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Reading Guide 
To enable you to grasp the essential facts in this 
report quickly we would advise you to read the 
following chapters: 
1.3 Research method 
2.5 Summary and prospects 
3.5 Summary and prospects 
4.6 Summary and prospects 
6. International competitiveness 
7. Strategy 

If you are interested in a particular country read 
the summary and prospects relating to this in 
chapter 5. 



Foreword 

The Dutch horticultural industry is continually con­
fronted with new challenges. The nineties will be 
dominated by a change from product-based to market-
oriented thinking. This will have consequences for 
every branch of the sector: for the grower, the whole­
saler/exporter, the auction business and the retail 
trade. 
Against this dynamic background and the explicit 
presentation of the Dutch horticultural industry at the 
Floriade, the Rabobank has asked the Agricultural 
Economic Institute (LEI-DLO) to chart the country's 
competitive strength in the arboricultural sector. 
This report also indicates what strategic options are 
available for expanding the position. Its object is to 
give you some insight into the significance of market-
oriented thinking and action. In addition, it aims to 
offer some points to help you shape your ideas about 
the near future. Everyone will have to fill in the details 
for themselves. 
The research and analysis were carried out jointly by 
the LEI-DLO and Rabobank. 

We are grateful for the active contribution of the fol­
lowing organizations in compiling this report: 

Nederlandse Bond van Boomkwekers (The Dutch 
Association of Arboriculturists), Zeist 
Plant Publicity Holland, Boskoop 
Bond van Plantenhandelaren (Holland Plant 
Exporters' Association), The Hague 
Produktschap voor Siergewassen (Ornamental Plant 
Marketing Board), The Hague 
Hagelunie, Leidschendam 
IKC, Arboriculture Department, Boskoop 

We would like to thank all concerned sincerely for 
their contributions. 

Eindhoven, The Hague, August 1992, 
Rabobank Nederland Agricultural Economic 

Institute (LEI-DLO) 

H.H.F. Wijffels 
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1. Introduction 

1.1 Positioning Figure 1: Porter's diamond 

The arboriculture sector comprises both the produc­
tion of and trade in tree nursery products. The main 
product groups are ornamental shrubs and conifers. 
Other groups are fruit trees, forest trees and hedge 
shrubs, avenue and park trees, perennial plants and 
rose bushes. Dutch tree nursery products have a share 
of over 10% in the world trade in ornamental plant 
products. 

1.2 Competitive position of the 
arboriculture sector 

A number of important developments are taking place 
in the production and sale of tree nursery products 
which may influence the international competitive 
relationships. European integration, the democrati­
zation in Eastern Europe and the liberalization of 
world trade in the context of the GATT negotiations 
will have consequences for the international trade. Par­
ticularly in the Netherlands, new environmental legis­
lation will affect the current production methods. 
The many changes make it difficult to gain a clear 
insight into the prospects for the arboriculture sector, 
but it is essential to obtain some idea of these in order 
to be able to react to opportunities and threats in good 
time. In the context of the Floriade international horti­
cultural exhibition we have investigated the extent to 
which the various forces influence the competitive 
relationships in the arboriculture sector worldwide. 

1.3 Research method 
The theories of the American economist Porter have 
been used in assessing the competitiveness of the 
Dutch arboriculture sector. The strength of a sector is 
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admittedly also determined by a low cost price, but 
there are several factors which play a part. The follow­
ing have been examined in this study: 
Basic production factors such as raw materials, cli­
mate, unskilled labour and capital. These factors are 
basically present and have a direct effect on the cost 
price. 
High quality production factors such as the infrastruc­
ture, skilled labour, research, education, information, 
telecommunication structures and so on. These factors 
must be created by man and influence quality and effi­
ciency. 
Domestic demand: the nature, scope and development 
of the domestic market have a great influence on the 
strength of a sector. A critical domestic market 
strengthens competitiveness, keeps the sector alert and 
constitutes the basis for a high level of innovation. 
The network of sectors: this means the extent to which 
the various links in the chain utilize each other in 
order to achieve an effective approach to the market. 
The use of ideas from other sectors is also examined. 
Government authorities: here we examine what part is 
played by government authorities in developing (or 
curbing) competitiveness. 
The economic variables: here we examine the situation 
as regards the entrepreneurial spirit, international 
orientation, ability to cooperate, management culture, 
and so on. 
Chance: here we examine to what extent the strength 
of the sector is determined by unpredictable factors 
such as changes in exchange rates, political decisions, 
technical breakthroughs and wars. In evaluating a sec­
tor it is important to distinguish whether its existing 
position is due to its own merits or whether it has 
become strong as a result of chance events. 
Analysing sectors or countries on the basis of these 



2 World demand 

aspects results in a picture of their international com­
petitiveness. In this respect, it is conceivable that cer­
tain aspects will reinforce each other, but may also 
counteract each other. 
The report as a whole gives an insight into where a 
sector is strong and weak and thus offers avenues for 
improvements. 

