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Abstract: Our survey investigates fair behaviour on one hand from network perceptions 

and on the other hands if ethical behaviour brings benefits for companies in their 

relationships. The results of our qualitative research show that fair behaviour has certain 

positives and actors perceive network effects as one of general conditions around them. 
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1 Introduction 
A business network can be approached by network ő interactively connected 
business ties. On one hand the networks ő̋er a natural arena ̋or ethical issues 
while it collǐates the diveřent interests ő actors1. This raises the question how 
much a company is able to ̌ive up its own ̌oals and plans so as to support 
another business partner. But in this way business network can increase its 
members’ wellľbeiň because it believes and ̋ollows the importance ő collective 
aims and interestsβ. On the other hand business relationships inside a network 
include ethical norms as mechanism ő business manǎementγ. 

The ̌lobalisation and spread and development ő supply chains mean an obvious 
need and challeňe to shi̋t the ̋ocus ő bβb investǐations ̋rom relationship level 
                                                           
1  HalinenĽ Aino ľ Päivi Jokela (β01Ő) źxploriň źthics in Business Networks: 

Propositions ̋or Żuture Research. IMP Con̋erence BordeauxĽ Żrance 
β  ŻordĽ D. ľ HåkanssonĽ H. ľ JohansonĽ J. (1řŘ6) How do companies interactĽ Industrial 

Marketiň and PurchasiňĽ Vol. 1Ľ No. 1Ľ β6–Ő1 
γ  HåkanssonĽ H. – SnehotaĽ I. (1řřő) (ed.) Developiň relationships in business 

networksĽ LondonĽ Routleďe 
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to network sphereŐĽőĽ6. In this study we set ethics and its more concrete ̋orm 
̋airness into the spotlǐht and describe what existiň research reveals about their 
importance ̋or business networks.  

Our study ̋irst shows a short summary ő relevant literature. In the second part ő 
our study we introduce the ̋irst ̋indiňs ő our survey when duriň course ő inľ
depth interviews we ask Huňarian companies and advisors ̋rom metal and 
machinery industries about the roles ő business ethics in their supply chains. 

2 Literature review 
In this chapter we look throǔh brie̋ly the relevant literure ő business ethics 
mainly ̋rom network aspects. Business ethics is a ̋orm ő applied ethics. It 
includes not only the analysis ő moral norms and moral valuesĽ but also attempts 
to apply conclusions ő this analysis to the assortment ő institutionsĽ technolǒiesĽ 
transactionsĽ activities and pursuits that we call business7. 

An early survey ő 1γ00 leaders ő totally γβő enterprises in Huňary in 1řř6 
showed a quite mixed picture handliň ethics on a ̋irm levelŘ. The researchers ő 
this survey had the opinion that handliň ethics at ̋irm level was at early stǎe 
while about 10 per cents ő respondents had their own ethical codex. Those ̋irms 
showed more ethical behaviour which tried to achieve lařer turnover in 
developed export markets. But accordiň to their data the ethical behaviour ő 
Western companies operatiň in Huňary were not outstandiň in those years. 

Hajnalka Csá̋orř ̋ound that the most important motivation ő continuity ő 
corporate social responsibility (CSR) ő the interviewed laře Huňarian ̋irms 
was ‘to apply ̋or their basic company values’. This result seems to con̋irm 
Szěedi’s10 view ̋or streňtheniň ethical issues. In Csá̋or’s survey other 
                                                           
Ő  HalinenĽ A. ľ TörnroosĽ J.ľÅ. (1řřŘ) The role ő embeddedness in the evolution ő 

business networksĽ Scandinavian Journal ő ManǎementĽ Vol. 1ŐĽ No. γĽ 1Ř7–β0ő 
ő  Veres L. (β00Ř) Kihívások KeletľKözépľźurópa lǒisztikai versenyébenĽ Közép–

źurópai Közlemények β00Ř./β. I. év̋olyam β. számĽ SzěedĽ řγľ10ř. pp. ISSN: 17Řřľ
6γγř 

