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MARKETING RESEARCH

(Resume)

The marketing research was intended to explore the priority and potential markets
of the two economic spheres in order to identify the most advantageous markets and
possible partner countries for the region and suggest focuses of the four development
initiatives.

Review of some new products and modes of distribution (such as via the Internet),
apply certain studies of the international markets, regional and national markets.

Main sections of the elaborated marketing research are represented as follows:

Textile and clothing partner countries and potential markets

Bulgaria stands at Ne20 in the so-defined world ranking of importers of Textile and Clothing goods
originating from Europe. And with a negative trade balance of still half a billion euro — although up from the
year before, it has been steadily decreasing for the past few years — it is ranked at 25 among the exporting
leaders.

The situation for Serbia, as we can see below, however is deteriorating slightly every year: starting with
a positive trade balance in 2007 it ends up with almost 100 million Euro in deficit merely for the industrial
sector in question. The matter was mentioned above in the analyses among the macroeconomic worries
of the current governments which have been unable to narrow down the overall trade deficit for the past
few years.

Food and beverage, agricultural trade partner countries and potential
markets

For both Serbia (82% export of corn within the group) and Bulgaria (60% wheat of the total) cereals
are a substantial source of trade income. And while Japan, Mexico, Egypt, Indonesia, Republic of Korea
and Algeria come before the first European country even appears on the leading importers ranking, the
European importers of cereals — as traditional partners for both countries are represented in the table
below.

In order to access traditional and innovative modes and channels of promotion and product placement —
especially for growing and potential markets outside the confines of the European Union and the continent
in general — the enterprises should seriously consider approaches besides direct exporting.

Theoretical examples with various degrees of applicability and possibility of success could be discussed
at length; their place and time is rather within the framework of the training courses later to be developed
and disseminated among relevant stakeholders.

It worths considering the indirect exporting methods such as intermediary product placement through
agents or distributors: respectively working on a commission or based on mid- and long-term contract
conditions.

Depending on the desired target export markets and the particular characteristics of the products an
enterprise may need the expertise and contacts of a local representative or decide to do it through national,
regional, cluster or individual channels of reaching one’s customers. Marketing and inside organizational
support may be sought via trade missions and topical sectoral events, as well as trade centers.

In addition, an enterprise may seek to register a joint venture with a local entity or even acquire one to
be able to launch and explore one’s export options from inside out. All of the above mentioned, of course,
present also inherent disadvantages and dangers which could be summed up by considering that the
farther away an enterprise sales point is (both logistically and on an organizational level), the less control
it has over customer interactions, transactions, image support, etc. The same argument is valid for internet
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and other modes of tele- and virtual sales — while somewhat streamlining the sales efforts and offering an
additional option, they still present some of the mentioned dangers of loss of control, customer interaction,
technical difficulties and others. Besides, not all product groups possess the feasible potential for online
sales.

All of or a combination of such approaches and methods may and should be developed and explained
extensively when providing much needed training for the participating businesses, institutions and various
related stakeholders of the CBC region. Whether such instructional and purely marketing clarifications are
to be provided at a general training course which should delineate and orient the interested businesses
and administrations in promoting the overall CBC initiative is a matter of further discussion. Elaborating a
sector-specific export plan with a pool of possible sales and placement options is also a matter of further
theoretical and developmental work.

Consequently, all such aspects of the marketing research and analysis should culminate into a
definition of a strategic approach and a vision that needs to be further developed and structured into
feasible, tangible and measurable steps and initiatives that are to shape a common development path for
business subjects, institutions and the civil society of the Cross-Border-Cooperation Region.

At this point we consider possible the initial definition of such imminent goals and strategic approaches
into a strategy vision:

Convergence and operational linking of economic and administrative entities in the Cross-Border
Region of Montana and Pirot provinces. Creating and replicating a specific cohesion strategy and a set
of promotion initiatives for the sustainable socio-economic development of border regions throughout
Central and Eastern Europe.

Main Trade Partners and bilateral relations

Main trade partners and factors that influence the bilateral trade relations between Bulgaria, Serbia
and the third countries in question were defined. Those that are applicable as traditional partners and
among the world’s largest importers/exporters of goods and services from the selected priority sectors are:
Germany, France, Italy, Spain, as well as Romania and Turkey on a regional level.

MARKETINSKO ISTRAZIVANJE

(Rezime)

Svrha marketinskog istrazivanja bila je ispitivanje prioriteta i potencijalnih trziSta dveju ekonomskih
sfera sa ciljem da se identifikuju trzista koja imaju najviSe prednosti i moguce partnerske zemlje u regionu
kao i predloga na Sta ¢e Cetiri razvojne inicijative biti fokusirane.

