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Abstract
In the "business world, there is no business relationship without trust". However, the stability of non-contractual
business interaction is not based on "blind" trust. On the contrary, it requires interpersonal trust based on a
sociocultural rationality." Therefore, the latter should be explored and analyzed.
Thus, as a case study, the phenomenon of non-contractual business exchange relationships of the informal
transport of goods in Morocco is governed by "social algorithms" based on interpersonal trust, in which virtues
such as (Niya1, Lkelma2, Lmakoul3 etc.) create a model exchange practices based on cultural ethics and moral
value.
Keywords: trust, non-contractual exchanges, social algorithm, ethical exchange practices
1. Introduction
In an informal business environment characterized by complexity, uncertainty and social governance,
interpersonal trust plays an important role in governing business relationships. From this perspective, the issue of
the stability of the exchange relationship between ITG4 and retailers remains a subject of debate, especially
among law and practice in the Moroccan context.
Research on trust in inter-firm relationships has yielded a large body of literature. In fact, trust encourages
adversaries to maintain their relationships and resist the appeal of short-term alternatives in favor of long-term
interests (Anderson and Weitz, 1992; Ganesan, 1994; Morgan and Hunt, 1994; Doz, 1996; Doney and Cannon,
1997). Stable relationships are based on strong reciprocity, the fact that leaders to long lasting cooperation as
well as reducing transaction costs. (Anderson and Weitz, 1989; Anderson and Narus, 1990; Moorman et al, 1992;
Morgan and Hunt, 1994; Macintosh and Lockshin, 1997; Siguaw et al, 1998).
In fact, building a long-term relationship can save your money. This effect is recognized by Williamson (1985).
Because of the trust factor in actors’ relationship, resorting to costly systems of formal control becomes less
necessary.
However, to elaborate more on the Trust concept in informal businesses, it is necessary to address few
challenging questions namely:
-

What forms of exchange exist between informal road freight transport and retailer?

-

What is the place of social order in the commercial sphere?

-

What forms of governance do exist between informal road transport and retailers?

-

And finally, why did we tirelessly think about the eternal duel Trust Versus Contract?

1

Intention

2

Word of honor

3

Honest

4

Informal transport for good
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2. Conceptual Framework
2.1 Definition of Trust and Its Levels
Trust has historically emerged in the field of psychology (Deutsch, 1958) and then spread rapidly to all
disciplines of the social sciences and humanities. This spread has made it an important aspect of today's
inter-organizational coordination (Bidault and Jarillo, 1995; Sako, 1998; Hosmer, 1995; Lepers, 2003; Lewicki
and Bunker, 1996; Mangematin and Thuderoz, 2004; Pruvost, 2001; Ring and Van de Ven, 1994).
Yet Trust as a concept in the business field is still concerns economists, since it contradicts the prevailing
“Rational Actor” Approach (Maximization of profit).
2.1.1 Trust: Polysemous Concept
On the one hand, personality theorists conceptualize trust as beliefs, expectations, or feelings deeply rooted in
personality (Rotter, 1971, 1980), while on the other hand, sociologists focus on understanding social bonds and
define trust as a phenomenon of inter- intra-network (Granovetter, 1985). Finally, social psychologists define
trust in terms of expectations and consent of third parties involved in a transaction. Transactions are associated
with risk and contextual factors that alter trust and highlight personal insecurities and vulnerabilities (Deutsch,
1958; Lewicki and Bunker, 1995).
As far as academic research and the role of trust in business transactions, researchers vary their approaches and
methods based on their research interest and orientations. For example, in economic analysis, trust is represented
as the result of rational calculations that reduce transaction costs by evaluating the benefits of exchange
(Williamson, 1993), while in psychosociological approaches, trust is viewed as an antecedent intent and
represented as indicator of future behavior.
Driven by relational methods, (Morgan and Hunt, 1994 and Ganesan, 1994) proposes a conceptualization based
on "beliefs, feelings or expectations of a business partner arising from his or her expertise, reliability and
intentions". Ultimately, according to Fukuyama (1995), trust is defined as "expectations formed within a
community of normal, honest, and cooperative behavior based on norms commonly shared by other members of
that community.
These scholarly contributions towards the concept of trust allow us to attribute Trust to the social capital, rather
than placing oneself in a position of vulnerability to a partner, as advocated by the economic literature.
2.1.2 Types and Levels of Trust
Different degrees of trust are superimposed to form a trust block (Breton & Wintrobe, 1982).
Trust types largely conform to the framework defined by Zucker (1986). It distinguishes three forms of trust:
interpersonal trust, inter-organizational trust, and institutional trust.
Zucker (1986) proposes 3 types of trust in exchange relationships:
- First trust which is a process related to past transactions, previous or planned exchanges (e.g., reputation…);
- Secondary trust which is based on people's characteristics, as long as it correlates with commonalities between
individuals, such as cultural or ethnic similarity;
- Institutional trust which refers to formal social structures.
On the other hand, Mc Allister (1995) contrasts cognitive trust, which is based on interaction processes and
knowledge of personality traits, with affective trust based on personal relationships, shared values, and racial,
linguistic, or religious similarities.
To these definitions of trust, the notion of community trust that is based on racial similarity and the
characteristics of belonging to the same community.
However, Dupuy and Torre's (2004) improve: << trust as granted to the person through a Dam’n5 involvement
as a third party and not to the person him/herself or his community.
This type of trust, whose character and nature must be examined, remains a predominant governor in business
exchange practices between Informal freight and retailers. Likewise, Doney et al., (1998) describe the process of
trust building as follows:

