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In recent years, SMEs in developed countries have faced growing competition on their local markets, and this has put their survival at risk. To diversify their markets and increase the number of outlets available to them, many SMEs have turned to international markets via exporting. Recently, however, the pace and intensity of export activities among these firms appear to have slowed down, as their traditional markets (i.e. the United States and Europe) have become more lethargic. SMEs must therefore diversify their target areas and aim for non-traditional markets, but many entrepreneurs are reluctant to do this because of the uncertainty that is so prevalent in these regions. This study of a sample of small manufacturing firms from Québec shows that it is possible to conquer non-traditional markets by reducing uncertainty using means specific to both the entrepreneur and the firm. However, the means used must be adjusted to the specific nature of export-related uncertainty, which differs from the inherent uncertainty of other types of entrepreneurial activities.

INTRODUCTION

In the last few years, SMEs in Québec have faced growing competition on their local markets (Industry Canada, 2011), and this has put their survival at risk. To diversify their markets and increase the number of outlets available to them, many SMEs have turned to international markets. Recently, however, the pace and intensity of export activities among these firms appear to have slowed down, as their traditional markets (the United States and, to a lesser extent, Europe) face significant economic downturns (Moeller, 2012). Since these markets are currently less receptive to imports of goods from Québec, the province's exporters must look elsewhere. Unfortunately, Québec's SMEs are showing little enthusiasm for new export destinations (Industry Canada, 2012), and some would prefer to retire from international trade altogether (Moeller, 2012). But why have these firms decided to fall back on the domestic market, even though they know it may result in less business for them?

The phenomenon of "disinternationalization" is worrying, since it may become a factor in reducing economic growth and hence employment1 . This is particularly true for manufacturing sectors in developed countries, where exporting has become the ultimate solution to the decline observed in recent years (OECD, 2010b): hence the interest in this strategy shown by many economic stakeholders. To address the problem, some public authorities and support organizations have argued in favour of economic agreements designed to reduce entry barriers in countries that traditionally have attracted little interest from SMEs (CGA, 2013). As early as 2004, for example, the OECD countries agreed on the need for international negotiations to limit the restrictions faced by SMEs wishing to access foreign markets. However, some authors have pointed out that bilateral agreements do not play a significant role in stimulating export activities (e.g. Leonidou et al., 2007) and that less stringent rules or the removal of tariff and non-tariff barriers play only a marginal role. As a matter of fact, SMEs in Québec have shown little interest in exporting to Mexico, even though it forms part of their free trade zone (NAFTA).

The inherent uncertainty surrounding new activities on less traditional markets may be one explanation for this trend. While it may be easier for Québec's SMEs to export to Europe and the United States due to similarities in certain economic, geographical and cultural factors, this is not the case with other countries. Not only is the geographical distance greater, but there are also macroeconomic differences that expand what is known as the psychic distance [START_REF] Dow | Developing a multidimensional instrument to measure psychic distance stimuli[END_REF]. And as psychic distance increases, so does the level of uncertainty [START_REF] Johanson | The internationalization process of the firm : A model of knowledge development and increasing foreign markt commitments[END_REF], potentially becoming an obstacle to market diversification through exporting (Figueira-de-Lemos, Johanson, and Vahlne, 2011).

Because of the entrepreneurial nature of international activities [START_REF] Mcdougall | International Entrepreneurship: The intersection of two research paths[END_REF], uncertainty can be an inhibitor [START_REF] Mcmullen | Entrepreneurial action and the role of uncertainty in the theory of the entrepreneur[END_REF]. However, little is currently known about its role in international entrepreneurship [START_REF] Butler | Linking international entrepreneurship to uncertainty, opportunity discovery, and cognition[END_REF]. This is due among other things to the lack of a clear, agreed-upon conceptualization and the fact that uncertainty is often confused with risk [START_REF] Liesch | Risk and Uncertainty in Internationalisation and International Entrepreneurship Studies[END_REF]. Despite the paucity of research, however, we know that uncertainty can be reduced by rich information converted into knowledge (Liao and Gartner, 2006), and also by the combined experience of individuals and firms (Shepherd, McMullen and Devereaux Jennings, 2007). This leads us to ask the following general question: What uncertainty reducing means will influence the decision of SME ownermanagers to export to non-traditional markets?

