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India
fact
sheet

Landarea:
3,287,263 sqkm
Population:
1.47billion As of July 3
Capital:NewDelhi
Languages:
Hindi, English

India is a federal republic,
with 28 states and eight
union territories

SRI LANKAAAA

India is ruledby theNational
DemocraticAlliance
— a coalition led by the
Bharatiya Janata Party (BJP)

Last election: June2024

Headof State:
PresidentDroupadiMurmu

HeadofGovernment:
PrimeMinisterNarendraModi,
pictured.

India-NZ trade

Keyexports

Imports

Exports

Government

India stats

Goods accounted for
$820mand services for$1.2b

$3.95
billion

$1.92b

$2.03b

Main imports fromIndia:
Pharmaceuticals,
mechanicalmachinery,
made-up textile articles,
electricalmachinery and
equipment, vehicles.

NZ to India:

for year endedDec 2025

For 2025For 2025

TheTajMahal is an
ivory-whitemarble
mausoleum inUttar
Pradesh. Itwas built in
themid-1600s by
Shah Jahan and is
India’smost famous
tourist site.

Thenational space
agency, the IndianSpace
ResearchOrganisation,
is based inKarnataka
and is responsible for
space exploration,
international
cooperation and the
development of
related technologies.

India’s�agwas adopted in 1947.
The symbol in dark blue is the
AshokaChakra (Wheel of Dharma)

andhas spiritual signi�cance.

Indian-bornentrepreneurshave founded
96USunicorn companies,more than any
other country. Executives of Indianorigin run
someof theworld's largest companies.
SatyaNadella Microso�, 2014+
SundarPichai Alphabet, 2019+
ShantanuNarayen Adobe, 2007+
IndraNooyi Pepsi Cola, 2006-18
AjayBanga World Bank, 2023
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Cricket is themost
popular sport in
India,with the
national team
colours pictured.

Travel services $1.14b

Forestry $139m

Horticulture $114m
Apples $81m
Kiwifruit $33m

Aluminium $86m

Iron and steel $88m

Wool $77m

In 2025, India-NewZealand
two-way total trade
amounted to

India is the fastest-growingG20economy,
projected to become the 3rd largest
economy in comingyears.
India’s rapidly growingmiddle class, estimated at 435m, is projected to
grow to 715mwithin 5 years (2030-31) andmore thanonebillion by 2047.
This leaves hugepotential forNewZealand's growth, not only for our
premium food, beverage and consumer goods exports but also for tech

and services exporters in sectors like
gaming, education, tourismand

�ntech.

India-NewZealand trade in
2025made India our

11th largest export
market, representing
1.8%of all exports
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Embrace themoment
NewZealandhas taken time to

get serious about India. But
weare catchingup fast.
For someyears,Wellington

treated theworld’s largest democracy
asanafterthought. Trade languished,
political engagementwas sporadic,
and Indiamostly featuredasa “nice-
to-have” inministerial talkingpoints,
not as a core strategicpriority.

PrimeMinisterNarendraModi’s
visit— the first byan Indian leader in
40years— is theclearest signal yet
this has changed. But it alsounderlines
how farNewZealandhas togo tocatch
upwith India’s trajectoryandambition.

What is being sold inWellingtonas
an “exclamationpoint” on twoanda
half yearsof diplomaticwork, is a
course correction in aworldwhere
India is already central—economically,
strategically and ideologically.

Inour pre-visit conversation, the
PrimeMinisterwasdisarminglyblunt

aboutwhere things stoodonly a few
years ago.Heargues thatduring the
last LabourGovernment,NewZealand
effectively telegraphed toNewDelhi
that Indiawasnot apriority.

This iswhereDrS. Jaishankar looms
large. ThePrimeMinister is unusually
effusiveabout India’s ExternalAffairs
Minister, callinghimoneof the
“original thinkers” in contemporary
foreignpolicy—not just an
implementer, but a strategist, crafting
adistinctly Indiannarrativeabout
global order, sovereigntyand
development.

Jaishankar’s insistence that India
will not simply “signup” toWestern
framingsof theworld—nor toChinese
ones—butwill chart its ownpath is
fundamental tounderstandingDelhi’s
approach. For small states likeNew
Zealand, accustomed tooperating
within thepre-packagedWestern
consensus, that demandsmore

intellectual flexibility andmore
sophisticateddiplomacy thanwehave
often shown.

This speaks toadeeper
complacency, a belief that a
combinationof traditional partners—
Australia, theUS, andEurope—and
theChina relationship, could carry
NewZealand’s economic fortunes
indefinitely. India,with its tortuous
bureaucracyand toughnegotiating
style,wasput in the “toohard”basket.

The result: anopportunity cost that
is only nowbeingproperly
acknowledged.

Modi’s 24hours inNewZealandwill
be freightedwith symbolism: aonce
distantpartnernow treatedasan
essential pillar of economic
diversification, regional security and
people-to-people ties. The real
question iswhether that symbolism
will translate into sustainedpolicy
follow-throughonce themotorcades

and television camerashavegone.
In today’s IndiaBusinessReportwe

talk toNewZealandofficials, Indian
leaders andbusiness leaderswhoare
leveringup to takeadvantageof the
free tradeagreement signed inDelhi
lastApril.

Aswedisclose today, bigplansare
afoot toput sport at the centreof an
India-NewZealand reset. This is
excitingandanareawhereNew
Zealand shines.

Path-findingbusiness leaders like
Valocity’sCarmenVicelich, Serko’s
DarrinGrafton, Rakon’s SinanAltug,
andMainfreight’sDonBraidare
alreadydrivingbusiness in India.
Others— from theagribusiness and
education sectors—will find theFTA
opensmoredoors.

Embrace themoment.

FranO’Sullivan
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Making India a priority
Why Indian PrimeMinister NarendraModi’s visit could redefine New Zealand’s place in theworld

Prime Ministers Narendra Modi and
Christopher Luxon are set to reunite
this week. Photo / Interest.co.nz

P rimeMinisterNarendra
Modi’s visit toNewZealand
— the first byan Indian
leader in40years— isbeing

billed inWellingtonasapivotal
moment in reshapingoneof this
country’smostunder-developed
major relationships.

PrimeMinisterChristopherLuxon
heralds thevisit as “anexclamation
point” on twoandahalf yearsof
intensediplomaticwork to turn India
froma “non-priority” intoa strategic
partner forNewZealand.

“We’ve rebuilt that relationship
and the fact thathe’s the first Prime
Minister fromIndia tocomehere in
40years is a reallypositive thing,” he
said.

Modiwill arrive inAuckland late
tomorrowevening fromAustralia, at
the tail endof awider tour that also
included Indonesia, beforebeginning
apacked24-hourprogrammeof
official talks, business engagement,
sportdiplomacyandamass
communityevent.

Thevisitwill openonSaturday
morningwith a formalbilateral
meetingbetween the twoPrime
Ministers.At a later event, Indianand
NewZealandbusiness leaderswill
examineopportunitiesunder the
emerging free tradeagreementand
beyond.

ThePrimeMinister says the

business segment is designed tobe
tangible and sector-focused,with six
showcasesor “booths”highlighting
areaswhereNewZealandsees
immediatepotential in the Indian
market.Among the sectors—
advanced transportation, tourism,
technology, advanced
manufacturing, foodandbeverages
and forestry.

Followingbusiness roundtables
anda report-back session, the two
leaderswill attendacelebratory
luncheonbeforemoving toamore
unusualplankof theprogramme: a
high-performance sporting
showcase.

Modi,who is preparing for India to
host theCentenary2030
CommonwealthGames in
Ahmedabadand is eyeingapossible
bid for the2036Olympics, has
repeatedlyquizzedNewZealandon
howasmall countryhasmanaged to
punchso far above itsweight in
Olympicmedals.

“He’s quite interested inhowwe
dohigh-performance sports,” says
Luxon. “We’re going to share someof
ourhigh-performance sports thinking
withhimaswell.”

Thedaywill culminate ina
massivecommunity event at Spark
Arena, expected todraw12,000
people insideand thousandsmore
outside.

“Thewholeof SparkArenawill be
filledandprobably thousandsof
peopleoutside, so thatwill go
bananas,” addsLuxon. Both leaders
will address the crowd,withModi
expected to speak for around40
minutes, largely inHindi—hisusual
practice formajordiasporaevents.

‘Not important’ to front rank
Thesymbolismof thevisit is
sharpenedby thecontrast thePrime
Ministerdrawswith the recentpast.
He is scathingaboutwhathe seesas
aperiodwhenNewZealand
effectively told India it didnotmatter.

He refers to commentsby former
ForeignMinisterNanaiaMahuta
alongside India’s ExternalAffairs
MinisterDrS. Jaishankar, thathe says
signalled Indiawas “not important” to
NewZealand.

“Essentially,we’d sent awrong
messageof ‘not apriority’,” he said.

“Since I started talkingabout the
FTA, I thinkexports to Indiaare
alreadyup72%—even justwithout
anFTA.”

Tourism from Indiahasalso
surged toanestimated 130%—140%
ofpre-Covid levels.Witharound6%
ofNewZealand’s populationnowof
Indiandescent, thePrimeMinister
describes the Indiandiasporaasa
“livingbridge” between the two
nations.

FTA — the economic spine
Acentral economicobjectiveof
Modi’s visitwill be to lock in
momentumaround thebilateral free
tradeagreement,whichhaspassed
its first reading inParliamentand is
nowbeforea select committee. “We
shouldbeable toget it closedout and
actually into forceby theendof the
year,” Luxonsaid.

NewZealandhas secured “most
favourednation” clausesprotecting
its positionas Indianegotiateswith
largerpartners ,which included the
EuropeanUnion, particularly inwine
andservices.Wellingtonbelieves its

deal is “slightlybetter” for exporters
than the recently concludedEU
agreement.

ThePrimeMinister alsopointsout
thatwhileAustralia hasan “early
harvest” arrangementwith India, it
still doesnothavewhathe termsa
full FTA.

Yethe is atpains to stress that trade
alonedoesnotdefine the
relationship. “Yes, theFTA is
obviously theeconomicpieceof it,”
he said. “Butwe’ve introduced the
defenceaspects, andwe’veobviously
introduced thepeople topeoplebits…
the relationship is justmore thanan
FTA.”

India’s importance isunderlined
by roles it straddles simultaneously:

● It is amajor Indo-Pacific
power,withgrowingnaval reachand
acentral role in theQuad.

● Avoiceof theGlobal South,
insisting that countries ignored in the
post-1945 rules-basedorderhavea
say in its redesign.

● Acounterweight—not aproxy
— toChina’s rise inAsia.

● Amassive, still growing
market andsourceofhumancapital.

Defence and security
Onthe security front,NewZealand
and Indiahavealreadysigned
defenceandmaritimeco-operation
agreements andworked together in
the IndianOceanand theGulf of
Aden, includingon transnational
organisedcrimeanddrugs.