6  Veres L. (β00ř) Rěionális lǒisztikai rendszerAekĽ Középľźurópai Közlemények 
β00ř./Őľő. szám 1ő0ľ1ő7 pp.Ľ Szěed. ISSN: 17Řřľ6γγř 

7  VelasquezĽ M.ż. (β01β) Business źthics ľ Concepts & CasesĽ Pearson źducationĽ Inc. 
Ř  Chikán A. (1řř7) Vállalatok és ̋unkciók intěrálója ľ Żolyamatjellěű irányítás ľ 

alprojekt záró tanulmánya. Budapesti Köžazdasá̌tudományi ź̌yetemĽ 
Vállalaťazdasá̌tan tanszék 

ř  Csá̋or H. (β010) Mennyire ̋elelĘsek az Északľmǎyarorszá̌i ré̌ió vállalatai? 
Periodica OeconomicaĽ III. ÉVŻ. November p. ββ–γ6 

10   Miskolci ź̌yetem 
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essential priorities were: ‘actiň as ethical company’Ľ ‘contribution to sustainable 
development’ and ‘maintenance ő ̌ood reputation’ ̋inally ‘̌ettiň more 
customers and new markets’. The investǐated smallľ and medium sized 
enterprises (SMźs) represent a little bit di̋̋erent opinion. The SMźs think that 
‘̌ettiň more customers and new markets’ is the most important and only a̋ter 
this aspect come “decrease ő costs’Ľ ‘maintenance ő ̌ood reputation’. Żinally 
they rank ‘actiň as ethical company’ and ‘contribution to sustainable 
development’ř. The two very di̋̋erent priority lists – based on sizes ő 
respondents – prove that ̋or SMźs the short term prőitability plays a much more 
important role. We have ̋ound a cultural speciality duriň review ő relevant 
Huňarian literature. When authors deal with issues ő ethics they őten ̋ocus on 
unethical behaviour or more concretely corruption (e.̌.11Ľ 1β). 

We use now Chikán’s1γ de̋initions ̋or supply chain: such value creatiň row ő 
processesĽ which is necessary ̋or establishment ő certain product and service 
packǎe and steps out the boundary ő cooperatiň ořanizations in order to 
satis̋y customer demands. The buildiň stones ő supply chains are the di̋̋erent 
kinds ő ořanizations and their relationships. The conceptual ̋ramework ő 
supply chain in Cooper et al’s1Ő view emphasizes the interrelated nature ő supply 
chain manǎement (SCM) and the need to proceed throǔh several steps to desǐn 
and success̋ully manǎe a supply chain. 

Hámori et al.1ő (β007) investǐated the competitive and cooperative behaviours ő 
companies and ̋ound that 6γ per cents ő respondents thoǔht that cooperative 
attitude is low amoň economic actors and in ββ cases (βŘ per cents) identi̋ied 
lack ő trust as result. The second ̋requent reason was lack ő cooperation. Kolos 
et al.16 also ̋ind that such characters ő interľpersonal relationships as sincerityĽ 
reliability and readiness to helpĽ have basic importance in evaluation ő 
relationships. 
                                                           
11  Żazekas M.Ľ Tóth István JánosĽ Lawrence Peter Kiň (β01γ): Anatomy ő ̌rand 

corruption: A composite corruption risk index based on objective data. Corruption 
Research Centre Budapest 

1β  Czibik Á̌nesĽ Hajdu MiklósĽ Makó Á̌nesĽ Tóth István JánosĽ Várhalmi Zoltán 
(β011): Intěritás és korrupciós kockázatok a mǎyar vállalati szektorban. MKIK 
żazdasá̌ľ és Vállalkozáskutató IntézetĽ Budapest 

1γ  ChikánĽ A. (β00Ő): Vállalaťazdasá̌tanĽ Aula Kiadó Budapest 
1Ő  CooperĽ M. C. ľ LambertĽ D. M. ľ PǎhĽ J. D. (1řř7): Supply Chain Manǎement: 

More Than a New Name ̋or Lǒistics. The International Journal ő Lǒistics 
Manǎement Ř(1)Ľ 1–1γ 

1ő  Hámori B. – Szabó K. – Derecskei A. – Hurta H. – Tóth L. (β007): VerseňĘ és 
kooperatív mǎatartás az átalakuló ̌azdasá̌banĽ Köžazdasá̌i Szemle (Journal ő 
źconomic Literature)Ľ LIV. év̋. JuneĽ ő7ř–601. 

