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In troduct ion

The 1981-1983 reform of the P o l ish  economy created  cond it ions  

fo r  making e f f e c t i v e  dec is ions  by companies. Microeconomic goals of 

companies did not c o n s t i tu te  p rev io us ly  a bas is  fo r  s e le c t io n  of 

d i r e c t io n s  of development in the market. A negat ive  consequence of 

the p r io r  s i tu a t io n  was lack of adaptation  of companies to cond i­

t ion s  p re v a i l in g  in  th e i r  environment.

The new l i b e r a l  act on s ta te  companies passed in 19B11 did not 

so lve  th is  problem. In d u s t r ia l  companies were equipped with a wide 

range of autonomy in the sphere of production and trade but only 

in a formal, lega l  sense. In p r a c t ic e ,  numerous a d m in is t ra t iv e  

co n s tra in ts  hampering the making of independent d ec is ions  by com­

panies continue to e x is t .  These co n s tra in ts  are f e l t  most a cu te ly  

in s i tu a t io n s  of shortages in supply. ihe absence of s tab le  ru le s  

of economic operation  seen in f lu c tu a t io n s  in the range of commands 

app lied  by the c e n t ra l  a u th o r i t ie s  and in f lu c tu a t in g  taxa t ion  ma­

kes developing coherent s t r a te g ie s  impossible for managers of state

• companies. Such i n s t a b i l i t y  causes skeptic ism  among many managers 

of companies w ith  regard to the success of the 1981-1983 reform.

The data contained in th is  a r t i c l e  were c o l le c te d  in the course 

of in te rv iew s  conducted with execut ives  of the p a r t i c ip a t in g  com-
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pany. The adopted case study method permitted for the c o l le c t io n  

of managers' opinions on fa c to rs  determining p a r t ic u la r  d ec is ion s .  

The company's name has been d isgu ised .

2. pesc r i  p t i on of the Company

The White B irch  Company is  today an economically independent 

sub s id ia ry  of a major s ta te  e n te rp r is e ,  FOREST. White B irc h  pro­

duces canned f r u i t  and vegetab les and other products fo r  s p e c i f i c  

market areas in Poland. These markets are charac te r ized  by some 

degree of competition due to a seasonal surp lus of raw m ate r ia ls  

and d i f f e r e n t i a t io n  of economic un its  operating in i t .

White B irch  operates in a market cover ing  four neighboring ad­

m in is t r a t iv e  p rov inces, the boundaries of which have been f ixed  in 

an ad m in is t ra t iv e  way. This is  a r e s u l t  of the command system un­

der which such r> p:»t i a 1 d iv is io n  of the market was c a r r ie d  out. In 

the past,  the economic a c t i v i t y  of the White B irc h  Company was 

focussed on the purchase of wood, venison, and fo re s t  f r u i t .  P ro ­

duction  invo lved sm all-sca le  processing of food and construc t ion  

of wooden packing c ra te s .  The White B irc h  food processing opera­

t io n  resembles t r a d i t i o n a l ,  home-type, processing.

A c e n t ra l  reo rgan iza t ion  of the market s t ru c tu re  in Poland 

c a r r ie d  out in the seven ties  forced White B irc h  to take over a 

number of small and medium-sized production p la n ts ,  both s ta te  

owned and coopera t ive ,  w ith  obso lete  c a p i t a l  equipment turn ing  out 

f r u i t  and vegetab le products, e . g . ,  wines, ju i c e s ,  sa lads.

At that time, s eve ra l  of the t h i r t y  s u b s id ia r ie s  of the parent 

company, FOREST, took over small p lan ts  producing c lo th in g ,  knit-, 

wear or fancy goods, which had nothing in common w ith  th e i r  p re ­

v ious production p r o f i l e s .  Thus, d i v e r s i f i c a t i o n  of product s t r u c ­

ture  was not an independent s t r a te g ic  d ec is ion  fo r  these s u b s id i ­

a r ie s  but i t  was forced upon them by the type of en te rp r ise s  co­

vered by in te g ra t io n .  In the case of the White B irc h  Company, the 

new assortment lu c k i l y  proved to be complementary to that produced 

ear 1l e r .

