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SMEs represent more than 90 percent of firms globally (Dabić et al., 2020) but face structural 





(Dabić et al., 2020; Laufs & Schwens, 

2014)





















“Before GAIA, I was driving blind, with no information. 

with the partners” 

no longer available: “

even lost some clients because of this.” 



The supplier perspective illustrates how this difference can manifest in PRM use: “I see that 

e quite a lot” (SP1).
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