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Abstract: The increase of competitiveness became, during the last decades, an extremely
important dimension of strategies of socio- economic development of countries. The
strategies of sectorial developing within national economies need a methodological basis,
which would allow an operative evaluation of competitiveness. The specialized literature
suggests a multiple range of evaluative indicators of competitiveness which can be grouped in
the following methods: methods of analyzing the share of the branch and its dynamic, methods
based on structural indicators, methods based on performancy indicators.

Trade is a local industry, whose main function is to assure the consumers with utility of place
and time for buying goods. In such a way, structural indicators, as well as the number of
commercial units, commercial area, on one hand and the efficiency of commercial activity on
the other hand can serve as pillars for the evaluation of trade competitivess as a branch.

In such a way, a methodology of evaluating the trade competitiveness would have to be built
on a system of indicators, which would comprise all three mentioned above methods: image
indicators (market share), structure indicators (or quantitative) and performancy indicators
(or qualitative).
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Introduction
An important factor in affirming the national economy but also in proving its capability and the level
of development is trade. Trade is the country's economic barometer, a factor in its achievement, to
foster its development. In fact, trade is the sector where consumer goods made in other parts of the
economic structure are confirmed as utilities. So, the level of trade’s competitiveness reflects, to a
large extent, the competitiveness of national economy. Therefore, it is necessary to know the level of
development of trade’s competitiveness as a branch of national economy.

The specialized literature suggests a multiple methods of measuring the competitiveness, which may
be grouped in: methods based on the analysis of share of industry and of its dynamics, methods based
on structural indicators, methods based on performance indicators.

The market share determines only the trends and directions of development of competitiveness in the
future, allowing registration of some changes in the competitive position but it does not reflect the
requirements submitted by various categories of consumers. So, suppliers, investors, lenders pay
attention on financial condition of the market’s subject, company’s employees - the state of potential
strategy and efficiency of its use, consumers - the quality of goods and services, independent experts -
financial condition and image of the economic subject and competitors — market share .

Thus, it is necessary to use a system of indicators of competitiveness, which would take into account
the interests of producers, investors, creditors, suppliers, competitors, buyers, in such a away to reflect
the particular environmental situation and to place in the center the buyers' interests.

1. The Image’s Indicators, Indicators of Structure and Performance Indicators
Trade is a local industry, whose main function is to provide a place and time utility for consumers to
purchase goods. Structural indicators, such as the number of trade's units, commercial area, on the one
hand and efficiency of commercial activity, on the other hand, can serve as benchmarks for evaluating
the competitiveness of trade as a branch.
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In this way, in my view, trade's competitiveness assessment should be based on a system of indicators,
which would cover all three above mentioned methods: the image's indicators (market share),
indicators of structure (or quantitative) and performance indicators (or qualitative).
a) indicators of image and market share of the branch. As an indicator of image and
market share of the branch I consider that there can be analyzed the share of trade
at the formation of country's gross domestic product.

In Moldova, the contribution of trade to GDP is 13.0%, a value which is increasing in recent years (by
2.6 percentage points during 2005-2009) (figure 1.).

The competitiveness is an aggregate indicator and it is compared with other branches of national
economy and / or analogue branches of other countries. In the structure of forming the GDP, trade is
placed along with other sectors (agriculture, industry, transport and communications) among the
sectors with the largest contribution to GDP, being on the second place after the industry.

For comparison, in neighboring countries the targeted indicator falls under the level of values:
Romania - 23.3% (a. 2008) [4], Ukraine - 13.5% (a. 2009) [3], Russia - 19, 7% (a. 2009) [8]. It should
be noted that at the global level the trade’s contribution to GDP is 13.5% (a. 2009), the largest share of
trade in GDP is recorded in Monaco (40%) and the lowest in Brunei (3.1%) [4].
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Figure 1. The contribution of trade at the formation of GDP in the Republic of Moldova during 2005-2009
Source: www. statistica.md

b) structural indicators. In the group of these indicators we consider there should be examined: the
number, size, level of concentration of trade enterprises. The mentioned indicators characterize, in
fact, trade's infrastructure, which level of development can be compared to analogue indicators from
other countries, and trends can be highlighted by examining the dynamic target indicators.

- number of trade enterprises. During 2005-2009 the number of trade enterprises has increased
continuously, increasing by 4,424 units (from 13,906 in 2005 to 18330 in 2009). The most significant
increase recorded the retail units (3319 units in the period under review), which hold the largest share
(52.7% in 2009) in all trade enterprises (table 1) as for the wholesale businesses, although the number
of units in the referred period increased (with 689 units), their share reduced to 7,5 percentage points .