Research into international entrepreneurship highlights several firm-specific, environmentspecific and entrepreneur-specific factors that allow firms to start (Leonidou, Katsikeas, Palihawadana and Spyropoulou, 2007) and successfully conclude [START_REF] Keupp | The Past and the Future of International Entrepreneurship: A Review and Suggestions for Developing the Field[END_REF] international activities. Many of these factors can be regarded as "uncertainty reducers". Some, such as knowledge generated by experience and training, are directly associated with ownermanagers or entrepreneurs, who play a central role in SMEs (Bridge, O'Neill and Cromie, 2003). In addition, however, because entrepreneurship is a social act (Ulhøi, 2005), other factors such as knowledge held by other management team members, and sources of information outside the firm, may also help to mitigate uncertainty. This leads us to propose a general hypothesis that some SME entrepreneurs leverage a variety of means to reduce uncertainty and hence export to non-traditional markets. To verify this hypothesis, we used data gathered from 588 manufacturing SMEs in Québec as part of a survey of their international activities. The sample included 312 exporting SMEs, 90 of which sold their products in non-traditional regions outside the United States and Europe. Given the dichotomous nature of the dependent variable (i.e. does the firm export to non-traditional markets or not), we used logistic regression with independent variables to measure uncertainty-reducing factors (use of a variety of information sources, international experience, etc.). We then added control variables known to influence SMEs' export decisions.

Before presenting our findings, we will begin by setting out the elements drawn from the literature that were used to establish our analysis framework. This will be followed by a description of the methodology and sample. The findings are then presented and discussed in light of the literature, and the paper ends with a conclusion and a description of our contribution to current knowledge, the limitations of the research, and avenues for further study.

THEORETICAL FRAMEWORK:

Because of their non-traditional nature, some markets place exporters in situations of uncertainty that can, in some cases, affect transaction performance and cast doubt on or call into question their decisions. But where does this uncertainty come from and what are its characteristics? Both these questions must be addressed before uncertainty can be reduced or controlled.

The characteristics of uncertainty when exporting to non-traditional markets

Growing numbers of researchers are analyzing exporting firms' destination choices, and the literature proposes several elements that may induce firms to prefer a given country over another. At the heart of the decision are the differences between the domestic and foreign markets.

There may be a number of macroeconomic differences between two given countries, varying in scope, and related mostly to language, education, culture, industrial development and business practices [START_REF] Johanson | The internationalization process of the firm : A model of knowledge development and increasing foreign markt commitments[END_REF], as well as religion and political system [START_REF] Dow | Developing a multidimensional instrument to measure psychic distance stimuli[END_REF]. Taken together, these differences constitute what is referred to as the psychic distance (Johanson and Wiedersheim-Paul, 1975) between two markets. Often correlated with geographic distance, psychic distance is generally regarded as one of the elements that influence the choice of a market [START_REF] Arenius | The psychic distance postulate revised: from market selection to speed of market penetration[END_REF].

The influence of psychic distance derives from the fact that its constituent differences can negatively affect an owner-manager's perception of a country [START_REF] Dow | Developing a multidimensional instrument to measure psychic distance stimuli[END_REF]. Among other things, they prevent information from circulating between the local market and the foreign market, making the foreign market less visible, less transparent and hence more uncertain [START_REF] Johanson | The internationalization process of the firm : A model of knowledge development and increasing foreign markt commitments[END_REF]. The greater the psychic distance, the less favourable the decisionmakers' perception will be [START_REF] Dow | Developing a multidimensional instrument to measure psychic distance stimuli[END_REF] because the uncertain context in which they find themselves prevents them from developing a clear and accurate idea of the situation and events in the target country. The fact that firms, when making export-related decisions, appear to focus primarily on markets for which the psychic distance is fairly small may perhaps be explained by their desire to reduce the related uncertainty, which renders the decision uncomfortable for their leaders [START_REF] Johanson | The internationalization process of the firm : A model of knowledge development and increasing foreign markt commitments[END_REF]. And because of this negative perception, management's choice may not take into consideration the economic vitality and commercial interest of countries for which the psychic distance is greater (e.g. certain emerging countries) [START_REF] Sakarya | Market selection for international expansion: Assessing opportunities in emerging markets[END_REF]. Psychic distance is not the only source of uncertainty facing exporters. Regardless of the destination, the decision to export will always involve a high degree of uncertainty due to its entrepreneurial nature, within the meaning given to the term by Schumpeter (1934). Entrepreneurial activities are characterized by newness and ambiguity [START_REF] Mcmullen | Entrepreneurial action and the role of uncertainty in the theory of the entrepreneur[END_REF], and take place after the discovery and exploitation of an opportunity [START_REF] Shane | The promise of the field of entrepreneurship[END_REF]. By analogy, internationalization is a result of "the recognition and exploitation of entrepreneurial opportunity that leads to new international market entry" (Chandra, Styles and Wilkinson, 2009, p. 31). Uncertainty becomes a major inhibitor by preventing this so-called entrepreneurial process from taking place [START_REF] Mcmullen | Entrepreneurial action and the role of uncertainty in the theory of the entrepreneur[END_REF] and plays a similar role in respect of international opportunities [START_REF] Butler | Linking international entrepreneurship to uncertainty, opportunity discovery, and cognition[END_REF].

