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ABSTRACT

MARKETING OF EXQTIC AND OUT-OF-SEASON FRESH FRUIT AND VEGETABLES
IN THE EUROPEAN COMMON MARKET.

Plas, M. van der, A.P. Verhaegh, et al

The Hague, Agricultural Economic Research Institute

192 pag., tab., figures

This publication is a collection of lectures concerning the
export of fruit and vegetables from developing countries to the
European Common {EC-) Market.

Topics are:

- production: interdependencies of production, demand and trade
developments

= consumption: factors influencing consumption EC-market

- market-behaviour: responses to changes in prices and supplies

- distribution channels and ocutlets in the EC—countries

= dimports and exports of exotic and out-of-season produce

- trade barriers at the EC-border for developing countries

- trade terms

= production and trade costs

- chances of success for introduction on EC-market

= checklist to test the effectiveness of production and
marketing

Marketing/Fresh fruit/Fresh vegetables/Developing countries/
Imports/European Community

The contents of this report may be quoted or reproduced without
further permission. Due acknowledgement is requested.
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Foreword

Developing country exporters of fruit and vegetables to EC-
markets often meet gerious difficulties in the field of trade
barriers, different trading institutions and customs, etc. A
better knowledge and information could prevent many of such dif-
ficulties.

The International Agricultural Centre (IAC) - in particular
the Director of Studies in Horticulture, Dr. S.5. Apte, therefore
decided to include this subject in the selected Optional Pro-
gramme of the l4th International Course on Vegetables Growing.

On the request of the IAC the Agricultural Economics
Research Institute (LEI) prepared this part of the programme,
covering the various theoretical and practical issues involved in
the problem.

Because of the great importance attributed to the subject by
the participants of the course the institute decided to publish
the material in order to make it available for a wider use.

A.P. Verhaegh, in collaboration with M. van der Plas, under-
took the editing of the publication which besides theilr own con-
tributions also contains contributions by J.5. Buurma,

A.F. van Gaasbeek and E.H.J.M. de Kleyn.

The LEI hopes that this publication will be a useful guide
for exporters from developing countries interested in the EC-
market and a valuable contribution to the Netherlands Programme
of Co-operation with Developing Countries.

The Director,

The Hague, August 1986 {J. de Veer)



1. Introduction and contaents of the course

The optlonal course "Marketing of exotlc and out-of-season
fresh fruits and vegetables in the EC-market” was divided in two
weeks:

- during the first week (24/9 - 28/9/84) we concentrated our
attention to theoretical aspects and visited some enterprises
in order to see how things are done in practice. The thecry
was linked as much as posaible to the practicel examples and
to the problems one could meet when starting off in export
achieving.

= during the second week case-studles were carried out about
preparing plans to export fruite and vegetables to the EC-
market.

This course was not intended to make the participants
experts in exporting but to give some ideas to explore the EC-
markets, to mention some of the many problems new exporters meet
and to suggest some points to think over before starting.

The course was a selected optional programme of the liéth
International Course on Vegetable Growing. In the general course
&ll important aspects of commercial horticultural production,
like extension service, auctions, research, educations, etc.,
were discussed in detail and therefore the optional programme was
restricted to the factors important for a good mutusl understand-
ing between production, trade and consumers.

Contents of the course (see appendix)

The first three gessions were used for a short introduction
to the theoretical aspects of wmarket analysis. Consumers and pro-
ducers meet each other on the market. On a theoretically perfect
market with a lot of consumers and producers, demand will be
equal to supply. When supply prows and/or demand decreases, the
prices will go down to reach a new equilibrium.

Some factors were discussed in brief which can influence de-
mand and supply for fruits and vegetables. The total demand for
fruits and vegetables in a country depends among others on: pri-
ces, the number of inhabitants, the income level, fashion, tradi-
tional attitudes towards certain produce (determined by birth,
nationality, race, etc.) and competition of other produce. The
total supply in a country will depend on: prices, climate, know-
ledge and gpecialisation, advisory services, production and ex-
ternal circumstances like infrastructure, etc. These factors
which determine supply and demand were discussed in sessions 1
and 2.



Not only the quantities of supply and demand but alsoc fac-
tors like quality, duties and levies and packaging influence the
price-setting on markets. In the third session another market
phenomeon was discussed: supply and demand-elasticities. Supply-
elasticities: what happens when a market is overstocked with
supplies from exporting countries in a certaln season? Demand-
elasticities: what kind of produce will in demand, when income
levels and also total demand rise, the difference between
luxurious and necessary goods, etc.

After discussing this more general picture of demand, supply

and markets, the course was continued with a programme more
focused on exporting fruits and vegetables to the EC-market. The
cutlets these produce have to pass to arrive on the EC-market are
shown in fig. 1.1. This presentation Is of course schematic and
not at all complete. )

Figure 1.1 Fruits and vegetables from producers abroad to the
EC-market consumers: levels and attention polnts

Levels

1.

Producers in
developing countries

Collecting wholesalers

Exports of first
class produce

Imports in the EC-
market

Wholesale markets
in the EC-market

Retail trade

Consumers

Attention points

large- or amall-scale production,
advisory services, financing,
etc.

packing, grading, quality control,
storage, transport, ect.

choice of outlet for export
produce, means of transportation:
air~freight, sea-transport

or by truck

trade-barriers, harbour-
facilities, gspezialisation of
import-outlets

organisation of trade in the
EC-countries, importance of
wholesale markets

integrated retall trade or tra-
ditional spezialized retailers.

facters determining consumption.



Following points refer to those mentioned in fig. 1l.1l:

1.

5/6.

1)

Production: guestions to be answered are among others:

- how to organize production, large- or small scale? On
large firms labourers are less concerned about the farm,
but an advantage 1s, that one 18 able to plan the whole
production;

— how to organize advisory services: local or more
regional?

= how to choose the kind of produce to export?

- how to finance production?

In session 1 a number of these questions was discussed.
Packaging 1), grading, quality contrel, storage, transpor-
tation in the exporting country, etc., can be centrally
planned by the Governement (Marketing Boards). Other possi-
bilities are cooperatives and individual exporters (sessions
1l and 4).

Quality—control, etc. is very important because the Western

European consumer only buys firat class produce and most of

the import countries do require a very high quality of im-

port produce (phytosanitairy requirements, etc.). Since pro—

duction costs will only be a small part of the price paid on
the European market, it will be a waste of money (transport-—
ation costs, packaging, duties and levies, etc.) to export
produce of poor quality. It is better to sell the low grade
quality produce on the home market.

The EC-market has trade-barriers, reference-prices, duties

and levies ete. Dependent on the produce there are minimum

prices during some months (tomatoes and cucumbers), import
levies (eitrus fruit) and maximum quantities (flowers). When

Spain joins the EG-market it is possible that those trade

barriers will increase further for third countries (citrus

fruit), (session 6: Import rules}.

Some harbours are specialized in certain kinds of produce:

banana's in Antwerp, pineapples in Marseille, citrus fruit

in Rotterdam, Hamburg and Bremen. However most of the EC~
countries handle their own imports. Only the Netherlands do
handle produce for West—Germany for instance: re—exports of
citrus fruit and convey tomatoes and cucumbers in transit

(session 5: Trade streams).

The organization of trade, the importance of import—auct-

ions, wholesalers, wholesalemarkets and retail trade differs

from country to country. Integrated retail traders, import-
ing their own produce, have a large market-share in West—

Germany and Demmark. In the other EC-Countries however the

market share of the integrated retall trade is smaller

(session 4: Outlets).

Packing and storage are important items on the posat harvest
handling sessions of Ir. W.S. Duvekot (Sprenger Institute).
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7. Consumption, attitudes of consumers towards certain produce
and factors which influence consumption are discussed in
session 2. Another seasion on consumer behaviour 1s session
9, which deals with chancee of new produce. In this session
a possible market-survey will be discussed.

Before one starts to produce and to export products, it is
absolutely necessary to investigate the following market-aspects:
a- Which produce do consumers want to buy?

b. What are the prices om the world market?

e For which produce a surplus demand does exist?

d. What are the possibilities of new produce?

e. How to set up & sales promotion campaign?

f. Which consumer groups do you want to reach (possibilities
of market-segmentation)?

g What are the production and transport plus marketing costs?

These questions were discussed in session 2 (consumption)}
and session 9 (Chances of new produce) and some will be mentioned
in other sessions. Unfortunately it ie not possible to discuss
all these important questions in a comprehensive way.

The filret week ended with the sesaions 8 and 10 covering the
whole distribution—-channel from producer to consumer: session 8:
what kind of expenses do you have before you are able to sell
produce in the EC-market? Examples were given for the deter-
mination of expenses and calculation of margins of produce to be
exported.

In session 10 discusses was on some criteria to judge wether
or not an exporting organization has success on the Ec-market;
also some reasons of fallure were mentioned.

Because it is not possible to tell everything about
exporting to the EC-market in this short course, we spent the
second week on studying literature and writing reports 1). The
purpose of this second week was to get some abllity to gather
figures and information and to study literature.

The participants were advised write down investigation in a
systematic way, so that collegues and superior chane the oppor-
tunity to judge the plans.

Literature

Mission to the ACP-producer countries (198l), Gemeral report
of survey in ACP Caribean States, Liaison Committee for African
Caribean and Pacific (ACP) countries, Producers of Tropilcal
Fruit and Of f-geason Vegetables. Head office in Brussels, Delega-
tion General in Paris and Secretariat, 5 Rue de la Corderle,
Centra 342, 94586 Rungis CEDEX, France, tel. 6870206,

1) Due to organizational problems it was not possible to give
the second part of this course planned for 8/10-12/10/84
{See: evaluation).
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This report deals with Caribbean produce like mango, limes,
avocado, other fruits, vegetables, spices and flowers. It con-
siders the production situation, the transport means and costs
and pogssibile outlets offered by the EC-market. The report ends
with an inventory of possibly actions which could be taken to in-
crease the exports to the EC-market, e.g. better organisation of
picking and local transport, better grading and packing of
exports produce and refrigerated storing and shipping places.

13



2. Consumption of horticultural produce

2.1 Introduction

In the introduction session of this course the products
streamn going from producers to consumers is mentioned. As we are
talking about trade: a process of exchanging things, there is an
equal stream going the other way: money. With these two streams
we have the first circular flow with producers on one side, con-
sumers on the other side and the market as an interfase.

p roduct \
Produ%\ market consume T
money

However there 1s, or at least ought to be, a second cir-
culair flow which streams in the opposite direction. This is a
stream of inforwatiom.

wlshes

/ eeds
pro ucer market consumer
product inf /

advertising
Both circular courses work at the same time.

From a marketing point of view there i1s something special
about these circles, they start with the consumer. Their needs
and wishes should be the impuls to start production. In complex
markets which exist today and especially in exportmarkets,
information about consumers needs and wishes does not reach pro-
ducers all by itself. So producers have to do market research in
order to trace consumers wishes and continuesly watch whether
these wishes and needs are changing and influence consumption.

2.2 Factors that might influence consumption
When we focus on the common market we have about 300 million
potentlal comsumers. For horticultural products we may assume

that all 300 mill. are in one way or an cother actual consumers of
these products.

14



In 1981 these 300 million pecple have consumed about 30
milliard kg of vegetables. On the average this means that every
consumer eats about 100 kg a year (included are home growm and
processed products). When we look at the actuals consumption a
head in the various countries, we see that an average over 10
countries does not say much because of the large differences.

Table 2.1 Consumption in kg/head/year (1981/1982)

Country Vegetables Fruit Citrusfruit
Netherlands B4 52 92
Belgium/Luxemburg 64 49 21
France 115 54 20
Italy 158 69 40
West-Germany 69 64 28
United Kingdom 80 33 14
Ireland 82 31 15
Danmark 61 32 9
Greace 208 76 75
LET

In table 1.1 we see that geographical location influences
horticultural consumption. Apparently there is a2 different con-
sumption pattern in the various countries, due to cultural dif-
ferences and probably availability of various vegetables.

For instance when an Italian moves to West-Germany, he has
to change his consumption pattern because some vegetables will
not be available. On the other hand he probably still will eat
more vegetables than the average German. Also he will ask for
those vegetables which he was used to eat but cannot get. So he
will stimulate the introduction of new vegetables in West-Germany.

In recent years, this mechanism has taken care of a succes-
full introduction of "Long beans” on the Dutch market. In the
1970th there was a large stream of people from Surinam, a former
colony of the Netherlands, coming to our country. They formed a
market for "Long beans”, which was large enough for a succesfull
introduction. Here we see that migration, especially when it con-
cerns large groups of people, can change consumption.

An analogous mechanism works through holidays abroad. In
foreign countries people get acquainted with other vegetables.
After coming home they also want to buy these products on the
home market. Examples are for instance the introduction of auber-
gine and courgette on the Dutch market.

So we see that consumptiom patterns change in time. In the
Netherlands the consumption of fresh vegetables and fruits has
inclined significant during the past 30 years.

15



Table 2.2 Total consumption of fresh fruits and vegetables in
million kg a year

Produce 1955 1960 1965 1970 1975 1979
Vegetables 475 506 544 620 666 729
Fruits 307 322 372 486 456 481
Citrusfruit 164 257 323 372 433 490

PGF

A first explanation of this growth is of course furnished by
the number of inhabitants. From 1955 to 1979 population has grown
with more than 3 million or almost 30Z.

Population growth has been an important factor for inclining
consumption and still is for some countries. However since the
population-grow-rate in the EC is declining, this factor is
getting less important.

Table 2.3 Number of inhabitants million

Neth. B/Lux. TFr. I. W-G. D. Ir. UK EC(9)

1976 13.8 10.2 53.0 36.3 61.4 5.1 3.2 56.0 259.0
1981 14.2 10.3 54.0 57.2 61.7 5.1 3.4 56.0 261.9
Grow-rate 2.9 0.9 1.9 1.6 0.5 0 6.2 0 1.1

LEX

When we eliminate poﬁulation growth we still can see a
growing consumption.

Table 2.4 Consumption of fresh vegetables 1) and fruits in

kg/head/year
Produce 1955 1960 1965 1970 1975 1979
Vegetables 44,18  44.07 44,25  47.57 48.76 51.95
Fruits 28.59 28.00 30.27 i7.26 33.40 34.30
Citrusfruit 15.25 22.41 26.27 28.56 31.69 34.92

PGF
1) Only of proffessional grown produce.

16



2.3 To predict consumption level

To predict whether this growth will go on in future, we will
have to analyse what in the past has caused this inclination.
Some reasons can be given:

- As we have geen there has been some succesfull introductiomns
of new vegetables on the Dutch market. Some of these pro-
ducts have a pure supplementary character. This means that
for the consumer at the moment of purchase it is not a
question of either this product or that product but more and
this and that. These products are additional. A good example
is "sweet pepper”. This product is rarely used alone as a
sole vegetable but frequently in combination with other pro-
ducts like: lettuce. Ohter examples are also tomatoes and
cucumbers.

Table 2.5 Consumption (kg/head/year)

Produce 1955 1960 1965 1870 1975 1979
Sweet pepper 0.13 0.18 0.55 0.96
Tomatoes 2.31 2.72 0.32 3.36 4.34 5.11
Cucumber 1.91 2.74 3.69 4.37 5.61 6.21

PGF

Since sweet pepper is an additional product, the introdue~
tion accounds for a consumption growth of 0.83 kg/head in a
period of 14 years.

A second possible explanation is the diminishing number of
people in a household. The average number of people in a house-
hold has declined from 3.3 in 1973 till 2.8 in 1983. Due to
"economy of scale”, households with more people have a lower con—
sumption a head. A clarrifying example is mushrooms. In the
Netherlands mushrooms are usualy sold in a package of 250 gramms.
Due to this discrete quantity consumption declines with a rising
number of people in a household.

Table 2.6 Average consumption of mushrooms in the Netherlands

Number of people in

the household 1 2 3 4 5

Average consumption gr/week/head 125 62.5 40 62.4 30

Index 100 50 32 50 25
LEX
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This pattern 1s also seen by other vegetables which by the
nature of the product itself, forme a discrete quantity such as
cabbage, lettuse and cucumber.

A third explanation can be found in the rise of average in-
come. People have more money to spend and can afford to have more
than one vegetable at one meal, for instance the combination of
lettuce, tomatoes, cucumber and sweet pepper. This factor also
made it easier to introduce new products. People are able to try
out new or out of seasons products, which are often more expen-
sive.

When we accept these three explanations we can predict a
cottinuing growth in consumption in the next few years, however
the grow rate will diminish. The possibilities of new additional
products are limited especially in the EC since there i3 a broad
assortment already. The declining number of people in a household
will slow down and average income did not grow anymore since 1980.

All factors mentioned influence consumption in the long run.
When we look at graf. 2.1 we see consumption also changes from
year to year often in different directions. An explanation of
these fluctuations and changes in consumption in general 1s the
price of a product. How prices influence consumption is dealt
with in session 3.

18



Figure 2.1 Consumption of vegetables and fruits in the Netherlands
kg/head/
year
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Appendix 2.1 Consumption of fresh vegetables and fruits fu kg/head/year (Only
produce with a consumption level higher then 1 kg a head a year)

Produce 1965 1970 1975 1979 1980 1931 1982
Xe
Vegetables
Endive 3.51 4,07 3.57 3.30 3.30 3.08 3.28
Cauliflowers 5.10 5.95 6.00 6.00 5.98 6.57 6.28
French beans 1,22 1.43 1.50 1.85 1.56 1.86 1.79
cucumbers 3.72 4.37 5.58 6.21 6.29 6.28 6.54
Lettuce 2.65 2.82 2.87 2.26 2.56 2.27 2.27
Splnach 1.62 1.45 1.33 1.30 .46 1.47 1.50
Tomatoes 3.18 3.36 4.22 5.10 4.68 4.95 5.03
Frult
Strawberries D.87 0.96 0.88 1.38 1.38 1.21 1.28
Grapes 1.22 1.70 1.93 2.33 2.21 2.61 2.38
Melons 0.40 0.43 1.07 1.35 1.42 1.56 1.58
Peaches 0.47 0.85 0.87 1.31 1.23 1.35 1.44
Plums ) 0.84 1.16 .69 1.20 1.01 0.82 1.18
Subtropical
fruit {fresh)
Bapanas 6.60 6.69 8.04 7.80 7.59 7.30 6.73
Lemons 0.82 0.72 0.91 1.00 0.92 0.90 1.08
Oranges and
Mandarins 17.92 8.33 1.60 3.00 22.94 20.63 21.66
Others 0.93 1.12 1.78 2.10 2.59 2.26 2.22
1965/66 1970/71 1975/76 1979/80 1980/81 1981/82 1982/83
Vegetables
Cabbage 2.56 3.31 2.87 3.08 2.93 3.57 3.10
Carrots 3.70 3.36 3.64 .91 4.58 31.97 4.11
Leek 1.32 1.66 2.35 2.76 2.84 2.89 3.09
Sprouts 1.44 2.24 2.28 2.59 2.62 2.39 2.74
Unions 3.03 3.24 3.28 3.55 3.87 3.87 3,82
Chicory ) 1.60 2.33 1.85 2.6%9 2.13 2.58 2.70
Fruit
Applea 20,80 24.28 25.18%8 21.01 22.33 16.81 24.28
Pears 4,64 6.24 4.06 5.02 4.59 4.29 4.22

Source: Organisatfon of producers of fruit and vegetables (PGF), published in
horticultural figures (Tuinbouwcljfers 1984).

Figures inclusive weight losses in trade outlets and exclusive not professiomal
grown products.
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3. Production

3.1 Introduction

This course "Marketing of exotic and out-of-season fresh
fruit and vegetables in the EC-market” is only a small part of
the "International Course on Vegetables Growing”. The main course
deals with factors that greatly influence the production for
example, breeding, irrigation, extension service, farming syst-
ems, experimental stations, banking, education, co—operations,
trade unions etc., etc.. In this chapter only factors with a
strong influence on horticultural poduction will be discussed
factors with which the salesman has to be familiar.

For selection of guitable location of the horticulture in-
dustry policy makers, researchers and others usually focused
their attention mainly on three aspects; climate, labour and
distance between production and consumption area. However for a
successful horticultural industry other factors are of equal im~
portance; technical progress, infrastructure, produce innovation
and last but not least organization and a good ccoordination be-—
tween the management activities in various sectors of the in-
dustry.

For a successful horticultural industry a good co—operation
is necessary between trade and production. A good understanding
can only be realized when both parties know how each one is
working.

3.2 Production factors
3.2.1 Climate

In The Netherlands one can buy fresh French beans produced
by the Dutch growers from the end of May up to the beginning of
October included. Pulse crops are sold on the Puteh auctions in
June, July and August. It is possible to buy Dutch lettuce the
whole year around, it is produced in the open and in winter in
glasshouses. All tomatoes and melons are produced in glasshouses.
The auctions sell tomatoes from the end of March up to the first
half of November included. Melons are produced in June up to
October {see appendix 3.1 for other produce). These production
patterns are caused by the temperature, the radiation and day-
length. Here is given the supply figures from the Netherlands.
You will find the same pattern in the surrounding countries, such
as Germany, Belgium, Demmark and England. In the south of Europe
(Italy, Spain, Greece) the climate is subtropical so the tem-
perature are higher in winter and summer and there's more
radiation in winter.
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The supply of produce produced in the open field is limited
to the natural season. This is a great disadvantage not only for
producers but also for trade. Every year the traders have to
start a new promotion campaign, because consumers have to get
used to the product again. The disadvantage for the producers is
that only during the natural season they are able to use their
land, labour and capital intensively. So they have relative high
costs per unit of product.

Crops can be protected by glass, plastic and other
materials. First of all one has to protect crops against low tem—
peratures (Netherlands), but also against wind, undesirable rain-~
fall, hot sunshine etc. The use of glass gives the grower the
opportunity to manage the growth of the crops much better. Com—
pared to ogpen alr crops protected cultivation gives better
quality and a higher yield per square metre. In The Netherlands
the harvest on year basis of tomatoes and gweet peppers
(capsicum} cultivated under glass is on average 280,000 resp.
150,000 kilogramme per hectare with an export quality of 95 per
cent. An other advantage is the production during a longer .
period, even the whole year round. Next to these better results
yields are more certain. With open air crops the yields are
greatly dependent on climate conditions. By fluctating supplies
you get an unstable market. Traders don't like this situation
because they want a continous supply at stable prices. When the
geller is not able to guarantee that they will look for other
suppliers.

For exporting produce to the EEC it is very important to
know in which period the home production is on the market. Before
and after this period the price is better. The consumer is
willing to pay more for out-of—-season—-produce. When the import
product is supplementary to the EEC's own production the greatest
chance of a successful business is guarantied tco. It ig slways
very difficult to compete with home production.

3.2.2 Labour

In horticultural production labour costs account normally
for about 30-45% of the total production costs and consequently
have a dominant effect on total production costs (see appendix
3.23.

Compared to wages in Developing Countries wages in Western
Europe are very high, ia particular in The Netherlands, Germany
and Sweden. In the Netherlands in 1984 costs of omne hour labour
are f 25.80 inclusive social costs (28%). This 1s charged for
skilled permanent labourer, working 1840 hours a year. So the
year salary is now f 47,616. In Italy and England and particular
in Greece wages are the lowest of the EEC countries.

The costs for casual or seasonal labour are lower. But in
The Netherlands only a small part of the total labour hours
needed is covered by this kind of labour (appendix 3.2).
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Price 1s only one aspect of labour, another aspect is skill.
The price per hour depends on the level of skill. The level of
the skill is shown in the achievements, both quantitatively and
qualitatively. In horticulture the qualitative aspect is very im—
portant. In horticultural production one has to give much atten-—
tion to the individual plant and harvested product. This applies
for all types of work such as manuring, watering, picking, pack-
ing etc. There are cnly a few jobs that can be done by unskilled
workers. On my father's holding only very high skilled labourers
were permitted to pick French beans for the fresh market. The
losses of broken beans, forgotten beans and especially the
destruction of flowers and young not ripe beans were to high when
unskilled labourers were used. Many horticultural projects falled
or will fail in the future because the level of skill was or will
be too low or because of insufficient tuning of the different
kinds of jobs. This is true for the simpler work as well as for
the more difficult jobs like planning, transport and production
(management).

3.2.3 Technical progress

Technical progress can be measured in productivity-figures.
Productivity measures the relationship between output and input
in physical quantities. It is ome of the most Important measures
of the economic viability of firms. The best way to show the
importance of techmical progress is an example, for instance the
developments in growing tomatoes under Dutch circumstances.

In 1954 a grower needed 1170 hours to plant, to take care of
and to harvest tomatoes on 1,000 square metre. In that period a
grower harvested 7,700 kilogramme on the same area. Thus the
labour productivity per hour was 6.6 kilogramme in 1954. By
mechanization, automatization, alterations in the culture, new
types of glasshouses, better varieties, better management and
many other developments growers reached a labour productivity of
40.3 kg per hour labour in 1982 (see appendix 3.3). This means an
£NOTmMOUS progress.

In this way the very strong increase of labour costs was
compensated. The same happened with energy. Including other costs
like seed, delivery, fertilizer, pesticide and others the total
production costs per kg early tomatoes were f 1.89 in 1982. If in
1982 the yield had been on the same level as in 1975 the cost
price of one kilogramme early tomatoes in 1982 would have been
f 4.18. By increasing productivity growers managed to halve the
cost per kilogramme in 7 years. When after 1954 no productivity
had been realised, Dutch early tomatces would have been unpayable
nowadays.

Thanks to increasing productivity, costs per kilogramme
stayed low and even decreased excluding inflation. The real con-
sumer price decreased and more and more consumers bought Dutch
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early tomatoes. Not only did the yield per square metre
increase, but so did the growing area and the number of growers.
Enormous quantities of Dutch tomatoes found their way from pro-
ducers to consumers. Thanks to the adaptability of the traders
consumers and producers could meet each other.

In the whole productivity story yield increase is very im-
portant. This 18 characteristic for the intensive way horticult-
ural produce are produced. The high level of yield per square
metre has a great relation to other aspects too, such as the
scale of production, the specialization on one kind of crop etc.

3.2.4 Scale of production

Small or large scale production must be decided primarly
from the point of view of care for individual plants. Good care
is necessary for obtaining a high yield with a high percentage of
export quality. You can say for most horticultural produce that
good care for the individual plant is incompatible with large
scale production. However, good care can only be realized when
the extra costs are compensated with better quality and/of an in-
creasing yield per square metre. For instance it will be profi-
table to take good care of melons if it is possible to harvest
five instead of two melons per plant while the use of water etc.
will remain on the same level.

Through technical developments some horticultural produce in
the past produced on small fields, are now produced on a larger
scale. However these on large scale produced produce are not sold
on the fresh market on the whole.

When local people are not familiar with horticulture it
seems attractive to start with a large scale production thinking
that knowledge can be organized. Educated people and people with
experience from outside the region have to do the management.
However, on a horticulture holding the growing proces needs a lot
of management. You can't do it from behind the desk.

Producing on a large scale with unskilled fieldworkers can
only be successful when a low yield level is acceptable and when
there is a home market, for a high percentage of the produce will
not be sultable for export.

A second argument for producing on a large scale is the
organization of the exports. For export you need big quantities
and continuous supply. Who has to organize the export? The grower
must organize it himself or a group of growers (co-operation) or
an independent large scale organization (marketing board)? This
is a very important question siance many exporters and export-—
combinations failed to organize properly. In any case the
interest of production side must be fulfilled.

The experience in horticultural industry is that some things
have to be done on a large scale and other things mostly fail on
a large scale. In general you can say that a large "scale” is
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preferable on the delivery side and on the gale side. Price,
quality, storage and other things can be done generally much
better on a large scale production, however, can preferally be
done on a small scale.

Developing the production on 3 small scale takes more time.
There has to grow a "horticultural atmosphere”, not only pro-
motors but also workers in the field have to think horti-
culturally. ’

In The Netherlands horticultural and agricultural production
is done mainly on small scale. In total there are 120,257 hec-
tares of horticulture, of which 8,837 hectares with glasshouses
and 111,420 in the open field (appendix 3.4 and 3.5).

In the Netherlands we have 32,404 holdings which cultivate
horticultural produce in the open field. This means an average
area of 3.4 hectare per holding. 16,973 holdings have less than
2 hectaren and 840 holdings have more than 15 hectares
{appendix 3.4).

In The Netherlands potatoes are not a horticultural crop.-
The area of potatoes for direct consumption is 100,900 hectares
with 4.0 hectares potatces on the average farm (appendix 3.6).

3.2.5 Specialization

Specialization is an indispensable factor to explain the
encrmous progress in the productivity of the tomato industry in
The Netherlands. Specialization isn't only profitable for the
grower on the side of costs, but it gives more advantages on the
gide of yield. The high yield level is a characteristic property
of horticulture production. The effect of specialization is the
greatest when more growers are speclalized on the same crop and
they are located side by side.

In The Netherlands horticulture production is concentrated
strongly on speclalized holdings; nearly 95% of the glasshouses
are situated on holdings which are specialized in crops under
glass. Specialization means more than 60X of the capacity of the
holding 18 used in this case for crops in glasshouses. We see a
strong speclalization on crops in the holdings too. Many growers
grow only one crop e.g. tomatoes or grow one main crop and an
additional, less important second crop after harvesting the main
crop e.g. tomatoes-lettuce. Only a few grow three or more crops.
The bulb-, the fruit- and the tree nurseries also show a strong
specialization (see appendix 3.6).

Vegetables which are easy to mechanize are grown on both
horticultural and arable farms. On arable farms they grow mainly
contract crops for the canned industry. For the next vegetables
produced in the open field you will find between brackets the
percentage of contract in 1982: endive 547 ha {15}, borecole
493 ha (48), French beans 6,182 ha (86), cabbage 780 ha (43),
carrots 3,446 ha (46), leek 1,970 ha (11), celery 1,630 ha (37),
spinach 2,222 ha (61), brussels sprouts 668 ha (11), and chicory
roots 3,808 ha (28).

26



3.2.6 Infrastructure

Pernicious products require a rapid and reliable transport.
So the horticulture district orientated on export should he
located near a highway, airfield or harbour. Inside the region
the network of roads must also be very good. Shortening the
period of time between producer and consumer must have one of the
highest priorities in fresh horticulture trade. The location of
the holdings and the infrastructure have a great influence on
this period.

The second reason for a good infrastructure is the charac-—
teristic property of the high yield level in horticulture produc-
tion. A high density of holdings is required. It must be easy for
the growers to have regular and short contacts with each other.
So the holdings have to be located near each other. Other aspects
of the infrastructure are size and position of the lots, the
watersystem, the location of the delivery firms, banks, sale
points, etc.

For a good horticulture industry you need a good extension
service and research. The extension workers have to visit more
growers a day and should be able to have intensive contacts with
practical research in particular. This requires a localization of
all persons and institutes concerned in the same regiom near
each other. The information "system" has to be optimal.

3.3 Market factors
3.3.1 Distance to the consumption area

You will often find horticulture near big consumption areas.
In the past vegetables and soft fruit were grown in or near
towns. In that period roads were bad, produce were very pernic-
fious and communication lines were bad. Even at this moment dist-
ance is very important. Not only because of transportation costs,
but also because of shorter communication lines. Although com—
munication by telex, telephone and post are easier, personal con—-
tacts are still an important factor in trade. Having a agency in
consumption areas far away isn't good enough as Information
source. For good contacts growers, exporters and other represen-
tatives of the production area have to know the consumption area
and traders (wholesalers, retallers) have to visit the production
area to be aware of the probleme and possibllities. In horticul-
ture there are constant changes in demand and supply. Both tra-
ders and producers have toc be aware of these changes. They are
dependent on each other to make the right decisions. Both part-
ners have to understand each other’s problems.
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3.3.2 Local and exportmarkets

When there is only a local market and growers are producing
for consumers in their own region, growers have more contacts
with trade and consumers. In local (home) markets growers compete
with each other more directly. When growers increase the area of
a crop the supply grows very much, particularly in the case of
small produce. Price fall will be the consequence. Growing for a
small market implies that growers must spread the risk. This can
be reached by producing several crops in small quantities. How-
ever in this way the advantage of specialization on yield and
cost-side is lost. In The Netherlands growers bring the produce
to an expeort auction. For exportmarkets greater quantities of
produce are necessary. In this situation the influence of the
individual grower on the supply 1s small and the marketprice is
more stable. This creates possibilities for specialization.