1.4 Structure of the study 
The first chapters present a brief overview of the deve­
lopment of demand, supply and the trade in tree nur­
sery products at world level. This results in a picture of 
the main developments in the sector. Countries which 
are not active in the export market, but are of interest 
either in the area of demand or supply, are the subject 
of attention in chapter 2 or 3. Next, an analysis of the 
international competitiveness of the main countries 
which export tree nursery products is made in chapter 
5. The positions of the various countries described are 
weighed against each other in chapter 6. Finally, in 
chapter 7 conclusions are drawn and possible strategic 
options are presented which could result in a strong 
competitive position for the Dutch sector. 

The investigation was concluded in April 1992. 

2.1 Introduction 
Information on the consumption of tree nursery pro­
ducts is very limited and mainly qualitative in nature. 
In order to trace developments in consumption, one 
mainly has to rely on developments in the supply situ­
ation. Worldwide consumption is calculated from the 
production value at wholesale level + imports -
exports. On the basis of the data for the ten main con­
sumer countries, worldwide consumption of tree nur­
sery products can be estimated at a minimum whole­
sale value of 11 billion guilders (1988). 

2.2 Development of consumption 
Both consumption and supply have risen in most 
countries. Those which have a substantial share in 
world production are also important consumption 
centres. Tree nursery products are purchased in at 
least 50 countries. Figure 2 shows the consumption of 
tree nursery products for the most important countries. 
Various customers can be distinguished in the market 
for tree nursery products: private individuals, profes-

Figure 2: Consumption of tree nursery products in 
the main consumer countries 
(in mill. gld. at wholesale level) 

6000 

U.S. Jap. W.Ger. Fr. G.B. It. NI. Bel. Den. Can. 

Source: National Statistics processed by LEI-DLO 

sional users (fruit growers, viticulturists, foresters, nur­
serymen), institutional users (government authorities) 
and fellow nurserymen. 

Private market 
The share of living (plant) material in the sale of gar­
den materials in Europe varies between 40% (in Ger­
many) and 70% (in France). French households spend 
the highest amount - a total of over ƒ400,- per house­
hold, of which ƒ280,- goes on living material. 



Market segments for tree nursery products 
End user Buying motives Sales channel 

Private individuals - Impulse buyer (e.g. for the terrace or 
balcony) 

Specific purpose (e.g. replacement or 
addition) 

Chain store 
Florist 
Garden centre 
Mail order company 

Garden centre 
Mail order company 
Nurseryman 

Businesses - Decoration 

- Production (forestry, fruit growing) 

Garden centre 
Nurseryman 
Interior architect 
Wholesale trade 
Wholesale greenery supplier 

Wholesale trade 
Grower 

- Recreation Nurseryman 
Wholesale trade 
Wholesale greenery supplier 

Government Wood production 
Landscape gardening 
Nature 

Nurseryman 
Wholesale trade 
Wholesale greenery supplier 

Tree growers - Further cultivation Grower 
Wholesale trade 

German, Danish and Dutch households work out 
slightly lower. In Great Britain about ƒ200,- is spent. 
The Italians and Spaniards have a very low score, with 
about ƒ50,- per household. 
Private demand for tree nursery products is increas­
ingly shifting towards the spring. 

2.3 Market segments 
The market for tree nursery products can be divided 
into a great many segments. The requirements to be 
met by the product depend on the end user, the buying 
motive (intended use) and the sales channel. The divi­
sion into segments in the box is based on these three 
criteria. 
To a greater or lesser extent all the plant groups are 
sold to the various end users. Forest trees and hedge 
shrubs largely go to government authorities at home 
and abroad, as do trees for avenues and parks. Sales to 



nurserymen are also important for this latter group. 
Fruit trees are mainly cultivated for use by fruit gro­
wers. A small proportion of the production is sold to 
private individuals (through the retail trade). Rose 
rootstocks are frequently bought by fellow nurse­
rymen. Rose bushes go to the private market, govern­
ment authorities and professional rose growers (cut 
flowers). Ornamental conifers and shrubs, climbing 
plants and perennial plants are mainly sold on the pri­
vate market, e.g. through garden centres, but also 
through mail order firms and chain stores. 

