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1. Research objectives and hypotheses

1.1. Significance of the study

Food economy plays a prominent role in the incomeegating processes of
the Hungarian economy, in the country’s active ipgtion in international
trade, in food supply and in ensuring high employmkevels. Hungary’s
geographical location and climate is favourable fooducing high-quality
goods, which enjoy a good reputation both locafigt abroad, thanks to highly-
qualified specialists employed in the food econoMgwever, the Hungarian
food economy is confronting several problems thadédr profitable sales. With
the opening markets, foreign goods which are cheape of lower quality than
local products, or cheaper but of a similar qualiye competing more
successfully for customers. There may be a numlifereasons for this
phenomenon outside my field, such as the fragmentatf producers, or the
extent, allocation and profitability of developmergsources. Within my
professional fields — namely freight forwarding dadistics — | am also trying
to ascertain the causes whose elimination woulgkfdee development of sales
practices of the Hungarian food economy.

Initially, 1 intended to focus on international ealin my research. Having
examined the available literature, | realised wha have already been
experiencing on a daily basis: not only does thaddwian food economy have
problems in selling into foreign markets, but itegucts are losing ground in
the domestic market as well. The competitivenes$Hwhgary’'s agriculture
depends on the domestic market. Only a minor ptaypoof our food products
are exported: for instance 21% of grain (througbdpcers, integrators, mills,
feed manufacturers, industrial users and intergantiand 15% of fresh
vegetables and fruits (through producers, wholesaland producer
organisations combined). According to the artigle/arGA et al. (2007), 7.7%
of dairy products (raw milk from producers and npilocessors), 30.1% of the
poultry sector (only slaughterhouses; however ingabipoultry is included),
21% of grain products and 13.5% of fresh vegetahtes fruits is exported.
What these numbers show is that domestic produwets@d primarily in the
domestic market, where they have to compete withomed goods. This is
supported by import sales figures: 18.7% of frespetables and fruits (though
this includes products that cannot be produced dtoadly), 1.5% of raw milk,
but 25% of dairy products in the product rangeeddit chains, and a substantial
proportion in the input of milk processors, and%.8f poultry from domestic
slaughterhouses is imported ARGA et al. 2007). Hungary’'s accession to the
EU created an even stiffer domestic competitiordfmmestic producers. Beside
the varying subsidy levels, this is due to the that the agricultural products of
developed countries are of reliable quality and tteach domestic consumers
and end-users at a lower cost thanks to a morenaddasales strategy and
logistics and to institutional and non-financiahtst assistance to producers.



Consequently, Hungarian producers have to face ettigm from their foreign
rivals as regards prices, consistent quality orstogs services to accompany
products. Therefore, advanced trade logistics sesvof food products are vital
not just in export sales but in the domestic marca. This realization
encouraged me not only to look into the problemstied export freight
forwarding of food products, but also to find wayfsmproving domestic sales
conditions.

Logistics plays an increasingly important role unlding a market economy
and in improving economy and profitability. Hungariprofessionals not only
learnt up-to-date logistics methods fast — knowly &rom foreign literature —
through multinational production and trading comparsettling in Hungary,
but they further developed them. These methodselels participate to a
greater extent in international production andspal®cesses with several of our
products, many of which compete successfully witeilgn products both at
home and abroad. The question arises: how wides@neaup-to-date logistics
methods in food economy, and especially in theibigion processes for food
products.

There are several specialists dealing with manufexg logistics at food
economy companies, however, distribution logistiss one of the most
underdeveloped areas of Hungarian agriculture and €conomy, despite the
fact that logistics costs in the agricultural seattay account for 20-40% of
production and sales costs ARGA et al. 2007). In order to enhance the
competitiveness of Hungarian agricultural and femdnomy companies, the
main task would be to improve distribution logistiand to improve technical
and infrastructure conditions. The production, ager and carriage operations
of the Hungarian food economy entail higher coeemntthat of their foreign
competitors. It would be vital for distribution listjcs not to follow
procurement and manufacturing logistics, but irgteplanning were
simultaneous. Costs involved in the delivery of d®@@lways influence retail
prices: the producer may sell the product on-sitedb a lower price, or they
deliver their products themselves to users, paydtated expenses, and they
can ask for a higher price.