3.3.3 Product innovation

A driving force behind the increase in productivity of pro-
ductlon is innovation, renewals on all aspects of culture and
products. Product innovation implies the introduction and deve-
lopment of new crops or varieties and, indeed, the presentation
of older and traditional crops in a new form. Together with pro-
ductivity increase product innovation is one of the major factors
guaranteeing survival of the horticultural industry in each
country and region.

The aim of product innovation is to widen the range of
cropg, thus making the growers less dependent om only a few pro-
ducts. It also gives trade a more secure position in the markets.

The background of product innovation can be found in the
life cycle of a product. All products have a life cycle. After
the introduction period, each product has a period of growth and
a period of saturation.

In the growing period the supply and the total turnover can
increase very strongly. Saturation is a period in which an in-
crease of the total supply gives a decrease of the total turn-
over. In the period of growth the individual pgrower canm enlarge
the area, he can bring up the yield per square metre and there 1is
place for new growers. In the saturation peried the group of
growers should not increase the supply, the total return wili
fall.

However, from the point of productivity the individual
grower has to increase the yield per square metre in the satura-
tion period, too. This means that an increasing number of growers
have to stop and switch over to other products. New crops have to
be decided on the basis of market and economic surveys.

Trade plays an important role which varies in the three
periods. 1t is very important that trade can handle this. On the
production side specific things there must be done, too. The ini-
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tial period after launching a new product on the market is very
expensive. It is cruclal that sufficient quantities are available
in the markets for as long as it takes to convince the consumer
of the desirability of the new products. This may take three or
more years. On the production side, growers need price guarantee
for the produced produce in this initial period.

Promoting a new product which the consumer cannot easily buy
in his usual shopping area is a waste of time and money. Market-
ing history is full of examples of new products which failed
because these elementary principles were not recognized.

It has become practically impossible today for an individual
grower or a horticultural company or beginning countries to in-
troduce a new product on a national or international scale, be-
cause of the high costs involved. They have to work together (see
4.5 too).

3.4 Qrganization and coordination

As mentioned before, specialization has positive effects on
the results. Specialization here means not only in crops but also
in all aspects of horticultural industry. In this way many people
and firms, independent in their own special activity, participate
jointly in the organization of the herticulture.

There must be a close co-operation between all these par—-
ties, this means among extension, research, manufacture, banks,
seed industry, market, local and natiocnal governments, growers
and other interests. It is important that all the groups have
free communication with one another. Special attention should be
given to the group of growers, who serve as the main driving
force behind developments. The group of growers may be spe-
cialized further so as to be able to concentrate on specific
crops and aspects of the culture, such as out of season growing,
watering, fertilizing, variety trials and so on. Not only must
the group of growers be helpad by the specialist but this group
should have their say in projects to be carried out by research,
experimental stations and trade.

In the past growers produced for a market with unlimited
capacity for sale; the European Common Market knew no saturation.
It was the grower who decided what to grow, thus the grower was
"king". In the last 25 years the situation has changed. Now the
grovers are working for fully saturated markets, making the con—
sumer a “king”. The growers have to adapt themself to the wishes
of the consumers. The traders got a new task, to bring over the
new wishes of the consumers to the producers. This demands a
great flexibility of traders and producers because the consumers’
behaviour changes very fast. To get a good co-operation the
“machine” of the horticultural organization must be oiled
increasingly better.
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Remarkable achievements in horticulture are not caused by
differences in radiation, distance, wages etc. but are due to
effective organization and coordination. In The Netherlands we
call it "centre function" (an other word is team spirit}), which
can be found in everything and everyone engaged in or connected
with the industry. It is the key to success. In the years ahead -
more than at any time in the past - the survival of a hor-
ticultural industry in a country will depend on whether it can
match the competition of other countries. This competition can
only be effective with an organization and coordination as good
as possible. This is also true for developing countries.
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Appendix 3.3 The productivity of labour, fuel and durable production means by
tomatoes from heavy heated glasshouses in the Netherlands

T 1954 1958 1963 1969 1975 1982

Yields per 1000 m2:

Kg harvest hefore June 1,850 3,500 5,300 6,100 7,500 8,500
Kg harveat after June 5,850 6,000 5,000 6,900 7,500 20,500
Kg total 7,700 9,500 10,300 13,000 15,000 29,000
Used production means per
1000 m2:
011 3,500 sec in ton's 35 44 57 63 65 kL)
Capital (dpm) in f 1000,- 2} 28 34 38 42 S¢ 66
Labour in hours 1,170 1,030 800 650 650 720
Productivity per:
ton oil 220 1) 216 181 206 231 763
f 1000,- capital 275 280 271 310 300 439
hour labour 6.6 9.2 12.6 20.0 23.1 40.3
Cost per kg tomatoes:
fuel costs 0.44 0.35 0.36 0.39 0.24 0.54
dpm costs 0.37 0.36 0.36 0.32 0.33 0.44
labour costs 0.21 0.20 0.21 0.28 0.38 0.53

1.02 0.91 0.93 0.89 0.95 1.51

1) 7,700 : 35 = 220,
2) dmp = durable production means.
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4. Markets for agricultural products

4.1 Market: short-term situation

Producers sell their products on the markets to consumers or
traders. On these markets producers and consumers have to agree
about quantities and prices. When supply exceeds the demand, pri-
ces will go down. In the opposite situation, when there is an
excess in demand, prices will rise up to the point where the
excess—demand is zero and total-demand equals total-supply. These
effectas are {llustrated for the short—term in figure 4.1.

Figure 4.1 Short-term equilibrium

prices supply-line
Py
» - ———— ' ﬁ (Equilibrium)
Pe ,
| plt et B B
' i
: I emand-curve
|
H 1
0 Q Q Q ~Pquantities

In agriculture and horticulture the supplies are known. One
is not able to change the supplies on short-term base, because it
takes some time to grow the products. On short-term base the
quantity of supply is fixed (fig. 4.1. Supply-line Q4).

The demand depends in the first place on prices: higher pri-
ces (Pp) will give lower demands (Q;) and lower prices (P;) will
give more demand (). This relationship 1s illustrated by the
demandcurve, which is gquantified by demand-elasticities.

In the situation as in figure 4.1, a price Py will give an
excess in demand of (Qp ~ Qg), so producers can ask higher prices

for their products; prices will rise and demand goes down just
untill demand equals supply (Qg) in point E. The opposite

situation appears as one starts at a too high price-level (Pp),
which cause an excess supply (g = (), 80 that producers have to
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4. Markets for agricultural products

4.1 Market: short-term situation

Producers sell their products on the markets to consumers or
traders. On these markets producers and consumers have to agree
about quantities and prices. When supply exceeds the demand, pri-
ces will go down. In the opposite situation, when there is an
excess in demand, prices will rise up to the point where the
excess-demand 1s zero and total-demand equals total-supply. These
effects are illustrated for the short—term in figure 4.1.

Figure 4.1 Short-term equilibrium

prices supply-line

Ph _________ ﬁ (Equilibrium}
e
P

1f=m————t-1-

emand-curve

po o e i —

Q Ql % Qh "’quantitieﬁ

In agriculture and horticulture the supplies are known. One
is not able to change the supplies on short—term base, because it
takes some time to grow the products. On short-term base the
quantity of supply is fixed (fig. 4.1. Supply-line Qg).

The demand depends in the first place on prices: higher pri-
ces (Fp) will give lower demands {(Q;) and lower prices (P;) will
give more demand (Qp). This relationship is illustrated by the
demandcurve, which is quantified by demand-elasticities.

In the situation as in figure 4.1, a price P; will give an
excess in demand of (Qp - Qg), so producers can ask higher prices
for their products; prices will rise and demand goes down just
untill demand equals supply (Qg) in point E. The opposite
situation appears as one starts at a too high price-level (Py),
which cause an excess supply (Qg ~ Q3), so that producers have to
lower their prices to P, to sell everything.
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4.2 Market: long-term situation

This is the situation on the short term. On the long-term
producers can adjust their production according to prices and
profitability. This relationship between Qg and P, is illustrated
by the supply-curve in figure 4.2.

Figure 4.2 Long~term equilibrium

prices T supply—curve (Pe, Qs)

demand-curve (Pe' Qd)

—_—f—————

QTS Q = quantities

o

When the equilibrium price Py, is high and producers make a
high income, it will be attractive to enlarge production. This
happened for example with the supply of tomatoes in March: in
1965 the supply was 0.1 million kg and the auction-price f 7,60
per kg. Since this was an attractive price-level, the supply in-
creased (1978/80 ca. 20 million kg) and prices decreased
{ca. £ 3,75 per kg) on long-term base.

In the opposite situation, when auction-prices are too low,
production will decrease. Also prices and contribution margins
{prices minus production costs) of competitive crops are impor-
tant, since a grower has to have alternatives.

The implications of the supply and demand curves drawn in
figure 4.2 can be illustrated by an example: government inter-
vention in market-prices.

a. Government sets a price (Pjp) which 1 less then the market
price, because it wants to stop Inflation.
Short-term effect: potential demand grows (leg) so there will
be au excess in demand of (Qd 1g ~ Q&)
Long-term effect: production goes down (Q51g) and the excess
in demand grows to Q 1g = 0814
To do something about this situation one can enlarge imports,
glive gubsidies to the growers to produce more, impose product-
fon quota or ration consumption. This Is a situation which
occurs Iin many countries in Eastern Europe, South America,
Africa and Asia.
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b. Government sets a price which is higher then the market price
to guarantee the farmers income:
~ short~term effect: less consumption;
~ long~term effect : more production.

Government measures to do gsomething about this excess in
supply can be: enlarge exports, give subsidies to consumers and
impose production quota. This situation occurs for instance in
the E.E.C. and the U.S.A.

When one knows the effects of changes in prices and quanti-
ties, as given in figure 4.2, one will be able to determine the
effects of e.g.:

- government measures: fixed prices, taxes, subsidies, etc.;

- short-term changes in supply due to for instance weather con-
ditions and occasicnal imports;

— long-term changes in supply due to for imstance cheaper and/or
other production methods and structural imports;

= changes in the demand-curve due to higher income-levels, other
consumption pattern, fashion, etc.

4.3 Market analysis

To give some idea of the way one should analyse markets for
agricultural products some marketing concepts will be defined and
illustrated with examples. Very important for this analysis are
the slopes of the demand and supply-curves in figure 4.1 and
figure 4.2. Well-known measures of the slope of the demand-curve
are demand-elasticities and price-elasticities.

The demand elasticity is defined as the change in the quan—
tity demanded {in %) caused by a price change of 1% (see
fig. 4.2): Pg + 1X—p Qg - ®%).

Figure 4.3 Demand elasticity to the month for tomatoes on Dutch
auvctions (LEI-Vad., 1981)

Demand -1) - -5.5 -1.1 -0,5 -0,5 -0.8 -0.8 -0.9 =-0.9 -2.5 =
elasti
city

Jan.Febr.March Apr. May June July Aug.Sept. Oct.Nov.Dec.
1) means no supply.

Examples: Given an auction price of f 4,- per kg, a supply of
1.5 million kg and a Demand Elasticity (fig. 4.3) of
-5.5 in March, one is able to calculate the total tur-
nover, when prices fall with 1% (table 1)}. As calcu-
lated in table 4.1, the total turnover of tomatoes in
March will increase with 6.26-6.0 = 0.26 million dfl.
or 4%. In May however demand only increase with 0.5%,
80 total turnover decreases with 0.64 million dfl. or
42 -0.5% (see table 4.2).



Table 4.1 Calculation of total turnover in March when prices
fall with 12

01ld situation Changes New situation

Auction price (dfl/kg) 4 -1z 3.96
Quantity (milliom kg) 1.5 +5.5% 1,575
Total turnover (million dfl) 4 x 1.5=6.0 - 3.96x1.575=6.26

1) Price change -1%, Demand Elasticity -5.5Z, sc the change in
quantity demanded is ~1% x ~5.5 = +3.5%.

Table 4.2 Calcultation of total turnover in May, when prices
fall with 12

01d situation Changes New situation

Auction price (dfl/kg) 1.80 -1Z 1.78
Quantity (million kg) 70.0 +0.5% 70,35
Total turnover (million df1) 126.0 - 125.36

The conclusion of this exercise can be: stimulate consumpt-
ion in March by lowering the prices, when one is able to produce
at a costprice which is less then f 3,96. Another comnclusion will
be: it i8 of no use to stimulate consumption by lowering the pri-
ces in May because the total turnover will be less.

Price elasticity: The change in the price (in X) caused by a
change in the supply of 12 (vgl. figure 4.2:

Qs + 17 —»Py - x%)-

Figure 4.4 Price elasticity to the month for tomatoes on Dutch
Auctions (LEI-Vad., 1981)

Price - - -0.2 -0.9 -2.2 ~1.9 -1.2 -1.2 -1.1 ~1.1 -0.4 -

elasti

city

Jan.Febr.March Apr. May Jupe July Aug.Sept. Oct.Nov.Dec.

As shown in figure 4.4 the price of tomatoes in March on
Dutch autions will only decrease with 0.2% as supply increase
with 1%. So one is able to enlarge his total turnover by pro-
ducing more tomatoes in March (table 4.3).
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Table 4.3 Calculation of total turnover im March when the supply
grows with 1%

01d situvation Changes New situation

Auction price (dfl./kg) 4 -0.2% 3.99
Quantity (million kg) 1.5 +1Z 1,515
Total turnover

(million dfl.) 4 x 1.5%6.0 3.99x1.515=6,05

In May however there is no use in producing more: 1% more
production gives a decrease in price of 2.2% and total turnover
will go down with 1.5 willion hfl. or 1.2%.

In general it will be profitable to enlarge production when
the price elasticity is larger then -1: an elastic market, and it
is not profitable as price elasticity fs less then -~1: an in-
~elastic market. In the latter case ome should use other methods
to enlarge total turnover e.g.:!: advertising, exporting, trying
other outlets (figures in appendix 4.1).

It is obvious that to enlarge the market one ghould know
more about these elasticities and the reasons behind thenm.
Reasons for different price and demand elasticities are already
mentioned in the first session e.g.: fashion, luxery and neces-
sary goods, competitive products, type of consumers (social
group), pricel level and availability. In this case the availabi-
lity and the existence of competitive products have an important
impact on the price level.

Availability: there is a large difference between the levels
of supply of tomatoes in March and May (resp. 1.5 and 70 million
kg). Also the prices differ a lot.

Assuming there is no competition of other producte and the
consumers are indifferent between eating tomatoes in March and
May, demand will be the same when prices are equal. However the
supply 1s less. So according to figure 4.5 (Short-term equili-
brium) prices are higher in March than in May. This will also be
a long-term equilibrium, becauvse the production costs of tomatoes
are higher in March then in May, so the supply curve of March Is
higher then of May (fig. 4.5 Long-term equilibrium).

In July/August and September/October the supply drops to a
lower level, resp. 60 and 35 millfon kg a month, and an equilib-
rium is reached at a price level of resp. dfl. 1,-/kg and hfl.
0.80/kg. In this period production and consumption is more or
less stable. On the consumer side there are enough alternatives
for consuming tomatoes.
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Figure 4.5 Market-situation of tomatoes in March and May

Short-term Long-term
price price supply-curve march
T -——-S '-X
I
| supply-curve may
1
1
1,8—~~—d I
7
i I
! { d d
1 emand-curve
b, F ﬁ H 1
0 1,5 70 0 1,5 70
—pp quantity - —-p quantity

4.4 Possibilities for developing countries

A conclusion of the analysis in par. 4.3 is for iInstance
that one should not start exporting tomatoes in May or during the
summer months but in April or during the winter months, when
there 18 little supply. One should look to the so-called "Out of
Season produce”. This ecan be illustrated with some graphs of the
auction supply in 1983 (source P.G.F.):

— The supply of Dutch frult has a very strong seasonal pattern.
In Holland we are trying to do something about it by growing
strawberries under glass, but most of these "Out of Season
produce” are imported: Melons from Spain and Isra®l, Apples
from South America, etc.

- The supply of mushrooms does not show a seasonal pattern.
Seasons do not influence production and consumption.

~ The supply of vegetables differs to the kind e.g.: cabbage in
winter and tomatces, cucumbers, spinach, etc. in the other
months. The graphs of splnach also how season 1s extended by
growing in glasshouses.

When one wants to be able to say something about the possi-
bilities of developing countries, it is not enough to consider
only the graphs showed. These are graphs of the supplies. The
question to be answered is however: 1s there an excess in demand?
This 18 partly shown by the prices: high prices (relative to pro-
duction costs) give an indication of an excess in demand.
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So for example for cabbage there is no supply, but also no
demand, during the summer months. The consumers rather eat other
produce such as spinach, french beans, etc. This 1is the socalled
aubstitution effect: consumers exchange in a certain situation
one produce for another. In this case the substitution depend on
prices and reason (weather).

For other produce (e.g. strawberries and chicory) it may be
possible to sell more "Qut of Season” produce against profitable
prices (graph 4.1, 4.2 and 4.3).

4.5 Introduction of new produce

Until now only existing products were traeted. However it 1s
also possible to create new markets for new products: lately they
introduced mango's, kiwi's and other tropical produce on the
Dutch market. In earlier days we had the same with tomatces and
grapes (figure 4.6).

Before World War 1II grapes were aun important produce of
Dutch horticulture. After World War Il we started to grow toma-
toes. Reasons for this shift are among others (see session3):
higher profitability of growing tomatoes due to lower costs and
higher yields and competiticn of Mediterrenian countries. Nowa-
days growing grapes is very rare in Holland and ca. 50% of the
supply on Dutch auctions exist of tomatoes. The life-cycle of
Dutch tomatoes in figure 4.6 shows that especlally between 1955
and 1970 the supply of tomatoes grew fast. Nowaday the growth is
less due to the earlier mentioned saturation in May-October.

So the introduction of tomatoes was a successful innovat—
ion. More recent other innovatfions such as the introduction of
sweet peppers, aubergine, etc., were also a success. Nowadays
however innovations are more difficult also because income and
consumption is not growing anymore. So we are doing more and more
marketing-research before we try out new produce. However it is
hard to say beforehand which produce will be a success or not. On
the A.E.R.1. a method was developed that can be of some use when
one has to choose. Some factors which are of influence are:
= income situation: when income grows, one will be more eager to

try other produce;

- fashion and shifts in taste (session 2);

- immigration of people who eat other produce;

~ quality: new produce have to look attractive and taste good.
When one tries out something new and it is of poor quality and
does not taste good, one will not try it again;

- cost per unit: producers and importers have to earn a good
margin by selling the produce, although consumer pricea should
not be too high. Since costs of packing and transporting are
most of the time higher then production costs, one should be
keen on good quality.

Costs spent for produce, which have to be throun away because
of quality reasong, are a waste of money.

46



- good agreements with the importers (wholesalers in the import-
ing country: good contracts, concentration of supply (no com—
petition between produce grown by growers in the same count—
ry), acting according to the agreements, etc.;

- offering more then one product: easier to negotiate with im-
porters, less transporting costs (bigger quantities), a spread
of risks, etc.
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Appendix 4.1 Elastic and in-elastic markets

During the last decades the A.FE.R.I. gathered a lot of figures about
supply, demand and market prices. Using these figures they were able to estimate
the price-elasticities of some important vegetables, cutflowers and potplants.
The estimated market situation of 5 important Dutch vegetables grown in glass-
houges (90-95Z of the total glasshouse production) are (see figure A.4.1):

Tomatoes : elastic market from November untill April included;
’ in-elastic market from May untill October included;
Cucumbers: elastic market from September untill March included;

in-elastic market from April untill August included;
Sweet peppers: elastic market the whole year around;

Lettuce : elastic market from November untill January included;
in-elastic market from February untill October included;
Radish : elastic market the whole year around.

One has to be very careful in uging thege figures, while these egtimations
are mean figures during a longer period in the past. Each year the situation can
be different, due to for instance weather conditions. Especially when the price
elasticity 18 near to =1 (figure A.4.1) it is dangerous to take these figures
for granted.

Figure A.4.1 Price-elasticities to the mouth on Dutch auction (LEI, Vad. 1981)

Product Jan. Febr. March April May June July Aug. Sept. Oct. Nov. Dec.

Tomatoes - - =2 =9 -2.2 «1.9 -1.2 -1.2 -l.1 -1l.1 ~-.4 -

Cucumbers ~ =2 =.5 =1.3 =1l.6 =1.6 =1.6 =1.6 =.7 =.7 =.4 -

Sweet peppers -2 - -.2 -2 =2 =2 =,1 ~-.1 -1 =2 -2 -.2

Lettuce -9 =2.1 ~-2.1 -1.7 Supply of open fleld -1.2 -.6 -.8
lettuce

Radish -1 =1 -4 -4 -4 -3 -3 -3 =3 =3 -1 =)
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Figure 4.9
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Appendix 4.1 Elastic and in-elastic markets

During the last decades the A.E.R.I. gathered a lot of figures about
supply, demand and market prices. Using these figures they were able to estimate
the price—elasticitfes of some fmportant vegetables, cutflowers and potplants.
The estimated market situation of 53 important Dutch vegetables grown in glass—
houses (90-95X of the total glasshouse production) are (see figure A.4.1);

Toma toes : elastic market from November untill April included;
in-elastic market from May untill October included;
Cucumbers: elastic market from September untill March included;

in-elastic market from April untill August included;
Sweet peppers: elastic market the whole year arocund;

Lettuce : elastic market from November untill January included;
fn-elastic market from February untill October included;
Radich : elastic market the whole year around.

One has to be very careful in using these figures, while these estimations
are mean figures during a longer period in the past.. Each year the situation can
be different, dve to for instance weather conditions. Especially when the price
elasticity is near to -1 (figure A.4.1) it is dangerous to teke these figures
for granted.

Figure A.4.1 Price-elasticities to the month on Putch avction (LEI, Vad. 1981)

Product Jan. Febr. March April May June July Aug. Sept. Oct. Nov. Dec.

Tomotoes - - =2 -.9-2.2 -1.9 -1.2 ~1.2 ~1.1 -l.1 -.4 -

Cucumbers - =22 =.5 =1.3 ~1.6 -1.6 <1.6 <1.6 =7 =.7 -=.4 -

Sweet peppers -2 - =2 =2 =2 =2 -1 =l =l =2 =2 =2

Lettuce -9 -2.1 -2.1 =-l.7 Supply of open field =1.2 =~.6 ~.8
lettuce

Redish =-.1 =-.1 -4 =4 =4 -3 -3 -3 -3 =3 =1 =-.
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5. Outlets for fruit and vegetables

5.1 Introduction

The task of trade is to provide for the distribution of
goods from producers to consumers. Traders have to fill up the
gap between the production of goods on a certain place and time
and the consumption of these goods on another place and time. So
trade has to take care of:

- gathering : they have to supply the consumers with a complete
assortment in small quantities;

- pre-packing: producers, transporters, retall trade and con-
sumers all have their requirements concerning
package.

Nowadays traders want to adjust package to all
the requirements by introducing package, which 1s
only to use once, standardization of shapes,
using pallets for transport and storage, etc.;

- transport : not only from the producing to the consuming
country, but alse from importers to retail trade
and consumers;

- importing : customs, unloading the stock, temporary storage,
etca;

- financing, collecting proceeds and paying the producers. Both
commission business and traders, who buy and sell
on their own account, are possible. In the former
case producers have to worry about collecting their
proceeds. In the latter case traders bear the risks
of price-changes and changes in foreign currency.
They also have to finance stocks for some weeks,
while it is not unusual to pay 4 to & weeks after
delivery;

- gquality-control: only some traders are able to influence
quality, others are limited to maintain the
quality-level as good as possible;

- promotion: advertising, sales-promotion, etc.

It depends on the distance between producers and consumers,
the kind of product, etc., how many different trade organizations
have to take care of these tasks and how many outlets the pro-
ducts do pass on their way from producer to consumer in the so-
called distribution channel.

In this session we will consider the way on which the im—
ported fruits and vegetables pass the distribution channel and
which outlets pay a role in this process. We will start at the
pte—import trade level; the outlet, which offers products to tra-
ders in the importing country (importers, etc.). Out of order are
transport to the importing country, forwarding-agents, export and
import regulations, etc.
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The distribution channel of fruits and vegetables from pre~
import trade to consumers is listed In figure 5.1. Whether or not
a product will pass all the listed outlets depends on:

— the organization of pre-import trade;

- the kind of product: perishable or non-perishable, shape,
etc.;

— the organization of trade in products grown in importing coun-
tries;

- the organization of retall trade;

~ the gize of the consumer market in a region or country;

- the way consumers want to do their shopping: buy everything in
one place, keen on low prices, etc.:

- the existence of re-exports to other importing countries.

The distribution channels shown in figure 5.1 are an
illustration of this relationship: the distance from producer to
consumer and the organization of trade (producer-auctions) are
critical for the length of the distribution channel in the
Netherlande.

Since the mentioned critical peoints are different for each
EC~country, it is obvious that the organization of the distribu-
tion channel will also be different. After a discription of the
in figure 5.1 mentioned outlets, we will discuss these differen-
ces and look at the division of the mentioned tasks of trade over
the different outlets {graph 5.9).

Since the production of fruits and vegetables in the Nether-
lands is important on the EC-market, especially in West-Germany,
we will also look at the handling of Dutch produce. In the dis-
tribution channel of Dutch produce, producer-auctions play an im—
portant role (figure 5.1). Producer-auctions of fruits and vege-
tables only handle Dutch produce. Flower-auctions also sgsell im
ported produce. On these auctions flower-prices for the world-
market are determined. The advantages of producers—auctions are
listed in par. 5.8).

5.2 Pre-import trade organization

Pre~import trade organizations are ment to smooth the rela-
tions between exporters or producers in the exporting countries
and importers. Three pre~import trade organizatioms are
distinguished:

a. Marketing Boards, organized by exporting countries.
b. Agents and Brokers: commisslon business.
¢. Representatives of a certain country or exporter.

ad a. Marketing Boards are public bodies set up by the government
of the exzporting country, who charge them with the export
of eertain products. These boards have a monopoly in ex-
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Figure 5.1
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ad b.

ad ¢.

porting certain kinds of fruits and vegetables. They receive
graded products direct from growers, transport the products
to the importing country and organize the handling in these
countries. Mostly they sell the products by using so—called
“"panellist”: importers and/or wholesalers (par. 5.3) who
are selected by the boards. .
Countries who make use of Marketing Boards are among
others: New Sealand (apples), South Africa (apples,
citrus), Isra¥l (citrus, flowers), Maroc {citrus, tomatoes)
and Algeria {citrus). Most of these Marketing Boards have
central offices in the EC to coordinste the handling of
products.

Agents and Brokers only trade on commiesion basis, they do

not buy or sell on their own accounts. They charge about 3%

commission on turnover. Examples of such agents (Courtiers,

Agentir) are:

- 1in Germany (Ktln): GEDELFI - Grosseinkauf, a purchase-
centre for German food-chain stores;

= 1in Denmark: FDB (Faellersforenigen for Denmarks Brugs—

foreniger) a consumer-cooperation.

NAF {Nordisk Andelsforbund) a consumer-co-
operation in Norway, Denmark, Sweden, Fin-
land and Ireland.

- Agents handle most of the exports between the EC-coun-
tries. Exporting countries outaide the EC, which use
brokers are Spain and Eastern Europe. The latter have
sole-distribution to handle their products.

Represgentatives are more or less permanent settlements of
exporting countries in European cities. They have to coor-
dinate and distribute the exported products. Examples are
representatives of the Canaries in Rotterdam and London, of
Spain in Perpignan and a temporary representative of Chile.
The latter controls the distribution and the price-levels
of apples shipped to the EC in the period March-July.

Pre-import trade organizations are not necessary in the

distribution chanrnel of fruits and vegetables (see figure 5.1). It
is also possible that they are integrated with other outlets, for
example importers. So it will not always be possible to recognize

. this

pre-import trade as easy as suggested in figure 5.1.

5.3 Importers
We will mention three kinds of importers of frults and vege-
tables:

1. importers who handle large quantities of produce and sell them
in smaller parts to wholesalers;
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2. importers/wholesalers, who Import swall quantities of produce
and buy produce from other importers, to sell the whole as-
sortment to retail traders;

3. import organizations, who import produce on behalf of their
members (integrated retail trade, chain-stores, ete.).

The last two categories are importers integrated with other
outlets. Par. 5.4 and 5.5 will give some examples of these cate-
gorles.

The number of "real” importers (category 1) in a country
depends on the size and the organization of trade in that count-
ry. In small countries the situation for imported fruits and
vegetables is simple:

- 1Ireland: about 6 importers take care of 90%Z of the total im
ports;

- Denmark: about 4 importers take care of two third of the total
imports.

In the large EC—countries the situation is more complicated.
In these countries there are some enterprises who operate all
over the country, and also a lot of smaller importers. Examples
of large enterprises are:

~ 1in France : Pomona, Omd&r—Dé&cugis, Cle Fruitiére;
- in West-Germany : Harder, Meiser and Co., Qlfo (Scipio-
Gruppe);

- 1in the United Kingdom: Fyffes, Geest Industries, Glass Glover,
Francis Nicholls, Mark Organization and
Saphir.

To describe the "real” importers in a more systematic way,
one has to divide them into:
-~ panellists, who sell produce on behalf of Marketing Boards
(par. 5.2);
- "free" importers, who sell produce of countries without a
Marketing Board.

Both groups can be subdivided to the way they sell their pro-

duce:

-~ on auctions of import produce, these firms are mostly settled
nearby the ports of Rotterdam, Antwerp, Bremen and Hamburg
(fig. 5.2).

- on wholesale markets to wholesalers and retall trade (fig.
5.3); .

- Jdirect to wholesalers and retall trade (fig. 5.3), especially
the deliveries direct to the integrated retall trade are
growing.

Most of the “real” importers ("free" importers and panel-
lists) handle produce of more than one exporting country or
Marketing Board. It is alsc possible that a Marketing Board uses
more than one panellist in an importing country.
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5.4 Auvctions of import produce

The auctions of import produce are situated in Antwerp,
Rotterdam, Bremen and Hamburg (figure 5.4). The main produce sold
on these auctions are citrusfrults and apples. Other more perish-
able import produce, like tomatoes, cucumbers and peaches do not
pass these auctions, since these auctions only function during
one or two days a week.

Although these auctions are still important in the distri-
bution channel of citrusfruits and apples, especially in Belgium,
West—-Germany and the Netherlands (re-export), market shares are
declining. One of the reasons of this decay is the integration of
the distribution channel and direct deliveries to the integrated
retail trade are becoming more interesting for Marketing Boards
and panellists.

5.5 Wholesalers

Wholesalers are mediators between importere and retail trade
(fig. 5.1). The number of wholesalers, who handle fruits and vege-
tableg, varies from country to coutry: in 1975 80 in Ireland and
4,000 in West~Germany. To illustrate the differences between the
EC-countries we will outline the situation in Ireland and in
France. In Ireland one can distinguish the following outlets:

§ retail trade

IMpPOLrter e—igp primary wholesaler
secondary
wholesaler«=@w retail trade

The main task of primary wholesalers is to gather import
products and to supply their customers (retail trade and secon-
dary wholesalers) with a complete assortment of products. The
secondary wholesaler takes care of the distribution to retail
traders in smaller cities and in the country.

In France, next to wholesalers, wholesale markets are im-
portant mediators. Wholesale markets of natiomal importance are
(see fip. 5.4):

- mainly for french products: Toulous-Lalande, Perpignan, Lyon
and Paris~Rungis;

- also for import products : Dieppe, Rouen, Nantes, Bordeaux,
Perpignan, (St. Charles) and Mar-
seille.