The trade has proved an attractive branch for both domestic entrepreneurs and for foreign ones. This
can be supported by the analysis of statistical data on indicators of retail trade by forms of ownership.
Thus, the retail units are represented in proportion of 92.8% of units with the private form of
ownership, a share which in 2005-2009 increased from 91.8% to 92.8%, with the same amount
increased the share of joint ventures and foreign enterprises (from 2.3% to 3.3%).

The above-mentioned allow us to state an extensive development of trade sector which in my view
will continue and will be marked by trends of increasing private and foreign capital in the branch. The
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penetration of foreign capital is accompanied usually by the introduction of new technologies, new
management methods, which will boost the quality development of this sector.

Table 1
Evolution of the number of trade enterprises in the Republic of Moldova during 2005-2009

2005 2006 2007 2008 2009
Wholesale and retail trade, reparation
of cars, home appliances - total 13906 14855 16309 17247 18330
Wholesale trade and intermediation 6433 6598 6943 6990 7122
-in % to total 46,3 44,4 42,6 40,5 38,8
Retail trade, reparation of household 6338 7013 7986 8804 9657
and personal items
-in percents to total 45,5 47,2 48,9 51,0 52,7
Sales, cars’ maintenance, retail of 1135 1244 1380 1453 1551
fuel
-in percents to total 82 8,4 85 8,4 85

Source: www. statistica.md

In 2009 the retail trade was enabled with 8889 stores, whose shopping area totaled 750.6 thousand m2.
The average area of a shop of 84 m2 (year 2009) classifies the trade units of local trade in the category
of small enterprises, of individual type.

As for the density of stores, in Moldova it is of 24 units per 10,000 inhabitants, a level below that of
other countries: Romania - 63 stores [10], Belarus — 45 [11].

- the size of business units. The company's size has contradictory effects on the dynamics of
competitiveness in a branch. Thus: the larger a firm is, it has much greater market power (although
this depends on the strength of competitors). Often as they increase the size, companies implement
complex organizational structures and bureaucratic rules that hinder their competitive abilities (as for
example the ability to innovate).

In Moldova trade enterprises belong to small and medium sector; 98.2% of total trade enterprises are
small and medium-sized enterprises and only 1.7% are enterprises with the average number of
employees that is more than 250 people.

It should be mentioned that the average size of a trade business in Moldova is 6 people, which
represents a level comparable with the one recorded in the Member States of the European Union. The
companies, from the member states of the European Union, with the staff less than 20 people hold in
the total number of trade enterprises, weights ranging between 99% (in Italy) and 95% (Austria).
Moreover, the prevailing trade in all member countries, enterprises with fewer than 5 persons. Their
weight varies between 92% (in Italy) and 70% (Austria) [5].

- the concentration of trade enterprises. The trade's integration in European countries
determined the decrease of independent trade competitiveness, a process that is expressed by reducing
the number of stores.

In Moldova, the structure of trade is characterized by a low degree of concentration. This is
demonstrated by the share of value held by the top five traders (9.14%), according to the related data
(the year 2009) [1]. The degree of trade's concentration in developed countries is much higher than in
the Republic of Moldova (fig. 2). So, in Germany the concentration of food trade is 80%, in the U.S. -
55%, Switzerland - 63%, Portugal - 47%.

¢) performance indicators. While analyzing the trade's performance it is necessary to consider both
economic factors, which express the efforts and effects of commercial activity and social elements,
which reflect the efficiency of commercial activity from the consumers' points of view.
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Figure 2. The level of concentrating the foodstuff retail trade in some developed countries (the
share of the first 5 companies), the year 2008
* the data of 2007
Source: Bord Bia, Gaint Report, IGD

Due to the specific of the branch, the economic indicators of trade's performance can be analyzed in
terms of: sales volume, sales revenue, the financial results of commercial agents, and the volume of
investments etc., indicators that can be examined in dynamic and compared with other sectors of
national economy.

- the sales’ volume. During 2005-2009 the volume of sales and retail sales registered positive
tendencies, except 2009, when sales decreased by 10%, in comparison to the previous year. In 2009 in
comparison to 2005 the total sales increased by 23,385.7 mil lei or by 63,3% a higher rhythm of
increasing was registered the retail sales (65%) (table 2). The volume of sales per person involved in
commerce was in the year 2009 - 548 200 lei, which value decreased from the previous year by 44.5
thousand lei, but increased compared with 2005 by 138 900 lei or 34%.