Dat je pregled nekih novih proizvoda i nacina distribuiranja (na primer putem Interneta), i primena
odredenih studija medunarodnih, regionalnih i nacionalnih trzista.

Glavne stavke detaljnog marketinSkog istrazivanja su sledece:

Partnerske zemlje i potencijalna trziSta za tekstil i odec¢u

Bugarska se nalazi na 20. mestu u svetu po uvozu tekstila i odece poreklom iz Evrope. Sa negativnim
trgovinskim bilansom, koji joS uvek iznosi pola milijarde evra, iako u porastu u odnosu na prethodnu
godinu, u konstantnom je padu poslednjih nekoliko godina, a trenutno je na 25. mestu medu vodecim
izvoznicima.

Situacija u Srbiji, kako se u daljem tekstu moze videti, neznatno je loSija iz godine u godinu: pocevsi
od pozitivnog trgovinskog bilansa u 2007. godini zavrSila je sa skoro 100 miliona evra deficita, samo
kada je industrijski sektor u pitanju. Ovo je pomenuto u analizi u okviru briga trenutne vliade vezanih za
makroekonomiju. Vlada nije bila u moguénosti da umanji ukupni trgovinski deficit u poslednjih nekoliko
godina.

o
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Partnerske zemlje i potencijalna trZiSta za trgovinu hrane, pic¢a i
poljoprivrednih proizvoda
| za Srbiju (82% izvoza kukuruza unutar grupe) i za Bugarsku (60% od ukupnog izvoza pSenice)
Zitarice Cine znacajan izvor prihoda od trgovine. | dok se Japan, Meksiko, Egipat, Indonezija, Republika

Koreja i Alzir nalaze na listi vodecih uvoznika pre bilo koje evropske zemlje, evropski uvoznici zitarica —
kao tradicionalni partneri obeju zemalja, prikazani su u tabeli ispod.

Kako bi pristupili tradicionalnim i inovativnim nacinima i kanalima za promociju i plasiranje proizvoda
— pogotovo sa ciliem razvoja potencijalnih trziSta van granica Evropske Unije i Evrope kao kontinenta —
preduzeca bi trebalo ozbiljno da uzmu u obzir i pristupe koji ne podrazumevaju direktan izvoz.

Teoretski primeri sa razli¢itim stepenom primenljivosti i moguc¢nosti za uspeh mogu biti razmatrani do
detalja; za njih je vreme i mesto u okviru kurseva za obuku koji ¢e biti kasnije pripremljeni i sprovedeni
medju odgovarajucim zainteresovanim stranama.

Trebalo bi razmotriti metode indirektnog izvoza kao $to je plasman putem posrednika, agenata i
distributera koji rade na procenat, odnosno na osnovu srednjerocnih i dugoro¢nih ugovora, respektivno.

U zavisnosti od ciljanog izvoznog trzisSta i specifiCnih karakteristika proizvoda, preduzec¢u mogu biti
potrebni ekspertiza i kontakti lokalnog predstavnika ili moze odluciti da do svojih kupaca dode uz pomo¢
nacionalnih, regionalnih, klasterskih ili indvidualnih kanala. Marketinska i organizaciona podrska iznutra
moze se traziti putem trgovinskih misija, relevantih dogadaja u sektoru, kao i putem trznih centara.

Dodatno, preduze¢e mozZe da ude u zajednic¢ko ulaganje sa lokalnim entitetom ili ¢ak da ga otkupi,
kako bi bilo u moguénosti da iznutra istrazi i pokrene svoje opcije za izvoz. Naravno, sve prethodno
navedeno ujedno predstavlja i neizbezne prepreke i opasnosti koje se svode na Cinjenicu da $to je veca
udaljenost izmedu preduzeca i mesta prodaje (bilo logistiCka bilo na organizacionom nivou), to je manja
kontrola koju preduzeée ima nad odnosom prema musterijama, transakcijama, podrskom ugledu itd. Isto
vazi i za internet prodaju kao i druge “tele-" i virtuelne nacine prodaje — dok s jedne strane predstavljaju
modernizaciju prodaje i pruzaju dodatne mogucnosti, s druge strane ukljuCuju pomenute opasnosti od
gubitka kontrole i interakcije sa kupcima, tehni¢ke probleme itd. Pored toga, ne poseduju sve grupe
proizvoda ostvariv potencijal za on-line prodaju.