2.4 Trends and market segments in 
the main centres of consumption 

The private market for tree nursery products is the seg­
ment most sensitive to trends. For example, at present 
there is a trend towards nature gardens and gardens 
with perennial plants instead of heath plants. The pref­
erence for flower colours is also governed by fashion. 
Gardening magazines, womens' magazines and do-it-
yourself publications appear to be having an increasing 
influence in this respect. 
In terms of turnover, the US, Japan, Germany, France 
and Great Britain are the main markets for tree nur­
sery products. The US, Germany and France are dis­
cussed in chapter 5 together with other larger expor­
ters. No information is available about demand on the 
Japanese market. 

Great Britain 
Almost 60% of the turnover of the British tree nursery 
sector goes to the private market and over one quarter 
to nurserymen. The institutional market accounts for 
10%. 
56% of the turnover on the private market takes place 
through garden centres, while 22% is bought directly 
from the grower. Do-it-yourself shops account for 8% 
of the turnover, and department stores for 2%. The 
traditional points of sale for plants are experiencing 
competition from do-it-yourself shops and chain stores 
for part of the range. These new channels require large 
batches at keen prices. In addition, sales support with 
packaging and displays is important. 

The tree nursery and seed sector spent 15.7 million 
guilders on advertising in 1989. Over three quarters of 
this went to printed media. 
The British market is making increasingly high 
demands as regards quality. For example, they want 
avenue trees with a well developed crown and lots of 
branches, while on the continent of Europe there is a 
preference for a much lighter crown and, in principle, 
one-year-old wood. 

Canada 
Domestic sales (excluding forestry) achieved a value of 
292 million guilders in 1986. More than half of this 
represented turnover on the private market. About 30% 
of the tree nursery products were sold to private indi­
viduals and the same percentage to garden centres. 
The retail trade accounted for 6% of the turnover. 
About 23% was supplied to landscape architects. Fruit 
tree growers bought trees to a value of over 14 million 
guilders (5% of domestic sales), while other tree gro­
wers spent 32 million guilders (11%). 

2. 5 Summary and prospects 
Worldwide consumption of tree nursery products is 
estimated at a minimum of 15 billion guilders (whole­
sale value 1988). Consumption is rising in most coun­
tries. Since the international trade in tree nursery pro­
ducts is negligible, developments in domestic produc­
tion and consumption largely run in parallel. 
On the basis of a division into four groups of end users 
(private individuals, businesses, government auth­
orities and fellow tree growers), the buying motive and 
sales channel, a large number of segments can be dis­
tinguished in the market for tree nursery products. 
Each makes its own demands as to the range, quality, 
price and service. 
The US, Japan, Germany, France and Great Britain are 
the main markets for tree nursery products in terms of 
turnover. In Great Britain, the private market is most 
important in this respect (60% of sales), as is also the 
case in the Netherlands. The professional and institu­
tional markets are the main segments in Germany. In 
Great Britain, garden centres account for 56% of the 
turnover on the private market. There seems to be an 
international trend towards new sales channels such as 
do-it-yourself shops and chain stores meeting part of 
the demand for tree nursery products. 



3. World supply 

3.1 Introduction 
The development of the tree nursery industry in the 
world is related to the development in the ten main 
countries in terms of acreage and production value. 

3.2 Development of the acreage 
The total tree nursery acreage at world level (including 
forest trees) in 1988; based on the ten main countries, 
is estimated at 152 thousand hectares. The United 
States and Canada - countries with a great many forest 
trees - account for almost half of this, with about 
30,000 ha each. The tree nursery acreage in the seven 
main production countries in Western Europe rose by 
14% between 1980 and 1988, and by 10% in Japan. 
West Germany, Japan, France and Italy each contri­
bute about 10% to the world acreage. The Netherlands, 
the largest exporter of tree nursery products, 
accounted for only 5% of the world acreage in 1988 
(including forest trees). Employing highly labour-
intensive methods of cultivation, a relatively high pro­
duction value is achieved in the main exporting 
countries. 

