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“We have always been planning for
the longer term.”
D ebr a N e t s e e t h e i r b u s i ne s s s t ra t e gy c o n firme d
Last year was a tremendous success for Debra Net, and only a few weeks ago, the
Hungarian wholesaler got official confirmation of their creditwor thiness and financial
stability. In shor t, the company seems to be in for a rosy future. EAN inter viewed Zoltan
Body, the owner and CEO of Debra Net, asking him about the success of his company in
this highly contested market.
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Furthermore, we introduced 2-3 brands of our own,
invested a lot of energy in these lines.

You are based in Hungary, which means that you are

If we look at our main market, Debra Net is nearly the only

well connected to Eastern Europe. How is the erotic

company that has had a stable background for a long
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time. Sometimes this becomes a reason for pressure from

Zoltan: As mentioned before, the Eastern and Central

both suppliers and customers. That is a challenge we need

European markets are different, but generally, the erotic

to solve from time to time.

industry in the East of Europe is doing very well. It is well
connected to the West through fruitful business

How hard is it to differentiate yourself from your

relationships. Almost every country in this region has a

competitors? What role does customer service play? Or is

solid economic growth so consumer climate has im-

everything about product range and price in the end?

proved a lot.

Zoltan: It is extremely difficult to make a difference on a
market with strong price competition and loads of

What goals does Debra have for 2016?

products. Internet and technology just intensify the race.

Zoltan: To sum things up, we intend to take further steps

So customer service plays a big role and it has to meet

in all fields of business, such as logistics, IT development,

our partners’ everyday needs. A quality product range

product range, and financial background.
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