» economically viable vehicles in good operating abad, which comply
with environmental requirements and meet the speoikeds of the
agricultural product to be delivered

» continuous and close contact with the forwarder I(ERlectronic data
interchange or the application of other up-to-dateodes of
communication)

» application of up-to-date research findings ia tields of
transportation, freight forwarding and logistiosorganize the
movement of agricultural products; primarily a e of approach
would be necessary along with the purchase ofifared current assests



b)

The improvement of distribution logistics has twaimobjectives:

Cost reduction

The selling price of products is regulated partyydemand and partly by
stiff competition in the market, which is advantage for low-priced
products. Thus, cutting costs is the only way tease profits. At the same
time, reducing the prime cost is not always feasilals for example in
Hungary the price increase of non-agricultural isp(materials, energy,
etc) used in agriculture constantly exceeds thatgpicultural products. In
food economy, in terms of the logistics costs afdocts, distribution costs
are higher than procurement and manufacturing tiegisosts. This is due
to the fact that producers use self-produced st(sksh as fodder) in great
guantities, and that the amount of materials geeérduring production
exceeds the input material amount. As a consequeneeway of reducing
the costs of products to be lauched onto the mavkedd be to decrease
distribution logistics costs.

Quality improvement of product distribution

Beside cost reduction, the market competitivenessgproducts is also
influenced by the service level. Among the shortiog® of distribution
logistics are quality management, packaging, poadyrct-related service and
poor complaint management. It is advisable to erarthe role of the above-
mentioned areas in the logistics chain, and how titgssence hampers the
creation of an efficient chain. The developmena siuccessful sales strategy
is based on customer needs. An indispensable elewferthe whole
manufacturing — and distribution — logistics sysients last phase: when the
customer meets the product. The modernization stfilolution logistics is
inevitable in launching products onto the markei & could ensure that
these products are processed and not sold as raeriaiga In the EU’s
support policy, the development of product-relaexiices are gaining priority
over that of products. In order to increase salgsorunities of processed
products, advanced logistics methods and toolsitale Value-added logistics
operations help raise the level of customer servidee shortcomings of
distribution logistics hit small and medium producearticularly hard as
machinery services, material procurement and \muaiti training require
substantial capital.

The cooperation of the food economy buyer and bgistics service

provider can be established in different ways. e services market, the
producer or marketer is the customer, and the serprovider is the seller,

therefore, the contractual relationships betweemitldevelop similarly to the
seller-buyer relationships in the product markehe Ttwo main types of
relations are the adversarial relationship andptwgnering relationship. When
hiring a service provider for a variety of serviceslepending on the type of
service — with providers of routine services a campbuilds an adversarial
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relationship, while with providers of unique seescthey build a partnering
relationship. A comprehensive analysis is necesgaigentify which type of
relationship should be recommended to food econoumyers.

A fundamental characteristic of collaborative, paring relationships is the
length of time partnering. In short-term relatiopsh the seller or logistics
provider does not dare to make costly investmentbehalf of the buyer, does
not understand the significance of joint effortdadoes not think in terms of
what might be favourable for the buyer. This cortiral form encourages a
seller or logistics provider with strong financraliscles to improve continually,
which requires considerable capital. In Hungarnyg iisncommon for sellers and
logistics providers to have sufficient capital garch major developments with
high uncertainty. Therefore, for a successful fataollaboration, a partnering
relationship may be advisable for economic actorlungary. However, it is
unsure whether long-term collaboration betweentiexj§ood economy buyers
and logistics providers bears the characterisfiggadnering relationships.