Table 2
The Evolution of Sales’ Volume of Home Trade in the years 2005-2009
2005 2006 2007 2008 2009 2009 to
2005

Wholesale and retail trade, 36966,5 46592,8 56844.9 669985 60352,2 163,3
mn. MDL.

including;:

Retail trade, mn. MDL. 194877 23356,6 28220,1 34684.,4 32143,0 165
Wholesale trade, mn. MDL. 17478.,8 23236,2 28624,8 32314,1 28209,2 161
Sales per an employed 409,3 4834 5424 592,7 548,2 134

person, mn. MDL.

Source: statistica .md

Increased sales volume was due, particularly by increasing the share of cash income in the formation
of total household income (from 80% in 2005 to 89% in 2009), which has contributed to enhancing the
public’s purchasing of goods.

Looking back at the evolution of volume of retail sales, we observe a qualitative improvement in its
structure:

* increasing the share of organized trade in total retail sales from 56.6% in 2005 to 62.1% in
2009 (+5.5p.p.);

* non-food sales increase in total retail sales of goods sold, which generated the increase in their
share from 63.8% in 2005 to 64.6% in 2009.

At the same time we attest that the volume of retail sales in urban areas continues to exceed the

volume of sales in rural areas, in 2009 the discrepancy was 4.9 times, which demonstrates the
existence of difficulties in supplying the rural population with necessary goods.
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- income from sales. Analyzing the evolution of income from sales of economic agents from
trade we see a trend of increasing this indicator during the last five years except last year (2009), the
reductions in revenue and volume were recorded and analyzed in other branches too.

It should be noted that considering the index of increasing the sales in agriculture, processing,
transport and communications, wholesale and retail in the last five years, we see that (except for
2009), the trade recorded the largest growth (table 3).

Table 3
Evolution of income from sales of economic agents on main types of activities mn. MDL
2005 2006 2007 2008 2009

Total activities 97668,3 1173724 148512,7 175058.,4 146447,0
Index of increasing, previous year 126,3 120,1 126,5 1179 84
=100
Agriculture 4405,0 41453 4184,2 5639,3 4806,9
Index of increasing, previous year 109,5 94 100,9 134,8 85
=100
Processing industry 20486,4 211443 24980,1 27616,3 222074
Index of increasing, previous year 120,8 103,2 118,1 110,5 80,4
=100
Wholesale and retail trade 40845,2 49014,1 63045,1 79045,8 65622,7
Index of increasing, previous year 131,5 120 128,6 125,4 83
=100
Transport and communication 11398.8 14699.,9 18300,1 17574,9 5301,2
Index of increasing, previous year - 130 124,5 96 87
=100

Source: statistica.md

The general trend of the evolution of sales income in trade must meet the optimal ratio of income
from sales index (I income sales) and sales volume index (I saies’ vorume), Which has the following form:

I income sales >1 sales’ volume (1)

From the data of Figure 3 we see that the index of income from sales' growth in trade is within the
optimum ratio of one relationship, ie the growth rate of revenues table 3. exceeds the growth in sales
volume in 2007 and 2008 and in 2005 and 2009 the situation was reversed.

- financial performance of economic agents from trade. Trade is among the branches which in
2005-2008 showed tendencies to increase profit from the activity, and in 2009 the volume of profit
was reduced by 66% to last year. But I must mention that there is field to improve the financial
performance of economic agents from trade. According to the financial reports of the wholesale and
retail trade in 2009 there were 18,330 enterprises out of which 9,954 have no financial results
enterprises (or 54%) and had suffered losses totaling 2 194.31 mn. MDL.

Another fundamental criterion for assessing the competitiveness of commercial activity is
effectiveness; in its size it is reflected in all the relations between efforts and results obtained by
commercial enterprises. Economic theory and practice operate with several economic indicators which
express profitability, of which we will analyze the economic profitability and return on sales (due to
the availability of statistical data). The economic the return expresses the efficiency of using the
capital allocated to activities. For the enterprise to be able to recover the made efforts it is necessary
that the rate of return will overcome the rate of inflation. Return on total sales of the company
characterizes the effectiveness of enterprises’ total activities in that period.
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Figure 3. Index of increasing the income from sales and the volume of sales and the volume of
sales from the trading area of the Republic of Moldova 2005-2009, %
Source: statistica.md

Along with other branches of national economy both indicators of profitability - sales and economic of
the trade sector developed positively, with the exception of 2009 when the economic returns fell about
3 times (table 4).

