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Abstract: Entrepreneurial networking is an effective means of achieving a number of development opportu-
nities for the companies and they can be motivated by market penetration, networking for market development, to
facilitate procurement, research and development, distribution, international trade and export and the like. This research
indicates the need for entrepreneurial activities depending on the present conditions of small and medium enterprises
(SME) from the agro-complex that are the subject of the presentation of this paper. A survey was conducted after which
a processing was performed and the data were analyzed and compared with a survey from 2007. The obtained results
indicate that agro-enterprises operate mostly with a small number of companies on a contract basis, but there has been
visible progress in recent years towards networking of cooperating companies, which increases their competitiveness
in the market.
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ATPOITPETIIPUJATUJA 1 HUBHO INTPETITIPUEMHNYKO ITIOBP3YBAIBE

A1nctpax 1 [IpeTnpHeMHHYKOTO HOBpP3yBamkbe € epUKACHO CPENCTBO 3a NMOCTHIHYBambe OPOjHU Pa3BOjHU
MOXXHOCTH 3a TpeTIpHjaTHaTa KOM MOXaT Ja OMaaT MOTHBHPAHHU CO NPOJAUpam-e Ha Ia3aph, BMPEXyBambe 3apaiu
pa3Boj Ha masap, OJIECHyBame Ha Ha0ABKHTE, HCTPAXKYBakEe U Pa3Boj, JUCTPUOYyIHja, MerYHApOIHA TPTOBHja M H3BO3
u cimnuHo. OBa HCTpaKyBambe yKa)KyBa Ha MOTpedaTa o IPETIPUEMHUYKHTE AKTUBHOCTH BO 3aBHCHOCT O] IPUCY THUTE
cocToj6u Ha Manu u cpenan npernpujarija (SME) ox arpokoMmiekcoT, KOUIITO ce MPeaIMeT Ha pe3eHTalrja Ha OBOj
Tpyn. CrpoBeeHO € aHKeTHO HCTpaKyBambe W € H3BpIIeHa 00paboTka Ha moxaTouuTte. THE ce aHAIM3HUPaHH M
criopezieHu co ucTpaxyBameTo o1 2007 ronuna. JloOreHnTe pe3yniTaTi yKaxKyBaaT Ha Toa JeKa arpolpeTnpyjaTijaTa
paboTatr npeTexxHO co Mai Opoj Apyru IpeTnpujaTHja Bp3 0a3a Ha JOrOBOPH, HO BHIJIMB € HAIPEJOK BO MOCICIHHBE

TOAMHH KOH BMPEXyBame Ha IpeTIpujaThja IITO
CIOCOOHOCT Ha 11a3apoT.

copaboTyBaar, IITO ja 3rojieMyBa HHBHAaTa KOHKYpPEHTCKa

Kiyunu 360poBu: arponpeTnpujaTija; KOHKYpEeHTCKa CIIOCOOHOCT; MMOBP3yBamke; copaboTka; goBepoda

INTRODUCTION

There are numerous reasons why companies
combine power in entrepreneurial connectivity.
Their main goal is to achieve economies of scale,
increase competitiveness in the domestic and inter-
national market, encourage the opportunity to inno-
vate and commercialize new products and services,
increase the speed of innovation, enter new markets,
increase exports, establish new start-up capital or
cost reduction. The connection of companies
enables reduction of uncertainty and risk, utilization
of geographical differences and complementary

professional knowledge, as well as more efficient
coordination and ability to meet the needs of large
customers, i.e. simpler structure of suppliers.

It has been established that the horizontal and
vertical connection of enterprises enables better mu-
tual coordination and helps reduce uncertainty, as it
reduces transaction costs. The connection of enter-
prises at various levels affects the efficiency of
enterprises, joint venture decisions, as well as the
exchange of information between enterprises.

For small businesses that do not want to grow,
or grow slowly due to various circumstances, con-
necting with other companies provides some featu-


mailto:tosokostadinov@gmail.com

30 T. Kostadinov

res and advantages that, in fact, are characteristic of
large companies. For small businesses that want to
thrive and grow rapidly, connectivity allows them to
bridge the lack of resources and potential. Of cour-
se, the achievement of benefits must always develop
in both directions. Both partner companies should
be able to overcome their shortcomings in the allian-
ce. Simply put, the reasons for the connection could
be defined as a desire for (Nonaka, I, Takeuchi, H.,
1995):

—achieving economies of scale and economics
of related products,

— achieving the knowledge economy,

— overcoming transaction costs and offsetting
vertical integration,

— internationalization.

