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SHORTENING THE WAY OF GOODS 
IN THE HUNGARIAN HOME TRADE

A basic function of both producing and trade enterprises is to ensure 
a continuously developing supply of reliable goods in an assortm ent 
m eeting consum er’s demands. The requirem ents created  by increasing 
consum er dem and, most reasonable exploitation of the lim ited num ber 
of available m anpower, rationalization of w ork and a m ore effective u ti-
lization of means all necessitate an im provem ent in the methods, tech-
nical-economic conditions and organization of conveying goods and m a-
terials betw een producing and consuming sectors. Therefore the aim  
is to forw ard the goods from  producer to consum er w ith  the lowest 
possible cost, in the shortest possible way.

The governm ent decision passed in 1968 served already this purpo-
se, regulating the new order of products’ d istribution. The system  of 
com pulsory ways of d istribu tion  has been abolished and as a resu lt of 
the increased independence of companies, they  are free to choose their 
business partners, suppliers and customers.

1. THE ORGANIZATIONAL STRUCTURE OF THE HUNGARIAN HOME TRADE

C haracteristic features of the H ungarian home trade  are the whole-
sale enterprises supplying 2 or 3 provinces, however, some of them  m ay 
supply  the whole country. Among the wholesalers m any are  big, nation- 
-w ide enterprises. Each netw ork of re ta il shops and of catering trade 
usually covers one province, though there  are  re ta ilers  confining th e ir 
activ ity  to the capital and again others having shops everyw here in the 

country.
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Certain groups of goods are d istribu ted  by nation-w ide enterprises 
organized for dem i-gross activ ity  (such goods are, among others, photo 
articles, watches, jewellery).

The task of the G eneral Consum er’s and D istribution Co-operatives 
(ÁFÉSZ) at the tim e of their foundation was to provide the ru ral po-
pulation w ith goods. However, w ith the lifting of te rrito ria l lim ita-
tions, the ÁFÉSZ put up more and m ore shops in towns and in the ca-
pital, too.

In Hungary, the branch control and adm inistrative supervision of 
wholesalers, demi-gross enterprises, nation-w ide reta ilers and catering 
companies are carried out directly  by the M inistry  of Home Trade.

The branch control of local companies is also perform ed by the Mi-
nistry ; the adm inistrative supervision, however, is exercised by the 
com petent governm ental bodies, tha t is, by the councils. Therefore, 
w ithin these companies the jurisdictions of branch control and super-
vision are  separated. The M inistry  of Home Trade and the trade  de-
partm ents of the councils m aintain a continuous contact.

The supervision of co-operative and catering companies is exercised 
by the National Association of Co-operatives.

Exam ining the home trade  organizational structu re , efforts tow ard 
a h igher concentration can be witnessed. These efforts are justified by 
the endeavour to establish a more reasonable order of m agnitude among 
the companies. The com panies’ obligation to self-financing as well as to 
the developm ent of fixed and circulating funds calls for an increase in 
the size of companies. The concentration, first of all among wholesalers 
and general consum er co-operatives, took place horizontally. Back in 
1960, the num ber of wholesalers am ounted to as m any as 119, which 
num ber, following the m ergers dropped to 48 by 1977. A sim ilar ten -
dency can be noted in the num ber of ÁFÉSZ-companies: from  the 1374 
co-operatives active in 1960, their num ber w ent back to 303 by 1977. 
A vertical concentration is barred  by the twofold supervision and 
ow nership respectively.

As a resu lt of the concentration, the tu rnover and profits of each 
rem aining company increased, w hereas the necessary resources for the 
com pany’s economy are more easily available.

A concentration of the d isin tegrated  trade is needed not only be-
cause of the reasonable centralization of means, but also because it is 
the only way for trading companies to appear as an „equal p a rtn e r” 
vis-á-vis a ra th e r centralized industry. At present, due to the lack of 
such balance, it often occurs tha t the trad ing  companies do not m ake 
use even of their existing legal possibilities (like entering a claim  for 
penalty  in case of late delivery on the p art of the industry) sim ply be-



cause they  do not w ant to risk  their „pleasant” contacts w ith  the indu-
stry . To establish trad ing  companies b e tter equipped w ith  capital is 

only a partial solution of the problem ; the industry ’s monopolistic po-
sition — a situation faced very often nowadays —  should cease.