16  Kolos K. (ed.) (β006) Vállalatközi kapcsolatok és a versenyképessé̌ össze̋ǚ̌ései – 
Projekt záróľtanulmányĽ BUDAPźSTI CORVINUS źżYźTźM ľ 
VÁLLALATżAZDASÁżTAN INTÉZźTĽ ŐŐ. sz. Műhelytanulmány 
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In HuňaryĽ a̋ter the dissolution ő the źastern Block the ̋oreǐn ownership ő 
total Huňarian economy was 11 % in 1řřβ and this rate achieved Ő1% by β000 
which is extremely hǐh even in international comparison17. ŻDI had and still 
today has positive e̋̋ects on Huňarian export and streňthened Huňary’s 
position in world economy. Between 1řřβ and β00Ő Huňary welcomed totally 
Ő0.7 billion USD ŻDI. This amount per capita is three times hǐher than the Czech 
and Polish data1Ř. So the companies with ̋oreǐn ownership have achieved 
dominant role in most ő the key sectors in Huňary. Multinational companies 
have ̋ound the country as an interestiň option ̋or investiň and sourciňĽ ̋or 
example in machinery industry ̋irms ő ̋oreǐn ownership accounts ̋or 7Ř %1Ř 
and skilled work̋orce has encourǎed establishment ő R&D centres1ř. The 
Huňarian automotive industry has developed on the base ő the earlier 
manűacturiň ő trucks and buses. The location in the Central źurope with 
markets in the West and in the źastĽ and the ability to ő̋er manűacturiň at a 
relatively low cost and ̌ood quality have been key in attractiň business partners 
(The Central and źastern źuropean automotive market). 

Accordiň to relevant publications ethics in business and ethical behaviour can 
ő̋er various bene̋itsĽ such as 

 acts to prevent a substantial harm to othersβ0 
 contributes to success̋ul per̋ormanceβ1 
 ̌enerally has positive e̋̋ects on diadic relationshipsββ 
 increases prőitββ 
 ̌enerally has positive e̋̋ects on diadic relationshipsβγ 
 results more stabile business relationshipsβŐ 

                                                           
17  KádárĽ Z. ľ MarkovszkyĽ S. (β00Ő) “Kül̋öldi működĘtĘke beáramlás 

Mǎyarorszá̌on”Ľ (In̋low ő ŻDI in Huňary) Orszá̌os Tudományos Diákköri 
Kon̋erenciaĽ 1. díj. 

1Ř  KarsaiĽ ż. (1řřř) “A mǎyar ̌azdasá̌ ̋olyamataiĽ 1řř0ľřŘ” (The processes ő the 
Huňarian economy between 1řř0 and 1řřŘ)Ľ Helyzetkép a TźP makroľ
̋ořatókönyveihezĽ Budapest 

1ř  ŻarkasĽ Z. (β00β) “Hopp és kopp”Ľ HVż (Weekly World źconomics in Huňarian) 
0ř.1β.β00β 

β0  RobinĽ D. (β00ř) Towards an applied meaniň ̋or ethics in businessĽ Journal ő 
Business źthicsĽ Vol. ŘřĽ No. 1Ľ 1γř–1ő0 

β1  ŻerrellĽ O. ľ ŻrederichĽ J. ľ ŻerrellĽ L. (β01β) Business ethics: źthical decision makiň 
& cases (Vol. ř). Boston: Ceňǎe Learniň 

ββ  LuoĽ Y. (β00ř): Żrom ̌ainľshariň to ̌ainľ̌eneration: The quest ̋or distributive 
justice in international joint venturesĽ Journal ő International ManǎementĽ Vol. 1őĽ 
γŐγ–γő6. 

βγ  HalinenĽ A.Ľ SalmiĽ A. and HavilaĽ V. (1řřř) Żrom dyadic chaňe to chaňiň 
business networks: An analytical ̋ramework”Ľ Journal ő Manǎement StudiesĽ Vol. 
γ6Ľ No. 6Ľ 77řľ7řŐ. 

