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SUPPLEMENTARY MATERIAL 7
Coding of Themes and Representative Quotes at Organization, Network, and Environment Levels
	Organization Level

	Second-order themes
	First-order concepts
	Representative quotations

	Bottleneck management
Bottleneck management
	Inventory buffer
	“[With this particular very disrupted raw material] We have increased the stock from one month to three months. (C)”

	
	Planning horizon
	"In recent times the general manager is more involved in supply decisions […] We also used to work with schedules for a month, three months, and a year. Right now, the yearly planning had to be divided into several scenarios. We are constantly adapting to the changing environment. (F)"

	Specification assessment
	Flexibility level
	"For animal feed, we need to obtain proteins, fiber, fat, and other complements. This can be done with different raw materials. If their prices increase, we will find a way to provide animals with their needed nutrients with alternative products. At the end of the day, we play with a mix of ingredients, with different raw materials. (B1)”
“We can’t [substitute raw materials], for us if the product we need for our brand has a particular size and quality requirements, it has to be that one. (D)"

	Visibility
Visibility
	Naïve uncertainty assessment
	"Anticipate something like a war is very complicated, and assessing its consequences is difficult. Now, because it happened recently, we think is obvious that it was going to happen. (B1)”
"We look for information wherever it is available. There is rather a lot. Ukrainian war was unpredictable, I don't think it could have been done better (C).”



	Network Level

	Intelligent deal structure
Intelligent deal structure
	Contract development
	"Price negotiations are often the easiest part, most of your time is used negotiating a reliable contract, one that becomes a good tool for your company. (G)"

	
	
	"If we have no choice but to have one supplier for a raw material, we stress gaining loyalty, by carefully designing contracts or for instance, with these types of suppliers what we did was to already make sourcing contracts for the whole year. (G)"

	Bargaining power
Bargaining power
	Ability to gain power

	“For them, saying they are selling products to us, means they have a high-quality product, and that translates into prestige. (F)”

	
	
	“There are certain suppliers, especially lately in this supplier’s market, that are more powerful than us. This means we completely depend on them and their guidelines. We have no bargaining power against them right now. (E)” 

	Back-up sourcing
Back-up sourcing
	Use of other suppliers

	"If all products come from the same region or in the same boat, nothing is solved by having multiple suppliers. (C)"
“With this product we only work with one supplier. That’s theoretically against any diversification principle, but we are granted 'exclusive client' status, and we are a priority if there are supply failures. As a consequence, we have never had, even in harsh times, sourcing problems. (A1)”

	Vertical integration
Vertical integration
	Backward integration
	“As part of a cooperative, we only sell our products internally, and barely have sourcing problems with cereals, as the farmers of the cooperative give us preferential treatment. (C)”
“We only have one product for which production is all local. We don’t import anything. Everything from the seeding it’s integrated in our chain, in the company. [...] Then we have legumes which production takes place, at the Spanish level, something at European level and the rest is imported from third countries. (D)”

	Collaboration
Collaboration
	Suppliers

	“Yes, with suppliers, constantly. I’m a firm believer in communication and the development of suppliers, no one knows about their problems more than they do. (G)”

	
	Competitors
	“In our sector, there is often times a very friendly relationship between competitors, and we communicate regularly. I have always thought that this is due to the price being established in an auction, so we don’t have to compete for clients so aggressively. Moreover, the sector is not very concentrated, thus competition is lower, which helps create better relationships among participants. (A1)”
"With competitors, [we contact] very little. Very little. At some point, we have contacted them, but it is very rarely. I would say each of us is dealing with their issues on their own. With their own strategies, etc. We don’t tell anything to competitors, if we do, often it is wrong information. (D)”



	Environment Level

	Second-order themes
	First-order concepts
	Representative quotations

	Political framework management
Political framework management
	EU or Local government influencing or reacting
	“European Union trade agreements are in some way the key that facilitates or hinders the availability of raw materials in Europe. [...]Currently, with the Ukrainian disruption, what the European government did was to reduce its requirements regarding genetically modified foods and plant protection products, to provide access to the market to goods that are usually banned in Europe. (A)”
"We don’t know anything about governmental measures to help companies in that sense. We think there’s nothing. [..] However, there’s one thing now from Europe’s COVID recovery projects, called agri-food PERTE, I believe however that the budget is a bit too small anyway. (E)”

	Financial hedging
Financial hedging
	Forward contracts

	“We do make futures contracts. As I said, we’re in the free market, and there we’re exposed, so you have to be competitive today and in 3 months. If there’s an opportunity to purchase cheap corn for 3 months and we think it’s the right time, we make the decision (L)” 
“It can be done easily with soy [...] they do have mechanisms; they pass the prices (the sellers) and you can fix year-long contracts with no problem. With the rest of fundamental materials, like cereals [...] there is no liquid market that allows you to do that. (A)”

	
	Option contracts
	“We have tried a few times to work in those types of financial markets, but we currently have not enough resources to employ option contracts. (D)”


Source(s): Authors’ own creation