5

Third party with long experience especially in non-contractual business relationship.
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Table 1. Trust Development Process
Trust Development Processes

Authors ,

The fundamental assumptions

Reference and disciplines
Calculation: the individual calculates the costs and Economic (Dasgupta, 1988; Individuals are opportunistic and seek to
maximize their own interests.
benefits seeking to maximize his/her personal
Williamson, 1985)
interest while remaining suspicious.
Prediction: the individual grants confidence when Social psychology (Deutsch, The behavior of individuals is consistent,
the behavior of the partner can be predicted.
1960; Lewicki & Bunker,
and can be predicted.
1995)
Intentionality: the individual grants trust based on an Social psychology (Rempel
assessment of the partner's motivation.
et Holmes, 1986)
Capacity: this one is based on an assessment of the
partner's capacity to meet his/her commitments.

Sociology (Barber, 1983;
Butler et Cantrell, 1984)

Individuals are oriented towards others
and are motivated by the search for
common gains
Individuals are different in terms of skill
and expertise, as well as in the way they
respect their commitments

Transfer: the individual relies on sources of proof or Sociology (Granovetter,
The individuals and the institutions are
credits such as sociological institutions or social 1985; Strub et Priest, 1976) credible; the relationships of the networks
networks as guarantors of trust.
are strong and intertwined.

Source: (Doney et al, 1998)
3. Methodology
A qualitative methodology is associated with holistic-inductive paradigms (social constructionist, social
constructivism, phenomenological and interpretive social sciences approaches). Holistic-inductive paradigms
enable researchers to study (business) phenomena in their totality and complexity, instead of focusing on sets of
variables and subsequent causal relationships representing parts of the overall whole of the business or
business-related phenomenon being studied. Theory development is generated inductively from empirical
materials (data) rather than through the use of a priori theories. Researchers employing this methodology essay
to understand the business phenomenon as an insider. A qualitative methodology generates multiple “truths”
from real-world settings, such as business environments and contexts. Findings are related to the local setting
and may be generalized to other similar settings and contexts.
Qualitative research can be defined as the study of the nature of phenomena and is especially appropriate for
answering questions of why something is (not) observed, assessing complex multi-component interventions, and
focussing on intervention improvement. The most common methods of data collection are document study, (non-)
participant observations, semi-structured interviews and focus groups. For data analysis, field-notes and
audio-recordings are transcribed into protocols and transcripts, and coded using qualitative data management
software. Criteria such as checklists, reflexivity, sampling strategies, piloting, co-coding, member-checking and
stakeholder involvement can be used to enhance and assess the quality of the research conducted.
Quantitative research is relatively rare in socio-institutional studies, which tend, on the whole including this case,
to use qualitative methodology or adopt a mixed methodological approach to empirical research.
4. Results
4.1 Diagnosis of the Infrastructure of Informal Freight in Morocco
The sector suffers from several insufficiency as follows:
1.

The Road transport services are characterized by poor quality.

2.

The sector is dominated by financially and commercially unstructured micro-enterprises.

3.