S c h e m e  1
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2. DISTRIBUTION CHANNELS OF THE HUNGARIAN TRADE

Following the introduction of the new economy guiding system, in 
H ungary the system  of goods d istribution has been moving more and 
m ore tow ards a m ulti-channelled system  of contacts. A certain  kind of 
m erchandise m ay pass a d ifferen t rou te from  the producer to the con-
sum er, since the stric t isolation of functions betw een wholesale and 
reta il has been elim inated. Retail companies fulfil very often whole-
salers’ function as well, or wholesalers, d isregarding the re ta il netw orks, 
seek d irect links w ith  the  consumer. ,

A num ber of w holesalers and re ta il companies have been entitled  to 
carry  out their own im ports, thus being able to establish direct fo-
reign trade  contacts, w hat also helps shorten  the way of goods.

In  Scheme 1 the m ost characteristic d istribution channels for each 
group of articles are outlined. It shows clearly  th a t the d istribu tion  of 
even a single group of articles can be m ade by more than  one trade 
channel. It can also be noted th a t besides traditional (producer-w hole- 
saler-retailer-consum er) d istribution channels there  are typical o ther 
ways of d istribution, too, m atching best the natu re  of goods to be di-
stribu ted  (for exam ple foodstuffs by d irect delivery, fu rn itu re  by tra n -
sit delivery).

3. PROPORTIONS OF THE DISTRIBUTION CHANNELS

From  the rationalization point of view, the  proportion of the re le-
vant distribution channel is an  im portan t factor, w orth  to be examined.

Every year, the home trade statistics reg ister the breakdow n of the 
re ta il shops supply of goods according to d istribution channels, for m a-
jor groups of m erchandise. The figures of Table 1 show a continuous 
shortening of the w ay of consum er goods in the period under survey. 
The table proves that, although purchases from  a single selling orga-
nization are getting more frequent, still even now 55 per cent of the 
consum er goods reach the consum er through the trad itional trade 
channels (producer-w holesaler-retailer).

The trade policy guildelines concerning the period of the six th  five- 
-year national economic plan forecast a fu rth e r curta ilm ent of the who-
lesa ler’s participation, and the division of their functions betw een indu-
s try  and retailers. The condition of th is is, however, concentration of 
the small reta il companies lacking capital. S im ultaneously, such a re -
grouping of funds will be required  th a t will allow the producers to take 
over the warehousing and stock-piling jobs.



T a b l e  1

Percen tage share  of the  re ta il shops’ supply of goods, according to  th e  num ber 
of m arketing  channels. P urchase th rough  one and tw o m arketing  channels

(100 =  to ta l supply)

Year

Organizations Organizations

Food
stuffs*

Clothing Miscella-
neous Total Food-

stuffs Clothing Miscella-
neous Total

1970 52 26 33 39 48 74 67 61
1971 52 26 33 39 48 74 67 61
1972 53 26 36 41 47 74 66 59
1973 54 25 35 41 46 75 65 59
1974 58 28 35 42 42 72 61 58
1975 59 28 39 44 41 72 61 56
1976 59 29 40 45 41 71 60 55

* D ire c t  p u r c h a s e s  in c lu d e d .

When examining each main group of merchandise, considerable de-
viations from the average can be observed: the distribution channel of 
the clothing articles in the most differentiated, 71 per cent of their tur-
nover is even now handled by two trade organizations. The length of 
the trade channels often leaves its mark on the supply of clothing 
articles: the trade is frequently unable to elastically follow the de-
mand. Inspite of all these, under the present economic conditions — cha-
racterized with continuous production and seasonal fluctuation of de-
mand and the fact that the producing enterprises are ill-equipped for 
longer warehousing — the wholesale companies’ warehousing, accumu-
lating and assortment-building function is still necessary.

Short distribution channels are more typical in the foodstuff trade, 
here 59 per cent of the goods reach the consumers through one single 
trade organization. In this group of goods their perishable nature ma-
kes shortening the way of goods even more essential.

4. OBSTACLES TO SHORTENING THE FLOW OF GOODS IN THE HUNGARIAN
ECONOMY

The organizational structure of the Hungarian industrial companies, 
among them of those producing consumer goods is production-oriented, 
for the most part the only task of their selling departments is to for-
ward the goods produced to the trade, therefore, the sales departments 
exert no particular influence on the production itself. This results from 
the traditional attitude making a sharp distinction between the func-



tions of industry  and trade, thus separating the production and the  
d istribution in the course of the social division of labour.

