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India-NZ trade

In 2025, India-New Zealand
two-way total trade
amounted to

billion
foryear ended Dec 2025
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India-New Zealand trade in
2025 made India our

«11th largest export
market, representing

+1.8% of all exports

e Goods accounted for
$820m and services for $1.2b

Key exports

Travel services $1.14b
Forestry $139m
Horticulture $114m
Apples $81m
Kiwifruit $33m
Aluminium $86m
Iron and steel $88m
Wool $77m
For2025
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India is the fastest-growing G20 economy,
projected to become the 3rd largest
economy in coming years.

India’s rapidly growing middle class, estimated at 435m, is projected to
grow to 715m within 5 years (2030-31) and more than one billion by 2047.

This leaves huge potential for New Zealand's growth, not only for our
premium food, beverage and consumer goods exports but also for tech
and services exporters in sectors like

The national space
agency, the Indian Space
Research Organisaticn,
isbased in Karnataka
and is responsible for
space exploration,
international
cooperation and the
development of
related technologies.
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Embrace the moment

ew Zealand has takentime to

getserious about India. But

weare catching up fast.

For some years, Wellington
treated the world’s largest democracy
asan afterthought. Trade languished,
political engagement was sporadic,
and India mostly featured as a “nice-
to-have” in ministerial talking points,
notasa core strategic priority.

Prime Minister Narendra Modi’s
visit —the first by an Indian leader in
40 years —is the clearest signal yet
this has changed. But it also underlines
how far New Zealand hasto go to catch
up with India’s trajectory and ambition.

What is being sold in Wellington as
an “exclamation point”ontwoanda
half years of diplomatic work, isa
course correctioninaworld where
Indiais already central — economically,
strategically and ideologically.

Inour pre-visit conversation, the
Prime Minister was disarmingly blunt

about where things stood only afew
years ago. He argues that during the
last Labour Government, New Zealand
effectively telegraphed to New Delhi
thatIndia was not a priority.

Thisis where DrS. Jaishankar looms
large. The Prime Minister is unusually
effusive about India’s External Affairs
Minister, calling him one of the
“original thinkers” in contemporary
foreign policy — not justan
implementer, but a strategist, crafting
adistinctly Indian narrative about
global order, sovereignty and
development.

Jaishankar’s insistence that India
will not simply “sign up” to Western
framings of the world — nor to Chinese
ones — but will chart its own pathis
fundamental to understanding Delhi’s
approach. For small states like New
Zealand, accustomed to operating
within the pre-packaged Western
consensus, that demands more

intellectual flexibility and more
sophisticated diplomacy than we have
oftenshown.

This speaks to adeeper
complacency, abelief thata
combination of traditional partners —
Australia, the US, and Europe — and
the Chinarelationship, could carry
New Zealand’s economic fortunes
indefinitely. India, with its tortuous
bureaucracy and tough negotiating
style, was putinthe “too hard” basket.

The result:an opportunity cost that
isonly now being properly
acknowledged.

Modi’s 24 hours in New Zealand will
be freighted with symbolism:aonce
distant partner now treated asan
essential pillar of economic
diversification, regional security and
people-to-peopleties. Thereal
question is whether that symbolism
will translate into sustained policy
follow-through once the motorcades

and television cameras have gone.

Intoday’s India Business Report we
talk to New Zealand officials, Indian
leaders and business leaders who are
levering up to take advantage of the
freetrade agreement signed in Delhi
last April.

As we disclose today, big plans are
afoot to put sport at the centre of an
India-New Zealand reset. This is
excitingand anarea where New
Zealand shines.

Path-finding business leaders like
Valocity’s Carmen Vicelich, Serko’s
Darrin Grafton, Rakon’s Sinan Altug,
and Mainfreight’s Don Braid are
already driving businessin India.
Others — from the agribusiness and
education sectors — will find the FTA
opens more doors.

Embrace the moment.

Fran O Sallivan
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Prime Ministers Narendra Modi and
Christopher Luxon are set to reunite
this week.
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Making India a priority

Why Indian Prime Minister Narendra Modi’s visit could redefine New Zealand’s place in the world

India Business
Fran O’Sullivan

rime Minister Narendra

Modji’s visit to New Zealand

—thefirstby an Indian

leader in40 years —isbeing
billed in Wellington as a pivotal
moment inreshaping one of this
country’s most under-developed
major relationships.

Prime Minister Christopher Luxon
heralds the visit as “an exclamation
point” on two and a half years of
intense diplomatic work to turn India
from a “non-priority” into a strategic
partner for New Zealand.

“We'verebuilt that relationship
and the fact that he’s the first Prime
Minister from India to come herein
40yearsisareally positive thing,” he
said.

Modi will arrive in Auckland late
tomorrow evening from Australia, at
thetail end of a wider tour that also
included Indonesia, before beginning
apacked 24-hour programme of
official talks, business engagement,
sport diplomacy and amass
community event.

The visit will open on Saturday
morning with aformal bilateral
meeting between the two Prime
Ministers. At alater event, Indian and
New Zealand business leaders will
examine opportunities under the
emerging free trade agreement and
beyond.

The Prime Minister says the

business segment is designed tobe
tangible and sector-focused, with six
showcases or “booths” highlighting
areas where New Zealand sees
immediate potential in the Indian
market. Among the sectors —
advanced transportation, tourism,
technology,advanced
manufacturing, food and beverages
and forestry.

Following business roundtables
and areport-back session, the two
leaders will attend a celebratory
luncheonbefore moving toamore
unusual plank of the programme: a
high-performance sporting
showcase.

Modi, whois preparing for India to
host the Centenary 2030
Commonwealth Gamesin
Ahmedabad andis eyeing a possible
bid for the 2036 Olympics, has
repeatedly quizzed New Zealand on
how a small country has managed to
punch o far aboveits weightin
Olympic medals.

“He’s quite interested inhow we
do high-performance sports,” says
Luxon. “We're going to share some of
our high-performance sports thinking
with him as well.”

Theday will culminateina
massive community event at Spark
Arena, expected to draw 12,000
people inside and thousands more
outside.

“The whole of Spark Arena willbe
filled and probably thousands of
people outside, so that will go
bananas,” adds Luxon. Both leaders
will address the crowd, with Modi
expected to speak for around 40
minutes, largely in Hindi — his usual
practice for major diaspora events.

‘Notimportant’ to frontrank

The symbolism of the visitis
sharpened by the contrast the Prime
Minister draws with therecent past.
Heis scathing about what he sees as
aperiod when New Zealand

effectively told India it did not matter.

Herefers to comments by former
Foreign Minister Nanaia Mahuta
alongside India’s External Affairs
Minister Dr S. Jaishankar, that he says
signalled India was “notimportant” to
New Zealand.

“Essentially, we’'d senta wrong
message of ‘not a priority’,” he said.

“SinceIstarted talking about the
FTA,Ithink exportstoIndiaare
already up 72% — even just without
anFTA”

Tourism from India has also
surged to an estimated 130% —140%
of pre-Covid levels. With around 6%
of New Zealand’s population now of
Indian descent, the Prime Minister
describes the Indian diasporaasa
“living bridge” between the two
nations.

FTA — the economic spine

A central economic objective of
Modi’s visit willbe tolock in
momentum around thebilateral free
trade agreement, which has passed
itsfirstreading in Parliament and is
now before a select committee. “We
should be able to get it closed outand
actually into force by the end of the
year,” Luxon said.

New Zealand has secured “most
favoured nation” clauses protecting
its position as India negotiates with
larger partners,which included the
European Union, particularly in wine
and services. Wellington believesits

dealis “slightly better” for exporters
than therecently concluded EU
agreement.

The Prime Minister also points out
that while Australia has an “early
harvest” arrangement with India, it
stilldoes not have what he termsa
full FTA.

Yetheisat painstostress thattrade
alone doesnot define the
relationship. “Yes, the FTAis
obviously the economic piece of it,”
hesaid. “But we've introduced the
defence aspects,and we've obviously
introduced the people to peoplebits...
therelationshipis just more thanan
FTA”

India’simportance is underlined
by rolesit straddles simultaneously:

@® Itisamajor Indo-Pacific
power, with growing naval reach and
acentralrole in the Quad.

@® Avoiceof the Global South,
insisting that countriesignored inthe
post-1945rules-based order havea
sayinitsredesign.

@® Acounterweight —notaproxy
—toChina’srisein Asia.

@® Amassive,still growing
market and source of human capital.

Defence and security

On the security front, New Zealand
and India have already signed
defence and maritime co-operation
agreements and worked together in
the Indian Ocean and the Gulf of
Aden, including on transnational
organised crime and drugs.

“The maritime piece and domain
is probably where thereisalot of
commonality, being both maritime
powers,” he says. He expects security
and defence to feature againin the

bilateral, though no new initiatives
havebeen publicly flagged.

The Governmentis also
positioning India as an increasingly
important player in the wider Indo-
Pacific and, over time, in the Pacific
itself. But Wellington’s consistent
message to all major partners —
including India —is that Pacific Island
Forum centrality must be respected,
with “Pacific solutions to Pacific
challenges”.

High security, high expectations
The security footprint around the
visit willbe heavy.

The Prime Minister likens the scale
of Modi’s protection detail to that
around a US president. “As an Indian
Prime Minister, the security protocols
are through theroof.

“Trump has seven and a half
thousand people in the Secret
Service.It'snot dissimilar to thatin
some ways.”

Thatis onereason Spark Arena
was chosen over larger venues such
asEden Park, even though,ashe
concedes, “you could havefilled Eden
Park”.

For Wellington, the stakes go well
beyond one high-profileday in
Auckland. The Government wants
Modi’s visit to signal to New Zealand
exporters, theregions and the wider
public that India has moved into the
front rank of this country’s strategic
priorities.

“Tjust want to keep this
relationship on an upward trajectory,
and I want to grow with a growing
country. We've got huge potential on
defence and economics and people.

“We should make the most of it.”
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Officials see scope
to turn sport into a
new pillar of the
wider India-NZ
partnership, writes
Fran O’Sullivan

port will sit at the heart of PM

Narendra Modi’s first official

visit to New Zealand, with

Wellington and Delhi using
cricket diplomacy, high-performance
science and commercial deals to
drive a wider reset of the India — NZ
relationship.

Modi sees New Zealand not only
as a highly competitive and friendly
cricketing nation, but as a high-
performance partner whose systems
and innovation can help deliver on
India’'s domestic and global sporting
ambitions.

“Modi has a huge ambition to use
sport as a means for social change in
India, for impacting people and build-
ing community resilience and co-
hesion, but also national pride,” said
Peter Miskimmin, Head of Sport Dip-
lomacy at Sport New Zealand.

Sportas soft power —and hard
strategy

That ambition is increasingly being
expressed through major events.
India has secured hosting rights for
the next Commonwealth Games in
Ahmedabad and is positioning for a
bid for the 2036 Olympic Games.

Against that backdrop, New Zea-
land has emerged as areference point
for how a small country can system-
ically outperform on the world stage.

“They look around the world at
countries that they see are enormo-
usly successful, and they look at New
Zealand, they go, ‘Gee, you know, for
five million people, you know, the last
Games you had 20 medals, 10 of them
were gold. So, how do you do that?”
Miskimmin explained.

“And that’s really the link that
they're looking for — our world-class
performance expertise that they're
looking to collaborate on.”

For New Zealand, the opportunity
runs well beyond cricket. Officials see
scope for collaboration on events,
facilities, training environments, com-
mercial models and investment —
effectively turning sport into a new
pillar of the wider India-NZ partner-
ship.

Two-week centenary festival to
follow Modi visit

The immediate platform will be a two-
week celebration of 100 years of
India-New Zealand sporting links, to
be held in November, due to be for-
mally announced by Cabinet minis-
ters shortly after the Modi visit.

The centenary traces back to when
an Indian Armed Forces hockey side
first played a New Zealand defence
side on June 26, 100 years ago.

The Indian men’s cricket team will
tour from the end of October through
to the beginning of December, with
key fixtures falling within the centen-
ary period:

@® Twotestmatches,
@ Aseriesof one-day internationals,
@® ArunofT20s.

They will be played in Auckland,
Hamilton, Tauranga, Wellington and
Christchurch.

Cricket will sitalongside abroader
sporting programme. The Indian
men’s football team will tour, bowls
isalready confirmed, and officials are
working to add hockey, basketball
and other sports.

Organisers are clear that thisisnot
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Modi has a huge
ambition to use sport as a
means for social change
in India, for impacting
people and building
community resilience
and cohesion, but also
national pride.

Peter Miskimmin

justanostalgia exercise. The sporting
schedule willbe wrapped inside a
wider economic and diplomatic push:
@ Abusinesssummit with a strong
sportand innovation stream,

@® AHalberg-style gala dinner with
high-profile guests,

@ Co-ordinated diaspora
engagementin Auckland and
beyond.

“There’ll be abusiness summit that
goes with that, abig celebratory gala
dinner, and lots of engagement with
the diaspora,” Miskimmin says. Dates
and full details are being held back
until the ministerial announcement.

Business summit and Goldmine
innovationshowcase

At the core of the November pro-
gramme will be a business and sport
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Top: Associate Sport Minister Chris
Bishop and Indian Rugby Football
Union President Rahul Bose
exchange an All Blacks Sevens
jersey during a function at the High
Commission in Delhi in March,
marking the announcement of an NZ
Government-supported rughy
sevens coach exchange programme.
Above: Vania Wolfgramm, NZ
Rugby’s Game Development
Manager - Women’s Rugby,
inspiring the next generation of
female rughby players at a recent
coaching clinic in India.

innovation forum, effectively a hy-
brid business summit and sports tech
conference.

The summit is being pulled toge-
ther by a coalition including Auck-
land Unlimited, the Auckland Busi-
ness Chamber, the India New Zealand
Business Council and New Zealand
Trade and Enterprise, reflecting the
layers of interest across government,
business and the Indian diaspora.

The format is still being finalised,
but planners are working on a full-
day forum followed by a gala dinner,
with a possible extra half-day.

The content will be explicitly
cross-sector.

“It will be a business and sport
innovation forum, so itll have a
workstream around sport and inno-
vation, but it'll also have the educa-

ts sport at the
dia-NZ reset

tion and other areas of our trade”
Miskimmin said.

The Modi visit is also likely to
feature a tightly curated showcase of
high-performance sport technology,
built around Sport New Zealand’s
“Goldmine” programme — a public-
private partnership that draws in
philanthropic funding, including from
Sir Stephen Tindall, to solve perform-
ance problems for elite athletes.

Examples range from kayak power
measurement systems — the kind of
technology used to support athletes
like Olympic rowing great Lisa Car-
rington — to advanced throwing and
shotput analytics.

“We've got technology that can
measure the power going through the

continued on B6
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Making friends in high places

Good chemistry
between leaders
credited with
reviving India-New
Zealand trade
talks, writes

Fran O’Sullivan

trong personal chemistry
between Narendra Modi and
Christopher Luxon was key to
relaunching trade talks.

Luxonsaysthe twomensharea
bias for action: “We get on well; we're
both action-oriented people. We both
want to get things done, areboth
outcomes-focused, deliverables-
focused.”

Modiis aleader who inspires both
intenseloyalty and deep unease.
Admirers see adecisive reformer
with a singular focus on development
and a clear vision for India’srise.
Detractors argue he has concentrated
power around himself, builta
formidable personality-driven
politicalmovement, and presided
over a period in which questions
about the strength of India’s
democratic institutions have become
increasingly prominent.

Luxondescribes himselfasa
classic extrovert. Hisbackground as
acorporate executive strongly aligns
with pragmatic, results-oriented
leaders who value structure, strategy,
and clear performance goals. Suppor-
ters view him as decisive. Detractors
lament his corporate speak.

Prime Minister Christopher Luxon (left) met with Narendra Modi last year.

It's a big big country, 14
billion peoplein a
democracy. It's a difficult
country torun, and I
think he’s done it
exceptionally well.
Hundreds of millions of
people have benefited

from that.
Christopher Luxon

Luxon, who worked for many
years at Unilever, including across
India through its Hindustan Unilever
subsidiary, says that helped him

connect with Modi. “I know India well,

because Unilever genuinely was one
of the top companies in Indiainits
ownright,” he told the Herald. ‘Tve
read alotabout Indian history. . .it’s
aplacelknow well, or feel [ know
well.”

He studied Modi’'s record as Chief
Minister of Gujarat and haslongbeen
drawn to his nation-building agenda.
‘Tvebeen a huge admirer of Modi

becauseIlove the vision thathe’s
embraced and taken on. It's a big, big
country,14billion peopleina
democracy.It’s a difficult country to
run, and I think he’s done it except-
ionally well. Hundreds of millions of
people have benefited from that.”

Their rapport hasbeen reinforced
through informal moments, including
aprivate carride toa Sikh temple
after an event in India, during which
thetwoleaders discussed global
affairsin theback seat of Modi’s car.

“Heisreally good, really easy to
talkto.”

Luxon’s own patient, studious
research of just what makes Modi tick
was also crucial to getting a date for
his 2025 mission to India and setting
the political environment so both
sides werein open agreement thata
fast conclusion for free trade talks
should be ajoint goal.

Hetook some time tolearn more
about Modi before their firstin-
person meeting at the East Asia
SummitinLaos in October 2024.
Whathedid waslisten to The
Economist's podcast series — the Modi
Raj.

It'snot the only study that Luxon
did. But the eight-part series would
have given him a stellar grounding
onjust where Modi is taking India, the
man himself (he was denied a
diplomatic passport to the US earlier
in his political career), challenges he
personally facesleadingsucha
diverse nation and the major trends
transforming the country:the
unprecedented youth bulge,
technology and innovation.

Herecently related that when they
met in Laos, he said to the Indian PM,
“Narendra, what's going on?” Modi
told him India would be a US$12
trillion economy by 2028, and while
440 million Indians were now
“middle class”, that wouldrise to
750mby 2030.

Luxonreinforced therelationship
with a speech to the prestigious
Raisina dialogue in New Delhiin 2025,
showing a deep understanding of
India’s economic potential and,
importantly, obviousrespect and
affection for Modi.

Negotiations started in March 2025
and concluded just nine months later
in December 2025. “We were able to
send avery clear message to the trade
ministers to geton withit”

India represents a
significant opportunity
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Agreement with India gives New
Zealand a sporting chance

Cricketis thelove
language between
India and NZ,
writes Dame
Therese Walsh

arly last year Prime Minister
Christopher Luxonled a
business and community
delegation to India. His party
travelled with a plane full of New
Zealand delegates with deep
connections, relationships, and trade
partnerships with India. The business
delegation was co-led by former
Black Cap Ross Taylor, who was
joined onthe trip by current Black
Cap Ajaz Patel and former interna-
tional Geoff Allott. There was alsoa
brief appearance by Stephen Fleming.

This was, of course, by design —
and we allknow why. Sport,and in
particular cricket, hasbeen the glue
that has connected New Zealand and
India for generations, bringing us tog-
ether inahuman-centric and deeply
personal way.Itisacommon
language we have shared in our living
rooms, stadia, and when we visit each
other or dobusiness together.

On that trip Iwatched as the many
people we met relished the oppor-
tunity to chat to, take photos with, or
enjoy listening to Ross and his
cricketing colleagues.

Weare sports-mad in New Zealand
and cricket has had a special place
inour heartsforalongtime.Itisa
part of the fabric and history of our
country.Butin my observation, it
doesnotrival the zealous passion
that India has for the sport.

That passion is quite unique
globally. It grips the whole country in
away thatishard toimagine. So,
when New Zealand cricket teams tour
India, it'sareally big deal and opens
the door to wider connections
between us. Add to that a significant
broadcast audience with a concen-
trationin India, and even aninter-
national cricket matchinregional
New Zealand can do more for Brand
NZthan any marketing campaign.

Putsimply, cricket creates
moments that bring us together,
connectus,and builds abridge
between the two countries.

Later this year we willbe
celebrating that relationship and 100

Modi's visit puts

continued from B4

blade,” said Miskimmin by way of
example. “We’ll be demonstrating to
Prime Minister Modi that not only do
we have great athletes, but we also
have some really good innovation
science that sits behind it”

Sevens coaches to school links
Beneath the big-ticket events lies a
growing web of people-to-people
links, particularly in rugby, education
and sport development.

At India’s request, New Zealand
has already sent three top sevens
coaches to run a course in India, sup-
ported by the Ministry of Foreign
Affairs and Trade (MFAT) and Rugby
India.

The programme has been well rec-
eived and is set to expand.

“We are likely to send under-20
men’s and women’s teams there later
on in the year... again as a result of
direct requests from them to improve
their rugby,” said Miskimmin.
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ICC Chair Jay Shah; Chair of the T20 Men's Cricl;et World Cup 2028 Dame Therese Walsh and ICC CEO Sanjog Gupta
at the T20 Cricket World Cup final between India and NZ at Narendra Modi stadium Ahmedabad in March.

