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BUSINESS AND COMMERCE 
 

AFACERI ŞI COMERŢ 
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As a human activity commerce is concerned with the study of trade - i.e. 
the moving of the goods from the seller to the buyer - and the aids to trade, 
of the business units which provide goods and services. 
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 The goods are almost always produced far away from the place of 
consumption and their   way from the producer to the consumer is long and 
very complicated. Therefore, it is the function of commerce to offer a link 
between the stages of this process and the necessary instruments to make it 
work.  

The main functions performed by commerce are as follow:  
- Trade is the basic commercial activity. It is essentially the exchange 

of goods and services between producers and consumers. Trade consists of 
home/domestic trade including wholesale trade and retail trade, and 
foreign/overseas trade dealing with import and export trade.  

- But commerce includes more other functions in addition to trade. 
Distribution involves getting goods from the manufacturer to the consumer. 
Without sophisticated systems for storing goods and selling them to the 
consumers, it would be impossible for firms to find customers for their goods.  

Banking and financial services offered by banks and other institutions 
assist commerce by providing loans and other services which allow business to 
function and invest in future production, and enable consumers to purchase goods 
and services.  

Communications, in both written and electronic form, allow firms 
to order and sell their goods efficiently and cheaply. No transaction is 
possible without communications.  

Transport is concerned with the moving of goods by land, sea or air as 
well as the means necessary to do it.  

Insurance allows risks to be taken without fear of loss. It gives security 
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and stability to commerce as it enables the business people to survive losses 
by damage, shipwreck, fire, burglary etc. Without adequate insurance many 
enterprises would be too risky to undertake.  

Advertising also plays an important part as it enables firms to let 
prospective customers know their offer. It includes a wide range of forms 
from hand-distributed leaflets to highly sophisticated television 
commercials.  

BRITAIN’S OVERSEAS TRADE 
Although small in area and accounting for only about 1 percent of the 

world’s population, Britain is the fifth largest trading nation in the world.  
Overseas trade has been of vital importance to the economy for 

hundreds of years, and especially since the mid-nineteenth century, when 
the rapid growth of industry, commerce and shipping was accompanied 
by Britain’s development as an international trading centre. Exports of goods 
and services in 1994 were equivalent to about one-third of the gross domestic 
product. Britain is a major supplier of machinery, vehicles, aerospace 
products, electrical and electronic equipment and chemicals, and a significant  
oil exporter. It relies upon imports for about one-third of the total consumption of 
foodstuffs, and for many of the raw materials needed for its industries. Trade in 
invisibles is also of great significance to the economy. Britain has nearly always 
earned a surplus from its invisible transactions and there has not been a deficit 
since 1947. Transactions fall into three main groups: services (receipts and 
payments arising from services, as distinct from goods, supplied to and 
received from overseas residents); interests, profits and dividends (income arising 
from outward and inward investment and other capital transaction); and transfer 
between Britain and other countries.  

WHOLESALING 
Wholesaling is part of the chain of distribution: manufacturer • 

wholesaler retailer consumer. It is the link between the manufacturer of 
goods and the retailer. The wholesaler’s fundamental role is to act as a 
‘middleman’, buying in large quantities from manufacturers and ‘breaking 
bulk’ by selling smaller quantities.  

- Consumer goods wholesalers  
They may be general stockists or concentrate on a particular item. A 

large number are cash-and-carry warehouses which do not deliver the goods or 
offer credit. Cutting out the costs of these services allows them to offer very 
competitive prices.  
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- Industrial wholesalers  
They are involved in distributing producer goods such as raw 

materials, components and machinery. These involve sales to firms rather than 
retailers, and are important to the economy.  

- Agricultural wholesalers  
The traditional system for distributing agricultural produce depends 

upon an involved network of local markets.  
The wholesaler perform several functions during the distribution 

process:  
� Breaks bulk. The wholesaler buys large amounts from the 

manufacturer and sells in smaller quantities 
� to the retailer. This is called breaking bulk . 
�   Provides services for the manufacturer. By breaking bulk the 

wholesaler saves the manufacturer a lot of money and trouble. It would be 
difficult and expensive for the manufacturers to sell small amounts of items to 
thousands of different retailers. This would involve processing millions of orders 
every year, each involving sorting, packing and delivery. The wholesaler also 
takes responsibility for storing goods, and may help the manufacturer’s cash 
flow by holding reserve stocks of goods, especially helpful where there is 
seasonal demand.  

�   Provides services for the retailer. The wholesaler enables the 
retailers to buy in small quantities as the latter have limited storage space and 
credit. The wholesaler holds available stocks and may provide credit terms.  

�   Provides market information. Through contact with retailers and 
manufacturers, the wholesaler learns a lot about the demand for different 
products. The retailer learns about new products and suppliers from the 
wholesaler’s displays and sales literature.  

The main areas in which wholesalers are dominant are groceries and 
provisions, petroleum products, ores and metals. Grocery wholesaling has 
however greatly diminished in recent years; most groceries are now delivered 
direct from manufacturers to the large multiple food retailers, by-passing the 
traditional wholesalers.  

Some companies find dealing with wholesalers and retailers so 
problematic that they dream of doing away with them altogether. One firm that 
has done so is Family Frost, the cutely named subsidiary of Germany’s Milchhof 
which is expanding its fleet of yellow-and-orange striped refrigeration vans 
across Central Europe. It is targeting countries where infrastructure problems 
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should make consumers keen to have Family Frost’s frozen goodies delivered 
to their door, avoiding the problems of trudging to poorly stocked and pricey 
shops.  