In my thesis, | would like to investigate how laigs providers could help
improve distribution activities in the Hungariarotbeconomy. Could they play
a bigger role in marketing Hungarian products nedfectively in the domestic
and international market through their high-qualdystribution logistics?
Without going into further details of the probleni® food industry faces, |
focused on analysing distribution logistics: howvduld help improve the sales
of domestic products and keep or regain their mwsiin the domestic and
international market.

1.2. Research objectives

Based on this overview of logistics in food econpmmy primary aim was to
investigate how the distribution logistics of Huniga agricultural and food
industry companies could be improved by using tiggstics services of freight
forwarding companies and thereby achieving an algm of interests of both
professions. My hypotheses and objectives arelkasvi

First hypothesis:
Use of logistics service providers by actors of théood economy is
insufficient.
Therefore, my first objective was to analyse to whatent do freight
forwarding companies provide logistics services fmod economy
companies at present.



Second hypothesis:
Companies in the food economy do not use sufficientalue-added
logistics services.
| aim to examine to what extent do companies in ftw industry use
value-added logistics services.

Third hypothesis:
The relationship between food economy customers aridgistics service
providers is not strong enough to foster joint deMepments.
Based on this hypothesis, my primary objectiveoifind the most effective
type of relationship between food economy compaareks|ogistics service
providers. Hence, | would like to carry out an gse of the depth of
relationships between these two parties. For thgigse, | am going to use
the method of process benchmarking.

Fourth hypothesis:
There is a proven association between the most esBal relationship
characteristics and the length of time partnering m the collaboration of
food economy buyers and logistics providers.
| would like to use the RAMER and GiUPROV coefficients of association to
prove this hypothesis in the field studied.

Fifth hypothesis:
Current proposals for developing the food economy a not sufficiently
support the development of distribution logistics.
| would like to examine if the current agricultusalpport system facilitates
the collaboration of food economy clients and lagssproviders. If it does,
why does this collaboration not work? If it doeg,what could be done to
align the interests of food economy clients andslibgs providers?



Figure 1 summarizes the most important connections in télel fstudied,
highlighting the circumstances influencing the depenent of distribution
logistics in agriculture and food industry.

Distribution
logistics is one of
the most under-
developed areas of
Hungary’s
food economy

Figure 1.
Important factors described in my study affectirggribution logistics
in agriculture and food industry



2. Research methodology

2.1. Data collection

With self-designed questionnaires — completed bymbess of the
Association of Hungarian Forwarding and Logistic ng&® Providers
(AHFLSP) — | examined to what extent and which &/pé logistics services
are used by agricultural and food industry companie

2.2. The association analysis of logistical sersiasing YLE's coefficient of
association
Based on the first two written questionnaires | badt out, | could establish
which logistics providers offered services and twom, and which were their
most common services. | analysed the relations deiwhe different types of
services using YLE's coefficient of association. This analysis madeoi$gible
for me to draw conclusions as to the planning ofises, if introduced.

2.3. Measuring strength of buyer-supplier relations

According to my hypothesis, the strength of buygygier relationships
can be safely identified with a modified version ldiNeS (HINES 1998)
method, which is used as a benchmarkeld came up with a questionnaire-
based method drawing upomk®’s scientific work (1994) to analyse the
strength of buyer-supplier relationsak® designed a questionnaire with 12
thematic questions and made a distinction amongethiypes of trust in
relations: weak, semi-strong, and strongNe$ (1998) added ten further
guestions to &Oo’s list.

| adopted these questions to analyse the relatloetsveen logistics
providers and buyers and carried out a survey amuergbers of the AHFLSP
as regards all buyers, especially agricultural dodd industry buyers. |
reformulated the questions so that they could leel i3 identify buyer-provider
relations. Furthermore, | adoptedhk®’s (1994) proportions to fit the 22-
guestion questionnaire, and | gathered data on ldgestics services of
participant forwarders by administering the questaire face-to-face to
respondents.