The importance of various product groups in the 
acreage is known for six countries (see figure 3). A 
relatively large amount of acreage in Belgium and 
France consists offrait trees. France, with 2,600 ha, is 
the largest fruit tree producer in the EC, followed by 
Germany and the Netherlands with about 1250 ha 
each. The tree plantation acreage is largest in Germany 
(3,200 ha), followed by Pistoia in Italy (about 2,500 
ha) and France and the Netherlands, with about 2,000 
ha each. Much of the acreage in Germany and France 

Figure 3: Development of the acreage of open 
land in important production countries 
(fruit trees, ornamental trees and forest trees, x 1000 ha) 
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Figure 4: Share of fruit trees, ornamental 
products and forest trees in the tree nursery 
acreage 
(in %) * Pistoia only 
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Figure 5: Development of the production 
value in important production countries 
(in mill. gld. at producer level) 
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is used for growing ornamental products, amounting 
to 11,500 and almost 10,000 ha, respectively. The 
Dutch and British acreage is about 5,000 ha. 

3.3 Development of the production 
value 

The production value at world level on the basis of the 
nine main countries (no data are known for Canada) 
amounted to approximately 11 billion guilders in 1988, 
representing a rise of about 40% since 1980. Japan, 
Great Britain and the Netherlands underwent a par­
ticularly rapid growth (see figure 4). A changeover to 
container cultivation has certainly contributed to the 
vigorous growth. 

3.4 The main production countries 
Japan, Great Britain, Spain, Canada and Poland will 
be briefly discussed below. Important exporting coun­
tries are dealt with in chapter 5. 

Japan 
The production value of the Japanese tree growing 
sector more than doubled between 1980 and 1985, 
going up to 2.4 billion guilders. Turnover was also 
around 2.4 billion guilders in 1989. Exports have a low 
share in production. The acreage grew only slightly 
from 1980 to 1989, increasing to 15,955 ha. There are 
three main types of ornamental trees and shrubs: tradi­
tional shrubs (such as the Azalea, Juniperus chinensis, 
Camellia, pine trees and Japanese maple), avenue trees 
and cover crops. Tree growing in Japan is concentrated 
in two centres: Angyo near Tokyo and Ikeda near 
Osaka. Angyo previously supplied between 60 and 
70% of all the tree nursery products. Nurseries were 
concentrated here because of the favourable climate 
and other factors. The winters in Southern Japan coin­
cide with those in Northern Italy and on the Riviera. 
The summer is oppressive, with overcast skies. Angyo 
is a centuries-old tree growing centre with hundreds of 
small producers whose nurseries are situated close to 
each other. They are mainly family firms. The business 
is learned through practical experience. 

Great Britain 
Between 1980 and 1988, the production of tree nur­
sery products in Great Britain grew by 80% to 632.9 
million guilders. The acreage increased by only 12% in 
the same period. This is mainly attributable to the 
vigorous advance of container cultivation which grew 
by 179% between 1980 and 1990, reaching 156 million 
units in 1990 and now accounting for half of the 
production value. 

Plant propagation by tissue cultivation is developing 
strongly in Great Britain. The domestic market is by 
far the most important channel for the British tree 
grower and about 98% of the total production was sold 
here in 1988. 

Canada 
The acreage of tree nursery products amounted to over 
30,000 ha in 1986, much of which is used for forestry. 
The domestic market is the most important sales out­
let and exports are mainly aimed at the United States. 
Over half of the acreage is situated in the province of 
Ontario. The highest average yield per ha, however, is 
achieved in British Columbia, where many nurseries 
specialize in container cultivation. 

Spain 
Tree growing in Spain is based on a long tradition. The 
industry is mainly concentrated in the region of Cata­
lonia, particularly in the province of Gerona and 
around the city of Barcelona. The production volume 
of the fruit tree nurseries is estimated at between 13 to 
15 million plants per year. Spain is a major fruit pro­
ducer (citrus, grapes, olives, apples). In various large 
production areas, grafting wood parks have been 
planted to supply the 300 fruit tree nurseries with pro­
pagating material. 
Sales of ornamental products mainly take place in the 
country itself, wholesale greenery suppliers and the 
government being the main customers. Private demand 
seems to have been rising in recent years, although the 
amount spent is low compared with other European 
countries. Tree growing in Spain is characterized by a 
low level of organization, strong individualism and 
little knowledge of the market. Spanish tree cultivation 
is (very) extensive. Research, information and educa­
tion for the industry are non-existent in Spain and 



many growers are strongly dependent on France for 
both knowledge and limited exports. 