Companies that want to achieve economies of
scale, economics of related products, and econom-
ics of knowledge, artificially expand their horizon-
tal boundaries and connect horizontally. Companies
that want to reduce transaction costs and replace
vertical integration would expand their vertical
boundaries and connect vertically, while companies
that want to expand across their borders (internatio-
nalize) would connect horizontally and vertically.

Rigsbee identified seven areas in which busi-
nesses expect to benefit from connectivity: prod-
ucts, access, operations, technology, growth, orga-
nization and finance. The benefits of economies of
scale, for example, include (Burns, P. 2001):

— reduction of average costs (production, stor-
age, inventory, procurement, sales, distribution,
etc.) due to the increased volume of production,

— more favorable procurement and financial
conditions,

— better negotiating position when negotiating
with suppliers,

— greater capacity and more efficient use of re-
sources,

— reducing the risk with the strength of the
number,

— better access to critical resources,

— ability to deal with significant market chan-
ges,

— financial strength and stability,

— greater flexibility and mobility.

Complementary entrepreneurial activities ena-
ble the company to achieve cost reduction through
specialization. The company does what it does best,
leaving the rest to the other member of the associa-
tion. Smaller enterprises, which are open to innova-
tion and new product development, are often unable

to provide resources for this. In order to increase
their competitiveness and survival, they need to
establish partnerships with other small or large
enterprises that have the necessary resources and
specific expertise. Among the ways in which com-
panies complement each other are (Burch, J, 1986):

— interdependent products or services,

— complementary technological expertise, com-
plementary professional knowledge of employees
and management.

The knowledge-based economy can most ob-
viously be achieved by reducing production costs,
with the help of (Budgrav, D. W., Zacharikis, 2006):

— better coordination of entrepreneurial activi-
ties,

—shortening the time from product develop-
ment to its presence on the market,

— less uncertainty,
— less opportunism.

Improved vertical chain coordination is evi-
dent in the following examples: lower inventory
costs due to prompt procurement, faster conflict res-
olution in the supply chain and faster response to
complaints, greater consistency between raw mate-
rials, semi-finished products and final product-to-
product with end-user products and complaints, im-
proved vertical chain productivity, confidence in a
common business strategy, etc. Entrepreneurial net-
working is an effective means of achieving a num-
ber of development opportunities for the company:

Connection for market penetration. With this
strategy, companies are trying to strengthen and im-
prove existing activities. Connectivity helps parti-
cipants reduce transaction costs by streamlining and
coordinating, leveraging economies of scale, and
multiple market share enhancements through verti-
cal collaboration.

Connecting for market development. Coopera-
tion in the field of market development occurs more
often when companies with complementary profes-
sional knowledge or products are identified with
each other. Connection is a means of conquering
new markets through existing distribution channels,
and exchanging resources.

Diversification connection. The strategy of co-
operation to conquer new markets with new pro-
ducts is closely related to the connection. Connec-
ting the company is sometimes a condition for per-
forming certain activities. Often, companies have to
look for a local partner in the foreign market to meet

Maced. J. Anim. Sci., 10 (1-2) 29-32 (2020)



Agro-enterprises and their entrepreneurial connection 31

certain government trade regulations, or form a con-
sortium (multinational) to be able to bid on public
sector tenders.

MATERIAL AND METHODS

The purpose of this research is based on litera-
ture, documents and especially on the analysis of the
Questionnaire on a random sample of 64 agro-entre-
preneurs from the Republic of North Macedonia.
The research uses several methods used in social
and economic analysis such as: generalization and
specialization, induction and deduction, statistical
and comparative method.

RESULTS AND DISCUSSION

Kostadinov and Pendeyv, in their research from
2007, on the claims made in the survey question-
naire related to determining the degree of network-
ing of the agro-enterprise, the respondents stated as
follows:

— The company with contracts is related to
one or more other companies. 2.0% of the total
number of respondents do not agree at all with this
statement, and 4.0% partially disagree, neither yes
nor no answered 4.0%, 26.0% partially agree, and
64.0 %. completely agree.