2.4. Process (generic) benchmarking

Benchmarking is the comparative analysis of praglucervices and
processes, which can take place internally or arorapetitor level. In this
process, our practices, products, services, presemsd methods are compared
with better ones. The comparison may be based eaol@k index numbers,
ratios, complex index numbers, or subjective valkedes.

Benchmarking may be useful not only for companiesrganizations but
also for a certain profession or economic branch adows a greater range of
comparisons to learn from. There are several tgbdsenchmarking, but it is
process benchmarking which compares the proce$siféenent systems.
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With the benchmarking method, | compared the festwf relationships
between logistics providers and their customers wiat of the buyer-supplier
relation. First, | had to identify the similaritiesd differences of the two types
of relations. As a result, | concluded that the dmemarking method is
applicable for the analysis of the strength of suatations.

2.5. The cooperation analysis of agricultural/foecbnomy clients and logistics
providers using the RAMERand GHuPRoOV coefficients of association
Looking at the results of the third questionnalréad the opportunity to

analyse the association between the collaboratatenqms of buyers and

suppliers. According to my hypothesis, this relasioip cannot be successfully
established without long-term collaboration, hehexamined how the length
of time partnering and collaboration features tgpiof the strongest
relationship, influence each other by using thea@=r and GiUPROV
coefficients of association.
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3. Research findings

1)

2)

With my questionnaire survey among freight fordvag-logistics providers,
| have achieved my objectives:

| have established the proportion and compositiblogistics services
in the largest trade union of freight forwardingyilstics providers. Based on
the survey conducted, | was able to establish tatveixtent do logistics
providers provide services for food economy comgsinb9% of logistics
providers offer freight forwarding services to foeconomy companies, and
56% to agricultural companies. | carried out furtmesearch on those
logistics providers which offer services in agriaué. | also established
upon what criteria are logistics providers seledtgdbuyers.

This research was complemented by another surveguoted among
members of the Association of Hungarian Logistiesvige Centres in July
2009. It could be concluded that 53% of the membdvertised themselves
to be offering logistics services as well. Theiodistics Services’ include
warehousing, yard management, and special waretggsirvices such as
moving store, bonded public warehousing, VAT warediiog or
temperature-controlled warehousing. Domestic dhstion is pronouncedly
advertised by 25% of logistics providers, out ofowhone provider offers
regional distribution too. There are companies Wwhorovide 'complete
customer service’ or supply chain management sesvicustoms clearance
is offered by 18% of the logistics providers, andny of them provide
VAT and other (e.g. excise) tax administration gsgs. Several companies
put an emphasis on their value-added services. dkstife advertised
services, | would like to highlight product logisti customized services,
manufacturing logistics services, and as for treviglers, those companies
which offer food economy companies logistics solusi for sensitive,
perishable, high-value commaodities.

In the examination of value-added services, | camthe conclusion that
the order of the most frequently accessed sercgmilar to the ones used
by other buyers, however, their proportion is serallThe following
(descending) order of services can be establisheddoon the frequency of
their use: international freight forwarding» customs clearance—
warehousing— domestic transport— international transport= home
delivery — stock accounting— comissioning— marking, inscription—
packaging. The survey proved that warehousing cesvare a prerequisite
of value-added services. After analysing the quoastires, it was
ascertained that a logistics warehouse is an eakeydl of comprehensive
logistics services, where the provider carries auvariety of activities
(quality control, packaging, loading, unit load rfa@tion, commissioning,
etc). However, agricultural and food industry comipa use conspicuously
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3)

more logistics services — if they hire a logisfiesvider — than all the other
companies examined.
| used 8ko (1994) and MNES (1998) theories to define the strength of
relations between the buyer and the logistics pigvyitaking into account
the following:
» the logistics provider sells a service, not a pobdu
* the unique features of food products must be censdl when
establishing a business relationship
By using the benchmarking method, | established fésgures of
relations between agricultural/food economy comgmnand logistics
providers which hinder long-term, successful partrgerelations.
Figure 2 shows the findings of my survey on the strengthiedditions
between food economy buyers and their logisticsigess.