“Themaritimepieceanddomain
isprobablywhere there is a lot of
commonality, beingbothmaritime
powers,” he says.Heexpects security
anddefence to featureagain in the

bilateral, thoughnonew initiatives
havebeenpublicly flagged.

TheGovernment is also
positioning India asan increasingly
importantplayer in thewider Indo-
Pacific and, over time, in thePacific
itself. ButWellington’s consistent
message toallmajorpartners—
including India— is thatPacific Island
Forumcentralitymustbe respected,
with “Pacific solutions toPacific
challenges”.

High security, high expectations
Thesecurity footprint around the
visitwill beheavy.

ThePrimeMinister likens the scale
ofModi’s protectiondetail to that
aroundaUSpresident. “Asan Indian
PrimeMinister, the securityprotocols
are through the roof.

“Trumphas sevenandahalf
thousandpeople in theSecret
Service. It’s not dissimilar to that in
someways.”

That is one reasonSparkArena
waschosenover largervenues such
asEdenPark, even though, ashe
concedes, “youcouldhave filledEden
Park”.

ForWellington, the stakes gowell
beyondonehigh-profileday in
Auckland.TheGovernmentwants
Modi’s visit to signal toNewZealand
exporters, the regions and thewider
public that Indiahasmoved into the
front rankof this country’s strategic
priorities.

“I justwant tokeep this
relationshiponanupward trajectory,
and Iwant togrowwithagrowing
country.We’vegothugepotential on
defenceandeconomicsandpeople.

“Weshouldmake themostof it.”

India Business
Fran O’Sullivan
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Modi visit puts sport at the
centre of India–NZ reset

Officials see scope
to turn sport into a
new pillar of the
wider India-NZ
partnership, writes
Fran O’Sullivan

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

continued on B6

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 rugby
sevens coach exchange programme.
Above: Vania Wolfgramm, NZ
Rugby’s Game Development
Manager – Women’s Rugby,
inspiring the next generation of
female rugby players at a recent
coaching clinic in India.

S 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.

Sport as 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-
landhas emergedas a referencepoint
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
fivemillion people, you know, the last
Games youhad 20medals, 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
runswell 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 immediateplatformwill 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.

Thecentenary tracesback towhen
an Indian Armed Forces hockey side
first played a New Zealand defence
side on June 26, 100 years ago.

The Indian men’s cricket teamwill
tour from the end of October through
to the beginning of December, with
key fixtures falling within the centen-
ary period:
● Two testmatches,
● Aseries ofone-day internationals,
● ArunofT20s.

Theywill beplayed inAuckland,
Hamilton,Tauranga,Wellingtonand
Christchurch.

Cricketwill sit alongsideabroader
sportingprogramme.The Indian
men’s football teamwill tour, bowls
is alreadyconfirmed, andofficials are
working to addhockey, basketball
andother sports.

Organisers areclear that this isnot

just anostalgia exercise. The sporting
schedulewill bewrapped insidea
widereconomicanddiplomaticpush:
● Abusiness summitwitha strong
sport and innovation stream,
● AHalberg-style galadinnerwith
high-profile guests,
● Co-ordinateddiaspora
engagement inAucklandand
beyond.

“There’ll beabusiness summit that
goeswith that, a big celebratorygala
dinner, and lots of engagementwith
thediaspora,”Miskimminsays.Dates
and full details arebeingheldback
until theministerial announcement.

Business summit and Goldmine
innovation showcase
At the core of the November pro-
gramme will be a business and sport

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 NewZealand
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 it’ll have a
workstream around sport and inno-
vation, but it’ll also have the educa-

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 fromkayakpower
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
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Making friends in high places
Good chemistry
between leaders
creditedwith
reviving India-New
Zealand trade
talks, writes
Fran O’Sullivan

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

It’s a big, big country, 1.4
billion people in a

democracy. It’s a difficult
country to run, and I

think he’s done it
exceptionally well.

Hundreds of millions of
people have benefited

from that.
Christopher Luxon

S trongpersonal chemistry
betweenNarendraModi and
ChristopherLuxonwaskey to
relaunching trade talks.

Luxonsays the twomensharea
bias for action: “Wegetonwell;we’re
bothaction-orientedpeople.Weboth
want toget thingsdone, areboth
outcomes-focused, deliverables-
focused.”

Modi is a leaderwho inspiresboth
intense loyalty anddeepunease.
Admirers seeadecisive reformer
witha singular focusondevelopment
andaclearvision for India’s rise.
Detractors arguehehasconcentrated
poweraroundhimself, built a
formidablepersonality-driven
politicalmovement, andpresided
overaperiod inwhichquestions
about the strengthof India’s
democratic institutionshavebecome
increasinglyprominent.

Luxondescribeshimself as a
classic extrovert. His backgroundas
acorporate executive stronglyaligns
withpragmatic, results-oriented
leaderswhovalue structure, strategy,
andclearperformancegoals. Suppor-
tersviewhimasdecisive.Detractors
lamenthis corporate speak.

Luxon,whoworked formany
years atUnilever, includingacross
India through itsHindustanUnilever
subsidiary, says thathelpedhim
connectwithModi. “I knowIndiawell,
becauseUnilever genuinelywasone
of the topcompanies in India in its
ownright,” he told theHerald. “I’ve
reada lot about Indianhistory . . . it’s
aplace I knowwell, or feel I know
well.”

He studiedModi’s recordasChief
MinisterofGujarat andhas longbeen
drawn tohisnation-buildingagenda.
“I’vebeenahugeadmirerofModi

because I love thevision thathe’s
embracedand takenon. It’s a big, big
country, 1.4 billionpeople ina
democracy. It’s adifficult country to
run, and I thinkhe’sdone it except-
ionallywell.Hundredsofmillionsof
peoplehavebenefited fromthat.”

Their rapport hasbeen reinforced
through informalmoments, including
aprivate car ride toaSikh temple
after anevent in India, duringwhich
the two leadersdiscussedglobal
affairs in theback seatofModi’s car.

“He is really good, really easy to
talk to.”

Luxon’s ownpatient, studious
researchof justwhatmakesModi tick
wasalso crucial to gettingadate for
his 2025mission to Indiaandsetting
thepolitical environment soboth
sideswere inopenagreement that a
fast conclusion for free trade talks
shouldbea joint goal.

He took some time to learnmore
aboutModibefore their first in-
personmeetingat theEastAsia
Summit inLaos inOctober 2024.
Whathedidwas listen toThe
Economist’s podcast series— theModi
Raj.

It’s not theonly study thatLuxon
did. But theeight-part serieswould
havegivenhimastellar grounding
on justwhereModi is taking India, the
manhimself (hewasdenieda
diplomaticpassport to theUSearlier
inhispolitical career), challengeshe
personally faces leading sucha
diversenationand themajor trends
transforming thecountry: the
unprecedentedyouthbulge,
technologyand innovation.

He recently related thatwhen they
met inLaos, he said to the IndianPM,
“Narendra,what’s goingon?”Modi
toldhim IndiawouldbeaUS$12
trillioneconomyby2028, andwhile
440million Indianswerenow
“middle class”, thatwould rise to
750mby2030.

Luxon reinforced the relationship
witha speech to theprestigious
Raisinadialogue inNewDelhi in2025,
showingadeepunderstandingof
India’s economicpotential and,
importantly, obvious respect and
affection forModi.

Negotiations started inMarch2025
andconcluded just ninemonths later
inDecember2025. “Wewereable to
sendaveryclearmessage to the trade
ministers to get onwith it.”
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Agreement with India gives New
Zealand a sporting chance

Cricket is the love
language between
India and NZ,
writesDame
Therese Walsh

The baton has been
passed by India to
us, andwe need to

deliver in an
exciting and truly

Kiwi fashion.

ICC Chair Jay Shah; Chair of the T20 Men's Cricket 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.

E arly last yearPrimeMinister
ChristopherLuxon leda
business andcommunity
delegation to India.Hisparty

travelledwithaplane full ofNew
Zealanddelegateswithdeep
connections, relationships, and trade
partnershipswith India. Thebusiness
delegationwas co-ledby former
BlackCapRossTaylor,whowas
joinedon the tripbycurrentBlack
CapAjazPatel and former interna-
tionalGeoffAllott. Therewasalsoa
brief appearancebyStephenFleming.

Thiswas, of course, bydesign—
andweall knowwhy. Sport, and in
particular cricket, hasbeen theglue
thathas connectedNewZealandand
India for generations, bringingus tog-
ether inahuman-centric anddeeply
personalway. It is a common
languagewehave shared inour living
rooms, stadia, andwhenwevisit each
otherordobusiness together.

On that trip Iwatchedas themany
peoplewemet relished theoppor-
tunity to chat to, takephotoswith, or
enjoy listening toRossandhis
cricketingcolleagues.

Weare sports-mad inNewZealand
andcrickethashadaspecial place
inourhearts for a long time. It is a
part of the fabric andhistoryofour
country. But inmyobservation, it
doesnot rival the zealouspassion
that Indiahas for the sport.

Thatpassion isquiteunique
globally. It grips thewholecountry in
away that ishard to imagine. So,
whenNewZealandcricket teams tour
India, it’s a reallybigdeal andopens
thedoor towider connections
betweenus.Add to that a significant
broadcast audiencewithaconcen-
tration in India, andevenan inter-
national cricketmatch in regional
NewZealandcandomore forBrand
NZ thananymarketingcampaign.

Put simply, cricket creates
moments that bringus together,
connectus, andbuilds abridge
between the twocountries.

Later thisyearwewill be
celebrating that relationshipand 100

yearsof sportingunitybetweenNew
Zealandand Indiawhen the Indian
sideandother sports teams tourhere.
At that time,wewill be jointly
reflectingon the rootsofour sporting
historywhen, in 1926, the Indian
Armyhockey teamtouredNew
Zealand, alongwith themanyshared
sportingmoments since.

Itwill encompass aprogrammeof
events to celebrateour shared
history, recentdevelopments and the
many futureopportunities that lie
ahead.

Itwill buildon the recent Sport
Leadersdelegation to India ledby
ChrisBishop, and theMemorandum
ofCo-operation signedbetween India
andNewZealand last year,which
confirmeda sharedcommitment to
workmoreclosely together through
sport.

Whenwe thinkabout the free
tradeagreement, ourmindsmay turn
toagricultureor tourism, butwe
shouldalsoconsider thecricket, the
businessof sport and the sizeable
market it represents.Whathasbeen

a long, rich sportinghistorynowturns
intoa fantasticopportunity.

India is oneof theworld’s largest
and fastest-growing sportsmarkets,
witha strong fanbaseand increasing
investment in sport, infrastructure
and technology.Thiswasonshowat
the recent ICCMen’sT20Cricket
WorldCup final atNarendraModi
Stadium inAhmedabadbetween
IndiaandNewZealand.The stadium
itself is oneof thebiggest in theworld
withawhopping seatingcapacityof
130,000and the technologyon
displaywasalso impressive.