This sharp  separation is only stressed by the present regulation sy-
stem  th a t does not provide enough financial means for producing compa-
nies to enable them  to build proper store-houses for finished goods o r 
to accum ulate circulating funds sufficient for financing th e ir stocks. Con-
sequently, the industry  is not in terested  and does not have the m eans 
to take over the w holesalers’ functions, to produce w ithout orders, to  
reserve raw  m aterials and semifinished products and to supply the t ra -
de directly.

At present, such financial m eans are m ostly concentrated in the  
wholesale branch and it is the w holesalers’ task  to store the finished 
goods in the long run, to bridge over the tim e gap betw een production 
and consumption, to build up assortm ents and so on.

The industry  and the state-ow ned large-scale industry  in particu lar, 
produce alm ost exclusively on the basis of orders from  the wholesalers, 
thus the risk  of selling finished products is w holly borne by the whole-
salers, and the industry  does not feel directly  the problem s involved 
in the balance of dem and and supply. H itherto  the dom inant factors 
are such as monopolistic position of the producers, frequen t lack of 
m aterials and capacities and obstacles in the flow of inform ation. The 
state-ow ned large-scale industries satisfy first the w holesalers’ dem ands 
and only after m eeting their demands or in  the case of decreasing 
dem and make efforts to fu lly  m eet the re ta ile rs’ requirem ents. It also 
happens quite often th a t producers lacking basic m aterials or m anpow er 
or faced w ith  increased export obligations, refuse to fulfil the re ta ile rs’ 
orders first.

Also the prevailing profit m argins do not encourage the producers 
to d irectly  satisfy the re ta ile rs’ demands, not even when the la tte r  
would be able to give orders for economical quantities.

A nother problem  is tha t the producer’s price does not include tran s-
port costs, for producers the place of realization is their own plant, 
and as a result, they  are not in terested  in shortening the flow of goods.

A fu rth e r trouble is th a t the organizational s truc tu re  of the indu-
stries —  as it was referred  to earlier — is unable to satisfy direct con-
sum er dem ands. That is w hy m any producing companies do not deal 
w ith direct sales for the population and especially in the m ain groups 
of clothing and m iscellaneous consum er goods there  are  very few exam -
ples of direct sales, th a t is, for the ir own shops.



5. PATTERNS OF SHORTENING THE FLOW OF GOODS

In order to establish a more efficient economy, the trade policy 
guidelines envisage a further shortening of the flow of goods for the 
next five-year national economic plan, too. The aim is — in addition to 
the traditional trade channels, within the framework of the multi- 
-channelled distribution system — to increase the share of turnover 
made through shorter trade channels, many of which have been succes- 
fully working for several years.

5.1. D E M I-G R O S S  T R A D E

At it was already mentioned, even now 55 per cent of the retail tur-
nover runs through the wholesalers. Together with the reduction of 
this rate, the wholesalers will still be needed in the trade for a long 
time, because there are a lot of trade functions which only those com-
panies are able to perform.

Besides using traditional distribution channels, the wholesale com-
panies can shorten the flow of goods by reorganizing themselves to 
demi-gross companies and establishing their own network of shops. 
Such a form of activity exploits very well the specific professional and 
territorial features of these companies when purchasing from the indu-
stry. It becomes possible to get in direct touch with the consumer, what 
enables the company to quickly follow changes in the demand and this 
ability is an advantage for the demi-gross company in its relation to 
retailers.

Traditional demi-gross companies in Hungary are the OFOTÉRT 
(Trading Company for Photo and Optical Articles) and the Trading 
Company for Watches and Jewellry. The trade in building materials 
and fuels is another good example for this organizational set-up. There 
are efforts to widen their demi-gross activity in the clothing trade, 
where a direct link between the wholesaler and the market is of parti-
cular importance. It is reasonable to organize the furniture trade also 
in demigross form because this way the customer can get acquainted 
with the full range in well-equipped and well-provided wholesaler- 
-owned shops (like the DOMUS network of shops) that small shops are 
not able to keep.

