
 

 

 

Abstract— The metallurgy industry has been one of the most 

influential ones in the Province of Tungurahua. However, its 

weakness lies in the lack of innovation and development of new 

products; for this reason, it is proposed to learn about the efficiency 

in the development and innovation of products through the creation 

of administrative or managing skills. This descriptive research was 

based on information collected through a survey that was completed 

by 60 company managers of the industry, which were randomly 

selected around the province.  It let the researches to learn about the 

competencies of the high and middle management levels of the 

selected companies by evaluating the strategic areas of the 

organization such as: finance, sales, production, human resources and 

managing. The results focused on identifying competencies in relation 

to the activities carried out for prototyping and creating new 

products.  It was concluded that communication on sales department 

is the base for transmitting the needs of customers to the area of 

production and finance, who use empathy and product  orientation to 

generate alternatives. However, the lack of orientation towards the 

customer creates difficulties to reflect the products according to the 

requirements. The area of human resources and administration 

participated indirectly in the process. From the results, it was 

concluded that organizations need to generate competencies that allow 

the innovation and development of products based on the appropriate 

flow of communication within the process of needs assessment, 

design and production. 

 

Keywords—Innovation, product development, organizational 
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I. INTRODUCTION 

The development of competencies and managerial skills 

facilitates the work and functions that we can carry out within 

an organization since it demands a lot of responsibility, among 

which are: customer orientation, fulfillment of goals and 

innovation [1]. In addition, the factors for developing new 

products in the industry where quality standards and 

continuous improvement phases must be met require 

competencies in senior management [2]. 

The main metalworking industries are located in the 

provinces of Pichincha, Tungurahua, Guayas, Azuay and Loja. 
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According to figures from the Central Bank of Ecuador, 

investment in the industrial manufacturing sector has an 

annual average growth rate of 6.29% and in the 2014 shows a 

variation of 11.45% with respect to 2013. 

Ecuador has an advantage over others in terms of operating 

costs in the sector; calculations of annual operating costs are 

based on labor costs. As it is shown in the attached table, the 

costs of operating in Ecuador are 10% less than the average 

annual cost of the competing countries. 

   1.1 Product development and innovation 

A paper presented by the United Nations Industrial 

Development Organization [3] indicates that innovation 

includes all processes of change and provides solutions 

applied to everyday problems [4] adds that it is an absolute 

necessity in companies to survive because if they do not put it 

into practice they have a great risk of failure. In the same way, 

Mulet Meliá, [5] points out that any change that generates 

value, based on knowledge that generates value for the 

company, is also seen as the result of a complex process. 

The design of new products, even the most rudimentary 

ones, always involves a process of generation of functional 

morphologies and solutions that may or may not respond to 

aesthetic issues. [6] The process of creating new products is a 

difficult and continuous task, since it consists of an activity 

that should never be isolated because a company must have a 

vocation of continuity, due to the increasingly short duration 

of the product life cycle. [7] This process may be a mixture of 

competencies due to the requirement to coordinate, plan 

specific activities, which must be followed and properly 

controlled by the person who is responsible for the product or 

its interrelation with other departments of the company [2]. 

The corporate image is the set of specific and personal 

characteristics of an entity, which create a perceptible and 

memorable form of itself and differentiate it from other entities. 

[8] This corporate image is formed by three elements: the logo 

that is a visual distinctive that represents an entity; The 

symbol that is a figure or object that has a meaning and 

constitutes an element of identification; and, the logo-symbol 

which is a combination of the symbol and the letters [9]. These 

elements allow to the enterprise to differentiate at first sight 

from any other company [10]. 
 