The baton has been
passed by India to
us, and we need to
deliver in an
exciting and truly
Kiwi fashion.

A March delegation to India, led by
Associate Sport Minister Chris Bishop
and which included business figures
and technology representation from
Ben Taylor of Animation Research —
has deepened links further.

The delegation met with major
Indian companies like Tata and Rel-
iance and held conversations with
various national sporting bodies.

One immediate outcome has been
in education.

The Wellington Phoenix’s charter
sports school has since signed an
agreement with a state public school
in Delhi, effectively exporting a New
Zealand model of integrated sport
and schooling.

“That came as a result of that
delegation,” Miskimmin confirmed.

These initiatives are complemen-
ted by a planned government — sport
action plan under an existing mem-
orandum of understanding, which is
expected to be progressed further
around the Modi visit.

It will formalise collaboration

years of sporting unity between New
Zealand and India when the Indian
side and other sports teams tour here.
Atthat time, we willbe jointly
reflecting on the roots of our sporting
history when, in 1926, the Indian
Army hockey team toured New
Zealand, along with the many shared
sporting moments since.

It willencompass a programme of
events to celebrate our shared
history, recent developments and the
many future opportunities that lie
ahead.

Sport a

across high performance, innovation
and technology.

Chasing thebig stage: Ahmedabad,
2036 and beyond

For New Zealand, India’s vast scale
and commercial weight in sport trans-
late into both learning opportunities
and potential investment opportun-
ities.

On the performance side, New
Zealand officials are keen to tap into
India’'s dominance in particular sports
while offering Kiwi expertise in areas
where New Zealand excels. ‘It is an
opportunity of focus on sports that
theyre really good at that we're not.
A good example would be badmin-
ton, where they're world-class, so we
can access that,” Miskimmin says.

On the commercial side, attention
is firmly on India’s league structures,
broadcasting reach and fandom mod-
els, particularly the Indian Premier
League (IPL).

“The other one is obviously the
opportunity of their commercialisa-

It will build on the recent Sport
Leadersdelegation to Indialed by
Chris Bishop, and the Memorandum
of Co-operation signed between India
and New Zealand last year, which
confirmed a shared commitment to
work more closely together through
sport.

When we think about the free
trade agreement, our minds may turn
to agriculture or tourism, but we
should also consider the cricket, the
business of sport and the sizeable
marketitrepresents. What hasbeen

along, rich sporting history now turns
into a fantastic opportunity.

Indiais one of the world’s largest
and fastest-growing sports markets,
with astrong fanbase and increasing
investmentin sport, infrastructure
and technology. This was on show at
therecentICC Men’s T20 Cricket
World Cup final at Narendra Modi
Stadium in Ahmedabad between
India and New Zealand. The stadium
itself is one of the biggest in the world
with a whopping seating capacity of
130,000 and the technology on
display was also impressive.

For myself and the other Kiwis
present, it was an overwhelming
experience and the atmosphere was
electric. For the onebillion-plus global
broadcast audience, it wasjust as
impressive. It was ashowcase of how
sophisticated and significant cricket
hasbecome and, of course, reinforces
why T20 cricket will be an official
event at the 2028 Olympic Gamesin
Los Angeles.

Sohow can we compete with that?
Well, the simple answer isby being
ourselves: competing, and hosting in
auniquely Kiwi way.

New Zealand is held in very high
regard inIndia for its high-
performance sport system,
governance, community
participation models and integrity
frameworks. There are many skills
and world-class capabilities in New
Zealand that are valuable —and this
creates opportunities for our sports
organisations, events and sport-
related businesses.

Continuing to nurture and grow
our sporting relationship with India
isgood for all of us and, whether it
be through sports tours, business
delegations, centenary celebrations
or, of course, the historic visit of Prime
Minister Modi, we can grow our
shared vision for the place sport has
alongside shared cultural and
businessrelationships.

Thenext ICC Men’s T20 Cricket
World Cup will be hosted down under
in Australiaand New Zealand in 2028.

Thebaton hasbeen passed by
India to us,and we need to deliver
inan exciting and truly Kiwi fashion.
One thing we know for sureis that
India will be watching and it willbe
another iconic moment in our shared
sporting history.

@® Dame Therese Walsh is chair of the
ICC Men’s T20 Cricket World Cup 2028
and co-led the Prime Minister’s
business mission to India with Ross
Taylor in 2025.

centre-stage

Well be
demonstrating to
Prime Minister Modi
that not only do we
have great athletes,
but we also have
some really good
innovation science
that sits behind it.

Peter Miskimmin

tion of sport through the IPL — all the
fandom and all the broadcasting that
they do.

“Again, lots of interest and learn-
ings for us.”

There is also a clear investment
angle. New Zealand agencies are
positioning for major Indian corp-
orates — from conglomerates such as
Tata and Reliance down to media and
tech players — to invest directly in
New Zealand’s sporting content and
infrastructure.

“Many of those big companies we
talked about are investing in sporting
content around the world. Why not
New Zealand?”

As Modi’s advance teams move in,
hotels lock down floors and security
ramps up, New Zealand officials con-
cede the visit will feel like a spectacle.

But behind the circus is a carefully
constructed agenda: to use sport as
a strategic bridge between India and
New Zealand — marrying soft power,
elite performance and serious money
in a deeper bilateral partnership.
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Building business bridges with bat and ball

Former Black Cap
Geoff Allott tells
Grant Bradley how
a shared passion for
cricket has
benefited business
connections

ormer top cricketer Geoff
Allott says the power of
cricket goes a long way in
India.

Allott, who played 10 tests and 31
One-Day Internationals for New Zea-
land between 1996 and 2000, was
recently appointed chief executive of
NZ Cricket — and more than 12 years
ago co-founded a firm selling food to
India.

Cricket great Sir Richard Hadlee, is
apatron for the export company Qua-
lity New Zealand. Stephen Fleming,
Brendon McCullum and Daniel Ve-
ttori are ambassadors and sharehol-
ders who also share deep cricketing
connections with India.

Allott says his and the other Kiwis’
cricket background opened doors in
India when the firm set up there.

“Without cricket, frankly, we prob-
ably wouldn't have had those initial
relationships that made it so much
easier for us to become established,”
he said.

It helps that many in India have
an encyclopaedic knowledge of the
sport. Allott relates that when he
dropped his card at a top hotel in
India, a staffer was able to recite

You've just got to make
sure that you treat the
market with the respect
that it deserves and that
means heading into it,
Creating some
relationships.

figures from his spectacular bowling
performance in the 1999 World Cup
(20 wickets in the competition).

He says India’s love of cricket,
among an extremely knowledgeable
fan base of men and women, has to
be experienced to be believed.

“What people who haven't been to
India before don’t appreciate is just
how important cricket is in the whole
ecosystem. They have a passion for
cricket and they have a very deep
level of understanding.”

Kiwis have another advantage:
most Indian fans rate the Black Caps
and the White Ferns highly, especi-

Geoff Allott with
Ross Taylor in
India as part of
the PM’s 2025
business
delegation and
(above) playing
in the 1999
Cricket World
Cup.

ally compared to other nations.

Allott says the respectful relation-
ship between New Zealand teams and
their Indian opposition is important.

“While the competition’s pretty in-
tense on the field — as we would want
it to be, off the field there’s real res-
pect. Both will battle hard to get the
result — but teams don't go over the
top.”

In his new role as the sport’s top
administrator, he wants to cement
New Zealand as the second-favourite
team for Indian cricket lovers.

“If we can achieve that, then a
whole lot of other benefits will come.

So not just cricket, but also in the
commercial world as well. All of us
have got a role to play in that”

Quality New Zealand

It was when working for New Zealand
Cricket, scoping hotels for an up-
coming tour, that Allott spotted a gap
in the market for New Zealand meat
and seafood.

Although those involved in Qual-
ity NZ knew India, the company was
patient and spent 12 months doing
due diligence before launching.

“That was all about creating effi-
ciency, making sure that we were in
control of the whole supply chain,
making sure we had direct customer
relationships — a lot of work in and
around the projects before we even
got started. But that was well worth-
while.”

Since starting the business in India,
the market has changed.

It was easier to do business and
achieve free trade agreements with
other countries.

“Their internal systems had to im-
prove — which they’ve done. You've
just got to make sure that you treat
the market with the respect that it
deserves and that means heading
into it, creating some relationships.”

New Zealand firms moving into the
Indian market will be playing in a
very big space, Allott says.

“That allows you a really specific
plan around how you go about it,
whether that's working with com-
panies that are already established or
starting your own crusade.”

Allott has stepped down as Quality
NZs CEO — the company is also
looking to expand into beverages,
quality dairy, education, and health
and wellness under incoming group
chief executive Nitin Nagrale.
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‘The best agreement India

Modi visit highlights
stronger India-New
Zealand partnership
and FTA

gains, writes

Todd McClay

ntwodays fromnow, New

Zealand welcomes Prime

Minister Narendra Modi, the first

visit by an Indian Prime Minister
in40years.

That gap tellsits own story. For too
long, two democracies with deep
people-to-people ties, shared values
and complementary economies
allowed the relationship to drift. That
eraisover.

In March 2025, New Zealand and
Indialaunched negotiations for a
comprehensive free trade agreement.
It was an ambitious undertaking, and
anecessary one: several of our major
competitors already had agreements
with Indiain place or under
negotiation, and standing still would
have meant falling behind.
Substantive negotiations concluded
justnine months later, in December.
In April this year —barely 13 months
after talksbegan —Isigned the
agreement in Delhi.

The speed of that achievement
should not be underestimated, and
nor should its transformative
potential. In little more than a year,
New Zealand has secured anew
platform for its exporters in one of
thelargest and fastest-growing
economies on earth. It will create jobs
and liftincomes for New Zealanders.
Our previous trade agreements have
delivered substantial export growth,
and thereis every reason to expect
this one will do the same.

The arithmetic alone is compelling.
New Zealand is anation of five
million; Indiaishometo14billion
people and is on track tobecome the
world’s third-largest economy within
afewyears.

Put simply, for every one New

N - - - .‘(*h 4 1 ’

Minister Goyal has a well-earned reputation as a
ferocious defender of Indian industry on the world
stage. He has cut a formidable path through WTO
negotiations and extracted a price from far larger
economies seeking deals with India. But in him, New
Zealand has also found a true champion of our

relationship with the world’s most populous country.
Todd McClay

lndiain Commerce and Industry Minister Pi}ush Goyal and Ministér for Trade and Investment Todd McClay displa‘y the signed FTA agreement.

Zealander, there are 280 Indian
consumers. Every time a Kiwi enjoys
alamb chop, a kiwifruit, or honey on
their toast,imagine 280 Indian
consumers doing the same. That is
the scale of whatisnow withinreach.
Trade with India offers the potential
to fundamentally change the wealth
of every New Zealander and for many
New Zealand businesses, India
represents the greatest untapped
opportunity anywhere in the world.

A partnership built on trust
Inthe private sector, tradeis
ultimately about relationships:
partnerships between like-minded
businesses, grounded in trust, respect
and ashared ambition to grow. The
same dynamics apply between
governments. Thebest trade
agreements are negotiated between
partners who genuinely get on.

That has certainly been the case
here. Over the course of these

Advance your career

Study for a Master’s
degree at the
University of Waikato
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has ever

negotiations, India’s Minister of
Commerce and Industry, Piyush
Goyal,and Imetas many as 20 times,
inNew Zealand, during my eight visits
toIndia and in capitals around the
world. What began as a professional
relationship hasbecome a genuine
friendship. From the outset, Piyush
and I committed to negotiating one

of thebest agreements India had ever
concluded; to doing it as quickly as
possible without cutting corners; and
to future-proofingit, so the agreement
continues to evolve and deliver for
the citizens of both countries.

Minister Goyal has a well-earned
reputation as a ferocious defender of
Indian industry on the world stage.
He has cut a formidable path through
WTOnegotiations and extracted a
price from far larger economies
seeking deals with India. Butin him,
New Zealand has also found a true
champion of our relationship with the
world’s most populous country.

That friendship has beenbuilt in
publicasmuch asaround the
negotiating table: playing cricket
together before a huge crowd in
Mumbai; meeting the Indian — New
Zealand community at the Gandhi
Hallin Rotorua; sharing a stage at the
G7 Trade Ministers’ Meeting in
Calabria, Italy, toargue the
importance of supply chain
resilience.

Atevery turn, we have chosento
walk the talk and make the India —
New Zealand relationship a strategic
priority for both governments.

Whatthe agreement delivers
Firstand foremost, the FTA delivers
practical benefits: lower tariffs and
higher quotas, many from day one.
The gains extend well beyond our
primary producers, with significant
winsinservices such as engineering,
environmental services and
education.

Until now, Kiwibusinesses have
been effectively priced out of parts
of the Indian market by steep tariffs:
33% on some key export products,
and up to150% on wine, 66% for
honey. We know whatimproved
access can do. Australia’s goods trade
with India, excluding coal, grew by
50% in the first year of its agreement
and more than doubled within two.
Meanwhile New Zealand’s share of
India’s sheep meat imports collapsed
from 90% to below 10% once
Australia secured zero tariffs.

FICCI visit a va

A delegation from the Federation of
Indian Chambers of Commerce and
Industry (FICCD will be in Auckland
for the visit of Indian Prime Minister
Narendra Modi.

A statementreleased to the Herald
says the FICCIbusiness delegation
looks forward to the visitasan
important milestone in strengthening
the India — New Zealand economic
partnership.

“The visit will provide a valuable
platform for businesses from both
countries to engage with one another,
identify new areas of collaboration,
and translate the momentum
generated by therecently-signed free
trade agreement into tangible
commercial outcomes,” says FICCL

The delegation representsabroad
cross-section of Indian industry and
reflects the growing interest among
Indian businesses in deepening
commercial engagement with New
Zealand. “We are confident that the
interactions during the visit will pave
the way for stronger business
partnerships, greater investment
linkages, and sustained collaboration
between the private sectors of both
countries.”

“Beyond advancing business ties,
we see this engagement will
strengthen institutional co-operation,

- \ oy :
Todd McClay presents a gift to Piyush Goyal at the FTA signing.

ThisFTArestores alevel playing
field, and tiltsitin New Zealand’s
favour in some important areas:
® 95%of everything New Zealand
currently sells to India will benefit
from tariff preferences.
® 82% of our exported goods will
be tariff-free once the FTA is fully in
force, with 57% free from day one,
including wood products and proc-
essed timber, wool and sheep meat.
® New Zealand secured thebest
kiwifruit access of any supplier, the
firstapple access India has granted
inany FTA, and thefirst honey
access, with tariffs cut by three-
quarters for manuka honey.

Wherenext?
This agreement is not an end point.
Itisalaunchpad for amuch closer
and broader relationship, in trade, in
sport, in politics and in culture.
Ratification is a priority: the
implementing legislation passed its
firstreading by 93 votes to 29 with
support from National, Actand
Labour, and should be complete
before the end of the year.

The National Government’s
philosophy is straightforward: secure
access, then let exporters find the

niche that suits thembest. Already
they are gearing up, with the first
shipment of logs in six years
departing Bluff for India. The prize is
India’srapidly expanding middle
class, withits growing appetite for
premium New Zealand products,
which will soon be abigger market
than the European Union or Asean.
New Zealand Trade and Enterprise
and the Ministry for Primary
Industries have both stepped up their
support to help exporters navigate
themarket.

Importantly, the agreementis also
future-proofed. Most-Favoured
Nation statusin key services sectors
and in wine means that if any country
secures abetter dealin future, New
Zealand automatically receives the
same advantage. For thefirst timein
any Indian FTA, wehave abinding
right tore-engage should India offer
improved dairy accesstoa
comparable economy. And areview
one year after entry intoforce
providesa clear pathway to further
improvements.

A generational opportunity
Tradeis the engineroom of New
Zealand’s economy. One in four New
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Mission Co-leader Dame Therese Walsh with Harsha Vardham Agarwal
(FICCI immediate past president), Dr Anish Shah, CEO of the Mahindra Group
and former president of FICCI) together with Joyti Vij (DG -FICCI) at a CEO
Roundtable in Delhi during the 2025 business mission to India.

reinforce the enduring people-to-
people connections that underpin the
bilateral partnership, and build on the
strong foundation for long-term
economic cooperation and shared
prosperity.”

Herald: What role did FICCI play
inbuilding support among India

businesses for the FTA?

FICCI: As India’s leading industry
association, FICCI has consistently
advocated for stronger economic
engagement with India’s global
partners. FICCI supports the
Government of India through
industry consultations, facilitating
dialogue between businesses and

concluded’

Zealand jobsislinked to trade,and
exporting firms pay higher wages.
When exporters succeed, New
Zealand prospers, and no market
multiplies that success like one with
280 consumers for every one of ours.

But this FTA hasalwaysbeen
about more than tariff lines. It isone
pillar of abroad, deep and enduring
strategic relationship, one that
supports economic growth, regional
stability, defence and security,and
closer ties between our peoples. India
has ambitious industrial goals of its
own, notleast in textiles,and New
Zealand’s expertise in wool
processing, quality assurance and
traceability can support that ambition
while creating higher-value jobs at
home.

Prime Minister Modi’s visit opens
an exciting new chapter in the New
Zealand — India story. The free trade
agreement atits heartisa celebration
of all thatis good about both our
countries, and proof of what the best
little country on the world stage can
achieve alongside one of itsnew
friends.

@® Todd McClay is Minister for Trade
and Investment.

policymakers, gathering sector-
specific feedback,and
communicating industry
perspectives to contribute to
informed trade negotiations.

FICCI also undertakes capacity-
building initiatives and business
outreach programmes toraise
awareness of the opportunities
created by comprehensive trade
agreements and help Indian
businesses understand and prepare
toleverage them effectively.

With the agreement now
concluded, the focus naturally shifts
from negotiation to implementation.
While the two governments have
established the enabling framework
through the FTA, itisnow for
businesses to seize the opportunities
it createsby expanding trade,
strengthening commercial
partnerships, and exploring new
avenues for investment and
collaboration. FICCI will continue to
support Indian industry through
awareness programmes, business
facilitation, and policy dialogue to
helpbusinesses maximise the
benefits of the Agreement.

Herald: Does FICCI plan to work
with New Zealand counterparts to
build business opportunities

Minister

pitches FTA
as gateway
to the world

India’s Commerce and Industry
Minister Piyush Goyal casts the new
India-New Zealand Free Trade
Agreement as both asymbolic and
practicalreset intherelationship,
promising astep changeintrade
volumes and investment flows.

The India-New
Zealand free trade
agreement sets the
stage for doubling the
bilateral trade in the
coming five years, . . .
Our bilateral trade is
small, but our
ambitions are big. We
must look at the true
potential of this
partnership

Piyush Goyal

“The India-New Zealand free trade
agreement sets the stage for doubling
the bilateral trade in the coming five
years,” Goyal said at the signing
ceremony for the free trade
agreementin New Delhion April 27
this year.

Goyal acknowledged current trade
levels are modest butarguedthe FTA
creates the framework to unlock scale.
“Our bilateral trade is small, but our
ambitions are big. We must look at the
true potential of this partnership.”

Positioning India as a production
and services hub, he urged businesses
tosee the agreement as a strategic
platform, not just a tariff cut.“From
India, you can serve markets across
the world... This can become your
corridor, this can become your
gateway to the entireworld.”

Goyallinked the deal to India’s
broader network of trade agreements
and reforms aimed at easing business
entry, reducing compliance burdens
and attracting investment, arguing
that New Zealand companies canride
India’s growth while accessing wider
global markets.

uable platform for collaboration

further now the FTA is signed?
FICCI: The signing of the Free Trade
Agreement marks the beginning of a
new phase in the India — New Zealand
economic relationship. FICCIlooks
forward to working closely with its
counterpart organisationsin New
Zealand to facilitate greater business-
to-business engagement and help
businesses onboth sidesrealise the
full potential of the Agreement.

Going forward, our focus willbe on
strengthening institutional partner-
ships, facilitating regular business
dialogues, organising trade and
investment engagements, and
creating platforms that enable com-
panies from both countries to
connect, collaborate, and build long-
term commercial relationships. We
also see animportant role in sharing
market insights, addressing imple-
mentation-related issues through
industry feedback, and promoting
sustained private sector engagement.

FICCIremains committed to
serving asabridge between the
business communities of India and
New Zealand and supporting the
translation of the FTA into tangible
outcomes that contribute to
increased trade, investment,
innovation, and shared economic
prosperity.
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NZ business should
be leveraging India’s
strategic blueprint
for its centenary
write Dr Rahul
Senand Dr Madan
Mohan Sethi

ndia’s own strategic blueprint

for 2047 — the centenary of

independence, branded as

“Viksit Bharat” or Developed
India —sets out just how large that
opportunity could become for New
Zealand businesses.