5.S. D IR E C T  P U R C H A S E S  B Y  T H E  R E T A IL  T R A D E

Within the framework of the multi-channelled marketing system, 
more and more goods directly purchased by the retail trade reach the



customers. The experience of previous years proved that direct pur-
chases by the retail trade

— make the physical and administrative way of goods more simple;
— improve the supply of goods, widen the assortment;
— the supply of both volume and assortment of the retail trade 

can be more easily adjusted to the demand, articles in short supply can 
be produced;

— prompt the wholesale companies to compete with each other, and 
force the wholesale trade to be more elastic;

— improve the economic results of the retail companies.
The table shows the direct purchases of foodstuffs including direct 

deliveries, while the group of miscellaneous consumer goods includes; 
the turnover in fuel and building materials. After „clearing off” this tra-
de turnover, direct purchases by the retail trade are shown by the 
following picture.

In the case of foodstuffs, direct purchases together with direct de-
liveries represent already now a considerable share of the total trade 
turnover. Within this group the way of goods can be shortened further 
if the technics in the trade are advanced and new groups of goods are 
drawn into the field of direct deliveries.

Direct purchases by the retail trade during the last decade are 
shown below (see Table 2, 3).

T a b l e  2

D irect purchases by th e  re ta il trad e  in  percentages 
(100 =  to ta l turnover)

Year Foodstuffs Clothing articles
Miscellaneous 

consumer goods
Average of main 
groups of goods

1970 54 24 32 39
1975 59 21 39 44
1977 60 28 42 46

T a b l e  3

Percentage share of d irect purchases by the  re ta il tra d e  from  the to ta l tu rnover
(100 =  to ta l supply of goods)

Year Foodstuffs Clothing
Miscellaneous 

consumer goods
Average of main 
groups of goods

1970 8 23 7 H
1975 9 26 19 16
1977 10 26 21 18



More goods can be forw arded to the shops d irectly  from  the produ-
cer, when

quan tity  and tim e of deliveries are stric tly  scheduled;
— deliveries a fte r closing tim e are  more w idely used;
— more open and closed containers, loading plates are  applied;
— non-perishable foodstuffs such as flour, sugar and canned food 

are  also delivered directly.

The share of trad itional distribution channels is biggest in the clo-
th ing group. Accordingly, the need for increasing the d irect purchases 
by the reta il trade is the strongest here. The state-ow ned large-scale 
industries producing this m ajor group of goods are ra th e r  concentra-
ted, their capacities are  fu lly  exploited by voluminous — m ostly to 
socialist countries — exports, so th a t the producers are in no need of 
seeking contacts w ith the re ta il trade. In this field it is ra th e r the sm aller 
council companies and cooperatives which can be persuaded to deal 
directly  w ith the reta il trade.

Among producing companies, those belonging to the co-operative 
industry  are m ore buoyant, while — according to the  resu lts  of a 1974 
survey  — out of the direct purchases of clothing articles the  s ta te- 
-owned trade accounted for 86 per cent as against its 86 per cent share 
of the total turnover. One should certain ly  consider here th a t the s ta te - 
-owned trade is more concentrated than  th a t of the co-operatives, the 
state-ow ned reta il companies are  b e tter provided w ith  capital, thus being 
b etter partners  for the industry. It is due to sim ilar causes th a t re ta il 
companies of the capital carry  out 77 per cent of the clothing re ta il 
trad e’s d irect purchases, although their share in the  total tu rnover is 
no more than  31 per cent (see Table 4). W ithin the d irect purchases of 
the clothing reta il trade, the d irect im port purchases are about to 
increase, their share w ent up from  6 per cent in 1970 to 12 per cent 
by 1977.

T a b l e  4
P ercentage share  of d irect purchases of clothing and m iscellaneous consum er 

goods according to sectors and te rrito ries in  1974

Trade
Clothing Miscellaneous 

consumer goods

direct
purchases

total
turnover

direct
purchases

total
turnover

State-owned retail trade 86 70 80 72
Co-operative retail trade 14 30 20 28
Total 100 100 100 100
Provincial retail trade 23 69 42 72
Retail trade o f the capital 77 31 58 28
Total 100 100 100 100



The most rapid increase of direct purchases by the reta il trade  in 
the period under survey can be experienced in the group of m iscellane-
ous consum er goods: they have trebled. Here, too, — like in the case 
of clothing articles — direct purchases are m ainly done by state-ow ned 
companies (80 per cent) and the share of companies in the capital is 
though of sm aller ex ten t (58 per cent), bu t still bigger than  their 
share of turnover.

This is the group of articles w ith  the most significant direct im ports 
the share of which am ounted to 40 per cent of the direct purchases in 
1977. Such im ports usually fill a m arket gap, but often they  help widen 
the assortm ent, too.