Therefore, exporting to non-traditional markets involves a higher level of uncertainty that may explain why so few SMEs elect to ship their products to these countries. This is especially true for SMEs, with their limited resources, are more vulnerable to the consequences of uncertainty. They must measure the impacts of their decisions carefully, because they will be unable to recover from a major commercial failure.

Nonetheless, uncertainty appears to be viewed differently by individuals, meaning that its influence may vary from one decision-maker to the next [START_REF] Lueg | Archival or perceived measures of environmental uncertainty? Conceptualization and new empirical evidence[END_REF], depending on the knowledge and information possessed [START_REF] Milliken | Three types of perceived uncertainty about the environment: State, effect, and response uncertainty[END_REF]. Since uncertainty is a perception (Perceived Environmental Uncertainty or P.E.U), because individuals are unable to forecast changes or future events and the resulting consequences for themselves or their firms [START_REF] Milliken | Three types of perceived uncertainty about the environment: State, effect, and response uncertainty[END_REF], it will cause each decision-maker to behave differently.

Nevertheless, the fact of having knowledge and information may not be sufficient, in and of itself, to reduce uncertainty, since both these elements must be adjusted to the features of the task or decision at hand. Many authors have acknowledged the importance of having knowledge specific to the business opportunity [START_REF] Shane | The promise of the field of entrepreneurship[END_REF]. For example, [START_REF] Marvel | Technology entrepreneurs' human capital and its effects on innovation radicalness[END_REF] note the singular aspect of the knowledge required by entrepreneurs to exploit radical technological opportunities. Consequently, basic general knowledge and information might not be sufficient to reduce uncertainty in these specific business activities.

In view of this, exporting to markets other than those traditionally chosen by SMEs will involve two types of uncertainty for managers: one arising from the entrepreneurial nature of the activity, which can be reduced by more general means applicable to all entrepreneurial activities, and another, more specific form of uncertainty inherent to the export decision itself, which will require more specific, tailored "reducers". In the following sections, we will consider the means that entrepreneurs can use to reduce the two forms of export-related uncertainty and seize the opportunities available on non-traditional markets.

Means used to reduce the uncertainty of exporting to non-traditional markets

The means used to reduce uncertainty should address its two forms, namely the general form inherent to its entrepreneurial nature, and the other, more specific form inherent to the export decision itself.

Reducing uncertainty generated by the entrepreneurial nature of exporting Newness and ambiguity are inherent aspects of every entrepreneurial act, and generate uncertainty. This uncertainty affects the ability to discover and exploit opportunities, by potentially overshadowing the characteristics of an opportunity and influencing entrepreneur's decision [START_REF] Mcmullen | Entrepreneurial action and the role of uncertainty in the theory of the entrepreneur[END_REF]. However, the decision will be easier if he is able to use certain knowledge owned (Choi and Shepherd, 2004). Managerial experience (Politis, 2005), experience of the sector [START_REF] Ashill | The effects of experience on managerial decision-making uncertainty[END_REF] and business training (Unger, Rauch, Frese and Rosenbusch, 2011) are effective means of reducing the uncertainty encountered by entrepreneurs during their activities. Researchers have also identified the role played by consultation of external information sources, especially via networks, which possess additional information that may be relevant to management's decision (Ozgen and Baron, 2007). This type of uncertainty, more general in nature and inherent to entrepreneurial activity, is present in the export decision. As we suggested earlier, entrepreneur can use experience, business training and various information sources to reduce it. The role of these elements in stimulating exports, identifying international opportunities (Manolova et al., 2002) and identifying the resources the firm must use to export [START_REF] Kungwansupaphan | Exploring entrepreneurs' human capital components and effects on learning orientation in early internationalizing firms[END_REF] has already been acknowledged.

H 1 : The presence of general uncertainty-reducing elements such as management's experience, business training and consultation of local information sources increases the propensity for SMEs to export to non-traditional markets.

The positive influence of these factors is limited, however, by the inherent increased uncertainty of non-traditional markets. Manolova et al. (2002) found that managerial skills had no impact on international decisions by SMEs, while Ruzzier et al. (2007) found that they played only a marginal role. Hence, these factors mostly appear to reduce uncertainty linked to any entrepreneurial decisions, as shown by their positive impact on the performance of other entrepreneurial acts, such as innovation [START_REF] Freel | Perceived Environmental Uncertainty and Innovation in Small Firms[END_REF].