Svi navedeni pristupi i metode ili neka njihova kombinacija mogu, i trebalo bi da budu detaljno razvijeni
i razjasnjeni u toku pruZanja neophodne obuke u€esnicima: preduzecima, institucijama i drugim srodnim
zainteresovanim stranama regiona prekogranic¢ne saradnje (CBC). Predmet je dalje diskusije je pitanje
da li ¢e takva instrukciona i Cisto marketinSka razjasnjenja biti pruzena tokom osnovne obuke, koja treba
da usmeri zainteresovana preduzec¢a i administraciju ka promovisanju CBC inicijative uopste,. Razrada
plana izvoza specifi¢nog za sektore, zajedno sa skupom mogucéih opcija za prodaju i plasiranje, takode je
predmet daljeg teoretskog i prakti¢nog rada.

Kao rezultat, svi ovakvi vidovi marketinSkog istrazivanja i analize bi trebalo da kulminiraju u vidu
definicije strateSkog pristupa i vizije koju dalje treba razviti i struktuirati u skup ostvarivih, opipljivih i
merljivih koraka i inicijativa sa ciliem da oblikuju zajednicki razvojni put za poslovne subjekte, institucije i
gradansko drustvo u CBC regionu.

Inicijalno utvrdivanje strateSke vizije na osnovu zadatih predstojecih ciljeva i strateskih pristupa u
ovom trenutku smatramo izvodljivim:

Konvergencija i operativno povezivanje privrednih i administrativnih subjekata (entiteta) u
prekograni¢nom regionu okruga Montana i Pirot. Kreiranje i repliciranje specificne kohezione strategije i
niza promotivnih inicijativa za odrZivi socijalno-ekonomski razvoja pograni¢nih regiona Sirom Centralne i
Istocne Evrope.

Glavni spoljnotrgovinski partneri i bilateralni odnosi

Definisani su glavni spoljnotrgovinski partneri i faktori koji utiCu na bilateralne trgovinske odnose izmedu
Bugarske, Srbije i tréih zemalja o kojim je re¢. Zemlje koje se smatraju za tradicionalne partnere medu
najvecim svetskim uvoznicimalizvoznicima robe i usluga iz odabranih prioritetnih sektora su: Nemacka,
Francuska, Italija, Spanija, a na regionalnom nivou Rumunija i Turska.
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MAPKETUHIOBO NMPOYYBAHE

(Pe3rome)

MapkeTMHIoBO Mpoy4yBaHe Lenu Aa ce npoy4vaT NpUopuTETHWTE U NOTEHUManHu nasapu 3a ABeTe
MKOHOMMYECKU cdepu, KOETO Lie AoBeae A0 MAEHTUDULMPaHe Ha Han-U3rogHUTE Nasapu U Bb3MOXHU
CTPaHW-NapTHLOPU 3a PervoHa, KOMTO Aa Ce MPeasioxar KaTto NMpUMOopUTET B YeTUpUTE MHMUMaTMBM 3a
pasBuTue.

Mpernes Ha HAKOM HOBW MPOAYKTM M HaYMHW Ha pasnpocTpaHeHue (Hanpumep 4Ypes UHTEpHET), ce
npunaraTt KbM HSIKOM MPOYYBaHUS Ha MEXAYyHapoOHUTE, PervoHarnHn U HaLMoHanH1 nasapu.

OcHoBHWTe pasgeny Ha paspaboTeHOTO MapKeTMHIOBO NPOyYBaHUSA ca NpeacTaBeHu, KakTo criensa:

CmpaHu-napmHbOpU U NTOMeHyuasHu nasapu 3a cekmop ,,Tekcmun u o6nekno“

Bbnrapusa cton Ha 20 MACTO B T.Hap. CBETOBHATA PaHINUCTa Ha BHOCUTENWUTE Ha CTOKM OT TEKCTUNM U
obnekno, ¢ npouaxoa ot EBpona. Bbnpeku oTpuLaTenHo perMcTpupaHoTo TbProBCKO Canao OT MOMoBUH
MUnuapg eBpo U MOCTOAHHUAT cnag Ha u3Hoca, bbnrapus Bce ouwe e Ha 25 MACTo cpen nuaepuTe-
N3HOCUTENW Ha CTOKW OT cekTopa.

Cutyaumarta 3a Cbpbus, KakTo MOXEM Ja BUOUM No-gony, obaye ce Browasa C BCAKa M3MUHana
roamHa: 3anoysa C NonoXuTenHo Tbproscko cango npes 2007 r. n 3aBbpLuBa ¢ noyt 100 MMnmnoHa eBpo
nedvumt B cektopa ,Tekctun u obnekno“. Tosm Bbnpoc Gelle 3acerHat M NO OTHOLUEHWE Ha aHanu3a
Ha MaKpPOMKOHOMMYECKO HUMBO Ha ABETE NPaBUTESNCTBA, KOUTO HE yCnsixa Aa HamansT koeduumneHTa Ha
TbProBCcKuUst 4eUUNT Npe3 NOCNeLHUTE HAKOMKO roANHM.