Before  the 1981 economic reform was introduced, products of 

White B irch  had beer, sent to twenty seven buyers in d i f f e r e n t  ad­

m in is t r a t iv e  p rov inces . These buyers were branches of coopera­



t i v e  trad ing  company monopolist in food trade . In trade s im i la r  to 

production, monopolies were set up c e n t r a l l y .  A trade monopolist 

rece ived  both wholesale and r e t a i l  margins. Both the buyers and tho 

s izes  of the tran sac t ion  were determined u su a l ly  c e n t r a l l y .  Neither 

p r ic e s  nor margins were matters of n eg o t ia t io n s .  D if fe ren ces  in 

marketing costs among p a r t i c u la r  markets were not r e f le c te d  in  the 

le v e l  of p r ic e s  or margins. Despite these c o n s t ra in ts ,  some pro­

ducers s t r i v in g  to shorten ph ys ica l  d is t r ib u t io n  routes of pro­

ducts decided to supply products d i r e c t l y  to lo ca l  wholesale ware­

houses belonging to the monopolist, e l im in a t in g  in th is  way one 

middleman, namely the c e n t ra l  p ro v in c ia l  wholesale warehouses. The 

ensuing reduction  of costs  did not a f f e c t ,  to any ex ten t,  the d i ­

v is io n  of margins between partners  to the exchange or the le v e l  of 

p r ic e s  for these products in the market. The produce1» , moreover, 

did not have any p o s s ib i l i t i e s  of choosing h is  buyers, d is tr ibu t ion  

forms, or determining other terms of t ran sac t ion  in p ra c t ic e .

3. Beginnings of Economic Reform in Poland

In the i n i t i a l  phase a f t e r  the 1981 reform was in troduced, the 

management of The White B irc h  Company eva luated  the p r o f i t a b i l i t y  

of i t s  supp lies  to p revious buyers. Due to p l e n t i f u l  a v a i l a b i l i t y  

of f r u i t  and vegetab le  products in Poland, White B i r c h  d id  not ex­

perience  any pressure from the ce n t ra l  a u th o r i t ie s  toward main­

ta in in g  the p revious s t ru c tu re  of buyers. ' Because f r u i t s  were not 

considered to be n e c e s s i t ie s  by the c e n t ra l  a u th o r i t i e s .  White 

B irch  had autonomy in the sphere of d is t r ib u t io n .  Thun, the com­

pany 's  s i tu a t io n  was q u ite  exceptiona l in  Poland. Other s tud ies  

conducted by the author show that only in very few companies did 

ana lyses of p r o f i t a b i l i t y  lead to a change in  the s tru c tu re  of 

buyers2 . The continued in te r fe re n ce  of the ce n tra l  a u th o r i t ie s  

mainly the M in is t r y  of Trade and S e r v ic e s ,  in the d is t r ib u t io n  pro­

cess hindered the undertaking of Independent d ec is ion s  by companies 

Shortages in supply are the mast commonly app lied  argument for 

con t inu a t io n  of command-type d is t r ib u t io n  methods.

2
The same re s u l t s  were obtained by the author in the studv nf 

t e x t i l e  industry  in 1982-1983. y
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Simultaneously , l o c a l 5 a d m in is t ra t ive  a u th o r i t ie s  began tu ex­

e r t  pressure on White B irch  to -open i t s  own s to re .  P re v io u s ly ,  the 

company did not maintain  i t s  own r e t a i l  sa les  network. This pres ­

sure was not accompanied by any in cen t ives  granted to White B irch  

such as a favo rab le  lo ca t io n  for a new s to re  or any tax r e l i e f s .  