—The company cooperates informally in
business with one or more other companies. 4.0%
of the respondents do not agree with this statement
at all, 38.0% partially agree, and 58.0% of the re-
spondents completely agree.

— The company is involved with a business
network of companies, which cooperate with each
other in the area such as procurement, sales, dis-
tribution, research, etc. 84.0% of the respondents
do not agree with this statement at all, 6.0% partially
disagree, neither yes nor no answered 4.0% and
6.0% of the respondents completely agree.

—The company operates completely alone
and is not essentially related to other companies.
2.0% of the respondents do not agree with this state-
ment at all, 2.0% partially disagree, neither yes nor
no 2.0%, 8.0% partially agree, and 86.0% com-
pletely agree.

In our research in 2019, on the claims made in
the survey questionnaire that refer to determining
the degree of networking of the company, the re-
spondents stated as follows:
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— The company with contracts is related to
one or more other companies. 2.0% of the total
number of respondents do not agree at all with this
statement, and 4.0% partially disagree, neither yes
nor no answered 4.0%, 16.0% partially agree, and
74 completely agree.

—The company cooperates informally with
one or more other companies. 1.0% of the respond-
ents do not agree with this statement at all, 23.0%
partially agree, and 76.0% of the respondents com-
pletely agree.

— The company is involved with a business
network of companies, which cooperate with each
other in the area such as procurement, sales, dis-
tribution, research, etc. 72.0% of the respondents
do not agree with this statement at all, 6.0% partially
disagree, neither yes nor no answered 4.0% and
18.0% of the respondents completely agree.

—The company operates completely alone
and is not essentially related to other companies.
12.0% of the respondents do not agree with this
statement at all, 12.0% partially disagree, neither
yes nor no 2.0%, 8.0% partially agree, and 66.0%
completely agree

CONCLUSION AND RECOMMENDATIONS

The networking of the enterprise with other
business entities from the agro-sector and with other
types of formal and informal entities and networks
is one of the key factors for successful growth and
development of the enterprise itself. Research has
shown that companies in the agricultural sector are
generally reluctant to network and cooperate with a
large number of partners, but there are evident shifts
in improving the situation. . Cooperation between
enterprises develops trust, reciprocity and similar
soft factors that affect the growth and development
of the enterprise. The surveyed agribusiness compa-
nies mainly work with one or several companies on
the basis of agreements, they are not included in the
networks of companies that cooperate with each
other, and the mentality of the entrepreneur-owners
is that they work completely alone and do not con-
nect essentially with others. enterprises. This situa-
tion is not only a fruitful field for developing trust
for long-term cooperation between companies, but
also reduces the efficiency and effectiveness of the
development of existing clusters in the agricultural
sector and prevents the formation and development
of new clusters in the agricultural sector. This all
leads to less competitiveness of companies interna-
tionally and/or globally.
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As a conclusion and recommendation regard-
ing this perception, we should recommend more
intensive and long-term support of the government
and social partners for connecting companies in
networks, participation in international agribusiness
fairs, assistance in organizing various types of pre-
sentations and events for opportunities and products
from the agricultural sector. and related to innova-
tively designed offers and activities of various
kinds. For example, an agro-tourism cluster may be
formed. The support measures, above all, should be
aimed at strengthening the competitiveness of agri-
businesses, and not towards outdated types of pro-
tection of agribusinesses in the Republic of North
Macedonia.

REFERENCES:

Burns, P.: Enterprise and Small Business, Palgrave, Macmillan,
London, 2001.

Burch, J.: Entrepreneurship, New York, 1986.

Bydgrave, D, W.,, Zacharakis, A,: The portable MBA in
Entrepreneurship, Fourth edition, John Wiley & Son. Inc.
Hoboken, New York, 2006.

Kostadinov, T., Pendev, D.: Small and medium enterprises in
the agrocomplex from the vievpoint of the internacionali-
zation, 11 Symposium Livestock. Production with Interna-
tional Participation, Ohrid 2007.

Nonaka, ., Takeuchi, H,: The Knowledge — Creating Company,
New York,Oxford University Press, 1995.

Maced. J. Anim. Sci., 10 (1-2) 29-32 (2020)