These companies don’t invest and often don’t comply with applicable regulations: The average age of
the truck fleet is 13 years, and these trucks often don’t include transportation insurance.

4.

Very few companies have achieved fast and reliable road transport.
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5.

The implementation of sectoral modernization under Law No. 16-996 is still in progress. Therefore, the
modernization of the sector requires long-term intervention by public authorities and private operators.
The poor development of logistic providers and the lack of awareness among Moroccan companies on
the importance of logistics have not contributed to the development of road transportation services.

6.

Only a few companies offer a formal logistics services. The range of logistical advice is almost
non-existent.

7.

Moroccan companies generally do not integrate a “supply chain management” approach
optimizing logistics management, which is considered an important factor for competitiveness).

(i.e.

4.2 Types of Transport Companies
In this paragraph we present the different types of road transport companies:


Organized public transport companies

Their number is still very limited but they have an undeniable competitive advantage in terms of quality
compared to other categories. However, with the implementation of Law 16-99, these companies are the most
vulnerable to the new environment of liberalization following the price war.


Small-scale transport companies on behalf of others inherited from the old system:

They make up the bulk of public road transport. These companies join cooperatives and work by hand. Most of
these companies are "single-vehicle" and managed by owner-operators, often operating with aging fleets and
informal practices.


Businesses in the informal sector:

These companies operate in the informal sector, thus escaping any administrative and financial control advocated
by reformers to normalize their situation. The number of these companies experienced dramatic growth during
the old system, firstly because there were no legal restrictions on purchasing vehicles, secondly because small
capital easily entered the industrial sector, and finally because transportation business activities were attractive in
an environment that lacks entrepreneurial ideas.


Legalized businesses in the informal (pseudo-formal) sector

These are companies that have been operating in the informal sector and which, as part of the new reform,
legalized their situation by integrating transport on behalf of others. This category has the same structural and
managerial characteristics as the previous category. The large number of these artisanal companies have been
operating in anarchy which has led to a dilution of professionalism.


Companies operating in the IRT (International Road Transport):

The just outlined situation of road transport sector as well as the environment that shapes the aforementioned
companies could be conducive to the development of an IRT supply system that is capable of positioning itself in
a highly sought-after market by foreign fleets.
4.3 Assessment of Road Transportation Sector Reformation: Never-ending Informal Practices
Currently, road freight transportation in Morocco is in a downward spiral in the face of informal practices, which
has a detrimental effect on the quality of transport: lower service prices lead to lower quality of services. Due to
the sufficient supply of goods and low tariffs, operators have invested and accelerated the aging of the sector.
Ultimately, this influx of free parks has led to the creation of informal sector. This has also contributed to the
emergence of drivers who are not trained in safety standards (the most striking example is when the truck or the
vehicle containers are often strapped or roped to pallets that put the whole road at risk).
5. Discussion
The literature on governance in inter-firm is based on two paradigms, one called transactional and the other
relational (Sebti, 2007). Rooted in the transactional paradigm, transaction cost theory examines three
organizational structures for managing relationships: markets, hierarchies, and hybrid structures. The paradigm
uses contracts as incentives and allows for the development of a system of sanctions.
For Kamminga and Van der Meer-Kooistra (2007), the transactional paradigm leaves little room for
relation-specific control. The relationship paradigm is based on trust, norms, cultural values, and the exchange of
6

http://www.equipement.gov.ma/Transport-routier/Reglementation/Pages/Transport-par-vehicules-automobiles-s
ur-route.aspx. Consultéle 02 Aout 2022.
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information between partners. In inter-organizational relations, these two antagonist approaches coexist. In fact,
when setting up inter-organizational relations, the transactional approach was used as the basis, while the
relational approach is used in some cases.
For agency theory, there are two assumptions that justify the establishment of control mechanisms: on the one
hand, there is a potential conflict of interest between principal and agent, and on the other hand, there is
information asymmetry between them. Both hypotheses increase the threat of opportunistic behavior by
participants.
In order to exercise control, whether transactional or relational, it is necessary to describe the process by which a
decision is made and to understand the time period during which the decision can be controlled (Bouquin, 1997).
In the other hand Ouchi (1979) described behavioral control as a set of behaviors and means designed to direct,
control, or restrain an actor's behavior.
Table 2. Modes of organizational control
Control by the hierarchy
Rule control
Control by audits
market control
cultural control
clan control
Control through ethics