Semi-strong
8%

67%

Figure 2.
The strength of relations between food economyrbared

their logistics providers
(Source: calculations based upon own survey)

Sadly enough, even a long-term cooperation betwen weakly-
related parties may remain weak.

With regards to the features of the relations betw&od economy
buyers and logistics providers, ’'contractual trusttypically weak. Both
food economy buyers interviewed and their logisficeviders state that
providers do not start working without a writterder. This is not only due
to the product type but to the synergy of the othssociation features:
short-term collaborations and weak trust in seryaceviders, which is
justified since food economy buyers would not b db afford creative,
qualified, high-quality providers.

The other weak association feature is the competddvantage offered
to buyers by providers. Food economy buyers and freviders often
believe that providers enhance the competitivenébsiyers, admitting that
this is primarily true in the case of low-cost piders. Sadly enough,
according to Hungarian scientific surveys condugtetlonly among food
economy companies, price typically comes secormgligdity when selecting
a logistics provider.

13



4) In my cooperation analysis using th&A®ER-CHUPROV coefficient of
association, | proved that long-term collaborati@ween agricultural/food
economy buyers and their logistics providers mdg he
» share technological experience
» develop more up-to-date and effective servicedljoin
» provide transparent cost structure
* share liability
» develop joint labour force training
» develop joint strategy
» share risks among the parties
» which can prove fruitful for both parties.

| could not establish an association between thegthe of time
partnering and joint developments.

5) In my analysis of development assistance forfdloel economy, | looked at
fields supported by the EU Structural Funds, theicddfural and Rural
Development Operational Programme (ARDOP), the Nelngary
Development Plan (2007-2013he European Agricultural Fund for Rural
Development (EAFRD) and th®evelopment of Logistics Centres and
Servicesgprogramme (National Development Agency, GOP-20@733and
KMOP-2007-1.4.2). | ascertained that they do noterofsupport for
facilitating the collaboration between food econobwyers and logistics
providers.

14



1)

2)

3)

4)

5)

4. New and partly new scientific results

| proved that the food economy does not usestmgi providers to a
sufficient extent in order to ensure competitivesto-date, inexpensive and
high-quality distribution logistics, even thoughstisolution would be more
accessible and would produce better results wheryicg out logistical
developments.

| proved that the proportion of value-added mewvy among logistics
services used by food economy actors is smaller dipdimal in spite of the
fact that they ensure a high-level and more cdstb¥e product launch
onto the market.

| adapted the &o-HINES method of analysing the strength of relations to
examine the relationship between logistics prowdand buyers. After
examining the relations between actors of the feecdnomy and their
logistics service providers, | pinpointed the feeldhich ensure a relation of
mutual benefit between them.

| proved that the length of time partnering has effect on other
collaborative features in the relations of food remoy companies and
logistics providers.

At the same time, | pinpointed the fields where reving-term
collaboration fails completely or partially in stigthening relations.

By analysing the financial resources and suppgstems for developing the
food economy, | proved that in their present folrayt are not suitable to
bring food economy actors and logistics providdoser together, despite
the fact that joint developments would produceeiast more considerable
results than isolated ones.

15



5. Conclusions and recommendations
5.1. Conclusions

The amount of logistics services, especially that of value-added services, is
smaller than optimal in the case of the examined food economy companies.
| came to the following conclusions based on myeyr
* A considerable part of freight forwarding-logistiggoviders do not
provide services for the food economy. | would ltkehighlight a few
facts from the reasons for this phenomenon:
= providers’ tools and expertise are often inadeqi@mteéhe products
of the food economy

= providers are not convinced about the profitabildy the food
economy as far as necessary investments are ceacern

= food economy companies are afraid of the high prafeup-to-date
logistics services

= food economy companies are not convinced whethgistios
providers will take into account the high qualitarsdards of their
products

» Agricultural and food industry production companiesk for logistics
providers whose qualities enable them to providgstas services, as
production companies are reluctant to participatethe providers’
investment activities.