It means that the uncertainty faced by firms in their international decisions may differ from the uncertainty they face in other entrepreneurial decisions. This is especially true of the decision to export to non-traditional markets, which raises a number of very specific issues. Therefore, in addition to the general means required to reduce uncertainty in managerial decisions, they will need others, more specific means to control the uncertainty generated by their international activities.

Reducing uncertainty relating specifically to international activities Firms that wish to export must make decisions and take actions that would not necessarily be required in their local activities [START_REF] Leonidou | An Analysis of the Barriers Hindering Small Business Export Development[END_REF]. Therefore, the uncertainty they face may well be greater than that to which they are accustomed [START_REF] Butler | Linking international entrepreneurship to uncertainty, opportunity discovery, and cognition[END_REF]. This is particularly true in the case of exports to non-traditional markets where, as we saw earlier, macroeconomic differences can play a restrictive role. Accordingly, the export decisions may require the firm or its management to have specific operational knowledge [START_REF] Butler | Linking international entrepreneurship to uncertainty, opportunity discovery, and cognition[END_REF].

Management-specific uncertainty reducers

The International Entrepreneurship literature emphasizes the role played by the international experience of the firm's leader [START_REF] Dichtl | International orientation as a precondition for export success[END_REF] or more broadly, of the management team [START_REF] Reuber | The influence of the management team's international experience on the internationalization behaviors of SMEs[END_REF]. International experience helps develop specific knowledge that management can use to interpret the opportunities available on foreign markets [START_REF] Chandra | The recognition of first time international entrepreneurial opportunities: Evidence from firms in knowledge-based industries[END_REF]. Not only are leaders with this type of experience more likely to export [START_REF] Dichtl | International orientation as a precondition for export success[END_REF], but they are also more proactive towards international opportunities in general [START_REF] Chandra | The recognition of first time international entrepreneurial opportunities: Evidence from firms in knowledge-based industries[END_REF]. Their experience appears to reduce perceived uncertainty by diminishing perceived barriers to or difficulties of exporting [START_REF] Dichtl | International orientation as a precondition for export success[END_REF]. It also helps to develop a positive view of exporting [START_REF] Stoian | Analyzing export behavior through managerial characteristics and perceptions: A multiple case-based research[END_REF] and seems to curb the negative influence of the cultural differences (Dow, 2008).

In addition to the specific knowledge of firm's leaders and management teams, consultation of specific and international information sources can also play an important role in reducing the uncertainty inherent in international activities (Chetty and Stangl, 2010).

H 2 : The presence of specific uncertainty-reducing elements related to management such as international experience and consultation of international and specific information sources, when combined with general uncertainty-reducing elements, increases the propensity for SMEs to export to non-traditional markets.

Many authors in the field of international entrepreneurship go no further than entrepreneursspecific variables [START_REF] Acedo | An entrepreneurial cognition perspective on the internationalization of SMEs[END_REF]. However, it is difficult to ignore the role played by the organization in reducing the uncertainty of export-related decisions because of the importance of the organizational learning [START_REF] Jones | Internationalization : conceptualising entrepreneurial process of behaviour in time[END_REF]. This applies even in SMEs where the entrepreneur yet plays a preponderant role [START_REF] De Clercq | The Internationalization of Small and Medium-Sized Firms[END_REF].

Firm-specific reducers

A firm's experience on the domestic market or abroad also seems to have a positive impact on the internationalization process [START_REF] Stoian | Export performance under the microscope: A glance through Spanish lenses[END_REF]. This impact derives from the knowledge generated by that experience, which the firm can use in its international activities [START_REF] De Clercq | The Internationalization of Small and Medium-Sized Firms[END_REF]. This idea forms the basis of the Uppsala model, which defines internationalization as a gradual, incremental process during which accumulated experience allows the firm to take up the challenges offered by new markets and new entry methods (Johansson and Vahlne, 1977). It also helps to reduce the uncertainty generated by psychic and geographic distance (Figueira-de-Lemos, Johanson and Vahlne, 2011).

H 3 : The presence of specific uncertainty-reducing elements related to the firm, such as the firm's local and international experience, when combined with management's general and specific uncertainty-reducing elements, increases the propensity for SMEs to export to non-traditional markets.

In short, exporting outside traditional SME markets may be facilitated by certain elements or assets that help to reduce uncertainty. The following conceptual framework is based on a review of the relevant literature: Our sample was composed of 312 exporting SMEs. Details of export destinations were obtained via a closed question in which respondents were asked to state the percentage of sales to Québec, the rest of Canada, the United States, Mexico, Europe, Asia and the rest of the world. Since the United States and Europe are considered to be traditional destinations 2 , all the others were classified as non-traditional. Of the exporting SMEs questioned for the research, 90 said they also exported to Mexico, Asia or the rest of the world. They were classified as exporting to "nontraditional" markets. Table 1 presents some descriptive statistics for the sample. It shows that the SMEs exporting to non-traditional markets had profiles similar to those of exporting SMEs in 2 To reduce response time and encourage as many respondents as possible to take part, the question on export destinations was limited to a handful of major regions and did not allow us to refine our definition of nontraditional markets. This may be one of the limitations of our research. general, except that they were larger, older and were led more often by university graduates. 