Formyself and theotherKiwis
present, itwasanoverwhelming
experienceand theatmospherewas
electric. For theonebillion-plus global
broadcast audience, itwas just as
impressive. Itwas a showcaseofhow
sophisticatedandsignificant cricket
hasbecomeand, of course, reinforces
whyT20cricketwill beanofficial
event at the 2028OlympicGames in
LosAngeles.

Sohowcanwecompetewith that?
Well, the simple answer is bybeing
ourselves: competing, andhosting in
auniquelyKiwiway.

NewZealand isheld inveryhigh
regard in India for itshigh-
performance sport system,
governance, community
participationmodels and integrity
frameworks. There aremanyskills
andworld-class capabilities inNew
Zealand that arevaluable—and this
createsopportunities forour sports
organisations, events andsport-
relatedbusinesses.

Continuing tonurtureandgrow
our sporting relationshipwith India
is good for all ofus and,whether it
be through sports tours, business
delegations, centenarycelebrations
or, of course, thehistoricvisit of Prime
MinisterModi,wecangrowour
sharedvision for theplace sporthas
alongside sharedcultural and
business relationships.

Thenext ICCMen’sT20Cricket
WorldCupwill behosteddownunder
inAustralia andNewZealand in2028.

Thebatonhasbeenpassedby
India tous, andweneed todeliver
inanexciting and trulyKiwi fashion.
One thingweknowfor sure is that
Indiawill bewatchingand itwill be
another iconicmoment inour shared
sportinghistory.
● DameThereseWalsh is chair of the
ICCMen’sT20CricketWorldCup2028
andco-led thePrimeMinister’s
businessmission to IndiawithRoss
Taylor in 2025.

Modi’s visit puts sport at centre-stage
continued from B4 We’ll be

demonstrating to
PrimeMinister Modi
that not only dowe
have great athletes,

but we also have
some really good

innovation science
that sits behind it.

Peter Miskimmin

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 beenwell 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.

AMarch 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

across high performance, innovation
and technology.

Chasing the big stage: Ahmedabad,
2036 and beyond
For New Zealand, India’s vast scale
andcommercialweight 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 inparticular sports
while offering Kiwi expertise in areas
where New Zealand excels. “It is an
opportunity of focus on sports that
they’re 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 fandommod-
els, particularly the Indian Premier
League (IPL).

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

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 andReliancedown tomedia 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 teamsmove 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 seriousmoney
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

You’ve just got tomake
sure that you treat the

market with the respect
that it deserves and that
means heading into it,

creating some
relationships.

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.

F 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
a patron for the export companyQua-
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

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-

ally compared to other nations.
Allott says the respectful relation-

shipbetweenNewZealand teamsand
their Indian opposition is important.

“While the competition’s pretty in-
tense on the field — aswewouldwant
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 waswhenworking forNewZealand
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.”

NewZealand firmsmoving 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 asQuality
NZ’s 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

Minister Goyal has a well-earned reputation as a
ferocious defender of Indian industry on theworld
stage. He has cut a formidable path throughWTO
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 theworld’s most populous country.
ToddMcClay

Indian Commerce and Industry Minister Piyush Goyal and Minister for Trade and Investment Todd McClay display the signed FTA agreement.

I n twodays fromnow,New
ZealandwelcomesPrime
MinisterNarendraModi, the first
visit byan IndianPrimeMinister

in40years.
That gap tells its ownstory. For too

long, twodemocracieswithdeep
people-to-people ties, sharedvalues
andcomplementaryeconomies
allowed the relationship todrift. That
era is over.

InMarch2025,NewZealandand
India launchednegotiations for a
comprehensive free tradeagreement.
Itwasanambitiousundertaking, and
anecessaryone: several of ourmajor
competitors alreadyhadagreements
with India inplaceorunder
negotiation, and standing stillwould
havemeant fallingbehind.
Substantivenegotiationsconcluded
justninemonths later, inDecember.
InApril thisyear—barely 13months
after talksbegan— I signed the
agreement inDelhi.

The speedof that achievement
shouldnot beunderestimated, and
nor should its transformative
potential. In littlemore thanayear,
NewZealandhas securedanew
platformfor its exporters inoneof
the largest and fastest-growing
economiesonearth. Itwill create jobs
and lift incomes forNewZealanders.
Ourprevious tradeagreementshave
delivered substantial export growth,
and there is every reason toexpect
this onewill do the same.

Thearithmetic alone is compelling.
NewZealand is anationof five
million; India is home to 1.4billion
peopleand ison track tobecome the
world’s third-largest economywithin
a fewyears.

Put simply, for everyoneNew

Zealander, there are280 Indian
consumers. Every timeaKiwi enjoys
a lambchop, akiwifruit, or honeyon
their toast, imagine280 Indian
consumersdoing the same.That is
the scaleofwhat isnowwithin reach.
Tradewith Indiaoffers thepotential
to fundamentally change thewealth
of everyNewZealanderand formany
NewZealandbusinesses, India
represents thegreatestuntapped
opportunityanywhere in theworld.

A partnership built on trust
In theprivate sector, trade is
ultimatelyabout relationships:
partnershipsbetween like-minded
businesses, grounded in trust, respect
andasharedambition togrow.The
samedynamicsapplybetween
governments. Thebest trade
agreements arenegotiatedbetween
partnerswhogenuinelygeton.

Thathascertainlybeen thecase
here.Over the courseof these
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FICCI visit a valuable platform for collaboration

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.

Adelegation from theFederationof
IndianChambersofCommerceand
Industry (FICCI)will be inAuckland
for thevisit of IndianPrimeMinister
NarendraModi.

A statement released to theHerald
says theFICCIbusinessdelegation
looks forward to thevisit as an
importantmilestone in strengthening
the India—NewZealandeconomic
partnership.

“Thevisitwill provideavaluable
platform for businesses fromboth
countries toengagewithoneanother,
identifynewareasof collaboration,
and translate themomentum
generatedby the recently-signed free
tradeagreement into tangible
commercial outcomes,” saysFICCI.

Thedelegation represents abroad
cross-sectionof Indian industryand
reflects the growing interest among
Indianbusinesses indeepening
commercial engagementwithNew
Zealand. “Weare confident that the
interactionsduring thevisitwill pave
theway for strongerbusiness
partnerships, greater investment
linkages, andsustainedcollaboration
between theprivate sectorsof both
countries.”

“Beyondadvancingbusiness ties,
we see this engagementwill
strengthen institutional co-operation,

reinforce theenduringpeople-to-
people connections thatunderpin the
bilateral partnership, andbuildon the
strong foundation for long-term
economiccooperationandshared
prosperity.”

Herald: What role did FICCI play
in building support among India

businesses for the FTA?
FICCI:As India’s leading industry
association, FICCIhas consistently
advocated for stronger economic
engagementwith India’s global
partners. FICCI supports the
Governmentof India through
industryconsultations, facilitating
dialoguebetweenbusinessesand

policymakers, gathering sector-
specific feedback, and
communicating industry
perspectives tocontribute to
informed tradenegotiations.

FICCI alsoundertakes capacity-
building initiativesandbusiness
outreachprogrammes to raise
awarenessof theopportunities
createdbycomprehensive trade
agreements andhelp Indian
businessesunderstandandprepare
to leverage themeffectively.

With theagreementnow
concluded, the focusnaturally shifts
fromnegotiation to implementation.
While the twogovernmentshave
established theenabling framework
through theFTA, it is nowfor
businesses to seize theopportunities
it creates byexpanding trade,
strengtheningcommercial
partnerships, andexploringnew
avenues for investmentand
collaboration. FICCIwill continue to
support Indian industry through
awarenessprogrammes, business
facilitation, andpolicydialogue to
helpbusinessesmaximise the
benefits of theAgreement.

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

further now the FTA is signed?
FICCI: The signingof theFreeTrade
Agreementmarks thebeginningof a
newphase in the India—NewZealand
economic relationship. FICCI looks
forward toworking closelywith its
counterpart organisations inNew
Zealand to facilitate greaterbusiness-
to-business engagementandhelp
businessesonboth sides realise the
full potential of theAgreement.

Going forward, our focuswill beon
strengthening institutional partner-
ships, facilitating regularbusiness
dialogues, organising tradeand
investmentengagements, and
creatingplatforms that enable com-
panies frombothcountries to
connect, collaborate, andbuild long-
termcommercial relationships.We
also seean important role in sharing
market insights, addressing imple-
mentation-related issues through
industry feedback, andpromoting
sustainedprivate sector engagement.

FICCI remains committed to
servingasabridgebetween the
business communities of Indiaand
NewZealandandsupporting the
translationof theFTA into tangible
outcomes that contribute to
increased trade, investment,
innovation, andsharedeconomic
prosperity.

Minister
pitches FTA
as ‘gateway
to the world’

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

India’sCommerceand Industry
Minister PiyushGoyal casts thenew
India-NewZealandFreeTrade
Agreement asboth a symbolic and
practical reset in the relationship,
promisinga step change in trade
volumesand investment flows.

“The India-NewZealand free trade
agreement sets the stage fordoubling
thebilateral trade in thecoming five
years,”Goyal said at the signing
ceremony for the free trade
agreement inNewDelhi onApril 27
this year.

Goyal acknowledgedcurrent trade
levels aremodest but argued theFTA
creates the framework tounlock scale.
“Ourbilateral trade is small, but our
ambitionsarebig.Wemust lookat the
truepotential of this partnership.”

Positioning India as aproduction
andserviceshub, heurgedbusinesses
to see the agreement as a strategic
platform, not just a tariff cut.“From
India, youcan servemarkets across
theworld…This canbecomeyour
corridor, this canbecomeyour
gateway to theentireworld.”

Goyal linked thedeal to India’s
broadernetworkof tradeagreements
and reformsaimedat easingbusiness
entry, reducingcomplianceburdens
andattracting investment, arguing
thatNewZealandcompanies can ride
India’s growthwhile accessingwider
globalmarkets.

has ever concluded’

Todd McClay presents a gift to Piyush Goyal at the FTA signing.

negotiations, India’sMinisterof
Commerceand Industry, Piyush
Goyal, and Imetasmanyas20 times,
inNewZealand, duringmyeightvisits
to Indiaand incapitals around the
world.Whatbeganasaprofessional
relationshiphasbecomeagenuine
friendship. Fromtheoutset, Piyush
and I committed tonegotiatingone
of thebest agreements Indiahadever
concluded; todoing it asquicklyas
possiblewithout cuttingcorners; and
to future-proofing it, so theagreement
continues toevolveanddeliver for
thecitizensofbothcountries.

MinisterGoyal hasawell-earned
reputationasa ferociousdefenderof
Indian industryon theworld stage.
Hehascut a formidablepath through
WTOnegotiations andextracteda
price from far larger economies
seekingdealswith India. But inhim,
NewZealandhas also founda true
championofour relationshipwith the
world’smostpopulouscountry.