If the reta il trade  w ants to fu rth e r increase its d irec t purchases, 
it has to be perform ed w ith the concentration of small companies w ith 
poor capital, and more wholesale companies should set up a jo int 
buying organization along w ith jo in tly  operated, large store complexes. 
The regrettab le  tendency tha t a num ber of H ungarian goods are getting 
difficult to sell on the world m arket, is expected to create a m ore fa-
vourable situation for the re ta il trade  because the producers try ing  to 
exploit their free capacities will presum ably be m ore willing to in ten -
sify their direct contacts w ith the reta il trade.

5.3. D IR E C T  S A L E S  B Y  P R O D U C E R S

The shortest d istribution channel is no doubt w hen the goods are 
m arketed by the producer himself, w ithout m aking use of the assistan-
ce of e ither wholesalers or retailers. Such a d irect link betw een pro-
duction and consum ption ensures a fast flow of inform ation and makes 
harm onizing supply and dem and possible.

At present, there  are  6,300 producer-ow ned shops operating in H un-
gary. An overw helm ing num ber of them  (4,600) are  food shops and 
catering units. Relatively low is the num ber of shops owned by com-
panies producing clothing or consum er goods. Most of the existing ones 
are top-quality  shops, and own netw ork of shops is m aintained only 
by a few preoducers.

There are still a great m any opportunities to shorten the w ay of 
goods, especially in the two above —  m entioned groups of articles. The 
opportunities are p articu larly  good for producers w ith a rela tively  small 
range of products the im pact of which is, however, quite big in the 
supply. Such producers are, for example, the  H ajdusag W orks pro-
ducing washing m achines and electric w ater boilers, the Lehel R efri-
gerator Factory, or both TV-set m akers, VIDEOTON and ORION.

These producers already  have a few own shops, or shops operated 
jo intly  w ith one or ano ther re ta ile r company, bu t there  are  still no



netw orks of their shops, though industrial companies like those could 
m uch m ore economically m arket their own products than  the d isinte-
grated  re ta il trade. However, this would require setting  up their own 
distribution and m arketing organizations, providing the necessary fi-
nancial m eans and solution of financing stocks.

O pportunities for operating own shops exist not only in the group 
of consum er goods. Also in the case of large factories m aking clothing 
articles it appears to be reasonable to establish such netw orks. The 
FEKON U nderw ear Factory  producing millions of m en’s and boy’s 
sh irts and pyjam as per year and accounting for more than  50 per cent 
share of the domestic output of these articles, has recently  diversified 
its production range and now it m akes w om en’s w ear as well. A t the 
same tim e FEKON widened its range of products, and en trusted  a W est 
G erm an m arketing in stitu te  to organize the factory’s m arketing activi-
ty. A cardinal point of the institu te ’s proposal was to develop Fekon’s 
own netw ork of shops in m ajor H ungarian towns.

The w ay of goods can also be shortened in the foodstuff and ca-
tering trade on the basis of the success of the existing producer-ow ned 
shops.

5.4. SO M E O T H E R  M E T H O D S  O F  S H O R T E N IN G  T H E  F L O W  O F  G O O D S

All commercial m ethods, in the course of which the physical and 
adm inistrative flow of goods gets separated and the physical one beco-
mes considerably shorter, should be considered in shortening the w ay 
of goods. D istribution m ethods like th a t can be applied principally  in 
the field of m iscellaneous consum er goods, especially in the  case of con-
sum er durables.

In Hungary, 80 per cent of the fu rn itu re  turnover is being carried 
out by transit, th a t is, a g rea ter p art of fu rn itu re  reach the custom er 
on the basis of dispositions from  the shops, arriv ing from  central w are-
houses, w ithout getting  into the shops. Such a way of distribution cer-
tain ly  calls for an up-to-date, accurate records on the stocks. This 
w ork is done in most shops by hand, however, w ith in  the DOMUS net-
w ork there  is already a com puter keeping evidence of the  stock.

For a few years, the home trade  has been try ing  to widen the scope 
of sales after sample, which is w orking well w ith fu rn itu re  and should 
be introduced in the field of household appliances. In these branches the 
introduction of such d istribution m ethod is all the m ore necessary be-
cause m arketing of the above-said goods — in the case of traditional di-
stribution — involves losses for both w holesaler and retailer. Yet, shorte-
ning of the w ay of goods m ight make their d istribution profitable. An

18 — F o lia  o e c o n o m ic a  17



im portant condition of the sales after sample —  first of all in the 
case of the aforem entioned high-value articles — is th a t the products 
be faultless and of constant quality.