Direct management minimizing the formal autonomy of the actors. risk
of overcrowding of decision-making centers and of arbitrariness.
Mechanical control that protects against arbitrariness. Risk linked to the
fact that it relates to the procedure and not to the action.
Evaluate against goals or standards.
Flexible, clear, efficient, impersonal.
Risk of favoring the short term, immediate savings, losing sight of the
general interest.
Values shared by a group.
Unification of concerns and behaviors. Handling risk

Sources: Ouchi (1979)
The implementation of Inter Organizational Relations raises questions about the mechanisms by which it is
managed and its control is achieved. Both are critical to managing operations and pursuing Inter Organizational
Relations goals, such as gaining flexibility, reducing costs, or gaining capabilities not available internally
(Dumoulin et al., 2000). Control is achieved by several theoretical currents. For the transactional approach
(Williamson, 1975), control must be based on basic cost criteria. For agency theory, control tools reduce
information asymmetry between principal and agent. Finally, social exchange theory proposes informal control
mechanisms such as trust or social ties (M. Capron, F. Quairel-Lanoizelee, 2007).
The classical exchange method represented by microeconomics shows that the parties involved in the exchange
have no other form of relationship other than the exchanged object (price), the exchange ends with the
completion of the transaction (Macneil, 1987), and the conflict is an externally controlled mechanism (judiciary
regulation). Additionally, new institutional economics assumes that individuals behave rationally, oriented by
their own interests, and thus hardly affected by social relations. This utilitarian assumption largely dominates the
interorganizational literature, which sees markets and hierarchies as the only mechanisms that facilitate
transactional relationships. However, this argument contradicts the new institutional sociological current,
because for this current economic situation, it is not only possible to approach economically without regard to
the social dimension. Based on this observation, Mark Granovetter (1985) analyzed and conceptualized
economic actors form partnerships, by developing the concept of embedding which attempts to go beyond the
analysis of transaction costs by showing that actors do not isolate themselves from the social environment in
order to make decisions.
Actors are then inevitably embedded in the context of social relations, which appears to be a powerful means of
regulation and coordination among transaction parties (Gulati, 1995). Similarly, Fukuyama (1992, 1995)
analyzed the return process of traditional interpersonal values (informal values) and proposed the term "social
capital/social control". Fukuyama (2000) writes:
“To avoid problems of cultural relativism, this book focuses not on the cultural norms of capitalization,
but on the specific subset of norms that make up social capital. Social capital can be defined simply as a
set of informal values or norms that are shared by a group of members and enable collaboration among
them. Team members trust each other when they expect others to behave reliably and honestly. Trust is
like a lubricant that can make the leadership of any group or organization more effective”.
Additionally, the origin of social capital, according to Fukuyama (1995), is defined as follows:
“An asset arising from general trust in society or a part of it. It can be embodied in the family, the smallest
and most basic social group, or in the largest state, like all other intermediaries. Social capital and social
39
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governance arise from interpersonal trust, which constitutes the cornerstone of ethical exchange based on
social virtues”.
6. Conclusion
In our article, we focused on binary forms of governance, particularly non-contractual commercial relationships
