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B2B relationships in business network

The research covers the organizational relationships in Dunaújváros grating manufacturer in the practice of MEISER Ferroste Ltd. and partners. Deep interviews were analyzed to find out the market characteristics. The literature is based on Porter's competitive forces model, the conceptual framework for B2B marketing and economics of competition policy. 
Finding the right supplier, if the partners are equally important in the relationship, the abilities and resources could be aligned. In this case, the opportunity is to achieve a high level of contact between organizations, which can be perceived in daily interactions. The very good relationship the companies create a competitive advantage in the sales market, such as flexibility, adaptability, fast performance.
The primary research aims to market for customers to be learned from business to business relationships. A company's bargaining position is strongly influenced by how much opportunity to substitutable products to customers. The primary research aims to market for customers to be learned from inter-organizational relationships. A company's bargaining position is strongly influenced by how much opportunity to substitutable products to customers. The most of customers operating in industries with many actors, so their role in the network is not significant. Recognizing this, the organizations would like to close, direct contact with their customers and suppliers to build.



