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Abstract:As the result of the market concentration, the most shares of the consumer-goods 
market are held by the shopping centres, above all by the multinational chain stores,  in 
Hungary too. These chains get their suppliers competed with strict conditions. Taking part 
in their supply system is a difficult task and it can be extremely hard for the small-scale 
producers. The sale-opportunities and the market shares of the small producers have 
decreased because of the expansion of the market concentration. Taking part in “short 
supply chains “(SSCs)” or in sales based on cooperation for examples in producers’ 
organisation can mean alternative sale options for them. This study examines the 
opportunities offered by the short supply chains for their participants by content analysis 
and by using secondary sources. It presents that which are those producers or enterprise-
types to whom the SSCs are the best sales options. The basic aim of the study is to compare 
the features of taking part in conventional supply chains and in SSCs, and to present a 
description about the characteristics of the short chains.  

Keywords: supply chains, short supply chains, direct sales, small-scale producers, 
suppliers 

1 Literature Review 

1.1 Presenting the state of the concentration in the commerce 

The běinniň ő the commercial concentration can be put at the 1řő0s and it took 
a hal̋ decade to proceed. This process is typical in the commerce ő the developed 
countries and in a lot ő developiň countries as well (Dobos 2009). In Huňary 
the period ő thes trans̋ormation has started in the middle ő the 1řř0s and lasted 
till β00ŘĽ till the world economic crisis. (Kopcsay 2014) This process took place in 
every branch ő the retail trade but it’s e̋̋ect was de̋initely stroň in the area ő 
the ̋ood retail (Dobos 2009). The GfK’s (2016) study analysiň the ̋irst hal̋ľyear 
ő β016 shows that the units ő the “modern retail trade;” the hypermarketsĽ the 
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supermarkets and the discount stores own the most part ő the consumer ̌oods’ 
commercial shares (1. figure). The concomitant ő this process is that the typically 
̌reat numberedĽ small sized enterprises and the small stores per̋orm only a low 
part ő the trade compariň their ̌reat numbers. The trade is ̋ocused at the smallľ
numberedĽ but ̌reatľsized units (Juhász et al. 2008). Accordiň to Jankuné and 
her contributors (2012)Ľ the spreadiň ő the modern commercial channels 
became ̋aster a̋ter β000Ľ ̋urthermore it is probable that their spreadiň continues 
tǒether with the ̋orciň back ő the traditional trade networks. 

Żǐure 1. 
Market shares ő the commercial channels 

(Source: GfK 2016, own translation) 

In parallel with the process ő the market concentrationĽ it is important to review 
the chaňes at the producers’ side too. The up that time vertically and horizontally 
stroňly intěrated productľpath has been dissolved a̋ter the chaňeoverĽ and 
structure ő the ǎricultural production had been trans̋ormed. Instead ő the 
previously typical ̋armiň on laře scaleĽ the “atomicĽ” small size ̋armiň became 
increasiňly ̌eneral. In this wayĽ the smaller ̋armers could not make enoǔh 
products on the proper volume with the same quality to be able to individually 
initiate priceľněotations on the merits with the continuously increasiň sized 
eňrossers (Horváth 2010).  

1.2. Alternative opportunities of the small producers 
By the withdrawal ő the traditional trade channels the question arises that what 
happens with those producers who are selliň their products in traditional ways 
and places. Żor economies ő scale reasons they cannot sell their wares in the 
retail chain stores owniň the ̌reatest shares on the market.  
It is very hard ̋or the smallľscale producers to join to the supply system ő the 
chains ̋rom abroad. Small producers are able to become their direct suppliers are 
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rare (Kozák et al, 2010). Seres and Szabó (2009) pronounces that there is no ̋uture 
̋or the direct supply to the multinational chain stores by the small sized producers. 
Products ̋or “market ̌apsĽ” or product ̋or market areas are let ̋ree by the ̌reat 
sized market producers may mean exception. Thus the small sized producers 
haviň smallľvolumed products with nonľhumǒenous quality cannot appear in 
bǐ numbers as the suppliers ő the ̌reat chains. 
In order to improve their importance on the marketsĽ an opportunity ̋or the small 
producers is to make cooperationĽ to participate in producers’ ořanisationĽ that is 
undoubtedly advantǎeous in the commerce. Accordiň to Seres and Szabó (2009) 
considerably more smallľproducerľmade products ̌et to the chains throǔh other 
suppliers and producers ořanisations. On the other handĽ producersľcooperations 
has been ořanised only in low numbers and in rudimentary ̋orms in Huňary. 
Accordiň to the results ő Baranyai and Szabó (2016. 157.p.)  more than hal̋ 
(ő1%) ő the responder ̋arms do not participate at all in cooperations (out ő 6.őγ7 
responder ̋arms).  Its ̌eneral reasons are the williňness to cooperation is low in 
Huňary (Bódis 2016)Ľ  the adaptability ő the domestic ̋armers are weak (Dobos 
2009), or they do not want to abandon their independence; they do not want to sale 
throǔh cooperations (Juhász et al. 2008). Żurther reasons are the lack ő 
in̋ormations about the cooperations and the lack ő the cooperations ő̋eriň 
opportunities to join and the ̋ormer bad experiences. (Baranyai – Szabó 2016) 