between informal transport and retailers in the Moroccan context. We also attempted to identify certain variables
inherent in the emerging social algorithm. Given the diversity of exchange relationships, it was necessary to
identify trust and its level and governance mechanisms.
This literature review allows us to see the inadequacies of transactional methods (which are contract-based by
default) and, conversely, the relevance of social exchange methods, especially interpersonal trust, to determine
the relationship between these antagonists, and we finally distinguish between contract-based judicial and
trust-based moral orders.
References
Anderson, E., & Weitz, B. (1992). The Use of Pledges to Build and Sustain Commitment in Distribution
Channels. Journal of Marketing Research, 29(1), 18-34. https://doi.org/10.1177/002224379202900103
Anderson, J. C., & Narus, J. A. (1990). A Model of Distributor Firm and Manufacturer Firm Working
Partnerships. Journal of Marketing, 54(1), 42-58. https://doi.org/10.2307/1252172
Balambo, M. A. (2012). L'impact de la culture nationale sur la nature de l'intégration des supply chains: une
étude à travers l'effet médiateur de la nature de la confiance: une application aux équipementiers
automobiles marocains (Doctoral dissertation, Aix-Marseille).
Barber, B. R. (1983). From the Editor. Political Theory, 11(4), 491-493.
https://doi.org/10.1177/0090591783011004001
Bidault, F., & Jarillo, J. C. (1995). La confiance dans les transactions économiques. Confiance, Entreprise et
Société, F. Bidault, P.Y. Gomez et G. Marion (Eds.), Eska, Paris, p. 109-123.
Bouquin, H. (1997), Les fondements du contrôle de gestion Paris, puf, «Que sais-je ? », n°2892 2e éd.
Breton, A., & Wintrobe, R. (1982). The logic of bureaucratic conduct. Cambridge University Press, 1982.
https://doi.org/10.1017/CBO9780511896033
Brousseau, E. (2000). Confiance ou Contrat, Confiance et Contrat. Les Colloques, 97, 65-80.
Butler Jr, J. K., & Cantrell, R. S. (1984). A behavioral decision theory approach to modeling dyadic trust in
superiors and subordinates. Psychological Reports, 55(1), 19-28. https://doi.org/10.2466/pr0.1984.55.1.19
Capron, F. (2007). Quairel-Lanoizelee, La responsabilité sociale d’entreprise, La Découverte, 2007.
Chouk, I. (2005). La confiance du consommateur vis-à-vis d’un marchand Internet: proposition d’une échelle de
mesure. Revue française du marketing, 205.
Christian, T., & Mangematin, V. (2004). Des mondes de confiance. Un concept àl'épreuve de la réalitésociale.
CNRS éditions, pp.296, 2004. https://doi.org/10.4000/books.editionscnrs.7279
Dasgupta, P., & Stiglitz, J. (1988). Learning-by-doing, market structure, and industrial and trade policies. Oxford
Economic Papers, 40(2), 246-268. https://doi.org/10.1093/oxfordjournals.oep.a041850
Deutsch, M. (1958). Trust and suspicion. Journal of Conflict Resolution, 2(4), 265-279.
https://doi.org/10.1177/002200275800200401
Doney, P. M., & Cannon, J. P. (1997). An Examination of the Nature of Trust in Buyer-Seller Relationships.
Journal of Marketing, 61(2), 35-51. https://doi.org/10.2307/1251829
Doney, P. M., Cannon, J. P., & Mullen, M. R. (1998). Understanding the Influence of National Culture on the
Development of Trust. The Academy of Management Review, 23(3), 601-620. https://doi.org/10.2307/259297
Doz, Y. L. (1996). The Evolution of Cooperation in Strategic Alliances: Initial Conditions or Learning Processes?
Strategic Management Journal, 17, 55-83. https://doi.org/10.1002/smj.4250171006
Dupuy, C., & Torre, A. (2004). Confiance et proximité. Economie de Proximités, Hermès, Paris, 65-87.
Francis, F. (1992). La Finde l'Histoire et le DernierHomme, Flammarion, 452 pages.
Fukuyama, F. (1995). Trust: The social virtues and the creation of prosperity. New York: The Free Press.
Fukuyama, F. (2000). Social Capital and Civil Society. IMF Working Papers 2000/074, International Monetary
40