D i f f e r e n t ia t io n  of lo ca l  taxation  le v e ls  does not. serve as an in ­

strument m otivating  companies to undertake a s p e c i f i c  production, 

trade, or se rv ic e  a c t i v i t y  in a given area. This s i tu a t io n  co in ­

cided with plans of some managers In the White B irch  Company to 

open such a s to re .  Pressure was app lied , meanwhile, by the lo c a l  

a u th o r i t ie s  for a lo c a l  r e t a i l  s to re  In an attempt to Increase, the 

favo rab le  Image In the population  tha t  the lo c a l  adm in is t ra t ion  was 

w e ll  managed.

The beginnings of the 19B 1 economic reform in Poland co incided 

with a d i f f i c u l t  socio-economic s i t u a t io n ,  the organ iza tion  of S o l ­

id a r i t y  and i t s  con fron ta t ion  w ith  the c e n t ra l  a u th o r i t i e s .

The imposition of m a rt ia l  .law on December 13, 1981 was followed 

by d e te r io ra t io n  of the White B i r c h  Company's f in a n c ia l  marketing 

s i tu a t io n .  Que to the reduction  of P o l ish  exportat ion  of machines 

and equipment to seve ra l c a p i t a l i s t  co u n tr ie s ,  the prev ious buyers 

of wooden packing p a l l e t s  and cases withdrew f i f t y  percent of o r ­

ders agreed upon e a r l i e r  on. These buyers continued only I n s ig n i f ­

ic an t  exports to th i rd  world co u n tr ie s .  This new s i tu a t io n  was of 

major Importance fo r  White B irc h  because production of wooden pack­

aging represented about f i f t y - p e rc e n t  of i t  e n t i r e  production v a l ­

ue. Res ignation  of regu la r  buyers posed a necess ity  of searching 

fo r  new sources of revenue. The economic blockade of P o l ish  compa­

n ies  to emöark upon such a search.

White B i r c h 's  exports to developed c a p i t a l i s t  cou n tr ie s  de­

creased as w e l l ,  e s p e c ia l ly  meats, f r u i t s ,  and processed vegeta­

b le s .  There was a lso  a con v ic t ion  in the White B irc h  management 

for a long time tha t i t  was more p r o f i t a b le  to supply i t s  pro­

ducts to the domestic ra th e r  than fo re ign  markets. Hence, econo­

mic m otivation  to search for new fo re ign  o u t le ts  was m issing. The 

f in a n c ia l  s i tu a t io n  of the White B irc h  Company was la rg e ly  aggra­

vated Dy i t s  s ta tu to ry  o b l ig a t io n  to purchase many products meant 

fo r  export from the domestic market, such as venison. Purchase

5 The " l o c a l "  c i t y  is  a town in  Poland with a population  above
100 0 0 0 .



p r ices  for these products were f ixed  at a very high le v e l  by the 

M in is try  of Home Trade. Consequently, although White B irch  was 

dec lared  autonomous by the 1981 reform act i t  could not stop pur­

chases of these products.

A drop in the exports of the White B irc h  Company led to f a i ­

lu re  in covering i t s  f ixed  cos ts ,  mainly the costs of s to r in g  large 

in ven to r ie s .  . Other costs  included energy and product lo sses . Many 

of these products were stored fo r  almost one year.  The company 

was not allowed to s e l l  these products in the domestic market in 

s p ite  of the high costs  of m ainta in ing excessive  in v en to r ie s .  Un­

der the binding reg u la t io n s ,  the producer may s e l l  only products 

of the second c la s s ,  regarding q u a l i t y ,  to the dom estic , market. 

Products of the f i r s t  c la s s  are for export un ly . I t  could be sa id  

that in p ra c t ic e ,  formal autonomy of companies was r e s t r i c t e d  by 

d e ta i le d  regu la t ions  of executive  acts  passed before the economic 

reform was introduced.

The White B irch  Company su ffe red  a loss  of th ieo m i l l io n  z lo ty  

about 30 000 U .S. d o l la r s  In the f i r s t  s ix  months of 1982 due to 

the ex terna l co n s tra in ts  of the ce n t ra l  a u th o r i t ie s .