The strategy envisions a target
gross domestic product (GDP) of
roughly US$30-40 trillion, with per
capitaincome targeted to grow six-
fold from around US$2800 as of 2026,
toaround US$18,000 in two decades.

The key pillars to support this
vision are an emphasis on technology
and digital public infrastructure (DPI),
physical infrastructure and urban
development, sustainability and
climate action.

A Kkey aspiration of this visionis
that women are expected totakea
much more proactiverole in shaping
policy,leading innovations and
creating unique business
opportunities globally for India, as
entrepreneurs.

India willadd more peopletoits
middle class over the next two
decades than the entire population of
New Zealand, several times over. The
realisation of “Viksit Bharat” will
change the size of opportunities for
the next decade of growth for New
Zealand’s exporters, investors and
service providers.

AsIndia moves toward “Viksit
Bharat”by 2047, New Zealand canbe
its potential southern anchor —
securing not just alarge market for
its products and expertise, but also
exploring strategic partnerships that
will ensure shared prosperity for both
countries.

Asweseeit, businessesin New
Zealand think of India through the
lens of commodities. The top five
commodity exports from New
Zealand to India include fruits and
nuts, forestry and wood, aluminium,
wool, iron and steel. However, this
framing understates the scale of
opportunity.

India’s own technology roadmap
for 2047 envisages the services sector
holding around 60% of GDP, with
electronics, chemicals, energy,
automotive and semiconductors
singled out as the strategic growth
sectors of the next two decades. This
isaprofile suited to what New
Zealand does well: knowledge-
intensive, small-batch, service-heavy
exportsrather thanbulk commodity
volumes.

India’s workforce is expected to
add roughly 200 million people over
the coming years,and the
Government’s push on skilling and
vocational training createsreal
demand for New Zealand’s tertiary
and vocational education providers,
who compete on quality and
pathway-to-work outcomesrather
than scale. We have visited more than
10-12 universities and vocational
training centresin Auckland and
Hamilton. We seelots of
opportunities to train a skilled Indian
workforce.

New Zealand has a highly
developed agricultural and food
ecosystem. The firms have strength
infarm-management technology,

I

Dr Rahul Sen

food-safety traceability systems and
precision-agriculture which canbe
shared and adapted into an Indian
agricultural sector thatisbeing
reformed toward high productivity.

New Zealand growers and
scientists can work closely with their
Indian counterparts to help grow the
kiwifruit and apple industries. One
example is the partnership between
QLBS, aNew Zealand-based
compliance and visibility platform
already integrated into Zespri’s
kiwifruit supply chain, and Map My
Crop, an Indian agritech company
with operations in more than 100
countries. This wasrecently
formalised in Auckland througha
memorandum of understanding.

India’srenewable energy target of
500 GW by 2030, rising toward 900
GW-plusby 2040, is abuild-out that
needs specialist engineering,
geothermal expertise and project-
management capability —areas
where New Zealand firms already
operate. We havealso visited
industries who are converting bio-
organic and plastic waste into fuel
and energy. Here New Zealand
companies can partner with Indian
companies.

India’s growing middle classisa
significant source of outbound
tourism.

Similarly, New Zealand can also
look towards India for exploring
India’srich heritage, culture, city life
as well as seeking medical treatment
in world-class hospitals.

AsIndia’s per-capitaincomerises,
so does demand for specialist
advisory, insurance, and financial
services expertise. Already, a small
number of capable New Zealand
firmsare engaged.

Thebest example is that of
Valocity,a New Zealand-owned
property data and technology
company that won the prestigious
award of International Fintech of the
Year 2025, for revolutionising the
property valuation processin India.

Dr Madan Mohan Sethi

Weareaware thatbusinessesin
New Zealand are waiting for the right
time to enter the Indian market —
onceregulatory pathways simplify,
logisticsimprove and the policy
environment settles. The instinctis
understandable, but it also describes
exactly the period in which the first-
mover businesses build the
relationships, distribution networks
and local knowledge that are hardest
for later entrants toreplicate.

Indian companies and consumers
are not waiting for perfect conditions
to grow; competitors from Australia,
the Gulf states, the UK and Europe are
already positioning in sectors New
Zealand firms could credibly contest.

The economic complementarity
between our countriesis striking.
Indiaisrapidly consolidatingitsrole
asahubfor world trade, a dynamic
marketplace, an emerging
manufacturing base,and a central
node in global supply chains.

New Zealand bringsitsown
distinctive strengths: trusted food and
agriculture systems, world-class
standards in safety and sustainability,
and areputation for provenance that
commands a premium in discerning
markets.

When these strengths are
combined, the possibilities are
significant.

These can includejoint ventures
in functional foods, nutrition and
agritech thatdraw on India’s scale
and New Zealand’s quality; integrated
supply chains where Indian
processing facilities partner with New
Zealand research and branding; and
collaborative ventures that use India
asalaunchpad into wider Asianand
Gulf markets.

Rather than viewing distanceasa
barrier, the Free Trade Agreement
invites businesses on both sides to
see geography as an asset —abridge
between the Indo-Pacific and the
broader global economy.

In April this year, New Zealand and
India signed a bilateral free trade

@ Thelndian Consulate’s mandate
is to promote trade and commerce,
seek investment, promote tourism,
establish collaborationin higher
education, promote culture and
further people-to-people
connections. Inthe last 18 months
the consulate has expanded its
reach to business, universities,
Maoriand Pasifika. The consulate
is ready to support Kiwi businesses
entering the Indian market for
products, technology and services.
@ Bank of Baroda (NZ) has been
inNew Zealand 16 years and can
facilitate firms planning to do
business with India.

agreement (FTA) that aligns with
India’s 2047 vision and areas where
New Zealand businesses can
leverage.

Thereal innovative aspect of this
isthe shift from “tradein goods” to
“partnerships in capital” where the
value cannot be easily quantified by
pure economic metrics. While it
awaits formal enforcement and
ratification, businesses that treat
India as along-horizonrelationship
tobuild sector by sector, with afocus
on partnerships will be better placed
than others.

India’s economic growth miracle
Indiahasbeen a key driver of global
economic growth over the past five
years.Ithasbeen the fastest-growing
economy in the world, surpassing
that of New Zealand’s largest trading
partnersin 2025, and is expected to
dosoin 2026 and 2027, according to
thelatest IMF projections.

This growth story demonstrates
remarkableresilience amidst rising
global uncertainties.

Indiais the third-largest economy
inthe world based on purchasing
power parity. In 2015, India’s
economy was less than half the size
of the US (39.4%); by 2025, it had
reached nearly 62%.

Against thisbackdrop, two-way
goods and services trade between
New Zealand and India hasbeen
growing steadily post-Covid from $2.2
billionin 2021 to $3.9b to the year
ended March this year.

However, this represents only 1.8%
of all exports of New Zealand'’s total
goods and services and 1.5% of
imports.Indiais New Zealand’s 11th
largest overall trading partner.

The asymmetry between the
currentbilateral trade and India’s
growth story, is exactly why New
Zealand businesses should pay more
attention to deepening and
diversifying their trade and economic
relationship with India now.

The case for India, from the

Time for partnership
India and New Zealand

perspective of an open economy
such as New Zealand, is an economic
one. A market of 1.4b consumers
growing atabove 6% annually, driven
by several States within India
growing atan averagerate of above
10%. This unlocks opportunities for
New Zealand to grow its exports,
scale-up business knowledge and
deepen people-to-people
connections where partnerships will
bring long-term benefits for the New
Zealand economy.

When we analyse India froman
economic and commercial point of
view, the following points deserve
attention.

@® India’'smanufacturing sector
remains in expansion mode and the
aviation sector is seeing steady
growth. India currently generates
50% of its energy from renewable
sources, and India has moved to 38th
position in the Global Innovation
Index 2025.

® Theminingsectorhas
expanded by 5.5%, manufacturing
sector by 4.3%, electricity generation
by 0.8%. Within manufacturing, 14 out
of 23 industry groupsrecorded
growthin March 2026.Inthe same
time, agriculture grew by 3.1%, the
services sector by 9.1%.

@® Indiaisprimarily adomestic-
driven economy with consumption
and investment contributing 70% of
the economic activity.

® India’scumulative foreign
directinvestment stood at US$1.14
trillion in December 2025. Singapore
was thelargest investor (25%) and
Mauritius (24%), US 10%),
Netherlands (7%) and Japan (6%)
were significant players.

The Make in India initiative has
achieved tremendous success since
itsinception in 2014. FDI has shown
consistent upward trend from
US$45.14b in 2014-15 to $US70.95b in
2023-24.

Among the sectors where invest-
mentis needed are aerospace,
aviation, biotechnology, chemicals,
construction, defence manufac-
turing, electronics manufacturing,
food processing, gems and jewellery,
IT,leather, media and entertainment,
mining, oil and gas, pharmaceuticals,
ports, shipping, renewable energy,
tourism, textiles, hospitality and
wellness.

New Zealand companies having
strength in some of the sectors can
explore investment in India.

@ Dr Rahul Sen is Senior Lecturer,
Economics and Finance at AUT and Dr
Madan Mohan Sethiis India’s Consul-
General in Auckland. They are writing
in their personal capacities.

@ India’s Auckland Consulate and
Bank of Baroda (NZ) are sponsors of
the Herald’s India Business report.
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Power shift: the rise of the Global South

Developing nations
across Asia, Africa,
and Latin America
are moving from
the periphery to the
centre of global
power, writes
Andrea Fox

ogged “persistence” over

many years by business

champions of trade with

India undeniably under-
pins the signing of a New Zealand-In-
dia Free Trade Agreement, but geo-
politics has been the biggest influ-
ence.

That's the verdict of India-New
Zealand Business Council (INZBC)
chairman Edwin Paul, who says “shift-
ing paths and the rise of the Global
South” have positioned New Zealand
differently in a relationship with
India.

“In business diplomacy we were
very persistent. Whether we had an
FTA or not, we were just going on
with what we were doing, we firmly
believed in the outcomes and we
were on track for that.

“But the biggest influence, in my
personal opinion, was geopolitics.”

The rise of the Global South de-
scribes the dramatic geopolitical and
economic shift of developing nations
across Asia, Africa, and Latin America
from the periphery to the centre of
global power.

In business diplomacy
we were very persistent
.But the biggest
influence, in my personal
opinion, was geopolitics.
Edwin Paul

For more than a decade the INZBC
has called for New Zealand to wake
up to the trade potential in building
a relationship with fast-developing
economic powerhouse India.

In a bluntly worded 2023 report,
it warned that New Zealand had been
“asleep at the wheel” for 40 years and
accused political leaders of diplom-
acy “neglect”.

The council called for a shift away
from conventional trade agreements,
noted the historic rarity of prime
ministerial visits to India, and criti-
cised New Zealand’s approach of

—_ 3 = 4 . —|r 2 1, ) \\ e oy oo A .
Edwin Paul credits the local Indian diaspora with playing a significant role in getting the trade deal inked.

treating India as a single, homogen-
ous market when it had 28 states and
eight union territories — an approach
probably responsible for two previ-
ous failed attempts at negotiating a
free trade agreement.

The report said Australia had left
New Zealand in its dust in developing
and cashing in on the trade oppor-
tunities with what is considered to be
the world’s fastest-growing economy.

What followed was galvanised ac-
tion by the Beehive and business
networks with big-business delega-
tions and increased visits by trade
and political leaders to India.

Subsequent reports highlighted
that more than half of Kiwi businesses
now viewed India as a top growth
market.

The upshot of accelerated formal
negotiations in the past year was a
trade deal signed in April that elim-
inates or reduces tariffs on 95% of
New Zealand’s exports to India. Early

estimates suggest the FTA will gen-
erate an additional $1 billion in ex-
ports annually over the next 20 years.
The deal has yet to be ratified with
legislation now before Parliament.
Ratification is expected later this year.

Paul says the deal has gone
through “immense scrutiny” and in-
formed sources have told the council
“the potential numbers are much
higher than the negotiated numbers”.

Paul believes New Zealand’s
changing aspirations — he cites the
Kiwi space company Rocket Lab —
has also put this country on the map
for India, and credits the local Indian
diaspora with playing a significant
role in getting a trade agreement
inked.

“The cultural side also adds a lot
of value in terms of promoting what
we call soft diplomacy. Becoming a
friendly nation, whether it's through
events like Diwali as well as the bus-
iness side and people at the entre-

preneurial level, has been adding to
this. Most migrants try to connect
back and being bicultural and under-
standing both ecosystems provides a
very unique value.”

Limited gains for New Zealand’s
export leader dairy is reported to be
the big disappointment of the FTA,
and could have derailed the deal as
India’s protection of its own dairy
sector has in past attempts.

India’s flat refusal to engage on
typically orthodox elements of trade
negotiations like butter, cheese and
milk powders and New Zealand’s con-
tinued persistence on an outcome for
dairy, reportedly had Indian negoti-
ators and ministers threatening to
walk out of the trade talks.

No other country has ever secured
access for these products.

However, Paul says the point that’s
been missed is that no other country
has secured the concessions on dairy
that New Zealand has.

“They are exclusively for New Zea-
land.”

For the council, thereal work is just
beginning.

As the only national economic
development organisation for New
Zealand-India trade, the council is
reviewing its operational and strate-
gic aims at board and structural level
and developing resources and plans
for delivering tools for users of the
trade deal.

The council’s footprint and cover-
age in New Zealand and India are part
of this review.

“We want to get the right people
to help us set the course for the next
20 years. 2027 will have a massive
rollout of our new approach.

@ ThelINZBC'is asponsor of the
Herald’s India Business Report.
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India Business
Bill Bennett

Rakon, Serko and
Valocity show how
Kiwitechis
partnering with
India’s growth

ndia has become one of the
world’s fastest-growing techno-
logy economies. It produces Al
researchers, SaaS companies,
fintech and space technology firms.

That sophistication changes the
equation for New Zealand firms that
look to India for technology. Histori-
cally, the focus was on help desks,
outsourcing contracts and finding
lower-cost development; today, the
opportunity is about accessing inno-
vation, talent and forming partner-
ships.

That opportunity moved up a gear
in recent years as the two nations
engaged in a series of trade dele-
gations and bilateral talks. This cul-
minated in April with the signing of
a free trade agreement, a political
milestone that still requires final legal
steps before implementation.

The traditional relationship bet-
ween the two nations centred on
commodities, education and migra-
tion. Yet during the discussions and
negotiations technology moved from
being a footnote to being a main
agenda item.

Clearly the next chapter of New
Zealand’s relationship with India will
be less about raw goods, and more
about an innovation corridor focused
on the co-creation of intellectual
property.

While a closer trade framework is
a fresh catalyst for many newer busi-
nesses looking to scale, some of New
Zealand’'s most established techno-
logy pioneers have been operating
deep within India for years.

Indiabecomes a strategic partner
Rakon is one of several Auckland-
based technology companies with
major operations in India. Alongside
travel management software pro-
vider Serko and property valuation
platform Valocity, these companies
operate across a range of advanced
sectors including aerospace compo-
nent manufacturing, corporate travel
software and fintech.

For each, the presence in India has
evolved beyond transactional back-
end support into a central part of their
intellectual property pipelines.

Rakon’s presence is long-standing.
Chief executive Sinan Altug says: “For
us, it certainly precedes the FTA or
recent developments. Rakon is a New
Zealand-founded tech company, and
we are global, but India is not an
outsourcing story for us. It is a strate-
gic story that started all the way back
in 2008.”

That started when Rakon formed
a joint venture with Indian-owned
Centum Electronics. The deal saw
Rakon products manufactured along-
side Centum’s frequency control pro-
ducts in Bangalore. This became a
fully owned subsidiary, Rakon India,
in 2018.

Manufacturing becomes strategic

Rather than establishing a back-office
service desk or software centre, the
company built a factory in Bengaluru.

A new

In 2023, Rakon expanded this foot-
print by opening a new manufactur-
ing facility located within an aero-
space park, positioning its operations
alongside companies such as Boeing
and Collins Aerospace.

Altug says the location allows the
company to combine advanced man-
ufacturing with deep technical talent.

Rakon’s Indian operations supply
precision timing components to inter-
national telecom networks, local
subcontractors for some of the largest
AI hardware makers and the Indian
Space Research Organisation (ISRO).
The company has a 15-year history
of designing and manufacturing com-
ponents for ISRO missions, including
the Chandrayaan lunar programme.

Altug says New Zealand remains
central to Rakon’s advanced product
development while the operation in
France remains critical for its space
ecosystem and space business. The
presence in India gives the company
scale and manufacturing depth along
with access to the Indian market.

“It gives us supply chain resilience
as well. For many of our products it
is not an either-or. We are not stop-
ping production in New Zealand to
transfer it to India. We actually de-
velop resilience.”

Rakon chief
executive Sinan
Altug (above)
and Valocity’s
Carmen
Vicelich.

Photos/ Dean Purcell,
Supplied

Carmen Vicelich sees a different
aspect of India’s scale in her property
technology business, Valocity.

“For us, it's phenomenal. One Ind-
ianbank does in almost a month what
all New Zealand banks combined do
in an entire year,” she says. “The State
Bank of India, for example, has more
customers than there are people in
the United States.”

Valocity provides the property
and collateral risk decision layer that
complements the digital public infra-
structure known as the India Stack.

Vicelich says India had already
established frameworks like the Aad-
haar unique identity system and the
Unified Lending Interface for pay-
ments. Yet it lacked a unified digital
property data layer. Valocity’s 11-year
track record of running 95% of New
Zealand’s regulated banking valua-
tion market gave it the credibility
needed to fill that gap.

Valocity’s role has expanded be-
yond simple transaction processing
to handling complex automated
decision-making.

“We started off as a valuation
workflow. Because of the demand for
customers to say this is the collateral
risk, we don't just want you to do the
pipe and get an answer back. Well,

actually, when will you say yes, and
when will you say no? How do we
digitise your decisioning policy?”

That automated policy logic isnow
embedded directly into the software,
creating an infrastructure layer that
continuously adapts to incoming
data.

Vicelich points to the company’s
long-term client retention as evi-
dence of how deeply embedded the
platform has become for major fin-
ancial institutions.

“In 11 years we have never lost an
enterprise customer, which shows
that we are the infrastructure. In India
that's very much how they see
Aadhaar and the payments interface.
Now that's how they see us. We've
evolved to this.”

Building banking infrastructure

This deep integration into the bank-
ing system has changed the size and
scope of Valocity’s commercial work.

Rather than testing single modules
one at a time, major banks are now
adopting Valocity’s entire risk system
at once.

Following the 2025 business dele-
gation led by the prime minister, the
company finalised a deal with Axis
Bank, India’s third-largest private sec-
tor bank.

It will roll out its full mortgage risk
system, which includes property val-
uations, legal document checks and
construction monitoring.

Vicelich says operating at this level
of the financial sector puts to rest any
lingering Western assumptions that
doing business in India allows for
loose operational standards.

Navigating the tightly regulated
banking environment requires meet-
ing extremely strict compliance rules.

“You cannot turn up in India half-
ready,” says Vicelich. “In some West-
ern markets, entrepreneurs can raise
money on a PowerPoint presentation
and fake it until they make it. You
cannot do that in India. The level of
sign-off, compliance and InfoSec due
diligence is phenomenal. It is a highly
regulated market with strong govern-
ance, because they have cracked
down heavily on fraud.”

New Zealand Trade and Enterprise
and the High Commission’s team on
the ground were central to that credi-
bility, she says, along with a local
advisory board that includes Manoj
Kohli, former chief executive of
SoftBank, and a former chairman of
India’s National Housing Bank.

“We wouldn't be where we are
without their phenomenal support,

tech corridor

for global innovation

E |

Immediate
benetits
from trade
delegations

Serko chief executive Darrin
Grafton and Valocity founder
Carmen Vicelich accompanied
Prime Minister Christopher Luxon
onthe 2025 business mission to
India. There they experienced
firsthand theimmense culturaland
corporate value placed on
government endorsement.

Vicelich says, “In India,
hierarchy, status and respect are
paramount. When you turn up with
the Prime Minister, it gives you a
level of credibility that money
simply cannot buy. It opens doors
tothe highest levels of India’s
largest banks that would otherwise
take months or years of
networking to penetrate.”

Grafton agrees that the political
alignment acts as a catalyst. Serko
timed the official opening of its new
Bengaluru capability centre to
coincide with the prime minister’s
visit. It leveraged the state visit to
signal long-term commitment to
the market.

“Having the Prime Minister there
to officially open the office senta
powerful message to our local
team and partners. It shows that
thisisn’'tjust a corporate outpost;
it'sarecognised piece of the
bilateral relationship.”

and the credibility they gave us int-
roducing us to key stakeholders,” she
says.