That friendshiphasbeenbuilt in
public asmuchasaround the
negotiating table: playingcricket
togetherbeforeahugecrowd in
Mumbai;meeting the Indian—New
Zealandcommunity at theGandhi
Hall inRotorua; sharinga stageat the
G7TradeMinisters’Meeting in
Calabria, Italy, to argue the
importanceof supplychain
resilience.

At every turn,wehavechosen to
walk the talkandmake the India—
NewZealand relationshipa strategic
priority forbothgovernments.

What the agreement delivers
First and foremost, theFTAdelivers
practical benefits: lower tariffs and
higherquotas,many fromdayone.
Thegainsextendwell beyondour
primaryproducers,with significant
wins in services suchasengineering,
environmental servicesand
education.

Until now,Kiwibusinesseshave
beeneffectivelypricedoutofparts
of the Indianmarketby steep tariffs:
33%onsomekeyexportproducts,
andup to 150%onwine, 66% for
honey.Weknowwhat improved
access cando.Australia’s goods trade
with India, excluding coal, grewby
50% in the first yearof its agreement
andmore thandoubledwithin two.
MeanwhileNewZealand’s shareof
India’s sheepmeat imports collapsed
from90%tobelow10%once
Australia securedzero tariffs.

ThisFTArestores a level playing
field, and tilts it inNewZealand’s
favour in some important areas:
● 95%of everythingNewZealand
currently sells to Indiawill benefit
fromtariff preferences.
● 82%ofourexportedgoodswill
be tariff-freeonce theFTA is fully in
force,with57% free fromdayone,
includingwoodproducts andproc-
essed timber,wool andsheepmeat.
● NewZealand secured thebest
kiwifruit accessof anysupplier, the
first appleaccess Indiahasgranted
inanyFTA, and the first honey
access,with tariffs cutby three-
quarters formānukahoney.

Where next?
This agreement is not anendpoint.
It is a launchpad for amuchcloser
andbroader relationship, in trade, in
sport, inpolitics and inculture.
Ratification is apriority: the
implementing legislationpassed its
first readingby93votes to 29with
support fromNational,Act and
Labour, and shouldbecomplete
before theendof theyear.

TheNationalGovernment’s
philosophy is straightforward: secure
access, then let exporters find the

niche that suits thembest.Already
theyaregearingup,with the first
shipmentof logs in sixyears
departingBluff for India. Theprize is
India’s rapidlyexpandingmiddle
class,with its growingappetite for
premiumNewZealandproducts,
whichwill soonbeabiggermarket
than theEuropeanUnionorAsean.
NewZealandTradeandEnterprise
and theMinistry forPrimary
Industrieshaveboth steppedup their
support tohelpexportersnavigate
themarket.

Importantly, the agreement is also
future-proofed.Most-Favoured
Nation status inkeyservices sectors
and inwinemeans that if anycountry
securesabetter deal in future,New
Zealandautomatically receives the
sameadvantage. For the first time in
any IndianFTA,wehaveabinding
right to re-engage should Indiaoffer
improveddairy access toa
comparableeconomy.Anda review
oneyearafter entry into force
providesaclearpathway to further
improvements.

A generational opportunity
Trade is theengine roomofNew
Zealand’s economy.One in fourNew

Zealand jobs is linked to trade, and
exporting firmspayhigherwages.
Whenexporters succeed,New
Zealandprospers, andnomarket
multiplies that success likeonewith
280consumers for everyoneofours.

But this FTAhasalwaysbeen
aboutmore than tariff lines. It is one
pillar of abroad, deepandenduring
strategic relationship, one that
supports economicgrowth, regional
stability, defenceandsecurity, and
closer tiesbetweenourpeoples. India
hasambitious industrial goalsof its
own,not least in textiles, andNew
Zealand’s expertise inwool
processing, quality assuranceand
traceability can support that ambition
while creatinghigher-value jobsat
home.

PrimeMinisterModi’s visit opens
anexcitingnewchapter in theNew
Zealand— India story. The free trade
agreementat its heart is a celebration
of all that is goodabout bothour
countries, andproof ofwhat thebest
little countryon theworld stagecan
achievealongsideoneof itsnew
friends.

● ToddMcClay isMinister forTrade
and Investment.
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Time for partnership
India and New Zealand

NZ business should
be leveraging India’s
strategic blueprint
for its centenary
writeDr Rahul
SenandDr Madan
Mohan Sethi

Dr Rahul Sen Dr Madan Mohan Sethi

I ndia’s ownstrategicblueprint
for 2047— thecentenaryof
independence, brandedas
“Viksit Bharat” orDeveloped

India— setsout justhow large that
opportunity couldbecome forNew
Zealandbusinesses.

The strategyenvisionsa target
grossdomestic product (GDP)of
roughlyUS$30-40 trillion,withper
capita income targeted togrowsix-
fold fromaroundUS$2800asof 2026,
toaroundUS$18,000 in twodecades.

Thekeypillars to support this
visionareanemphasison technology
anddigital public infrastructure (DPI),
physical infrastructureandurban
development, sustainability and
climateaction.

Akeyaspirationof thisvision is
thatwomenareexpected to takea
muchmoreproactive role in shaping
policy, leading innovationsand
creatinguniquebusiness
opportunities globally for India, as
entrepreneurs.

Indiawill addmorepeople to its
middle classover thenext two
decades than theentirepopulationof
NewZealand, several timesover. The
realisationof “Viksit Bharat”will
change the sizeofopportunities for
thenextdecadeof growth forNew
Zealand’s exporters, investors and
serviceproviders.

As Indiamoves toward “Viksit
Bharat” by2047,NewZealandcanbe
itspotential southernanchor—
securingnot just a largemarket for
its products andexpertise, but also
exploring strategicpartnerships that
will ensure sharedprosperity forboth
countries.

Aswesee it, businesses inNew
Zealand thinkof India through the
lensof commodities. The top five
commodityexports fromNew
Zealand to India include fruits and
nuts, forestry andwood, aluminium,
wool, ironand steel.However, this
framingunderstates the scaleof
opportunity.

India’s own technology roadmap
for 2047envisages the services sector
holdingaround60%ofGDP,with
electronics, chemicals, energy,
automotiveandsemiconductors
singledout as the strategic growth
sectorsof thenext twodecades. This
is aprofile suited towhatNew
Zealanddoeswell: knowledge-
intensive, small-batch, service-heavy
exports rather thanbulkcommodity
volumes.

India’sworkforce is expected to
add roughly200millionpeopleover
thecomingyears, and the
Government’s pushonskillingand
vocational trainingcreates real
demand forNewZealand’s tertiary
andvocational educationproviders,
whocompeteonqualityand
pathway-to-workoutcomes rather
thanscale.Wehavevisitedmore than
10-12universities andvocational
trainingcentres inAucklandand
Hamilton.Wesee lotsof
opportunities to train a skilled Indian
workforce.

NewZealandhasahighly
developedagricultural and food
ecosystem.The firmshavestrength
in farm-management technology,

food-safety traceability systemsand
precision-agriculturewhichcanbe
sharedandadapted intoan Indian
agricultural sector that is being
reformed towardhighproductivity.

NewZealandgrowersand
scientists canworkcloselywith their
Indiancounterparts tohelpgrowthe
kiwifruit andapple industries.One
example is thepartnershipbetween
QLBS, aNewZealand-based
complianceandvisibilityplatform
already integrated intoZespri’s
kiwifruit supplychain, andMapMy
Crop, an Indianagritechcompany
withoperations inmore than 100
countries. Thiswas recently
formalised inAuckland througha
memorandumofunderstanding.

India’s renewable energy targetof
500GWby2030, rising toward900
GW-plusby2040, is abuild-out that
needs specialist engineering,
geothermal expertise andproject-
management capability—areas
whereNewZealand firmsalready
operate.Wehavealsovisited
industrieswhoareconvertingbio-
organic andplasticwaste into fuel
andenergy.HereNewZealand
companies canpartnerwith Indian
companies.

India’s growingmiddle class is a
significant sourceofoutbound
tourism.

Similarly,NewZealandcanalso
look towards India for exploring
India’s richheritage, culture, city life
aswell as seekingmedical treatment
inworld-classhospitals.

As India’s per-capita incomerises,
sodoesdemand for specialist
advisory, insurance, and financial
servicesexpertise.Already, a small
numberof capableNewZealand
firmsareengaged.

Thebest example is thatof
Valocity, aNewZealand-owned
propertydataand technology
company thatwon theprestigious
awardof International Fintechof the
Year 2025, for revolutionising the
propertyvaluationprocess in India.

Weareaware thatbusinesses in
NewZealandarewaiting for the right
time toenter the Indianmarket—
once regulatorypathways simplify,
logistics improveand thepolicy
environment settles. The instinct is
understandable, but it alsodescribes
exactly theperiod inwhich the first-
moverbusinessesbuild the
relationships, distributionnetworks
and local knowledge that arehardest
for later entrants to replicate.

Indiancompanies andconsumers
arenotwaiting forperfect conditions
togrow; competitors fromAustralia,
theGulf states, theUKandEuropeare
alreadypositioning in sectorsNew
Zealand firmscouldcrediblycontest.

Theeconomiccomplementarity
betweenour countries is striking.
India is rapidly consolidating its role
asahub forworld trade, adynamic
marketplace, anemerging
manufacturingbase, andacentral
node in global supplychains.

NewZealandbrings its own
distinctive strengths: trusted foodand
agriculture systems,world-class
standards in safetyandsustainability,
anda reputation forprovenance that
commandsapremiumindiscerning
markets.

When these strengthsare
combined, thepossibilities are
significant.

Thesecan include jointventures
in functional foods, nutritionand
agritech thatdrawon India’s scale
andNewZealand’s quality; integrated
supplychainswhere Indian
processing facilities partnerwithNew
Zealand researchandbranding; and
collaborativeventures thatuse India
asa launchpad intowiderAsianand
Gulfmarkets.

Rather thanviewingdistanceasa
barrier, theFreeTradeAgreement
invitesbusinessesonboth sides to
seegeographyasanasset—abridge
between the Indo-Pacific and the
broader global economy.

InApril this year,NewZealandand
India signedabilateral free trade

agreement (FTA) that alignswith
India’s 2047visionandareaswhere
NewZealandbusinesses can
leverage.

The real innovative aspectof this
is the shift from“trade in goods” to
“partnerships in capital”where the
valuecannotbeeasilyquantifiedby
pureeconomicmetrics.While it
awaits formal enforcementand
ratification, businesses that treat
Indiaas a long-horizon relationship
tobuild sectorby sector,with a focus
onpartnershipswill bebetterplaced
thanothers.