     1.2. Managerial skills and abilities 

[11] "The effective manager must be able to self-analyze and 

reflect on himself in an open way, capable of posing and 
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sincerely answering questions such as the following: Are my 

motivations well directed at being a manager? Do I have 

sufficient skills and abilities for the position? Do I set higher 

goals for myself? Do I update permanently? (pags. 13 - 15) In 

addition, [12] "The competences are constituted by three 

groups of managerial capacities: Technical competences, social 

skills, conceptual abilities” (pags. 279 - 280) and [13]  

Morales [14] was the first who proposed the concept of 

competition as a characteristic to distinguish workers from 

performance versus those of high performance. Subsequently, 

other variants were proposed Vega [15], and Bachenheimer 

[16], which define competences as a set of knowledge, skills 

and aptitudes necessary to practice a profession, solve 

professional problems and work organization [17]  

According to Puga [18] "There are two types of skills that 

must be pointed out: managerial skills, strategies which include 

those skills necessary to obtain good economic results and are 

those precise skills to develop and increase their commitment 

and trust with the company” (page. 77) . To these types of 

management skills, proper of business must be added skills 

called personal efficiency. [19]  

II. METHODOLOGY  

The work based on the hermeneutic thought seeks to 

contrast reality with the theory regarding the generation of 

competences, generating interpretative knowledge under a 

qualitative approach that does not presume numerical values in  

itself, the hypothesis is built after the experience [20]. Hence, it 

is intended to develop a descriptive research that "works on 

realities of facts, and its fundamental characteristic is to 

present a correct interpretation, so that the notes that 

characterize the reality studied can be obtained," [21]. 

The study population consists of the formal companies of 

the body shop industry of the Tungurahua Province, which 

according to the registration of the Body Shop Chamber is 

formed in 28 enterprises 

The survey is considered as a data collection instrument since 

it allows to obtain information according to the studied 

variables and it also keeps the elements around the reality. It is 

applied through a questionnaire with questions of hierarchical 

type of 5 levels, validated through experts. It is a valid method 

considering the study population size and can be divided for 

different areas analysis such as sales, finance, production, 

human talent and industry strategy. 

The survey was applied to all managers from registered 

companies, however, only 18 were answered, that means 64% 

of the population participated in the research. 

The processing of the information is presented through tables 

and graphs, which starts with the following steps: critical 

review of the obtained information, repetition of the collection 

and tabulation or tables according to variables of each 

hypothesis, which was done in Excel. 

III. RESULTS 

Figure 1 analyses the answers from the sales area questions 

 
Fig. 1. Elements of the sales area 

 

Figure 2 summarizes the information obtained from the topics 

related to the area of finance, highlighting the availability of 

information and the dissemination of results. 

 
Fig. 2. Elements of the Finance area 

 

Figure 3 shows the content related to the production area. 

Fig. 3. Elements of Production Area 

 

Figure 4 shows the results of the Human Talent and 

Administration area 
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Fig. 4. Expectations of the sector 

IV. CONCLUSIONS  

Competencies that allow innovation and product 

development from the appropriate flow of communication 

within the process of needs assessment, design and 

production. 

Competencies are considered in the industry as an ability to 

influence the way to achieve objectives within their staff, 

achieving the goals of empowerment, product development, 

commitment to the company and customer orientation. Being 

these fundamental pillars for the development of products that 

the customers require. 

In the area of Sales, the participation of objectives is a 

requirement, which generates skills such as empowerment and 

adherence to goals, which is visible in the generation of results 

and transmission of customer needs. For this reason, it has 

within the team the strength to generate new products that the 

market requires. The metalworking industry has financial 

information systems that are used for decision making, where 

other areas are involved for the active participation of the 

whole company. 

The strength of the metalworking industry is the ability to 

produce and innovate, so they consider that planning is the 

fundamental pillar for the generation of processes that reduce 

costs and adapt to new products. On the other hand, within 

the human resources management, people perform activities 

since they do not have automated processes; the 

entrepreneurs seek to prepare themselves with competencies 

according to the needs of companies. 

The expectations for development indicate that they require 

the systematic analysis of the related economic policies and 

actors, it is considered appropriate to create policies that 

promote their development, with innovation being the 

fundamental pillar for this. 
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