4• Marke t i ng A lte rn a t  i у es

lhe White B irch  Company management had to make a choice from 

Tinong a number of dec is ion  a l t e r n a t i v e s .  These were as fo l lo w s ;

1. Expand the market for manufactured products. This a l t e rn a ­

t i v e  was not very r e a l i s t i c  because export r e s t r i c t io n s  g re a t ly  

reduce the p o s s ib i l i t y  of f ind ing  new buyers for wooden packing 

m a te r i a l .

2. Change the ta rge t  market. Exchange of domestic goods on the 

fo re ign  market was p ro f i t a b le  for White B irc h  but a lso  impossible 

due to ad m in is t ra t ive  co n s tra in ts .  For example, a ban was placed 

on d e l iv e ry  of s p e c i f i c  products of high q u a l i t y  to the domestic 

markel, which p rev io us ly  had been exported to c a p i t a l i s t  cou n tr ie s  

This was the case w ith  prepared venison products.

3. Widen the assortment ot' manufactured products, develop t.ew 

products for new buyers. ' T h i s  a l t e r n a t i v e  envisaged d i v e r s i f i c a ­

t ion  of the White B irch  product l in e .  The management planned to 

launch production of processed venison adapting the a v a i la b le  p lan t



which "had p rev io us ly  been used only seasona lly  about one month in a 

year. The cost of such an investment would amount to only f i v e  

m i l l io n  z lo ty  (50 000 U .S . d o l l a r s ) .  This a l t e r n a t i v e  was e l im in a ­

ted because White B irc h  could not nega t ia te  a loan with a bank and 

the M in is try  of Finance ra ised  ob je c t ion s .  Although the White B irch  

Company t ra n s fe rs  approximately ten m i l l io n  zloty, to the ce n tra l  

budget annually  as am ortization  i t  could not obtain the necessary 

tax r e l i e f s  to equip i t  venison processing p lan t .  The granting  of 

loan is  s t i l l  of a d isc re t ion a ry-b a rga in ing  nature.

4. increase  p r o f i t s  by organiz ing a d is t r ib u t io n  network for 

White B i r c h .  Dun to the in a b i l i t y  to overcome externa l b a r r ie r s  

w ith in  a short period of time, the White B irc h  management se lected  

a d ec is ion  that resu lted  in immediate f in a n c ia l  e f f e c t s .  The de­

c is io n  was to open the company's own' r e t a i l  s to re .  The White B irch  

management could not implement th is  dec is ion  but informal con tac ts  

w ith  lo c a l  a d m in is t ra t ive  a u th o r i te s  c a r r ie d  a hope fo r  the success 

of tho i n i t i a t i v e .

The Cooperative Trade O rganization , CTO, a monopolist in the 

d is t r ib u t io n  of products manufactured by White B ir c h ,  was p la in ly  

aga inst the r e t a i l  s to re  innovat ion . The CTO was t ry in g  to impede 

the dec is ion  to open a r e t a i l  s to re  by White B irch  using i t s  own 

informal l in k s  with lo c a l  a u th o r i t ie s .  The previous d is t r ib u t io n  

system was more favo rab le  fo r  the middleman at the cost of the 

producer.

Sa les  of only one out o f .an  assortment of some two hundred 

products manufactured by White B irch  could con tr ibu te  to a rapid 

growth of p r o f i t s .  The product was f r u i t  wine w ith  an annual pro­

duction of about t ły e e  m i l l io n  b o t t le s .  P r o f i t  obtained so far  by 

White B irc h  amounted to only f i f t e e n  percent of the costs  of pro­

duction . This resu lted  in a very small p r o f i t  because of the low 

cost of f r u i t  wine production. Consequently, the p o s it io n  of the 

d is tr ibu to r-m onopo lis t  was much more favo rab le .  With the applied  

system of percentage margines being imposed c e n t r a l l y ,  the CTO's 

p r o f i t s  were much h igher than those of White B i r c h .  These p r o f i t s  

amounted to fourteen pprcent of the r e t a i l  p r ic e  r e t a i l  margin of 

n ine percent plus wholesale margin of f i v e  percen t.  For example, 

w ith  a p r ic e  of 145 z lo ty  per b o tt le , .  White B irc h  obtained a u n it  

p r o f i t  of 2 z lo t y ,  that i s ,  ten times less  than the d i s t r ib u ­

t o r 's  p r o f i t  20 z lo ty .  An a l t e r n a t i v e  that would include an In c re ­

ase in p r ic e s  for the White B irch  products was out of question .