These markets are examples of the integration of importers
and wholesalers (see par. 5.3).
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Figure 5.4 . Important wholesale markets for imported fregh fruits and

vegetables
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Although there are differences in scale, in general we are
able to distinguish two kinds of wholesalers in all the EC-coun-
tries:

- collective wholesalers situated around wholesale markets near
big e¢ities, who supply not only retail traders and large-scale
consumers attending these markets, but also the distributive
({secondary) wholesalers;

- distributive wholesalers, who supply smaller wholesale markets
and wholesalers and retail trade situated in the country.

However the number of wholesalers and the Importance of the
wholesalemarkets in the distribution process differs from country
to country (see par. 5.6).

5.6 Wholesale markets

Wholesale markets are medlator between, on the supply side,
importers and wholesalers and, on the demand side, wholesalers
and retail trade (fig. 5.1). Dependent on the size of these
markets one finds 10 to 30 importers, 100 to 400 wholesalers and
100 to more then 1,000 retailers. Since the place of wholesale
markets in the distriboution channel 1s illustrative for the whole
distribution process, we will discuss the situation in all the
EC-countries:

The Netherlands: there are only 3 rather small wholesale markets
in Rotterdam, Amsterdam and the Hague. In some
smaller cities you will find meeting points of
wholesalers, where they exchange information and
products. Reasons for this comparatively small
number of wholesale markets are:

1. small distance: every wholesaler is able to

buy on the import auction in
Rotterdam or to order im-
porters or wholesalers to
bring the needed quantities
within some days;

2. there are only 3 big citles;

3. producer-auctions. Exporters, wholesalers
and some retallers buy a large part of their
stock on the Dutch producer-auctions (see
fig. 5.1) and are situated around them.

Belgium: in this country one finds the same situation as in the
Netherlands: four wholesale markets located in Brussels,
Antwerp, Luik and Gent and Important auction of import
produce in Antwerp.
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Figure 5.5 The main wholesale markets in the United Kingdom
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Denmark:

Ireland:

Italy :

France :

in Copenhagen there is one large wholesale market (RGT)
and around the producer—auctions (GASA'S) in Odense,
Aatrhus and Aalborg one can also find a concentration of
wholegsalers. The reason of the minor function of whole-
sale markets is the strong integration of the distribu-
tion channel in Denmark (par. 5.7).

Ireland has one wholesale market in Dublin, which
handles about 10 to 20% of total supplies. The importan-
ce of this market is declining, due to further integra-
tion of the distribution channel and more direct deli-
verles of importers to wholesalers in the country (see
par. 5.5).

the most Important wholesale markets in Italy are
situated nearby big cities in the north: Milaan, Turijn,
Bologna, Vé&rcna, Genua, Florence and Padua. These
markets handle mainly produce coming from the south of
Italy.

the wholesale markets in France are situated nearby
cities of more then 50,000 inhabitants. In the north-
east, east and centre part, wholesale markets are of
minor importance due to chain-stores, cooperative stores
and "grossiers du service complet”. In region Pari-
sienne, le Nord, 1'Quest, le Sud-Quest and Midi-
Méditarranéen wholesale markets are more important: in
this region there are more traditional retailers

(par. 5.7) and local producers. Important wholesale
markets in France are Paris-Rungis, Marseille, Lyon,
Toulouse, Nice, Bordeaux, Nantes, Strassbourg, Lille and
Rouen (fig. 5.4).

The United Kingdom: in this country wholesale markets are im—

portant, especially those in London {New
Covent Garden, Western International, Spital-
fields, Borough and Stratford) and in Liver—
pool. The location of the other wholesale
markets are showm in fig. 5.5.

West—Germany: The fmportant German wholesale markets are shown in

fig. 5.6. It depends on the export country

(organization of exports and dlstance to West-~

Germany) whether or not they use wholesale markets

as an outlet for their produce:

- Dutch produce go mainly direct to the integrated
retall trade;

- Italy, Eastern Europe and Greece bring most of
their produce to wholesale markets in Minchen,
Hamburg and Stuttgart;
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Figure 5.6 The main wholesale markets in West-Germany
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— Spain and the Canaries make use of the markets in
Hamburg, K8ln, Diisseldorf and Frankfurt am Main.
However most of the Carcarian tomatoes and cucum-
bers go in transit via Rotterdam direct to the
customers.
The market-shares of the West-German wholesale markets aret
=~ 35% of the gupply of tomatoes and cucumbers (Dutch and
Canarian products);
- 40% of the imported apples, especially those shipped to
Cermany via Hamburpg;
- BOX of the peaches from Greece and Italy:
- 502 of the oranges from Italy, Isra®l, Spain and Maroc;
= 50% of the mandarins from spain, Maroc and Turkey;
— B0Z of the lemons from Spain, Italy, Greece and Turkey.

A conclusion of this short analysis is that the wholesale

markets in ¥France, the United Kingdom and West-Germany are still
important for import produce (2 mwarket-share of 50 to 60%). In
the smaller EC-countries they have a smaller market-share.

5.7 Retall trade

In general one can distinguish two kinds of retail trade:

traditional retail trade specialized in fruits and vegetables,
who buy most of thelr gtock through the traditional outlets:
importers and whelesalers;

more general food stores mot specialized in fruits and vege-
tableg, mostly members of large organizatlions. These large
organizations make it possible to Integrate the different out-
lets. Examples are: department stores, chain stores, super-
markets and cooperative stores.

The market-shares of the first group are:

in the Netherlands (50-60%), especially in fresh vegetables
and fruits;

in Denmark (30%), the market—-share for import produce is even
smaller;

in West-Germany (20%), mainly consumer-markets once or twice a
week (16%); _

in France (35%), mainly consumer-markets. The differences be-
tweent the regfions are large: Region Parigi®nne (552) and
Centre-Est (10%Z). The indepent food stores (not specialized in
fruits and vegetables) have a large share of the market (35%);
in the United Kingdom (65Z), local specialized fruits and vege-
table stores (35%).

Lately the market-share of the traditional retall trade does

not decline anymore, since people are more keen on fresh fruits
and vegetables and want more information about for instance pre-~
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paring new produce. However also supermarkets an chain-stores
start to render these services.

Especially in Denmark and West-Germany the integration of
importers, wholesalers and retail traders has gone far. In Den-
mark one chain-store organization (Irma) has a market—share of
ca. 20Z. In West—Germany two of the four largest importers are
connected to chain or cooperative-store organizations: Edeka and
CoBp. (Friitera). Other large retail trade organizations in West—
Germany are Réw& and Spar). Just as "real” importers (par. 5.3),
these retail trade organizations are settled around the harbours
and the larger wholesale markets.

The market-shares of the traditional retail trade will vary
to the kind of product. To illustrate this we will present you a
survey of the Dutch consumer-market in 1981/84 (fig. 5.1).

Table 5.1 Outlets for fruit and vegetables on the retail trade
level in the Netherlands in 1981/84 1) (Market-shares

in 2}
Vegetables Fresh Pre-packed Fruits 3)
2) vegetahles vegetables

Expenses per house-
hold per 4 weeks pfl 19,- Dfl. 15,- Dfl. 3,- Dfl. 21,-
Traditional retail
trade 42 47 25 47
- shop 24 26 15 21
- weekly consumer-

markets 18 21 10 26
Food-stores 55 49 73 45
- chain-stores 12 12 13 10
- multiple shop—

stores 36 30 53 30
- independent food-

stores 7 7 7 5

Growers 3 4 2 8

1) Marktonderzoek PGF, NIAM-panel.

2) Vegetables include fresh vegetables, pre-packed vegetables
and pre—-cut vegetables.

k)) Panel figures of April (12 weeks untill 23/4/1983 included).

As table 5.1 shows food-stores have a large market-share in:
vegetables: a market-share of more then 50% in carrots, leek,
unions, chicory, mushrooms, cauvliflowers, lettuce,
cucumbers, tomatoes and pre-packet vegetables;
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Fruits: a market-share of more then 40% in apples, grapes,
peaches, melons, banana's and eitrusfruit.

In general food-stores have a stromg position in produce of
which one 1s able to plan the supply some time sghead: imported
produce, mass-produced articles {tomatoes, cucumbers) and pro-
duce, which do not need special attention in the shop (pre-packed
vegetables and uniform produce like leek, mushrooms and unions).

Growers and weekly markets have a strong position in fruit
produce which are grown in the Netherlands (apples, pears, straw—
berries, etc.).

Traditional retailers have rather constant market—ghares.
Produce, which are above the mentioned means are: soft fruit,
lemong, pine-apples and some other imported produce (kiwi's and
mango's). Also the market-shares of endive and spinach (302) are
above the mean of vepetables (24X).

This short analysis illustrates the fact that the outlets
for imported fruits and vegetables differ from producs to pro-
duct. Only when an imported product becomes more important and
fits into the whole assortment, food-stores will be interested.
However they want to buy large quantities against the lowest
possible prices.

5.8 Distribution of Dutch grown fruit and vegetables

The distribution of Dutch grown produce differs from the
situation in other EC-countries on two main points (see fig.
5.1):
= the strong position of producer—auctions;
~ the large quantities of produce that are exported.

ad 1. Dutch producer-auctions have a market-share of 95 to 99%
of the total supply of Dutch grown fruits and vegetables.
Some auctions handle mainly export produce (Bleiswi jk,
Westland~Noord, Westland-Zuid and Pijnacker), others are
aiming on the domestic market (Barendrecht}.
Functions of these auctions are:
- to determine prices: prices are determined in public and
buyers have to compete with each other.
Traders are not able to try out indivi-
dual growers.
Minimum prices are introduced teo have a
floor in the market;
~ to gather aupplies : although most of the Dutch growers are
specialized on one crop, it is possible
to buy the whole assortment of produce in
one place. Of course auctions have to
have a certain size to fulfil this func-—
tion;
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- to guard quality : concentration of supplies makes 1t
possible te maintain uniform quality-
standards and to control them in a suf-
ficlent way;

- to collect proceeds: auctions collect the proceeds and control
the creditability of buyers.

So producer-auctions take care of some important functions
of trade (par. 5.1), which saves time and money. Time-saving be-
cause growers do not have to he at the sale and traders spend
less time buying. Money-saving because large quantities and quick
handling make avctions a low-cost outlet.

Next to these main functions, auctions also render cther
services like packing and exporting facilities, storage, etc.

ad 2. The Netherlands have an export of fruit and vegetables of
Dfl. 4.3 milliard. These exports go to West-Germany (52%),
France (11%}, the United Kingdom (12%) and Belgium (10X).
They include Dutch grown produce, produce in tramsit and
re-exports.
About 60% of the Dutch grown produce (fresh vegetables
(Dfl. 2.3 milliard) and fruilts (Dfl. 0.4 milliard)) is ex—
ported.
Because Dutch growers are not able to produce some produce
the whole year around, there are some imports in certain
geasons (tomatoes in winter, apples in spring, ete.). A
part of these imports is reexported or goes in tramsit,
mainly to Germany.
Produce in transit do not pass customs in the Netherlands,
but are sent on to the country of destinatioen.
Reexports do pass customs in the Netherlands. An example is
citrusfruit, which is sold on the auction of import pro—
duce in Rotterdam.

In the Netherlands there are 300 firms exporting fruit and
vegetables and about 550 firms exporting flowers. About 30% of
those firms have a turnover of more than Dfl. 5 million 1).

5.9 Division of tasks among the different outlets

As we have seen in the preceeding paragraphs, there is a
movement towards more integration of the distribution channel.
Advantages of an integration of outlets are among others:

- lower handling costs;
- better quality control.

1) Cijfers en Trends. 50 Branches uit het midden- en klein-
bedrijf. Rabobank 1984.
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Along with this integration the mentioned tasks and respon-
sibilities (par. 5.1) have changed. To illustrate this fig 5.1
has been worked out for six kinds of distribution channels (fig.
5.7).

The first and second chamnel show how Marketing Boards sell
their products.

Channel 1: Paznelligts sell their produce, mainly citrusfruits and
apples, on auctions of import produce in Rotterdam,
Antwerp, Hamburg and Bremen. Buyers on these auctions
are wholesalers and integrated retail-traders. Whole-
saler sell to retail-traders {direct and through
wholesalemarkets) and reexport some produce
(Rotterdam).

Channel 2: Panellists and Marketing Boards sell theilr produce,
also perishable produce, on wholesale markets, to who-
lesalers and also direct to integrated retail traders.
This distribution channel 1s used in countries without
special importauctions and for perishable produce like
tomatoes, while import-auctions only functien once or
twice a week.

Channel 3: Selling citrusfruit and apples on import—auctions
without using Marketing Boards. Suppliers contact im~
porters to handle the produce for them.

Channel 4: Is followed by most of the perishable produce and
mandaring. This chammel is important in countries
without iImport-~auctions.

Channel 5: Integrated Retail Trade, who import their own
supplies, {e only in West-Germany and Demmark signifi-
cant {par. 4.5).

Channel 6: Independent wholesalers, who import their own
supplies, are only of minor importance.

Outlets, who fulfil the mentioned tasks of trade are:

— pgathering : most of this job is done in the third and the
fourth outlet as drawn in fig. 5.7: wholesalers,
wholesale markets and integrated retail-traders;

— pre—-packing: Marketing Board (1, 2), importers (3,4),
integrated retail trade (5) and wholesalers (6)
have to take care of this task. However 1t is not
usual by now, that producers are advised, what
kind of package they should use;

- transport : in almost all outlets, they do tranaport the pro-
ducts. Pre—-import trade and importers mostly
board out this task to for example forwarding
agents. Wholesalers and Integrated Retail Traders
use their own means of transportation;

~ ipporting : panellists (1,2), importers (3,4), integrated
retall trade (5) and wholesalers {6) take care of
the imports and all tasks around it;
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- collecting proceeds and paying producers:

Marketing Boards, who are mostly controlled by the
government, do collect proceeds and pay the produ-
cers the collected amount minus the expenses. In
the other channels it depends on the way the pro-
duct is sold; shared risks, fixed prices or on
commisslon basis. Agents are mostly only
mediators, so exporters have to collect their own
proceeds;

- bearing the risks of changes in proces:

Marketing Boards, panellists, auctions, most of
the importers and some wholesalers work on
commission-base. So producers bear the risk of
price—changes and changes in forelgn currencies
Integrated retail trade and most of the whole-
salers also have to bear a part of the risks of
changes in prices. Especially when a big chain-
store starts a sales-promotion program of a cer-
tain product and a wholesaler has to guarantee a
certain quantity against a fixed price.

- promotion : mostly producers have to promote their own
produce. Sales programs promote a certain product
from a certain country, so the individual exporter
cannat afford to do much about it. Marketing
Boards however have an export monopoly and are
able to do some advertising ot introduce new pro-
ducts. For them it is also easiler to stick to cer-
tain quality standards, since they can charge pro-
ducers for bad quality.

Sales-promotion programs planned by chain-stores and other
integrated retail-traders mostly consist of a competition with
prices. In this way it is difficult to introduce new produce; in-
troducing new produce has to gtart a promotion program of pro-
ducers in a certain country, so they have to cocperate one way or
another.

Table 5.2 shows which distribution channel is the most
satisfactory one for, in this case German, importers and whole-
salers. You see that not only the developed countries (Israél,
USA, Spain, South-Africa) have a high rating, but also countries
with a Marketing Board (Marocco, Israél, South-Africa). Another
country with a high rating is Ivory Coast. In this country the
export of pineapples is also centralized, three export organiza-
tions are in charge of this. Fortunately there are only a few
countries with & low rating: Egypt, Turkey and Rumania.
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5.10 Tmportant outlets in the EC~countries

The most important outlets for imported fruits and vege-
tables are for the different EC-countries:

The Netherlands (fig. 5.8):

- the auction of import produce in Rotterdam accounts for more
than 50%Z of the Imports of eitrusfruit and apples for the
Dutch market (channel 1);

- produce to reexport are tomatoes, cucumbers, apples and some
citrusfruit. As discribed in par. 5.8 only citrusfrult passes
the auction, other produce are exported in transit (channel
5).

Belgium and Luxembourg (fig. 5.9):

- "real” importers (channel 4) handle more than 50% of the im—
ports of tomatoes and citrusfruit. They sell most of these

- produce to wholesalers, traditional retailers and integrated
retail trade. As in the Netherlands, the four wholesale
markets (M) are not important as an outlet for imported fruit
and vegetables (par. 5.6);

— the auction of impart produce in Antwerp (channel 1 and 3}
accounts for 10-50% of the importa of citrusfruit and more
than 50%7 of the imported apples.

Denmark (fig. 5.10):

- integrated retail trade (channel 4) account for 20-30% of
total imports;

- "real” importers (channel 2} handle more than 502 of total
imports.

Ireland (fig. 5.11)
Secondary, distributive wholesalers only have a minor part
of the market for fruits and vegetables (see par. 5.6).

United Kingdom (fig. 5.12)

There are no auctions of import produce in the United King-
dom. Port markets (M) and Inland markets (0) function as mediator
between, on the one side, importers and panellists and, on the
other side, distributive wholesalers and integrated retail trade.

Marketing Boards {channel 1) have a large share of the mar-
ket for apples and oranges. Agents, representatives, importers
and importer/wholesalers account for more than 50% of the import
of tomatoes, cucumbers, peaches, mandarins and lemons
(channel 2).

France (fig. 5.13)

Wholesalemarkets account for the major part of the imported
fruits and vegetables, it does not make much difference which ocut—
let (channel 1 or 2} does import these produce.
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West-Germany (fig. 5.14)

Agents and importers account for the major part of the im
ported produce. Most of these produce will also pass the whole~
galemarket (par. 5.6).

Integrated retail trade handles about 20-30% of the imported
fruits and vegetables (channel 5).

The auctions of import produce in Bremen and Hamburg handle

more than 50% of the imported apples and 10-50% of the imports of
citrusfruit.

The import of fruits and vegetables in Italy from countries
outside the EC is of minor importance.
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6. Imports and exports of exotic and out—-of-season
fresh fruit and vegetables

One of the moet important West European markets for exotic
and out-of-gseason fruit and vegetables is the market of the
Federal Republic of Germany. This is evidenced by ite large popu-
lation of about 60 million inhabitants, high income per capita
and stable currency. This market will be given additional attent~-
ion by describing the Western European market.

Among the different out-of-season fruit and vegetables
offering opportunities for export to the EC-market, most of the
information is given about sweet peppers, aubergines and melomns.
As regards the different exotic information is given about pine-
apples, avocados, mangoes and kiwis.

Some data are also given of other out—of-season and exotic
produce.

6.1 Sweet pepper
Federal Republic of Germany: in the Federal Republic of Ger-

many in 1982 sweet peppers are imported to the amount of
194.000.000 DM. Sweet peppers are imported during the whole year

Table 6.1 Federal Republic of Germany: Imports of fresh sweet
peppers x 1000 kg

Month 1979 1980 1981 1982 1983 Percen—
tage
index
1979=100

January 4867 5809 5476 6138 6673 137

February 4996 4484 4601 6363 6521 131

March 4267 4164 4099 7189 5065 119

April 4840 5049 4627 6464 6635 137

May 6885 6653 7626 7426 8904 129

June 9300 8090 9457 8916 10171 109

July 10007 10597 10606 10042 11513 115

August 12009 11731 11992 12437 13245 110

September 20228 19396 18536 17681 17067 84

October 15701 19068 16325 12336 13602 87

November 6188 7926 6429 7380 9363 151

December 4387 4625 4648 5606 - -

Total 103675 107592 104511 107977 (10B759)

Percentage 100 104 101 104 (105) 110 1)

1) Estimation.
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with a peak in summer. In the five-year period under review the
import increased with nearly 10 per cent as appears from the data
tabulated before. In the period under review Spain supplied ever
larger quantities. In 1983 Spain became the leading supplier to
the Federal Republic, accounting for 36,000 tons or 38 per cent
of the market (table 6.2). The Italian supply decreased in summer
(open field production) and in particular in the period outside
the summer (plastic and glasshouse production)} (see appendix
6.1).

Table 6.2 Federal Republic of Germany: Imports of fresh sweet
peppers, by origin x 1000 kg

Origin 1979 1980 1981 1982 1983

up to and

including

November
Spain 5198 10036 11763 26008 { 35929)
Italy 45159 48064 38219 35699 ( 28207)
Netherlands 9648 9705 9480 12311 ( 14171)
Greece 14858 7370 7796 3444 ( 4556)
Hungary 5255 7732 10059 8974 ( 6419)
Roumania 1507 2013 2427 2788 ( 4016)
Bulgaria 31%6 3555 1142 1255 ( 2221)
Yugoslavia 1311 2106 1616 554 ( 373)
Turkey 740 1140 1795 2783 ( 4346)
Israel 6688 7059 4446 4517 ( 2013)
The Canaries 5512 5126 6516 7255 ( 4572)
Morocco 1378 1188 1097 529 ( 46)
France : 313 273 1081 870 ( 1240)
Other countries 2912 2189 1069 990 ( 632)
Total 103675 107592 104511 107977 (108759)

The Spain supply interfere with the off-season trade.
Isra¥l, Morocco and other far away situated production countries
fell back also.

England, Sweden, Norway, Finland, Denmark and Belgium: in
England sweet peppers are only produced in glasshouses with an
area of 48 hectaren in 1979 and 55 hectare in 1982. In the other
countries the glasshouse production is limited or negligible. In
all named countries the imports increased in the period con-
sidered (table 6.3). Again Spain grew very rapidly, the same is
true for the Netherlands. Italy and far away countries are mostly
losers.
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Italy: ino Italy the area cultivated with sweet peppers decrease,
the total production decrease also in the four-year period
under review (8Z) as shown in table 6.4. Nearly 20% of the
production is from glass/plastic houses and about 30,000

tons 1s for industry.

Table 6.4 Italy: sweet pepper (x 1000 kg)

1979 1980 1981 1982 1983
Area x ha 19800 19400 18800 19100 18400
Total production 481000 470500 455800 449600 444900
Exports: total 72958 71594 59875 56065 -
of which:

- Federal Republice
of Germany 52733 53438 42405 139985 -
~ Swiss 7164 6280 5900 5883 -
- Fraunce 4851 4640 - - -
~ Austria - 2201 1588 1716 -

The decreasing exports are caused by the competition of
Spain and by an increase of the demand in Italy itself. An indi-
cation about this i{s the increasing import. In the first 7 months
of 1983 the import increase from 1650 to 2460 tons.

Spain: this country is the largest European producer and the
largest exporter of sweet peppers at this moment. France
is the most Important import country of agrarisch sweet

peppers.

Table 6.5 Spain: sweet pepper {x 1000 kg)

Destination 1978 1979 1980 1981 1982
Area x ha 29700 28600 26900 27800 -
Total production 522400 538300 554800 570700 559300
Exports: total 1) 27725 38719 55620 74802 -

of which:

- Federal Republic

of GCermany 2021 4087 14402 13620

- Netherlands 4793 8164 10005 15400

- France 16529 20559 19207 30811

- England 3857 4899 4729 9283

- Swiss 546 476 565 2373

1) Including Canary Islands.
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Canary Islands: in 1982/83 the growth stagnated. The expansion of
the Spanish continent is apparently stronger.
Only on the English market the losses are small
(smaller difference in transport time).

Table 6.6 Canary Island: exports of sweet peppers x 1000 kg

Period 1979/80 1980/81 1981/82 1982/83 1983/84
October 40 72 246 38 { 2)
November 465 817 1385 1055 { 194)
December 796 1787 942 1219 ( 989)
January 1614 3332 3509 1707 (1892)
February 2331 2637 3976 2389 (2660)
March 2316 2362 3258 2586

April 1720 1982 1591 2030

May 362 365 670 843

Total 9644 13354 15577 11867 (5737)
Destination:

- Netherlands 6663 8080 9914 7209 (3114)
- England 2862 3965 5307 4653 {1598)
— Other countries 119 1309 356 5 (1025)

France: the production in France increased a little (table 6.7).
In the five-year period under review there was nearly a
doubling of the export (table 6.8). In the same period
the import increased stronger, with 10,000 ton. The im-
port out Spain pushed away the import from Isra¥l, Italy
and African countries (table 6.9).

Table 6.7 France: supply figures of the markets. Chateaurenard,
Cavaillon and Carpentras x 1000 kg

Period 1979 1980 1981 1982 1983
May 2 35 97 76 70
June 355 437 539 521 444
July 1272 1073 972 1174 1120
August 2067 1993 2375 2209 2344
September 1210 1396 1417 1602 1452
October 961 1409 18386 1674 1577
November 205 382 221 540 588
December - 34 5 4 9
Total 6072 6759 7462 7800 7604
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Table 6.8 France: exports of fresh sweet peppers 1)} x 1000 kg

Destination 1979 1980 1981 1982
Total 2769 2561 5161 5146
England 449 423 2378 495
BLEU 916 688 1165 1338
Federal Republic of Germany 766 739 438 2181
Swiss 254 356 410 478
Netherlands 321 209 351 204
Italy 19 93 324 307

1) Including freeze.

Table 6.9 France: imports of fresh sweet peppers x 1000 kg 1)

Origin 1978 1979 1980 1981 1982

Total 26292 28300 29314 34205 38692
of which from:
- Netherlands 122 47 123 87 50
- Spain 15870 20286 22268 29377 34639
- Italy 5330 4316 4529 2959 2759
- Mprocco 1001 1286 743 649 = 329
- Canary Islands 178 246 . 60 .
- Isragl 1282 556 538 320 143
- Cuba 459 645 423 124 126
~ Senegal 978 451 120 183 361
- Mali 425 336 130 282 64
- Kenya 203 103 71 47 .

Netherlands: due to climate sweet peppers cannot be grown in the
open ground in the Netherlands. The glasshouse pro-—
duction has increased rapidly. The total production
increased by 62 per cent during the period 1979-1983
with 26,910 tons in 1979 and 43,649 ton in 1983
{table 6.10). The quantities produced at the moment
have influence on the market structure. However, the
productions season falls mainly during the summer
nonths, so that these supplies do not seriously
interfere with the off-season trade.

General remark: Different scurces are used, sometimes export
figure differs for the same import figure of
export of sweet peppers from Spain to France and
the imports of sweet peppers 1n France {tabel 6.5
and 6.9).
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Table 6.10 Netherlands: auction supply (x 1000 kg) and prices
{ct/kg) of fresh sweat peppers

1979 1980 1981 1982 1983
sup- price sup— price sup~ price sup~ price sup- price
ply Ply Ply Ply ply

January 103 465 95 509 90 658 51 526 18 512
February 4 500 2 250 7 595 5 494 3 492
March 635 477 575 575 718 673 541 540 1002 645
April 2108 476 2186 503 1974 700 2399 606 3032 594
May 3640 335 3872 436 3474 554 4842 470 3879 633
June 3620 245 3814 344 4042 306 4668 361 4910 332
July 3301 230 3701 231 4250 256 4907 263 5838 319
August 5013 169 4636 276 5440 24B 6921 198 8195 198

September 3001 240 3707 201 3834 236 4860 213 5673 223
October 3411 308 4446 237 5072 260 5827 261 6771 176
November 1568 364 2368 315 2487 287 2484 300 13281 195
December 506 435 879 464 808 415 675 516 1048 349

Total 26910 284 30299 316 32196 336 38190 315 43649 309

The export of fresh sweet peppers produced in the Nether-
lands increased, with 32,915 tons in 1983 (table 6.11). With the
export of 14,505 tons the Netherlands are the third largest ex-
porter to the Federal Republic of Germany and with 7,756 tons the
leading supplier to England.

Re-exports of sweet peppers in the Netherlands is important
and directed to neighbouring countries, in particular Federal
Republic of Germany (table 6.12).

The imports rose by 125 per cent in the five year period
covered by table 6.12, to reach 18,852 tons in 1983. Of the im-
port was re-exported 54 per cent in 1979 and 71 per cent in 1983.
In 1979 Canary lIslands was by far the leading supplier, in 1983
the Canaries and Spain were both large importers. The imports
from Isra#l, United States, Ethiopia, Senegal, Scuth Africa
declined in the five year surveyd. The off-season exports con-
sists partly of high quality sweet peppers grown in hot-business
and partly of re-exports.

The re-exports have developed thanks to the Netherlands
central location in Europe and to the excellent system of commu-
nications that links the Netherlands with all major European
cities. An other reason for the growth of Netherlands exports is
that the port of Rotterdam is particularly well equiped to handle
shipments of fresh fruits and vegetables. This and the know how
it has acquired make Rotterdam as favourite point of unloading
for exporters of fresh produce.
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Table 6.11 Netherlands: exports of sweet peppers, by destination

x 1000 kg
Destination 1979 1980 1981 1982 1983
Federal Republic of
Germany 9648 9705 9482 12311 14505
England 3264 4677 6214 6822 7756
BLEU 1538 1880 1704 1870 2069
Sweden 1228 1364 1470 1837 1775
Norway 1225 1229 1510 1707 2011
Finland 1631 1796 2262 2290 1410
Denmmark 823 630 519 470 704
Swiss 325 270 263 291 449
Austria 120 153 152 143 244
Ireland 74 185 208 324 634
France 84 132 100 72 162
Other countries 2 6 32 108 1) 1196 2)
Total 19962 22027 23966 28245 32915

1) Of which Arabia 80 tons, United States of America 20 tons
and Canada 3 tons.

2) Of which Arabia 208 touns, United States of America 557 tons
and Canada 416 tons.

Prices

Prices payed by retallers and other buyers on wholesole
markets in the Federal Republic of Germany for fresh sweet pep—
pers are illustrated in appendix 6.2. Consumers are generally
very price- and quality conscious. The great price differences
between Dutch and Italy produce are caused by quality aspects.

Prices for sweet peppers fluctuate substancially during the
yvear, which reflects variations in the supply situation but they
always follow the same pattern with the lowest price in summer
and higher "prices” in winter time, reaching a peak in January/-
February.

6.2 Aubergine

Table 6.13 shows the Federal Republic of Germany imports of
fresh aubergines by during the period 1979-1983. The total im-
ports increased from 9.9 to 11.7 million kg in 1982. Aubergines
used to come only from producing countries in Southern Europe or
from other countries with similar climate. Aubergines is now
supplied in ever larger quantities by the Netherlands as well
(table 6.14). The Netherlands ranked second among all the
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suppliers with 3,795 tons or 32 per cent of the market in 1982,
The season for Netherlands aubergines extends from March to
November (table 6.23), with a peak period in the summer months,
soa that these supplies do not seriocusly interfere with the off-
season—-trade. The Netherlands substitute imports from Italy and
make use of the increasing demand. In the winter months Isra¥l
losed to benefit of the Canaries and Italy. Despite the low Dutch
prices Turkey increased imports.

On wholesale markets in Germany the price payed in August
1983 amount £ 2,68 for one kg Dutch aubergines and f 1,78 for
aubergines imported from Italy. This difference is caused by
quality. Prices for aubergines follow always the same pattern,
with the lowest price in summer and high prices near winter time
{table 6.15 and 6.23).

Throughout the period studied, the Netherlands has been the
largest supplier to England (table 6.17). This country's relative
share rise from 24 per cent in 1979 to 41 per cent in 1983. Til]
1982 the Netherlands oust competition from the market and benefit
by increasing demand. In 1983 in particular Kenya increased ship-
wents.

In France the total lmport market is rather stable. The
Netherlands more than doubled exports to France in 1983
(table 6.19).

In Italy the area with protected (plastic) cultivation
(Sicili#) increase, by this exports of aubergines in winter
months increase. Italy has a very large open field production in
the summermonths (300,000 tons), a very small part is exported.

6.3 Melon

In the period studied the imports in the Federal Republic of
Germany increased very strong, Spain has become a big supplier to
this market, accounting for 34 per cent of the market in 1983.
Italy i{s still the major supplier of this item accouating for
38 per cent of the market. In England Spain is with a share fo
75 per cent of the market the leading supplier. Imports from
Spain to England increased from 30 millions kg in 1978 to 63
million kg in 1983 (table 6.25).