Poland 
Polish tree nurseries have a total area of over 7,000 ha. 
About 2,000 ha is equipped for the cultivation of 
ornamental plants which takes place in about 1,500 
businesses, some 70% of which are privately owned. 
The remainder (still) consists of state enterprises, the 
majority of which are owned by municipalities. About 
3,400 ha is used for growing forest trees and hedge 
shrubs. The cultivation of trees for plantations takes 
place on the remainder of the acreage (1,700 ha). 
Roses and fruit trees are the principal products. Sales 
of roses are slowing down. Fruit trees are mainly sold 
to private customers. Container cultivation is severely 
hampered by the fact that raw materials are difficult to 
obtain. 
Most nurseries are scattered throughout the country. 
There are, however, some concentrations of rose nur­
series. Rose bushes are the main export product. 
An attempt is being made to compete on the basis of 
low prices, so that the quality leaves something to be 
desired. Two million rose bushes and almost three mil­
lion other tree nursery plants were exported in 1988. 
The area of the privately owned firms varies from 0.5 
ha to 15 ha. These nurseries produce a narrow range 
and specialize in a particular group of plants. State-
owned nurseries are larger and produce a wider range 
than the private firms, but are generally poorly 

organized. They supply products of mediocre quality. 
Tissue cultivation is an important method of propaga­
tion in Poland, particularly being used for Magnolia 
and Rhododendron. Despite the labour-intensive 
method of propagation, the low wages permit nur­
series to operate competitively. Research relating to 
tree nursery products in Poland is carried out at two 
institutes and three Agricultural Universities. 

3.5 Summary and prospects 
Production countries vary sharply in acreage, the 
importance of the product groups, the intensity of cul­
tivation and development - the latter as a result of the 
demand on the domestic market. The ten main coun­
tries have about 152,000 ha of tree growing acreage. 
Half of this is in the US and Canada, where there is a 
great deal of sylviculture. Germany concentrates fairly 
strongly on ornamental products, while Belgium has a 
relatively high level of fruit tree cultivation. In Western 
Europe, the acreage rose by about 14% between 1980 
and 1988, compared with 10% in Japan. The produc­
tion value of the 9 most important countries amounted 
to about 11 billion guilders in 1988 - a rise of around 
40% compared with 1980. 

10 



4. World trade 

4.1 Introduction 
The trade in tree nursery products is frequently con­
fined to neighbouring countries or countries within the 
producers' own continent. It mainly takes place inside 
Western Europe and North America. This chapter will 
devote particular attention to the European market. 
The importance of domestic production in most coun­
tries is much greater than that of imports, which are 
only used to supplement the country's own range. In 
this respect, the situation in the tree nursery sector is 
completely different from that in the other sectors of 
ornamental plant cultivation. 

4.2 Development of imports and 
import markets 

In the period 1985-1990, imports of tree nursery pro­
ducts into Western Europe increased by 51% to 971 
million guilders. Only 3.7% of European imports come 
from outside Western Europe. 
Germany is the most important customer for tree nur­
sery products (25% of world imports), followed by 
France (19%) and Great Britain (16%). France is the 
main importer of roses and cuttings. Germany is the 
largest importer for other product groups. Imports of 
tree nursery products from the EC rose between 1988 
and 1990 in France, Italy, Belgium, Luxembourg, Aus­
tria, Finland, the United States and Spain. 70% of 
American imports from the EC consist of perennial 
plants. Danish, Norwegian and Colombian imports fell 
in the same period. 
Imports into EC countries mainly consist of the pro­
duct category ornamental shrubs and conifers (47%), 

perennial plants (14%) and forest trees and hedge 
shrubs (13%). Imports of these products between 1985 
and 1990 rose, respectively, by about 30%, 80% and 80%. 

4.3 Development of exports and 
exporting countries 

Western Europe plays a predominant role in the export 
of tree nursery products, about 90% coming from that 
region, and almost exclusively from EC countries. 
Important exporting countries for tree nursery pro­
ducts outside the EC are Canada, the United States, 
Japan, Israel and Hungary. The Netherlands is the 
world's most important exporting country, with a 
share of 59% of worldwide exports in 1990. Exports 
from the Netherlands are growing faster than the 
world trade, which means its share in international 
exports is rising. Only German and British exports of 
tree nursery products grew faster than those from the 
Netherlands between 1985 and 1990. Exports from the 
Netherlands go to a great many countries. 
The US was the only non-European country which 
showed a growth in exports between 1988 and 1990. 
Although Great Britain has an extensive supply of tree 
nursery products, scarcely any of these are exported. 

4.4 Price developments 
Generally speaking, the prices of tree nursery products 
have fallen. The import and export prices of the EC 
countries fell by an average of 17% in the period 1988-
1990, the sharpest drop occurring in the import prices 
of roses and non-improved fruit trees. This was caused 
by a marked increase in the supply. The prices of 

Figure 6: Development of the import values of 
tree nursery products in the main importing 
countries 
(in mill, gld.) 