This requirement for absolute rea-
diness and high operational stand-
ards is shared by corporate travel
management software provider
Serko.

Like Valocity, Serko’s primary en-
try point into India came via a major
global commercial move rather than
traditional outsourcing.

Co-founder and chief executive
Darrin Grafton says Serko established
its Bengaluru operation after buying
a major US-based online travel plat-
form. It came with an existing, high-
performing technology team based in
India. Instead of using a third-party
contractor, Serko chose to build this
team into its own dedicated capa-
bility centre.

“The choice people have is using
someone else or doing it yourself,” he
says. “We wanted to do it ourselves.
Specifically around specialist know-
ledge in Al and what we're building
in this new platform world. Because
we had an established base of people
there, it made sense to push the green
light to go further.”

Adding an Indian capability centre
allows Serko to run a continuous,
round-the-clock development cycle.
The Bengaluru hub works alongside
the company’s offices in New Zea-
land, Australia, China and the United
States in a “follow the sun” engineer-
ing model.

Faster development at global scale
“When you think about software en-
gineering, software capacity and sup-
port structures, we have pretty much
nearly every time zone covered. In
theory we can be building software,
not only with Al 24/7, but innovating
at the same time.”

continued on B13
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Air New Zealand
eyes deeper India
ties and potential
direct flights

India Business
Grant Bradley

ir New Zealand chief

executive Nikhil

Ravishankar grew upin

what he describes asthe
“Dunedin of India”, which gave him
aninsight into where the country was
heading.

Growing up in Bangalore —now
Bengaluru —meant he saw for himself
how the fast-growing IT sector could
propel wider growth throughout
India. “It was a big student town. Lots
of schools, colleges, universities. It
wasbuilt asamodel city,asan
expression of what modern India
could looklike.”

The cosmopolitan city, now with
15 million people and one of the
world’s fastest-growing cities,
embodied the emphasis on education
and training.

“Iremember growing up among
the energy that wasbuilding in the
city, soit wasn't a surprise to me that
since the mid-90sit’'s exploded. That
realfocusin thelower middle class
and middle class of India on the value
of education is the mostimportant
thing for society to focus on —and
it'sbeen ahuge growth engine for the
country.”

Ravishankar’s family moved to
Auckland when he was15but he has
visited the country frequently in his
previous IT jobs —including with
global consultancy Accenture.

Asthe New Zealand-India free
trade deal moves towards
ratification, he sees it asamajor
milestone for this country’s economic
growth. “What the India FTA could
bring to New Zealand’'s GDP growth
isso exciting.”

He has some advice for New
Zealand businesses turning their
sights to an India with a population
of14billion and amiddle class
estimated to grow tomore than 700
million by 2030.

He says Kiwibusinesspeople have
tobe prepared toinvest timeand
effortintobuilding deep
relationships. “Sometimes these
things are going to takea while to
build —having patienceis going to
be important to being successful.”

Explaining the value proposition of
New Zealand’s products and services
has tobe done carefully and clearly.

Ravishankar says Indian business
cultureis similar to that of this

Minister for
Trade and
Investment
Todd McClay
and India’'s
Minister of
Commerce and
Industry Piyush
Goyal join Air
New Zealand
CEO Nikhil
Ravishankar,
centre,ona
flight to Rotorua
last year. -

=)

country. “If India and New Zealand
had personalities, we’d be this
introverted sort with self-doubt.
Humble and relationship-based
humanbeings.”

AlthoughIndiaisavastplace,
building trusted relationships was the
same nearly the world over —
realising what people havein
common and where they differ.

“With most markets, 90% of
everything wealldo ashumans —
there’'salot of commonality.
Acknowledging thatis important. But
there’salways10% that is going tobe
different,” Ravishankar says.

Thatis where patience and
curiosity areimportant. “Intrying to
engagein India, the temptation will
beto engage through intermediaries.
That might yield results early,butI
think it seldom does get to the full
potential partnership. So where
possible, engaging at a deeper level
and engaging directly may wellbe the
winning formula.”

i\
8 i

He warns that India can'tbe
treated as one single market. There
are three distinct geographical areas
—with markets worth around $1
trillion each — and they have different
needs and demands.

Bengaluru and Chennai, Mumbai-
Ahmedabad and the greater Delhi
region should be treated separately.

“There are very specific geograph-
icalnuances that are worth educating
ourselves onbecause that will make
us much moreready to capitalise on
the opportunity.”

Thethreeregions create incen-
tives to attract different kinds of
capital and capability.

Ravishankar says Indiahad
learned from therest of the world,
whichhad helped it create abetter
environment for doing business.

Lessons from Western economies
hadimproved systems and gover-
nance models. For a country that
historically had a formidable
bureaucracy, the operating

Engaging at a deeper
level and engaging
directly may well be the
winning formula.

Nikhil Ravishankar

environment hasimproved.

“The work that they’'ve been doing
over thelastdecade or soin terms
of simplifying therulesand
regulations, becoming more
business-friendly and creating
transparency has beenreally good.

“They’ll also be the first to admit
there’salot more work tobe done.
Butin certain areas they'vereally
leapfrogged developed economies.”

With India and New Zealand being
two Commonwealth countries, there
are stronglinks in unexpected areas
such as defence, and the more well-
known: sport.

Fans of the Indian cricket team are
often fans of the Black Caps, helped
by the mutual respect the teams
show on the field and the universal
support of the underdog —atag New
Zealand often carries into encounters
with the cricket powerhouse.

When growing up inIndia,
Ravishankar also discovered the All
Blacks on cable TV and his early
fandom hasn’'t waned. “Tknew then
the All Blacks would be my favourite
team.”

Air link outlook

Right now there are nonon-stop
flights between New Zealand and
Indiain spite of being on theradar
for several years.

Itis well within range of aircraft
and during the pandemic there were
several Air Indiarepatriation flights
toanumber of cities from Auckland.

patience is important
I

During a visit to Indiain March last
year by Prime Minister Christopher
Luxon, both countries committed to
explore non-stop flights.

Ravishankar says this is still work
inprogress. For now, growing Air New
Zealand services through Singapore
withitsjoint venture partner
Singapore Airlines and connecting to
Star Alliance partner Air India were
meeting the growing demand inboth
directions by passengers and freight.
Between those three airlines, New
Zealand was linked to 16 cities in India
withindirect services.

“That’s a good starting point for us.”

Tourism grows

Tourism NZ figures show there were
113,800 visitors from India in the most
recent annual period, making itone
of the fastest-growing tourism
markets for the country. In April this
year, 8000 Indian tourists arrived,
representing a17% year-on-year
increase andreaching anew record
for that month. Therearean
estimated 300,000 people of Indian
origin in this country, meaning the
visiting friends and family (VFR)
marketisbig.

Last year there were 113,800 New
Zealand-resident traveller arrivals
from India, according to Stats NZ. This
marked a substantialincrease from
previous periods and set anew
annual record for New Zealand
residentsreturning home or
travelling from India.

Ravishankar says Air New Zealand
isworking with Air India to establish
ajoint venture deal — whererevenue
canbeshared —and provide the
foundations for what could develop
into direct flights by one of the
airlines. Applications would befiled
withregulators in both countriesbut
the assessment process could take
sometime.

Before committing hundreds of
millions of dollars worth of aircraft
and support structures, Air New
Zealand would need to ensure there
was demand from three parts of the
market; VFR, corporate travellersand
theairline’s key premium leisure
segment.

“What we are doing right now with
Air India is working together to build
thatdemand,” he says.

“You don't build that demand after
you launch theroute, youdo it much
ahead of time. Itisreally about
introducing destination New Zealand,
selling the value proposition to the
right segment in a vast market.”

Air New Zealand will put “boots on
the ground” with senior marketing
staff in key parts of India. We'll start
totell the New Zealand story to that
market alot, like Switzerland has
managed todo,” hesays.

The European country was a great
casestudy totry toreplicate.

“They’vereally tapped into the
hearts and minds of that high-end
premium level traveller out of India.”
@ Air New Zealand is a sponsor of the
Herald’s India Business report.

New corridor reshaping global innovation

continued from B12

This continuous engineering cycle is
critical for a business that powers
major international booking engines.
Grafton notes that Serko’s software is
used in approximately 180 countries.
Serko says its systems can onboard
thousands of corporate customers
overnight. Using Al development tal-
ent out of India’s established tech
sector has directly altered how
quickly the company can ship new
outcomes to those global markets.
“Their specialist skills enable us to
go faster in other areas. It's increasing
capacity, but it's increasing velocity,
which means we’re able to produce
more outcomes that matter to cus-
tomers and to our partners at the

same time.” Grafton says this gives
Serko the power to compete differ-
ently on the global stage.

The ability to compete differently

Serko co-
founder and
chief
executive
Darrin
Grafton.

Photo/Dean
Purcell

is what is driving the modern New
Zealand-India relationship. For Serko,
Valocity and Rakon, doing business
in India bears no resemblance to the

old model of delegating repetitive
tasks to a distant workforce. Instead,
they are looking for an expansion of
technical expertise that gets them to
another level.

In Serko’s case it is using advanced
software skills to speed up deploy-
ment. For Valocity it means embed-
ding machine learning directly into
Indian banking systems. In all three
cases it means using local teams that
operate as peers to create new tech-
nology and value.

Integration means that even as
manufacturing or deployment scales
internationally, the central innova-
tion pipeline remains.

As Altug says when discussing
Rakon’s model, expanding in India
does not mean stopping develop-

ment at home. He sees New Zealand
innovation and Indian market depth
reinforcing each other.

With politicians moving to finalise
the free trade agreement legislation,
commercial traffic between Auck-
land and Bengaluru is already well
established.

The businesses making the most
significant gains are not those that
view India as a transactional destina-
tion, but companies using it as a
sophisticated partner that operates at
a scale that cannot be replicated
locally.

For these companies, India is no
longer primarily a source of lower-
cost labour. Instead it has become
part of their product development
and innovation strategies.
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India deal shows the power

of Kiwi business diplomacy

Inside the business
relationships
behind India’s Free
Trade Agreement
with New Zealand

India Business
Andrea Fox

imon Bridges calls it the
“‘mood music” of the India-
New Zealand trade deal rom-
ance.

Katherine Rich says it was “abso-
lutely critical” in encouraging the
politicians to keep at it.

Michael Fox believes it showed
India that New Zealand was thor-
oughly and sincerely invested.

These three business leaders —
among the forefront of those who
championed New Zealand’s success-
ful bid for a free trade agreement
(FTA) with the world’s fastest-grow-
ing economy — are talking about bus-
iness diplomacy.

About how Kiwi business relation-
ship bridge-building underpinned
and provided momentum for a trade
deal conservatively estimated to gen-
erate an additional $1 billion for New
Zealand exports annually over the
next 20 years.

Now before Parliament for appro-
val and expected to be ratified later
this year, the FTA eliminates or
sharply reduces tariffs on 95% of New
Zealand exports to India. Estimated
tariff savings on day one are $43
million, growing to $62m based on
current trade levels.

These savings should rise with the
anticipated growth in trade from the
FTA.

Bridges, chief executive of the
Auckland Business Chamber, a for-
mer National Party leader and Cabi-
net minister and leader of two busi-
ness delegations to India in recent
years, says he’s not talking down the
success of business diplomacy with
his mood music quip.

“It has been very important ... it's
sort of the mood music to the rom-
ance. The main actors in getting a free
trade agreement do tend to be the
government types, but they absolute-
ly need that music, the candles, the
ambience created by businesses go-
ing back and forth, doing the back-
ground work and creating the wider
relationship and atmosphere.”

Noting the uptick in bridge-buil-
ding interactions in recent years
between political leaders of all stripes
and business associations of both
countries, Bridges believes that two
changes have led to a successful
trade negotiation after previous failed
attempts.

“You go back even to John Key’s
time, the positioning by New Zealand
Inc was overly transactional.

“We just wanted a trade agreement
for money,” says Bridges.

“Thatll always be true, if were
being honest. But for India, a country
that historically has been very scep-
tical and hostile around free trade,
they wanted to see what it means in
the wider relationship. In recent times
we've become a bit more sophistic-
ated and subtle as NZ Inc.”

Bridges says that Trade Minister
Todd McClay deserves a lot of credit
for the FTA. “He’s kept pushing and
his personal relationships have been
important.”

It's the mood music to
the romance. The main
actors tend tobe
government types, but
they absolutely need
that music, the candles,
the ambience created by
businesses creating the
wider relationship and
atmosphere.

Simon Bridges.

The second change is geopolitics,
says Bridges. “President Trump, as a
sort of off-handed compliment, de-
serves credit because his having a
few cracks at Indian Prime Minister
Narendra Modi and the Indian Gov-
ernment has forced them to realise
they want other friends all over the
place, even pretty small and, at some
levels, inconsequential ones like New
Zealand.”

BusinessNZ chief executive Kathe-
rine Rich says business diplomacy is
a “very fluid” process.

Businesspeople can say things
government officials can't and, over
the years, deep relationships are built
through trade, she says.

“Business leaders were absolutely
critical to encourage the Government
to keep going. I think there were some
who thought a free trade agreement
with India within a short space of time
was impossible. But politics is always
about dreaming the bigger dream and
having a go,” Rich says.

“When Christopher Luxon, in Op-
position a few years ago, said he was
going to focus on this in his first term,
there were a lot of naysayers.

“But many in the business com-
munity looked at that utterance and
thought, ‘Well, if you have the full
force of government attention and
business really gets behind it, we can
do it”

In April, BusinessNZ and 28 Kiwi
exporters and industry associations
published an open letter calling on all
political parties to back the FTA. “We
were nervous that support was get-
ting a little shaky, hence the reason
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When Christopher
Luxon a few years ago
said he was going to
focus on this in the first
term, there were a lot of
naysayers .. but politics is
always about dreaming
the bigger dream and
having a go.

Katherine Rich

for our Back the Deal campaign,”
recounts Rich. “So often, particularly
in proximity to an election, some
political leaders can see an opportun-
ity for further debate. That's why we
decided to go very public.”

Rich later joined a business dele-
gation that headed to New Delhi for
the signing of the free trade agree-
ment by McClay and his counterpart,
Commerce and Industry Minister
Piyush Goyal, on April 27. She says
years of work by business communi-

ties in both countries and the Indian
community in New Zealand under-
pinned the joint celebration of the
FTA signing that was put together in
less than seven days, such was the
spirit of co-operation.

She says the “very warm” relation-
ship between McClay and Goyal was
noticeable. “In order to get deals of
this kind across the line you have to
have that, a relationship between the
key political leaders.”

Michael Fox — a former chair of
the India New Zealand Business
Council and head of Global public
affairs for Kkiwifruit export heavy-
weight Zespri — led a large business
delegation to India in 2023, which is
said to have ignited new warmth in
India’s attitude to New Zealand.

“‘My view is that New Zealand
succeeds when the Government and
business community work well to-
gether. This is a good example of it,”
says Fox.

He recalls being in India for Zespri
with a Beehive-led business delega-
tion when Covid started sweeping the
world in 2020.

“The Indian side said to us that an

FTA was a long way away. They sort
of said New Zealand’s small and
there’s a huge number of people who
want to deal with India.

“Basically they said, ‘You're not top
of the dance card. Find a way to add
value to India and be clear about the
value you want in return’”

Fox says that encounter sparked
Zespri’s action plan for exporting to
India — a platform for building a
relationship with a co-operation
package that would help Indian
growers lift their production and im-
prove their supply chain.

“The Indian side was really clear
that the kiwifruit discussions helped
make New Zealand relevant and hel-
ped move the free trade agreement
along”

Fox says India sat up and noticed
the 50 strong business delegation in
2023, which included representatives
from five business organisations and
export leaders.

“We found there were real cham-
pions for New Zealand in India.

“Amitabh Kant is a really influen-
tial guy in India — a Prime Minister’s
Scholar who told us to find a way to
add value for India.”

As relationship-building momen-
tum gathered, India took Zespri's
push to facilitate trade seriously
enough to respond by sending senior
ministers and state government
officials to visit New Zealand, Fox
says.

Meanwhile, former Labour Agri-
culture Minister Damien O’Connor
had started the ball rolling by visiting
India; and the India New Zealand
Business Council’s 2023 report calling
on New Zealand to “wake up” to
India’s economic importance proved
to be influential, by offering a coher-
ent strategy, Fox says.

He credits the New Zealand High
Commission in India with making a
significant contribution to the bridge-
building and says the in-country
efforts of private business investors
like dairy farmer Earl Rattray and
Fintech entrepreneur Carmen Vice-
lich, founder of Valocity, should be
recognised.

Rattray, a founder director of
Fonterra with Waikato dairying inter-
ests, started dairy farming in India
using Kiwi technology and systems
more than 15 years ago. He has built
it into a home delivery fresh milk
business, which collects and pro-
cesses milk from thousands of small
Indian farmers.

“India hasn't got a significant dairy
industry despite being the largest
milk producer in the world. A lot of
milk production is still informal. India
is in the early stages of an evolution-
ary phase in its dairy industry,” says
Rattray.

‘I wasn't alone in investing over
there, a few Kiwis have.

“You could see a modern econom-
ic miracle unfolding in front of our
eyes — and New Zealand was no-
where to be seen. I was frankly
embarrassed we’'d had only four
prime ministerial visits there in 50
years.

“India’s economy is rapidly
transitioning from a lot of informal,
unregulated business activity that is
maturing very rapidly, with incred-
ibly big challenges facing it around
infrastructure and being able to man-
age it with the scale of the population.

“But they are doing it very, very
quickly. This is an economic growth
story where if you're not there, you
miss out.

“It's one of the few places in the
world where you still have a ground
floor opportunity of establishing a
brand.”

So, with the proviso that the FTA

continued on B15
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L abour laid the grounawork, now
the Government must deliver

India FTA opens doors but challenges ahead for New Zealand exporters, says Labour’'s Damien O’Connor

rime Minister Modji’s visit to

New Zealand thismonthis

amoment worth pausing on

—thefirst visitby an Indian
Prime Minister in four decades. That
alone tells you how slowly this
relationship has moved,and how
much work it takes to shift it.

WhenItookonthe Tradeand
Export Growth portfolioin 2020,
India was the market everyone called
full of potential. The problem with
potentialis that it doesn’t put product
onships. Labour made a deliberate
decision toreprioritise India and back
it with our time, not just our rhetoric.

Covid closed the world’sborders
for two years, but the moment travel
reopened we moved hard: four
ministerial visits, two of mine to New
Delhiin asingle year, and the largest
business delegation New Zealand had
ever sent. That kind of sustained
effort doesn’t show upinapress
release, butitishow you earn trust
inamarket this complex.

TheFTA signed in April does open
doors. More than half of our exports
become duty-free from day one,
rising to over 80% over time. Sheep
meat, wool, forestry and seafood now
have genuine access where Indian
tariffs had shut us out.

Labour supported the enabling
legislation because that access
mattersto exporters, workers and
their regions. This is progress,and we
won'’t pretend otherwise.

Butbusinesses would be wise to
goin with their eyes open. The $33
billion investment target is, to put it
charitably, ambitious.

India has signalled it will enforce
aclawback if that target is missed
over 15 years, meaning access gains
in apples, honey and kiwifruit could
be unilaterally reversed. An unusual
and concerning precedent, one that
reflectsanegotiation treated asan
election promise rather than the
national interest.

Christopher Luxon’s 2023 debate
promisetodeliver an FTA createda
political deadline at odds with the
patience these agreementsrequire.
The UK took more than three years.

writes Damien O'Connor.

What happens next
depends on whether
both sides approach this
relationship with the
patience and seriousness
it demands.

Damien O’'Connor

Prime Mter Modi’s visit deserves to be treated as the continuaon of along diplomatic effort, not its conclusion,

Rushing to save facerarely delivers
thebest outcome, and dairy, our
single biggest export, gained very
little.

Thisis where Labour’sapproach
differs. A trade deal has to deliver for
all New Zealanders, not just for the
announcement. Agreements must lift
wages and regions, protect our right
toregulate, hold theline onlabour
and environmental standards, and
keep faith with the clean, high-value
brand our exporterstrade on.

None of this diminishes the
opportunity. India is the world’s most
populous country and one of its
fastest-growing economies, and its

Photo / Marty Melville

middle classis hungry for the safe,
high-quality food we produce.

But the greatest growth lies
beyond primary exports: education,
agritech, environmental and climate
technology, science, and theliving
bridge of New Zealand’s Indian
community.

In government, Labour would
invest in these deliberately:research
and education partnerships, climate-
tech and agritech collaboration
where welead, consistent ministerial
engagement over deadline-driven set
pieces,and a diaspora treated as
partners,notalineinaspeech.