In the Federal Republic imports existed of water meloms for
81 per cent, in England this is 20 per cent. There is stromg in-
crease of demand in England, especially in Christmas time {South
Africa).

In the Netherlands production of melons — all under glass —
was 3.6 millions kg in 1983 compared with 2.2 millions five years
earlier. The main production season is June, July, August,
September and October (table 6.26), with highest prices in June
and July. Price variation is caused also by type and size. On the
auction "Westland Nord” the average price for one melon (ogen—
melon) with six in a box amounted £ 3,17 in 1982 and f 2,67 in
1983, for twelve in the same box the price amounted respective
f 1,63 and £ 1,80.
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6.4 Vegetables and fruit with a short production season

Bij domestic production and at the same time imports, com-—
petition is mostly in advantage to the first named. Exporting
before and after the natural season offers the best opportunity
to countries looking for increasing their exports of fresh fruits
and vegetables. In appendix 6.3 the supply patterns are showed of
horticultural produce produced in the Netherlands, all with a
short supply period.

Fresh aparagus are marketed in two months (May and June). In
the other ten months there is no fresh home production. The Dutch
consumers prefer fresh above camned, they are prepared to pay
high prices for high-quality produce. As table 6.30 shows aspara-
gus are produced also in Greece (April, May), Spain (March,
April, May), France (April, May and June)} and South Africa in
October and November. Imports in the other months are very small
or negligible.

Some of the various names by which the pods of Phaseolus
vulgaris L is known are french beans, bobby beans, needle beans,
green beans and snap beans. Frenche beans are most in demand on
nearly all the European markets. French beans are the lowest
priced variety. There is also a great demand for fine and extra-
fine needle beans (haricot verts). These are imported at high
prices. Western Europe is largely self-sufficient in french beans
from May to November {(table 6.28).

6.5 Pineapple

Ivory Coast is the biggest supplier of fresh pineapples to
the European market. Of the total imports in 1982 this country
accounted for 91 per cent in France, 94 per cent in the Federal
Republic of Germany and 98 per cent in the Netherlands. France is
the leading importer with 29 million kg, followed by the Federal
Republic with 12 million kg in 1982. In the period studied
imports are irregular as shown in table 6.43 and 6.5!. There
seems to be a stagnation, but this is only temporary. In 1981 the
market 1s oversupplied, hence the low prices in that year. Quan-—
tities supplied in 1983 are on the level of 1981, but prices are
better. Much better information about the relation supply and
demand is showed Iin figure 6.1. In December 1982 a higher supply
of 23 per cent in comparing with December 1981 goes together with
a much higher price. By a much higher supply of 48 per cent in
December 1983 in comparing with 1982 the price remained on the
same level. In the months September (9), October (10) and
November (11) with a supply of about 600,000 kg per month the
price increased with about f 0,45 per kg in 1981, £ 2,00 in 1982
and £ 2,40 per kg in 1983. The demand of fresh pineapples In-
creased yearly, this found expression in a higher price by the
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same supply or an equal price by a higher supply. Quantities
supplied to the European market may only increase steadily from
year to year.

During the summer months, in particular July and August,
when the supply of cheap domestic fruits is abundant, the demand
for pineapples 1s reduced. In this period only small quantities
are demanded on a reasonable price level. An increase in demand
took place also in these two summer months.

6.6 Avocado

Isra&l 1is the major supplying country of fresh avocados to
the EC—markets. Of the total imports in 1982 Isra¥l accounted for
60 per cent in France, 62 per cent in the Federal Republic of
Germany and 65 per cent in the Netherlands. South Africa ranked
second amcng all suppliers.

South Africa, a minor supplier, exports from March till
October. For fresh avocados France is far away the most important
matrket with 41 million kg in 1982 and 51 million kg in 1983.
Quantities supplied in 1982 into the Federal Republic amounted
2.8 and in the Netherlands 2.0 miliion kg (table 6.44, 6.50 and
6.54). Imports of avocados into the Federal Republic of Germany
are very small, especially when compared with imports into
France. In 1971 466,000 kg avocados are imported in the Federal
Republic, twelve years later it is sixfold. In 1979 this market
is oversupplied, resulting in low prices. In 1982 the price
remedied with a greater supply. The stagnation on the Germany
market in 1980 and 1984 was temporary. In figure 6.1 the relation
between demand and supply on the Dutch market is showed. In the
months 9(September) and 10(October) an increasing of the supply
gives an increasing of the price. The same 1is true in several
other months, in winter as well as in summer.

6.7 Mango

High—quality mangoes can be grown during a short period
only. Owing to seasonal differences between area, many countries
import mangoes into the Western European Markets, each with his
own supply perlod. Table 6.47 classifies imports of mangoes in
France per month, by origin, in 1983.

French imports of fresh mangoes have risen by two-thirds in
the period of review, 1981-1983, and reached 4,1 million kg in
1983. In 1971 it was still 0.4 million, in twelve years imports
of fresh mangoes in France is tenfold.

Upper Volta is the principal suppllier to France with a
market share of 22 per cent in 1983, closely followed by Mali
with a share of 19 per cent. Ivory Ceast is the third supplier
with a market-share of 10 per cent. Last named country increased
imports in 1983 eighteenfold in comparing with 1982. Upper Velta
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and Mali supply the market in the months March, April, May, June

and beginning July. Ivory Coast starts in April and ends in July.
The export seasons are the same or almost the same, consequently

the supplies of these three countries interfere together. Mexico

is the fourth supplier with a market share of 9 per cent. Mexico

supplies mangoes over a long period, with a main supply in June,

July and August.

Minor quantities are supplied by Egypt (September), Israél
(September), Senegal (May-July)}, Guinea {April-July), Congo
(November-January), Kenya (October-April), USA (July~September)
and Hzitli (March). There 1s no gap in the flow of supplies and
mangoes are imported regurly throughout the year with a peak in
April and especially in May.

The imports of mangoes into the Federal Republic of Germany
are small in comparing with the imports into France and irregu-
lar, with 0.9 million kg in 1979 and 0.7 million in 1982. In 1982
Kenya has been the major supplier of mangoes to the Federal
Republic with a market-share of 20 per cent, followed by Mali and
Mexico each with a market-share of 14 per cent. In the recent
four-year period covered by table 6.52 imports from South Africa
and Mexice declined strong, while Brazil, Isra¥l and other
countries increased.

The imports of mangoes into the Netherlands amounted 1.3
million in 1981 and 1.9 millfon in 1983 (table 6.54). Mali is the
largest supplier, accounting for 0.9 million kg or 46 per cent of
the market in 1983, followed by Mexico (13 per cent) and USA
(9 per cent).

The average unit value in the Federal Republic of Germany
amounted in 1981 £ 3,97 and in 1982 £ 5,07 per kg. In the Nether-
lands the average unit value was in 1981 £ 3,55 and in 1982
f 5,11. In the Netherlands there is again a high value in 1983,

f 5,09. More information about the unit value can be got from
figure 6.2, In the three-year-period under review exist a strong
rise of demand in the months April, May and June. In May, 24 per
cent of the total year imports in 1983, supply increased with 27
per cent from 1981 to 1982, the price increased with 75 per cent.
Supply increased in 1983 with 12 per cent and the price remained
the same. This development is only possible by increasing of
demand. The same is true for April and June. In the other months
the demand is much lower, recognizing in much lower supplies for
same prices. This can be caused by consumer behaviour or it may
be quality aspects.

6.8 Kiwi
In the recent three-year period imports of kiwis into the

Netherlands rose by 64 per cent, 4.5 million kg in 1981 and 7.5
million kg in 1983. New Sealand is by far the leading supplier of
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kiwig into the market, accounting for 4.7 million kg in 1983 or a
matket share of 63 per cent, following by USA with a market-share
of 17 per cent.

New Sealand supplies kiwis almost all the year around, ex-
cept the months March and April. The supply is low in the begin-
ning of the year, while USA's export season extends from December
to April. Kiwis are imported regularly throughout the year.

The imports of kiwis into the France market is doubled in
1983 in comparing with 1981 (table 6.45). In 1983 New Sealand
supplies 1.9 million kg.

The average unit value is very high (table 6.54). On yearly
bases the price in 1981 amounted f 6,70 per kg, in 1982 f 8,57
and in 1983 £ 6,68. Supply and demand (prices) per month are
showed in figure 6.6. In several months (6, 7, 8) there 1is a
higher supply and a higher price in 1983 comparing with 1982 or
with 1981,

6.9 Other exotic produce

Table 6.54 shows the Netherlands imports of other fresh exo-
tic produces during the period 1981-1983. Some of these commodi-
ties have an increasing supply (papaya), others remain on the
same level or decrease. Data about imports of papaya into the
Federal Republic of Germany are showed in table 6.53.

More figures are showed of various and not described produ-
ces. Figure about imports of apples, cauliflower, cumcumbers,
strawberries, tomatoes, grapes, onlons, oranges, peaches,
carrots, hot-pepper, lychee, papaya and coconut see tables in the
last part of this chapter.
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Table 6.13 Federal Republic of Germany, imports of fresh auber-
gines x 1000 kg

Period 1979 1982 1983
January 355 583 489
February 448 518 479
March 524 862 692
April 756 979 814
May 1054 1135 1071
June 1095 1281 1404
July 1411 1427 1349
August 1179 1376 1588
September 990 1240 1220
October 1050 1051 1138
November 606 681 914
December 388 563 - 1)
Total 9856 11696 11158

1) Unknown.

Table 6.14 Federal Republic of Germany, import of fresh auber-
gines by origin x 1000 kg

Origin 1979 1981 1982 1983

Italy ‘ 4293 5782 5534 4664 1)
Netherlands 3101 2919 3795 4371

The Canaries 570 966 1052 744 1)
Spain 58 315 168 293 1)
Isradl 1217 442 377 117 1)
France 2) 355 438 277 -

Turkey 112 234 404 503 1)
Other countries 170 113 89 433 1)
Total 9856 11209 11696 11158 1)

D) Excluding December.
2) Including Martinique and Guadeloupe.

101



Table 6.15 Federal Republic of Germany average prices payed by
buyers on wholesale markets for fresh aubergines in

gld/kg
Period 1979 1982 1983
Nether- Italy Nether— Italy Nether— Italy
lands lands lands
March 7.30 4.18 8.04 4.00 6.99 4.61
April 5.88 3.82 5.82 3.84 6.01 4.08
May 4.20 2.53 4.99 3.27 5.47 3.62
- June 4.03 2.23 4.31 2.75 4.17 2.86
July 2.85 1.62 3.11 2.00 3.40 2.16
August 3.19 1.44 3.70 1.74 2.68 1.78
September 4.01 1.51 4.31 2.01 3.86 1.89
October 4,35 1.64 5.48 2.14 4.75 1.96

Table 6.16 Fngland, imports of fresh aubergines x 1000 kg

Period 1979 1982 1983
January 287 351 380
February 310 280 374
March 245 378 412
April 319 466 509
May 452 624 536
June 265 383 484
July 407 501 391
August 449 545 515
September 345 413 392
October 434 415 572
November 386 o 344 440
December 224 ‘ 425 415
Totaal 4123 5125 5420
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Table $.17 England, imports of fresh aubergines by origin

x 1000 kg
Origin 1979 1981 1982 1983
The Netherlands 1005 2011 2475 2220
The Canaries 908 1139 1279 1263
Kenya 632 558 572 1000
Cyprus 777 195 101 38
Isragl 405 201 213 184
Usa 165 60 14 18
Spain 69 115 20 227
Italy 40 42 64 120
France 20 185 136 84
Other countries 102 291 257 265
Total 4123 4797 5125 5420

Table 6.18 France, own production of fresh aubergines, supply
on some growers markets in the Provence x 1000 kg

Period 197% 1982 1983
June 323 580 454
July 958 1566 1093
August 1769 1797 2019
September 1200 1555 1204
October 747 888 1059
November 73 135 107
Total 5079 6521 5836
1 Cavillion, Chateaurenard, Carpentras, Avignon.
Table 6.19 France, imports of fresh aubergines by origin

x 1000 kg
Origin 1979 . 1981 1982 1983
Spain 7044 10058 8002 - 1)
Guadeloupe 3490 3248 3724 -
Italy 2406 2481 2931 -
Netherlands 742 724 843 1756
Martinique 1644 605 504 -
Israel 385 689 437 -
The Canaries 367 93 326 -
Morocco 182 75 . -
Other countries 74 77 25 -
Total 16334 18050 16092

1) Unknown.
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Tables 6.20 France, exports 1) of fresh aubergines x 1000 kg

Desgtination 1979 1981 1982

Belgium 438 503 305
Federal Republic of Germany 96 164 145
England . 124 90
Swiss 92 111 58
The Netherlands n 349 152
Other countries 30 15 6
Total 987 1266 756

1) Including re-export in wintertime.

Table 6.21 Belgium, imports of fresh aubergines by origin

x 1000 kg

Origin 1979 1981 1982 1983
The Netherlands 404 384 482 669
Italy 518 476 405 - 1)
France 455 480 300 -
Israil 175 - . -
Other countries 15 112 126 -
Total 1567 1452 1313

1) Unknown.

Table 6.22 Italy, exports of fresh aubergines by destination

x 1000 kg

Destination 1979 1980 1981 1982
France 2369 2245 2483 2864
Federal Republic of

Germany 4641 5136 7321 5736
Swiss 797 762 774 -
Austria 422 . - 530
Other countries 503 938 1306 1631 1)
Total 8732 9081 11884 10761

1) ©Of which for Belgium 687.
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Table 6.24 The Netherlands, exports of fresh aubergine by desti-
nation x 1000 kg

Destination 1979 1982 1983
Federal Republic of Germany 3100 3795 4371
Belgium 389 482 669
England 1005 2475 2220
Sweden 146 245 222
France 742 843 1756
Swiss 143 156 137
Denmark 117 167 246
Austria a0 84 129
Other countries 48 131 195 1)
Total 5720 8378 9945

1) 0f which Norway 60, Finland 47, Ireland 52 and Arabia 31.

Table 6.26 The Netherlands, fresh melons, own production

(glasshouses)

Auction supply Auction prices in

x 1000 kg guilders per 100 kg
Period 1978 1982 1983 1978 1982 1983
May 21 20 31 365 437 349
June 110 142 149 286 361 266
July 415 643 784 260 301 266
August 968 1484 1738 178 222 227
September 465 514 767 131 255 197
October 160 108 155 145 209 204
November 13 4 2 - - -
Total 2152 2915 3626 188 253 231

106



*12quedaq fugpnioxy (1

SG08T 96811 0£91Z O0SE6T OCLEl Tysh8 HZ#S9 O0LS9y 00186 00858 0000 TPI0L
»0tZ 971 69T 00z osYy ci8 YeEl 0989 008 0081 Q06 82713Uun0d 13Y30
» . . . . <ot %6h . . . . Hﬁmﬂuhcm
* ) * ‘ . 9:TA NN 01 . g . 17881g
. - . - - ﬂm QH Oh » - * —.-Hﬂm
* ) : ‘ . L9 Lot o091 ¢ . . PIqENTO)
i ’ ‘ ‘ * ey 9Lt 0sYy * * * snadin
* * * * : * * * 000 0081 007 Lanan]
* * ’ . ' ¢ ‘ * 004 * 009 Lxedung
FA 11 1374 ‘ - * 10% 67S 0ot 00¢ 001 001 BPURTIIYISGN a4l
* * 019 008 ‘ . : * * : ' ¥sn
» - ﬂ.ﬁ Oh Om » L] . . - . HOﬂgWH
- * 0el * 0Lt 6£91 Livl 086 * * * IO
* ‘ Fax4 061 06 %96 €TL 009 ooy ooy 00% BOTIIV Yyanosg
65Z 161 F49 ] 061 . . ’ 001 * ooy tefauag
. . . - o1l . . . . . . u&h’ﬂ
08L 68 786 096T 0801 11949 €999 00Z.[ OO06F 00£g8 0069 1agasI
: . 6T% 09, 0zZE . . - . . . Ausmyas Jo
orrqnday teaapag
. . . ol o1 . - . . . . .Tﬂ—ﬁ.ﬂﬂﬂu
* * ¢ 001 o%e * * * ‘ ¢ . aniftag
0676 $895 6907 0512 095 6067 wye 0zZ 0041 0ozt 00L uray
* * [A 42 0021 oL TL82 : 7413 082 009¢T 0091 008Z1 avaaad
153318 8712 96€C 0tst 0642 000t 9T8T oest Qo%it 0061E OO0TZE £1eat
GG0E L2997 BOSIT €928  08.S 69%t9 %HZTITY O%TOE O000EE O00LST O00EHT uyeds
(1

861 BL6T €861 7861 8L6T £861 7861 8i6l €861 1861 861

Aupmass jo
mniETeq SpuBTaaYIaN 2L pueTuy o11qnday twiapagy ut8ta0
1 o001 x urfrio £q sworsm ysaxy jo siyxodwy ¢zZ*g arqel

107


http://00.fi

Table 6.27 Area and production of melons in South Europe

Produce Area ha _ Production z 1000 kg

Spain Italy Spain Italy

1978 1981 1978 1982 1978 1981 1978 1982

Sugar melon 66100 63300 12800 13100 667500 820600 302100 314800
Water melon 27800 28700 24000 22400 496200 558300 756000 754400

Production x 1000 kg

France

1978 1982
Open field 135200 166500
Protected crops 45000 55500
Table 6.28 Supply and prices of French beans
Period In the Netherlands on the auctions

Supply x 1000 kg Prices in guildérs
per 100 kg

1981 1982 1983 1981 1982 1982

July 2110 3330 1895 193 104 244
August 4120 4480 4837 108 90 98
September 2810 2880 2740 106 92 101
October 710 670 1000 202 181 166
Total 9790 11360 10572 133 100 132
Country Area in hectares Production x 1000 kg
1981 1982 1983 1981 1982 1983

The Netherlands 5460 6410 4655 66800 76400 1) 57600 2)
Federal Republic

of Germany 4020 4150 3370 39900 43100 32200
Italy 3) 35400 36200 34600 199700 193200 171000
France:

- fresh produce - - - 41500 43200 -
- industry - - - 129700 150800 -

1) 0f which contract {industry) 80 per cent.
2) ©of which contract (industry) 67 per cent.
3) Including runner beans.

108



o0t ¥'0 8'0 90 z'o z'0 8‘0 'tz ¢ty g'vz  T'Z 0 0 4
zay'vT 618'L1 T9 191 Lot e Ty 9s1 gET'y THT'R QIVY  66% 9z < Tea0L
€29 1L (2] 1L 1¢ T v 1 911 £z H4A vE Tt 4 8a3y3p
902 828 - - - - - - 0 682 08t 65T - - eyedg
£1T 11:14 6 9L i 114 - - - - - - - BIT1IV YInog
080°t  65E'T - - - - - - 41 19 £99 9 - 29919
10c'e  veB't 1 0 - - ec 901 00z 96%°t 81 1 H4 - SPURTIAYIGy oyl
6506  gvg'or ! 0 z 0 o &Y POB‘T 0Z9'S TET'E TIT 01 - adueay
z861 £861
T8I0l 1®I0] +23( *AON 2y +3dag 3ny  Amnp  sunp  ARH cady 31y *qag  cuep

(8% 0001 X) ¢£861 uIFTI0 £q yjvom 1od enfexedss jo ejaodmy “Lusmrag Jo ITrqndsy TvIaped Q¢*9 IT4R]
L 001 0's 60T 091 66 s 1°¢ Ls Lot 28 0‘s 8%¢ 6'y z
9C6°LEC SO 6L9 BTLEE 86T %L £19°80T £T6°99 TSS°SE BEE'YE €96°8C [5L°TL ¥6£'99 [LG°YS £55°6E LLE°EE Te30]
698 TZE'BE 965°T 98’9 ELvfOT T€6'S [T 8 i e 65¢ €96 304 122 419430
- SOS*PE O6E'T TE6°ZT L6S'Y¥T 989°C ¢ - - €1 18 - - - pueTod
61v‘z  918‘v 9 80T 58 L8 6%6°'T = - - - - - - uteds
996°T  092°8S 09L°¢ TE¥T9IT 969712 459‘L 142 - - - - 997'1T 2EL'v ozs't AawBung
8991 £6T°9% 22¢ 1922 OWLt61 £RYY: -~ - - - - L1t hse L 754 PTARACTEOYIIZ]
9ze'e o019z - - 1 1 891'1 %08 655 L - - - - evITR1380Y
T8r°s  L46°C I8 96¢ 6L0°T 28 191 £s £91 95t 8% 1274 ¥ag 98¢ (1) wniifeg
6E5°ET £16'8T - - - a2 £9T°C 66L°'% 112°v ¥9B'C wwe'T - - - pueTEsg ASY
66T‘ST  HYT'OE 9YYTT CL0'E 99%*EL 2Ty S69°T 84T 9% TIS'T LEL'T 89L°t WS1'€ 6T6'T BpUFTIBYIaAN Y],
60°CE  EHT'HE - - - 92E°1 610°C 658°2 146%6 TGT1'9 si6's 12 - - wugimafay
018'6¢ TLE°CE - - - - - Z6€ 0Ly 9ST'ST ZZB'TY #6I°C - - TITUD
19016 %96°'8T - 81 9917 SECT 696°C v¥9'9 695°'C 990'% £62'Y ISy - - BOTAIV YInog
9L6°€TT [T0°96 %99%9 T165°L 696°(T 1BU'ZZ 119 ¢TBEL'ZT 195t +weg's 900°'9 <BZ'B OE%'9 O0ST'L souelg
CCO'HTZ L61°0CZ Z90°GT SZL°LT SSZEST 98C'® %EL°O1 £OT°TT 0BY°SZ 6BU'YE Y68'1E S/R'SE [6£°%Z [69'0Z £Tear
7961 €861 ,
930l T¥IOL  *I2q  *AON cafg -adag  -Bny  L(nr suny L8y cady  e3aR qag  ‘uEl

(3% 000T X) £867 urfrao 4£q yiuow 19d gatdde jo giaodmy *fuvmaap jo JITTndsy TRIIP3d §Z°9 STqEL

109



001 9%y 6'Y £y L9 26 22T 8'st  §'v1 sfIT t's v'c L't 4
SHT°8EZ BOS‘6ET SEOFTT BOLTT OZE 0T €90°9T 19S°IT 982°67 98/° L 929'%C 7BO'OL L1807 OBO'R %95'¢ T®3I0L
6£6°T %09°Z 11 O] F1 112 6L 1Lt (343 856 SE9 6€1 %1 0 s19Y10
60E‘t  STI‘T %€ ¥0§ v 1t A | 9% z6y L4 12 15 zE ¥ £1B31
TS0'T  299'T S 11 11 (A 682 ot 9¢2 nt 96 091 €Y 14 aouwag
98T TEE'T 1 101 6% 66% e 719 (374 911 % - 81 - - (1) wnidyeq
696°'¢ TZz9 - v9¢ 768 9.9 - 0s 0T w96 ye5'z - - - BRUBMNOY
SST'Y  0£L°C 960°C 66L - - - - - - - os 191 £99 ssyawus) WL
€62'L 1668 HES'E 8¥v't (ST1'T 08 - - - € 9 L1 BET 809 ujedg
48%°0% 980°%T [65°y Tst'y TeTtT - - £ {91 90f 68Y 668°T L¥6‘y TL1'S ave21d
THY RIT BSLT89T £1% 6527 £60°7 wvewl £19°1% ZT1'9Z 1LT°CEC 10T°TE OYB 9T €86 LT SYL'T 29 gpuetIayIaN aylL
79861 £861
18301 TR0} s2ar 1 AON *3%g +3ideg *Bny  Amne eunr  Ley +3dy ¢ IH qaj ‘uB[
(2% 0001 *) €861 uT¥1ao £q yiuvow iad sioqunane Jo siiodmy ‘Lusmian jJo o7Iqnday Texdpeld ZE*9 214wl
001 8's 8'6 61 01 0 70 L 34 P21 s'vT g'6T  1'I1 6'st 4
108921 OT6'€CT 90Z°ET 18T°ET TE9°Z 9I€'T 116 8% 6S1°'C  SSS°9T %Ev°6T BBY 9Z 66191 6ELT0T te10L
374 9ES 702 134 8z 65 0 ot z v ot Fi 41 1% 813Y30
TT'T 991 8T 881 96 o1t L1 661 Fi] €51 ry £5 <6 os (1) wniBreg
L6E'T  wil'T - %91 9Ly 066 1413 6l ot 901 vl - - - SpueiIsyIaN Iyl
0SSy 6E0°YY 8BT'Y THE'T  ¥EE 8 LAt (44 9z OTL'T 9IT°0T 9%L°T1 61Z°% 18S'6 A1e31
Y608 Yic*€8 B8B8L'8 EYB'OT (69°1 <8 4 101 9992 0LS'PT 9€Z°6 £TIHT TBITT £L0°11 IWRIL
2861 €861
1e101l Te10] (- 1-7 ] YAON 140 radesg +Fny  AInr  esunp  Aey «ady  c1an *qaJ ity
{31 0001 X} £961 u181a0 £q yiuom xad 1amoT3 FTOED Jo sixodmy fAuenxan 3o 25790dax yeaspaid 1£°9 °1qel

110



001 8¢ 6°6T  7'91 o'ttt o'z L'y L'e &'t z
16€°LSE 986°65¢C TBYE2 S9TLT B69°ZZ TOT'THy OWT“LS L8%°8S SYL'Ey H9T°SZ SOL°9T ZIv'ET G141 Te303
€LE"L Y606 ¥97 €96°T ZL1°¢ 96%'1T 00T £1g 181 <81 sray3g
105z 96¢°2 - 1£9 G8CS T G0S 91 - - - eravdTng
0Z0°'¢  £86°S ¥4 9Z1'E  Z6L 6 791 184 L1 - £1931
T6¥°9  129°01 951'T  966°1 06L°C (80°T 009 891 - - - etuENnoy
160°LT 8S1°%1 - - 159 #C6°2 60L'2 G6b gc {16 023018y
11617 067°12 000°7 ZE0'T TI6'%  HEC'S StO'w EES°1  ZIE 1% €1 4 (1) wmyByag
c9€97  £95°Z¢ 91 - {1 11 169°¢ OE6°0T LL£°8 184°¢ SPTIBUB) YL
€9£'05 €LE°EC TYBET £09°ZT 198 £TE 489 878 BZE'T 9658°T T1E€9°v <10°¢ uyedg
£%T7°0TT 868°60T €L6%C SYL°0T 9BC€'6T €60°CE TLL°'TY ELv'ov £99°%wE 8T19°9T LL2°T 00T w1 SPUBTIAWIBY °YJ

7861 £861
TP30% T®30L “1%0 A1nr sung P07 cady  -3IR qag cupp
{3 0001 %) £861 vT¥yao Aq yjuom x3d seojemol jJo elaodmy ‘Auemian Jo dpTqnday [ea=spag wg g aqel

001 vio Lt 657 w8y p'tl  0°C s‘o z'o X
00L°€9 SLZ°19 B8Z S9T°C 9EW'LT ¥9S'2¢ TLE'6 LSEST  wEE %11 Te30L
90T 9091 44 £t 6IE 678 i3 oy (51 44 83343p
0¢s 14°14 4 €9 - - - 121 iz 2z £ vsn
TET'1T 96 1 - - - - 951 ory one 114 1ov18]
0Z6°1T  9t8 - - 0g €9 zs1 - - - - eiueEnoy
799z 8T¢'T 9 (1% €0L't £ie 6 i - - - spuvTIayIaN ML
£20°C  6L6°C - - - 901t £Iv'7 - - - - - puetog
y02'c  991°% z £ V] 1 197 2821 wve'y 2se %1 9 utedg
5£9°C  66L°C - - - cZT6'1T 018°1 v - - - - (1) wni3teg
L3¢  zan'c LA z (%% or9"z €0L%2 6% 11 £ - adurzy
8L°0%  99R'EY o1 L v1g 015 £85°/Z 8%9'9 98¢ z - £rear

7861 €861
1®30] Te10], "0 Anp sunp fey ady 13 qaj suep

(371 0001 *) €861 UIBta0o £q yjuow aad sayriaqmeals Jo sizoduy ‘fuswmisn Jo s>ypquday 1easpal ¢C°9 aTqe]

11t


file:///ONOiM

001 L's vg 1T 6°yT  T'IT 10T 6'% 9°¢ Ls LAl i's 8‘s 4
9T 00T S69°STT T8S'9 GLL°6 SOC'ET €EZ'/T 196°ZT 9Z9°TU [%Z°01 6Z8'8 <€CC‘9 onQ*c %Sc'9 @TL9 Te30L
97L*c  606'9  1iZ 89¢ 9ZT'1 796 L06 59 144 44 e »0f £v2 €82 832430
e6Z'T 12T - <4 06¢ S61'1 6EZ og £ 42 01 - - - v1awding
g8L't  910°y - 1144 9261 #99'1 0gS €9 - - - - - - syugEnOy
wyy'e 95y 11 89 973°'1 STUL°T 88y v1¢ g8 it - - - - s9991n
{16 1s0°¢  0ZO'T St9 05 z - ) - - 81 692 66% v6S Tevaey
€czT’L  906'%Y  vee ot - - - L 801 {82 5L Z0Z°1 €80°1 STI't sataeury 24l
%68  fIv'9 @ 91 LE9 195°¢. 6£8 0LL 11 €S A4 4 - - £1e8uny
86%°'TT 9¥y8 HT 1S TES'T L11°¢ 6£€‘T 9w9fT 918°1 (LE5°T 806 %86 cot Le €9 spURTIayIaN Yy
BO0*9T 6I6°6E 000°% LL9°% TLO'E TLT €02 SLT'T T€9°% STO“9 %ZU“% %8L°F 185"y 16%°v uredg
669°5¢ £79°87 91v CT9'T wIT'C H6E°S E0T'L 9EL°9 LIvfT 19 0% 961 <01 081 Areax

7861 £861
TEI0L  T®I0L  -99q Ao c3Ixg c-adag  -3ny  LInr  eunp LBy rady  33n *qag  ‘uer
(34 0001 X} €B6T UEBTao £q {yuvom Jad sisdded-3jasms yo sizodmy ‘Lvewaan jo oyrqnday Teaspal 99 2[qe]
00t 0'g z'g %'6 it ¢'zt ofTT  s'1t 9'% 6'9 9°g 1y £'y b4
6LL 1T HEL*TT 604 596 60°T HOE'T GS¥9°T 4O%'T €9€°1T 220'1 018 099 1%:3] 06 T®30],
99€ £09 %5 0g L 114 9% 1z 74 by 113 $01 01 41 833y3p
891 £92 06 zot 174 - - - - - - - - - uiedg
L€ 942 651 og 9t - - - - - - - - - {oeasy
70y 90¢ z ot 68 %01 {11 €L 88 £ - - - - Lowang
50'T  {20°1  gsT 14714 (1} - - - - z €L 114 6 (¢4 eaf1euE) Ayl
8L8'C  €%T°% €1 111 992 619 8Y6 58 609 £1% L8z <11 1z - spueraaylay ayg
9€S°C  EOBR'Y  BET 08g 815 139 Y€€ 1134 169 ovs 91y 9tE €92 41 LALEY
861 £861
19301 TPIOL =28 *ADN siqg  +ades «8ny Lo eunp  Ley ~ady s3aR +qag susr