India’s economic growth miracle
Indiahasbeenakeydriver of global
economicgrowthover thepast five
years. It hasbeen the fastest-growing
economy in theworld, surpassing
thatofNewZealand’s largest trading
partners in2025, and is expected to
doso in2026and2027, according to
the latest IMFprojections.

This growthstorydemonstrates
remarkable resilienceamidst rising
globaluncertainties.

India is the third-largest economy
in theworldbasedonpurchasing
powerparity. In 2015, India’s
economywas less thanhalf the size
of theUS (39.4%); by2025, it had
reachednearly62%.

Against this backdrop, two-way
goodsand services tradebetween
NewZealandand Indiahasbeen
growing steadilypost-Covid from$2.2
billion in 2021 to$3.9b to theyear
endedMarch thisyear.

However, this representsonly 1.8%
of all exports ofNewZealand’s total
goodsandservices and 1.5%of
imports. India isNewZealand’s 11th
largest overall tradingpartner.

Theasymmetrybetween the
currentbilateral tradeand India’s
growthstory, is exactlywhyNew
Zealandbusinesses shouldpaymore
attention todeepeningand
diversifying their tradeandeconomic
relationshipwith Indianow.

Thecase for India, fromthe

perspectiveof anopeneconomy
suchasNewZealand, is aneconomic
one.Amarket of 1.4bconsumers
growingat above6%annually, driven
byseveral Stateswithin India
growingat anaverage rateof above
10%.Thisunlocksopportunities for
NewZealand to grow its exports,
scale-upbusinessknowledgeand
deepenpeople-to-people
connectionswherepartnershipswill
bring long-termbenefits for theNew
Zealandeconomy.

Whenweanalyse India froman
economicandcommercial pointof
view, the followingpointsdeserve
attention.

● India’smanufacturing sector
remains inexpansionmodeand the
aviation sector is seeing steady
growth. India currently generates
50%of its energy fromrenewable
sources, and Indiahasmoved to38th
position in theGlobal Innovation
Index2025.

● Themining sectorhas
expandedby5.5%,manufacturing
sectorby4.3%, electricity generation
by0.8%.Withinmanufacturing, 14out
of 23 industrygroups recorded
growth inMarch2026. In the same
time, agriculturegrewby3.1%, the
services sectorby9.1%.

● India is primarily adomestic-
driveneconomywithconsumption
and investment contributing70%of
theeconomicactivity.

● India’s cumulative foreign
direct investment stoodatUS$1.14
trillion inDecember2025. Singapore
was the largest investor (25%) and
Mauritius (24%),US (10%),
Netherlands (7%) andJapan (6%)
were significantplayers.

TheMake in India initiativehas
achieved tremendous success since
its inception in 2014. FDIhas shown
consistentupward trend from
US$45.14b in2014-15 to$US70.95b in
2023-24.

Among the sectorswhere invest-
ment is neededareaerospace,
aviation, biotechnology, chemicals,
construction, defencemanufac-
turing, electronicsmanufacturing,
foodprocessing, gemsand jewellery,
IT, leather,mediaandentertainment,
mining, oil andgas, pharmaceuticals,
ports, shipping, renewableenergy,
tourism, textiles, hospitality and
wellness.

NewZealandcompanieshaving
strength in someof the sectors can
explore investment in India.

●DrRahul Sen is Senior Lecturer,
Economics andFinance atAUTandDr
MadanMohanSethi is India’s Consul-
General inAuckland. Theyarewriting
in their personal capacities.
● India’sAucklandConsulate and
BankofBaroda (NZ) are sponsors of
theHerald’s IndiaBusiness report.

● The IndianConsulate’smandate
is topromote tradeandcommerce,
seek investment, promote tourism,
establish collaboration inhigher
education, promotecultureand
furtherpeople-to-people
connections. In the last 18months
theconsulate hasexpanded its
reach tobusiness, universities,
Māori andPasifika. Theconsulate
is ready to supportKiwi businesses
entering the Indianmarket for
products, technologyandservices.
● BankofBaroda (NZ)hasbeen
inNewZealand 16years andcan
facilitate firmsplanning todo
businesswith India.
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Power shift: the rise of the Global South
Developing nations
across Asia, Africa,
and Latin America
aremoving from
the periphery to the
centre of global
power, writes
Andrea Fox

In business diplomacy
wewere very persistent

. . . But the biggest
influence, inmy personal
opinion, was geopolitics.

Edwin Paul

Edwin Paul credits the local Indian diaspora with playing a significant role in getting the trade deal inked.D 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)
chairmanEdwinPaul,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 LatinAmerica
from the periphery to the centre of
global power.

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

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
thatmore thanhalf ofKiwi 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 thenext 20years.
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 andNewZealand’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, the realwork 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 NewZealand 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.

● The INZBC is a sponsor of the
Herald’s IndiaBusinessReport.
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A new tech corridor
for global innovation

Rakon, Serko and
Valocity show how
Kiwi tech is
partnering with
India’s growth

continued on B13

Rakon chief
executive Sinan
Altug (above)
and Valocity’s
Carmen
Vicelich.
Photos / Dean Purcell,

Supplied

I ndia has become one of the
world’s fastest-growing techno-
logy economies. It produces AI
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.

India becomes 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 SinanAltug 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 productsmanufactured 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.

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 advancedman-
ufacturing with deep technical talent.

Rakon’s Indian operations supply
precision timing components to inter-
national telecom networks, local
subcontractors for someof the largest
AI hardware makers and the Indian
Space Research Organisation (ISRO).
The company has a 15-year history
of designing andmanufacturing 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 andmanufacturing 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.”

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

“For us, it’s phenomenal. One Ind-
ian bankdoes in almost amonthwhat
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 automatedpolicy logic is now
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
thatwe 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 singlemodules
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
regulatedmarket with strong govern-
ance, because they have cracked
down heavily on fraud.”

NewZealand Trade and Enterprise
and the High Commission’s team on
the groundwere 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,

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 teambased 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 AI 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 AI, 24/7, but innovating
at the same time.”

Immediate
benefits
from trade
delegations
Serkochief executiveDarrin
GraftonandValocity founder
CarmenVicelichaccompanied
PrimeMinisterChristopherLuxon
on the2025businessmission to
India. There theyexperienced
firsthand the immensecultural and
corporatevalueplacedon
government endorsement.

Vicelich says, “In India,
hierarchy, status and respect are
paramount.Whenyou turnupwith
thePrimeMinister, it gives youa
level of credibility thatmoney
simply cannotbuy. It opensdoors
to thehighest levels of India’s
largest banks thatwouldotherwise
takemonthsor yearsof
networking topenetrate.”

Graftonagrees that thepolitical
alignment acts as a catalyst. Serko
timed theofficial openingof its new
Bengalurucapability centre to
coincidewith theprimeminister’s
visit. It leveraged the statevisit to
signal long-termcommitment to
themarket.

“Having thePrimeMinister there
toofficially open theoffice sent a
powerfulmessage toour local
teamandpartners. It shows that
this isn’t just a corporateoutpost;
it’s a recognisedpieceof the
bilateral relationship.”

India Business
Bill Bennett
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‘Having patience is important’

Engaging at a deeper
level and engaging

directlymaywell be the
winning formula.

Nikhil Ravishankar

Air New Zealand
eyes deeper India
ties and potential
direct flights

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, on a
flight to Rotorua
last year.

A irNewZealandchief
executiveNikhil
Ravishankar grewup in
whathedescribesas the

“Dunedinof India”,whichgavehim
an insight intowhere thecountrywas
heading.

Growingup inBangalore—now
Bengaluru—meanthe saw forhimself
howthe fast-growing IT sector could
propelwider growth throughout
India. “Itwasabig student town. Lots
of schools, colleges, universities. It
wasbuilt as amodel city, as an
expressionofwhatmodern India
could look like.”

Thecosmopolitan city, nowwith
15millionpeople andoneof the
world’s fastest-growingcities,
embodied theemphasisoneducation
and training.

“I remember growingupamong
theenergy thatwasbuilding in the
city, so itwasn’t a surprise tome that
since themid-90s it’s exploded.That
real focus in the lowermiddle class
andmiddle classof Indiaon thevalue
of education is themost important
thing for society to focuson—and
it’s beenahugegrowthengine for the
country.”

Ravishankar’s familymoved to
Aucklandwhenhewas 15buthehas
visited thecountry frequently inhis
previous IT jobs— includingwith
global consultancyAccenture.

As theNewZealand-India free
tradedealmoves towards
ratification, he sees it as amajor
milestone for this country’s economic
growth. “What the IndiaFTAcould
bring toNewZealand’sGDPgrowth
is soexciting.”

Hehas someadvice forNew
Zealandbusinesses turning their
sights toan Indiawithapopulation
of 1.4 billionandamiddle class
estimated togrow tomore than700
millionby2030.

He saysKiwibusinesspeoplehave
tobeprepared to invest timeand
effort intobuildingdeep
relationships. “Sometimes these
thingsare going to takeawhile to
build—havingpatience is going to
be important tobeing successful.”

Explaining thevaluepropositionof
NewZealand’s products andservices
has tobedonecarefully andclearly.

Ravishankar says Indianbusiness
culture is similar to thatof this

country. “If India andNewZealand
hadpersonalities,we’dbe this
introverted sortwith self-doubt.
Humbleand relationship-based
humanbeings.”

Although India is avastplace,
building trusted relationshipswas the
samenearly theworldover—
realisingwhatpeoplehave in
commonandwhere theydiffer.

“Withmostmarkets, 90%of
everythingweall doashumans—
there’s a lot of commonality.
Acknowledging that is important. But
there’s always 10% that is going tobe
different,” Ravishankar says.

That iswherepatienceand
curiosityare important. “In trying to
engage in India, the temptationwill
be to engage through intermediaries.
Thatmightyield results early, but I
think it seldomdoesget to the full
potential partnership. Sowhere
possible, engagingat adeeper level
andengagingdirectlymaywell be the
winning formula.”

Hewarns that India can’t be
treatedasone singlemarket. There
are threedistinct geographical areas
—withmarketswortharound$1
trillioneach—and theyhavedifferent
needsanddemands.

BengaluruandChennai,Mumbai-
Ahmedabadand thegreaterDelhi
region shouldbe treated separately.

“Therearevery specific geograph-
ical nuances that arewortheducating
ourselvesonbecause thatwillmake
usmuchmore ready tocapitaliseon
theopportunity.”

The three regionscreate incen-
tives toattract different kindsof
capital andcapability.

Ravishankar says Indiahad
learned fromthe rest of theworld,
whichhadhelped it createabetter
environment fordoingbusiness.

Lessons fromWesterneconomies
had improved systemsandgover-
nancemodels. For acountry that
historicallyhada formidable
bureaucracy, theoperating

environmenthas improved.
“Thework that they’vebeendoing

over the lastdecadeor so in terms
of simplifying the rules and
regulations, becomingmore
business-friendlyandcreating
transparencyhasbeen really good.