The Government could startby

A nodto
OConnor

India’s Commerce and Industry
Minister Piyush Goyal went out of
his way to acknowledge former
Trade Minister Damien O’Connor at
the FTA signing, underlining the
personal relationships
underpinning the new agreement.
“Damien O’Connorisavery dear
friend. We worked together for
nearly five and a half, six years,and
its great to have him back inIndia
after many years.”

It serves asareminder that New
Zealand’'s new FTA with India builds
on groundwork laid over several
years, including O’Connor’s tenure,
and signals continuity in
Wellington’s trade engagement
with New Delhi — evenas
ministerial portfolios change.

clearing up the mixed signals from
within the Coalition over the
immigration commitments in this
deal. Contradictory accounts from
ministers weeks before Prime
Minister Modi arrives do nothing for
thetrust this relationship depends on,
and need resolving plainly, before the
visitrather than after.

Prime Minister Modi’s visit
deservestobetreated asthe
continuation of along diplomatic
effort, notits conclusion.

Labour laid the groundwork. The
FTA hasopened some doors. What
happens next depends on whether
both sides approach this relationship
with the patience and seriousness it
demands. Thatis the work Labour is
committed to,and the work that
finally turns potential into product on
ships.

@ Damien O’Connor is Labour’s
Spokesperson for Trade and Export
Growth

India deal shows the power of Kiwi business diplomacy

continued from B14

has still to be ratified, where to from
here for business diplomacy with
India?

Bridges says business diplomacy
will be more important than ever.

“More important actually than
anything, because now we're moving
from the ‘why’ to the how’.

“The why is very clear — the hund-
reds of millions of middle-class peo-
ple in the world’s third biggest econ-
omy, an emerging superpower.

“But the how is much more diffi-
cult. The Government’s going to need
business associations and the larger
companies to put in quite a lot of
effort. That means thinking deeply
and acting cleverly. Which sub-sector
within a state is right? Who are the
partners that will help? You're going
toneed trusted advisory services you
can rely on before you leave, while
youre going and when you're there.”

Bridges says without strong busi-
ness associations on both sides,
there's a danger the FTA becomes a
deal whose success is limited to just
a handful of traders.

Done well, the FTA could be a
success story for SMEs, he says.

Rich says building business re-
lationships is a marathon, not a sprint.
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They said, you're not top
of the dance card. Find a
way to add value to India
and be clear about the
value you want in return.
Michael Fox

“It requires an ongoing commit-
ment to building that relationship,
showing up to delegations, promoting
the opportunities, reminding com-
panies to put India in their export
strategies. It's a long-term play.

“With ratification, the work does
not stop. The Government signs the
deals — it’s the business community
that brings them to life.”

A farming model

Earl Rattray formed a farming
company in 2012, along with three
India-based IT professionals, all keen
to make commercial farming work.
It's atropical confinement farming
model on leased land among the
paddy fields on the outskirts of the
Delhi capital region. The farm carries
around 380 dairy cattle, withan
average 200 lactating cows
producing milk across the full year,
atvery similar yields to New Zealand.

A growing direct-to-home milk
and fresh dairy delivery business
evolved, similar to the old milkman
model NZ had here inthe past. “We
have a small processing and packing
plant. This business has been able to
scale by co-operating with other
dedicated farmers and village milk
collection centres,” Rattray says.

A growing B2B business has also
achieved traction, supplying milk
and cream to bakery, cafeand
confectionery channels. It currently
delivers to 6000 homes and handles
around 10,000 litres per day.

il i

Earl Rattray's farm is breeding
Jersey cross cows, which have
greater heat tolerance in India.

Thefully private sector initiative
now employs around 60 full-time
staff, with more than 150 part-time
deliveryriders.

“We have been able to
successfully blend New Zealand
conceptsandsimpletechintoa
system that works in the local
environment,” he says. “It's stable,
andit'sinteresting—andl'ddoit
again, only faster.”
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NZ should target
productive
migrants to help
with the skills
crunch, saysa
finance leader

Fran O’Sullivan

ong-time Auckland finance
executive Ajay Kumar says
New Zealand risks squander-
ing the benefits of the India-
New Zealand free trade agreement if
it fails to pair the deal with a targeted,
sKills driven immigration strategy.

Kumar, founder and director of
Global Finance, told the Herald he
believes much of the political rhetoric
around Indian migration is “uninfor-
med” and overlooks the growing
need for highly skilled workers.

He says the FTA should be viewed
as a long-term strategic opportunity.
“New Zealand gains access to one of
the world’s largest and fastest-grow-
ing markets, while India gains access
to New Zealand’s products, services
and expertise.

“Combined with carefully targeted
sKilled migration, the agreement has
the potential to support stronger eco-
nomic growth, increased investment
and deeper people-to-people conn-
ections for both countries over the
coming decade. We have been trying
to achieve a trade deal with India for
about two decades.”

Global Finance has been operating
since March 1999 and has arranged

more than $19 billion in loans, ad-
vances and personal risk insurance
policies for Kiwis. Around 90% of its
clients are of Indian origin, including
migrants from India and Fiji; a further
5% are from South Asian and South-
East Asian backgrounds and they are
from many occupations.

“Over the past 27 years in New Zea-
land, we have worked with thou-
sands of migrant families and busi-
ness owners as they establish them-
selves and contribute to New Zea-
land’s economy,” says Kumar.

He says many of the migrants have
achieved home ownership, business
ownership and professional advance-
ment. “Over the last several years, we
have observed increasing accept-
ance and stronger integration of Ind-
ian and Fiji Indian communities with-
in wider New Zealand society.”

Kumar argues migrants who are
qualified, in work and paying tax are
“part of the engine room” of growth,
not a drain on the system. He suggests
more skilled and wealthy migrants
arriving will help expand the New
Zealand economy to ultimately accel-
erate growth towards 5% per year.

“If all Indian migrants suddenly left
New Zealand, many industries would
face significant labour shortages and
service disruptions,” he says. “Essen-
tial sectors including healthcare, tran-
sport, retail, agriculture and small
business would be heavily affected.

“The practical reality is that Indian
migrants have helped New Zealand
grow its economy, maintain services
and address workforce shortages.”

Kumar points to the health sector
as the clearest example of where New
Zealand’s domestic training pipeline
cannot keep up with demand.

New Zealand faces long waitlists,
high healthcare costs and shortages

Combined with carefully
targeted skilled
migration, the agreement
has the potential to
support stronger
economic growth,
increased investment
and deeper people-to-

people connections
Ajay Kumar

of doctors, nurses and technical staff.
Kumar believes it is unrealistic to
expect the system to train enough
doctors, nurses, radiographers, ultra-
sound technicians and specialist IT/
Al professionals in the short term.
He points out, New Zealand also
faces infrastructure constraints, in-
cluding a shortage of big and private
hospitals able to provide most medi-
cal facilities 24 hours 7 days a week.
India, he notes, produces large
numbers of English speaking medical

and technical graduates every year,
many already working to interna-
tional standards.

“We can't produce overnight doc-
tors, nurses, Al engineers or pro-
fessors in New Zealand,” he says.

“We have to import them — and
India is one of the few countries that
can supply at scale.”

He contrasts the cost of procedu-
res such as heart stent operations in
New Zealand with much lower prices
in India, attributing the gap largely to
India’s greater supply of trained medi-
cal staff and facilities.

“Private medical and dental proce-
dures in New Zealand can often cost
between five and 10 times more than
equivalent treatments in India with
same quality or even better quality
available in certain hospitals in India.

“In addition, access can be a chal-
lenge. Even when patients are willing
to pay privately, diagnostic proce-
dures such as MRI scans, CT scans,
ultrasounds and sometimes even
basic X-rays can involve delays. In
India, patients can frequently obtain
appointments, testing and results on
the same day. Medical facilities and
treatments are more quickly avail-
able at affordable cost than New
Zealand. This difference highlights
the growing importance of healthcare
capacity and workforce planning in
New Zealand.”

Pushback onimmigration fears
Kumar is critical of claims the free
trade agreement will trigger unsus-
tainable immigration from the sub-
continent. He believes some of the
commentary is driven by a misunder-
standing of how the agreement works
and a lack of engagement with the
detail.

Kumar says the clients he sees are

navigating New Zealand’s rules, not
seeking to avoid them, and rely on
firms like his to ensure they operate
fully within local laws and regula-
tions.

Occasionally, comments move be-
yond legitimate policy debate and
become unfairly targeted at people
based on ethnicity. “The suggestion
that Indian migrants are somehow a
burden on New Zealand is inconsist-
ent with the on-the-ground reality.
“Indian New Zealanders are business
owners, healthcare professionals,
teachers, transport operators, tax-
payers, homeowners and employers.
They make significant contributions
across virtually every sector of the
New Zealand economy.”

Kumar views India as a “powerful
country” whose relationship with
New Zealand has strategic import-
ance. He says New Zealand stands to
benefit from access to India’s massive
market, while India can gain from
New Zealand’s strengths in agricul-
ture, technology, construction stand-
ards and regulatory systems.

The FTA would also give New
Zealand a major alternative market
to China, he says, though he believes
the full benefits will only emerge over
a long period and with active effort
from businesses and policymakers.

He argues that if the FTA is “imple-
mented sincerely”, it will deliver
‘immense benefit” to New Zealand
through trade, investment and the
flow of skilled people.

For that to happen, he says, the
public debate needs to shift from
fears about numbers to a focus on
skills, contribution and the long-term
shape of New Zealand’s economy and
public services.

@ Global Financeis a sponsor of the
Herald’s India Business report.
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Waikato campus to boost

Waikato University
Is increasing
collaboration with
Indian institutions
to exchange

talent, ideas

and innovation

India Business
Graham
Skellern

he University of Waikato is

planning its second offshore

campus to strengthen ties

and capture opportunities in
the vast Indian market.

Vice-chancellor Professor Neil
Quigley says India has become a
strategic priority because of a “grow-
ing community of Indian students
studying with us, strong and expand-
ing research partnerships, and in-
creasing engagement with Indian uni-
versities and industry”.

He says India is one of the world’s
largest higher education and know-
ledge markets. Combined with recent
policy reforms and the strengthening
relationship between New Zealand
and India, “there is significant poten-
tial to deepen our collaboration
across education and research.

“Many of our relationships globally
go beyond recruitment,” says Quig-
ley. “The importance of brand recog-
nition in markets where we want to
recruit means that developing and
promoting other types of relation-
ships go hand-in-hand with recruit-
ment.

“In India, we already have insti-
tutional partnerships with quality
Indian universities covering student
mobility, research collaboration, pro-
gression pathways and professional
engagement.”

Now, Waikato University wants to
take the relationship one step further
through transnational education and
delivering programmes in another
country.

The university, which has a dedi-
cated recruitment team based here
and in India, currently has 850 Indian
students in Hamilton, mainly post-
graduates studying for master’s de-
grees.

“We limit international students to
25% of the total enrolment. Our inter-
nationals have reached 2800, with
more than a third from India and the
limit has hit around 22%. We have a

education links
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Waikato University signs a memorandum of understanding for research and study with Bennett University, Uttar
Pradesh. From left:: Amanda Malu, Education NZ chief executive; Professor Abhay Bansal, Bennett’s Dean of
International Relations and Corporate Outreach; Prime Minister Christopher Luxon; Professor Neil Quigley, Waikato
Vice-Chancellor; and Senthil Kumar, Bennett’s chief operating officer.

little bit of room to grow international
students but not enough,” says Quig-
ley. “In the past, we've had quite a
concentration of international
students from China but India has
come on strongly as a student force.
India’s population is quite young —
about half of the 14 billion are under
the age of 25 — and more are looking
for educational opportunities.”

Waikato University is talking with
potential joint-venture partners to es-
tablish a campus in two Indian cities.
They are not New Delhi or Mumbai,
is all Quigley would say.

“The partners will provide the
infrastructure and we will provide the
academic programme and staff.
We've got a medical school to build
in Hamilton by early 2028 but I'd like
to think we can have a campus in
India by September 2028.”

Quigley said a five-year plan for
the campus would be to enrol up to
5000 students. “Against the scale in
India, this is a drop in the ocean, but
we will take it sensibly and stick to
the things we are good at.”

Quigley says the branch campus
is a means of providing access to
Waikato degrees for undergraduate
students who primarily wish to study

in India, and also establish relation-
ships with businesses there.

“We can build into our pro-
grammes the outstanding expertise
that exists in India, for example,
India’s leadership in digital payments
can be built into our fintech pro-
gramme.”

Thereis already a campus in China
— the University of Waikato Joint
Institute at Hangzhou City University
delivers three full undergraduate
Waikato degrees: Bachelor of Busi-
ness (Finance) and two Bachelor of
Design programmes, in media and
interface design, approved by China’s
Ministry of Education.

Waikato University also has pro-
grammes running in Vietnam at the
National Economics and Van Lang
Universities in Hanoi and Ho Chi
Minh City. The programme includes
a Bachelor of Business with majors
in digital business and supply chain
management.

“Our partnerships, including India,
give undergraduate students the
chance to do some study in New
Zealand. They may do two years in
India and two years here or one and
three years.” Quigley says.

“Some may want the opportunity

to study in New Zealand for one
semester to see what it’slike, and they
can cross-credit back.”

Waikato University currently has
agreements with 25 Indian partner
institutions, spanning student ex-
change, progression pathways, re-
search collaboration and professional
engagement.

From 2020 to 2025, the Waikato
research collaborations with aca-
demics in India resulted in 135 pub-
lications — more than 40% of them
were in STEM-related subject areas
such as engineering, computer
science, materials science, earth and
planetary sciences and medicine.

Earlier this year Waikato signed
two memorandums of understanding
with Bennett University in the north-
ern state of Uttar Pradesh and Sym-
biosis International (Deemed Uni-
versity) Pune in the western state of
Maharashtra. Symbiosis is renowned
for its multidisciplinary approach and
vibrant learning ecosystem, with
students from 85 different countries.

The partnership will see the de-
velopment of dual and joint degree
programmes, exchange of academic
and scholarly resources, and joint
research initiatives, further enhanc-

Indian students make a strong impact

Arapid growth in numbers has seen
India become the second-largest
source market for international
studentsin New Zealand, after China.
Thereare about 12,000 Indian students
atthe country’s universities,
polytechnics and private training
establishments (PTEs),or 14% of the
international student community.

The Indian numbers nearly doubled
in2023 following the Covid pandemic
and grew another 34%in 2024. The
total international studentsis back to
about 80% of pre-Covid levels.

Popular programmes for the Indian
studentsinclude information

technology, artificial intelligence,
healthcare (hursing), business and
management, agriculture and
engineering.

Indian students are choosing New
Zealand because of:

@ Clear post-study work rights:
There have beenrecent policy
restrictions in traditional destinations,
while New Zealand is now offering
attractive post-study work visas.
Master’sand PhD graduates cansecure
work experience, often with direct
pathways to residency linked to skills
shortages.

@ High-quality education: All New

Zealand’s eight universities
consistently rankin the global top 500
and offer internationally-respected
degrees focused onresearch and real-
world application.

@ Cost-effective alternatives:
Tuition fees and living expenses are
generally more affordable thanin the
United States or Australia, and students
canwork part-timeupto 20 hoursa
week during the semester and full-time
during the holiday breaks to cover
costs.

@ Safety and stability: New
Zealand ranks as one of the safest and
most peaceful countriesin the world,

giving peace of mind to students and
their families.

@® Welcoming multicultural
society: Indian students easily adapt to
the country’s diversity and
inclusiveness. The main cities have
well-established Indian communities,
culturalfestivals and familiar amenities.

The Free Trade Agreement expands
economic, mobility and education
partnerships between the two
countries. Under this agreement, the
temporary employment entry visas
allow for 5000 Indian professionals to
beinNew Zealand atany giventime,
translating to about 1667 visas a year.

ing the global learning experience for
students from both institutions.

Bennett University offers industry-
focused education in engineering,
management, law, media and liberal
arts, all within a high-tech, modern
infrastructure.

This expanded partnership will
provide students with access to inter-
national learning experiences, div-
erse academic perspectives, and en-
hanced career opportunities through
the development of pathway pro-
grammes and immersive short pro-
grammes in India and New Zealand.
The partnerships not only enhance
academic and research outcomes but
create pathways for students to gain
valuable international perspectives
and career opportunities.

Quigley says the long-term re-
search partnerships support business
collaboration and connect industries
with new knowledge and talent.
Alumni of the university are pro-
moters of the bilateral relationship
whether they work in academia, in-
dustry or government.

Those activities contribute to trade
and investment in ways that extend
well beyond the educational sector.
“Universities make a unique contri-
bution because we build relation-
ships between people.

“Every student who studies here,
every researcher who collaborates
with colleagues overseas, and every
graduate who maintains connection
across borders help to create the trust
and understanding that underpin
long-term partnerships.”

He says there is the possibility of
developing a genuine innovation cor-
ridor between New Zealand and India
where students, researchers, entre-
preneurs and companies move bet-
ween countries, creating commercial
and academic opportunities.

“The free trade agreement
strengthens the broader relationship
between New Zealand and India and
creates new avenues for collabora-
tion. Universities have an important
role to play alongside industry in
building those connections.”

He says this is already happening.
The New Zealand Centre at the Indian
Institute of Technology Delhi, involv-
ing all eight New Zealand universities
to promote joint research, has re-
cently launched the Tech Mahindra
Internship programme.

“This gives our PhD students the
opportunity to undertake a fully im-
mersive internship at Tech Mahin-
dra’s Makers Lab in Pune, working
alongside one of India’s leading tech-
nology companies. That’s a good ex-
ample of how an innovation corridor
starts to develop.”

Asked what the relationship with
India would look likein 10 years’ time,
Quigley says: “I would like to see the
University of Waikato recognised as
one of India’s trusted university part-
ners — a thriving community of
Indian students studying with us
either here in New Zealand or on our
programmes in India, strong alumni
networks, joint research programmes
tackling global challenges, and endur-
ing partnerships with Indian universi-
ties, businesses and government.”

Quigley says he’d like to see the
graduates, whether from New Zea-
land or India, working closely toge-
ther. Those are the kinds of partner-
ships that create lasting value for both
countries.

“If, in 10 years, we are undertaking
more joint research, educating stu-
dents both in New Zealand and India,
working more closely with industry
and seeing our graduates contribut-
ing to both economies, I'd consider
that a success.”

@ The University of Waikatoisa
sponsor of the Herald's India Business
report.
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India is our next big trade story
- we must connect by air

Auckland Airport
CEO Carrie
Hurihanganui
calls for direct
India flights to
unlock trade

hen Prime Minister

Christopher Luxon

stood in New Delhiin

Apriland called New
Zealand'snew free trade agreement
withIndia a “onceina generation”
deal, he wasn't overstating it.

For an economy our size, the
chanceto plugintoamarket of 1.4
billion people, on track tobecome the
world’s third largest, doesn’t come
around often. The FTA strips or
reduces tariffs from 95% of our
exports, opens new doors for our
wine, manuka honey, farming and
forestry sectors, and backs it up with
aUS$20billion New Zealand
investment commitment over 15
years.

Itis,by any measure, NZInc atits
most ambitious. However, thereisa
gapinthestory that gets farless
attention than the trade numbers: we
still can’t fly there directly. That
matters more than peoplerealise.

Indiaisnow New Zealand's fifth-
largest international marketby
passenger volume, having overtaken

says Carrie Hurihanganui.

the United Kingdom, and climbed
from10th place justadecade ago. The
India-New Zealand travel corridor
has grown 91% in 10 years, with
378,000 passengers travelling
between the two countriesin the year
to April 2026.

Tourism spend from Indian
visitors hit $229 million in the year
to March, and air cargobetween our
countries was worth $344m, up 14%
onthe year before. Every one of those
passengers and every kilogram of
that cargois currently routed through
someone else’s hub: Singapore, Kuala
Lumpur, Australia or Hong Kong. We
arebuilding a genuinely significant
trade and tourism relationship on the
back of other countries’ aviation
networks.

We still can’t fly to India directly and that

matters more than peoplerealise,

That’s the opportunity andit’s also
the challenge. With strong demand
for travel, the constraint we are facing
is global aircraft availability. Airlines
are clearly interested in thislarge and
fast-growing market. However,
carriers such as Air India and IndiGo
need to wait for delivery of theright
type of aircraft, like the Airbus A350,
before they can credibly fly the route
non-stop. Meanwhile, airlines face
various challenges, including volatile
jetfuel prices, visa friction, and the
closure of Pakistani airspace.

It’'s clear that direct connectivity
won't simply appear because travel
demand issignificant and the trade
caseisstrong.

New Zealand Inc is going toneed
towork hard to stay on theradar of

airlines, because we are competing
with destinations allaround the
world to secure new routes and
services. Thisis exactly the kind of
problem NZ Inc solves best when we
work together.

Auckland Airport has signed a
memorandum of understanding with
Delhi’s Indira Gandhi International
Airport, the busiest airport in India,
with adirect commitment to
supporting non-stop flights between
Delhiand Auckland.