(81 0001 %) £861 Urdtao

£q auom ad

saupfaaqne jo sizoduy ‘Auemasg jo o>rrqnday (exsped o9 IIqEL

112



001 A ‘e 80T  1'6 6°6 ¥‘9 9¢¢ 6°8 L2 L't €L 8'g b

T€ZTEE EYECTOE SU67LT €YE“6Z SY6'BE TL6°TEC IS6°'CE BC6°TIT 065°LZ 0TT2E L1.°9T BEB*IT [66'97 9ZB°1¢ w30,
TLY'C  L60°T 96 69 8t 9¢ 0g 6¢ cel 695 £68 1 0 181 819130
(gfe 1Lty - - - - - 70T s 715 BT - - - 1d43g
6'e  L6E°L  6%E°'T 90T'T 7€8 B69'T TiE 195 L1 L6 9L €63 9g1 081 BRaISnY
05y 089°¢C  L1€ L 652 FA A 162 oy 1€ L61 001 121 70t 1113 =mop3uTy paITup
ove's 090’9 - - - - 1 096 SEYT €817 6Lt 69 - - eyTRAIOOY
9y%‘9  6I8°C 69 (441 %] 89 79¢ E¥E'T 08L°T €42 €9 £01 - - asueag
10 AN A C0 T 4 {'] ST ZO¥'T eEv'y 691°T - - - . 9zt oz - ETNRAOTB0UIIZ)
YL 6i6't - - - - - “op_ _TI8'T 660°1 8 - - - . 19wast
DEO'ET BESYT OLE'C ZRE‘y OT1'E 8BTS - -, - - 19 ZIT'T 159 z9z°1 puviog
E6S LT 099°TZ 199°T fZ1°T BLT1°Y %01°v 068°Y €16 8L1 65 ¥4 958°1 SET1 w18 £aeFuny
P0E°2E  6LETZ 06S 988 BTH'T SBT'T yL'C L62'% 9IY'E 668°T CLO'T 666 0% ¥6¢ £yl
9ES'z8 SOE'SE €19°/ [06°% BET‘CT 608°0T 0ZH'ET 9LE°T1 O10°€T [90°'% Zog 1LL°S %¥Z6°C 805‘y uyedg

0BEZ6T SST Y91 £90°TT 6£S°ET L1S'%T /%8°6 [Z9°TI BI19°T ZO0'E E€61°9T 99E°61 TYZ 6T ZET'0T 976°CT SPURTIAYIIN ML

961 £861
17301 T®3I01 *38Q@  *AON +30 +3deg *8ny  Lnp eunp ey sady  saxR “qeg  euep

(3% 0001 x) £861 ©TS730 Aq y3jvow aad (uvoridunenod) suofue jo sijzoduy ‘Lusmisy Jo ofrqndey TRIspai gE*9 2IqEL

001 o't 21 s*vT  ¥'6T  1°ZC  6°1 L] LA 0'z <'1 9°0 L'o X
69B*EYZ 618°967 TOB‘B 600°LC 65L°TL TOT'LB $59°59 1Z9°C #£0°T €IE'y 96°S %S¢y TEL'T T1T'% TR0
650°T  968°'T 21T 91 611 64€ 99z 6L2 ctt £y 807 Fi 99 96 813430
912'z €2 - - - - - €1 £6S 865°1 1Z£'T S6% ot S Tty
(50°6  %60'9  G1T LI 969‘T 1ET°€ 8%/ - z - - i} T 9z aouRIZ
€E0'0T 8S2'2T 2 - - - - z11 BYE | Z29'T SE¥°t RO9°C £8Y'T  96¢ ¥2333Y yInog
080T T¥S°ZT <9%‘v cHE'y [96 091 991 05 £ - v 41 f11 169°1 uyedg
118y »12°cs  Z6% 169"y £6£'07 RCS'ST vBSY 0L - - - - - - 8dadap
6E6°T9T £95°507 9¢8'E 628°9T 0T9'6% vE6'Y9 T88°CS €Te'y €1 - - 0 € <t A1eax

2861 £861 _
Tel0L 1E30]  *99g Ao 30 +3deg  -Bny Loy sunr ey sady  3ay ‘qag  -uer

(3% 0001 %) £861 uT2Ta0 £q yivom aed sedrad jo ejzodmy ‘fuswaan Jo oyranday yeaapas g9 STQE]

113


file:///OCOONr-ICOI

001 0 0 ‘o L6 0°6E  S'9c  0'91T 90 0 0 0 10 b3

CRO'ETT TEL'YHT €L 44 (743 1ZBET 25S°c@ 992768 €50'ry 6HE°T  SE 0s 89 11 T®I0L
%29 94 € 0z € 1 e 1€ 22 0 14 os 89 #1t 213420
015‘z  Is'c - - 0 1 Lal F444 0L0'z (121 - - - - oyedg
%'y 119°¢ - - 9% 106°T BE6'Z RGS 151 Al - - - - soumay
€91°7c €£1'8T =~ - &1 1291 B28°9 @ZL°L SGSZUET 96 - - - - a%2319
$E9°£9T £96°90Z — ¢ 292 95217 989'6L £72°08 0SSR 61 - - - - Areal

861 £861
18101 %301 *39q “ADN a0 -adeag *Bny  Linr  eunpr  Ley sady  +3a +qag suer

(39 0001 X) €861 uT3¥10 £q yjuowm aad saydead jo sizodwy ‘ALuemaspn jo oyrqnday teasped oy9 ITI8L

001 £07 ('8 6'1 Bl €1 £t gt sz 3'6 '€l 8°91  S'st 4
$ZR°0TS 9CH LY 70686 TILTH 9216 909°9 #2S°9 HI1T‘'9 €Z2'L TTIE€°TT 992°9% 99€°'%9 9 16 TH6°%6 TEI0L
196°L  €L1'8 ofL 92 666°1 609 8¢ LT3+ 119 670°T BEY 59 205 19% 819430

c80‘t BIO°E - 91 €2 9 591 €o¢*T 868 ¢S 11t snad4y

8540t 68%°5T - BEE'E 1S8'% BL6°C T69'% ST1'Y €vIT 627 - - - - ®OT1IV yinog
EvL'27 68L°WY TEL'L ©6 - - 1 - - £%¢ ¥6L°T ESHTOT ZTZ'9T 659'6 A1e3]
16E°%y  GRZEE ©6C°OT 68Z'1 - - - - - - - 9tL FA S AL 100 ¢ 239219
CO06°9L TIO'EL 6G¥6'Y I%6 - 61 ot 6L E80°T O0EL°9 TSE°TZ wL0°OT $££°9 0T @1 0230318R
6E0°66 YZO‘vB €O¥ - - - YT 99E'T YISTT O1S'E  £%STLT O6L°LT 459°CZ €90°91 Teeas]
799°227 99¢°C1T 066°99 087°9% 042°2 - - - Fid 1174 1£2°€ TZB°ET OBE'T% 28L°8E uyedsg

7861 £861
1830l  (elol *aag TAON 1m0 -adag *8ny  Lrne eunp Ley sady  r1ay gal uep

(3% 00T X) ¢RAT uI3TI0 &q yiuow asd ssBuwac jo sizodwy *Auewisn yo dyrqndey TEaspad 6E°Y 219BEL

114



001 c'c 01 1°¢1  8'ST  8'9r 6°01T St 1°c o'y 6°¢ S'y 'y X
0S6°ZTT E00°BET 8E€S°Z TLC'HT %B0°BT Z9L°1Z ZTT1°E€Z w90°ST 098°y ©L0°7 055'S év1'8 T1€T'9 922'¢ Tel0L
¢19'c  1e1*s 801 cL9 90°T %99 £01 061 £ES 100°1 066 769 o¢ £l LECURTY
cL'c cscty 00T £89 oLE't en0°1T 82 - oy el t12 #8g ore L 744 (1) wny81sg
£06°c  509°¢ - 8 1 12t 616 ey 58 - - - - - oyedg
0s8'9  986°2 - - - FAN £91 L86 6£9°T 618°'T 96€°T 119 612 - wuyjualay
Lye'oT o0T'El - ] - L X 14 GL0'T €1E°Z 9%z zov'l TeS'E 1161 LIl BYTIFV UInog
7711 60%°01 065 129°T €0L‘C S65°T owe 1 (13 z61 82 0.¢ €95 T4 spueTaayiay g
9192 668°%vT €% F44 iy E8E°E [YB'E€T €19°9 - - - 161 161 801 aour1g
$99°¢S  §1T°Y9 £8S'9 GSTUTT T6H'TT ZELTET 696°L [%8'T 941 gy #92° 1T 6wy T L11't LL£T'v Areal

2861 £861
Te30l  TEIOL *d9q * AON «330 +3dasg +8ny  Lnp eunr ey «ady  +3ap qag suer
(91 poDT X) £861 UTEYa0o £q yjuom xad sjoaivo Jo sixodmy “Auemasy jo dyqndoy Teaepal 1y:9 ITqel

115



FA 91 uapang
S8 £9 puer8uy
791 11 Auenaag Jo
o1Tqnday Twaspegq
uofIBUTIS(Q
cg*1 91*% (41 84 89¢ 1S ¢ Tis L61 6% 96% Teliol
6%°2 ge°¢c L9°S 61 L9k (A% 9 96° ¢ 1 12quada(
6e° T 0t 6%y 8z £1'¢ 9 i1 L1y 184 12qUBAON
£9°1 €8¢ 66" ¢ 15 Y 4 SOt FA; {27t <6 1390390
61°1 162 ¥6' 1 iy FA A 801 i£ 20" ¢ 06 J1aqmaidag
61°1 18°¢t %61 £9 617 811 &Y 052 901 Isn3ny
sc-¢ 1€°6 19°¢€ e gs*e %9 LT 9.°¢ Z9 Anp
01-9 961 269 8T FAcA 4% 71 91" L 8¢ sunf
0s 11 68°87 11°6 < ¥C*6 e < 6Z°01 1€ LeR
- 06°%7  L£°71 1 05° 7T 8 - 9411 01 Tyady
- 06" %1 L TARAL - 021 ¥ - TE'ET Y Yaaey
- - g€ 21 - €11t 0 - 12'01 0 Lxeniqag
ey 7€°6 60'6 z 12'9 L - 9% ¢ ¥ Axenuer
peie8a1aea pea uaaxd {1 (1 (1
- jaodxs  edtad  Ar1ddns 3a0dxe eopad  Ayddns
,PIOON puETISSM, UOTIoNE
3yl uo ¢geT UT 539Tid £861 861 poTaad

asddad oy jyo (-TFH) s°°7ad pue (8% 0001 x) 32aodxa ‘(8% Qpo1 X) A1ddns uoyiony Z¥*9 SIqEL

116



*uoy ¢ umouyun ‘1 sufedeg ¢z uemye] *z IOTANEH JO PUERTAT ‘7 FURYH
‘¢ eTeTuUnl 'y PTEEITINBY ‘g9 voTungy ' WoqED QT TTEH ‘€1 VSH ‘€1 [9¥asl “9¢ 117exd ‘g¢ upuayg ‘i elusy YoTym 30 (1

98P 6T E€6E'ZE 9E£fz 99Z°t @T6°T 6S¥°T ISZ'T 86D°T 191°T ZIv'Tt <SI0°T Iv0°'t wv6'Z 16%‘C

{pajemylsa)
0S£°9T O%0'RT &EZ°'Y TET*1 £9¢ €Ll 652 62z 28T°T 98T°T GCO°T I98'T SZ6TT 16v'T  aodsuwal asea g

(p23iemyyed)
9EL"Z1 tSE'HT  f60°'C GETI'Z <ce't 989 6% 69¢ 08¢ YZI'T 446 6/1°T §10°1 0%0°1 310dsuB1l ITP £g
6L6°5E - $20'9 IB6'T €9S°T CR9°T CEO'T SIOFT 90:'T BOT'Et 980°% 6E0'E #CS°E €21°€ 1861 1e30L
9896z - 6Z0°0 625°T Z9Z't BOLT €96 660°t 08L'T Sz £90°C 160t 8%S*ZT SS1°Z 7861 18301
- €6£°Z€ 9CE°Z 997°¢ RIG'T 6S%'T 16Z°T 960°T 291°T ZI%‘T STO'Z 140°C e96°'C T16v°c €867 15101
101 (1 €12 Ty L £ - z L £ z 8¢ 09 £1 9 213420
CET 44 01 - - - - - - - 1 g At 44 ofoy,
119 A T4 L - - - - - § 8z 1 1 BY (13 BaUINY
126 616 0ge 78 v 1z 6 09 tL 69T 14 g 41 0z anbjuylaey
9Lz'1  9sg‘Z  0€s c9¢ 8z - - v oy 192 812 07 652 122 nooaswe)
£68°92 809°8T (£17°9 2ZIB‘T €I8°'T BEY'T O¥e'T £TO'1 BE0'T 926°T €891 €2£°T BES'Z €51°t 38R0) Laoal

%861 €861
te10l teiol t33ag a0y *INp  +3idag 3oy Ltor  eunr  Aey  cady 3IN eqag  cuep

(31 o001 % yivom 10d sjazodmy aduwag) ayddesunty ¢e'g ITqEL

(6%*9 2Tq®3 =~ ¢H*g 2Tqwr3) yjuowm 3ad ‘8% oo x B82730x9 Jo ejracdE] aduwrag

117


http://oo.fi

90%'61 - €ST°9 TL9' TOI'T L8 ZER'T Hw0 T 261°T7 165'T 68T 079°1 €SZ'7 086°1 1961 uojadunsuo)
wi'oy - Ti9'% 159 CoZ°C 981°T 9:7°'1 6L6 €19'C 8¥S'T £Z0'vy 6v8°S 96°C Iv0‘C Zg61 uoyldunsuc)
- €9£°06 BZ08 00T*S EEL°T (BY°T ®T1°7 60C°1 098°7 BCL°E SO¥*% 7999 f1L°S 062°9 €861 uotadansuo)
1111 iy €S S 6L 0s1 99 1 ] 6€ 4 ) £1 ] 110dxa9y
€690y 06L°05 1808 <0Z'C ZIR'Z LE9°T 081'C OIE*T #88°CT fiL°C OIv'y 99%‘'9 0ff'c B6Z°9 €861 TEICL
401 1E1 - - 6 61 o% Y Ly 4 ] ) - ¥ 833410
09 of - - 8 £1 - £ £ < £ v - 1 TrzRag
9¢ 201 b 14 ¥ F44 - - - - - £ St 91 0z 0220I0K
86 9zt - - - - - L 0s 67 A 11 I3 - uoozame)
4413 08¢ - - ¥ €t 1€ 8z £21 (1] %11 ¥l £ 1 viuay
%51 4 (4 ¥l L9 3] of - - - - - g 91 (44 09TXIR
89¢ 8S¢ - - - El S s £51 134 Bz - - - 19800 £1oa]
g€s1'e  fefr - - 581 L8 91°'1 8 - - - - - - snbrurjawy
wER T LLL'C 9.8 gLt 650°'T (€2 - - FAS :14 £91 9¢cz 812 chy (sa1aeue) ay3 _EM
utedg
TEE'L  S9p°c -~ - i CEE 189 vEL 859°T £41'1 1%8 8T - v BOTAFY Yanog
6Y6'T  wvC*T S 857 Y6 Loz 164 818 S9€ BIE €1 - 4 vsn
BLG YT L0T°SE 9%0°s 955y S1T'T - - - - LE0°C 806°C HET*9 01¥‘S 96L'S 1ee18]
7861 £861
Te3ol  T¥IOL 133 *AON IO +3dag +3ny Ainr  aunp LBl «ady *1IR +qag ue

(2% ppoT X ‘yanom rad sjiodwy 2dueij)

OPEI0AY 4yt 9 B7qE]

118



80¢

ove

901

114

82

£e1

6.9

6SY

(4%

BIT
62
02

(114
8
(44"

L9
o8
e

87

- - - 11 16 1861 TBI0]
- - - 1z L 7861 TwI0]
- - - 65 6¢1 €861 T®301
- - - 65 Lz1 ®ITIIV yanosg
- - - - - uotanay
- - - - z aeosv3wpey

5861
1730]

£961
1e30]

vo0Q

- a0l

Aoy ady *3aH qQag “uep

(81 0001 x *Yawom xod s3zodwy svurai) @947 94y ITqeEL

86

s81

s

6L

991

Tl

08 1

1L

00E

08°1

173

00€

o1 - 4 - 01 1861 T®30%
ot - - - St 7961 TeIOL
94 - 1 1 (] £861 TUI0L
ez - 1 1 &% puereas may

861
Te30]

£861
1e30]

<2a(q

*AON

Lol ady *JaH qag “uer

{31 poo1 x ‘yivom aad syzodey aoueij) IMEN S 9 PIQEL

119



-uol ¢ soupddyTIug ‘¢ BIPRY ‘g weulata ‘g pumeryenul (%

ey - 1€t ¥6 901 16 69 €21 L T4 z65 9zt L1 sot £et 1867 uoyidunguo)
8Lz - 061 Sl L'l 68 871 P14 16% ¥6L zos 911 611 0t 7861 uoridensuon
- LT6'E TOY 091 114 022 391 Llv4 £0% 110°1T 829 81 ¢l 961 £861 voFidmnsuo)
944 FAA ot z z Fal € 1 65 L34 9¢ 9 1 1 Jacdxasy
960°z 660°y ZIy 8T 9% (€T 191 99T 99% vE0'T ¥99 @81 9¢1 L61 £861 TEIOL
44 6€ 11 1 - 1 - S g 01 - - - £ 219130
1 (e - 1 - - - 13 [4 L 1 4 z - vIsY
ast 182 291 : 74 8t 1 - - - - - - - 4 tTtzeag
69¢ 80 941 1 - - - - - - - - 9 (1 niag
¢l z - - - - - 1 1 - - - - - BURTND YIuaig
9t 33 - - - - - - - - - 8¢ 1 - TITeH
181 £8€ - - L 14 0zt FAA 4] 9 st o1 - - 0OTX3YH
6 611 - - - 9¢ it 62 z - - - - - vsn
(1 962 12 - - - - - - - - e &71 FAq 2343V yinog
1 9 - 4 z - - - - - - - - - awosefepen
oL 601 L1 9 8 - - - - - € ? z £1 viuay
L5 18 6t 119 - - - - - - - - - i 08sog
114 6T¥ #1 - - - 1 09 SET LA £y 1 - - 1880) AI0A]
ot LA - - - - - £! 9% ¥ ol - - - wauUInNY
161 111 - - - 1 - Al cg 8 - - - - Tedauag
0%6 688 - - - - - 1 071 6ty 80¢ 12 - - witop 1eddp
6% 6L - - - - z €1 T4 L1 082 :72 - - TI%H
8 %1 - - 1 vEl £ - - - - z 1 - Tema81
"e (44 - - - 61 £ - - - - - - - 3d433
%861 €861

1810  TBIOL 3-T-1i] *AON 30 -3dag +3ny Lrop. aonp  Aef  cady Iy *qag -oep

(84 0001 % *‘yiucm iad sraodumt aouerj) oBuey f4°g I[QEL

120



¥90°7  wO%¥'Z  CIE 99T  00Z w1z 941 ST 04T 081 18T S8 6%1 GBI £361 TRI0%
011 991 ¥ L 1 - - h44 01 - 4] 1z A €1 929430
c1 i - z 11 8 € - - - - 4 1 - swanpuoy
ST N L - - - - - - - - - - - anbrutazel
L1 st - - - - 11 z - - - - z - "R e1%0)
81 £l - - - - - - - - - - ¥ 6 U] 1as
9z 91 1 - - - 9 - - - - & - - anbjutmog
Z6¢e 169 601 9 o1 9z 18 Y2 69 69 18 4] £€ oY suyedJuUTWOg ayrqnday
169'T sZSTT T8I £6 8L1 oet Se S01 16 144 £S1 191 L6 €21 1s80) AIoaT
7861 €861
Tea0l TRiOl =a9d AON = IN0 adag -3ny Lo eunp Lel sady *1ap ryad ~uar

(%4 pooT X ‘yauom 1ad sizodmy 2duURII) INUOIO)Y Ghtg BTGREL
9L1 - £ty 61 91 €1 L L 1 ot €1 £1 1 6 1861 T®30L
181 - 15 1 LA 6 6 L 11 141 114 £l (4} 8 7861 TP30L
- fAx4 09 L1 1€ £1 1 113 0t 81 [A¢ 9z é ET €861 TB3I0L
€ Yy - 1 - 1 - - - - - 1 1 - sIa430
£91 62T 6% f£4 ot Z1 11 01 01 81 1 114 8 FA S T¥zexq
£ 1 - - 1 - - - - - - - - - wluay
t ¢ 1 1 - - - - - - - - - 1 168900 faoal
861 £861
1eI0L [EI0L 9% cAo0N <30 +adeg Eny Atnr- asung Keq -ady  -3aW  °qag  -uer

(%% o001 X ‘Y3jvom 12d sizodmy adumaj) ededeg g4*9 21qRL

121



*813pTIng yoing g0 03 Temba sT HO T (1

691 ov1 191 1 90E2T  TTTHT  6BSZT  $0ZIT fLEDN
21 - 0s1 141 oyl I11 €02 601 82713UN0D 3310
96¢ 91§ 09¢ YL %6 ot €9 89 uBATE]
991 - - se 61¢ - - 8927 SBANPUCH
€81 181 X 44 651 16 6 281 ¥91 WDTAIY yinog
19T 691 85T T4 €51 951 ayy 9% BAuSY
- 197 z81 951 - 99 {01 89% . unoclewe)
<91 IET 111 g¥1 GISTT  LT9€T  %9ST1 09921 18800-~£10A]
861 1861 0861 6161 7961 1861 0861 66T
8% 001 12d (1 Ra uT €20T1g 2% 0001 * L3p3UET) uyBta0
a1ddesutd jo sizodwy ‘Aupmiass Jo d3rqnday TEISPaAd (C'9 STqRL
-812pTIn® yoang ‘g 01 Tenbe BT HO T (%
95¢ LLe £€E 154 €siz 9181 Z191 1242 18301
9%¢ ey 6T€ (433 £6 6 96 62 $2T130n00 13430
9t BEE - - (4] is - - 172834
- vey - - - %6 - - uyedg
£SE 0s¢ ¥0¢ - »E ot1 802 - vsn
- - 28¢€ - - - oY - sataeue) L
{1 8¢ 8¢ 652 0041 0eg (411 1961 ACLED)
1347 19¢ L8] 1114 ot " 8¢ o anbrutixey
68¢€ TLE B1E 8.2 1543 L8Y rLs ££9 BOFaJY YInog
So% ;425 ooy 08¢ gEl A4 1z1 611 BAUSY
- - Lik LT - - [13 6€ asuwag
7861 1861 08961 6261 861 1861 0861 6461
84 001 a92d (1 HQ ut s9dTad 2 ooo1 x £373uENd uyltag

opedocae jo slzodmy ‘Auewaan jo djyqnday TeILpId (g9 PTqEL

122



+81apTIN® yaang go 03 tenba eT RA T (1

918 £ly 9c¢ 68t D1 TET 61 781 ‘ %3101
148 98¢ X4 1117 L (14 87 oy 83T13UR0Y 13Y3Q
- - - 8t - - - ST vsn
£1¢ 81¢% L4 w9y (x4 01t 16 6t TF2eag
7861 1861 0851 6461 7861 1861 0861 6£61
#1 001 23d (1 RO 9T 89911g 81 0001 x £3730ENY A uyBt10
vieded yo sizodmy ‘funemisn jo oyrqnday [RIepad €9 OTqE}
*sxopT¥nd yaang §°0 o3 tTenba 87 Ha 1 (1
L0s L6E 99t vt vl (A 896 %6 Te30L
£y 90% o8y 08y 111 (A4 0f 8 S3TIIUN0D I3Y3gQ
1319 1% k417 - z6 86 69 - T1Z8ag
- - 1% - - - 92 - Tefauag
920{ L1 T4 068 - FA 14 1y - Jduesg
0sYy s9Z 91€ vig 149 L4 iy Y4 TRea9]
- 05 0L€ oLy - 0z EE o74 eganzauap
1134 09%¢ 1€ L0E €01 113 8y 1314 OITXIN
€Ly 43 /% $9¢ Le A4 [A A St vsa
6%6 it 8¢ 682 €L L6 61¢ e BITAIV Yanog
8¢ 1ty oy T6E st %1z £61 131 . eduay
105 €ve £:12 9EE L01 9s i LEY FTeH
Z86T 1961 0861 6,61 861 1861 0B61 6L61
3% 001 39d (1 WQ ©F ®@9Fad B9 0001 x KL3ipjuenp urftag

o3usm 3o sazoduwy ‘Aupmaap jo 277qnday Tvaepad Zg'y ITqEL

123



TLT 081 161 9Z11 {19 €19 paweu jou sSaTqeIIFIA ‘€2
619 c1L 162 1E% 1€y r4 so1qelades Tedidoal -2y
164 999 8£9 CET 0f1 1 agnay Testdoar 12
BES 909 8Tl 8 < £CE serqeIadas meuying *Qg
- - - - 19¢ 6 JINIJ WEUTINS *§T
961 €61 1€1 961 H€2 oo azeuealomog g1
¢1Z 81 ¢11 %526 £958 1561 arddesutrg /1
764 AN - th 7 - 1fniy 2F8sed ‘91
£y 00¢ 19% 611 gl 69 ededeg g1
605 11§ cog 7981 PECT 6621 oBusl ‘41
969 #49 g6 - - 1 Sue3sTBBuel *¢1
686 6€9 165 L1017 1¢€1 c01 2aY2LT " 71
£99 168 019 €Ot Ce8t LYSY IFnay ATy 11
42 891 081 orl 091 oyl ™y ot
- - - - 0801 1 1FnIy SITPUI ‘6
- - - - 189 217 saTqe3aBoa SOIPUI 8
265 169 9¢9 9 LT 91 SaAEND -/
r 444 [4:14 142 £88 0.9 199 814 9
cH9 61Y 189 (449 718 0S¢ ?3BQ 'S
611 Lt #€1 0166T CRGHT 91612 uoIIry ‘%
11 z01 96 €826 %RE96 £89601 vuRueg -f
clE £LE 06T ooz <161 8451 OPBOOAY *Z
- Z8€ £6¢ £ < 01 vuOUY 1

20npo1g
€961 7861 1861 £861 2861 1861

2% 001 a9d saeprInd uyl FAOTA4

24 0001 x £1ddng

syoeqieak U0 O110X2 Jo sizodmy spueTisyleN SUL #G*9 OTqEL

~F
o~



0001 e 1/ 11 §°91 't ¥'6
POTR0T  »19I01 TIBS  ¥8LY BERL Sv0B L80TT £S68T GORLT SE¥6T  9STTT IS91T  €%I0T 9101
9zLS 0168 981 114 {S€ 01¢ 659 o2st Y6 Tove 18¢ 967 133 LAY
§621 1313 - - - e T0E 1801 €18 £991 e (444 8E el
88LT - - - ¥4 - gePT - 60TT =~ [44¢ - 19 -
vt 0L€L - 1 082 618 961 06T 607 0662 121 192 951 89z
f4¢1 6507 T 5791 t06 LITT 1€ 96 - - - - - -
SSZL 7918 - 899 4] 962 ¥El £1 - - - - - - -
7l68 welL - - 18 11 t6vT  SOSY 6E0S  TIVT 695 (414 F411 10
T 146 i z0% SETT  wEl toBtT 9911 c91T 1901 6E6T - TivT Y9L1 T0S1
80097  9€001 nsZz 8.9 €867  HeC 9£5 88 (41 - ty iy [A 24 st
669SE  ¥908Y L6% ové £10Z  6TTY 8S6€  ¥65L 0919  9viEe 668 1088 1469 TISL
7861 0861 7861 0861 2861 0861 TB6T 0861 Z86T 0861 TB6T 0861 TB6T 0861

123101 J9quada] J23qEDAON 3990130 aaquaideg asnlny Linr

1*9 xjpusdde moyzenutIue)

e [ ) 0'9 L'9 6'S Ls (Ze61) °3wjnsdzad ul
0506 E608 E60L £L%9 1059 8967 geTL  GITY 60%9  $Icy $TT9  SvES 12301
98¢ (444 11¢ Lt 6LE 08s 8y 896 ElS 016 8Ty (1 ¥99 #31I3onod IFI0
001 911 €S £ST - - - - - - - - e1IEdINg
L7 £ - - - - - - - - - Laiio
L 801 < - - - - - - - - - 93319
0 6F 119 2 61 1 hidd 1L 869 971 ZEb6 sz TRBIBT
c9 Z1 1£€ 204 6201 ¥t ¥O0BT %16 L9441 87T TBZT G111 spueys] Lisue)
00T 143 £z iy 81 9t - - - - - - £193unp
£26T GBI [eD1 9011 €%l Yog €L o1 Ly 16 a1 68 spuelieylay
CT9L €T 099¢ 615 0Lt €911 I56€ €Y 181E  7¢€9 860t S8 utedg
L8 TIGE  BSS1 £EOT  €vE 0661 €8t 91€1 £07 Zee LS€ 109 £1e31
EB6T 0861  ZRET 0861 78617 08561 ZBST 0861 2851 0861 Z86T 0261

sunp Ley 11ady yoaey Liwnaqaz KLaenuep a0

yavom x9d Luemaan yo dj[qnday tesepey uy sasddad jaems Jo sjzodwy 1-9 xTpusddy

125


http://r-.sc

T°eS1T 9% L E6E 9°691 6°192 g a5y S*8OT 6°L%T  TU6S% 9*£T11  §°%02 L°66E uzeid -

S"681 S°EET BT 9IE 0°%9Z T wLL  CoI6y yr LT 1°82E Z°6EY £°€TT - 9 ZLs Pol - i133quaacy

8°1ST T°S61 6°TLE T8 9¢402 S 61t 79T £°90Z g°8st w.wﬂa - creoe vasaf -

B69T 0927 S°61¢ 2°661 T1°62€ 1°18% € 061 S'%87 ¥ 08% %991 - L 0Le pax - 11340120

1*o0%1T - B'CBT 0°EET - eyt g*8lt -~ E"LTE €86 ~ L*11¢e u2213d -

5°06T -~ %91y 796t - 6° 0%t 6°ELT = 2" 65E € L6T - €' 91% pea - :ieqmajdag

g 8E1 - 9°90¢ T %11 - 6°¥Se 7021 - 1°L0€ g L1r - £°28T uasif -

6Lt = 815t o- Loz - 6°60% # @8 - £°81S oTs - 6045 pai ~:3andny

S %81 8 0L1 ST %2t ST - L SHE L1861 - 1°9L€ %1 0*TLT 0*19¢ uaaxf -

9rcEEL -~ B*TL9 FAL AT 9 9Ly 9g2z - S BLE EAN S TANE L® 90y pax - 4Inr

G°STT L°%ET 9 66Y gL £°€Cd  S'6LV 6°90T 0°S0T 0°8s% 1°€1Z %*5S0Z FAd 144 uaaif§ -~

€ LSE 8 LI¥e  0'G6Y 9°ZBE £*9% T°C19 GoE1y 2Ty ¥ 6f9 Brzoy - 8°979 P31 -~ 3unp

FAS L TN B Y 44 0°96% G IBC %992 6°C99 9° L0 €°v8C 8°079 L'€5T L'81T 9* 958 w2218 -

9 €68 SUTIvS E* {401 7+Z6% B*ywy €°960 £°709 166y T*IN01 T ceE - n° 659 pai1 - theR

€ 1EY B8°28¢ 9-cz@ g°12¢€ ¢S°01¢ 1209 6°9S%Y T1°04% £°68L 2'89¢ - 1°0L9 usaid -

L7018 €°76% 1°08L 6*€2S E°*E6% 8156 $°109 €°009 TESTT - - - paa - :1jady
potaag

spuey spuet spuetl BpUBT
Area1 uyedg -xayleN A1wv31 ugreds -—aayIan A1e17 ureds 3oyjay  Arear ujedg -xsuiapn
£861 7861 1861 0861

q99m8 ysa13 03 Aurmian jo of[qnday TRASPAL Syl uf si9NIem ayesoroum uo s1akng £q pafed ssvyad aFeasay

24 0ot aad s1apTinf yoang ut saojad ‘sasdded

7-9 xpuaddy

w0
[
—



- - - - € It ¥ - - - - -
9 6 gy 91 g < - - - - - -
- - - 0¢ 9 - - - - - - -
- - - 11 62 6 - - - - - -
- - - - €9 £ - - - - - -
- - - - s e - - - - - -
- - - - ST SL 6 - - - - -
- - - - € 09 ¢ - - - - -
- - - - - 6 Lt - - - - -
- - y 1€ Z1 ST 6 6 - - - -
- - - - v 1% % 8 - - - -
- - 1) ST/ vy LT € - - - - -
- - - - - 95wy - - - - -
- - - - - 8y ey - - - - -
- - - - - o0z 19 - - - -
- - - - - - ey - - - -
- - - - s 8 91 LT €T 1 - -
- - - - € 9 66 9z Tl g y -

sataxaq dsey
sadean
8a1a31aq Yoelqd
sunTJ
§9131342INnog
S3uB1AND YOBTY
£9T112q 3S005
SJUBRIIND PaY
881119Y)
sayoeag
§9TI113qMEAIg
SUBaq Youaag
wad uaaan
sueaq peoxg
vad ae3ng
sn8eaedsy
BIOTTEYS
qaeqnyy

=o3q saON 290 -2d9s 3ny ATonr ounp fey T1idy  yoaey *aqay cuep

£1ddns Te3l03 JOo sa8eijuaniad ul ‘suorjone
yoang uo potxad uworionpoad 3ioys B YITm Itniy pue sayqelafea ysaxj Jo uiadilled Lyddng

£°9 xTpuaddy

127



LITERATURE

Selected European markets for

Tropical and Off-Season Fresh Fruit and Vegetables
International Trade Centre UNCTAD/GATT,

Geneva, July 1976

SQURCES:
The most data used in this chapter are got from the nex two sources:

- Produktschap voor Groenten en Fruit (PGF)
Postbus 90 403
2509 LK 's—GRAVENHAGE
Tel. : (070)814631
Telex: 31 406 PGFGNL
NEDERLAND

Special thanks to Mr. R. Arron from the Produktschap voor Groenten en Fruit
for helping to collect the exotic.