Table 4
Evolution of sales rentability and economic rentability in some branches
sales rentability, % economic retability, %
2005 | 2006 | 2007 | 2008 | 2009 [ 2005 | 2006 | 2007 | 2008 | 2009
Agriculture 15,2 16,0 16,6 20,7 11,5 0,7 3,3 10,1 129 |-2,8

Extracting Industry 20,2 22,0 21,0 21,4 22,4 5,6 4.2 8,6 8,6 0,0
Wholesale and retail | 11,8 13,0 13,6 15,1 16,5 9,2 10,0 15,1 18,0 6,4
trade
Transports and 23,8 23,7 23,7 26,6 29,8 13,2 17,2 15,7 14,9 11,5
communication

Source: statistica.md

Comparing the economic rate of rentability from trade with the inflation rate in the years 2005-2009
we found that only in 2007 and 2008 this sector's companies have managed to recover efforts, the
inflation rate being: in 2005-10% in 2006-14.1%; in 2007 - 13.1%; in 2008-7.3%; in 2009-7%.

Investment in fixed capital. The evolution of investments represent an important criterion, depending
on which is expected to make innovations, to improve existing technologies and as a result to increase
the competitiveness of an entity. We appreciate that based on data provided by National Bureau of
Statistics the investments in fixed capital in wholesale and retail trade from the Republic of Moldova
have increased over the period 2005 - 2009 from 904.3 mn. MDL. to 1196.1 mn. MDL.

The ownership structure of investments in trade is presented in the following way: public - 0.05%
private-52%, mixed (public and private) -0.08%, mixed and foreign - 47.5%.

The structure of investments in fixed capital by types of activities highlights the attractiveness of trade
of local and foreign businessmen, which is demonstrated by statistical data and showing that the share
of investments in fixed capital in trade has increased from 11.6% in 2005 to 14.9% in 2008. In 2009
the share of investments in fixed capital in trade has been significantly reduced to the below level of
2005 but continues to be among the most attractive industries in terms of investments, ranking on the
second place after the transport and communications (table 5).

Table 5
The structure of investments in fixes capital on some economic activities, %
2005 2006 2007 2008 2009
Agriculture 5,9 4,5 4,8 5,6 8,4
Processing industry 21,0 15,3 15,6 14,5 8,6
Wholesale and retail trade 11,6 11,2 14,0 14,9 11,0
Transport and communications 21,3 26,3 20,6 18,7 20,2

Sursa.: statistica.md
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Attraction towards trade by businessmen is explained by a lower volume of required capital compared
with other branches of economy. Thus, unlike the industrial sector, where economies of scale
advantage overcoming Baria (from which large companies benefit) is difficult for an entrepreneur, in
commerce, such problems are rare and small in area, the speed of capital, compared with that from
industry, for example, promotes quick obtaining of profit.

2. The Social Efficiency of Trade
Social efficiency of trade is less discussed in the specialized literature. Along with other authors, we
believe that the social efficiency of trade can be regarded as a buyer's efficiency, meaning the quality
of customer servicing. Moreover, the social aspect of efficiency is more evident in the trade in
comparison to other sectors, social efficiency being specific for economic agents who operate in areas
that allow direct contact with the public, which we should ensure a certain level of service offerings.

That is why in trade, especially in the retail, the performances must be interpreted in the light of
buyers' interests, an aspect which involves a system of specific indicators. Of course, the social
efficiency of the work is hard to be calculated, quantified. The factors that should be taken into
account to explain this are multiple, complex, often can not be expressed numerically. Among the
available indicators, which in our opinion reflects the social efficiency of trade could be considered:
the jobs created in the trade, providing the population with commercial units, including new formats of
stores, shopping areas, etc.

Trade through the specific activities which are carried out involves a large number of labor force in the
Republic of Moldova, this is the third employer, according to sectors: agriculture, hunting, forestry
and public administration, education, health, social care. In 2009 trade provided 110,100 jobs,
representing 9.3% of all occupations in the economy. Compared to 2005 the number of employees in
wholesale and retail grew by 19,800 or 2.5 percentage points. At the same time the employment
potential of trade is not exhausted, in countries with developed economy the occupation rate is 22%.