Variables

The aim of the research is to highlight the presence of certain factors that SMEs can use to reduce the inherent uncertainty of their decision to export to non-traditional markets. The dependent variable is therefore dichotomous, with a value of 0 when the firm exports to a traditional market and 1 when it also exports to a non-traditional market.

Dependent variable

Firms that said they exported to Mexico, Europe, Asia or the rest of the world, regardless of the volume of their activities, were assigned a value of 1, denoting status as an exporter to a nontraditional market. A value of 0 was assigned to all the other firms (exporting only to traditional markets).

Independent variables

Our model comprises 20 independent variables measuring the presence of uncertainty-reducing elements. As stated in the entrepreneurship literature discussed earlier, these factors include knowledge derived from experience, and information derived from consulting sources outside the firm.

General uncertainty-reducing elements (H1):

These are divided into two categories. First, general knowledge sources whose role in entrepreneurial activities has already been shown: managerial experience (Choi and Shepherd, 2004), experience of the sector [START_REF] Ashill | The effects of experience on managerial decision-making uncertainty[END_REF], and the entrepreneur's age and business training (Unger et al., 2011). Second, general information sources whose influence plays a significant role in this type of activity: consultation of local customers and suppliers, for their role in providing market-related information (Choi and Shepherd, 2004) and attendance at local exhibitions or trade fairs (Ozgen et Baron, 2007).

Specific uncertainty-reducing elements related to management (H2):

These are also divided into two categories. First, specific knowledge sources whose components are drawn from the international entrepreneurship literature, due to their impact on the exploitation of international opportunities: the life-abroad and study-abroad experiences of the management team [START_REF] Reuber | The influence of the management team's international experience on the internationalization behaviors of SMEs[END_REF] and the firm's leader [START_REF] Stoian | Analyzing export behavior through managerial characteristics and perceptions: A multiple case-based research[END_REF], plus consultation of international information sources (foreign suppliers and customers) to facilitate the firm's ability to exploit international opportunities (Chetty and Stangl, 2010), and consultation of specific sources such as government agencies [START_REF] Stoian | Export performance under the microscope: A glance through Spanish lenses[END_REF].

Specific uncertainty-reducing elements related to the firm (H3):

These include, first, the firm's general experience. According to the Uppsala model, firm age and size act as proxies that reflect the firm's accumulated experience [START_REF] Majocchi | Firm size, business experience and export intensity in SMEs: A longitudinal approach to complex relationships[END_REF]. Other firmspecific elements include aspects such as the number of outward strategies (international subcontracting and international collaborations) applied simultaneously and the number of years of export experience which serve as indicators of accumulated specific experience (Papadopoulos and Martin-Martin, 2010).

Table 2 shows how these variables were measured. Lastly, we used a correlation matrix to group highly correlated variables together under the same factor. We then calculated their Cronbach alpha to check validity. The Cronbach coefficient was above 0.6 (an acceptable minimum threshold) for all the new variables (Hairs et al., 2006).

Control variables

In 2000, McDougall and Oviatt defined internationalization as "a combination of innovative, proactive and risk-seeking behaviour that crosses national borders and is intended to create value in organizations" (p. 903). These three dimensions (innovation, proactivity and risk-seeking) combine to create entrepreneurial orientation, which measures a firm's entrepreneurial attitude [START_REF] Covin | A Conceptual Model of Entrepreneurship as Firm Behavior[END_REF]. We feel it is necessary to control its influence because of its acknowledged role in international expansion decisions by SMEs [START_REF] De Clercq | The Internationalization of Small and Medium-Sized Firms[END_REF].

Growing numbers of authors have noted the importance of measuring these three behaviours separately [START_REF] Chandra | The recognition of first time international entrepreneurial opportunities: Evidence from firms in knowledge-based industries[END_REF][START_REF] Frishammar | The overestimated role of strategic orientations for international performance in smaller firms[END_REF], and we therefore added three control variables to our model: proactivity, i.e. "a firm's tendency to engage in and support new ideas, novelty, experimentation, and creative processes that may result in new products, services, or technological processes" (Lumpkin and Dess, 1996, p. 142); risk-taking propensity, which "involves taking bold actions by venturing into the unknown, borrowing heavily, and/or committing significant resources to ventures in uncertain environments" (Rauch and Frese, 2009, p. 91); and innovativeness, i.e. "a firm's tendency to engage in and support new ideas, novelty, experimentation, and creative processes that may result in new products, services, or technological processes" (Lumpkin and Dess, 1996, p. 142). They were measured in conformity with [START_REF] Covin | Strategic management of small firms in hostile and benign environments[END_REF] and with variable values being calculated from the mean for each item.