- Centraal Bureau van de Tuinbouwvellingen in Nederland
Postbus 80 509
2508 GM 's—GRAVENHAGE
NEDERLAND

OTHER - SQURCES ARE:

- Kwaliteits-Controle~Bureau voor Groenten en Fruit (KCB)
Groot Hertoginnelaan 6
Postbus 29736
Tel.: {070)469657
2502 LS 's-GRAVENHAGE
NEDERLARD

- Centraal Bureau van de Statistiek (CBS)
Postbus 959
2270 AZ VQORBURG
Tel. : (070)694341
Telex: 32 692 cbs nl
NEDERLAND

- Statistisches Bundesamt
Gustav-Strezemann -Ring 11
6200 WIESBADEN 1
Tel.: (06121)75 24 75
Federal Republic of Germany

- Zentrale Markt- und Prefsberichtstelle (ZMP)
Godesberger Allee 142-148
5300 BONN 2
Tel.: (0228)888-0
Federal Republic of Germany
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SOURCES: Continuation

- Ministry of Agriculture, Fisheries and Food (MAFF)
Whitehall Place
London SW 1 A 2 HH
ENGLAND
Tel. : 012337356
Telex: 889351

- Statistical office of the European Communities (EUROSTAT)
Batiment J. Monnet
LUXEMBOURG
Luxembourg
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7. Trade terms

7.1 Purpose

When exporters want to sell products to importers or other
customers, like importer/wholesaler and integrated retailers,
they have to be very exact about all the arrangements. They have
to agree about for instance:
= Who pays transport costs?
= Who pays customs, duties, etc., both when the products are
cleared out in the developing country and when they are
cleared in the EC?

- Who 1s responsible for the loading of the truck, boat, air-
plane or rajlwaywagons?

- Who bears the risks fo damage and losses or who pays the in-
surance premium?

= When do you actually deliver and when starts the responsibili-
ty of the buyer?

~ When does the buyer accept the products and is it not possible
anymore to put claims on the exporters?

- When does the buyer have to pay for the products: by a docu-
mentary of credit in advance pay upon shipment, on arrival
terms: direct or some time after delivery, ete.

All these questions have to be answered in a contract. To
make these arrangements easier for beth contractpartners, some
international orginisations developed trade terms. These trade
terms are known all over the world, when you use them in a con-
tract, it is not necessary to describe the contents. In this
session we will describe the contents of Incoterms 1980 1). They
handle the division of costs and responsibilities between seller
and buyer. They do not say anything about the conditions of pay-
ment, one has to describe these next to the Incoterms in the con-
tract. Other trade terms developed by other organisations are:
~ The American Foreign Trade Definitions, USA revised in 1941.
= The Rules of Warow and Oxford, proposed by the International
Law Associlation in 1932.

= The General Conditions for Delivery of Merchandise, Council
for Mutual Economic Assistance (USSR and some Eastern European
countries), revised in 1976.

= Combiterms with code numbers for costs units contained in
trade terms. Especially developed (1969) for shipments that do
not make up a "full load” and have to be grouped together.

1) Incoterms 1980 are developed by the International Chamber of
Commerce, Paris.
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The American Foreign Trade Definitiong and Combiterms are
now being revised to ensure that its terminology will be fully
compatible with Incoterms 1980.

7.2 Contents of Incoterms
The 14 Incoterms are:
Ex works

"Ex works” means that the seller's only respongibility 1s to
make the goods available at his premises (i.e., works or
factory). In particular he is not responsible for loading the
goods in the vehicle provided by the buyer, unless otherwise
agreed. The buyer bears the full cost and risk involved in bring-
ing the goods from there to the desired destination. This term
thus represents the minimem obligation for the seller.

Free carrier (named point)

This term has been designed to meet the requirements of
modern transport, particularly such "multimodal® transport as
container or "roll-on-roll off" traffiec by trailers and ferries.
It is based on the same main principle as FOB except that the
geller fulfills his obligations when he delivers the gocds into
the custody of the carrier at the named point. If no precise
point can be mentioned at the time of the contract of sale, the
parties should refer to the place or range where the carrier
should take the goods into his charge. The risk of loss of or
damage to the goods 1s transferred from seller to buyer at the
time and not at the ship's rail. "Carrier” means any person by
whom or whose name a contract of carrlage by read, rall, air, sea
or combination of modes has been made. When the seller has to
furnish a bill of lading, waybill or carrier's receipt, he duly
fulfills this obligation by presenting such a document issued by
a person so defined.

For/Fot

FOR and FOT mean "Free on Rail™ and "Free on Truck". These
terms are synonymous since the word "Truck” relates to the rail-
way wagons. They should only be used when the goods are to be
carried by rail.
Fob Alrport

FOB Airport is based on the same main principle as the ordi-~
nary FOB term. The seller fulfills his obligations by delivering
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the goods to the air carrier at the alrport of departure. The
risk of loss of or damage to the goods is transfered from the
seller to the buyer when the goods have been so delivered.

Fas

FAS means "Free Alongside Ship". Under this term the
seller's obligations are fulfilled when the goods have been
placed alongside the ship on the quay or in lighters. This means
that the buyer has to bear all costs and risks of loss of or
damage to the goods from that moment. It should be noted that,
unlike FOB, the present term requires the buyer to c¢lear the
goods for export.

Fob

FOB means "Free on Board”. The goode are placed on board a
ship by the seller at a port of shipment named in the sales con-
tract. The risk of loss of or damage to the goods is transferred
from the seller to the buyer when the goods pass the ship's rail.

C&F

C & F means "Cost and Freight". The seller must pay the
costs and freight necessary to bring the goods to the named
destination, but the risk of loss of or damage to the goods, as
well as of any cost increases, i1s tranferred from the seller to
the buyer when the goods pass the ship's rail in the port of
shipment.

CIF

CIF means “Cost, Insurance and Freight". This term is basi-
cally the same as C & F but with the addition that the seller has
to procure marine insurrance against the risk of loss of or
damage to the goods during the carriage. The seller contracts
with the insurer and pays the insurance premium.

Freight or Carriage (paid to)

Like C & F "Freight or Carriage paid to ..."” means that the
seller pays the freight for the carriage of the goods to the
named destination. However, the risk of loss of or damage to the
goods, as well as of any cost increases, is transferred from the
seller to the buyer when the goods have been delivered into the
custody of the first carrier and not at the ship's rail. It can
be used for all modes of transport including multimodel opera-
tions and container or roll on-roll off trafic by trailers and
ferries. When the seller has to furnish a hill of lading, waybill
or carrier's receipt, he duly fulfills this obligation by pre-
senting such a document issued by the person with whom he has
contracted for carriage to the named destination.
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Freight or Carriage (and insurrance paid to)

This term is the same as "Freight or Carriage Paid to ..."
but with the addition that the seller has to procure transport
insurance against the risk of loss of or damage to the goods
during the carriage. The seller contracts with the insurer and
pays the insurance premium.

Ex ship

"Ex ship” means that the geller shall mske the goods avail-
able to the buyer on board the ship at the destination named in
the sales coutract. The seller has to bear the full cost and risk
involved in bringing the goods there.

Ex Quay

"Ex Quay” means that the seller makes the goods available to
the buyer on the quay (wharf) at the destination named in the
sales contract. The seller has to bear the full cost and risk in-
volved in bringing the goods there.

There are two "Ex Quay" countracts in use, namely "Ex Quay"
(duty paid)”, and "Ex Quay (duties on buyers account}” in which
the liability to clear the goods for import are to be met by the
buyer instead of by the seller.

Parties are recommended always to use the full descriptions
of these terms, namely "Ex Quay (duty pald)” or "Ex Quay (duties
on buyer's account})”, or else there may be uncertainty as to who
ig to be responsible for the liability to clear the goods for im-
poris.

Delivered at frontier

“Delivered at Frontier” means that the seller's obligations
are fulfilled when the goods have arrived at the frontier - but
before “the customs border” of the country named in the sales
contract.

The term is primarily intended to be used when goods are to
be carried by rail or road but it may be used irrespective of the
mode of transport.

Delivered duty paid

While the term "Ex Works" signifies the seller's minimum
obligation, the term "Delivered Duty Paid”, when followed by
words naming the buyer's premises, denotes the other extreme-the
seller’s maximum obligation. The term "Delivered Duty Pald” may
be used irrespective of the mode of transport.
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If the parties wigh that the seller should clear the goods
for import but that scme of the costs payable upon the import of
the goods should be excluded - such as Value Added Tax (VAT)
and/or other similar taxes - this should be made clear by adding
words to this effect (e.g. "exclusive of VAT and/or taxes).

A simple reference to these trade terms, e.g. CIF Incoterms,
will be enough to be sure about the costs and delivery
conditions. Also when no reference 18 made in the contract, it is
possible that Incoterms are used because it is custowm of the
trade, it is referred to in standard forms or in statutary rules
or by implication. However to be sure about the terms, the best
thing to do 1s to mention them in the contract. Note that special
provision and arrangments made in the contract override anything
provided in Incoterms.

Not everything can be arranged in contracts, sometimes when
unforseen eveuts coccur one can use “force-majeure” exceptions for
example war-situations, labour disturbances and government inter-
ventions or relief clanses.

7.3 DUse of Incoterms

Which trade term one should use in contracts depends on
various factors. At first glance the best thing the geller can
do, is to sell his products Ex Work; leaving all the risks and
responsibilities to the buyer.

However there are a lot of complications, such as:

- Market situation:
a buyer may wish to compare costs of imported products in his
domestic market. In this situation sellers have to deliver
EX Quay and Delivered Duty Paild or at least C & F or CIF.

~ Control of transport and insurance:
when a seller is used to ship large quantities, he may be able
to arrange for relative low transport and insurance costs or
to provide for better conditions.

- Government Involvement:
government may wish to use natlional shipping lines or other
national carriers or to save foreign currency in some other
way.

A conclusion of our visits to ilmporters of fresh fruit and
vegetables was among others (see par. 12.2) that they mostly use
C & F and CIF, because they want to compare prices of products
delivered in the Netherlands.

LITERATURE

Guide to Incoterms (1980),
published by International Chamber of Commerce (ICC) services
S.A.R.L., Paris
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8. Import rules of the EEC for exports of
non—member countries

8.1 Introduction

The European Community has import rules and arrangements
which apply throughout the Community and are of importance to
exporters in non-member countries. The most important of these
rules are the Common Customs Tarlff, preferential arrangements,
references prices, phytosanitary regulations and quality and
packaging standards.

8.2 Value-added tax (VAT)

This tax i{s normally levied on the value added at each stage
of production and marketing. In order to ensure fair competition
and keep VAT as a general tax on consumption, it is also levied
on imports while exports are exempt. In addition to customs
duties, the goods imported into each of the Member States of the
European Communities are subject to value added tax.

Certain rules are applied in different ways by the member
countries of the Community. Value added tax is one of them. In
the Netherlands a value added tax of 5 per cent i1s levied on all
horticultural produce.

8.3 Customs duties

The customs duties levied in the EEC's countries on imports
from non—-EEC countries are those set out in the EEC's Common
External Tariff (CET). In the table on next page customs duties
of some products are illustrated. By importing tomatoes in the
period of 1 November - 14 May a custom duty is levied of 11 per
cent and in the period of 15 May — 31 October 1B per cent. For
melons you have to pay 11 per cent all year. The tariffs are very
varied depending upon product and season.

The tariffs in the next table are general tariffs. Applic-
able to countries that do not enjoy preferences. Produce from
many countries enjoy preferential tariff treatment {reduced or
zero duties) on importation into the Community. ACP~states enjoy-
ing preferences according by the Lom& Convention. Overseas count-
ries and territories associated which EEC (OCT~countries) have
preferences {see list next page). Many other countries have on
individual basis speclal agreements with EEC (Spain, Isra¥l and
others).
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ACP STATES

Bahamas Madagascar
Barbados Malawi
Benin Mali
Botswana Mauritania
Burundi Mauritius
Cameroon Niger
Central African Empire Wigeria

Chad Rwanda
Comoros Senegal
Congo Seychelles
Equatorial Guinea Sierra Leone
Ethiopia Somalia
Fiji Sudan

Gabon Surinam
Gambia Swaziland
Ghana Tanzania
Grenada Togo

Guinea Tonga
Guinea Bissau Trinidad and Tobago
Guyana Uganda

Ivory Coast Upper Volta
Jamaica Wegstern Samoa
Kenya Zaire
Lesotho Zambia
Liberia

List of overseas countries and territories assoclated with EEC
(OCT)

Saint Pierre and Miquelon Brunei
Comoro Archipelago Cayman Islands
French Territory of the Central and Southern Line Islands
Afars and Issas Falkland Islands and Dependencies
New Caledonia and Dependencies Gilbert and Ellis Islands
Wallis and Futuna Islands Monserrat
French Polynesia Pitcairn
French Southern and Antartic St. Helena and Dependencies
Territories (Ascension and Tristan da Cunha)
Surinam The Seychelles
Retherlands West Indies Turks & Caicos Islands
Anglo-French Condominium of West Indian Associated States
the New Hebrides {(Antigua, Dominica, St. Lucia,
Belize St. Vincent, St. Kitts-Nevis
Bermuda and Anguilla)

British Antarctic Territory
British Indian Ocean Territory
British Solomon Islands Protectorate
British Virgin Islands
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Custom duties on some fresh horticultural produce (CET) 1)

Tomatoes 11 per cent ( 1 November — 14 May)
18 per cent (15 May - 31 October)
Melons 11 per cent
French beans 13 per cent (1 October — 30 June)
17 per cent (1 July -~ 30 September)
Aubergines 16 per cent
Sweet peppers (Capsicums) 9 per cent
Courgettes 16 per cent
Apples 14 per cent (1 August - 31 December)

8 per cent (1l January - 31 March)
6 per cent (1 April - 31 July)

1) Rates in percentage ad valorem.

Imports between EEC-countries enter free of duty. Produce
lmported from non—-member countries and cleared by customs at any
Community frontier post may in principle move freely within the
Community without being subjected to customs duties or charges
having equivalent effect or quantitative restrictions.

8.4 Reference prices

The common agricultural policy of the EEC has the following
objJectives.
a. to provide a fair income to the agricultural community;
b. to stabilize markets;
¢. to ensure that supplies reach consumers at reasonable prices;

To this end reference prices have been establish for a
number of fruit and vegetables. The reference prices system in-
volves an “"invitation"” to vespect a minimum cif price in European
ports or more correctly a minimum price in representative
markets. The EEC don't accept disturbances caused by offers
through third country suppliers with abnormal low prices.

For the 13 produce listed in the table om next page
reference prices are fixed on annual basis. As noted in the table
they do not necessary apply for the full year, and they will tend
to be higher at the beginning aad end of the EEC season.
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Produce for which Reference Prices are Applicable 1983 and
Period of Applicability

Apples (All year) Lemons (All year)

Pears ( 1 July-30 April) Table grapes (21 Juny-20 Nov)
Peaches (11 June-30 Sept) Tomatoes ( 1 April-20 Sept)
Plums (11 June-20 Oct) Cucumbers (11 Febr-10 Nov)
Cherries (21 May-10 Aug) Aubergines {21 June-31 Oct)

Sweet Oranges( 1 Dec - 31 May) Courgettes {21 April-30 Sept)
Mandarins ( 1 Nov - 2B Febr)

The calculations of the reference prices has three elements:

1. The arithmetic mean of producers prices over the preceding
three seasouns in each Member State, although "excessively”
high or low prices can be disregarded.

2. The trend in production cost.

3. The cost of transporting produce from the production areas
to the "representative consumption centres” in the Community.

The general rule is that reference prices for any particular
period are set equal to the sum of 1 and 2. See table 8.1 below
and continuation 1 and 2 on next pages for reference prices for
gsome produce.

A countervailing charge is levied if the "entry" price is
lower than the reference price. The "entry price” is the price of
imported produce net of all import charges. The countervailing
charge is a tax of the difference between the reference price and
the "entry"” price.

The Member States monitor the prices of imported produce and
report these to a Commission. When the "entry” price of produce,
from any third country, is less than the reference price for 2
successive days then the Commission will impose a countervailing
charge on all supplies of this produce from that country.

Table 8.1 Reference prices of some produce per 100 kg

Period 1982 1983
ECU Hfl. ECU Hf1l.
Courgettes
21-30 April 55.50 156.17 60.67 167.18
May 49,68 139.76 54.32 149.69
June 35.43 97.63 37.45 103.20
July 30.97 85.34 33.90 93.42
August 34.89 96.14 38.18 105.21
September 38.50 106.09 42.12 116.07
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Table 8.1

Contlinuation 1

Period Hf1. Hf1l. Increase in
1982/83 1982/83 percents
Pears
July 102.45 108.42 106
August 85.64 92.19 108
September 85.01 91.51 108
October 91.76 98.77 108
November 98.35 105.82 108
December 105.54 113.54 108
January-April 109.81 118.12 108
Peirod 1982 1983 Increase in
ECU =  =—rmmmmemeeeee— percents
ECU Hfl.
Apples
July 37.69 41.23  111.73 9.4
August 31.97 34.97 94.82 9.4
September 34.39 37.63 101.98 9.4
October 34.57 37.83 102.51 9.4
November 35,21 38.53 104.41 9.4
December 36.02 39.41 106.79 9.4
January 38.36 41.97 113.73 9.4
February 39.78 43.52 117.66 9.4
March 41.59 45.49 123,27 9.4
April 42.59 46.58 126.22 9.4
May 46.88 51.26 138.90 9.4
June 48.79 53.34 144.54 9.4
Cucumbers
11-20 February 112.72 123.12  399.27 9.2
21-28 February 96.75 105.69  291.24 9.2
March $6.75 105.69 291.24 9.2
April §81.67 87.50 241.12 7.1
May 68.05 73.25 201.85 7.6
June 50.48 55.19 152.08 9.3
July 37.48 41.01 113.01 9.4
August 39.33 43.01 118.55 9.4
September 44.69 48.87 134.67 9.4
October 71.02 75.02 206.73 5.6
1-10 November 77.20 79.43 218.88 2.9
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Table 8.1 Continuation 2

Feirod 1982 1983 Increase in
ECU Hfl. ECU Hfl. percents

Tomatoes

April 168.50 474.02 183.95 506.90 9.2

May 121.79 342.62 124.25 342.39 2.0

June = 10 July 83.17 229.19 86.35 237.95 3.8

11 July-August 32.54 89.67 35.62 98.16 9.5

September 35.47  97.74 38.81 106.95 9.4

Oct- 20 December 37.11 102.26 40.60 111.88 9.4

8.5 Phytosanitary regulations

When produce arrives there will be merely a verification
that it contains no parasites that could be harmfull to European
production. A further imnspection may be carried out to ensure
that quality is statisfactory and that the produce contains no
residue of insecticides or pesticides.

Special the Federal Republic of Germany - one of the world's
largest importers of horticultural produce - has always been
concerned with food purity. A concern that is reflected in strict
regulations regarding pesticide use and permitted levels of
pesticide residues in food 1). Imported produce may be inspected
twice, once at the point of entry into the Federal Republic and
again at the point of sale in one of the states. If no pesticide
residue problem appears, the shipment or lot is accepted. But if
the tests show the existence of prohibited chemicals or additi-
ves, or 1f excesaive residues are found, the entire shipment or
portions of it may be denied entry into the ¢ountry, or the
purchaser may be allowed to find alternative uses for it so long
as no health risks are involved.

A list of prohibited products and a 1list of the maximum
quantities of pesticides tolerated in fruit and vegetables is
avallable on request.

8.6 Quality and packaging standards 2)

The produce listed on next page must meet EEC quality and
packaging requirements. For each of these items at least two

1) Bundesministerium fiir Jugend, Familie und Gesundheit.
Kenedy allee 105-107. 5300 Bonn-Bad Godesberg.

2) The participants of the marketing course visited also the
Sprenger Institute.
Ir. W.5. Duvekot (Sprenger Institute) gave more detailed and
up to date information about international standardization
of vegetables (Organization of Economic Co¥peration and
Development, Paris).
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es have been defined, for some produce there are more, even four.
The classes are marked extra, I, IJ and III. Most produce must
conform to prescribed size (length or weight, diameter).
Packaging requirements cover the type of package used and the
presentation and uniformity of the package produce. Each package
is also required to bear certain particulars, e.g. name and
address of packer/dispatcher and origin of produce.

Vegetahles Fruit
Cauliflowers Apples
Tomatoes Pears
Carrots Peaches
Onjone Abricots
Spinach Plums
Witloof chicory Strawberries
Shelling peas Grapes

Beans Cherries
Lettuce Oranges
Curled—~leaved Mandarins group
Broad—-leaved endlves Lemons
Artichokes

Asparagus

Cucumbers

Carlic

Brussels sprouts
Ribbed celery
Cabbage
Capsicums

Produce imported from other countries and marked or belong-
ing to one of the quality classes mentioned above must statisfy
the requirements for that class. If such produce bear a different
marking, they must satisfy the requirements for class I, or at
least II, in the latter case each package must be marked II. Pro-
duce in class III may not be imported from countries outside the
community.

Fresh fruit and vegetables other than those listed above are
not required to conform to specific EEC standards.

All these standards can be obtained in English and French
from the following address.

Office for Official Publications
of the Eurcopean Communicaties
Post Box 1003 Luxembourg

141



In 1983 countervatling charges were been livied as inserted in table

Table B.2 Countervalling charges per produce

8.2.

Produce Origin Charges 100 kg net Period
ECU Hfl.
Cucumbers Bulgaria 22.75 62,691 12-03-1983 t/m 22-03-1983
" Spain 7.87 21,687 24-03-1983 t/m 29-03-1983
" Spain 38.65 106,505 30~03-1983 t/m 07-04-1983
" Poland 19.55 53,873 16~-04~1983 t/m 25-04-1983
- Bulgaria 0.95 2,618 05-05-1983 t/m 11-05-1983
- Roumania 18.14 49,987 03-05-1983 t/m 10-05-1983
- Bulgaria 12.83 35,355 20~05-1981 t/m 22-05-1983
- Bulgaria 12.83 34,767 23-05-1983 t/m 27-05-1983
" Roumania 18.22 50,208 20-05-1983 t/m 22-05-1983
" Roumania 18.22 49,373 23-05-1983 t/m 26-05-1983
" Poland 32.25 87,391 28-05-1983 t/m 06-06-1983
" Poland 5.16 13,983 28-06-1983 t/m 11-06-1983
" Spain 20.62 55,876 07-10-1983 t/m 13-10-1983
- Spain 5.62 15,229 14-10~1983 t/m 18~10-1983
Tomatoes Spain 15.94 43,925 27-03-1983 t/m 03-05-1983
- Spain 1.02 2,811 12=-05-1983 r/m 16-05-1983
" Bulgaria 38.72 106,698 19-05-1933 t/m 22-05-1983
" Bulgaria 38.72 104,924 23-035-1983 t/m 27-05-1983
- Roumania 54,23 121,882 20-05-1983 t/m 22-05-1983
- Spain 17.47 48,141 20-05-1983 t/m 22-05-1983
" Spain 17.47 47,340 23-05-1983 t/m 25-05-1983
" Spain 26.72 72,406 26=05-1983 ¢/m 07-06-1983
- Morocco 22.19 60,131 02-06-1983 t/m 09-06-1983
- Poland 4.60 12,465 06-07-1983 t/m 12-07-1983
" Spain 3.66 9,918 13-10-1983 ¢/m 18-10-1983
" Poland 8.90 24,117 13-10-1983 t/m 20-10-1983
- Roumania 9.98 27,044 19-10-1983 t/m 25-10~1983
- Spain 14.42 39,075 19-10-1983 ¢/m 24-10-1983
- Spain 17.72 47,747 25~10-1983 t/m 27-10-1983
" Roumania 11.37 30,811 26—-10-1983 t/m 28-10-1983
" Roumania 3.39 9,186 12-11-1983 t/m 17-11-1983
" Roumanla 15.21 41,216 18-11~1983 ¢/m 23-11-1983
" Roumania 34.73 94,112 24=11-1983 t/m 06-12~1983
Courgettes Spain 15.74 43,374 28-03-1933 t/m 03-05-1983
" Spain 19.29 53,156 04-05-1983 t/m 16-05-1983
" Spain 22.15 60,022 23-05-1983 t/m 25-05-1983
Plums I Spain 5.84 14,850 22-07-1983 t/w 27-07-1983
R § Bulgaria 22.23 60,239 16-08-1983 t/m 23-08-1983
" 11 Yugoslavia 7.85 21,272 18-08-1983 t/m 23-08-1983
" L Yugoslavia 11.23 30,431 13-08-19B3 t/m 23-08-1983
" II Yugoslavia 25.04 67,854 24~08-1983 t/m 31-08-1983
R | Poland 26.86 72,786 02-09-1983 t/m 12-09-1983
A § & Yugoslavia 6.70 18,156 22-09-1983 t/m 29-09-1983
* 11 Roumania 6.70 18,156 22-09-1983 t/m 29-09-1983
Pears Spain 11.00 29,808 29-07-1983 t/mw 05-08-1983
- Poland 11.15 30,214 16-08-1983 t/m 23-08-1983
Peaches,
Nectarinsg Spain 16.09 43,601 29-07-1983 t/m 05-08-1983

Source: Jaarverslag PGF (Produktschap voor Groenten en Frait).
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9. Cost-structure

9.1 Introduction

To do a very good and deep analysis of the economlc resulis
is a prerequisite before starting with exporting produce to
Europe. By economic results we mean the difference between reve-
nues and costs. Here again the revenues refer to the return (out-
put) of the final product and costs refer to the sacrifices of
means {input).

Return is built up out quantity of the produce and received
price. The exporter has to asses which quantity against which
price he can export. Market information can be obtain on whole-
sale markets, as well as on auctions and from importers. The
salesman needs knowledge about cost-structure and cost-level so
that he can determine which price is acceptable.

Like market information the cost-side of production, trans-
port and trade is a complicated material. It is further com-
plicated due to the nature of the produce such as highly
perishable commodities, fresh vegetables and fruit. A very dif-
ficult part is the analysis of the production cost. In this
chapter we are giving a short summary (illustrated with prac-
tically examples) on calculating production costs an costs of
transport and trade before the produce reach the consumer.

9.2 Production costs

With the help of a trading account we got an overall record
of the economic performance of the farm. The trading account is a
survey of costs and revenues 1) and of the economic result

1) On production level revenues and costs are both in causal
relationship with the production activities during a period
of time. These two concepts must not be mixed up with the
concepts receipts and payments. Payments not costs: Purchase
of a durable production mean like a tractor is a payment.
For cousts the purchase money must be devided over more years
{(depreciations). Repayments on debts and household expenses
are payments also.

Costs not paymenis: Depreciation, interest and maintenance
are costs for the use of durable production means, cost of
family labour, interest on own capital, use of owner-
occupied land, decrease of stocks.
Receipts not revenues: Sale of product produced in previous
year, receipts on forward sales of product not yet produced,
subsidies on the purchase fo means of productions, sale of
depleted equipment.
Revenues not recelpts: Increase of stocks, household con-
sumption of own holding produce, own production of cuttings
for own use.
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originating from the operation of the holding during a period of
time (mostly 1 year, but you can take 5 years or the growing
period of the product alsc). The trading account is composed out
seperate producing costs and revenues. In order to have a better
insight the revenues and costs should be classified.

9.2.1 Classification of production costs

The economic result of a farm can be expressed in different
ways. It should however always indicate also to which extent the
grower succeeded in obtaining a sufficient reward for the input
of his own labour, laund and capital. These rewards must be com—-
pared with the rewards in alternative employment (scarcity, 1)
opportunity costs 2)).

9.2.1.1 Labour costs

Not only the costs of hired labour but also the costs of the
farmer's own manual labour and other family labour should enter
the calculation. Family labour (included the farmer himself)
should be evaluated at the same wage (incl. social taxes) as
hired labour.

For hired labour the labour costs are equal to the payed
wages. The costs of the manual labour are calculate on the bases
of an estimation of the amount of manual labour done by the
farmer and his family (not only son(s) but also farmers' wife(s)
an daughters). In the Netherlands this labour is evaluated
according to the wages (including socilal fees) of the Collectlve
Labour Agreements for adult male and female labourers and ado—-
lescents. According to this CLA a performance addition, holiday
addition are calculated for the farmers and their families.
Furthermore the wages are increased with a certificate addition
for all working people older than 22 years. The wages calculated
for the farmer include a foreman addition.

1} Scarcity is an indispensable concept in economic thinking.
It means that the available quantity of some good is scarce
in relation to the uses which could be made of it. For
example by using an acre of land for vegetable crops, we
sacrifice the opportunity for growing for example fruit
crops.

2) By making a specifie use of a good, we forsake alternative
opportunities. This implies that by making a specific use of
a good we must sacrifice alternatives opportunities for a
useful application. The cost of the input therefore should
be measured by the most attractive alternative use which is
sacrified (opportunity cost). For example the real costs of
seedlings produced and used by the grower himself is deter-
mined by the price we can obtain by selling the seedlings.
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The economic result of a holding is expressed by means of
the concept of entrepreneur's net balance. It is formed by the
difference between the total revenues and the total costs. In the
cogts no sum is included as wages for the function of managing
and directing the holding. Entrepreneur's net balance must be
regarded among others as a reward for managing and directing.

9.2.1.2 Fertilizer

The costs are calculated as follow: opening stocks plus
purchases less closeing stocks. Calculatione must be done with
prices by present purchases.

9.2.1.3 Planting material (incl. seed)

These costs are easy to calculate. The costs are the kg of
seed used multiplied with the price you have to pay by purchase
in the year concerned.

9.2.1.4 Delivery costs

In the Netherlands the produce are brought to an auction.
The grower had to pay: rent boxes, interiors, rent pallets, auc-
tion cost, transport and possihle grading costs.

9.2.1.5 Contractors

When jobs are done by contract the total amount of the
agreement must be calculated (o.a. soll disinfection, rotary
tillage).