Wealso continue toregularly
engage airlines directly, presenting
business cases, tracking fleet
availability, and making sure
Auckland remains front of mind
when network expansion decisions
aremade.

Atthe sametime, Air New Zealand
and Air Indiahaveagreedtoa
codeshare that will connect Indian
cities (Delhi, Mumbai, Bengaluru and
Chennai) through to Auckland,
Christchurch, Wellington and
Queenstown, with both airlines
targeting direct flights by late 2028.

Weallneed to keep showing up,
alongside the Government, tourism
agencies, exporters and airlines,
because the prize, frankly, is
enormous.

Consider what direct connectivity
would unlock. India delivers demand
atboth ends of our calendar: a festive
peak across November and
December, and a second peak from
March to May, spreading travel more
evenly through the year and helping
fill capacity in the autumn shoulder
when other markets go quiet.

Tourism New Zealand’s market
research says thereare14.7mIndian
travellers who already see New
Zealand as a highly appealing,
affordable holiday destination and
are actively considering a visitin the
next three years. There’'salsoa
thriving community already here:
more than 350,000 Indians now call
New Zealand home, our fastest-
growing migrant population.

With the festive travel corridor
stretching from Diwaliright through
to our summer holidays, it provides
anatural anchor for year-round
demand that VFR (visiting friends and
relatives) traffic from no other market
canmatch.

A non-stop flight between our two
countries would make New Zealand
an even more attractive destination
for high-value Indian visitors,
converting more of those 14.7m
people considering a visitintoactual
visitors to New Zealand.

Interms of cargo, adirect service
would slash transit times for the high-
value, time-sensitive goods we want
to see flowing easily between our two
countries: pharmaceuticals, premium
horticulture, infant formula —all
directly supporting the Government’s
goal of doubling exports by 2035.

The FTA putsthetrade
architecture in place. Now we just
need the connectivity to match the
ambition behind it. That means
continued, co-ordinated engagement
with the airlines best placed to fly this
route, along with smart visa and cost
settings that make New Zealand an
easy “yes”.
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Logistics giant builds a

Mainfreight targets
India’s growing food
and beverage
freight market

Andrea Fox

ew Zealand global logistics

company Mainfreight is

eyeing India’s perishable

food and beverage trans-
port markets as it marks its third year
operating in the worlds fastest-
growing economy.

The NZX-listed company’s manag-
ing director Don Braid says since
establishing in Mumbai in 2023 and
later setting up operations in Delhi
and Chennai, Mainfreight has been
transporting a range of freight, includ-
ing pharmaceuticals and vaccine
shipments, along with major energy
infrastructure such as turbines.

Next it hopes to expand into the
food and beverage markets.

India is Mainfreight’s 27th country
of operation, extending its global net-
work to 330 branches.

On entering India, the company
said the strategic opportunity was
significant.

It was expected to become one of
the world’s largest manufacturing
and export economies; global supply
chains were diversifying beyond
China; Kiwi exporters increasingly
needed logistics support into India;
and Indian companies were expand-
ing globally, requiring integrated
freight, warehousing and customs
solutions.

Don Braid says the strategic opportunity of entering India was significaiﬂ.

Mumbai was chosen as the entry
point because it is India’s leading
international freight hub. The city
serves as Mainfreight's India head-
quarters and gateway for air and
ocean freight.

Braid says the business is growing.
“If we didn't have reins on our local
manager or local leadership, they’d
have us in another 10 or 20 locations.

“But we want to take it a step at
a time and make sure we're profitable
and doing a good job for our cus-
tomers.”

He says the India-New Zealand
FTA has prompted more inquiries
from potential customers but has yet

to generate more freight. “Our view
at all times is that trade is an import-
ant part of the world economy. It's
what makes the world go round.

“Certainly our expansion has been
on the back of customers asking us
to go to different countries and
finding trade opportunities. And of
course, once we'e there, we then get
to explore what might come from
actually being located in the country.

“That’s certainly been the case for
India. We opened with only a very
small amount of trade but we've
managed to grow. Wed like to be
bigger, but it'll come. And we have to
be patient.”

network for expansion

Genuine appetite
for engagement

Indiais one of the world’s largest
and fastest-growing major
economies, and the New Zealand —
India FTA creates a platform for
new opportunities for businessesin
both countries.

Thereal work now is turning that
opportunity into practical,
sustainable growth, says BNZ chief
executive Dan Huggins.

“Having had the privilege of
joining the Prime Minister’s
business mission, itis clear that
India presents a significant
opportunity for our country,” says
Huggins. “Building business in India
will take time, commitment and
strongrelationships.

“Thereis genuine appetite from
Indian businesses to engage with
New Zealand, but we need tobe
clear about where we add value,
understand local conditionsand be
prepared for a complex and highly
competitive market.”

BNZhas had along-standing
strong connection with New
Zealand’s Indian community,
including through the
establishment of Indian community
banking in 2013. Huggins says that
reflects the importance the bank
places on “understanding our
customers and building trusted
relationships with the diverse

Dan Huggins

communities we serve.”

Hesays BNZis committed to
helping grow the social, cultural and
financial wellbeing of New
Zealanders. “Supporting eventslike
Diwali and the Indian Newslink
awardsis one way we acknowledge
the contribution New Zealand’s
Indian community makes to our
economic, cultural and social life.”
@ BNZisasponsor of the Herald’s
India Business report.

Slumberzone’s manufacturing leap
- from Auckland to

Ranjay Sikka

The strategic commercial landscape
between New Zealand and India is
undergoing a profound
transformation.

Drivenby active Free Trade
Agreement (FTA) discussions and the
high-profile New Zealand Prime
Ministerial trade delegation to India
last year, forward-thinking Kiwi
enterprises are successfully
converting diplomatic goodwill into
concrete, high-yield market
expansions.

This evolving trade corridor is
delivering profound, mutual
economic benefits to both nations.

Standing at the absolute forefront
of this commercial awakening is
Slumberzone.

By combining robust domestic
growth within New Zealand with
strategic offshore capital
deployment, the premium bedding
manufacturer hasemergedasa
blueprint for bilateral success —
proudly exporting New Zealand
brand integrity, design innovation,
and international product quality
directly toIndia.

Deepening domestic roots while
broadening global horizons
Established in 2011, Slumberzone has
embedded itself in the New Zealand
mattress niche,anchored by an
expansive network of more than 80
authorisedretailers nationwide.
Rather thanresting onits domestic
laurels, the company isleveraging its
local strength to fund ambitious
international growth.

Central to this strategy isa
comprehensive cross-border

3D model of the
Slumberzone

Ranjay Sikka is director of
Slumberzone NZ

framework. Slumberzoneis
simultaneously planning a state-of-
the-art manufacturinghubin
Auckland to supportits dedicated
Kiwiretail partners, while
establishing a world-class, state-of-
the-art manufacturing facility in
Hyderabad, India.

This dual-expansion model
ensures that New Zealand serves as

the intellectual and brand foundation
for the entire enterprise. By keeping
product design, core values, and strict
quality control grounded in Kiwi
heritage, Slumberzone acts asa proud
partner with India — proving that New
Zealand premium brands can
seamlessly scale into the world’s
fastest-growing consumer wellness
economy without losing thelocal
DNA that made them successfulin
thefirst place.

What makes Slumberzone an
exceptionally potent export brandis
itshard-earned reputation for
breaking the monopoly of legacy
corporate giants.

By introducing the concept of
“affordable luxury”, Slumberzone
proved that world-class orthopaedic
mattress engineering — featuring
independent pocket-spring systems
and thermal-regulating gel-memory
foams — could be delivered without
an exorbitant price tag.

This precise value proposition,
which has disrupted the Kiwibedding

NZ-India trade
corridor in focus

The catalyst: Last year’'s NZ Prime
Ministerial trade delegation and the
free trade agreement frameworks.
Corporate model: Slumberzone
NZ (est.2011) deploying local
investment, brand trust,and tech
blueprints overseas.
Manufacturing blueprint: Twin
expansions viaa new Auckland hub
and aninternational facility in
Hyderabad.

Value proposition: Introducing
New Zealand’s ‘Affordable Luxury’
and strict orthopaedic standards to
Indian consumers.

Core vision: Positioning New
Zealand as a proud, elite
manufacturing and design partner
inIndia’s wellness boom.

@® Slumberzone’sinitial
investmentinIndiais
approximately $30 million.

market, is exactly what Slumberzone
isnow taking to India’s discerning
middle- and upper-class consumers.

Beyond specialised orthopaedic
science, Slumberzone’s market
leadershipisdrivenby an
omnichannel customer lifecycle that
builds unshakable brand loyalty —a
core competency that forms the
operational spine of their new Indian
infrastructure.

Taking the NZbrand to India
Slumberzone’s multimillion-dollar

Hyderabad

investment into a state-of-the-art
facility in Hyderabad represents a
massive step forward for New
Zealand’s export narrative.

Instead of merely licensing its
name, the company is actively
injecting New Zealand capital,
proprietary patent technologies, and
stringent international quality control
protocols directly into thelocal
Indian manufacturing ecosystem.

This strategic integration ensures
that every mattress produced in the
new Hyderabad facility matches the
exact international specifications
demanded by luxury markets
worldwide.

This milestone directly mirrors the
core objectives of last year’s Prime
Ministerial trade delegation: fostering
deep, bilateral collaborations where
New Zealand’s design ingenuity and
elitebrand equity find fertile soil in
India’s massive, dynamic market for
long-term growth.

Theresulting partnershipisa
classic win-win, generating localised
industrial employment and
manufacturing maturity within India,
while also expanding the global
footprint, intellectual property value,
and economic returns of a proud New
Zealand business.

Make no mistake: Slumberzone is
heretostay,and it is onadefinitive
mission tolift New Zealand’s high-
value manufacturing niche to
unprecedented global heights.

By establishing a world-class
manufacturing asset in India,
Slumberzone demonstrates that Kiwi
companies donot have tobe passive
observers of global trade — they can
actively shape it throughbold
investment and uncompromising
standards of product excellence.
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Unlocking the India opportunity —why
preparation and partnership matter

NZ Trade
Commissioner
Graham Rouse
urges Kiwi
businesses to seize
the moment with
the new trade

pact with India

rade hasalwaysbeenat the
heart of New Zealand’s
prosperity. Asasmall nation
atthe edge of the world, our
ability to connect with international
markets underpins jobs, businesses
and economic growth hereathome.
As global markets become more
competitive and uncertain, it has
never been more important for New
Zealand companies to diversify, build
resilience and pursue new
opportunities abroad. India is one of
the most compelling opportunities
availabletoustoday.

The numbers tell part of the story.
Indiaishometo 14 billion people, is
the fastest-growing economy in the
G20 and is projected tobecome the
world’s third-largest economy within
thenextfive years.

Itsrapidly expanding middle class
and growing demand for high-quality
products, specialist services and
innovation make it amarket of
enormous potential for New Zealand
exporters.

That opportunity is already
translating into results. Since 2022,
trade between New Zealand and
India has grown significantly, with
India moving up the ranks of our
trading partners and becoming an
increasingly important destination
for Kiwi exporters. We are seeing
strong momentum across premium
food and beverage, forestry,
manufacturing, technology and
services, demonstrating that India is
no longer simply a future opportunity
—itisamarket delivering results
today.

The New Zealand-India Free Trade
Agreement marks an important
milestone in thisrelationship. Once
fully implemented, it will eliminate or
reduce tariffs on 95% of New Zealand
exports to India, improve market
access, create greater certainty for
businesses and level the playing field
with our competitors.

It has the potential to deliver
significant, long-term commercial
outcomes across key sectors that will
benefit all of New Zealand.

Butatradeagreementisnota
guarantee of success.

One of the biggest misconceptions
about Indiais that marketaccess
aloneis enough. Inreality, India
rewards preparation, patience and
commitment far more than quick
wins. The businesses that succeed are
those willing toinvest timein
understanding the market, building
relationships and adapting their
approach tolocal conditions.

Indiaisnotonemarket.Itisa
diverse, complex and highly dynamic
business environment made up of
multiple states, languages, cultures
andregulatory frameworks. What
works in Mumbai may not workin
Bengaluru. What resonates with
consumers in Delhi may be different
from what succeeds in Hyderabad.
Companies that take the time to
understand these differences,
identify the right opportunities and
target specific regions are far more
likely to achieve sustainable growth.

Strong partnerships are equally
important.

Some of New Zealand’s most

CONVERGENCE STAGE

PANEL DISCUSSION

NEW ZEALAND TRUSTED NATION. GLOBAL TECH. REAL
IMF'A"T FOR INDIA

On the main stage at Convergence India 2026, (left to right): A Convergence India representative; Graham Rouse, New Zealand Trade Commissioner; Sovan

Mandal, CEO of Valocity India and the Middle East; Irfan Jaffer, NZTE Business Development Manager.

successful businesses in India have
spent years building trusted
relationships and establishing alocal
presence. Gallagher Security has
operated in India for three decades.
Rakon has partnered with India’s
space programme for more than 15
years.

As global markets
become more
competitive and
uncertain, it has never
been more important for
New Zealand companies
to diversify, build
resilience and pursue
new opportunities
abroad. India is one of
the most compelling
opportunities available
to us today.

Graham Rouse

Fintech company Valocity has
spent years developing relationships
and local expertise tobecome one of
the standout New Zealand
technology success storiesin the
market.

Their success did not happen
overnight. It was built through

Pavilion at
Convergence
India 2026 in
March, India’s
largest and most
influential
technology
expo.

persistence, partnership and along-
term commitment to the market.

This highlights an important shift
inhow we should think about India.
The opportunity is not simply to sell
more products into the market.
Increasingly, itis about building with
India — forming partnerships,
investing in capability, collaborating
oninnovation and creating value
together. New Zealand brings trusted
products, specialist expertise,
innovation and areputation for
quality. India brings scale, talent,
ambition and demand. Together,
those strengths are highly
complementary.

New Zealand Trade and Enterprise
(NZTE) is helping businesses navigate
thisjourney.

Weare currently supporting more
exporters in India than ever before.
Through our teams in Mumbai, New
Delhi, New Zealand and across our
global network, we help companies
understand market conditions,
identify opportunities, build
capability and connect with potential
partners. NZTEis shining alight on
the path tomarket with our
Iluminate India programme, which

Tofind out more, visit my.nzte.
govt.nz/India or contact
IndiaFTA@nzte.govt.nz

provides market insights, capability-
building webinars, trade activations,
in-market events and commercial
connections.

Earlier this year, inresponse to
growing interest in the market, we
supported New Zealand's first-ever
delegation at Convergence India,
India’s largest and most influential
technology expo.

Later thisyear we'llbeleadinga
New Zealand presence at
MumbaiWood and ProWine Mumbai
—two other highly influential trade
shows. We are working closely with
MFAT, MPI and other government
agenciestoraise New Zealand’s
profileinIndia, open doors and help
businesses to build the relationships
and commercial understanding they
need to succeed.

The message for New Zealand
businesses is simple: start now.

The companies that will benefit
most from the India opportunity are
unlikely tobe the ones waiting for
every detail of the trade agreement
tobe implemented. They willbe the
businesses investing today in market
knowledge, local connections and
trusted partnerships. They will be the
companies willing to learn, adapt and
take along-term view.

Indiarewardsbusinesses that
show up, stay the course and build
relationships. For New Zealand
exporters prepared to do that, the
opportunities are significant. And as
we work towards the goal of growing
our exports and strengthening New
Zealand’s economy, India has the
potential to become one of our most
important commercial relationships
inthe decades ahead.

@ GrahamRouseis NZTE Trade
Commissioner and Consul-General to
India

@ NZTEisasponsor of the Herald’s
India Business Report.
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‘The door is open’: How India and
New Zealand can grow together

Indian agribusiness leaders are coming here to explore innovation opportunities

R India Business
‘ ] Tim McCready
rade agreements open

doors. The New Zealand-

India free trade agreement

has thrown one wide open
—but people stillneed to walk
throughit.

Isaw that first-hand last month,
accompanying 10 of India’s brightest
agribusiness entrepreneurs and
businessleaders during a week-long
visit to New Zealand.

The AsiaNew Zealand
Foundation’s India Entrepreneurship
Initiative (NZIED, now inits second
year, brought the delegation here to
meetbusinesses, researchers and
entrepreneurs across Auckland,
Waikato, and the Bay of Plenty before
culminating at Fieldays.

Delegates included the vice-
president of Tractors and Farm
Equipment (Tafe) one of India’s
largest tractor manufacturers; the
founder of a precision agriculture
platform operating in more than 80
countries; and entrepreneurs
working across Al-driven crop
monitoring, dairy health technology,
climate-smart mechanisation, and
sustainable beekeeping.

Theybrought withthema
sophisticated understanding of how
todeploy technology across
complex, price-sensitive marketsata
scale few New Zealanders have
experienced.

Whatimpressed them

For Vikas Mishra, business director at
Evergreen Innovation Platform —
which scouts and adapts climate
innovations for smallholder farmers
across India — the visit confirmed
something he had long suspected:
that New Zealand’s agricultural edge
liesnotin geography or luck, butin
the quality ofitsinnovation
ecosystem.

“Twas so impressed by the quality
of technology in New Zealand, and in
particular how itis developed and
adopted,” Mishra says. “Innovationis
deeply collaborative, withresearch
institutions, industry and farmers
working closely together.

“Thatlevel of trustand
collaboration is something that
makes New Zealand’s agricultural
ecosystem truly distinctive.”

A visit to the newly-formed
Bioeconomy Science Institute wasa
particular highlight for the delegation.

Mishra was impressed that
producers are involved in developing
new technologies from the outset,
testing and refining innovations
beforethey reach the market.

“Rather than being passive end-
users, they actively participate in
validating innovations, making the
final products far morerelevantand
practical,” he says.

For Pulkit Mittal, vice-president at
Tafe,it was the commercial model
that stood out.

“New Zealand consistently creates
valuebeyond the farm gate,” he says,
citing Zespriand Comvita as
examples of how the country turns
agricultural science into globally
competitive businesses.

“Innovation here is not technology
for technology’s sake, but instead it
is designed to solvereal problems for
growers and producers.”

Fieldays made a strongimpression
too.

Swapnil Jadhav, founder and CEO
of Map My Crop, has attended
agricultural trade shows in more than
25 countries. He called Fieldays one
of thebest he has seen — for the
technology on display, butalso for the
setting, the culture,and the

3

The Asia New Zealand Foundation’s India Entrepreneurship Initiative (NZIEI), now in its second year, brought 10 of
India’s brightest agribusiness entrepreneurs and business leaders to New Zealand to meet businesses, researchers

and entrepreneurs across Auckland, Waikato, and the Bay of Plenty before culminating at Fieldays.

Pulkit Mittal, vice-president at Tafe and Vikas Mishra, business director at Evergreen Innovation Platform.

Innovation here is not
technology for
technology’s sake, but
instead it is designed to
solve real problems for
growers and producers.

Pulkit Mittal

willingness of New Zealand farmers
to engage with new ideas.

Notaone-way relationship
Several memoranda of
understanding were signed during
the visit, with further partnerships
already under negotiation.

Rohan Ursal, who joined last year’s
inaugural delegation, has since
introduced the New Zealand apple

variety Rouge to India, wherean
entire container sold outin asingle
day.

Heisnow importing Royal Gala
through his company and isreceiving
inbound interest from New Zealand
growers seeking Indian buyers.

“This year, we have people
connecting with us —new suppliers
and small growers from New Zealand
trying to seek new markets and new
buyerslike usinIndia,” Ursal says.

Hecreditsboth the FTA and
Rouge’s commercial success for the
growing interest from New Zealand
suppliers.

“Inthe nextfive years,] think we
will see very good growth in this
sector.”

What New Zealand needs to know
But New Zealand would be making
amistakeif it viewed India simply as

an export destination. Both Mishra
and Mittal are clear that the value
runsboth ways.

“The opportunities are significant
because our strengths are highly
complementary,” Mittal says.

“New Zealand brings world-class
expertise in dairy, horticulture,
sustainability and agricultural
science, while India offers scale,
manufacturing capability, digital
innovation and a rapidly growing
agritech ecosystem.”

Mishra sees horticulture
innovation as particularly promising.

He suggests technologies
developed for New Zealand apple
orchards could be adapted for apple
growers in Shimla and Kashmir, or for
orange farmers in Maharashtra.

“The opportunity liesin
developing technologies together
and then adapting deployment

Business
exchange

The Asia New Zealand Foundation
isNew Zealand’s leading provider
of Asiainsights and experiences
that help New Zealanders build
their knowledge, skills and
confidenceto excelin Asia.