Building the model

We used logistic regression due to the dichotomous nature of the dependent variable in our model. Logistic regression is a limited dependent variable method [START_REF] Wiersema | The use of limited dependent variable techniques in strategy research : issues and methods[END_REF] that is suitable for modelling situations in which there are two choices [START_REF] Hoetker | The use of logit and probit models in strategic management research : critical issues[END_REF]. It is used to measure the propensity or probability that a situation will occur, based on the choice made [START_REF] Hoetker | The use of logit and probit models in strategic management research : critical issues[END_REF].

We used a direct entry hierarchic regression to test our hypotheses. Entering the control variables into a fourth model did not increase the model's significance. The logistic regression results are presented in Table 4 in the form of Odd radios [START_REF] Hoetker | The use of logit and probit models in strategic management research : critical issues[END_REF]. The table presents a pseudo R² (Nagelkerke); it should be interpreted with care (Hoetker, 2009;[START_REF] Wiersema | The use of limited dependent variable techniques in strategy research : issues and methods[END_REF], since opinions as to its relevance in logistic regressions are not unanimous.

Findings

The results of the logistic regression can be found in Table 4. Contrary to hypothesis 1, model 1 is not significant, and general uncertainty reducers are not sufficient, of themselves, to explain why some SME managers decide to export to non-traditional markets. The introduction of new variables has no impact on significance, since the variables relating to general knowledge and information sources do not appear to explain the decision at any point in the model. This finding is not surprising, since uncertainty regarding target markets at considerable psychic distance can only be reduced by much more specific means than those mentioned in the first hypothesis. On the other hand, the fact of introducing specific dimensions into the model appears to provide some explanation for the decision. Not only is the χ 2 of the addition significant (see model 2), but the model itself also becomes significant. However, although these dimensions appear to be necessary, they are also insufficient, in and of themselves. The addition of firm-specific variables is significant (model 3) and confirms the observation of [START_REF] Acedo | An entrepreneurial cognition perspective on the internationalization of SMEs[END_REF] to the effect that, even in international entrepreneurship, both firm and entrepreneur's characteristics must be taken into account in order to understand international decisions. The significance of this addition and of the model itself confirms our hypothesis 3.

In addition, model 3, composed of general uncertainty reducers (general knowledge and information sources), specific uncertainty reducers related to the firm's entrepreneur (management's specific knowledge and information sources) and specific uncertainty reducers related to the firm (firm's specific knowledge sources), is the one that best explains the decision to export to non-traditional markets. In fact, the model correctly classifies 72.8% of the sample firms.

Although this model is the best and is also significant, only three of the variables are significant: consultation of foreign suppliers, attendance at international exhibitions or trade fairs, and firm age. Attendance at international exhibitions or trade fairs is known to promote internationalization, among other things by helping to create specific social capital [START_REF] Evers | Role of international trade shows in small firm internationalization: a network perspective[END_REF]. This finding is therefore consistent with the literature. However, the impact of firm age and consultation of international suppliers is somewhat more unusual. There is no general agreement on the role of firm age, especially in international entrepreneurship, and it tends to be left out of lists of determinants. Yet, its impact in our case suggests the need for some thought on the specific nature of its role in export-related decisions. Our findings also show that the more firm leaders consult their international suppliers, the less likely they are to export to non-traditional markets. This particular finding contradicts the literature, which tends to show the positive role of consulting different actors in an SME's environment (Julien and St-Pierre, 2012), and may perhaps be explained by the fact that exporting to non-traditional markets may require changes to the firm's routines (different consumers, new international standards, etc.) -changes that the suppliers may not be prepared to make. It may also be explained by the fact that suppliers sometimes open up their address books to their customers, and are likely to have fewer contacts in non-traditional areas than in traditional areas. These results will be discussed in the following sections. 

DISCUSSION

Many authors have pointed out that the field of international entrepreneurship lacks theories [START_REF] Jones | Internationalization : conceptualising entrepreneurial process of behaviour in time[END_REF] and is too dependent on international business [START_REF] Kraus | State-of-the-art current research in international entrepreneurship: A citation analysis[END_REF]. They encourage researchers to turn to other fields, such as entrepreneurship, in order to move beyond simplistic observations and gain a better understanding of the phenomena [START_REF] Keupp | The Past and the Future of International Entrepreneurship: A Review and Suggestions for Developing the Field[END_REF]. Our study attempts to address these concerns by incorporating aspects of international business, entrepreneurship and international entrepreneurship. As a result, our findings contribute at several levels to each of these fields.