lo r  a lc o h o l ic  d r inks ,  a l l  p r ices  were fixed by the government mi­

n i s t r y .  A simple economic c a lc u la t io n  showed that supp lies  of about 

f i f t e e n  percent of the annual production of wine to the White B irch  

s to re ,  about 300 000 b o t t le s ,  would bring a p r o f i t  for  White B irch  

of approximately s ix  m i l l io n  z lo ty ,  which wolud cover the company's 

loss  recorded in 1982.

T h e o re t ic a l ly ,  the opening of a s to re  by White B irc h  should 

a ffu rd  a p o s s ib i l i t y  of o f fe r in g  a wide range of complementary prod­

ucts  for the consumer. However, i t  was known from the beginning 

tha t th is  dec is ion  was s t r i c t l y  of a t a c t i c a l  ch ara c te r .  I t  would 

not be very p ro f i t a b le  for White B irch  to perform functions of a 

d is t r ib u to r  of products coming from other su p p l ie rs .  Une s ta re  with 

a small sca le  turnover, high tran sp o rta t io n  costs  e s p e c ia l ly  for 

d e l i v e r ie s  over 200 km, and high p r ices  imposed by other supp lie rs  

excluded any p o s s ib i l i t y  ot ad d it ion a l  p r o f i t  that would be needed 

to cover add it ion a l  cos ts .  Nonetheless, White B irch  agreed to s e l l  

products supplied by other su b s id ia r ie s  of the parent company, FOREST, 

with a very ыпа!) p r o f i t  margin as a means of obta in ing  ad d it io n a l  

p r o f i t s  from sa les  of i t s  most p ro f i ta b le  item, f r u i t  wine.

The management of the White B irch  Company developed three ar- 

gruments in favor of the new d is t r ib u t io n  system.

1. P r o f i t a b i l i t y  would be rea l iz e d  in a short period of time. 

This would be rea l iz e d  by reducing costs  of trade middlemen.

2. P r o m o t i o n  and a d ve r t is in g  campaigns could be supervised by 

White B i r c h 's  own management.

3. C r e a t i o n  o f  a  u n i q u e  t r a d e m a r k  a n d  a d v e r t i s e m e n t s  o f  t h e  

b r a n d  w o u l d  i n c r e a s e  b r a n d  l o y a l t y  a m o n g  c o n s u m e r s .

C o u n t e r a r g u m e n t s  i n c l u d e d  t h e  f o l l o w i n g :

1. The assortment of products is  too narrow. White B irc h  is  not 

in te res te d  in o f fe r in g  complementary products coming from competi­

t i v e  sup p l ie rs  outside the parent company, FOREST.

2. Maintenance of a constant year round sa les  volume is  c ru ­

c i a l .  The output of White B i r c h ,  food products, is  s trong ly  se ­

asonal. The White B irc h  management is  in te res te d  in prompt bulk 

sa le s  to wholesale u n it s .  Operating i t  own s to re ,  White B i r c h  would 

have to have sa les  throughout the year of seasonal products. This 

would in vo lve  ga in ing  appropriate  storage c a p a c i t ie s  for la rge  i n ­

ve n to r ie s .  la ck  of co n t in u ity  of sa les  is  t y p ic a l  fo r  most compa­

n ies  and s to res  operating  in the s e l l e r ' s  market environment of 

Po land .



3. Transportation  c a p a c i t ie s  are underdeveloped. White B i r c h 's  

production p lan ts  operate in a . lo c a l  market but that is  away from 

the company r e t a i l  s to re .

4. A supply system to insure a v a i l a b i l i t y  of complementary pro­

ducts would have to be developed.