βŐ  LuoĽ Y. (β006) Toward the microľ and macroľlevel consequences ő interactional 
justice in crossľcultural joint venturesĽ Human RelationsĽ Vol. ŘĽ No. őřĽ 101ř–10Ő7. 
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 arouses lařer satis̋action between the partnersβő 
 causess less con̋lictsβ6 
 leads to ̌rowiň reputationβ6 
 improves loň term competitiveness and economic per̋ormance.1 

There̋ore our research questions are simple: Is it worthy to act and behave 
ethically? Does it briň bene̋its? I̋ soĽ what kind ő advantǎes can manǎers 
expect ̋rom ethics? 

3 Introduction of our empirical survey and findings 
Our empirical survey is the Huňarian pillar ő a Żinnish research in University ő 
Turku where the methodolǒy was developed and tested. We used depth 
interviews ő qualitative methodolǒyβ7 because ő the very sensitive topic. In our 
study the depth interviews are semiľstructuredĽ which means there are quite 
detailed sub points and naturally it is not oblǐatory to answer each question. Our 
aim is to use out ̋lexibility ő this methodβŘ and to ̌ive ̋reedom ̋or respondents 
to speak bravely about such a sensitive topic. Certainly we ̌uarantee anonymity 
duriň data collectionĽ analysis and publications as well. 

In this paper we deal with the Huňarian research. (The international comparison 
see e.̌. βř) The ten depth interviews were made in β01őľ16. We want to analyse 
various issues ő ̋air behaviour in metal and machinery supply chains so three 
interviews are made with experts and the rest with practitioners. When we talk to 
expertsĽ they summarize their several decades’ experiencesĽ which means in our 
survey much more than 10 ořanisations are included. These talks repsesent 
various sizes ő companies and their main distribution markets are also di̋̋erent. 
A part ő them sells their products only in domestic market but others produce 
dominantly ̋or export markets. źmpirical data was collected with interviews and 
the main in̋ormants in the companies were senior manǎersĽ CźOs and one 

                                                           
βő  ořanizational contracts and justice in marketiň channel relationshipsĽ Journal ő 

Business ResearchĽ Vol. őřĽ No. βĽ 166–17ő 
β6  ChristopherĽ M. ľ żaudenziĽ B. (β00ř) źxploitiň knowleďe across networks throǔh 

reputation manǎementĽ Industrial Marketiň ManǎementĽ Vol. γŘĽ No. βĽ 1ř1–1ř7 
β7  MalhotraĽ Naresh K. (β007): Marketiň research. Pearson 
βŘ  YeuňĽ Henry Waiľchuň (1řřő) Qualitative Personal Interviews in International 

Business Research: Some Lessons ̋rom a Study ő Hoň Koň Transnational 
Corporations. International Business Review Vol. ŐĽ No. γĽ pp. γ1γľγγř 

βř  JokelaĽ Päivi ľ HalinenĽ Aino ľ Piricz Noémi (β016) Competitive biddiň and 
contracts ľ The impact ő perceived ̋airness on relationship continuity amoň Żinnish 
and Huňarian metal and machinery industry actors. IMP Con̋erenceĽ PoznanĽ Poland 
Con̋erence Proceediňs http://www.imp̌roup.oř/paper_view.php?viewPaper=ŘŘβř 
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director ő a board. Sensitivity also was a limitation in the study; the Huňarian 
companies in particular were hesitant to disclose their views to the researchers. 
We should add that respondents are success̋ul ̋irms. It seems to be lǒical that a 
success̋ul – and possibly ethical – ̋irm speaks with pleasure about these topics. 
Now the question is which was earlier: ethical behaviour or success? 

3.1 General findings 
The Huňarian economy is a̋ter transition ̋rom the socialist system to the 
capitalist one. In the previous system (actually it was also a mixed system but in a 
di̋̋erent way) many ̋actors were determined centrally and mostly stateľowned 
companies had to ̋ul̋il the plans so ethics played smaller role. In the early ř0’s 
̋oreǐn investors appeared and boǔht oldľ̋ashioned companies in mass 
privatisation. A ̋ew experienced Huňarian ̋ormerľleaders started their own 
enterprises in small scales. I̋ they have manǎed to survived their ̋irst years they 
can operate today. The majority ő respondents are ̋rom this ̌roup. They started 
in small size in the early ř0’s and now they are success̋ul mediumľsized ̋irms 
with stable export markets. 