* Logistics providers seek to offer special serviged conditions suitable
for the unique needs of the products entrustetheéa tare. Thus, they
would be able to provide much more extensive sesvitb meet the
individual needs of food industry products.

* Their services now include offers targeted esplgcat food economy
buyers, providing temperature-controlled warehayisio safeguard
quality.

The relations between food economy companies and their logistics service
providers are not strong enough to ensure sufficient development
opportunities for them.

The analysis based oniNgs' method clearly shows that the relations of
food economy buyers and their logistics provideesvaeak and offer uncertain
opportunities for both parties. As a result, they dot support bigger
investments, developments or long-term strate@esnsequently, they are not
suitable for developing the distribution logisticé agricultural and food
industry products to compete with the advancedstas of companies with
strong financial muscles. There are only a few 3iaviders which offer
producers long-term cooperation agreements of rhbareefit.
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An association between the length of time partnering and the most essential
collaboration featuresis detectable in the relations of food economy buyers
and their logistics providers as well.

The analysis of the association between the lengtime partnering and
the most essential collaborative features revetladfood economy buyers and
logistics providers must seek long-term contractakdtions in order to develop
logistics services. This in return ensures pangerelations of mutual benefit.
Even a long-term cooperation among the companiammed did not ensure
the realisation of joint investment projects.

Financial resourcesfor the development of the food economy are not aimed
at fostering cooperation with logistics providers.

After examining the support system of agricultuaad rural development, |
drew the conclusion that in their present form tlaeg not suitable to realise
joint developments which would

» stimulate the necessary development of the fooda@ug’s distribution

logistics

* ensure return on joint investments

* encourage logistics service providers to collatoratth the food

economy so that their services in this field woeidure profitablilty for
them

5.2. Recommendations
My recommendations are as follows:

Using logistics providers more extensively in the food economy

| recommend that purchased services include wasshgu stock
accounting, commissioning, quality control, packagand other value-added
services and that they be offered to companiestwaiready use an external
service provider for transportation, customs cleeea etc as food industry
products lag considerably behind the competitiothése fields.

Establishing buyer-provider relations

My research helped me to define the most impodapects of establishing

relations between logistics service providers autifeconomy companies.

» Selecting the right logistics provider is the hatdéask for a food
economy buyer. A careful investigation of providarsl their activities
is necessary, for which, in my opinion, it is a@dke to initially hire an
expert. Due to the special logistical needs of fowhlistry products, the
quality of logistics provider activities is not ntuof a help in handling
industrial products.

17



Providers must be differentiated. It is advisaldeestablish long-term
partnering relations with providers offering uniquéigh-quality
services. Buyers should select a provider for which order is as
valuable as its activities in the buyer’s turnové@Providers offering
routine services should be made to compete in dodexach the lowest
prices possible.)

In partnering relations, it is expedient to plare trength of time
partnering to secure the realization of joint irtuesnt and development
projects. This means a minimum of 3 years, big ihore advantageous
to establish an even longer cooperation by extenthia contract, even
if this is what is quoted there.

Logistics providers should be involved in the depehent of new sales
strategies and services because the planning protag be enriched by
their experience and know-how.

A mutually transparent cost structure should bak#shed. This way,
both parties can check why costs increase, or wletges in costs may
be brought about by new solutions, etc and theytaakle problems
together.

The responsibilities of buyers and providers muestspecified so that
both parties may be held responsible only for thein mistakes.

Buyers should transfer the right of selecting andalwating
subcontractors to the providers. (for instancey steould not specify a
carrier or a packaging entrepreneur but let pragidelect, monitor or
evaluate the activities of subcontractors)

Buyers should not aim to solve major problems aaguin the logistical
process. They should leave these problems to tbeidaers, thereby
showing trust in their expertise and integrity.r(fostance, customers
complain about the quality of the wrapper, as alted which not only
should the wrapper be replaced, but packaging mashneed to be
converted as well.)