http://ibr.ccsenet.org

International Business Research

Vol. 15, No. 9; 2022

Fund. https://doi.org/10.5089/9781451849585.001
Ganesan, S. (1994). Determinants of Long-Term Orientation in Buyer-Seller Relationships. The Journal of
Marketing, 58, 1-19. https://doi.org/10.1177/002224299405800201
Granovetter, M. (1985). Economic action and social structure: The problem of embeddedness. American journal
of sociology, 91(3), 481-510. https://doi.org/10.1086/228311
Guibert, N. (1999). La confiance en marketing : fondements et applications. Recherche et Applications En
Marketing, 14(1), 1-19. https://doi.org/10.1177/076737019901400101
Hosmer, L. T. (1995). Trust: The connecting link between organizational theory and philosophical ethics. The
Academy of Management Review, 20(2), 379-403. https://doi.org/10.2307/258851
Lepers, X. (2003). La relation d'échange fournisseurs-grand distributeur : vers une nouvelle conceptualisation.
Revue française de gestion, no<(sup> 143), 81-94. https://doi.org/10.3166/rfg.143.81-94
Lewicki, R. J., & Bunker, B. B. (1996). Developing and Maintaining Trust in Work Relationships. In Kramer, R.
M., & Tyler, T. R., Eds., Trust in Organizations: Frontiers in Theory and Research. Sage Publications,
Thousand Oaks, 114-139. https://doi.org/10.4135/9781452243610.n7
Macintosh, G., & Lockshin, L. S. (1997). Retail Relationships and Store Loyalty: A Multi-Level Perspective.
International Journal of Research in Marketing, 14, 487-497.
https://doi.org/10.1016/S0167-8116(97)00030-X
Macneil, I. R. (1987). Relational Contract Theory as Sociology: A Reply to Professors Lindenberg and de Vos.
Journal of Institutional and Theoretical Economics (JITE) / Zeitschrift Für Die Gesamte Staatswissenschaft,
143(2), 272-290. Retrieved from http://www.jstor.org/stable/40750981
McAllister, D. (1995). Affect- and Cognition-Based Trust Formations for Interpersonal Cooperation in
Organizations. Academy of Management Journal, 38, 24-59. https://doi.org/10.2307/256727
Moorman, C., Deshpande, R., & Zaltman, G. (1993). Factors Affecting Trust in Market Research Relationships.
The Journal of Marketing, 57, 81-101. https://doi.org/10.1177/002224299305700106
Morgan, R. M., & Hunt, S. D. (1994). The Commitment-Trust Theory of Relationship Marketing. Journal of
Marketing, 58(3), 20-38. https://doi.org/10.2307/1252308
Ouchi, W. (1979). A Conceptual Framework for Design of Organisational Control Mechanism. Management
Science, 25, 833-848. https://doi.org/10.1287/mnsc.25.9.833
Pruvost, La confiance comme représentation des relations : une approche mult-méthode, Le Management
Stratégique en Représentation, Dunod, 2001.
Rempel, J. K., Ross, M., & Holmes, J. G. (2001). Trust and communicated attributions in close relationships.
Journal of Personality and Social Psychology, 81(1), 57-64. https://doi.org/10.1037/0022-3514.81.1.57
Ring, P. S., & Van de Ven, A. H. (1994). Developmental processes of cooperative interorganizational
relationships. The Academy of Management Review, 19(1), 90-118. https://doi.org/10.2307/258836
Rotter, J. B. (1971). Generalized expectancies for interpersonal trust. American Psychologist, 26(5), 443-452.
https://doi.org/10.1037/h0031464
Sako, M., & Helper, S (1998). Determinants of trust in supplier relations: Evidence from the automotive industry
in Japan and the United States. Journal of Economic Behavior & Organization, 34(3), 387-417.
https://doi.org/10.1016/S0167-2681(97)00082-6
Saparito, P. A., Chen, C. C., & Sapienza, H. J. (2004). The role of relational trust in bank–small firm
relationships. Academy of Management Journal, 47(3), 400-410. https://doi.org/10.5465/20159589
Siguaw, J. A., Simpson, P. M., & Baker, T. L. (1998). Effects of Supplier Market Orientation on Distributor
Market Orientation and the Channel Relationship: The Distributor Perspective. Journal of Marketing, 62(3),
99-111. https://doi.org/10.1177/002224299806200307
Strub, P. J., & Priest, T. B. (1976). Two Patterns of Establishing Trust: The Marijuana User. Sociological focus, 9,
399-411. https://doi.org/10.1080/00380237.1976.10570947
Swaen, V., & Chumpitaz C. R. (2008). L’impact de la responsabilité sociétale de l’entreprise sur la confiance des
consommateurs. Recherche et Applications En Marketing, 23(4), 7-35.
https://doi.org/10.1177/076737010802300401
41

http://ibr.ccsenet.org

International Business Research

Vol. 15, No. 9; 2022

Williamson, O. E. (1985). The Economic Institutions of Capitalism. Free Press, New York.
Williamson, O. E. (1993). Opportunism and its critics. Manage. Decis. Econ., 14, 97-107.
https://doi.org/10.1002/mde.4090140203
Zucker, L. G. (1986). Production of trust: Institutional sources of economic structure, 1840–1920. Research in
Organizational Behavior, 8, 53-111.

Copyrights
Copyright for this article is retained by the author(s), with first publication rights granted to the journal.
This is an open-access article distributed under the terms and conditions of the Creative Commons Attribution
license (http://creativecommons.org/licenses/by/4.0/).
42