First, the study helps to conceptualize uncertainty. Uncertainty plays an important role in entrepreneurship and international business, but authors generally agree that it is poorly conceptualized [START_REF] Ashill | The effects of experience on managerial decision-making uncertainty[END_REF]. While its role in international entrepreneurship is acknowledged, it has received little attention from researchers [START_REF] Liesch | Risk and Uncertainty in Internationalisation and International Entrepreneurship Studies[END_REF]. Our findings suggest that the uncertainty surrounding international decisions may, as [START_REF] Butler | Linking international entrepreneurship to uncertainty, opportunity discovery, and cognition[END_REF] point out, differ from that surrounding other entrepreneurial decisions. Moreover, there is evidence to suggest that uncertainty may vary from one decision to the next, and just because an entrepreneur has been able to reduce uncertainty in a given international activity, he will not necessarily be able to do the same for other activities. The singular nature of the significant variables in our model reflects the unique aspect of the decision, even compared to other international activities.

Second, the role of firm-specific reducers, especially firm age, shows that despite all the criticism levelled at the Uppsala model, both it and the associated concepts, including psychic distance, may in fact be relevant in explaining certain export-related decisions such as the choice of country or the choice of international market diversification strategies. Our research suggests that it may be necessary to consider the profile of both the firm and the entrepreneur when considering export-related decisions made by leaders, even within international entrepreneurship.

Lastly, a parallel can be drawn between our results and the literature on human capital (resulting from training and experience). Our findings highlight the role of some specific aspects of human capital in reducing uncertainty, provided they are adapted specifically to the international activities studied. Some authors have noted the existence of two types of human capital: taskrelated human capital "that relates to the current task of the business owner" (Unger et al., 2011, p. 344) and nontask-related human capital. Others have underscored the importance of a good fit between the firm's human capital and certain entrepreneurial activities [START_REF] Marvel | Technology entrepreneurs' human capital and its effects on innovation radicalness[END_REF]. Our findings will enrich these notions and their specific impact.

CONCLUSION

The aim of our study was to highlight the means that help reduce the uncertainty surrounding exports to non-traditional areas. After characterizing this type of uncertainty as having a general dimension found in all entrepreneurial activities and a specific dimension related to the international nature of the activity, we proposed a variety of entrepreneur-specific, team-specific and firm-specific solutions. Our findings highlight the specific nature of uncertainty in international activities, which requires its own, separate management mechanisms. We also noted the inadequacy of some general management actions in the firm, which are unsuited to the specific nature of an international context characterized by a high level of uncertainty.

Our study nevertheless has some limitations. First, it relies on the use of secondary data that limit the measurement of some variables. For example, we do not know the order of entry onto the market and the measurement of non-traditional markets is rather rudimentary and imprecise. In addition, our sample is biased by size, since we targeted mainly firms with more than ten employees. It is therefore not representative of the general SME population in Québec or in other developed countries. There was a much higher percentage of exporter SMEs than the official average for the year (9% of SMEs in the manufacturing sector exported: Industry Canada, 2013). Despite these limitations, our findings have some important implications for practitioners, and in particular for public authorities concerned with the "desinternationalization" of SMEs due to weak economies in traditional markets, and wishing to understand how to interest firms in new, more promising markets (CGA, 2012). It provides some keys to understanding beyond the commonly tendered explanation of free trade agreements. Among other things, it may be useful in developing export support programs.

Our findings suggest that further research on this subject is needed in order to understand the decision to export to non-traditional regions. This is especially true because uncertainty [START_REF] Liesch | Risk and Uncertainty in Internationalisation and International Entrepreneurship Studies[END_REF] and choice of country appear to have received little attention from researchers, and emerging countries may offer interesting growth opportunities that firm leaders do not necessarily know how to exploit. One possible follow-up to this research may be to see if the uncertainty reducers studied have an impact on export rates to non-traditional regions. Other possibilities would be to try to identify moderating variables, such as firm and managerial absorption capabilities, and to understand the role of the environment, for example environmental disturbances.
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Figure

  Figure 1: Research Model

Table 1 :

 1 Profile of Sample SMEs

	Exporting SMEs,	Exporting SMEs,	Exporting SMEs,
	all destinations	traditional markets	non-traditional
	N= 312	(N = 222)	markets
			(N = 90)

Table 3 :