5. A u x i l ia ry  departments o t ' t h e  White B irc h  Company procurement, 

s a le s ,  and accounting would have an increased range of du ties .  These 

employees would not re ce ive  any f in a n c ia l  compensation. In na­

t u r a l l y  would arouse some re s is ta n ce  among employees assuming such 

an a l t e r n a t i v e  is  accepted without growth in the wurk fo rce .

6. Costs to be considered ate those to the o rg an isa t ion ,  costs 

fo r  equipment, and the cost of operating ttie r e t a i l  s to re .

Due to the narrow assortment of i t s  product l in e ,  the manage­

ment of the white B irc h  Company decided to expand i t s  new product 

l in e  w ith  goods coming from other s u b s id ia r ie s  of the parent com­

pany. The expansion was not r e s t r i c t e d  to a complementary c r i t e r -  

ron, but was caused by the s tru c tu re  of production in the other 

s u b s id ia r ie s .  The assortment sold in the s to re  was qu ite  d if fe ren ­

t ia t e d .  Products included fo o d s tu f fs ,  venison, wine, p la i t e d  w i l ­

low products, and fu rn i tu r e ;  the l a t t e r  two products coming from 

othf»r su p p l ie rs .  This assortment го зе тЫ ез  a conglomeration and is  

not subjected to  any »narket segmentation c r i t e r i a .  Nonetheless, the 

s a le  of products supplied  by other s u b s id ia r ie s  in the White B irch  

s to re  is  an o r ig in a l  concept. This form of d is t r ib u t io n  may prove 

to be com petit ive  in  r e l a t io n . t o  trade companies operating  in the 

same market segment.

At the time the s to re  was opened, the management in  the White 

B irch  Company could not specu la te  about the p r o f i t a b i l i t y  of th is  

form of d is t r ib u t io n .  This was due to the absence of comparable 

data and lack  of experience in  such an a p p l ic a t io n .

The concept of a p roducer 's  own s to re  could be s u cce ss fu l ly  

developed by most f irms grouped in  the parent company because of 

t h e i r  d i f f e r e n t ia t e d  assortment of products. Such a so lu t io n  would 

strengthen the s o l id a r i t y  e f f e c t  among sup p lie rs  from d i f f e r e n t  

s u b s id ia r ie s  who would be s im u lta n e o u s ly  p lay ing  the ro le  of 

buyers purchasing products coming from other s u b s id ia r ie s .  Such a 

concept would con tr ib u te  to b e t te r  promotion of the trademark of 

the whole parent company. Conso lida tion  of brand names and deve­

lopment of brand lo y a l t y  among consumers would r e s u l t .  Moreover,



such a form of d is t r ib u t io n  combines c h a r a c t e r i s t i c s  of in tegra  

t ion  of corporate  type , own s to re ,  w ith  in te g ra t io n  of con trac tua l 

type. The producers from other s u b s id ia r ie s  could a lso  p lay the 

ro le  of s o l id a ry  sup p l ie rs  on the bas is  of an agreement on jo in t  

venture or a sso c ia t iu n .

The a t t i tu d e  of the management in  the White B irch  Company to 

e s ta b l is h  a bigger network of r e t a i l  s to res  is  s k e p t ic a l .  They 

a lso  wish to promote f u l l e r  u t i l i z a t i o n  of in te g ra t io n  forms based 

on concluded co n tra c ts .  W ith in  the framework of the parent compa­

ny, FOREST, f ranch is ing  agreements have been conducted w ith  only 

two trade companies. The e n t i r e  e n te rp r ise  had only two producers' 

r e t a i l  s to re s ,  which was a r e s u l t  of a weak in te re s t  taken in de­

velopment of v e r t i c a l  in te g ra t io n  in  the d is t r ib u t io n  sphere.