Figure 7: Development of the export values of tree 
nursery products 
(in mill, gld.) 
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Source: Eurostat 
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Source: Eurostat, national statistics 
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Figure 8: World trade flows of tree nursery products in 1990 (in mill, guilders) 
Trade flows of over 50 million guilders only 

Source: EXM1S - Eurostat 

perennial plants rose by 6%. The export prices of roses, 
forest trees and shrubs fell more sharply than average. 
The export prices of cuttings, young plants and peren­
nial plants rose slightly, however. 

4.5 Trade flows 
96% of the imports of tree nursery products in the EC 
are supplied by other EC countries, the largest flows 

coming from the Netherlands and going to Germany 
and Great Britain. Belgian tree nursery products go to 
France, Germany, the Netherlands and Great Britain. 
Exports from West Germany are also aimed at various 
countries including Switzerland, Sweden, the Nether­
lands, France and Austria. 
The number of countries engaging in foreign trade in 
tree nursery products (above 5 million guilders) 
increased between 1985 and 1990. Trade flows both 
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5. Competitiveness of 
supply centres 

from and to Italy were added and imports into expor­
ting/production countries increased. 

4.6 Summary and prospects 
The world trade in tree nursery products is concen­
trated in Western Europe and North America. The 

volume of world trade, however, represents only 9% of 
the world production. The Netherlands has a signifi­
cant share in the trade as an exporter. It is the only 
country which exports a substantial proportion of its 
domestic production (approx. 60%). Germany is the 
main importer, followed by France and Great Britain. 
Generally speaking domestic production has a much 
larger market share than imports. 
The drop in import and export prices indicates an 
over-supply on the European market, particularly of 
roses. The market for perennial plants and cuttings is 
good and their prices have risen. 

5.1 Introduction 
In this chapter the specific aspects of the production 
and sales of the countries with an internationally com­
petitive trade in tree nursery products are examined. 
In order to determine the competitiveness of the main 
countries exporting tree nursery products, a selection 
has been made on the basis of their position in world 
trade. Those discussed in this chapter are among the 
main exporting countries for tree nursery products. 
Their exports are growing and are not mainly aimed at 
readily accessible neighbouring countries. Countries 
selected on the basis of these criteria are: The Nether­
lands, Germany, Belgium/Luxembourg, France, Den­
mark, Italy and the US. 

5.2 The Netherlands 

Supply and trade from the 
Netherlands 
Supply 
The total tree nursery acreage in the Netherlands grew 
by 46% between 1980 and 1991 reaching 9,101 ha in 
the latter year (see table 1). The growth mainly 
occurred in the second half of this period and varied 
greatly from one group of plants to another. In particu­
lar, the acreage of labour-extensive cultures, such as 
forest trees and hedge shrubs, fruit trees and trees for 
avenues and parks, grew substantially between 1985 
and 1989. But the acreage of roses also increased. 
From 1989 onwards the acreage appears either to be 
more stable (forest trees and hedge shrubs) or on the 
decline (fruit trees and rose bushes, as a result of the 
poor price formation). The area of labour-intensive 
cultures (ornamental conifers, ornamental shrubs and 
climbing plants) showed scarcely any growth between 
1985 and 1989. The acreage of perennial plants and 
ornamental conifers is now increasing more strongly 
again. As regards the stagnation in an expansion of the 
acreage it must be added that in a substantial propor­
tion of the labour-intensive plant groups a changeover 
occurred in this period from cultivation on open land 
to pots or containers. This acreage has doubled since 
1980. Since there are more plants per unit of area in 
this method of growing than on open land, the scale of 
production for this group of plants has also increased. 
The total production value (expressed in growers' 
value) amounted to 680 million guilders in 1991, 
approximately 10% of which was accounted for by fruit 
trees. 
Cultivation in pots and containers is an important 
innovation for the sector. It has initiated a number of 
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Table 1: Development of the acreage in the Netherlands 1990/1991 by product group on open land, in containers and 
under glass (in ha) 

Forest trees and hedge shrubs 
Trees for avenues and parks 
Fruit trees 
Rose bushes 
Ornamental conifers 
Ornamental shrubs and climbing plants 
Perennial plants 

Total 

Container cultivation 
Cultivation under glass 

1980 

1,598 
1,020 

562 
434 

1,074 
1,211 

265 

6,164 

235 
65 

1985 

1,574 
1,140 

813 
511 

1,013 
1,188 

405 

6,644 

330 
95 

1989 

2,056 
1,610 
1,223 

560 
1,170 
1,239 

482 

8,340 

400 
137 

1990 

2,066 
1,797 
1,255 

553 
1,337 
1,204 

531 

8,743 

419 
143 

1991 

2,089 
1,993 
1,086 

522 
1,410 
1,231 

625 

8,956 

441 
144 

Source: CBS 

Table 2: Production values (at grower and wholesale level), export and import values of Dutch tree nursery products 
(in mill, gld.) 

