler companies that have introduc
some experimentations in this direction. The analywas oriented to understand
entrepreneurs or managers think that new digitannels are relevanh reaching busines
goals. Resultshow that smalfirms understood the potentiality of Web 2.0 and increglgi
feel the need to be present on social networksoadih this awareness does not always ir
the mastery of adequdtmgic and languag..

Simplice Asongu, with the article entitled "Newn&ncial Development Indicators: W
a Critical Contribution to Inequality Empirics” moduces complementary indicators to
existing Financial Development and Structure Daab@&DSD). The paper suggests
practicable way to disentangle the effects of tlaious financial sectors on econor
development. The equation of financial depth in pleespective of money supply to ligt
liabilities has put on the margin the burgeoninformal financial sector in developir
countries.

“Moon Phase as the Cause of Monday Irrationalitgsé€C of Asean Day of the We
Anomaly” is the subject of the article froRayenda Khresna Brahm:, Chee-Wooi Hooy
and Zamri Ahmad. The authors investigi anomalies in investors behavior depending or
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day of the week, trying to verify if a Moon-Inducedood could be a determinant of an
irrational behavior.

The article entitled “Retailer - Consumer Relatlips for Durable Goods Market in
Romania. A Multimethod Analysis” by Manuela Rozaltabor, examines the relationship
between Romanian consumers of durable goods aaderstthat operate on this market.
Trough an empirical research on 300 household®imdiia, the research revealed a paradox,
since Romanian consumers showed distrust in salssmnel and confidence in commercials.
This can be considered an indicator of immaturitfRomanian market in comparison with
that of other EU Member Countries

Nikola Perovic, with the paper entitled “Psycholzdi Pricing in Modern Retailing: The
Case of Wine Sector in Hard-Discounter Chains ofd®ai, analyses how psychological
pricing could be a source of competitive advant&gsults show that psychological pricings
bring advantages to retail chains in many aspd&es,increasing demand, attracting new
business deals, growing profits and customer basecbeasing customer loyalty.

The article from Liviu Catalin Andrei offers a coibution to the debate on the field of
convergence policies and Optimum Currency Area (PG2onvergence and OCA are
different from free trade area and customs unioammg a paradox in comparison to what
was being developed at the beginning of the intemrgrocess.

Marco Cioppi, Fabio Musso, Tonino Pennarelli angsdtetta Savelli present a research
on small and medium-sized enterprises in the furaisector in Italy, with the aim to analyze
which kind of strategies SMEs are adopting in ortteface the economic crisis. Results
revealed the ability of firms in reacting by a s#gy change, being able to improve their
position in the market.

The impact of productive safety net program on piyvées the subject of the paper
authored by Yibrah Hagos Gebresilassie. The paperated that the program has positive
and significant effect on consumption, livestockdngs, and productive assets. The study
also revealed that the program has positive anufisignt effects on poverty reduction and
protecting productive assets.

Abolaji Joachim Abiodun, Kenneth Sola Adeyemi andefale Omotayo Osibanjo
(“Quality Dimensions, Value, Service Cost and Regmwndation Behaviour: Evidence from
the Nigerian Cellular Industry”) analyze both affee and cognitive factors in cellular
services to customers’ recommendation behaviorulResf an empirical research indicate
that core cellular service dimensions, service ¢pste) and hedonic values are significant
determinants of customers’ recommendation behavior.

“Lying for the Greater Good: Bounded RationalityanTeam” is the title of the last
article, authored by Oktay Surtci. The articleosused on the interaction between fully and
boundedly rational agents in situations where theierests are perfectly aligned. The
cognitive limitations of the boundedly rational ageo not allow him to fully understand the
market conditions and lead him to take non-optidedisions. On the other side, the fully
rational agent can manipulate the information helseand decrease the expected loss caused
by the boundedly rational agent.
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