The New Zealand India
Entrepreneurship Initiative (NZIEI)
isa business exchange programme
created and delivered by the Asia
New Zealand Foundation that
connects entrepreneurs and
business leaders across New
Zealand and India. Now iniits
second year, the programme has
already produced commercial
partnerships and lasting business
relationships between the two
countries.

Later this year, the Asia New
Zealand Foundation will also take
a delegation of company directors
toSingapore and India — a pilot
programme designed to build the
international competency of New
Zealand’s governance leaders.

models to suit the country’s unique
farming systems,” he says. “Such
collaborations would create solutions
that are globally relevant while
remaininglocally appropriate.”

Thatlocal knowledge matters
more thanmany New Zealand
businessesrealise. Success in India
depends on understandingits
diversity, not treating it as a single
market.

“Each state differs in terms of
regulations, crops, climate, languages,
and marKket structures,” Mishra says.

“A solution that works wellin
Maharashtra may require significant
adaptation before succeedingin
Kerala or Sikkim.”

He sstresses the importance of
working alongside trusted local
institutions: farmer-producer
organisations, co-operatives,and
NGOs with long-standing
relationships in farming
communities.

Mittal is quick to point out that
Indiais more than alarge market. It
isincreasingly a source of innovation,
engineering talent and technology
solutions.

“The greatest opportunities will
come from partnerships and co-
development rather than simply
exporting products,” he says.

The NZIEI programme is designed
tobuild those relationships. Next
year, the Foundation will takea
reciprocal delegation of New Zealand
businesses to India.

When they go, Mishra has some
advice: “Iencourage New Zealand
businesses not to underestimate
Indian farmers,” he says. “They are
remarkably knowledgeable,
entrepreneurial, and practical. They
quickly recognise technologies that
genuinely solve problems — and they
are equally quick toreject those that
donot”

Thefree trade agreement has
created the opportunity. Whether
New Zealand captures it willdepend
onrelationships, trust,and a
willingnessto see India asalong-term
partner rather than just another
export market. The door is open. Now
it'stime to walk throughit.

Tim McCready is the Asia New Zealand
Foundation’s Director of Business and
Entrepreneurship
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Tariffs on 95% of
New Zealand’s
current exports
to India will be
removed or cut

Andrea Fox

referential access to an

Indian middle class soon

expected to outnumber the

population of the European
Union is a prize from the India-New
Zealand Free Trade Agreement that
has Kiwi agribusiness buzzing.

The FTA, now before Parliament
for approval and expected to be rati-
fied later this year, will mean 95% of
New Zealand’s current exports to the
world’s fastest-growing economy will
be tariff-free or have sharply reduced
tariffs.

Tariffs will be fully eliminated im-
mediately on day one for more than
half New Zealand exports and for
more than 80% once the FTA is fully
phased in.

The average tariff applied to our
current exports will drop sharply to
3%. Estimated tariff savings on day
one will be $43 million, growing to
$62m based on current trade levels,
likely to rise with anticipated growth
in trade resulting from the deal

Trade and Investment Minister
Todd McClay says early estimates
suggest the agreement could gener-
ate an additional $1 billion in exports
annually over the next 20 years.

Despite India being one of the
largest economies in the world, it is
only New Zealand’s 11th biggest goods
and services export market — total
exports to India earned $2.03b in the
year to December 2025. So the oppor-
tunities offered to build that trade are
significant — particularly for some of
New Zealand’s economic cornerstone
primary industries.

For kiwifruit and apples exports in
particular, it is a landmark deal

Despite India being one
of the largest economies
in the world, itis only
New Zealand's 11th
biggest goods and
services export market .

The two export sectors gain valu-
able new quota access, with volumes
starting well above average recent
trade and growing.

New Zealand is the first country to
secure preferential access for apples
in any Indian FTA and the first kiwi-
fruit exporter to secure tariff-free
access plus a 50% tariff reduction
outside quota.

The deal also won phased tariff

A P

elimination on other horticultural
products, including cherries, avo-
cados, blueberries and persimmons.

Tariffs will be removed immedi-
ately on sheep meat and wool, while
tariffs on New Zealand’s key fish and
seafood exports will be phased out
over seven years.

For forestry — a major export to
India — more than 95% of exports will
be able to enter tariff-free immedi-
ately from entry, with tariffs on
almost all our existing trade phased
out over seven years.

Tariffs on New Zealand wine are
reduced by 66-83% over 10 years
from entry into force, with any fur-
ther improvements to other India
FTA partners to be extended to New
Zealand.

Tariffs on manuka honey are cut
by 75% over five years, making New

Zealand the first country to secure
preferential access for honey in any
Indian FTA.

For the dairy export sector, tariffs
on bulk infant formula and other
dairy-based preparations and pep-
tones, a dairy-based product, are
phased out over seven years. Tariffs
for albumins, a milk protein product,
are halved within a quota covering
average recent trade.

For dairy, the agreement includes
a commitment to implement a dedi-
cated fast-track mechanism to facili-
tate the supply of New Zealand pro-
ducts duty-free to India for further
manufacturing and export. This
includes dairy ingredients and ac-
cording to the Government, opens a
door for greater collaboration and
creates new opportunities for Kiwi
exporters in India’s supply chains —

Landmark deal opens doors
for fruit and wine growers

New Zealand’s
delegation to
the India-NZ
free trade
agreement
signing
ceremony April
27,2026.

including into India’s growing num-
ber of FTA partners. India has also
committed that should it offer dairy
access to comparable countries in
future, it will consult with New Zea-
land on the potential to extend similar
treatment to this country.

As well as providing key exporters
with significant tariff reductions, the
Government says the FTA opens new
access to India’s middle class, expec-
ted within five years to be a larger
market than the population of the EU
or Southeast Asian nations.

It also provides New Zealand
exporters with a more level playing
field with key competitors that
already have FTAs or other advan-
tages with India, including Australia,
UK and Chile, and offers greater op-
portunity for Kiwi exports to diversify
and grow.

MPI backing NZ exporters to tap growth

Diana Reaich

Therecent signing of the India-New
Zealand Free Trade Agreement
marks a substantial step forward for
both countries by opening significant
trade opportunities.

MPI staff were at the negotiating
table and worked closely with the
Ministry of Foreign Affairs & Trade
tosecure arange of food and fibre
sector outcomes, including reduced
tariffs and improved market access
for key productsincluding lamb,
wool, most forestry products,
kiwifruit, apples and other
horticultural products, seafood,
manuka honey, bulk infant formula,
and wine.

Tapping into growing demand
Indiais set tobecome the world’s
third-largest economy by 2030, with
an estimated market value of US$7
trillion.

A growing middle class means
demand is increasing for high-quality
food and agricultural products,
presenting alargely untapped
opportunity for Kiwi exporters —both
those seeking to expand their
presence in India and first-time
exporters.

Indiaisanimportant market that
rewards exporters who take the
time to understand its diversity and
build genuine, long-term
partnerships.

m—y

Diana Reaich, Associate Deputy Director-General Trade & International
Relations for the Ministry for Primary Industries (MPI), says her ministry is
supporting Kiwi exporters to capitalise on the recently signed Free Trade
Agreement (FTA) with India and grow exports.

MPI is laser-focused on
playing our part to
further strengthen

relationships.

Diana Reaich

Building on strong foundations
New Zealand’s expertisein
agriculture and food production is
globally recognised, and highly
valued by trading partners, including
India. We also share alot in common.
For example, we value our farmers
and growers and the important role
they play in driving our economies
and we each have a strong history

of developing innovative co-
operatives and businesses.

New Zealand and India also bring
complementary strengths. Our
experience in animal health, genetics,
and pasture systems, and India’s
scale, innovation, and cooperative
ecosystem can support capability
growth onbothsides.

Both countries sharealong-
standing agricultural partnership
built on collaboration, knowledge
sharing, and mutual benefit. This co-
operation was vital in securing the
FTA —it enables further development
of important government-to-
governmentrelationships and
stronger industry links, bringing
benefits and opportunities toboth
sides.

Strengthening mutual expertise
Building on this foundation, the FTA
establishes the Agriculture
Productivity Partnership (APP) to
deepen co-operation and support
practical, long-term collaboration
between our industries.

The APPlays a framework for joint
projects that deliver tangible benefits
for producers and consumers in both
markets. For example, our counter-
seasonal climates enable year-round
supply and sustained demand for
horticultural products that
strengthenresilience across supply
chains.

Through the APP, New Zealand

and India are reinforcing our shared
commitment toboosting agricultural
productivity,innovation,and
sustainable growth across a range of
sectors.

A co-operation programme for
kiwifruit, developed in partnership
withindustry,is already under way
and hasbeen warmly welcomed by
India. Work is under way to progress
similar programmes in apples and
honey.

These five-year programmes will
helpboost technical expertise
through activities such as workshops
and coordinating grower visits.
They’llalso help build stronger trust
ineach other’s systems.

Adviceis closeathand

MPI is committed to supporting Kiwi
exporters to succeed in India. Our
Exporter Help team hasrecently
published an “Exporting Food and
FibretoIndia” guide on the MPI
website to help businesses navigate
key exporting requirements.

Exporter Help can also provide
advice onarange of topics, including
export certification, overseas market
requirements, and relevant New
Zealand exportregulations and
standards.

MPIislaser-focused on playing our
part to further strengthen
relationships with India, boost trade,
and support Kiwibusinesses to
succeed in this vital market.
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Climate for mutual co-operation

Zespri hails India
free trade deal as
gateway to top-five
export market

Andrea Fox

he India-New Zealand Free

Trade Agreement (FTA) puts

India on track to become

New Zealand’s fifth most im-
portant kiwifruit export market, says
Zespri chief executive Jason Te
Brake.

Zespri, which markets and sells
most of this country’s multibillion-
dollar export kiwifruit crop, was a
major influencer in the successful
trade deal negotiations, having set the
groundwork in recent years for the
mutual co-operation model India was
said to be looking for in a trade
agreement.

The grower-owned horticulture
export sector leader has been sup-
porting Indian kiwifruit orchardists to
lift their productivity and perform-
ance, establishing centres of excel-
lenceinIndiain abid toraise the over-
all quality and consumer perception
of kiwfruit when it hits the Indian
market in New Zealand’s off-season.

It's “a rising tide lifts all boats” strat-
egy that paid big dividends at the neg-
otiating table where New Zealand be-
came the first kiwifruit exporter to
secure tariff-free access and a 50%
tariff reduction outside quota.

Te Brake says the concessions
transform India from “a below-

“_.."t ¥
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India is on track to become New Zealand’s fifth most important kiwifruit
export market, says Zespri chief executive Jason Te Brake.

average, low returns market to an
average and above-average market.
“Opportunity-wise, were looking
at 14 billion people and, if you even
just met 5% of that market, youre
talking about 70 or 80 million people.
So there’s big opportunity in terms of
being able to grow India to our fifth
biggest market after Europe, China,
Japan and the US.
“It's probably a 10-year journey to
get there, it won't be immediate.”
The FTA removes the 33% tariff on
up to 15,000 tonnes of kiwifruit per
year, with all volume on top of that
subject to a reduced tariff of 16.5%.
Zespri sales into India have been

heavily constrained by the tariff that
cost New Zealand growers $9m on
$27m of sales last season.

Zespri sold around 7200 tonnes
into India this year — 50% SunGold
variety and 50% green or Hayward
fruit. Te Brake expects that volume
to more than double in five years and
SunGold to make up 70-75% of
shipments.

The marketer, which has the statu-
tory right to export all New Zealand
kiwifruit except to Australia, also has
contracted growers in other coun-
tries, and achieved global sales nudg-
ing $6 billion last season. New Zea-
land fruit sales earned $35b of this.

Te Brake says the company is not
currently planning to source or pro-
cure fruit from growers in India.

“There are a few concerns around
IP protection and until we had com-
fort around that we wouldn't be look-
ing at that.

“For usit's more around the invest-
ment we'd make around stronger
marketing, building more demand
and more long-term partnerships
with some of our distribution part-
ners so they can get a stronger cool
chain infrastructure.

“It gives us more certainty to invest
for building demand and supply
chain infrastructure that will give us
a better quality in the market.”

Protecting Zespri’s intellectual pro-
perty will require government-to-
government discussions to enforce
and control plant variety rights, he
says.

Serious issues with rogue growing
of Zespri-developed fruit in China
have been easing with stricter en-
forcement of plant variety rights by
officials there.

“We would want to see similar
movements by India in the future to
give us comfort.”

Te Brake says there’s already quite
strong brand recognition of Zespri in
the Indian market.

“People have an affinity for Zespri
and for SunGold kiwifruit. So there’s
quite a latent demand there that we
would be able to build into.”

But there are challenges, he says,
with supply chain infrastructure the
biggest.

Direct shipping from New Zealand
to India is needed; currently fruit
must be transhipped through Singa-
pore.

When Zespri confronted direct
shipping problems when launching
its growing US market, it chartered
vessels.

Te Brake says doing that for India
trade is probably three years off.

“It's about having to build the de-
mand to be able to build the supply
chain in behind it. But that’s what
we'd look at in future”

The next challenge is cool chain
infrastructure once the fruit lands in
India.

“At the moment youre dealing
with 45-degree temperatures and
80% of our fruit is being sold in stalls
on the side of the road in blistering
heat, with no cool chain behind it.

“That’s not great for quality per-
formance, so it's where we need to
be investing more in the channels to
get to market, using more modern
retail means.”

On Zespri's collaborative work
with Indian growers and any con-
cerns it risks turning them into com-
petitors, Te Brake says the aim is to
support Indian orchardists to pro-
duce better counter-seasonal fruit, of
more consistent quality.

“Our fruit sells from April through
to October and then they harvest
their crop in October. We don’t want
to be trying to push the value up in
our selling season and then find the
local product ends up diminishing the
entire value because of poor perform-
ance or that it’s not a great consumer
experience.”

The orchard support work in India
is overseen by Crown agency the
Bioeconomy Science Institute and
funded out of Zespri grower returns.
@ Zespriisasponsorofthe Herald’s
India Business Report.
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Deal is set to to sweeten
market for manuka honey

Fran O’Sullivan

ndia could become a top market

for New Zealand manuka honey

within five years and provide a

cornerstone on which the indus-
try can grow sustainably. That's the
forecast by Manuka Collective chief
executive Sean Goodwin.

The bilateral trade deal with India
will mean tariffs on manuka honey
above the value of US$30/kg are red-
uced from the current 66% to 16.5%
over a five-year period.

At the same time, there is a 200
tonne per annum quota for manuka
honey valued between US$20/kg and
US$30/kg that will receive the same
tariff reduction.

Total Kiwi honey exports to India
are now only five tonnes per annum,
realising approximately $110,000.

Goodwin estimates that within five
years this could be up to 1000 tonnes,
which would be around NZ$50 mill-
ion annually, assuming it included
the 200-tonne quota of slightly lower-
value honey.

“That market, of course, is poten-
tially lucrative, with India’s middle
class expected to number over 700
million people by 2030.”

India is the world’s fourth-largest
honey producer and until now has
never given any concessions for
honey in other trade agreements.

“The key point — and potentially
the reason behind India’s willingness
to provide this concession — is that
higher value manuka honey can pot-
entially bring both health and econo-
mic benefits to India,” says Goodwin.

“The former, by building natural
immunity in human and animal pop-
ulations and the latter through part-
nerships with New Zealand suppliers
to manufacture and distribute phar-
maceutical/medical products using
manuka honey.”

At atime when Australia is seeking
improvements to its own bilateral
agreement, he says the fact that the
Kiwi deal recognises the NZ Ministry
of Primary Industries’ definition of
manuka honey is very important.

“This will be the official standard,

Total Kiwi honey exports to India are currently only five tonnes per annum
Sean Goodwin estimates that within five years this could be up to 1000
tonnes.

one that Australian suppliers are un-
able to replicate, and it provides a
strong first-mover advantage for New

Zealand in the market”
Goodwin adds India has the poten-
tial to import up to 1000 tonnes per

annum within a short time frame,
which would put it in the top three
markets and add 10% to total New
Zealand manuka honey exports.
Given that this will come in a higher
value range (@above US$30/kg), it will
lift returns per Kilo and per hive, and
hopefully allow the sector to broaden
supply.

“The focus is on higher-grade
honey and it’'s clear that the Indian
Government wants to protect against
flooding the market with cheap pro-
duct. The quota is for a slightly lower

This will be the official
standard, one that
Australian suppliers are
unable to replicate, and it
provides a strong first-
mover advantage for
New Zealand in the
market.

Sean Goodwin

value, and that is important to help
seed the market.”

The FTA also requires a commit-
ment for New Zealand to assist in the
development of India’s honey indus-
try through targeted programmes,
and advancing co-operation on re-
search, quality assurance, and market
development.

“This initiative is particularly im-
portant to Prime Minister Modi, who
implemented a ‘Sweet Revolution’
programme administered by the In-
dian National Beekeeping and Honey
Mission, “ says Goodwin.

The programme could potentially
see the establishment of research
centres, aimed at boosting produc-
tivity through better disease manage-
ment, as well as improving training
and certification of testing for honey-
related bee products.

A key goal is to help improve rural
outcomes, by lifting incomes of the
small enterprises that typically oper-
ate hives in India.

Meat deal puts New Zealand on a level playing field

The FTA’s immediate elimination of
a 30% tariff on New Zealand sheep
meat exports to India opens a pre-
viously closed door to a promising
long-term market, says the meat in-
dustry.

The Meat Industry Association in
its submissions to the Parliamentary

select committee considering the
FTA said the tariff made it “commer-
cially impossible” to compete in India.

The deal puts New Zealand on a
level playing field with Australia for
sheepmeat exports to India.

The FTA is expected to be ratified
later this year.

It also immediately removes tariffs
on New Zealand wool exports to
India.

In 2025, the total value of New
Zealand meat exports to India was
small compared to its major markets.

Out of $476.5 million in total mer-
chandise exports to India, the

combined value of all New Zealand
meat exports accounted for less than
$15m.

While the current meat export
share to India is modest, the New
Zealand red meat sector says it an-
ticipates significant market growth.

— Andrea Fox

Forestry
iIndustry
hails India
trade boost

Andrea Fox

One of the biggest winners from
the New Zealand-Indiafree trade
dealis the forestry industry, with
wood and wood products already
New Zealand’s largest goods
exporttolIndia.

More than 95% of forestry and
wood products exports to India will
be tariff-free immediately the free
trade agreement goes into effect.
Nearly all remaining tariffs will be
eliminated over the following
sevenyears.

Wood exports to India earned
$134 million last year.

These returns are a strong base
to build from, says the New Zealand
Forest Owners Association.
Improved access to one of the
world’s fastest-growing economies
offers forest owners, wood
processors and exporters greater
confidencetoinvest, grow trade
and support jobs across the
forestry supply chain.

Forestry investment specialist
Roger Dickie says the FTA’s
forestry package represents “a
material tailwind” for the sector.

“Atits core, the agreement
materially improves market access
atatime whendiversification and
value upliftare critical to long-term
returns,” the company says. “This
is ameaningful structural shift that
reduces friction at the border and
immediately improves the compe-
titiveness of New Zealand timber
andfibrein one of the world’s fast-
est-growing economies.”

Equally important are the non-
tariff benefits, it says. “Streamlined
customs processes and clearer
regulatory frameworks should
reduce delays and improve
delivery certainty, both critical
factors for exporters working in
tight-margin environments.

“The agreement also opens the
door for deeper collaborationin
forestry research, educationand
sustainable practices, supporting
productivity gains over time.”

NZ Forest Managers chairman
Jonathan Cameron says the key
thingis that the agreement puts
New Zealand back onalevel
playing field with Australia.

“New Zealand used to have the
lion’s share of pine —a $200m
market.

“Australia has claimed that,and
withits FTA, has growna $600m
market.”

The FTA means New Zealand
can now claim back lost gains.
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Pact opens premium apple
market for Kiwi orchards

Apple exporters
score first-ever
India FTA win,
halving import
tariffs, writes
Andrea Fox

ew Zealand’s apple export

industry has two reasons to

break out the bubbles over

the India-New Zealand Free
Trade Agreement.

Not only is New Zealand the first
country to secure preferential access
for apples in any Indian FTA, the
industry didn’t think apples would get
to the negotiating table at all, says
New Zealand Apples and Pears chief
executive Danielle Adsett.

While she credits everyone in the
sector from growers to scientists and
the “very, very hard work” of the
Ministry for Foreign Affairs and Trade
for the achievement, trade officials
say Adsett herself was a major driver
after years of groundwork as former
market access manager for the
industry-good organisation.

The trade deal, expected to be
ratified later this year, reduces India’s
50% tariff on New Zealand apples to
25% and grows import quota, with a
32,500 tonnes starting point rising to
45,000 tonnes annually.

New Zealand exported 20,000 ton-
nes of apples to India in 2025, valued
at $81 million. India is its second
biggest market after China.

New Zealand’s total apple exports
to all countries earned $1.8 billion last
year.