1.3 The importance of the short supply chains. 

Huňary – realisiň the importance ő the local producer sale ľ created a thematic 
subprǒram in the rural development prǒram in the period lasts ̋rom β01Ő till 
β0β0. The title ő the subprǒram is “Short Supply Chain Thematic Subprǒram” 
which assists the producers ̌ettiň to marketĽ with a value ő β6 mrd. HUŻsĽ by 
supportiň the short supply chains. As it is re̋erred on the kormány.hu (the ő̋icial 
webside ő the Huňarian ̌overnment) in źurope one has searched ̋or the 
solution that promotes the producers’ ̌reater participation in the bene̋it comes 
̋rom the ̋ood chains. It’s main mode to shorten the supply chain – on the one 
hand by decreasiň the numbers ő the intermediary chainľparticipantsĽ on the 
other hand by shorteniň the physical distances by creatiň tradiň points that can 
be ̋ound near to the producers (Internet 1). Accordiň to Szabó (2014), the 
supportiň ő the small producers is necessary because the “SSC’ľproducers’ sel̋ľ
ořanisiň ability is lowĽ and their ability to en̋orce their interests is weakĽ and 
their competitiveness ̋or applications is also weak.  Cooperations – that mean 
solution in many points ő view – are rare. The European Parliament and 
Commission’s Regulation  on support ̋or rural development de̋ined the short 
supply chains on the ̋ollowiň way: "short supply chain" means a supply chain 
involviň a limited number ő economic operatorsĽ committed to coľoperationĽ 
local economic developmentĽ and close ̌eǒraphical and social relations between 
producersĽ processors and consumers” (Regulation (EU) No. 1305/2013, I. 
347/499). At the juďement ő the short supply chains it is considerable that 



Management, Enterprise and Benchmarking in the 21st Century 
BudapestĽ β017 

16Ő 

however the shoppiň centres are the most popular tradiň channelĽ but accordiň 
to Benedek and Balázs (2014) the interests in the local ̋ood and in the short 
supply chains has increased throǔhout the world. The participation in “SSCs” 
̌ives really an alternative ̋or the small producers to improve their incomesĽ but 
this solution is not rěular and do not happen automatically (Szabó-Juhász 2012). 
Żor this reason it can be used as an instrument ő the rural development. 

Renting and his contributors (2003; 339.p.) describes the practicable methods ő 
the “short ̋ood supply chains” (SŻSCs) on the ̋ollowiň classi̋ications:  

ľ “Żaceľtoľ̋ace SŻSCs: ̋arm shopsĽ ̋armers marketsĽ roadside salesĽ pick 
your ownĽ box schemesĽ home deliveriesĽ mail orderĽ eľcommerce.” (Csíkné and 
Lehota (2013), ranks the sales ̋rom automats also amoň the direct sales. )  

ľ “Proximate SŻSCs: ̋arm shop ̌roups; rěional hallmarksĽ consumer 
cooperativesĽ community supported ǎricultureĽ thematic routesĽ special eventsĽ 
̋airsĽ local shopsĽ restaurantsĽ tourist enterprisesĽ “dedicated” retailersĽ cateriň ̋or 
institutionsĽ sales to emǐrants.”   

ľ “extended SŻSCs: certi̋ication labelsĽ production codesĽ reputation 
e̋̋ects.” 