Year Grower Wholesale Exports Imports Consumption 

1980 
1985 
1989 
1990 
1991 

327 
494 
642 
665 
710 

458 
692 
899 
931 
995 

245 
373 
482 
505 
532 

30 
36 
44 
46 
54 

243 
355 
461 
472 
515 

Source: PVS 

technical developments in the field of fertilization and 
mechanization (repotting and setting aside). In addi­
tion, this method is very suitable for growing plants in 
an enclosed environment - i.e. with minimum soil and 
water pollution. A higher turnover can also be 
achieved without expanding the acreage or the busi­
ness. Another great advantage of container cultivation 
is the possibility for year-round sales. An extension of 
the selling season has stimulated sales of tree nursery 
products. The introduction of precision sowing is an 
important innovation for plants grown on open land, 
such as forest trees and hedge shrubs and avenue trees. 
The area covered by container cultivation in 1991 was 
441 ha. The growth of this method has mainly 
occurred in new nurseries and companies which have 
joined the sector from outside. The share of container 
cultivation in businesses with open ground cultivation 
is often negligible. In 55% of these the area of con­
tainer cultivation is less than 20% of the total acreage 
(in 1990). 
The cultivation of tree nursery plants partly takes 
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place under glass. The acreage of glass for the propaga­
tion and cultivation of tree nursery products and 
perennial plants grew from 65 ha in 1980 and 144 ha 
in 1991. A new development is the so-called open/shut 
glasshouse (the roof and sides can open). Since the 
covering can be removed in the summer months, more 
types of plants can be grown. Cultivation under glass 
and in containers is expected to expand. 
As the result of a wide and high quality range, and a 
relatively large amount of propagation in the nurseries 
(particularly in Boskoop) production in the Nether­
lands is both labour-intensive and knowledge-intensive. 
The businesses are generally small and both profes­
sional skill and the use of labour are high. Since few 
machines are used, there is also little pressure to 
increase the scale of operations (few advantages of 
scale attainable). This particularly applies to cultiva­
tion on open land. 
The production value at wholesale level is obtained by 
multiplying the production 'ex grower' by the gross 
wholesale profit margin (40%). The value of consump­
tion is obtained from the sum: production value at 
wholesale level + imports - exports. 

Trade 
The Netherlands is the world's largest exporting 
country for tree nursery products. Its share in world 
exports was 59% in 1990, compared with 54% in 1980. 
Between 1980 and 1990 Dutch exports grew by 113% 
to 529 million. 38% of this goes to West Germany, 20% 
to Great Britain and 10% to France. These three main 
sales countries, together accounting for 68% of Dutch 

Figure 9: Share in exports of various regions 
in the Netherlands (in %) 

1985/1986 Boskoop 51,4% 

Source: PVS 

exports, also have large production areas themselves. 
Accordingly, domestic production in these countries is 
the Netherlands' greatest competitor. To this it must be 
added that the Netherlands largely supplies 'semi-fin­
ished products'. Particularly in Germany the user 
demands an end product of a heavy quality which the 
Netherlands hardly supplies. There is scarcely any 
shift in the destination of the exports. 
Although exports have kept on rising in recent years, 
the growth percentage is gradually declining. The 
increase in exports is mainly attributable to supplies in 
spring; exports slow down in autumn. An increasing 
number of units is also being sold on the export mar­
kets. The rise in the export value has lagged behind the 
volume sold in recent years so that the price level is 
under pressure and trade margins are declining. 
Almost half of the exports come from the Boskoop 
region, but its importance for exports is decreasing, 
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Basic and high quality production factors 
strong weak 

Geography Favourable situation with respect to 
important sales countries 
Low transport costs 

Climate 

Raw materials 

Labour 

Capital 

Cool climate ensures low disease level 
and little night frost 

- Soil and water of good quality - Land expensive 
- Plots in Boskoop less suitable for container 

cultivation 

Labour costs stable Shortage of unskilled personnel, particularly 
in the Boskoop and Zundert regions 
Labour costs high 

Cheap capital (interest rate 9.8%), in 
principle amply available through 
professional banks 
High solvency of businesses (86%) 
Low inflation 

Infrastructure - Well developed roadway network and 
air transport facilities 

Small plots and too narrow roads in 
Boskoop 

Knowledge - Much practically oriented research 
infrastructure - Information ensures research results 

translated into practice 
- Good quality training courses at various 

levels 

Entrepreneurs less active than other 
horticultural sectors 
Little marketing knowledge 
Information from the markets slow to 
penetrate to producers 
Little openness 

while that of exports from the bulb-growing area (mail 
order) and Limburg is growing. 