“It certainly allows us to put more
money back in the pockets of growers
but I think for us, this is more about
what the relationship between New

Andrea Fox

New Zealand's $27 billion dairy ex-
port sector has given a mixed recep-
tion to its treatment in the India-New
Zealand Free Trade Agreement.

Export heavyweight Fonterra says
it's “disappointing that negotiations
were unable to secure any significant
new core dairy access opportunities
for New Zealand into the Indian dairy
market”.

DCANZ, the organisation repre-
senting the country’s dairy com-
panies, says the opportunities secu-
red for dairy to date are “limited”.

Executive director Kimberly Crew-
ther says the FTA’s dairy package
covers only three tariff lines — about
3.8% of New Zealand’s current global
dairy trade by value.

But the country’s second-largest
dairy exporter, Open Country, is look-
ing on the brighter side, saying the
FTA is an opportunity that “keeps us
in the tent”.

Chairman Laurie Margrain says
while there is no material upside for
the dairy industry, that was hardly
unexpected. “Having the agreement
allows greater opportunities to de-
velop relationships with that market,
to demonstrate our capacity to bene-
fit both countries over time and to
improve each country’s understand-
ing of how each of us operate.

“The view we take is that further
progress in dairy to India will occur
over time with the agreement in
place. Progress would be measurably

Shane Kingston

more difficult were we not to have
the agreement.”

Fonterra, in a statement attributed
to Simon Tucker, Group Director Glo-

Zealand and India looks like and what
any future concessions might look
like, depending obviously on the de-
livery of the action plan,” Adsett says.

“Yes, we're probably constrained
on growth from a quota point of view
but were looking long-term. We don’t
take a short-term view on a market
like India.”

The Kiwi apple industry won
points with Indian negotiators for its
technical knowledge transfer work
with Indian orchardists dating back
to the early 1990s.

Then, when the World Bank pic-
ked up the funding for advising
Indian orchardists after 2015 India-
New Zealand FTA talks failed, the
Kiwi industry saw an opportunity “to
continue to build and strengthen the

Open Country
Dairy chairman
Laurie Margrain
says having the
agreement allows
greater
opportunities to
develop
relationships with
that market.

bal External Affairs, says the farmer-
owned dairy co-operative acknow-
ledges the “considerable” efforts of
trade minister Todd McClay and offi-

From day-
dot you
build to

show
youre
willing, to
build your
reputation
in terms of
v technical
R knowledge.

Danielle Adsett

N e

relationship so it's not just trans-
actional”, Adsett says.

“Relationships are everything. You
don't just show up with your hand
out asking for something. From day-
dot you build to show you'e willing,
to build your reputation in terms of
technical knowledge. We've hosted a
lot of Indian growers back in New
Zealand as well.

“We were part of the 2015 talks
with the Government and we've been
part of these ones. We didn't think we
would get apples on the table at all.”

That’s because a lot of apples are
grown in India.

“It’s culturally important, therefore
it's sensitive. You've got people in
rural areas who can't grow any other
crops,” Adsett says.

Further progress in dairy to India will
occur over time with the agreement in
place. Progress would be measurably
more difficult were we not to have the

agreement,
Laurie Margrain

cials on behalf of dairy.

While the outcome for dairy was
disappointing, Tucker says it wasn't
a surprise given India’s long-standing
sensitivities in relation to its dairy
market. India is the largest milk pro-
ducer in the world, mostly from small
and marginal farmers with one to five
COWS.

Fonterra welcomed the positive
outcomes for other sectors under the
FTA, expected to deliver benefits
back to the wider New Zealand econ-
omy. Tucker says Fonterra will con-
tinue to work with the Government
on how best to utilise the FTA pro-
visions relevant to dairy.

The Government says under the
FTA for dairy, tariffs on bulk infant
formula and other dairy-based prep-
arations, and peptones (a dairy-based
product) will be phased out over
seven years.

Tariffs for albumins, a milk protein
product, are halved within a quota
covering average recent trade.

The FTA includes a commitment
to implement a dedicated fast-track

NZX-listed fruit grower and ex-
porter T&G Global is also counting on
the FTA to build on recent years of
investment in varieties and market
development.

T&G Apples managing director
Shane Kingston says the concessions
provide “a significant opportunity” for
New Zealand.

“It definitely gives us the opportun-
ity build on what we've already been
doing, building high value demand
and providing premium apples.

“We believe the premium apple
category at the moment is worth over
a US$1b ($1.76b) in India. So were
looking forward to this FTA further
unlocking opportunity and access for
us.”

The current 50% tariff means
T&G's work has so far been on a small-
scale,” he says.

“But we've been quite selective
with channels and partners to start
to understand the market and de-
velop pathways to the Indian con-
sumer.”

“Every New Zealand apple is a
premium apple,” says Adsett. “Make
no mistake, India is a high-paying
market for New Zealand apples.

“These are not sub-par or cheap
apples — Indian consumers pay a lot
of money for a New Zealand apple
because they want a premium pro-
duct”

Collaboration with Indian orchard-
ists does not risk turning them into
competitors, she says.

“New Zealand supplies their
counter-season. They dont grow
enough apples to supply their market
year-round. They will always rely on
imported apples to supplement their
supply.

“There’s no intention with this col-
laboration to send our IP into India
terms of plant varieties or rootstocks.
This is more around technical know-
ledge transfer, basic orchard hus-
bandry, packhouse management,
pest and disease control.”

Dairy exporters divided over impact

mechanism to facilitate the supply of
New Zealand products duty-free to
India for further manufacturing and
export.

The Government says this inc-
ludes dairy ingredients and opens the
door for greater collaboration, creat-
ing new opportunities for New Zea-
land exporters in India’s supply
chains, including into its growing
number of FTA partners.

In addition, India has committed
that should it offer dairy access to
comparable countries in the future,
it will consult with New Zealand on
the prospect of extending similar
treatment to us. This is alongside a
commitment to review the FTA one
year after entering into force.

DCANZ's Crewther says of the only
three tariff lines covered in dairy, two
get tariff elimination. The third, milk
albumin, remains constrained by a
tariff rate quota that is smaller than
current trade volumes and an 11% in-
quota tariff, she says. “For milk albu-
min, we will be at a disadvantage to
UK exporters who received a full tariff
elimination outcome.

“This is not yet a platform for
meaningful growth, and active use of
the review provisions to make imp-
rovements over time will be a priority
for us. The import-for-re-export com-
mitment could also be useful — but
only if it is workable and capable of
supporting real trade flows.”

The detail of this mechanism is still
being worked through, Crewther
says.
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Building a stronger
partnership means
starting where
others can't compete

Mallika Janakirama

hen Narendra Modi

touchesdownin

Auckland tomorrow

evening, it willbe the
first visit by an Indian Prime Minister
to New Zealand in40 years.

That gap tells you more about the
relationship than any photo
opportunity: four decades ofa
partnership that never quite found its
footing. The Free Trade Agreement
(FTA)signed ahead of hisarrivalis
meant to change that.

Much of the debate has focused on
what the agreement did not deliver:
limited dairy access, gradual tariff
reductions and modest gainsinits
early years.

That debate misses the more
interesting question.

New Zealandisnot arrivingasa
firstmover.India has already
concluded comprehensive trade
agreements with the UK, the UAE,
Australia and the EFTA bloc. Those
countries already enjoy preferential
access into one of the world’s fastest-
growing economies. New Zealand is
joining a crowded field, offering high-
quality food, trusted standardsand a
clean, greenreputation.

If this is simply a contest of tariff
schedules, New Zealand isa small
player arriving late.

Yetone advantage cannotbe
negotiated into anyoneelse’s
agreementbecauseitisnota
concession —itisarelationship.

India has spent two decades

India F TA could be a generationa

Isatin Parliament listening to the first
reading of the New Zealand — India
Free Trade Agreement Bill.

Asllistened to the debate unfold,
Icouldn’t help thinking that much of
the discussion was looking
backwards, when perhaps we should
belooking forward.

Trade agreements are never
perfect. Every negotiation involves
compromise. Every agreement
leaves something on the table.

Thereal question is much simpler.

Doesitleave Aotearoa, and Maori,
better positioned for the future than
if we had done nothing? From a Maori
economic perspective,Ibelieve the
answer isyes.

That might surprise some people.

During the parliamentary debate,
theimpression wasleftin some
quarters that Maori havelittlereason
to support this agreement because it
doesn't deliver enough for dairy and
the Tiriti provisions are not
comprehensive enough. Those views
deserverespect, but they also tell
only part of the story.

Perhaps the biggest misconception
is that the Maori economy is still
defined by a single industry — or by
commodities alone.Itisn’t.

Today, Maori interests are deeply
embedded across fisheries, forestry,
sheep and beef, horticulture, manuka
honey, wine, food innovation,and an
increasingly sophisticated digital,
technology and services sector.

Those are precisely the sectors
where this agreement delivers
immediate or early commercial gains
through tariff elimination, tariff
reductions and improved market
access.

For Maori exporters, thisisn'tan
abstract trade negotiation.

It's practical, it's new customers, it’s

Indian Prime Minister Narendra Modi welcomed Christopher Luxon to India last year.

New Zealand's
experience with China
offers an important
lesson. The greatest gains
came not because the
agreement was perfect,
but because businesses
treated it as a platform
rather than an endpoint.

building AYUSH (Ayurveda, Yoga,
Unani, Siddha and Homeopathy) into
aglobally recognised economic and
regulatory system, treating

greater diversification.

It'saccesstomoreresilient
markets.

Market diversification isnolonger
justa growth strategy;it'saresilience
strategy. Commodity cycles come
and go, but enduring commercial
relationships have the potential to
create value across generations.
That’s a perspective Maori businesses
instinctively understand.

But for me, the most interesting
part of this agreement isn't actually
thetariff schedules, it's Chapter 13.

Trade agreements normally focus
onmoving products across borders.

This cultural co-operation chapter
alsorecognises the movement of
culture, traditional knowledge,
research, innovation and indigenous
economic co-operation. It explicitly
recognises Maori, matauranga
(traditional knowledge), and the
importance of protecting it, while
creating opportunities for
collaborationin areas suchas
traditional medicines, SME
development and innovation.

Thatis unusual — and potentially
far more valuable over time than
many people currently appreciate.

WhenItravelled to New Delhi
earlier this year as part of the New
Zealand business delegation to
witness the signing of the FTA,Ispoke
about something thatresonated
strongly with our Indian hosts.

AsMaori, we don't measure
successin quarterly results.

Wemeasureitin generations.

At Wakatu Incorporation, wherel
have the privilege of serving as Chair,
our 500-year intergenerational plan,
Te Pae Tawhiti, guides our decision-
making.

Many Indian Chambers of
Commerce and Industry are

traditional knowledge as an industry
initsownright.

New Zealand has something
remarkably similar.

Matauranga Maoriand rongoa
Maorirepresent aliving indigenous
knowledge system, increasingly
supported by Maori enterprises
investing in natural products,
biodiscovery, wellness and
innovation. That overlap is genuine.
India already understandsits value
because it has spent years building
similar capability athome.

Thatis where New Zealand’sreal
competitive advantagelies.

The UK, Australia and the UAE can
match our logistics, product quality
and, in some cases, scale. What they

Commodity cycles come
and go, but enduring
commercial
relationships have the
potential to create value
across generations.
That's a perspective
Maori businesses

instinctively understand.
Hone McGregor

approaching their centenary, while
India’s own civilisational outlook
naturally encourages thinking

cannotreplicateisa credible
indigenous knowledge economy
capable of engaging with India
through mutual recognition rather
thannovelty.

Manuka honey demonstrates the
point. New Zealand did not succeed
simply by exporting honey.It
succeeded by protecting provenance,
investing in science and creatinga
premium category that others
struggled to imitate. The FTA now
provides a platform to expand that
success intobroader natural health
and wellness sectors.

AYUSHisamuchlarger
opportunity, rewarding exactly the
same qualities: trusted provenance,
robust science, credible regulation

Mallika
Janakirama
with Hone
McGregor.

beyond election cycles.

That shared perspective matters.

It creates trust and patience.

And, ultimately, it creates better
commercial relationships.

There are also opportunities that
barely featured in the public debate.

As Chair of AuOra, Wakatti’s
biodiscovery company,lsee
significant potential for collaboration
between Maori biodiscovery, natural
products and wellness innovation,
and India’s globally recognised
AYUSH system of traditional
medicine. Likewise, indigenous
knowledge, food systems, climate
resilience and agritech all offer fertile
ground for long-termresearch and
commercial partnerships.

and products grounded in authentic
cultural knowledge.

None of this suggeststhe FTA is
afinished product.

If anything, New Zealand’s
experience with China offersan
importantlesson. The greatest gains
came not because the agreement was
perfect, but because businesses
treated it asa platformrather than
an endpoint. They invested,
innovated and built relationships
over time.

The same principle applies to
India.

Modi’s visit will generate
headlines, symbolism and renewed
political attention. Thereal measure
of success will come afterwards:
whether New Zealand’s wellness,
natural products, education and
tourism sectors arrive in India with
propositions that go wellbeyond
tariff preferences,and whether
government and industry are
prepared toinvestinlong-term
partnerships.

The agreement provides
improved access across much of New
Zealand’s export economy, while
creating a framework for deeper
commercial engagement between
thetwo countries.

That should be seen as the starting
point, not the destination.

Thereal opportunity hasnever
been whether the agreement
delivered “enough” on day one.

Itiswhether New Zealand is
prepared tobuild where few others
can compete: at the intersection of
AYUSH and matauranga Maori,
where traditional knowledge meets
modernindustry.

Thatadvantage already exists.

As Prime Minister Modi’s aircraft
lands in Auckland, the only
remaining question is whether New
Zealand is prepared to useit.

@ Mallika Janakiramais an
independent director and trade and
commerce strategist.

gain for Maori

Those opportunities won't appear
automatically because an agreement
hasbeen ssigned.

Trade agreements don't create
exports, people do. Relationships do.
Trustdoes.

Which brings me to what I think
isthe next challenge for New Zealand.

Ratification should not be treated
asthefinishline. It should be the
startingline.

If we genuinely want this
agreement to succeed, government
and business must now focus on
implementation: trade missions,
investment pathways, business
matching and building India literacy
across New Zealand.

Asrespected Indian entrepreneur
Bharat Joshirecently observed tome,
one of the best outcomes from this
agreement would be amuch deeper
understanding of India across New
Zealand’sbusiness community. He’s
right — trade begins with under-
standing, and understanding begins
withrelationships.

For Maori, the question has never
been whether every trade agreement
is perfect. The question has always
been whether each generation leaves
more opportunity to the next thanit
inherited. Viewed through thatlens,
theIndia Free Trade Agreementis
about far more than tariffs.

Itis about positioning Maori —and
New Zealand —not on the sidelines
of one of the world’s great economic
growth stories, but asactive partners
inshapingit, with an understanding
that prosperity is measured not just
intoday’sbalance sheet,butinthe
wellbeing of generations yet to come.

@ Hone McGregoris chair of Te
Taumata Maori, which empowers
Maori trade globally.
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A natural point of connection

Asia New Zealand
Foundation builds
closer ties in
culture and sport

Craig Cooper and Kirsty Sharp

skmost New Zealanders

what connectsustoIndia

and the top-of-mind answer

is often cricket.It's afair
answer, after all, but it now captures
only a fraction of what’s on offer.

India’s sports economy is forecast
to grow to US$130 billion by 2030,
driven by investment in professional
leagues, high-performance sport,
sports technology and major events.
Its media and entertainment industry
is projected toreach US$47b by 2029.

Bollywood remains the most
recognised cultural export, butitis
only one part of a screen industry
producing close to 2000 films a year
inmultiple languages. Beyond film,
events such as NH7 Weekender, the
India Art Fair and the Kochi Biennale
reflect the scale and diversity of
India’s contemporary creative sector.

For New Zealand, the opportu-
nities are significant. We can sell our
products and relationships and deve-
lopreal knowledge of a market that
— with 28 states and eight union
territories —ismore akintothe
diversity of Europe than a single
country.

Building that on-the-ground, in-
Asia capability is exactly what the
AsiaNew Zealand Foundation Te
Whitau Ttthono was set up todo.

Formore than 30 years, we have
equipped New Zealanders — artists,
athletes, entrepreneurs and journa-
listsamong them — with the know-
ledge, connections and confidence to
excelin Asia.InIndia, that work is
building; the potential is enormous.

Ourrecent arts delegations took
leading Kiwi practitioners to the
Mumbai International Film Festival
and the Serendipity Arts Festivalin
Goa, where they met artists, directors
and culturalleaders from across
India. Those conversations have

Clockwise
from left:
Micah Winiata
and Samson
Rambo; film-
maker
Amanda Jane
Robinson at
the Mumbai
Film Festival;
the sports
briefing in
India.

’ already borne fruit — the New Zealand

Dance Company hasbeeninvited to
develop anew work for the 2026
festival.

Artistic director Moss Te Ururangi
Patterson said the visit showed him
“how powerful travel and connection
canbe,” adding that “without this trip,
the possibility of creating a colla-
boration would not even exist.”

Serendipity doesn't
come to those who wait
— it comes to those who

put themselves in the
room.
Samson Rambo
Film-maker Samson Rambo put it
more simply: “Serendipity doesn’t

come to those who wait — it comes
tothose who put themselvesin the

found the same dynamism. In
Mumbai and Ahmedabad — hosts of
the 2030 Commonwealth Games —
delegates met sportsleaders,

2
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governing bodies and high-
performance organisations exploring
investment in elite sport, technology
and major events.

Simon Brill of Hockey New
Zealand said three things stood out.
“First, the scale of investment India
isdirecting into sportright now is
significant and the ambition matches
it. Second, the cultural weight of sport
inIndia creates acommercial and
community ecosystem that New
Zealand canlearn from. Third, there
are people who are genuinely
interested in New Zealand asa
partner, not justa competitor.That's
worthbuilding on.”

Artsand sport help build the trust
and cultural understanding on which
commercial, educational and
diplomatic ties depend.

As New Zealand deepensits
engagement with one of the world’s
fastest-growing major economies,
they are a natural point of connection
to expand the foundations of the
relationship.

@ Craig Cooperis Director Artsand
Kirsty Sharp is Manager Sports
Programme at the Asia New Zealand
Foundation.
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ndiaand New Zealand’s mutual
passions for sport, arts and
culture are some of the
strongest springboards for
collaboration between the two
countries.

World of WearableArt (WOW)
already attracts more than100
entries toits competition from India
every year —asign of justhow much
creative energy and appetite for
collaboration thereis.

Last year, WOW signed a strategic
partnership with Pearl Academy, a
top Indian design school.

WOW chief executive Meg
Williams says, “This partnership not
only helps us make our annual WOW
Show even better, attracting exciting
new design talent from one of the
world’s creative powerhouses, but
also helps us deepen our links with
Indiafor future potential projects.”
Williams says the New Zealand-India
Free Trade Agreement will help
WOW continue to grow its relation-
ship with India toa whole new level.

“This will make it easier for
creative talentand ideastomove
between our two countries,and
signal a shared commitment to
celebrating and protecting each
other’sarts and culture. We seereal
potential to grow the pipeline of
Indian designersreaching the WOW
stage, to expand creative partner-
ships with institutions like Pearl
Academy, and to explore new
wearable arts projects that bring the
best of Indian and New Zealand
creativity together.”

Williams joined the Prime

Minister’s business mission to India
last year. Theiconic annual WOW
show in Wellington attracts more
than 60,000 people each year.

This offers an opportunity for
designers to showcase their talents
onaninternational stage and be part
of aunique and world class
production. It also provides them an
opportunity to connect and network
with a global community of like-
minded designers.

Pearl Academy provides
professional services associated with
education and training in fashion,
media and design adhering to
international standards. Design
students from Pearl regularly submit
entries to the World of WearableArt
Competition. The quality and
creativity of these garments have
been outstanding and several of them
have won esteemed awards. WOW
and Pearl Academy havehada
beneficial and rewarding relationship
over several years.

Described by designers as the
Oscars of wearable art, WOW has
seen significant growth in interestin
wearable art from Indiaincluding
some phenomenal entries coming
from Pearl Academy. India now has
WOW:’s third highest social media
following, behind the United States
and New Zealand.

The work of local wearable art
designers such as Akhilesh Gupta and
Dimple Gandhi, who have won
multiple placings and attracted
millions of views inrecent years, has
helped continue to grow the global
reach and interestin WOW.

Top: WOW finalist Nucleova, designed by Riya Madan, Aakriti Singh and Sanya Anaita Kumar, Pearl Academy, India.
Above: Images from the Memorandum of Understanding signing ceremony with Aditi Srivastava, President of the
Pearl Academy, and Meg Williams, CEO of WOW, witnessed by Prime Minister Christopher Luxon.
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