9.2.1.6 Ohter materials

Other variable 1) resources are control remedies strings,
energy and many others. Only when the cost of a variable resour—

1) Fixed and variable resources: a distinction can be made be-~
tween fixed and varfiable resources. Variable resources are
resources of which the level of input and the level of costs
in the output volume vary directly in dependence on the
volume of output and can be changed at short notice (for
example 1 year). Resources which can be change at short
notice are fertilizer, pesticides, labour etc. Resources
which cannot be changed at short notice are machines, trac-
tor, buildings etc., they are the so-called durable product-
ion means. The distinction of fixed and varliable is not
absolute. The capacity of the building could be fixed for
one year, but may be adjustable after a longer period. The
distinction should be made in relation which the type of
management decigsions and farm plan considered.
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ces is Important it is classified seperatly. The small variable
resources are put together in the classification "Octher
materials”.

9.2.1.7 Eguipment costs

On a holding different machines, implements and other equip-
ment are used. Because these means have a lifetime longer than
one production period we call them durable production means. The
costs of these resource are expressed in depreciations, interest
and maintenance.

Depreciation

After a period of productive use every equipment has to he
replaced. During the use a decrease of value take place. The
falling course of the value can be linear. Yearly the performance
of the apparatus 1s constant. The deprecliation 13 equal in all
years. When the lifetime is 10 years, the depreclation f{s 10%
also. By a lifetime of 8 years the depreclation is 12,5% a year,
and so on. Suppose the price by purchase of the speed-balance is
f 2.400,- and the lifetime is 10 years. After 10 years the sale
price 1s f 200,- (residual value). The depreciation amount is
caleulated on £ 220,- (10% of f 2.200,-). For every apparatus the
lifetime and the purchase value in the year concerned must be
checked, the last each year again (see further on "value when
new”).

For larger objects with a great value or/and a long lifetime
(more than 10 years) a degressive falling course of the value of
the durable production mean in connection with the decreasing
performance is preferable.

The depreclation amount is greater during the first years
than later on. The depreclation percentage decrease anmually with
a certain amount {(e.g. $%Z). The course of the depreciation can be
chosen in such a way that about 65% of the total depreciation is
realized at the middle of the establishment depreciation period.

Wear and tear

After a period of use an apparatus is wear out. The reason
can be technical. In such a situation we have a "technical wear”.
When the replacement may rise from the availability of more
modern and efficient equipment and further continuation of the
use 1s no longer profitable although the old implement is still
usable, we talk about "economical wear”.

Value when new

In the period of inflation we have to take into account
price rises. Depreciation calculations based on the historical
purchase price means imputing too low costs of depreciation and

147



also for interest. The bases of depreciation must be the present
purchase value (the value when new). For example a new speed
balance was purchased 7 years ago for f 1.500,-. The present
purchase price is f 2.400,~, than the costs of depreciation is

f 220,- and not f 130,-. This by a residual value of f 200,-.

9.2.1.8 Interest

Interest must be also calculated on bases of replacement
values (value when new). As calculation percentage the interest
rate for long term credit must be taken.

Suppose this rate is 10Z. On basis of the booking value the
interest value in the first years is much higher (see example).

Example:

Value when new f 1.000,- lifetime 4 years, rest value 0,
depreciation linear.

Interest

Value when new (booking value first year) £ 1.000,- £ 100,-
Bepreciation " 250,—

Booking value secand year £ 750,- " 75,-
Depreciation " 250,~

Booking value third year £ 500,- " 50,-
Depreciation " 250,-

Booking value fourth year £ 250,- " 25,~-
Depreciation _ f 250,-

0,- " 250,-

For cost-price calculations this isn't correct because the
performance of the equipment is yearly constant. On account of
practical considerations in general the interest is calculated by
the next formule - interest rate over 60% of the value when
new —. The number of 60 because mostly there is a positive regi-
dual value. For the equipment in the example the yearly interest
becomes £ 60,- (10% of 60% of £ 1.000,~).

Maintenance

This are cost involved in maintain and repalr of the equip-
ment. Mostly the maintenance costs per object are not known. On
account hereof the maintenance costs are mentioned totally under
the classification "miscellaneous”.

For cost caleulatlons depreciation, interest and maintenance
are often taken together on basis of average figures. For example
when the lifetime is 20 years the depreciation is 5 per cent
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{100:20), the interest is by an interest rate of 12 per cent

7.2 per cent (12 per cent of 60) with a maintenance of 2 per cent
(variation 2-6 per cent depending on the type of equipment). The
total equipment costs are in this situation 14,2 (5+7.2+2) per
cent of the value when new. Wiht a lifetime of 5 years and
further the same conditions the total equipment costs are 29.2
per cent (20+7.242) of the replacement value).

Small tools

On each holding you will find small tools like a hammer etc.
For all small tools a total amount of investment is estimated.
Yearly a high percentage (20%) is depreciated.

9.2.1.9 Land and buildings

For the owner occupler the costs of buildings are calculated
on the same way as the equipment costs, this means depreciation
Plus interest ad plus maintenance. Land has normally nc¢ depre-
ciation, only maintenance (including taxes e.o.). For land a very
moderated rate of interest must be calculated.

In the case of tenancy we can take the paid rent and add che
costs of maintenance and repalr of buildings etc. incurrend by
the tenant.

9.2.1.10 Miscellaneous

Under this heading will be charged costs made on the holding
for telephone, market visits, imsurance fees, membership, admini-
stration, soll examinitlon, bank commission, electricity, etc.
For big holdings these costs can rise very strong.

9.2.2 Cost-pricing on production level

The cost-price on farm—-level can be calculated by dividing
the total production costs by the total harvested yields
(physical value). The total harvested yields include all produce,
the produce for export and the produce sold on the home market.
In this way we got an average cost price. Mostly the quality is
not equal on the two markets, however on production level the
coat are not different. The shortage on one market must be
covered by the other market. By adding the several cost-items
(see classification of production costs) you will find the total
production costs of the holdings. The revenues (money value) must
be egqual to total costs. In the situation with no home market all
revenues have to come from export. The price on farm level must
be equal to total production costs divided by exported yields.

In appendix 9.1 you will find a production cost calculation
of two pratical holdings. These growers are speclalized in the
cultivation of sweet peppers growing in heated glasshouses. The

149



average total costs per one kg sweet peppers for helding A is
f 3,27 and for holding B f 3,15. The two holdings are situated in
the horticultural district the Westland.

Cost price calculation is very important for price nego-
tiations e.g. with the government, the exporter, marketing board
or wholesaler and others. For farm management as such it is of
little practical use. For farm management comparison of farm
records, like cost items and yield and quality level between dif-
ferent farms or production countries, can be helpful in discover
weak spots in management. The differences may lie in production
circumstances (prices, land, weather, diseases etc.) or in dif-
ferences in the efficiency of the management of the farm (labour
efficiency, fertilizer efficiency, crop management and others).

Mixed farms

On mixed farms buildings are used for all produced crops, by
the most implements will happen the same. The problem is the
allocation of joint costs to separate activities. To allocate
these costs you can take the area per crop the revenue per crop,
the labour use per crop or an other allocation. However it
remains highly arbitrary. Nevertheless it is necessary for the
insight into the costs per unit output. On mixed farms it is
possible to calculate very exactly. A good feeling of the
production costs per product will remain, because the costs you
have to allocate are only a part of the total costs.

9.3 Transport costs

The shelf life, this is the maximum amount of time a com-
modity can keep its freshness and remain saleable after har-
vesting, is very different between horticultural produce. The
storage potential varies widely. Onions have a storage life of
nearly 6 months and capsicums 9 days. This includes that for many
horticultural produce the pericd of transport is very important.
In the short survey on next page you will find some periods of
time by sea— and airtransport on the same distance (see map
appendix 9.2 also).

For products transported by air freight rates are much
higher than for products carried by ships. For that reason sea-
transport is preferable, the more so as in the competition of the
product offered the cost of transport will always be a very im—
portant factor and often a determining factor. For highly perish-
able commodoties which could not survive the long sea route air
transport is the only alternative. Land locked countries have no
choice. They are compelled to restrict thelr exports to highly
perishable produce on which airfreight rates have to be absorbed.
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Table 9.1 Duration of sea- and airtransport
Country Airport/seaport Destination Period of transport
time (roughly)

airplane Boat

hours 2) days 2)

Argentina  Buenis Aires Netherlands 1) 19 30
Venezuela  Caracas " 14 22
Nigeria Lagos . " 8 16
Kenya Nairobi/Mombassa " 10 27
Egypt Cairo/Alexandria " 6 12
Indonesia  Djakarta " 22 40

1) Airport Schiphol (Amsterdam) and seaport of Rotterdam.
2) Excluding charge and discharge.

9.3.1 Air transport

The biggest advantage of air freighted crops is the short
period of transport time. The produce arrive in fresh condition.
Higher prices are obtained. Other advantage of air tramsport are
the longer period the commodity is fresh in the import country
and the greater flexibility in the choice of destination. Alr
charter shipment can be routed to markets which offer the best
prices. The biggest disadvantage we mentioned already is the high
costs. Other disadvantage are cargo space is difficult to find,
very limited and the flight schedules do not always meet market
requirements e.g. flights arriving in Western Europe on Saturday
products cannot be marketed before Monday.

An example: KLM (Royal Dutch Airlines)

To get feelings with the costs and the way of working of
these transporters we give information of the KIM as an example.
Almost all airlines carry shipments of commodities, some are spe-
cialized on cargo. KlM—cargo transports among many other things
vegetables, fruit, plants and cut flowers. KIM has special cargo
expertise for these items. KIM advises the producers of
perishables on packing, temperature and humidity requirements
from the moment of harvest to consumption. KIM is doing so
because a part of the shelf 1life is taken up by the flight. Much
more time is consumed onm the ground, between producer and air-
port, and from destination airport to consumer. For customers
with regular transport the KIM works together with the producers
to find the right combination of timing and packing for most suc-
cesfull shipping. The packaging: ventilated, sealed, wet, dry,
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cooled? Will it be bulk packaging or will it be unitized loads
(pallets, containers) KIM is helping by certificates (origin and
for owmership) import documents and others.

The KIM takes care of the transport from airport to airport.
The KIM don't look after transport from producer to airport and
from destination airport to consumer. For each shipment there is
an air waybill. This 1s contract of transport. KIM can fill in
this air waybill with the help of a forward-instruction. This can
be done also by a IATA agent in your country {International Air
Transport Association). Write or ring up the IATA for names and
addresses of forwarding-agents in your country. You have to pay
in advance at the delivery of the goods on the alrport. Am
account can be opened for regular customers. Paying collect is
not allowed for perishable produce.

Air freight rates

With the help of the KIM air freightfolder (rates—appendix
May, 1984) you will find under number 0007 vegetables and fruit
(excluding strawberries). For illustration we take the same
cities as before. For a shipment from Lagos to Amsterdam you have
to pay 0.747 dollar per kg, the shipment must be 500 kg more. For
the distance Buenos Aires-Amsterdam the flight costs are 1.73 US
Dollar per kg. Primarly the difference in flight costs are caused
by differences in distance, the celestial latitute is about 5,500
resp. 12,000 km. The asize of the shipment is also important,
especially for small shipments. The price increase very strong
for small weights. On the distance Nairobi-Amsterdam for a ship-
ment with a minimum weight of 45 kg you have to pay 42.7 KES per
kg. This is 4 time the price of a kg with a minimum weight of 500
kg. More factors, like fuel costs, handling costs, frequency and
market situation, cause differences in price (table 2.2).

Speclal rates

For a shipment with a big volume (less than 1 kg per 6 dm3)
and relative low weight you have to pay more (flowers). Unitized
loads (pallets, contalners) are on long distances cheaper than
individual parcels and they are easier to keep cool and moist.
Bundle of the bozes is very attractive. Put the boxes on a pallet
or in a container you can do it by yourself. Herewith it is very
important to take the measurement given by the air companies (see
appendix 9.3). Of the six mentioned airports, KIM offers the
possibility of pallet/container transport only for Caracas.

Other air transport costs
Take out an insurance against damage by delay or something
else is mostly done. The insurance premium for perishables is

2-5% (KIM's shippers open policy).
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Further you have to pay import charges on the destination
alrport like customs warehouse facilities, clearance and possible
administrative activities, storage aand others (see appendix 9.4
import charges KIM, 1984). Roughly estimated these extra costs
amount £ 0,10-f 0,18 per kg. You have to pay these costs also on
the airport in your own country.

The transport cests from Schiphol to a warehouse in Amster-
dam are £ 0,50 per box. When there is a necessity of repacking
these extra costs are f 1,00 per box. For selecting the costs are
also f 1,00 per box. Handling in/out amounts f 0,40 per hox.
Sometimes there is an official survey, these costs are f 300,-
per shipment.

KIM is flying on a limit number of countries (73 countries
and 120 cities). Perhaps you have to make contact with other
companies. You always have to compare alr freight rates of dif-
ferent companies. Before starting to export you should endeavour
to negotiate acceptable freightrates with the airplane—companies.

Through a very good organization Dutch growers export
flowers to New York with an airfreight rate of f 2,00 per kg
(situation end 1984). An exporter have to pay the same rate on
the distance Amsterdam-Munich, so 1t 18 very worthwhile to have
efficient organization and tune production and trade.

9.3.2 Water transport

As we already mentioned before transport by boat is
considerable cheaper in comparison with air transport. Other
advantages are the greater availability of refrigerated sea cargo
space, much larger quantities can be shipped and planning is
easier.

The main disadvantage of transport by ship is the long
voyage. Many perishables with short shelf 1ife cannot be exported
via water transport. Sea transport requires highly specialized
technical know how as regards storage, packaging, handling, etc.
In particular handling can often be rather rough in the ports and
during transport. Freight rates of alr-transported goods are
calculated on a weight basis mainly, while sea-traunsport rates
are mostly calculated on a volume basis.

Some examples: The collected rates vary widely, we give them
arbitrary:

- melons unitized shipped from Caracas to Rotterdam have a rate
of 180 US Dollar per 1,000 kilogramme (included bunker,
currency and unload). The rates by individual parcels are.
17-20 kg box 3.85 US Dollar, 14-16 kg 3.55 US Dollar amd 11-13
kg box 2.90 US Dollar. The rates for other horticultural pro-
duce are below or above the melon rate with a maximum
diviation of 20 per cent;

— the gea-freight rate per m3 for containers with pine-apples
from Mombasse to Rotterdam is 132 US Dollar (included bunker
and currency);
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~ unitfzed sea-transport from Jakarta to Rotterdam have a rate
of 267 US Dollar per m3 {including bunker and currency};

- shipments with a transport period of 18 days from Buenos Aires
to Rotterdam and with a minimum weight of 12,000 kilogramme
are carried for 180 US Dollar per 1,000 kilogramme (including
bunker, currency and unload);

- for transport cost Ivory Coast-Netherlands see appendix 9.5.

From the telex illustrated in appeadix 9.5 it appears that
airfreight amouats 200 fcfa from Abidjan to Schiphol. This is 1in
Dutch guilders f 1,40 per kg. lncluding airport charges from both
airports the total transport costs are about f 1,70 per kg. Ocean
freight amount £ 462,- and f 82,- for baf per ton. Including har-
bour costs of f 0,16 in Abidjan and £ 0,05 in Rotterdam. The
total transpert costs by boat are about £ 0,57 per kg.

Comparing air and water transport under favourable coun-
ditions the cost of sea transport may be as low as one-third and
even one-fifth or air transport. On this point sea—freighted pro-
duce will thus be more competitive.

These data are coming from a limited but different for-
warding agents and carriers. The prices are from July 1984.
During collecting it seems that most boats have no possibilities
for cooling. The technical level of refregeration, load and dis-—
charge varies widely resulting in great difference in productivi-
ty, corresponding prices and period of transport-time diverge
strong.

The whole locked over we may conclude that the most advanced
technologie is not employed on most lines. This can be one of the
factors to renovate first.

You can also work with charter boats and planes. This
required an excellent organization otherwise the costs will in-
crease easily to strong.

9.4 Trade costs

The classical pattern of the structure of trade in imported
fresh fruit and vegetables is importer-wholesaler-retailer. In
this outlet system the importer sells by wholesale the produce to
the wholesaler and the lastnamed sells to retailer. Virtually the
distribution is handled through much more outlets. Many importers
also exercise wholesale functions by distributing to secondary
wholesalers and sometimes selling direct to the supermarkets,
caterers and even to retailers. On the preconsumption level the
most retallers are concentrated nowadays. These supermarket
chains have central buing offices that often import direct pro—
duce, sold in large quantities, such as pineapples, citrus fruit,
potatoes, avocados. Buing offices and independent supermarkets
prefer to establish direct supply relations with producers in
order to eliminate iuntermediaries margins and to fulfill their
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specific requirements in relation to range, quantity, size of
pleces, packing and stable prices. Such agreements they have
sometime with importeurs too. Produce with a small turnover, such
as most off season and tropical produce are imported by the in-
dependent importer/wholesaler. It has been estimated that the
biggest quantity of exotic and out-off-season fruit and vege-
tables imported into Europe is sold by importers and importer/-
wholesalers.

Importer/wholesalers operate on consignment/commission basis
or purchase on fixed prices. Commission rates are of the order of
3-18 per cent of the wholesale price, depending on the nature of
the produce, the quantities shipped, quality of the products, the
regularity of shipments, perishable, exclusivity, availabilicy,
demand and the services rendered by the importer. Why on commis-
sion terms? This is hecause importers are unwilling to incur the
risks attendant upon such highly perishable produce as tropical
fruit and vegetables without being absolutely certain that con-
tractuel agreements like quality, quantity and deliveries will be
expected.

Secondary wholesaler has a mark-up of 5-10 per cent and more,
while the retailer (greengrocer) needs a gross margin of 30 to 80
per cent and even more. The mark-up varies with the product.

Other determined factors are a rapid or a slow turnover, a
swall or large turnover and the place and type of the shop. The
supermarkets usually have lower margins, again the percentage
varying with the product. For tropical off-season and exotic pro-
ducts the mark-up can reach 100 per cent.

9.5 Total costs

The production, tramnsport and trade costs together are sche-

matically illustrated below.

Production costs

Transport to the airport/harbour

Costs of marketing board/exporter rate

Clearing and other duties on airfield/harbour in home-country

Transport between continents

Clearing and other duties on airfield/harbour in Europe

Importer/wholesaler rate

Transport costs in Europe

Secondary wholesaler rate

Greengrocer rate

Prepacking/repacking

Storage

Customs duties 1)

Taxes (VAT) 1)

Countervailing charges 1)

1) See the paper "Import rules” of the EEC for exporters of
non-member countries chapter §.
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The way horticultural produce is handled, transported and
marketed is quite different. This must bear in mind very well by
cost calculations.

For a successful export of herticultural crops to distant
markets the packaging is an important aspect of the operations.
Package should add as little as possible to the transport costs
of the volume it contains. The basic functions must be fulfilled;
this means to contain the produce, to protect the produce against
journey hazards, to inform intermediaries of the nature, and des~
tination of the goods and to inform customers of the quality aund
origin of the produce. For certain products the produce is re-
packed before offering it for sale. Regular by the repacking
constitutes a second quality-control operation during which de-
fective produce is eliminated. repacking means extra costs and
high percentage of elimination influenced the cost price very
strong, see calculation example below. The loss by damage in this
theoretical situation is 30 per cemnt (300 kg). The cost price in-

;ecreage from £ 3,—- to £ 4,29 per kg plus prepacking costs.

Table 9.3 The loss by damage and the costprice

Before After repacking
repacking
Total costs of the goode f 3.000,- £ 3.000,~ plus pre-
packing costs
Size of the parcel 1,000 kg 700 kg
Costs per kg f 3,- f 4,29 plus pre-

packing costs

Products destinated for the market of France and Switzerland
arrive at Marseille by sea. For Germany the most suitable port of
unloading is Rotterdam. Other ports may be used but these two
ports are prefered due to its geographical position and the
excellend port facilities. When transported by air Frankfurt for
Germany and one of the Paris airports are prefered for France.
Other international airports are to use also (Amsterdam, Geneva,
Hamburg, Zurich, ete.). For Eagland London is the port of
arrival. After receiving their produce at airport/harbour the im-
porter or import/wholesaler may sell part of it immediately to
spaller firms (secondary wholesalers). Than the products are
transported mostly by truck to customers all over Europe. Beside
the commission/consignment rate wholesalers can deduct a market
handling charge and costs/fees incurred by the handling agent who
deals with receipt and transportation of the markets and custo-
mers.
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9.6 The cost-structure of a consumer guilder

The "Produktschap voor Groentem en Fruit” analysed the
structure of the Vegetable— en Frultsector in the Netherlands in
1970 on basic of a calculation-model. The results are more an in-
dication of the level instead of precise figures.

For fresh vegetables the grower in the Netherlands received
f 0,61 of every gullder spended by the consumer. The retailer
added a value of £ 0,25. For home produced fruit we see the same
amounts (table A). For imported vegetables f 0,52 of every
gullder gpended by the consumer in the Netherlands can be desti-
nated abroad. With this amount has to be covered the tramsport
costs, clearance and all other duties and the receipts of the
growers (table B).

Table 9.4 The consumer guilder

A. Produce produced in the Netherlands

Fresh Canned

vegetable fruits vegetable fruits

Grower 0.61 0.63 0.17 0.17
Auction 0.05 0.04 0.02 0.04
Factory - - 0.53 0.45
Wholesaler 0.05 0.05 0.05 0.05
Retailer 0.25 0.24 0.19 0.19
Value Added Tax 0.04 0.04 0.04 0.10
Total 1.00 1.00 ~1.00 1.00

Abroad 0.52 0.54 0.45 0.30
Importer 0.04 0.02 0.02 0.01
Factory - - 0.21 0.32
Wholesaler 0.10 0.14 0.06 0.05
Retailer 0.25 0.24 0.19 0.18
Value Added Tax 0.04 0.04 0.04 0.10
Customs dutiles 0.05 0.02 0.03 0.04
Total 1.00 1.00 1.00 1.00
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SOQURCES

KLM Luchtvrachtgids Tarieven bijlage.

KIM Vrachtkantoor,
Pogtbus 7700
1117 ZL Luchthaven Schiphol

Muller & Co.
Waterlaan 1
Postbus 770
3000 AT Rotterdam

Schenker & Co.
Internationaal Expeditie BV
Postbus 1011

Rotterdam

RACK BV

Rotterdam Amsterdam Cargadoors Kantoor
Postbus 23387

3000 KJ Rotterdam

VCK

Vereniging Cargadoors Kantoor Rotterdam
Postbus 54009

3008 JA Rotterdam

Intermar-Teco BV
Postbus 23232
3001 KE Rotterdam

Agricultural Economics Research Institute
Conradkade 175

Postbus 29703

2502 LS Den Haag
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Appendix 9.1 Productions castgs: costprice calculations of two glasshouse
holdings specialized in sweet peppers, 1982. Location Westland,

The Netherlands

Holding A B
Area of glasg (m2) 13.800 29.100
Number of growers 2 4
Labour need: total number of
man years 4.97 8.24
Costs:
Pepreciation:
= buildings £ 4.541,- f 6.332,-
- glasshouses " 27.237,- " 71.726,-
=~ heating installation " 13.651,~ " 62.128,-
- other installatione " 26.285,- " 47.246,-
- machines, implements " 2.874,- "  8.661,-
~ ohter equipment " 1.458,- 10.713,-
- cars " 2.081,- T 4.318,-
Total depreciation £ 78.127,~ £ 211.124,-
Interest: buildings £  3.657,~ 6.749,~
glasshouses " 18.943,- " 55.914,-
heating systeas " 7.376,- " 38.660,-
other installations " 11.471,- " 20.851,-
machine implements " 1.450,- " 3.965,-
other inventory " 1.332,- " 8.651,~
cars " .337,- 1.214,-
ground " 5.156,- 16.794 -
1iquid interest " 7.451,- " 12.880,-
Total interest f 57.175,- f 165.678 ,-
Labour: grower(s) f 128.976,~ 187.794,—
growvers wife(s) " 28.560,- -
other members of the family " 4.500,- " 92.026,-
pald wages permanent personal " 44.274,- " 32.726,-
paid labour, uvsual labour(s) " 2.500,- " 15.876,-
pald labour eosts contractor - -
Total labour costs f 208.810,- f 328.422,-
S0il sterilization f 19.350,- f 19.504,-
Spade and spurt " 7.671,~- " 19.424,-
Total T 27.021,- f 20.928,-
Delivery: auction costs f 13.775,- £ 27.284,-
rent boxes, levy g.o. " 10.798,- v 23.692,~-
Total f 24.573,~ £ 50.976,~-
Maintenance " 4.862,- " 32.517,-
Car and other costs " B.787,- " 20.606,-
Energy costs: fuel for heating f 188.328,- £ 317.779,-
electricity " 15.131,— Y 29.816,-
Total f 203.459,~ f 347.595,~
Matetiale: fertilizer f 11.960,~ f 18.026,-
young plants " 48.392,- " 113.493,-
peaticides " 8.371,- " 12.139,-
other materials " 9.202,- - 18.873,-
Total f 77.925,- f 162.531,-
Crop insurance " 5.364,- " -,
Miscellaneous " 7.969,~ " 19.654,-
Total costs £ 704.072,~ f 1.360.031,-
Total harvested yields (kg) " 215.074,- " 432.390,-
Average costs per kg " 3,27 - 3,15
Received average auction price per kg - 3,25 " 3,16
Total proceeds " 698.736,—- " 1.366.186,-
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Appendix 9.2
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Appendix 9.3 Measurements of containers and pallets used in KLM-aircrafts
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Appendix 9.4 Import charges (1984, source KLM)

la.

1b.

Customswarehouge facilities
Per kilogram

Minimuw per shipment
Surcharge per package

Handling charges free warehouse
Per collo
Minimum per shipment

Clearance
Monday through Friday between 08.00 and 18.00 hours:
1. Shipment of samples and others, without commercial vaiue
and free of import duties: shipments covered by Procedure
Art. 220A (“"Algemene Wet Dovane en Accijnzen™) and Art. 179
("Besluit Douane en Accijnzen™) per shipment
All other shipments with one tariff item, declared in
guilders:
£ 1,00 - £ 500,-
f 501,00 - £ 1.000,~
Over £ 1.000,~: per £ 1.000,- or part thereof
Maximum
For each addition tariff item
Goods with exemption, extra fee
Preparation "DV 1" forms
EEC-activities
3. Preparation customs documents
Global documents: rates as mentioned under 2.
with a maximum of
Specific documents and/or Communautafire documents:
tariff as mentfoned under 2.
4. For ghipments to be handled with priority extra charges
wil be levied.
Clearance outside uvnder A. mentioned hours and on officlal
holidaya: see point 10.
Minimum per shipment

L]
.

Administrative activities
For telex, telephone, telecopier, photocoples and stamps,
if any, actual costs will be charged.

Storage

Storage in the strongroom for valuables, per day per shipment
Live animals: first 24 hours free of charge.

All other shipments: first two working days free of charge.
Thereafter per 10 kgs or part thereof, per day

After 14 days, inclusive weekend and/or holidays, per day
After 60 days, per 10 kgs, per day

With a minimum of

£ 0,06
" 17,00
" 0,50
f 0,50
" 3,00
£ 31,50
£ 35,00
" 45,00
" 8,25
“ 350,00
" 13,00
* 10,25
" 13,00
" 8,25
£ 44,50
£ 80,00
£ 12,50
£ 16,00
£ 0,13
" 0,35
0,60
" 12,00
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Appendix 9.4 Continuation

164

Storage Public Bonded Warehouse at Schiphol
Including trangportation from carriers’ warehouse, per 100 kgs f 18,00
Minimum per shipaent " 26,00

Extra handling will be charged at actual costs.

Taking inventory and/or customsvisitation
Will be charged in accordance with the nuaber of manhours
involved with a minimpum of . £f 11,00

Advances and guarantees for duty and taxes

Over advanced freightcharges, other charges, importduties
and VAT, a 2X charge will he levied.

Guarantees for duties and taxes will be charged at 1% per
half year or part thereof over the outstanding amounts.

Transfer costs
Costs for shipments addresgsed to a bank which after release
will be traneferred to an agent or dbroker f 15,50

Activities requived, not mentioned hefore such as:

a.
b.
c.
d.
e.
£.
8.

arranging pre-domicile shipments;

import licences;

BUTVeY reports;

handling of claims;

requests for refunds;

splitting of certificates of origin;

loading on trucks (heavy and voluminous carge: see point 10b.)}.

may be charged in accordance with actual c¢osts and manhours involved.

Precious stones, objects of art, antiques, coins and wvaluable papers will
be charges different.
Rates will be supplied on requeat.

All chargee mentioned above are spplicable for activities which have been
carried out during normsl working hours and for normal merchandise having
no excessive weight or dimenslions.

In case of exceptlons (at the carrier's or forwarder's judgement) extra
fees, if any, will be charges in consult with the shipper.

I1f payment of charges 1s not made within the terms of payment, legal
interest rates will be levied.



Appendix 9.5 Telex: Transport costs Abidjan-Amsterdam

In this appendix is illustrated a teletype destine for Schenker & Co. Rot-
terdam. It was sended by Schenker Abidjan. Scheoker iz an international for-
wvarder aud airfreight agent. This telex concerms the traunsport costs of
pineapples by air and by boat from Ivory Coast to The Netherlands.

Mr. W. Schutte froa Schenker Rotterdam gives us some detailed information.
The airport duties on Schiphol are f 0,06 per kg and £ 0,50 per box. The customs
duties are 9%. The discharge of the boat in Rotterdam costs f 140,- and the
other harbour duties are f 129,- per container. BAF is extra allowance (17,7 per
cent). One fcfa is equal to £ 0,007 and 1 DM i1s equal to f 1,10. Only the 6 t/20
containers are available.

1. Adr freight
Fob charges at Abildjan airport: fcfa. 25/kg.
Alrfreight Abidjan/Rotterdam: fcfa. 170/kg.
Mianimue 2,300 kga

Alrfreight rate will certainly be raised lat October up to 200 fefa/kp.

2. Ocean freight
By refrigerated containers.
Fob charges in Abidjan port: fefa 23,5/kg brut.
Minimua 6 t/20' ctr
12 t/40* -~

This rate includee all formalities: photosanitaire-stacking-control~
weighing-shipment of documents by dhl courrler.

Ocean freight rate Abidjan/Rotterdawm: dm. 420/t + baf 17,70
minisum 6 t/20°
12 t/40"

All exporters of pineapples are controled by Cofruitel in Abidjan and all
buyere have to contact this company.

Generally planters deliver their pineapples to Abidjan.

Our agency in Abidjan has good knowledge of this traffic.

We are at your disposal for further details.

Regards.

M A Royol.

21213 Sche nl
scaz z 620591 f
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10. Product innovation

10.1 Introduction

Horticulture, just like all other branches in economy, deri-
ves its right to exist from the fact it delivers produce the
soclety wants. As the society will change, wishes of consumers
alter, and so the opinicns about proeduce from our branche shift.

Managers in horticulture have to recognize this change on
the market. This requires selecting new products or renewing
existing ones. But knowledge about new products is mostly not
very wide, because there are no statistics, reactions of the con-
sumers are unknown, there is little information about cultivars
etc. etc.

Hence, a qualitative method, will be introduced to solve the
problems mentioned above. This method is already put into prac-
tice in The Netherlands. We named it profile analysis. It
explores systematically all aspects that play a role in the cul-
tivation and marketing of new products or renewals (see the
annexed checklist page 167).

10.2 Productprofile

With a productprofile we ought to encader systematiccally
and clear all the aspects that play a role in the decisions to
start new productions. Only qualitative indications (like nice,
fair or bad) are used to see how new products mix capacities and
possibilities of the bussiness.

10.3 System

A productprofile arises when a checklist i3 filled up. The
checklist is derived in a number of aspects and they on their
turn into criteria. The scores of the different eriteria will
show a certain plecture, that is why it is called a profile.