“They’ll alsobe the first toadmit
there’s a lotmorework tobedone.
But in certain areas they’ve really
leapfroggeddevelopedeconomies.”

With IndiaandNewZealandbeing
twoCommonwealthcountries, there
are strong links inunexpectedareas
suchasdefence, and themorewell-
known: sport.

Fansof the Indiancricket teamare
often fansof theBlackCaps, helped
by themutual respect the teams
showon the fieldand theuniversal
support of theunderdog—a tagNew
Zealandoftencarries intoencounters
with thecricketpowerhouse.

Whengrowingup in India,
Ravishankaralsodiscovered theAll
BlacksoncableTVandhis early
fandomhasn’twaned. “I knewthen
theAll Blackswouldbemy favourite
team.”

Air link outlook
Rightnowthere arenonon-stop
flightsbetweenNewZealandand
India in spiteof beingon the radar
for several years.

It iswellwithin rangeof aircraft
andduring thepandemic therewere
severalAir India repatriation flights
toanumberof cities fromAuckland.

Duringavisit to India inMarch last
yearbyPrimeMinisterChristopher
Luxon, both countries committed to
explorenon-stop flights.

Ravishankar says this is stillwork
inprogress. Fornow, growingAirNew
Zealandservices throughSingapore
with its jointventurepartner
SingaporeAirlines andconnecting to
StarAlliancepartnerAir Indiawere
meeting thegrowingdemand inboth
directionsbypassengers and freight.
Between those threeairlines,New
Zealandwas linked to 16cities in India
with indirect services.

“That’s a good startingpoint forus.”

Tourism grows
TourismNZ figures showtherewere
113,800visitors from India in themost
recent annualperiod,making it one
of the fastest-growing tourism
markets for the country. InApril this
year, 8000 Indian tourists arrived,
representinga 17%year-on-year
increaseand reachinganewrecord
for thatmonth. Therearean
estimated300,000peopleof Indian
origin in this country,meaning the
visiting friends and family (VFR)
market is big.

Last year therewere 113,800New
Zealand-resident traveller arrivals
fromIndia, according toStatsNZ.This
markeda substantial increase from
previousperiodsand set anew
annual record forNewZealand
residents returninghomeor
travelling fromIndia.

Ravishankar saysAirNewZealand
isworkingwithAir India toestablish
a jointventuredeal—where revenue
canbeshared—andprovide the
foundations forwhat coulddevelop
intodirect flights byoneof the
airlines.Applicationswouldbe filed
with regulators inbothcountriesbut
theassessmentprocess could take
some time.

Beforecommittinghundredsof
millionsofdollarsworthof aircraft
andsupport structures,AirNew
Zealandwouldneed toensure there
wasdemand fromthreepartsof the
market;VFR, corporate travellers and
theairline’s keypremiumleisure
segment.

“Whatwearedoing rightnowwith
Air India isworking together tobuild
thatdemand,” he says.

“Youdon’t build thatdemandafter
you launch the route, youdo itmuch
aheadof time. It is really about
introducingdestinationNewZealand,
selling thevalueproposition to the
right segment in avastmarket.”

AirNewZealandwill put “bootson
theground”with seniormarketing
staff in keypartsof India.We’ll start
to tell theNewZealandstory to that
market a lot, likeSwitzerlandhas
managed todo,” he says.

TheEuropeancountrywasagreat
case study to try to replicate.

“They’ve really tapped into the
hearts andmindsof thathigh-end
premiumlevel traveller outof India.”
● AirNewZealand is a sponsor of the
Herald’s IndiaBusiness report.

New corridor reshaping global innovation
continued from B12

Serko co-
founder and
chief
executive
Darrin
Grafton.

Photo / Dean
Purcell

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 AI 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

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.

India Business
Grant Bradley
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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

continued on B15

It’s themoodmusic to
the romance. Themain

actors tend to be
government types, but
they absolutely need

that music, the candles,
the ambience created by
businesses creating the
wider relationship and

atmosphere.
Simon Bridges.

When Christopher
Luxon a few years ago

said hewas 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

S 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. Themain 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
tradenegotiationafter previous failed
attempts.

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

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

“That’ll always be true, if we’re
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
thewider 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.”

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 therewere some
who thought a free trade agreement
with Indiawithin a short spaceof time
was impossible. But politics is always
about dreaming the bigger dreamand
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

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 kiwifruit 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-
tionwhenCovid 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 withWaikato 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

India Business
Andrea Fox
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Labour laid the groundwork, now
the Government must deliver

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

Prime Minister Modi’s visit deserves to be treated as the continuation of a long diplomatic effort, not its conclusion,
writes Damien O'Connor. Photo / MartyMelville

What happens next
depends onwhether

both sides approach this
relationship with the

patience and seriousness
it demands.

Damien O’Connor

P rimeMinisterModi’s visit to
NewZealand thismonth is
amomentworthpausingon
— the first visit byan Indian

PrimeMinister in fourdecades. That
alone tells youhowslowly this
relationshiphasmoved, andhow
muchwork it takes to shift it.

When I tookon theTradeand
ExportGrowthportfolio in2020,
Indiawas themarket everyonecalled
full of potential. Theproblemwith
potential is that it doesn’t putproduct
onships. Labourmadeadeliberate
decision to reprioritise Indiaandback
itwithour time, not just our rhetoric.

Covidclosed theworld’s borders
for twoyears, but themoment travel
reopenedwemovedhard: four
ministerial visits, twoofmine toNew
Delhi in a singleyear, and the largest
businessdelegationNewZealandhad
ever sent. That kindof sustained
effort doesn’t showup inapress
release, but it is howyouearn trust
inamarket this complex.

TheFTAsigned inApril doesopen
doors.More thanhalf of ourexports
becomeduty-free fromdayone,
rising toover80%over time. Sheep
meat,wool, forestry andseafoodnow
havegenuineaccesswhere Indian
tariffs had shutusout.

Labour supported theenabling
legislationbecause that access
matters to exporters,workers and
their regions. This is progress, andwe
won’t pretendotherwise.

Butbusinesseswouldbewise to
go inwith their eyesopen. The$33
billion investment target is, toput it
charitably, ambitious.

Indiahas signalled itwill enforce
aclawback if that target ismissed
over 15years,meaningaccess gains
inapples, honeyandkiwifruit could
beunilaterally reversed.Anunusual
andconcerningprecedent, one that
reflects anegotiation treatedasan
electionpromise rather than the
national interest.

ChristopherLuxon’s 2023debate
promise todeliver anFTAcreateda
political deadlineat oddswith the
patience theseagreements require.
TheUK tookmore than threeyears.

Rushing to save face rarelydelivers
thebest outcome, anddairy, our
singlebiggest export, gainedvery
little.

This iswhereLabour’s approach
differs.A tradedealhas todeliver for
allNewZealanders, not just for the
announcement.Agreementsmust lift
wagesand regions, protect our right
to regulate, hold the lineon labour
andenvironmental standards, and
keep faithwith theclean, high-value
brandour exporters tradeon.

Noneof thisdiminishes the
opportunity. India is theworld’smost
populouscountryandoneof its
fastest-growingeconomies, and its

middle class is hungry for the safe,
high-quality foodweproduce.

But the greatest growth lies
beyondprimaryexports: education,
agritech, environmental andclimate
technology, science, and the living
bridgeofNewZealand’s Indian
community.

In government, Labourwould
invest in thesedeliberately: research
andeducationpartnerships, climate-
techandagritechcollaboration
wherewe lead, consistentministerial
engagementoverdeadline-drivenset
pieces, andadiaspora treatedas
partners, not a line ina speech.

TheGovernment could start by

clearingup themixedsignals from
within theCoalitionover the
immigrationcommitments in this
deal. Contradictoryaccounts from
ministersweeksbeforePrime
MinisterModi arrivesdonothing for
the trust this relationshipdependson,
andneed resolvingplainly, before the
visit rather thanafter.

PrimeMinisterModi’s visit
deserves tobe treatedas the
continuationof a longdiplomatic
effort, not its conclusion.

Labour laid thegroundwork.The
FTAhasopened somedoors.What
happensnextdependsonwhether
both sides approach this relationship
with thepatienceandseriousness it
demands. That is theworkLabour is
committed to, and thework that
finally turnspotential intoproducton
ships.

● DamienO’Connor is Labour’s
Spokesperson forTradeandExport
Growth

Anod to
O’Connor
India’sCommerceand Industry
Minister PiyushGoyalwentoutof
hisway toacknowledge former
TradeMinisterDamienO’Connor at
theFTAsigning, underlining the
personal relationships
underpinning thenewagreement.
“DamienO’Connor is a verydear
friend.Weworked together for
nearly five andahalf, six years, and
its great tohavehimback in India
aftermanyyears.”

It serves as a reminder thatNew
Zealand’s newFTAwith Indiabuilds
ongroundwork laidover several
years, includingO’Connor’s tenure,
and signals continuity in
Wellington’s tradeengagement
withNewDelhi—evenas
ministerial portfolios change.

continued from B14

India deal shows the power of Kiwi business diplomacy

They said, you’re not top
of the dance card. Find a
way to add value to India

and be clear about the
value youwant in return.

Michael Fox

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 nowwe’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
to need trusted advisory services you
can rely on before you leave, while
you’re 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 amarathon, not a sprint.

“It requires an ongoing commit-
ment to building that relationship,
showingup todelegations, 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 farmingmodel

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

Earl Rattray formeda farming
company in2012, alongwith three
India-based ITprofessionals, all keen
tomakecommercial farmingwork.
It’s a tropical confinement farming
model on leased landamong the
paddy fieldson theoutskirts of the
Delhi capital region. The farmcarries
around380dairy cattle,with an
average200 lactatingcows
producingmilk across the full year,
at very similar yields toNewZealand.

Agrowingdirect-to-homemilk
and freshdairydeliverybusiness
evolved, similar to theoldmilkman
modelNZhadhere in thepast. “We
havea small processingandpacking
plant. This business hasbeenable to
scaleby co-operatingwithother
dedicated farmers andvillagemilk
collectioncentres,” Rattray says.

AgrowingB2Bbusinesshasalso
achieved traction, supplyingmilk
andcreamtobakery, cafe and
confectionery channels. It currently
delivers to6000homesandhandles
around 10,000 litresperday.

The fully private sector initiative
nowemploys around60 full-time
staff,withmore than 150part-time
delivery riders.

“Wehavebeenable to
successfully blendNewZealand
concepts andsimple tech intoa
systemthatworks in the local
environment,” he says. “It’s stable,
and it’s interesting—and I’d do it
again, only faster.”
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Migrants are ‘part of the engine room’
NZ should target
productive
migrants to help
with the skills
crunch, says a
finance leader

Combinedwith carefully
targeted skilled

migration, the agreement
has the potential to

support stronger
economic growth,

increased investment
and deeper people-to-
people connections

Ajay Kumar

Fran O’Sullivan

L 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
believesmuchof 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 NewZea-
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 saysmanyof themigrants have
achieved home ownership, business
ownership andprofessional 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 toultimately accel-
erate growth towards 5% per year.