Providing people with trade units in Moldova is 31 units (shops, stalls and kiosks) to 10,000
inhabitants (2009), much lower compared with the same indicator in other countries: Bulgaria - 99
Albania - 81 Slovakia - 102, Poland - 179, Czech Republic - 220 Hungary - 260 units [6]. Territorial
statistical data analysis highlights the different level of insuring people with trading units. Thus, the
more trade units to 10,000 inhabitants are registered in Chisinau - 41 units, followed by 39 units of
Gagauzia, the North - 32 units, the lowest density of the commercial units in the region being in the
South of the country-23 units.

In 2009 to 1000 inhabitants were attributed 210 m? of commercial area. Comparing with the European
average of 650 m2 [7] it should be noted that Moldova's population does not have sufficient
commercial premises to ensure a wide assortment allowing the use of modern sales' methods.

The liberalization of economy has contributed to domestic market's penetration by transnational
business networks, the development of local networks and new formats for stores that offer consumers
a wide range of goods and commercial services. There isn't a statistics on such trade units and their
location in the territory. We can only note that such units are located mainly in big cities
(Municipalities Chisinau and Balti).

Among foreign networks that have penetrated the domestic market of the Republic of Moldova there
should be noted "Metro Cash & Carry", which operates from 2004 and has a few shops. In the
following years there also entered the domestic market other networks of neighboring countries -
"Fourchette" (Ukraine).

Consequently there are developed commercial networks that promote clothing and footwear brands,
cosmetics and perfumery, such as "Mango";"Mexx"; "Kenvello" etc.
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The intensification of competition, due to the penetration of commercial networks on the market has
stimulated foreign trade, at the same time it developed the local networks of shops. In this respect,
active competition highlights the following sectors:

- food - Green Hills; Fidesco; Linella; No.1; etc.

- electrical and household goods - Alina Electronic, Maximum, Bomba, Xenon; etc. These
tendencies are accompanied by the development of new formats of stores, shopping malls, especially
the malls such as Everest, MallDova; Sun City, Elat, Jumbo; etc. which provides business and leisure.

Most of these networks operate in large cities; in rural areas continue to operate small retailers,
offering a narrow range of products, using traditional sales methods.To assess the level of trade
development in Moldova we intend to follow the stages of developing a distribution system.

In its developing the distribution system follows four phases:
The first phase of a distribution system is characterized in general by the large share held by
independent trade and, implicitly, through traditional marketing methods. This stage of development
characterized the European distribution system by the early '70. The distribution systems in this stage
are characterized by the following elements:

- a large number of small points of sale (small shops, kiosks)

- an atomization of stores across the country; the outlets are independent and set their own

assortment of products sold

- the management of selling points is relatively simple

- the factor "relational" plays an important role both in the relations with other traders, and in the

relationships with consumers

- arelatively small staff,

A second phase of developing a distribution system that allowed the emergence and development of
mass distribution, presents the following characteristics:

- extensive development of the sector

- a significant increase in trading area (from less than 100m2 to 1,000 m2 )

- strengthening the sector, the development of commercial networks

- the differentiation of formats, targeted to different customer groups

- uneven distribution in the territory of the new format stores.

The third phase of development of a distribution system, of slowing down the development, is
characterized by the following elements:

- uniform distribution of new format stores in the territory

- raising the level of consolidating this sector

- the predominance of new store formats

- increasing the process efficiency

- high level of competition.

The fourth phase, of maturity, is characterized by:
- an increase of concentration of distribution companies
- a stronger centralization of strategic decisions in the distribution companies: the choice of
some suppliers and strategic products, general conditions of sale, logistics, communication;
- their marks are awarded a new status: it aims to mitigate competition and consumers' loyalty.

Conclusions
Taking into account the indicators examined earlier and the patterns of development stages of a
distribution system we can be ascertained that the home trade of the Republic of Moldova is at the
beginning of the second phase of development, respectively, with low competitiveness.

In these conditions there are necessary strategies for developing home trade within the medium and
long term, which would contribute to enhancing the competitiveness of this branch by creating an
effective system of distribution for both producers and consumers. To establish such a system it is
necessary to increase commercial areas of the new format stores, to increase the level of the
concentration of the branch, to build modern supermarkets throughout the country, especially in rural
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areas. In addition, it is necessary to ensure a sufficient level of competition by supporting small
business development and not to stop the development of large networks of stores.
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