Accordiň to Bareja-Wawryszuk and Golebiewski (2014) local ̋ood systems has 
an important role in the world ̋ood supplyĽ and it “can become ̌reat alternative 
bene̋icial ̋or consumers as well as ̋or environment.” (77.p.)   Re̋erriň to 
Mastronardi et al. (2015), takiň part in SŻSCs can make sǐni̋icant prőit ̋or the 
̋amers. They have direct input on price that can be determinated on autonomous 
way. (The positive ̋eatures ő the SŻSCs and the direct sale is ̌oiň to be 
explained in the ̋ollowiň chapters.)  

2 Material and Method 

My research is based on literature reviews  and contentľanalysis. It’s aim is to 
present the charasteristics ő the short chainĽ especially ő the direct sale. In 
Huňary the most common “short supply chain ̋orm” is the local market trade. I 
reviewed studies examiniň this subject in order to ̌et a summary about the 
charasteristics ő these tradiň ways.  I ̋ocused primarly on the direct sale. 
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3 Results 

Examination of the short supply chains from the producers’ 
point of view 
The collective examination ő these short chain types would be a de̋initely 
di̋̋icoult task. In the domestic literatures ő this subject the works that examines 
the SSCs in a comprehensive way are rare because the individual studies mostly 
examines the SSCľtypes severally (Benedek 2014). Accordiň to Benedek and her 
contributors (2014) there is no such statistics that ̋ocus on the direct sales.  
There̋ore I have pointed out the most sǐni̋icant ̋orm ő the short supply chains 
in HuňaryĽ and that are the local markets. On the basis ő my experiencesĽ the 
literatures deal jointly with the direct sale and that’s most wideľspreaded  wayĽ the 
sales on marketplaces. The in̋ormation ő the GfK (2016) indicates the withdrawal 
ő the local market sales. In β010Ľ the proportion ő the local marketľvisitor 
costumer households  were 7β%Ľ and that dropped to őř% by the time period 
between β01ő July and β016 June. This rěression has been primarily caused by 
decrease ő the rural consumers’ numbers. Accordiň to the GfK (2016), the ̋ruits 
and věetables have the most sǐni̋icant trade at the local markets. 
The ̋eatures ő the direct producer sales and the distribution in conventional 
chains are di̋̋erent. (Table 1.).  (The studies that I utilised to edit this chartĽ 
mostly presents the ̋eatures ő the direct sale or sales in SSCs throǔh the 
examples ő the local market sales.) 
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Point of view: Descriptions: 

The advantǎes 
ő the direct 
sales and the 
local market 
sales: 

- Immediate incomesĽ in the ̋orm ő cash (by contrast with 
the casesĽ when eňrossers pay to their suppliers with 
delay); 

- Attainable price in hǐher levels; in comparison with the 
indirect sales.   

 Accordiň to Csíkné (2011), sometimes a 
considerably hǐher (even with βľγ00% hǐher) 
price level can be ̌ained than in the cases ő 
selliň to eňrossers or at producers’ ořanisation. 

- Independence ̋rom eňrossers. Autonomy in decisionľ
makiň; ̌reater ̋reedom at the determinations ő the 
prices (in contrast with the casesĽ when the producers are 
dependent on the eňrossers’ in̋lexibility or priceľ
determiniň behaviour); 

- relationships between the consumers and the producers; 
evolviň circle ő steady consumers 

- opportunity to size up the consumers claims and to adjust 
to them; 

- ̋lexibility; there is no rěular (̋or example daily) supplier 
oblǐation 

The 
disadvantǎes ő 
the direct sales 
and the local 
marketľsales:  

- In the case ő the direct salesĽ the expenses ő the 
producers are hǐherĽ because they themselves bear the 
costs ő the lǒisticsĽ the storǎeĽ the selliňĽ and the 
other additional costs. The necessary jobs must be done 
by themselves or by their workers; 

- the productľvolumes can be sold throǔh the local 
markets are  limited; 

- tradiň at local market is circuitous (̋or example the 
“marketiň” in the early morniň hours);  

- the circumstances ő shoppiň at the markets are below 
the opportunities ő̋ered by the modern chain stores;  

- the weǐht ő the shoppiň at the markets has decreased 
by the concentration ő the commerce. 