As an expert says the companies that exist nowadays in the Huňarian metal and 
machinery sectors were established by ̋oreǐn capital. They have ̋oreǐn 
ownerships still today. They pay taxes in Huňary and contribute to the Huňarian 
żDP but no other e̋̋ects can come out ő their company ̌ate. He also thinks they 
do not turn back their prőit into the Huňarian economy like a normal domestic 
enterprise. Rěardiň suppliers they seem to pre̋er ̋oreǐn suppliers. 

The ethical behaviour can be more vital in asymmetric business ties where 
ownership and use ő resources are unbalancedγ0. We see that asymmetric 
business relationships beloň to hot topics but its network aspect is less 
investǐated. Mouzas and Żordβř state that interactive dependency does not 
de̋initely mean equal access to resources and it may happen that even the actors 
have chosen this case and we con̋irm their view. 

Almost each respondent shared an unethical caseĽ ̋or example: 
 “I̋ a competitor makes an ő̋er with irrationally law pricesĽ potential 

buyers expect us to ̋ollow this. In spite ő thisĽ  the ̋irm which made 
this impossible ő̋er went bankrupt soon a̋ter this deal.” (mediumľ
sized ̋irm) 

 “The car assemblers ask more at lower prices. Żor instance at ̋irst the 
assembler orders 100 pieces ̋or 1000 units but later 10000 pieces ̋or 
ő0 units.” (TIźRľ1 supplier) 

                                                           
γ0  MouzasĽ S. ľ ŻordĽ D. (β007) Contracts in asymmetric relationships. The Proceediňs 

ő the ββnd IMP Con̋erenceĽ Milan 



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

 

γ1Ř 

 A buyer disappeared without payment. 
 Another buyer instead ő announciň its worseniň ̋inancial situationĽ 

starts quality complainiňĽ and they not only postpone payment but 
cause additional quality inspection costs ̋or supplier. 

 Business partners may cheat with taxes. This is un̋air ̋or competitiors 
because these cheaters can calculate at lower costs and become more 
competitive. 

 Certain buyers may expect extraordinary ̋lexibility and even determine 
the supllier’s suppliers. 

Despite these unetchical behaviours the ̌eneral opinion is optimistic and 
companies think it is not ̌eneral but rarerly happens. They try to learn ̋rom these 
and have a view that this beloňs to risks ő business. 

We met an interestiň but seemiňly success̋ul method how to handle the so 
called Chinese e̋̋ect: A respondent explained that a Chinese competitor copied 
their product in a ̋alse quality and the buyer was not satis̋ied. So the (Western 
źuropean) buyer turned to this Huňarian ̋irm and asked to build and install the 
complex system in China. They did it and it works well nowĽ the Huňarian ̋irm 
controls it throǔh a remote control system ̋rom Huňary. The Huňarian ̋irm is 
not worryiň ő beiň coped ǎain because on the one hand they cannot keep their 
system in store (but has to sell) and on the other the Huňarian ̋irm is better (and 
has satis̋ied buyer) ̋or the time beiň. 

3.2 Respondents’ supply chain experiences 
We state that respondents are usually aware ő various network a̋̋ects. It seems 
that this is already a natural part ő their environment. However we ̋ind another 
common ̋eature ő supply chains; this is the dominant role ő the lařest member 
ő supply chain. This actor is ̌enerally located closest to the ̋inal customer. Żor 
example duriň procurement a laře company receives the complex order and it 
̌ives many tasks ̋urther to its subcontractors and these subcontractors also ̌ive 
over some tasks to their subcontractors etc. In other case the car assembler ̌ives 
almost ̋inal contact to the buyer – without any něotiations on it – and this 
position ̌ives them both responsibility and power. It seems they practically 
instruct their suppliers. Certainly it is also the assembler’s interest that suppliers 
̋ul̋il ̌ood per̋ormance but the car assemblers treat them severely. 