We distinguish firstly marketing aspects like marketsize,
marketprospects and productprospects. On the second place the
aspects that deal with the cultivation like cropping circumetan—
des, risks, fit in of crop scemes, need for energy, labor— and
mechanisationaspects and fysical returns. At last the aspects
derived from the foregoing, such as research-, financial- and
economic issues.
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10.4 Results

The profile gives at the first glance the weak and strong
isgues of a concerned crop, also comparison with other new pro-
ducts seems possible. Each time the development of the products
comes into a new phase and also when there are other purposes, we
have to make a new profile or give another weight to certain cri-
teria.

10.5 Organisation

If you are interested in the profile method, you have to
take into account that the best manner to explore 1it, is to
employ it in a group of experts. The profit of working in a group
yields that a decision about each criterjum is generated after
ample discussion by which one is confronted with a lot of views
weighted one against anmother.

The added profile is consigned to Dutch circumstances, more
special to the vegetable production under glass. If there are
other circumstances (e.g. in your country) or branches (e.g.
fruitgrowing), you have to change the related eriteria and
aspects. The weighing factor you can use for special interests or
influences you want take in mind.

169



11. Checklist for testing the effectiveness of
production and marketing

11.1 Introduction

The checklist concerned has been developed by the Institute
for Horticultural Economy of the University of Hanover (Germany,
FR}. This Institute has been dealing with questions of export
orientated horticulture in developing countries for about ten
years. The results of these many years of research work are the
basis of the checklist.

The complete evaluation scheme i3 composed of:

- criteria of gemeral economic success

- eriteria for the assessment of the competitive position

- criteria for testing the efficlency of the production and
marketing systems as a competitive factor.

In this paragraph we only discuss the criteria for testing
the effectiveness of prodection and marketing. Experience ghows,
that these criteria also decide which competitive position is
reached and what contribution jis offered towards the economic,
soclal and political objectives.

11.2 Management

The efficlency of production and marketing depends on
management. Many horticultural projects went wrong owing tc mana-
gement problems. So when you are project manager you have a great
responsibility. Remains the question, what is good management?

Management is the process of declsion making. This process
exists of the cyele information-interpretation—-optimalization-
realization-registration. On basls of introduction the wmanager
has to adjust his planning. Afterwards he has to register the
effects of his planning and that gives him information for
further adjustment, etec.

In other words: management is solving bottlenecks and learn-
ing from your own mistakes and those of your colleagues.

The manager of a horticultural export project has to con—
sider a wide range of functions which are connected with product-
ion, trade and consumption. To guide the thoughts we have
arranged the most important functions in a “dial" (figure 1l.1).
Thie “dial” has the intention to show how market information has
to influence production planning and export organization. The
project manager has to control the effectiveness of the different
functions.
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Figure 11.1 Functions of production and marketing
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In further sections of this paper the bottlenecks and alter—
natives of the different functions are discussed. Most consider—
atlon/ judgements come from the Institute for Horticultural Eco-
nomy in Hanover.

11.3 Functions of production and marketing
11.3.1 Market information

Before starting a new production season you need information
about the sales results in previous years. Which volumes are sold
and for which price? What are the strong and the weak products
in the assortment? How do the prices develop in the season? How
do importers evaluate the quality of the different products? ect.

To get this information you need regular and close contacts
with importers, wholesalers, etc. Depending on your export volume
you could maintain a permanent settlement in the importing count-
ry or maintain a close co—gperation with some reliable importers.
Effective adjJustment of production to consumption is an important
criterium.

11.3.2 Market interpretation

On basis of market information you have to make an assess-—
ment of the sales prospects for next season. This sales prospects
don't only depend on the sales results in previous years, but al-
so on the opening up of new markets and on developments in com-
peting countries.

Assessing the sales prospects it proves useful to take into
account the opinions of importers and other experts.

Besides that you have to translate the market information in
terms of production. When do you need which product and how much?
In some developing countries they have a market information ser-
vice to answer the questions above. Such institutes will only
satisfy when they work rapidly.

11.3.3 Production planning

The next guestion is how to get produced the different pro-
ducts on the right time and in the right volume. As known, pro-
ducers react sharply on price signals. So you have to take care
that producers are timely provided with price information. You
can do this directly or indirectly.

In the former case you give publicity to your market inform—
ation and assume that producers pick it up. This option only
works when your informations reach the producers (e.g. via meet—
ing places) and when they are able to interpret them (education
level). Both conditions imply often bottlemnecks.
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In the latter case you make solld agreements about prices
and volumes with interested producers. To get the right supply
you can offer a bonus for quality and season. This option makes
the producers decision easier and gives him more security. Your
advantage 1s a rather predictable supply.

11.3.4 ULocation of production

Knowing your sales prospects you have to choose a suitable
location for production. Most important criterfa are ecological
conditions and tramsport facilities. Judging ecological con-
ditions you have to think in terms of plant production. You need
yield certainty. For that purpose watersupply and reliable
weather are very important.

Owing to transport facilities moat horticultural projects
are located around big cities. This choice 1is rational because
you need short trensport distances to harbours and airports.
Additional advantage might be the presence of a potential
domestic market for surpluses and non—exportable qualities.

11.3.5 Structure of production

Horticultural products for the fresh market are mostly grown
on relative small holdinge. Motive is the management of plant
production. To reallize ylelds of high quality and quantity you
have to control the development of the individual plant. It is
impossible to do this from behind a desk of a big industry. Owing
to higher proceeds small holdings have lower costs per unit of
production than large holdings.

Beslides socio—-economic considerations might play a role. In-
volvement of smallholders gives a better distribution of income
and gives a better linkage with present social structures.

Condition for a small scale production 1s an effective
extension service which provides the smallholders with production
know-how.

11.3.6 Production know-how

Transfer of production know-how involves on most horti-
cultural projects a big problem. To escape you have to build up
an effective research- and extension-service., Both services
should be adjusted to practice. So the extension workers have to
visit more producers a day and should be able to have contacts
with practical research in particular.

An additional possibility to transfer know-how is the
establishment of growers' groups. The members of such a group
have to grow the same crops. Discussing each others experiences
is very instructive. Extension workers might join this growers'
groupe to report research results and to notlce research-
requests.
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To build up a structure to transfer know-how require much
time and efforts. On the other hand such a structure proves to be
an important competitive factor.

11.3.7 Infrastructure

Besides & good network of roads you need provisions for a
quick communication. Suppose the aeroplane you chartered got
troubles and has to postphone departure a few days. In case of
perishable products you have to achieve that harvesting is ad-
justed. So you and your producers need telephone or teleprinter.

In the country network of telephone is mostly restricted.
May be you can organise something with packing-statfons. This
option only works when the producers live concentrated in settle-
ments. Concentration of production is also of great interest from
the point of view of internal transport and co-operation.

11.3.8 Production inputs

Owing to fmport restrictions and unrealiahle or incapable
tradesman procurement of production means gives often problems.
The same problems arise with the procurement of accessolries and
packing material. To relief import restrictions you could try to
interest government and foster comprehension for horticultural
production.

Problems with tradesman can be prevented by founding
purchase co-operatione of producers. Experiences with such co-
operations are rather satisfying. An other bottlereck might be
the financing of the production inputs. In that case the export
organization mostly allows credit to the producers. Sometimes
private exporters take advantage of the producerg' dependence.

11.3.9 Sorting and packing

Sorting and packing represent the first steps on the way
from producer to consumer. Consequently form here you have to
think in terms of transport and marketing. To preserve quality
the period between harvesting and consuming has to be as short as
possible. In the case of fresh vegetables every waste of time is
pernicious.

Sorting can be done by either the producer or the exporter.
In the former case the producer is more involved in the quality
of the product. When you offer a bonus for quality in additionm,
you will start - in average - with a good product. On the other
hand central sorting by the exporter will produce more homoge-
nity.

Packing represents the visiting-card of your product. This
visitingcard should report trade-mark, quality-class and origin
of your product. To inspire the confidence of your customers you
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have to achieve that contents and overprint of your packing agree
with each other (quality inspection). Besides packing material
should be adjusted to handling during transport.

11.2.10 Export organization

In many countries exports are gtreamlined by Marketing
Boards. Such a central export organization has several
advantages: stronger position against importers, more possibili-
ties to maintain foreign settlements, better co-ordination of
transport, etc..

On the other hand several horticultural Marketing Boards
failed. Owing to perishable products, price fluctatioms, etc. the
horticultural export requires a quick-witted management.
Frequently Marketing Boards don't meet this requirement. Co-
partnership of the industry proves to relief this problem (e.g.
Agrexco in Isra®l).

Many developing countries have institutes for export promo-
tion. These institutes try to support the export organization.
Perhaps they can help you in the opening up of new markets.

11.3.11 External transport

This function is very important in view of the high costs.
Mostly external transport is carried out by independent
companies. So your first job is to bargain for speclal charges.
Frequently alrliners calculate special charges for supplementary
cargoes. Another entry could he your goveranment who stipulates
gpecial charges in exchange of landing rights.

The second job 1s to make the most of the transport capacity
avallable. Mostly an overall organization of exporters is in
charge with this job. Sometimes the government Imposes exporters
to join the overall organization in exchange of export licences.

11.3.12 Export marketing

Once arrived in the importing country your product has to be
conducted through the distribution chanmel to the consumer.
Dependent on the kind of your product you have to choose the most
suitable channel. In the case of perishable products the flow
through to the consumer is of decisive interest. A few days loss
of time might spoll all your efforts.

On the other band you have to inform your customers that youn
are {again) in the market. For that purpose you have to go in for
advertising, sales-promotion, etc. To achieve the tasks concerned
a foreign settlement proves to be useful. The costs of such a
settlement have to be kept in proportion to the proceeds.
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11.3.13 Customer service

Customer service represents the finishing touch of the
marketing system. This function includes miscellaneocus aspects
like punctuality and continuity of deliveries, presentation of
products, settlement of customers' complaints, etc. The aspects
concerned are important factors in registration of customers.
Most developing countries have a weak position on this field.
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12. Evaluation

12.1 Evaluation of the contents of the lectures

In the general discussion during the evaluation and from the
written answers it appears that all the given lectures were use-
ful and that participants wanted more time for the lectures. To
do this it is necessary to spend at least two weeks on this
course. The participants are only able to use the given infor-
mation when they have time to discuss the subjects and work out
some examples. So the second week should given attention firstly
to practical cases of export from various countries to EC~market
and secondly to the export possibilities from the participants
own countries. In this way 1t is possible to satisfy the specific
interests of each participant. After a first week of general in-
formation this second week gives more detailed information and
glves ue more time to consider specific wishes of the partici-
pants.

12.2 Evaluation of the visits (1984)

The discussion with importers and wholesalers whom we
visited were open and friendly (see appendixz 2). Some general
items from the discussion with two major importing companies in
Amsterdam and Delft are written down In the next text.

For new-exporters the start is difficult. Traders have good
contacts with most of the suppliers. Contacts of 10 years and
longer are normal. The trade in fresh vegetables and fruit is a
trade of confidence. Traders don't switch easely. New competitive
produce have to have a finer appearance and a better flavour,
ehould be fresher and of better quality and have the same or
lower purchase-prices. Complete new produce should primarily have
a good appearance and secondly a good taste. The West-European
consumers have to choose without tasting so the appearance of the
produce primarily determines these choices. For new produce
advertising and promoting is important. Samples are mostly too
expensive. One importer said “"What does a samply say about the
real quality! Tmporters do prefer fotos or a video-tape giving
information on the produce, the boxes, packaging, growing,
transport, harvest and information about season, variety and pri-
ces. If these factors are satisfying, importers will try out the
produce with minimim quantities (about 1,000 kg).

Importers try to have year around produce by regularly con-
tacting other exporting countries. Sometimes there are B-10
suppliers of one produce during one year. It sometimes occurs
that there are 4-5 suppliers of one product during the same
period. One company imported from 97 countries during a period of
one single year.
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The visited importers don't sell so—called bulk produce like
eitrus, apples and pears. These produce are sold in large quanti-
ties with low marketing costs per unit in the harbours of Rotter—
dam, Antwerp, Bremen and Hamburg {(import—auctions). The visited
importers handle the produce in smaller quantities. When a small
produce meets a bigger demand resulting in increases of import
quantities than trade is taken over by wholesalers, who start to
buy directly from the export organizations. In this way they can
avoid paying margims to importers. Also many porduce from Spain,
Greece and Italy go directly from the exporters to wholesalers
and to retail trade.

The importers aim to achieve on average yearly gross margin
of about 10 per cent. The trade margins vary between 3 and 16 per
cent. The producers are mostly paid 2 a 3 weeks after delivery,
mostly in local currency. They sell and buy behind their desks by
telephone and not at auctions. The task of trade is to look for
supply when there is a demand and to look for demand when their
exists supply. Transactlons are virtually done on cif basis.

99 per cent of all produce is bought against fixed prices. New
produce are purchased on consignment basis.

The traders visit the main suppliers each year; personal
contacts are very important. In these contacts information and
wishes are exchanged, not only about trade aspects but also about
production.

The language of the country is often a barrier. Other
barriers can be a requirement of a letter of credit. Strong con-
nections with the ex—colonial country could also be a barrier for
trade with countries outside the sphere of influence.

The produce 1s transported by airplanes for 80 per cent. For
big quantities airfreight rates fluctuate very much. In winter
tomatoes are ilmported from countrieas like Spain and Morocco, not
from countries like Argentina. Melons are imported from Argentina
by boat. Airfreight from Asia is expensive. Because of this
reason pineapple from Bangladesh is not within reach. From
countries like Bangladesh you have to think of produce that have
a high value compared to the weight, like snow peas and aspara-
gus. Sometimes traders import strawberries from New Sealand.

Some participants did have special interest in Greece and
Eqypt. However the companies we visited did not have trade with
these two countries. Greece has only bulk produce {(for example
grapes). The grapes are exported by big companies which sell
directly on wholesale markets in Munich. Because of this direct
trade there is not much information available about prices and
quantities. Egypt is a speclal case. Egypt has big horticultural
potential but there is a lack of management. This results in bad
packaging, sizing, quality, continuity and so on. Kenya has ex-
cellent french beans and very good packaging, also the other
items of this country are from high quality. ’

These two importers have a close contact with alr-companies
like KLM, but also with Sabena and Lufthansa. The limiting factor
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is often the space in the aircraft. This is even more important
than cheaper rates. Importers have to have continuity. They are
good clients of the air-companies. These companies are willing to
give them speclal services and rights.

The visit to the importer of the so-called Toko-produce was
also very interesting for the participants. The participants got
a good review of produce and packaging. This importer has three
salés departments namely one for the so-called Toko-produces, one
for the new produce (primeur) and one for the traditiomal pro-
duce. In the Toko-department produce from all over the world are
sold, fresh and canned. Fresh vegetables and fruit are imported
from countries like Thailand, Indonesia and Surinam. These pro-
duce were very expensive. The customers were retailers who had
their shops in the locality with Indonesian and Surinam popula-
tion living in or in the neighbourhood of the Hague.

The visit to CBI was also successful. CBI is an agency of
the Netherlands Government, promoting imports from developing
countries.

For the questions asked by the importers/wholesalers see
appendix 3.

Visits to ECT (European Contalner Terminal), KLM-cargo and
Boekestijn were lesser evaluated by some participants. Visits
with fewer public relation (ECT and KLM) and more exacerbated to
vegetables and fruilt produce should replace them. For the
questions asked at KlLM~cargo see appendix 4. The brothers Boeke-
stijn import yucca-stems and coconuts from developing countries
and use them as planting materials. One of the brothers travels
around the world looking for new produce. At the moment it is
still a small produce with a low turnover, but there is a growing
market with possibilities not only for planting material but alseo
for half-produce and even for end produce. All the participants
had a strong preference for vegetables and fruits and it was hard
to get them interested in the export possibilities of other items
of horticultural produce.

12.3 Suggestions for improvements for the next course

We believe that an improvement of the course "Marketing
Know-how for Exporting to the EEC" can still be made by doing
geveral studies:

— A full description of the concept quality and the influence of
quality aspects on prices.

- More information about exotlcs and out-of-season possibili-
ties.

- Crop and produce studies.

- Margins in dependence on perishability, quantity, competition,
price policy and type of retailer.

- Diptribution systems in cities: from wholesalers to retailers.

= Promotion and advertising.

179



Marketing organization in the Netherlands and developing
countries.

Profiles of major export countries of tropical and out—of-
season fresh fruit and vegetables.

Profiles of major importers of tropleal and out-nf-season
fresh fruits and vegetables in the EC-markets.
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Appendix 1.

Programme of the course "Marketing of exotic and out-of-season
fresh fruit and vegetables in the European Common Market™

Monday

September 24, 1984

9.00 - 10,00

Pauge
10.30 - 11.15

11.15 - 12.00

Pause/Lunch
13.30 - 14.15
Pause

14,45 - 16.30

Welcome, getting acquainted with each other and presentation
of the working schedule of the course registration of special
topics.

A. General theory and background of trade

A.l1 Consumption of horticultural produce as a function of
income, fashion, population, etc.

A.2 Production behavicur a a function of cliwmate, fand,
labour, capltal, etec.

A.3 Market: Effects of changes in consumption and production
on the market prices and quantities.

Preparation of the excursious on Tuesday.

Tuesday September 25, 1984
07.00 Departure to Amsterdam.
08.15 Groothandelsmarkt Amsterdam ~ discussion with an importer of

08.30 - 12.00
12.00 - 14.00
14.00 - 16.00

18.00

fruit and vegetables (Windig).

Schiphol KLM—cargo - possibilities and costs of alr-freight.
Lunch with a short coffee break on our way to Amsterdam.
Bud-Holland, Delft: Importer of tropical produce.

Dinner.

Wednesday

September 26, 1984

09.00 - 10.00
Pause

10.30 - 11.15
11.15 - 12.00
Lunch break

13.30 - 14.15
14.15 - 15.00

Pause

15.30 - 16.00

B. Trade streams and restrictions/problems in the EEC
Evaluation of the visits.

3.1 Outlets - in combination with evaluation of earlier
visit.
B.2 Trade streams in cooperation with PGF - markt Iinfo.

3 Trade terms.
A

B.
B. Import rules.

Preparation of the excursion on Thursday.
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Appendix 1. Continuation

Thursday September 27, 1984

07.00 Departure to Rotterdam.

08.15 Groothandelsmarkt, Den Haag, discussion with a wholesaler of
e.g. tropical produce.

10.00 Europe Container Terminal (ECT) Rotterdam, handling fruic

Lunch break
14.00 - 16.00

16.00 - 17.00

and vegetables.

CBI - Rotterdam: Promoting produce of developing countries.

Visit of a grower nursing potplants imported as cutlings from
developing countries {Boekestijn, De Lier).

19.00 Dinner.
Friday September 28, 1984
C. How to judge the posibilities of exporting to the EEC.
09.0C -~ 10.00 Evaluation of the wisits.
Pause
10.30 - 11.15 €.1 Costs of production, transport, marketing and selling in
the EEC.
11.15 - 12.00 C.2 Chances of new produce.

Lunch break

14.00 - 16.45

16.45

C.3 Literature: HYrmann, Storck, et al:
Marketing activities
Judgement ecriterta.

Scheme for the second week.
{08=12 October)

Second week (08-12

Dectober)

Beport reading

Monday

October 8, 1984

09.00 - 10.00

Pause

10.30 - 11.00

Introduction in reading scientific reports given certain
questione of the reader.
Discussion about the questions to be answered.

(Forming groups of participants).

Distribution of the case-studies between the groups of
participants.

Monday afternocon and Tueaday morning:
- reading the reports.

- preparing the
questions.

presentation of the results and conclusion according to the
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Appendix 1.

Continuation 1

Tuesday

October 9, 1984

14.00 - 17.00

Three sessions to discuss the results of the report-reading.
Mzin subjects: - how are exports organized?
(Marketing Boards or Cooperations}.
= what kind of products are choosen and why?
- what wvent wrong?

Wedneeday

October 10, 1984

09.00 - 10.00

Pause

10.30 ~ 11.00

Writing a report

Introduction in wricing a scientific report, illustrated with
a list of remarks.

Choosen produce and exporting countries.

(Forming groups of participants).

Making further arrangements for the next days.

Wednesday afternoon and Thursday:

Preparing a paper about exporting from the home-land to the EEC.

Friday

October 12, 1984

09.00 ~ 10.00
Pauvae

10.00 ~ 12.00
Lunch break
13.30 ~ 16.00
16.00 ~ 17.00

17.00

Distribution of the prepared papers and reading.

Discussion about the papers.

Discussion about the papers.

Remarks on this course and suggestions for the next one.

Closing-.
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Appendix 2. Names and addresses of the visited firms

Importers/wholesalers:

Windig B.V.

Ronald, A.M. Poelstra
Centrale Markthal 16/20
Jan van Galenstraat 14
1051 KL Amsterdam

D.C. Roodzant
Groothandelamarkt
Industrieweg 40
Rotterdan

KIM-Cargo

Bud Holland B.V.
Paul van Pelt
Hoornseweg 15
P.D. Box 8

2600 AA Delft

Cargo Sales Department (Hans, H.A. Tiessen)

KIM the Netherlands
SPL/FQ
Freightbuilding 11
P.D. Box 7700

1117 ZI, Schiphol Airport

H. Nap B.V.
Marktweg 144
2525 JP Den Haag

Centrum tot Bevordering van de Import ult Ontwikkelingslanden (CBI)

Coolsingel 58
Beuragebouw, 5e etage
P.0. Box 30009

3001 DA Botterdam

Europe Container-Terminus (ECT)

P.0. Box 7400
3000 HK Rotterdam

Handelskwekerij Gebr. Boekestijn

Burgerdi jkeeveg 5
P.0. Box 76
2678 LP De Lier

Euro Fruit Center
T. Port BY
Marconistraat 1-11
P.0.B. 1170

3029 AE Rotterdam
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Appendix 3. Questions for importers/wholesalers:

7.

10.

11.
12.

Windig B.V. Bud Holland B.V.
Ronald, A.M. Poelstra Paul van Pelt
Centrale Markthal 16/20 Hoornseweg 15
Jan van Galenstraat 14 P.0. Box 8

1051 KL Amgterdam 2600 AA Delft

From which countries do you i{mport fresh vegetables and fruits?
What are the names of the produce and wich period of the year are these
produce imported?

Would you give purchase—prices and selling-prices of these producet?

Which produce are transported by boat and which by aircraft? What are the
transport costs per kg or pleces, what and how much are the other costs
(clearance, customdutiee etc.)? Can you {llustrate this with some practical
examples from different coatinents?

How do you calculate for produce which are not or less commercial?
Do you calculate different gross-marging for different produce?

What are your price-agreements?

a. deal on commission bases

b. purchase on fixed prices

¢. deal on commisgion bases with fixed minimum prices

d. purchase on conto 3 meta (importer and exporter share in profit or loes).

With which kind of exporters are you Iin business?

a. exporting producers

b. private exporters

¢. #xporting cooperatives

d. marketing boards

e. exported organizations of central planned countries.

Do you prefer one of the mentioned export organizations?
Can you give some weak and some strong points of these organizations?

Are you panellist for a marketing board? For which produce?
Do you have exclusive rights, to sell the imports in a certaln region?

Quality is very important for the consumer in the West~European market.
What ie your opinion on this point about out-of-season produce and exotic?

1s their a need of improvements and inmovations of package?

Are you able to influence the marketing policy of certaln produce?
In which aspects?

- quality

- packaging

- grading

= branding

- choice of varieties

= time of production

~ exporters sale promottion.

Can you give examples?
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Appendix 3 Continuation

13. Wwhat is your opinion about advertising, sales promotion and public relation

activities of the exporting countries?

How do they do 1t?

= done regurlarly or occassionally?

=~ on the wholegale level?

- on the retail level? (hastess, dieplay material, training of shopper-

sonal? by exporters representatives?

- with personal visits of the retailers by exporters representatives?

= with support of importers adveriising campaigns?

- with support of retailers advertieing campaigne (e.a. posters, recipes,
newspaper advertisement)?
Who is paying the costs?

14. 1Is an own trade mark iamportaat?

15. How do you get information about the expected supplies?
- personal visits of the exporters or by their representatives;
~ field trips to view the cultivation in the producing countries.
Who pays theae trips?
- marketing board;
- exporters;
- povermmental delegates from exporting countries.

16. 1s the flow of informwation limited by:
= too emall export firms;
- information policy of exporters;
- langusge barrier;
- techaical difficulties, special in getting short dated information;
- different ideas of varieties and qualities.

17. How is the flow of information with exporters in:
~ countries with a marketing board (Isra¥l, Morocco, South—Africa);
— ddustrialized countries {Spain incl. The Canaries, the USA);
= centrally planned countries (Bulgaria, Rumania);
- countries 1ike Ivory Coast, Senegal, Kenya;
- other developing countries (Turkey, Eqypt and others).

18. 1Is it true that countries with a marketing board and industrialized
countries have built up an ifmportant potential of preferences on their
export markets with their marketing activities?

19. Are the other suppliers, -especially those in the most of the developing
countries in direct competition with the countries with a strong potential
of preferences as far as the same produce and seasons are concerned.

Must this fact be pointed out clearly enough if the export of horticultural
produce in developing countries fg to be promoted.

20. What is your opinion about the next statements?
— a thorough knowledge of requirements in the exporting business is
necessary; :
= punctual deliveries;
= continuity of deliveries;
- uniformity of deliveries;
-~ sufficient quantities delivered;
- basis of confidence between ex- and importer;
- settlement of customers complailnts;
= quality conditions of produce after arrival.

21._ Can you tell something about your selling-market?
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Appendix 4. Questions for KIM 1):

1)

What are the airfreight rates for vegetable produce for individual parcels
on the following distances?

Athene Amgterdam
Cairo Amsterdam
Nairobi Amsterdam
Dar es Salaam Amsterdan
Dacca Amnsterdam
Montevideo Amsterdam
Buenos Alres Amsterdam

Idem for products which have a low weight?
Idem for contalinertranaport and palletized product?

Ig there a relation between distance and the level of rate on air-liners.
What kind of relation? Which factors cause differences?

Are freight-rates equal for alle vegetables, fruits and flowers?
Which products have special rates? What is the size of the deviation?
Do you have gpecial rates for certaln countries. Which countries?

Is an insurance against damage obliged?

Do airfreight rates include insurance?

Can you make an insurance in addition?

Are there gituations of force majeure (fog, strike, machine damage)?
Who is paying now?

What is the responsibility for the KLM and for the shippe;?

Which other costs are inveolved by air-trameport? Costs for clearance, docu-
ments, customhouse, hangar facilities and other airport duties?

Are you able to pay in local currency or do you have to pay in US-Dollars?

Is paying collect allowed? This means it 18 possible that the importer pays
the transport costs when he receives the products.

KIM-Cargo

Carge Sales Department (Hans, H.A. Tiessen)
KIM the Netherlands

SPL/FQ

Freightbuilding 11

P.0. Box 7700

1117 2. Schiphol Afrport.
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Appendix 4. Continuation

- Do you have to pay in advance (cash with order)?

- Are there deductions for customers with regular transport?

= What are the possibilities for charterfleights?

— Is container transport possible on the airfields named in question cne?

= Temperature and humidity are two important factoras for most horticultural
produce. Do you guarantee that the right conditions will be maintained
during trausport, load and discharge?

-~ Ia eooling only possible with container transport?

- Do you have gpecial wishes considering package?

~ Do you advise producers on package and storage not only to keep the products
fresh on the airplane but also before {transport from farmer to the airport)

and after (airport to wholesaler) the flight.

= Do you help new clients with market research?
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Appendix 5.

List of participants

Marketing know-how for exporting exotic¢ and out-of-season fresh fruits and
vegetables in the Eurcpean Common Market (1984 en 1985).

Argentina
- Cosme, A. Argerich

Bangladesh
- Md. Makhlesur Rahman

Brazil

- Joao D. VIEIRA

Eqypt
- Mrs. Rawia El-Basyouny
Ibrahim

Egypt
- Mohsein Abd El-Maksoud

Greece
- Mrs. Evangella Lazarou-
Eallinaki

Kenya
- Miss Njeri €. Thumbi

Agricultural Engineer

Culture and Management of Vegetable Crops INTA.
Estacibn Experimental Regional Agropecuaria
Alto Valle de Rio Negro

C.C. 52

8332 General Roca {Rio Negro)

Deputy Directer (A.5.C.)

Bangladesh Agricultural Development
Corporation (B.A.D.C.)} Domrakandi
Faridpur

P.0.: Komorpur, Faridpur

Technical Rural Cogordinator Banco do Estado de
S0 Paulo

(BANESPA) S5.A.

Rua Commendador Assad Abdalla 25

01022 - 580 Paulo SP

Assistant Researcher

Vegetable Research Department
Horticultural Research Institute
Agricultural Reseach Center

MOA

El Dokki - Cairo

Research Assistant

Vegetable Research Depertment
Horticultural Research Institute
Agricultural Research Centre
El-Doki, Cairo

Agriculturist
Agricultural Research Station of Serres
Serres

District Crops Officer
District Agricultural Office
P.0, Box 32

Embu
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Kenya
- Miss Hellen Jepkerich -
TOO

Tanzania
- Gideon N. Nanyaro -

Uganda
- Mras. Mary ODEDG -

Uraguay
- Carlos A. Colafranceschi-
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Farm Manager

Garissa Irrigation Unit

Agricultural Development Corporation
P.0. Box 47101

Nairobi

Agriculture Training Officer
Borticultural Research & Training
Institute Tengeru

P.0. Box 1253

Arusha

Senlor Assistant Agricultural Officer
Ministry of Agriculture and Forestry
P.0. Box 911

Mbale

Teaching and Research Assistant
Horticultural Division
Faculty . of Agronomy

Universidad de Republica
Garzon Avenue 780

Montevideo



Appendix 6. Addresses of institutions or services responsible for trade
promotion in the member states of the European community

-

1. BELGIUM
Office Belge du Commerce Exterieur
World Trade Center
Boulevard Emile Jacqmain, 162

1000 BRUXELLES Tel: 02-219.44.50

2. DENMARK
Ministry of Forelgn Affairs
Trade Department
Longangsstrae de 21

DK - 1468 COPENHAGEN K Tel: 01-124825

Export Promction Denmark
Halmtorvet 20

DK - 1700 COPENHAGEN V Tel: 01=-246911

3. FRANCE
Centre Frangais du Commerce Ext&rieur
10, avenue Ié&na

PARIS l6e Tel: 525-51-00

4,  GERMANY ° ,
Bundesstelle fUr Aussenhandelsinformation

5 KOLN 1
Blaubach 13
Postfach 108007 Tel: (0221) 23-30-11

Ausstellungs— un Messe-Ausschuss der
Deutschen Wirtschaft e.v. (AUMA)
Lindenstraat 8

5 KOLN 1 Tel: (0221) 21-90-91
5. IRELAND

Coras Trachtala

Irish Export Board

Landstowne House

Ballasbridge

DUBLIN & Tel: 69-50~11
6. ITALY

Instituto Nazionale per il Commercio Estero

Via Liszt, 21

EUR - ROMA Tel: 5992

7. LUXEMBOURG
Ministdre National de 1'Economie
19, avenue de la Porte Neuve

LUXEMBOURG Tel: 352-2-19-21
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Appendix 6. Continuation

192

KRETHERLANDS
Economigche voorlichtingsdienst

N 1 DEN HAAG
Bezuidenhoutseweg 151

Netherland Council for Trade Promotion

Prinses Beatrixlaan 7

DEN HAAG

" Centraal Bureau voor invoer

Ontwikkelingslanden
Coolsingel 58

ROTTERDAM

UNITED KINGDOM

Britigh Overseasee Trade Board
1, Victoria Street

LONDON S.W. 1 H OET

Import Oppertunities

Office for Developing Countries
69, Cannon Street

LONDON EC 4 N. 5 AB

Tel:

Tel:

Tel:

Tel:

Tel:

010-81-41-11

070-81-45-51

010-13-05-95

01~215-78-77

01-248-44-44