Table 1. 
The positive and the něative e̋̋ects ő the direct saleĽ and sales at local markets. 

Source: own editiň; on the basis ő Csíkné (2011), Csíkné - Lehota (2014), Szabó - Juhász (2012); 
Horváth (2010), Mastronardi et al. (2015). 

As it can be seen the direct sales and the local marketľsales are the best ̋or the  
smallľsizedľproducers. The studies examined by meĽ used di̋̋erent specimen ̋or 
their primer researchesĽ but the results are ̌enerally that the SSCľsellers’ landľ
sizes are smaller than those sellers’ who participatiň in conventional chains. 
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(Table 2.) It can be pronounced about their motivationsĽ that they are rather “more 
traditional” or more “smallľscaled.” 
 

Characteristics 
ő the 
producers 
participatiň 
in direct sales: 

- Relatively small land sizes and relatively low incomes 
̋rom ǎricultural activities 
- In the study ő Csíkné-Lehota (2014); 

o The producers have dealt with direct salesĽ 
have had averǎe őĽő hectares land sizesĽ and 
had 1Ľő million HUŻs income on averǎeĽ 
comes ̋rom ǎricultural activity.   

o The producers have used more sale channels at 
same timeĽ have had on averǎe 1ő hectares 
land sizesĽ with more than γ million HUŻs ő 
incomes on averǎe. 

- Csíkné (2011): the most ő the respondents have 
worked on lands below 10 hectares on averǎeĽ and 
they have sold the 7βĽő percentǎes ő their wares 
with direct method.  

- Szabó (2014): in Juhász and Szabó’s (2013) studyĽ 
the SSCľsellers have had approximately β6 hectares 
land sizesĽ while those who have sold at conventional 
chainsĽ have had approximately Řγ hectares. The 
annual net incomes that the SSCľsellers hadĽ did not 
exceed the value ő 7 million HUŻs. 

The main 
motivations ő 
the producers 
in direct sales:  

- The producersĽ ̋armiň on small landľsizesĽ usiň 
traditional technolǒiesĽ may choose this kind ő saleĽ 
because it may be the (only one) practicable way ̋or them 
(Csíkné 2011). 

- To ̌et incomes and/or to increase their incomes; 
- to reduce  their dependence  to the traders; 
- additionalľlike sales; sales ̋or the aim ő haviň more 

opportunities (mostly in the cases ő ̌reater ̋armers) 
(Csíkné 2011); 

- to continue the ̋amily traditions;  
- sel̋ľemployment as a result ő compulsion (Csíkné 2011). 

Table β. 
Charasteristics ő the producers pre̋erriň the direct salesĽ and the local market sales. 

Source: own edition on the basis of Csíkné (2011), Csíkné-Lehota (2014), Szabó-Juhász (2012), Szabó 
(2014) 
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Conclusions  
It can be seenĽ that the conditions ő the SSCs and the direct sale have di̋̋erent 
̋eatures than the participation in the conventional supply chains. The direct sales 
are suitable primarily ̋or the small sized producers. In my opinion they are thoseĽ 
who can exploit these sale opportunities on the most prőitable way. In this wayĽ 
the small producers selliň in low volumes have the opportunity to sell with 
hǐher prices.  On the basis ő the examined literaturesĽ the income levels (come 
̋rom ǎricultural activities) ő the producers pre̋erriň this method are lesser than 
those producers’ who distributes at  hǐher proportion in conventional chains.  It 
must be remarkedĽ that these ̌roups have ̌reat di̋̋erences in their commercial 
sizesĽ and in their land sizes. The direct sellers are not exposed to the conditions ő 
the chain storesĽ but they take the cost and the  tradiňworks upon themselves. Żor 
example instead ő the daily supplyiň they can decide how many days would 
they devote to the production and how many to the salesĽ balanciň these two 
workprocesses. źvident disadvantǎes ő the direct sales are the smaller marketĽ 
the lower saleable product volumesĽ but these are relative disadvantǎesĽ because 
it depends on the sizes ő the seller producers. 
 HoweverĽ on the basis ő the literatureĽ the consumers are interested in 
the SSCsĽ but ̋or exampleĽ accordiň to the in̋ormation ő the ż̋KĽ the 
importance ő the local market tradiň (as the most sǐni̋icant SSCľmethod’) has 
been decreased. 
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