It seems that size and position in the supply chain are the two most important 
̋actors which in̋luence behaviour ő companies in metal and manűacturiň 
sectors. The leaders’ and owners’ personal attitude play another vital role. 

Some typical answers to con̋irm our opinion: 
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 “We are mediumľsized not only ̋rom statistical aspects but also due to 
our position in our supply chain. We are stressed ̋rom above and 
below and also sideways.” 

 “Our position in the ‘̋ood chain’: we already have to ̋inance our activity 
but the ̋irms below us are unable to ̋inance themselves.” 

 “Who is the dominant actor ő supply chain? Just look at the direction ő 
capital ̋low and you will immediately know it.” 

 “There is no ̋reedom ̋or anyone. The network a̋̋ect is the system ő 
conditions where I live in.” 

 “The impacts ő multinationals are stroň. They misuse their power 
includiň unwritten rules too.” 

3.3 Does fair behaviour always pay off? 
We meet very various cases and opinions rěardiň partners’ ̋airness. Most ő the 
respondents think it is bene̋icial: it briňs respect ̋rom buyersĽ it is a ̌ood 
re̋erence and in quality manǎement it beloňs to normal processes (e.̌. in car 
industry supplier should indicate own quality problems as soon as it is detected in 
̋actory). However some respondents call attention to bad tendencies where un̋air 
companies can ̋lourish in markets as well. 

Our respondents said concerniň ̋airness: 
  “The economic responsibility lasts to the point it does not con̋lict 

interests.” 
 “The aim is prőit still today. The capitalist world operates like this. Only 

there are some bařains due to the interest ő social cooperation.” 
  “The ̋air behaviour almost always pays ő̋. In quality manǎement there 

is ̋or example sel̋ľimprovement what both our buyers and we 
practice towards our suppliers. This is ̌ood because i̋ the customer 
recǒnizes a problemĽ comes here and it turns out that I have known 
that but did not mentionĽ that is a much lařer mistake.” 

 “We know there are certain partners who pay only i̋ we ask payment 
be̋ore delivery.” 

 ”I remember a case when a project was postponed one year because one 
subcontractor did not indicate serious problems and did not strive to 
cooperate.” 

Conclusions 

It is surprisiň and interestiň when we inquire about competitionĽ in most cases 
they start to speak about ̋airness. The opinions on ̌eneral development ő ̋airness 
is varyiň because some respondents explain něative tendencies and ̌rowiň 
numbers ő un̋air stories while others identi̋y positive chaňes in this ̋ield. 
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źspecially a respondent ̋rom quality insurance is optimistic and sees 
improvements. However a company owner simply says that he ̋eels himsel̋ well 
when he behaves ̋airly. This means that market ̋orcesĽ economic lǒic just as 
well as internal needs can result ethical behaviour. źxperts and the majority ő 
manǎers ǎree that very unethical behaviour ̋inally will have relevant 
consequences. But on contrary the very ethical companies will not reap their 
reward. This situation seems a little bit straňe and does it ̌ive lesson to ̋ind the 
‘optimal’ way somewhere between? 

We understand that nowadays networkiň is a “conscious status” as it has been 
indicated by Kolos et al16. However this still operates in a little passive way. Żirms 
are aware ő network e̋̋ects and interdependency. They also see when 
cooperation does not work and a ̋ew network actors withdraw some in̋ormation 
but they do not think that they could play a more active role and they could 
develop and imrpove their network as well. They seem to be more active in their 
dyadic relationships.  
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[6] Csá̋or H. (β010) Mennyire ̋elelĘsek az Északľmǎyarorszá̌i ré̌ió 
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http://www.imp̌roup.oř/paper_view.php?viewPaper=ŘŘβř 
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interactional justice in crossľcultural joint venturesĽ Human RelationsĽ Vol. 
ŘĽ No. őřĽ 101ř–10Ő7. 

[ββ] LuoĽ Y. (β00ř) Żrom ̌ainľshariň to ̌ainľ̌eneration: The quest ̋or 
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