Imports into the Netherlands are limited. Imported 
products constitute an addition to the range. The lar­
gest suppliers are Germany (35%) and Belgium/ 
Luxembourg (29%). The main imports are 'other trees' 
(ornamental shrubs and conifers), forest trees and 
hedge shrubs and perennial plants. 

Domestic market 
About 40% of the production is sold on the domestic 
market. The market for tree nursery products can be 
divided into the consumer, the professional and the 
institutional segments. Sales of tree nursery products 
to the professional and institutional market amount to 

an estimated 25% and 40%, respectively, of the total 
production value. 
The demand from institutional customers (govern­
ment) has stabilized in recent years at a level of 70 mil­
lion guilders per year. Particularly as a result of eco­
nomy measures this market segment has been under 
pressure in the last few years. Two-yearly surveys 
among municipalities show that the acreage of public 
greenery is increasing, but planting out is lagging 
behind in this respect. Possible causes are the more 
widespread use of existing landscape elements and less 
maintenance-intensive plantations. No research is 
done into the future demand from the institutional 
market. It would be quite possible to do this, for in the 
longer term the institutional demand is almost exclu­
sively determined by external factors such as land repar-
celling projects, land use plans and road construction. 



'""'•''tifV .'''*' * •••«• 

Figure 10: Sales pattern of tree nursery products and perennial 
plants in the Netherlands in 1984 
(as % of the total quantity produced) 

M4-^^—i 
1 Private individuals, government authorities, fruit growers and flower growers. 
2 Nurserymen (7%), garden centres (11%), mail order companies (15%) and other 

retailers (2%). 
3 Including auctions. 
4 Of which 38% cultivated further into a deliverable product in the buyer's own nursery 

A quarter of the tree nursery products are sold to pro­
fessional users such as nurserymen and wholesale 
greenery supply companies. Sales in this segment of 
the market may increase in the coming years as the 
result of an increasing demand for an attractive living 
environment (more nature and greenery) and the 
stimulation of afforestation by the government in order 
to increase the self-sufficiency level for wood. 
The consumer market has developed favourably in the 
Netherlands in recent years as is shown by the almost 
40% increase in expenditure since 1980 to over f 14 per 
household in 1990. The perennial plants have the lar­
gest share (31%) in consumer expenditure, followed by 
conifers (23%) and shrubs (20%) ('89/'90 season). The 
percentage of households buying tree nursery products 
(50%) is still low. More and more plants are being pur­
chased in spring: 64% in 1990. 
Expenditure on tree nursery products is influenced by 
the economic situation. When times are less favour­
able, expenditure on the garden is significantly lower 
than in periods of economic growth. Housing con­
struction also affects the demand for tree nursery pro­
ducts, initial demand being created by the layout of 
new gardens. This has not been investigated in the 
Netherlands, although the replacement demand is 
determined by means of panel surveys. 
Recent research into the purchase of ornamental gar­
den products shows that size and colour are important 
aspects which influence the consumer's buying beha­
viour. It also turned out that only 50% of the Dutch 
had occasionally bought container plants. It appears 
that people are not very familiar with the use and 
advantages of these plants and plastic pots are 
regarded as a source of environmental pollution. 
The domestic market is limited in size compared with 
that in other important production countries. This is 
largely attributable to the low number of inhabitants 
and the small gardens resulting from the high popula­
tion density. The quality of the demand also lags 
behind that in other countries, the requirements of the 
German market, for example, being much higher. 
It appears that price is a very important criterion for 
Dutch customers in making their choice. This means 
that the domestic market mainly stimulates the sector 
to aim at low prices and gives fewer incentives for 
achieving high quality. This is unfavourable as regards 
competing on markets which demand more quality. 

Network 
The sales pattern for tree nursery products is shown in 
figure 10. The structure is very complex because the 
cultivation and trading sectors are strongly interwoven. 
Contacts between growers, traders and customers are 
made through an extensive (informal) network, which 
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