XpaHumenHo- 8Kycoea npomuwsieHocm u Hanumku, ceJICKOCmoriaHCKU cmpaHu- namHbopu
u nomeHyuasiHu nasapu

3a gBete abpxaBun Cbpbusa (82% um3HOC Ha uapeBuua B paMkuTe Ha rpynarta) u bwnrapus (60%
rnweHuua oT obLwusi 6poit), 3SbpHEHMTE XPaHU ca 3HaYMTENEH M3TOYHMK Ha 4oXo4 OT TbproBusaTa.

3a J0CTbN 40 TPaaULMOHHM U MHOBATMBHM HAYMHM U KaHanu 3a NPOMOLMS U MO3ULMOHUPAaHe Ha
MPOAYKTU - 0COBEHO 3a pa3pacTBally ce NoTeHUMUarniy nasapy UsBbH npeaenute Ha EBponenckus cbio3
1 Ha KOHTUHEHTA KaTo LAno - NpeanpusatusaTa, Tpsabsa ceprosHo Aa 0BMUCIAT NOAXOAN PasfnyHM OT TO3U
Ha AUPEKTHUS U3HOCUTEN.

TeopeTnyHy NpMMepKn C pasnmMyHa CTeneH Ha NPUNOXUMOCT U Bb3MOXHOCT 3a ycnex Moxe ga obgar
obcbaeHu no,u.po6Ho; MACTOTO U BpEMETO UM € NO-CKOPO B paMKUTE Ha KypcoBeTe 3a 06yqu|/|e, KOUTO Lle
Obaar pa3pa60TeHV| 1 pa3npocTpaHeHn No- KbCHO cpef CbOTBETHUTE 3aUMHTEepEeCOBaHN CTpaHW.

3acnyxaBa cu a ce CoMeHaT HeMnpeKknTe NoAXoAM Ha U3HOC, KaTo HanpuMep NocTaBsiHe Ha MEXANHEH
MPOAYKT, Ype3 areHTU unu auctpubyTopu: CbOTBETHO paboTeliM Ha KOMUCUOHHa UMM Bb3 OCHOBA Ha
CPEAHOCPOYEHN M ABITOCPOYEHN JOTOBOPHMW YCIOBUS.

B 3aBMCMMOCT OT enaHute uenesu nasapu 3a M3HOC N KOHKPETHUTE XapaKTepPUCTUKN Ha NPOAYKTUTE,
BCAKO npeanpuaTne Moxe aa ce HyXXaae OT onnuTa U KOHTakTUTe Ha MEeCTEH npeacrasuten, Unn aa pewmn
Aa ro Hanpasu 4pes HauuoHarieH, permoHaneH KaHanu, KnbCtep unn otaenHn KaHanu 3a gocturaHe o
I'IOTpe6VITeJ'II/ITe. MapKeTVIHF N BbTpeLlHa opraHn3aunoHHa nogkpena MoXe a ce TbpCu 4Ype3 TbProBCKU
MUCUN N CEKTOPHUTE CbObMTUSA, KaKToO 1 TbProBCKM LEHTPOBE.

B gonbnHeHne, eqHo npednpusiTUe MoXe Oa MoWcKa da pernctpupa CbBMECTHO npeanpusitue C
MECTHO nuue, unu aopu Aa npuaobue Takosa npeanpusaTue, 3a Aa 6bAe B CbCTOSAHWE Aa 3arnodvHe U
OMno3Hae EeKCMOoPTHUTE Bb3MOXHOCTU. BCMukM OT nocodveHuTe no-rope Bb3MOXHOCTM, pasbupa ce,
MPEACTaBAT CblLO Taka W MPUCHLLM HeOOoCTaTbLM M ONACHOCTM, KaTo ce UMa NpeaBui, Ye KOMKoTO Mo-
Jarneuy oT npoaaxbuTe cToM eaHO NpeanpuaTie (KakTo Ha NOrMCTUYHO, Taka U Ha OpraH13aLyoHHO HUBO),
TOMNKOBA MO-ManbK KOHTPOM MMa BbpXy B3aUMOAENCTBUSATA MexXOy OTAENHWUTE KMMEHTW, caenku u ap.
CbLUMAT apryMeHT e BanuaeH 1 3a MHTePHET U APYTrY HAauMHKU Ha Terne-u BUPTYyanHu npoaaxou — okaTto
ca B Mpouec Ha onTUMU3MpaHe Ha ycunuaTta 3a npodaxkbu v npeanaraHe Ha AOMBbAHWUTENHWU ONuUMK, Te
ca B ONacHOCT Aa nonaaHat B HAKOSA OT CrioMeHaTuTe OnacHOCTUTe, Hamnpumep OT 3aryba Ha KOHTpon,
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B3aMMOAEeNCTBrE MeXAY KIMEHTUTE, TEXHUYECKM 3aTpyaHeHus n ap. OCcBeH ToBa, He BCUYKM NPOOYKTOBU
rpynu nputexaeaT HeobXoaUMMS NOTEHUMan 3a OHNanH npoaaxou.