“If all Indianmigrants 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 ofwhereNew
Zealand’s domestic training pipeline
cannot keep up with demand.

New Zealand faces long waitlists,
high healthcare costs and shortages

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/
AI 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 speakingmedical

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

“We can’t produce overnight doc-
tors, nurses, AI 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 supplyof trainedmedi-
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 importanceof healthcare
capacity and workforce planning in
New Zealand.”

Pushback on immigration 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 drivenby amisunder-
standing of how the agreementworks
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’smassive
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 benefitswill 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
shapeofNewZealand’s economyand
public services.
● Global Finance is a sponsor of the
Herald’s IndiaBusiness report.
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Waikato campus to boost
education links

Waikato University
is increasing
collaborationwith
Indian institutions
to exchange
talent, ideas
and innovation

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.

T 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 engagementwith Indianuni-
versities and industry”.

He says India is one of the world’s
largest higher education and know-
ledgemarkets. Combinedwith 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.

“Manyof 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

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 1.4 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 andwewill 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.”

There is 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 seewhat it’s like, and they
can cross-credit back.”

Waikato University currently has
agreements with 25 Indian partner
institutions, spanning student ex-
change, progression pathways, re-
searchcollaboration andprofessional
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
twomemorandumsofunderstanding
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 itsmultidisciplinary approachand
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-

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 betweenNewZealand 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.
TheNewZealandCentre 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
Indiawould look like in 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 partnershipswith 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 lastingvalue 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.”
● TheUniversityofWaikato is a
sponsor of theHerald’s IndiaBusiness
report.

Indian studentsmake a strong impact
Arapidgrowth innumbershas seen
Indiabecome the second-largest
sourcemarket for international
students inNewZealand, afterChina.
Thereare about 12,000 Indian students
at the country’s universities,
polytechnics andprivate training
establishments (PTEs),or 14%of the
international student community.

The Indiannumbersnearlydoubled
in2023 following theCovidpandemic
andgrewanother 34% in 2024. The
total international students is back to
about80%ofpre-Covid levels.

Popularprogrammes for the Indian
students include information

technology, artificial intelligence,
healthcare (nursing), business and
management, agricultureand
engineering.

Indian students are choosingNew
Zealandbecauseof:

● Clearpost-studywork rights:
Therehavebeen recentpolicy
restrictions in traditional destinations,
whileNewZealand is nowoffering
attractivepost-studyworkvisas.
Master’s andPhDgraduates can secure
workexperience, oftenwithdirect
pathways to residency linked to skills
shortages.

● High-quality education: All New

Zealand’s eightuniversities
consistently rank in theglobal top500
andoffer internationally-respected
degrees focusedon researchand real-
world application.

● Cost-effectivealternatives:
Tuition fees and livingexpensesare
generallymore affordable than in the
UnitedStates orAustralia, and students
canworkpart-timeup to20hours a
weekduring the semester and full-time
during theholidaybreaks to cover
costs.

● Safety and stability:New
Zealand ranks asoneof the safest and
mostpeaceful countries in theworld,

givingpeaceofmind to students and
their families.

● Welcomingmulticultural
society: Indian students easily adapt to
thecountry’s diversity and
inclusiveness. Themain citieshave
well-established Indiancommunities,
cultural festivals and familiar amenities.

TheFreeTradeAgreementexpands
economic,mobility andeducation
partnershipsbetween the two
countries.Under this agreement, the
temporaryemployment entryvisas
allow for 5000 Indianprofessionals to
be inNewZealandat anygiven time,
translating to about 1667visas ayear.

India Business
Graham
Skellern
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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

We still can’t fly to India directly and that matters more than people realise,
says Carrie Hurihanganui.

W henPrimeMinister
ChristopherLuxon
stood inNewDelhi in
April andcalledNew

Zealand’snew free tradeagreement
with Indiaa “once inageneration”
deal, hewasn’t overstating it.

For aneconomyour size, the
chance toplug intoamarket of 1.4
billionpeople, on track tobecome the
world’s third largest, doesn’t come
aroundoften.TheFTAstripsor
reduces tariffs from95%ofour
exports, opensnewdoors forour
wine,mānukahoney, farmingand
forestry sectors, andbacks it upwith
aUS$20billionNewZealand
investment commitmentover 15
years.

It is, byanymeasure,NZ Incat its
most ambitious.However, there is a
gap in the story that gets far less
attention than the tradenumbers:we
still can’t fly theredirectly. That
mattersmore thanpeople realise.

India isnowNewZealand’s fifth-
largest internationalmarketby
passengervolume,havingovertaken

theUnitedKingdom,andclimbed
from10thplace just adecadeago.The
India-NewZealand travel corridor
hasgrown91% in 10years,with
378,000passengers travelling
between the twocountries in theyear
toApril 2026.

Tourismspend fromIndian
visitorshit $229million in theyear
toMarch, andair cargobetweenour
countrieswasworth$344m,up 14%
on theyearbefore. Everyoneof those
passengers andeverykilogramof
that cargo is currently routed through
someoneelse’s hub: Singapore,Kuala
Lumpur,AustraliaorHongKong.We
arebuilding agenuinely significant
tradeand tourismrelationshipon the
backof other countries’ aviation
networks.

That’s theopportunity and it’s also
thechallenge.With strongdemand
for travel, the constraintweare facing
is global aircraft availability.Airlines
areclearly interested in this largeand
fast-growingmarket.However,
carriers suchasAir Indiaand IndiGo
need towait fordeliveryof the right
typeof aircraft, like theAirbusA350,
before theycancredibly fly the route
non-stop.Meanwhile, airlines face
variouschallenges, includingvolatile
jet fuel prices, visa friction, and the
closureofPakistani airspace.

It’s clear thatdirect connectivity
won’t simplyappearbecause travel
demand is significant and the trade
case is strong.

NewZealand Inc is going toneed
toworkhard to stayon the radarof

airlines, becausewearecompeting
withdestinations all around the
world to securenewroutesand
services. This is exactly thekindof
problemNZ Inc solvesbestwhenwe
work together.

AucklandAirport has signeda
memorandumofunderstandingwith
Delhi’s IndiraGandhi International
Airport, thebusiest airport in India,
withadirect commitment to
supportingnon-stop flightsbetween
Delhi andAuckland.

Wealso continue to regularly
engageairlinesdirectly, presenting
business cases, tracking fleet
availability, andmaking sure
Auckland remains frontofmind
whennetworkexpansiondecisions
aremade.

At the same time,AirNewZealand
andAir Indiahaveagreed toa
codeshare thatwill connect Indian
cities (Delhi,Mumbai, Bengaluruand
Chennai) through toAuckland,
Christchurch,Wellingtonand
Queenstown,withbothairlines
targetingdirect flights by late 2028.

Weall need tokeepshowingup,
alongside theGovernment, tourism
agencies, exporters andairlines,
because theprize, frankly, is
enormous.

Considerwhatdirect connectivity
wouldunlock. Indiadeliversdemand
atbothendsofour calendar: a festive
peakacrossNovemberand
December, anda secondpeak from
March toMay, spreading travelmore
evenly through theyearandhelping
fill capacity in theautumnshoulder
whenothermarkets goquiet.

TourismNewZealand’smarket
research says there are 14.7m Indian
travellerswhoalreadyseeNew
Zealandas ahighlyappealing,
affordableholidaydestinationand
areactivelyconsidering avisit in the
next threeyears. There’s alsoa
thrivingcommunityalreadyhere:
more than350,000 Indiansnowcall
NewZealandhome, our fastest-
growingmigrantpopulation.

With the festive travel corridor
stretching fromDiwali right through
toour summerholidays, it provides
anatural anchor foryear-round
demand thatVFR (visiting friendsand
relatives) traffic fromnoothermarket
canmatch.

Anon-stop flight betweenour two
countrieswouldmakeNewZealand
anevenmoreattractivedestination
forhigh-value Indianvisitors,
convertingmoreof those 14.7m
people consideringavisit intoactual
visitors toNewZealand.

In termsof cargo, adirect service
would slash transit times for thehigh-
value, time-sensitive goodswewant
to see flowingeasilybetweenour two
countries: pharmaceuticals, premium
horticulture, infant formula—all
directly supporting theGovernment’s
goal ofdoubling exportsby2035.

TheFTAputs the trade
architecture inplace.Nowwe just
need theconnectivity tomatch the
ambitionbehind it. Thatmeans
continued, co-ordinatedengagement
with theairlinesbestplaced to fly this
route, alongwith smartvisaandcost
settings thatmakeNewZealandan
easy “yes”.
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Logistics giant builds a
network for expansion

Mainfreight targets
India’s growing food
and beverage
freight market

Andrea Fox

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

N 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 world’s 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.

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 andmake surewe’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’re 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. We’d like to be
bigger, but it’ll come. And we have to
be patient.”

Slumberzone’s manufacturing leap
— from Auckland to Hyderabad

Ranjay Sikka

Ranjay Sikka is director of
Slumberzone NZ

3D model of the
Slumberzone
India building

Thestrategic commercial landscape
betweenNewZealandand India is
undergoingaprofound
transformation.

DrivenbyactiveFreeTrade
Agreement (FTA)discussionsand the
high-profileNewZealandPrime
Ministerial tradedelegation to India
last year, forward-thinkingKiwi
enterprises are successfully
convertingdiplomatic goodwill into
concrete, high-yieldmarket
expansions.

This evolving tradecorridor is
deliveringprofound,mutual
economicbenefits tobothnations.

Standingat theabsolute forefront
of this commercial awakening is
Slumberzone.

Bycombining robustdomestic
growthwithinNewZealandwith
strategicoffshorecapital
deployment, thepremiumbedding
manufacturerhas emergedasa
blueprint for bilateral success—
proudlyexportingNewZealand
brand integrity, design innovation,
and international productquality
directly to India.

Deepeningdomestic rootswhile
broadeningglobalhorizons
Established in 2011, Slumberzonehas
embedded itself in theNewZealand
mattressniche, anchoredbyan
expansivenetworkofmore than80
authorised retailersnationwide.
Rather than restingon itsdomestic
laurels, thecompany is leveraging its
local strength to fundambitious
international growth.

Central to this strategy is a
comprehensivecross-border

framework. Slumberzone is
simultaneouslyplanninga state-of-
the-artmanufacturinghub in
Auckland to support its dedicated
Kiwi retail partners,while
establishingaworld-class, state-of-
the-artmanufacturing facility in
Hyderabad, India.