5. Conclusion

This case study shows d i f f e c u l t i e s  faced by a t y p i c a l  company 

in the P o l ish  marketplace. P r a c t i c a l  a p p l ic a t io n  of so lu t io n s  that 

should a llow  the White B irch  Company to obta in  or r a is e  p r o f i t a ­

b i l i t y  of operations is  d iscussed. Making n s p e c i f i c  d ec is ion  a l ­

ways in vo lves  a compromise between the management and c e n t r a l  au­

t h o r i t i e s .  The a u th o r i t ie s  continue to encompass the d is t r ib u t io n  

sphere and p r ic in g  p r in c ip le s .  The White B irc h  Company is  not a l ­

ways able to make an optimal dec is ion  from i t s  own p o in t  of view 

or from the point of view of the consumers' requirements.

The opening of manufacturers ' r e t a i l  s to res  a llows many manu­

fa c tu re rs  a chance to improve th e i r  f in a n c ia l  s i tu a t io n  w ith in  a 

r e l a t i v e l y  short time. P r o f i t s  obtained in t h is  way are o ften  t r e a ­

ted as " u n ju s t i f i e d "  by the c e n t ra l  a u th o r i t y ,  which undermines 

p o s s ib i l i t i e s  of a wider a p p l ic a t io n  of such a d is t r ib u t io n  form. 

Other companies have at best one or two r e t a i l  s to res  wh ile  the 

value of sa les  e f fe c te d  through them does not exceed one percent 

of th e i r  o v e r a l l  turnover. Trade companies d isp la y  a negat ive  a t ­

t i tu d e  to th is  form of in te g ra t io n  in i t i a t e d  by producers.

Most manufacturers do not t r e a t  d is t r ib u t io n  as an important 

element in the marketing s t ra te g y .  Conditions have not been c r e ­

ated that would promote changes in th is  f i e l d .  In  a s e l l e r ' s  mar­

ke t ,  there  is  u su a l ly  l i t t l e ,  i f  any, m otivation  for manufactu­

re rs  to develop con tra c tu a l  forms of v e r t i c a l  in te g ra t io n  in  the



sphere ot d is t r ib u t io n .  Primacy of t a c t i c a l  d ec is ions  over s t r a ­

teg ic  dec is ions  can be observed in most P o l ish  companies today. 

Favorab le  cond it ions  for the implementation of t ru ly  s t r a te g ic  de­

c is io n s  have not been crea ted .  The main goal of many companies 

seems tobe "w a it  and see" as long as an uncerta in  c r i s i s  s i tu a t io n  

la s t s .  A fundamental source of u n ce r ta in ty  is  absence of s tab le  

and coherent ru les  of the economic and taxa t ion  system. This un­

s ta b le  environment does not generate any m otivation  to expand pro­

duction . The ru le s  that do e x is t  are sub ject  to unexpected and 

in con s is ten t  changes. As a r e s u l t ,  many producers d e l ib e ra t e ly  

reduce th e i r  le v e l  of ob ta inab le  p r o f i t .  In te re s t in g  concepts, de­

veloped by managers u su a l ly  remain unexplored ideas because of con­

s t r a in t s  placed on the autonomy of P o l ish  companies.
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WPROWADZANIE INNOWACJI W HANDLU DETALICZNYM 
PRZEZ POLSKIE PRZEDSIĘBIORSTWO PRODUKCYJNE 

(studium przypadku)

Celem a rtyku łu  j e s t  opis i ana l iza  d z ia łań  rynkowych ś red n ie j  
w ie lk o śc i  p rzedsięb iorstwa produkcyjnego w pierwszym e tap ie  r e f o r ­
my gospodarczej 1981-1983. Artykuł ukazuje wpływ ograniczeń ze­
wnętrznych na wybór przez przedsięb iorstwo tak tyk i  d z ia ła n ia ,  umo­
ż l iw i a j ą c e j  szybką l ik w id a c ję  powstałego d e f ic y tu  finansowego. Stwo­
rzen ie  w łasne j s i e c i  sklepów • stanowi dla p rzedsięb iorstwa środek 
pozwalający uzyskać dodatkowe zyski w krótkim ok res ie .  Autor a n a l i ­
zuje konsekwencje bezpośredniego oraz pośredniego udz ia łu  produ­
centa w sprzedaży wytwarzanych produktów.