Bcuukm vnu kombuHaumst OT Te3u nogxoau M MeToau moraT u TpsibBa aa 6baat paspaboteHu u
006sicHeHn nogpobHO Npu NpedocTaBSHETO Ha TONKoBa HeobxoaMMoTo obyyeHue 3a yyacTBawuTe
nNpeanpusATUs, UHCTUTYLUN U pasnUYHKU 3anHTepecoBaHn CTpaHu oT obrnacTtta Ha TIC pernoHa. Oanu
TakuBa UHCTPYKLMM U YNCTO MApPKETUHIOBU Pa3siCHEHWS 3a pa3pelleHune 3a Tbproeus TpsibBa ga 6vaar
npefocTaBeHn Ha obLo Kypc Ha oby4veHune, e BbNpoC Ha NO-HaTaTbLUHO obcbxaaHe. Pa3paboTBaHe Ha
cneuunduyeH 3a cekTopa nnaH 3a U3HOC C TaBaH Ha Bb3MOXHWUTE npogaxbu 1 onuum 3a pasnonaraHe e
BbMNPOC Ha AOMbIHUTENHO TEOPETUYHA U pa3BoliHa paboTa.

CnepoBaTeniHo, BCUYKM TE3W acnekTV Ha MapKeTMHrOBOTO MpoyyYBaHe W aHanv3a TpsibBa Aaa
3aBbpllaT B ONpeaensiHeTo Ha cTpaTermyeckn noaxond v BU3USl, KOUTO Aa Ce AOpasBUST U CTPYKTypupar
B OCBLLECTBUMMU, OCE3aEMU U UBMEPUMU MEPKN U MHMLMATUBU U Aa AoBeaaT A0 usrpaxaaHe Ha oo nbT
Ha pa3BuTMe 3a BU3HeC CyOeKTU, MHCTUTYLUN U IrpaXaaHCKOTO OBLLECTBO OT perMoHa 3a TpaHCrpaHU4YHo
CbTPYOHNYECTBO.

CnepgoBaTternHo cMsiTame, Ye € Bb3MOXHO MbpPBOHAYanHOTO onpeaensHe Ha Takmea HEMUHyeMu Lenun
N cTpatern4eckmn noaxogn B ctpartern4ecka Bnu3ng:

CébnuxaeaHe U ornepamueHO C6bp38aHe Ha UKOHOMUYECKU U adMuHuUcmpamueHu nuya 8
mpaHcepaHu4YHume peauoHu Ha MoHmara u lNMupom. Cb3d0asaHe u 8b3rpoussexdaHe Ha crieyuguyHa
cmpameausi 3a cbnuxaeaHe u Habop om UHUYUamueu 3a Hacbp4YagaHe Ha ycmou4yugso CouuasHo-
UKOHOMUYECKO pa3sumue Ha 2paHuYyHUmMe peauoHu 8 uysna LieHmparnHa u MismoyHa Espona.

OcHosHU MmbpPeo8CKU nNapmHbopu u 6eycmpaHHu OMmHouwleHus1

OCHOBHU THProBCKN NapTHEOPWU N PaKTOpK, KOUTO BAMAAT Ha ABYCTPAHHWUTE ThProBCKU OTHOLLEHUS
mexay bbnrapus, Cbpbusa n BbNPOCHWUTE TPETU CTPaHM ca onpegeneHun. Tesu, KoMTo ca NPUIoXMMU KaTo
TPagMLMOHHM NapTHLOPU M Ca cpen Han-roneMmnTe CBETOBHM BHOCUTENWN / NBHOCUTENW Ha CTOKM 1 YCIymm
OT n3bpaHuTe NPUOPUTETHM cekTopu ca: Fepmanusa, ®PpaHuus, Utanusa, NcnaHus, kakto 1 PyMbHUA U
Typums Ha permoHanHo HUBO.