Joint investments should be realised together thighprovider. Without
this, the provider can carry out developments ahlg much lower pace,
which leads to higher costs and lower service guali

Buyers should share the costs of training, retngir@ind further training
employees handling the buyers’ products with prersd

Even though the particularities of agricultural amabd industry
products require an intensive written exchange néérmation, oral
agreements should be regarded by both parties.agagent to written
agreements as a sign of mutual trust.

The prerequisite of successful market participaisothe supervision of
production providers, who are an "extension” of ofacturers. The
particularities of agricultural and food industryogducts require the

18



strict supervision of logistics service providers.tOne possible way to
do this is employing the specialists of the buyeértlae provider
company, the expertise of which should be enrichaith logistics
knowledge in the course of a joint training prognaen

* A mutual, free-of-charge exchange of professioxglegence should be
ensured during cooperation. The provider must apiptymost effective
methods available when handling products. The buwyest share the
experience and information which ensure the coatisudevelopment of
logistical processes.

* It is expedient to apply risk sharing in the co@pen, even if it is
uncovenanted, so that neither of the contractingigsawould have to
face dire financial straits that would threaten irthgosition. The
movement of products in the logistical proccesseslves the risk of
product damage which no provider could avoid.

Pursuing long-term relations with buyers

| recommend that whenever the logistical procegsrafiuct manufacturing
and distribution enhances market competitivene®sg feconomy companies
should use high-quality logistics providers whidels to establish long-term
relations and offer individual solutions, as thss more beneficial for both
parties in terms of developments and sales imprenem

Modifying sources of finance to support the collaboration between food
economy and logistics providers more effectively
» Joint investments based on long-term cooperationuldh be
supported by forms of assistance which use theeptesources of
finance for this purpose.
 The 2006 MARD decree 13/2006 (ll. 7.) on agricudtuand rural
development support — modified by MARD decree 262Qll. 3.)
— should be complemented so that support coulegeteiwved to buy
services.
* Income support may be claimed not only for animasbadry but
also for distribution.

My remarks concerning the New Hungary Developmédah P2007-2013)
are the following:

In the priority area oflmproving the competitivesness of the agricultural
and forestry sectors”
* joint proposals with the value-added service prevghould be allowed
under the title ofadding value to agricultural products”

19



distribution logistics education should be eligilibe support under the
titles of a”vocational training support”and”training and information
support”

the "Development of Logistics Centres and Servicggbgramme
(National Development Agency, GOP-2007-3.2.1 and G&A2007-
1.4.2) (and other new programmes) should make @grral production
companies or self-employed entrepreneurs eligibtestipport, which
may be used jointly with logistics providers forv@stments in the
development of distribution logistics.

from the European Agricultural Fund for Rural DevelopmgMARD
decree47/2008. (IV. 17.) )support could be claimed to develop the
trading of products.

Therefore, currently available sources of finaneechto be modified to
increase the competitiveness of agricultural aratl fmdustry products both in
the domestic and foreign markets.

For this purpose, producer support systems shoaldexiended in the
following fields:

recourse to expert advice on the development oistiocg services,
provider selection or provider agreement drafts

realization of joint development investments wiblgiktics providers for
distribution of agricultural and food industry prads

purchase of tools, machinery and software as d jouestment with a
logistics provider for logistics services to distrie agricultural or food
industry products

support for specialists’ training, retraining, fugt training and language
training to develop logistics services of agrictdduor food industry
products

investment support for logistics service provideysimprove services
developed jointly with an agricultural or food eocomy production
company for the distribution of agricultural or tbondustry products
support for logistics service providers to purchaseas a joint
investment with an agricultural or food economydurction company —
tools, machinery or software for handling agrictdtuor food industry
products

support for logistics service providers to traiatrain or further train
specialists to able to handle agricultural or famtustry products

Finally, let me draw the attention of logistics yiders to a lesson to be
learnt: when choosing a site for logistics sendgeatres, physical proximity to
producers is a decisive factor for foreign investor
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