On the basis of recent experience there  still rem ain a few problem s 
to be cleared and to be solved. They are:

— speeding up free delivery (faulty  devices are replaced w ith in  no 
m ore than  72 hours);

— testing devices prior to delivery in the trad e ’s warehouse;
— continuous supply of goods;
— others.

Sales after sam ple can be connected w ith any of the d istribu tion  
channels; in the H ungarian distribution system  it is m ainly viable w ith 
the following m arketing forms:

1. On the basis of the reta il shop’s disposition (in case of a trad itio -
nal channel) from  the w holesaler’s warehouse directly  to the custom er 
(sales a fte r sample can be sim ilarly  carried out in the case of shops 
jo in tly  owned by the wholesale and reta il trade).

2. According to the dispositions of shops owned by wholesale com-
panies, operating in dem i-gross from, d irectly  to the custom er’s p re-
mises.

3. D elivery of goods coming from  direct purchases by the reta il 
trade, from  their central warehouse d irectly  to the custom er, on the  
basis of the shop’s disposition.

4. On the basis of dispositions by the producing com panies’ own 
shops, from  the producer’s w arehouse to the custom er’s place.

However, the most efficient m ethod of shortening the w ay of goods
in case of sales a fte r sample is w hen warehousing too is perform ed __
even in cases as per Points 1—3 — not by the trade but the industrial 
company itself, and the delivery is effected from  there, on the  basis of 
dispositions given by the shops.

The H ungarian Institu te  for M arket Research a t the request of the  
M inistry of Home Trade is just about to m ake a survey on the results 
of sales afte r sample.

Sum m arizing, it can be sta ted  th a t in the H ungarian consum er 
goods trade  m ore and more efforts are being made to shorten  the way 
of goods. The possibilities for th a t are afforded by a goverm ent reso-
lu tion passed a few years ago, which lifted up the system  of com pulsory 
distribution channels. In spite of this, the companies of the H ungarian 
home trade  have not m ade proper use of those opportunities up to now; 
in m any branches — first of all in the clothing and m iscellaneous con-
sum er’s goods groups — the goods reach the consum ers on a w ay m uch 
too long. The reasons, as it was m entioned earlier, are to be found not



only in the economy of the trade, but also in th a t of the industrial 
companies working w ith them . Financial m eans are to be provided for 
the  producers to enable them  to take over a p art of the functions which 
a t present are perform ed by the wholesalers (such as w arehousing, 
building, up assortm ents etc.).

A m ajority  of the form s aim ing at sim plification of the d istribu tion  
m ethods is already being applied in the H ungarian home trade  and 
there  are also experim ents under w ay to propagate m arketing m ethods 
tha t shorten  the way of goods flow like sales a fte r sample. Besides 
introducing such patterns, the aim is to w idely expand existing and 
well proved d istribution form s such as direct sales by the industry , 
d irect purchases by the reta il trade and others.

Em öke Lengyel

W YSIŁKI ZM IERZAJĄCE DO SKRÓCENIA DROGI TOWARÖW 
W W ĘGIERSKIM  HANDLU WEWNĘTRZNYM

Biorąc za pun k t w yjścia rac jonalną tezę, że podstaw ow ym  celem system u 
dystrybucji jest przem ieszczenie dóbr od producenta do konsum enta przy n a j-
niższych kosztach i m ożliw ie najk ró tszą  drogą, au to rk a  dokonała w  arty k u le  
analizy możliwości osiągnięcia tego celu w  w ęgierskim  handlu  w ew nętrznym . 
Sw oją uw agę skoncentrow ała na analizie możliwości tkw iących w  s truk tu rze  o r-
ganizacyjnej handlu  na W ęgrzech, kanałach  dystrybucji hąndlu  w ęgierskiego oraz 
w  pokonaniu przeszkód i skracan iu  przebiegu tow arów  w  gospodarce w ęgierskiej. 
Pokazała pew ne w zorce um ożliw iające realizację celu podstawowego. W oparciu 
o przeprow adzone badania w ysunęła szereg um otyw ow anych w  tym  zakresie po-
stulatów .