 3 Results of difference test on independent variables

	Independent variables	SMEs exporting to traditional (N=222) markets	SMEs exporting to non-(N=90) markets traditional	Difference test (p)
	General knowledge sources			
	Average number of years of experience as an entrepreneur	13.6	12.9	.593
	Average number of years of experience in the sector	19.7	18.2	.327
	Average age of entrepreneur	49.2	49.8	.626
	% of leaders with business training	67	61	.314
	General information sources			
	% of entrepreneur who consult local customers prior to making export decision	16	13	.425
	% of entrepreneur who consult local suppliers prior to making export decision	12	8	.350
	% of entrepreneur who attend local exhibitions or trade fairs prior to making export decision	6	5	.566
	Specific knowledge sources (management)			
	% of SMEs in which a management team member studied abroad	23	23	.877
	% of SMEs in which a management team member lived abroad	52	71	.002**
	% of entrepreneur who studied abroad	16	13	.588
	% of entrepreneur who lived abroad	23	26	.628
	Specific information sources			
	% of entrepreneur who consult their international customers prior to making export decision	57	61	.487
	% of entrepreneur who consult their international suppliers prior to making export decision	26	18	.176
	% of entrepreneur who attend international exhibitions or trade fairs while making their export decision	50	70	.001***
	% of entrepreneur who consult consultants	24	20	.442
	% of entrepreneur who consult government agencies	25	26	.827
	Specific knowledge sources (firm)			
	Average number of years since first export	17.5	18.6	.458
	Average number of other outward international activities	.64	.70	.277
	Firm size (number of employees)	58.7	74.0	.034*
	Average age of firm	24,0	30.7	.001***
	*p<5% **p<1% ***p<0,1%			

Table 4 :

 4 Propensity of SMEs to export to non-traditional regions

		Management	Firm	
		Model 1	Model 2	Model 3	Model 4
	Independent variables	General	Specific	Specialist	Control
		means	means	specific	variables
				means	
	Leader's local experience				
	Managerial experience	.980	.977	.971	.971
	Business training	.673	.649	.649	.635
	General information sources				
	Consultation of local customers only	.821	.994	1.121	1.094
	Consultation of local suppliers only	.663	.574	.656	.624
	Attendance at local exhibitions or trade fairs only	.771	1.594	2.047	1.918
	Management team's international experience				
	Entrepreneur's international experience		.746	.815	.783
	Management team's international experience		.980	.963	.974
	International sources of market information				
	Consultation of foreign customers		.944	.977	.984
	Consultation of foreign suppliers		.436*	.386*	.385*
	Attendance at international exhibitions or trade fairs		2.786**	3.090**	2.894**
	Specific information sources				
	Consultation of consultants		.945	.893	.881
	Consultation of government agencies		.835	.796	.768
	Firm's specific experience				
	Other outward international strategies			1.260	1.221
	Number of years since first export			.987	.988
	Firm's general experience				
	Firm age			1.031**	1.032**
	Firm size			1.004	1.004
	Control variables				
	Proactivity				1.153
	Propensity to take risks				.980
	Innovative capacity				1.000
	Model suitability measures				
	χ 2 of addition χ 2 of model	5.54 5.54	14.5* 20.0	15.9** 33.9**	1.4 37.3**
	-2LL	343	329	313	311
	Pseudo R² (Nagelkerke)	.027	.096	.167	.173
	% classification	70.4%	70.7%	72.8%	72.8
	*p<5% **p<1% ***p<0.1%				

SMEs that export contribute "disproportionately" to employment and GDP. For example, in

2002, exporting SMEs in Canada accounted for only 4.5% of all SMEs but generated 50% of jobs between1993 and 2002 (Halabisky, 2005)).
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According to the Oslo Manual definition (2005).

Management team's international experience (α=.820) % of SMEs in which a management team member lived abroad % of leaders who studied abroad Leader's international experience (α=.716) % of leaders who lived abroad Specific information sources % of entrepreneurs who consult their international customers prior to making export decision Consultation of foreign customers % of entrepreneurs who consult their international suppliers prior to making export decision Consultation of foreign suppliers % of entrepreneurs s who attend international exhibitions or trade fairs while making their export decision Attendance at international exhibitions or trade fairs % of l entrepreneurs who consult consultants Consultation of consultants % of entrepreneurs who consult government agencies Consultation of government agencies Specific knowledge sources (firm) Average number of other outward international strategies Other outward international strategies Average number of years since first export Number of years since first export Firm size (number of employees)

Firm size Average age of firm Firm age

A p test was carried out to check for any significant differences between SMEs exporting solely to traditional markets and those exporting to non-traditional markets. Table 3 presents the results of the test, and shows differences in the presence of certain uncertainty reducers, including the role played by firm age, the management team's international experience and attendance at international trade fairs.