The theory seems to be working. The company’s Mercedes vans have 
been criss-crossing the Czech Republic, Hungary and Poland for three years, 
and it is now looking hard at Slovakia, plugging the last hole in its Visegrad 
presence. The plan is to have 150 vans operating in the country within three 
years.  

The van fleet is only one part of the German ice-cream makers’ 
distribution plans, but for now Milchhof products are not yet sold in Slovakia. 
If a suitable partner can be found, Family Frost will consider using a local 
ice-cream manufacturer, with the goods marketed under the same Family 
Frost name as the more expensive German confectionery. General frozen 
foods ⋯ vegetables, fish, meat and prepared foods - will be sold alongside the 
ice-cream.  

Local suppliers are being considered because of punitive import taxes. 
On top of the standard import duty of 6%, a 10% surcharge is levied for 
consumer goods, making food imports hopelessly uncompetitive. Talks are 
being held with several Slovak manufacturers, and if they can meet quality 
control standards, production may well switch to them. If so, this will be a 
hand-off operation. The fleet is to be operated by franchises, each running 10 
vans with Family Frost itself running one such fleet. The reasons for choosing 
francishing seem to be cost and motivation.  

RETAILING 
Retailing is often defined as ‘the sale of goods in small quantities to the 

public. It also includes services, such as repairs or dry-cleaning.  
The retailer is the last link in the chain of distribution between the 

manufacturer and the consumer. The retailer’s task is to provide consumers 
with   the goods and services that they want at the right time, in the right form 
and quantities, in the right place.  

A retailer performs a series of functions, such as: anticipate consumer 
demand by stocking adequate amounts of goods, stock a variety of types, 
brands, sizes and prices of goods, choose goods which are suitable for the 
demands of his/her customers, provide information about the goods and 
services on sale, open at times which suit the consumers, sort, pack and display 
goods attractively, provide a pleasant atmosphere for customers, accept the most 
common methods of payment, provide and arrange credit, arrange delivery, 



LUCRĂRI ŞTIINŢIFICE, SERIA I, VOL. X (2) 

provide after-sales services etc.  
A retailer may buy directly from a manufacturer, or from a jobber, 

a person who then sells to a retailer.  
Retailers are usually classified according to the number of shops or 

outlets they have. These are the major types of retailing found, in one form or 
another, around the world:  

Unit shops - They are also called independent shops or simple outlets. 
They are usually sole traders or partnerships. In recent years they have faced 
tough competition from the large chain stores.  

Supermarkets - A supermarket is a shop of over 2,000 square feet, 
selling mainly food and household goods. Supermarkets generally sell a 
wide variety of packaged and branded goods. The larger shops also sell a 
variety of non-food items. They concentrate upon selling at lower prices than 
those of unit shops.  

Multiple stores (multiples) - Multiple stores consist of large numbers of 
shops (at least ten), also known as chain stores, owned by one firm. They 
usually sell a wide variety of items and are called variety chain stores. Some of 
them operate from out of town locations with parking facilities, known as 
either superstores (over 20,000 square feet) or hypermarket (over 50,000 
square feet).  

Multiples have several distinguishing features, such as: competitive 
prices, selling the same range of goods, located in popular sites in town 
centres or important suburbs, similar layout and display, centralised buying of 
goods, extensive advertising campaigns, their own national training of staff.  

Department stores - They are sometimes described as being several 
shops under one roof. The most famous is Harrods in London. They are 
organised in departments, each with its own manager. Department stores are 
usually located in city centres.  

Co-operative retail societies - They are owned and operated by local 
groups of farmers or other consumers; they are also called “Coops” and are 
popular in rural areas, marketing such items as groceries, animal feed, petrol 
(gasoline), and food preparation services. Their chief attraction to consumers is 
the patronage dividend, based on volume of purchase over a given period.  

Direct retailing - It is also called house-to-house, door-to-door selling 
and makes up a large part of the retail business in certain products, particularly 
household items and make up.  

Vending machines - They sell many types of small-sized, low-cost, 
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popular-demand, standard-quality goods. They are usually installed in high-
traffic areas.  

Eurocommerce, the pan-European retailers body, estimates that 
European shopkeepers could be burdened with heavy costs in switching to 
the euro.  

Changing tills, computers, accounting practices and training staff 
could strip retailers of more than two percent of turnover or up to two years’ 
profit.  

As was the case when Britain introduced a decimal currency in 1971, 
sales could drop at the start.  And coupled with the cost of fixing the so-called 
millennium computer bug, retailers face a stinging bill.  But it’s not just the costs. 
Retailers will be in the firing line when the euro is launched because they will  
come face to face with a public grappling with the new currency.  

In the longer term, retailers will need to invest heavily to be sure of 
reaping the potential benefits of the euro.  

Aside from the most obvious benefits of reduced foreign exchange 
exposure and lower banking charges, retailers will gain from the competitive 
aspects of euro.  

The euro will bring greater price transparency allowing better 
sourcing. It will also drive down purchasing costs for retailers.  

A key barrier to expansion will be removed and retailers faced with 
sluggish or saturated home markets can tap fresh markets more easily. The 
competitive will have more opportunity to snatch market share from cushioned 
national players.  

With only one currency to contend with commercial transaction 
through the Internet and television will be easier.  

But fortune will favour the big in the age of the euro, and many 
benefits will elude small shopkeepers who do not have the muscle to make the 
leap across borders.  
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