Thisdual-expansionmodel
ensures thatNewZealandservesas

the intellectual andbrand foundation
for theentire enterprise. Bykeeping
productdesign, corevalues, andstrict
quality control grounded inKiwi
heritage, Slumberzoneacts as aproud
partnerwith India—proving thatNew
Zealandpremiumbrandscan
seamlessly scale into theworld’s
fastest-growingconsumerwellness
economywithout losing the local
DNAthatmade themsuccessful in
the first place.

WhatmakesSlumberzonean
exceptionallypotent export brand is
itshard-earned reputation for
breaking themonopolyof legacy
corporate giants.

By introducing theconceptof
“affordable luxury”, Slumberzone
proved thatworld-classorthopaedic
mattress engineering— featuring
independentpocket-spring systems
and thermal-regulatinggel-memory
foams—couldbedeliveredwithout
anexorbitantprice tag.

Thisprecisevalueproposition,
whichhasdisrupted theKiwibedding

market, is exactlywhat Slumberzone
isnowtaking to India’s discerning
middle- andupper-class consumers.

Beyondspecialisedorthopaedic
science, Slumberzone’smarket
leadership is drivenbyan
omnichannel customer lifecycle that
buildsunshakablebrand loyalty—a
corecompetency that forms the
operational spineof theirnew Indian
infrastructure.

Taking the NZ brand to India
Slumberzone’smultimillion-dollar

investment intoa state-of-the-art
facility inHyderabad represents a
massive step forward forNew
Zealand’s exportnarrative.

Insteadofmerely licensing its
name, the company is actively
injectingNewZealandcapital,
proprietarypatent technologies, and
stringent international quality control
protocolsdirectly into the local
Indianmanufacturingecosystem.

This strategic integrationensures
that everymattressproduced in the
newHyderabad facilitymatches the
exact international specifications
demandedby luxurymarkets
worldwide.

Thismilestonedirectlymirrors the
coreobjectivesof last year’s Prime
Ministerial tradedelegation: fostering
deep, bilateral collaborationswhere
NewZealand’s design ingenuityand
elitebrandequity find fertile soil in
India’smassive, dynamicmarket for
long-termgrowth.

The resultingpartnership is a
classicwin-win, generating localised
industrial employmentand
manufacturingmaturitywithin India,
while also expanding theglobal
footprint, intellectual propertyvalue,
andeconomic returnsof aproudNew
Zealandbusiness.

Makenomistake: Slumberzone is
here to stay, and it is onadefinitive
mission to liftNewZealand’shigh-
valuemanufacturingniche to
unprecedentedglobalheights.

Byestablishingaworld-class
manufacturingasset in India,
Slumberzonedemonstrates thatKiwi
companiesdonothave tobepassive
observersof global trade— theycan
actively shape it throughbold
investmentanduncompromising
standardsofproduct excellence.

Genuine appetite
for engagement

Dan Huggins

India is oneof theworld’s largest
and fastest-growingmajor
economies, and theNewZealand—
IndiaFTAcreates aplatform for
newopportunities forbusinesses in
bothcountries.

The realworknow is turning that
opportunity intopractical,
sustainable growth, saysBNZchief
executiveDanHuggins.

“Havinghad theprivilegeof
joining thePrimeMinister’s
businessmission, it is clear that
Indiapresents a significant
opportunity for our country,” says
Huggins. “Buildingbusiness in India
will take time, commitmentand
strong relationships.

“There is genuineappetite from
Indianbusinesses toengagewith
NewZealand, butweneed tobe
clear aboutwhereweaddvalue,
understand local conditionsandbe
prepared for a complexandhighly
competitivemarket.”

BNZhashada long-standing
strongconnectionwithNew
Zealand’s Indiancommunity,
including through the
establishmentof Indiancommunity
banking in2013.Huggins says that
reflects the importance thebank
placeson “understandingour
customersandbuilding trusted
relationshipswith thediverse

communitiesweserve.”
He saysBNZ is committed to

helpinggrowthe social, cultural and
financialwellbeingofNew
Zealanders. “Supportingevents like
Diwali and the IndianNewslink
awards is onewayweacknowledge
thecontributionNewZealand’s
Indiancommunitymakes toour
economic, cultural andsocial life.”
● BNZ is a sponsor of theHerald’s
IndiaBusiness report.

NZ-India trade
corridor in focus
The catalyst:Last year’sNZPrime
Ministerial tradedelegationand the
free tradeagreement frameworks.
Corporate model:Slumberzone
NZ (est. 2011) deploying local
investment, brand trust, and tech
blueprints overseas.
Manufacturing blueprint:Twin
expansionsvia anewAucklandhub
andan international facility in
Hyderabad.
Value proposition: Introducing
NewZealand’s ‘AffordableLuxury’
and strict orthopaedic standards to
Indianconsumers.
Core vision:PositioningNew
Zealandas aproud, elite
manufacturinganddesignpartner
in India’swellnessboom.
● Slumberzone’s initial
investment in India is
approximately $30million.
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Unlocking the India opportunity — why
preparation and partnership matter

NZ Trade
Commissioner
Graham Rouse
urges Kiwi
businesses to seize
themoment with
the new trade
pact with India

As global markets
becomemore

competitive and
uncertain, it has never

beenmore important for
New Zealand companies

to diversify, build
resilience and pursue

new opportunities
abroad. India is one of
themost compelling

opportunities available
to us today.

GrahamRouse

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.

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

T radehasalwaysbeenat the
heart ofNewZealand’s
prosperity.As a small nation
at theedgeof theworld, our

ability to connectwith international
marketsunderpins jobs, businesses
andeconomicgrowthhereathome.
Asglobalmarketsbecomemore
competitiveanduncertain, it has
neverbeenmore important forNew
Zealandcompanies todiversify, build
resilienceandpursuenew
opportunities abroad. India is oneof
themost compellingopportunities
available tous today.

Thenumbers tell part of the story.
India is home to 1.4billionpeople, is
the fastest-growingeconomy in the
G20and is projected tobecome the
world’s third-largest economywithin
thenext fiveyears.

Its rapidly expandingmiddle class
andgrowingdemand forhigh-quality
products, specialist servicesand
innovationmake it amarketof
enormouspotential forNewZealand
exporters.

Thatopportunity is already
translating into results. Since2022,
tradebetweenNewZealandand
Indiahas grownsignificantly,with
Indiamovingup the ranksofour
tradingpartners andbecomingan
increasingly importantdestination
forKiwi exporters.Weare seeing
strongmomentumacrosspremium
foodandbeverage, forestry,
manufacturing, technologyand
services, demonstrating that India is
no longer simplya futureopportunity
— it is amarketdelivering results
today.

TheNewZealand-IndiaFreeTrade
Agreementmarksan important
milestone in this relationship.Once
fully implemented, itwill eliminateor
reduce tariffs on95%ofNewZealand
exports to India, improvemarket
access, create greater certainty for
businessesand level theplaying field
withourcompetitors.

It has thepotential todeliver
significant, long-termcommercial
outcomesacrosskey sectors thatwill
benefit all ofNewZealand.

But a tradeagreement isnot a
guaranteeof success.

Oneof thebiggestmisconceptions
about India is thatmarket access
alone is enough. In reality, India
rewardspreparation, patienceand
commitment farmore thanquick
wins. Thebusinesses that succeedare
thosewilling to invest time in
understanding themarket, building
relationshipsandadapting their
approach to local conditions.

India is notonemarket. It is a
diverse, complexandhighlydynamic
business environmentmadeupof
multiple states, languages, cultures
and regulatory frameworks.What
works inMumbaimaynotwork in
Bengaluru.What resonateswith
consumers inDelhimaybedifferent
fromwhat succeeds inHyderabad.
Companies that take the time to
understand thesedifferences,
identify the rightopportunities and
target specific regions are farmore
likely to achieve sustainable growth.

Strongpartnershipsareequally
important.

SomeofNewZealand’smost

successful businesses in Indiahave
spentyearsbuilding trusted
relationshipsandestablishinga local
presence.Gallagher Securityhas
operated in India for threedecades.
Rakonhaspartneredwith India’s
spaceprogramme formore than 15
years.

FintechcompanyValocityhas
spentyearsdeveloping relationships
and local expertise tobecomeoneof
the standoutNewZealand
technology success stories in the
market.

Their successdidnothappen
overnight. Itwasbuilt through

persistence, partnership anda long-
termcommitment to themarket.

Thishighlights an important shift
inhowweshould thinkabout India.
Theopportunity is not simply to sell
moreproducts into themarket.
Increasingly, it is aboutbuildingwith
India— formingpartnerships,
investing incapability, collaborating
on innovationandcreatingvalue
together.NewZealandbrings trusted
products, specialist expertise,
innovationanda reputation for
quality. Indiabrings scale, talent,
ambitionanddemand.Together,
those strengthsarehighly
complementary.

NewZealandTradeandEnterprise
(NZTE) is helpingbusinessesnavigate
this journey.

Weare currently supportingmore
exporters in India thaneverbefore.
Throughour teams inMumbai,New
Delhi,NewZealandandacrossour
globalnetwork,wehelpcompanies
understandmarket conditions,
identifyopportunities, build
capability andconnectwithpotential
partners.NZTE is shininga lighton
thepath tomarketwithour
Illuminate Indiaprogramme,which

providesmarket insights, capability-
buildingwebinars, tradeactivations,
in-market events andcommercial
connections.

Earlier thisyear, in response to
growing interest in themarket,we
supportedNewZealand’s first-ever
delegationatConvergence India,
India’s largest andmost influential
technologyexpo.

Later thisyearwe’ll be leadinga
NewZealandpresenceat
MumbaiWoodandProWineMumbai
— twootherhighly influential trade
shows.Weareworkingcloselywith
MFAT,MPI andother government
agencies to raiseNewZealand’s
profile in India, opendoorsandhelp
businesses tobuild the relationships
andcommercial understanding they
need to succeed.

Themessage forNewZealand
businesses is simple: start now.

Thecompanies thatwill benefit
most fromthe Indiaopportunityare
unlikely tobe theoneswaiting for
everydetail of the tradeagreement
tobe implemented. Theywill be the
businesses investing today inmarket
knowledge, local connectionsand
trustedpartnerships. Theywill be the
companieswilling to learn, adapt and
takea long-termview.

India rewardsbusinesses that
showup, stay thecourseandbuild
relationships. ForNewZealand
exportersprepared todo that, the
opportunities are significant.Andas
wework towards thegoal of growing
ourexports andstrengtheningNew
Zealand’s economy, Indiahas the
potential tobecomeoneofourmost
important commercial relationships
in thedecadesahead.

● GrahamRouse isNZTETrade
Commissioner andConsul-General to
India
● NZTE is a sponsor of theHerald’s
IndiaBusinessReport.

To findoutmore, visitmy.nzte.
govt.nz/Indiaor contact
IndiaFTA@nzte.govt.nz
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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

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

T radeagreementsopen
doors. TheNewZealand-
India free tradeagreement
has thrownonewideopen

—butpeople still need towalk
through it.

I saw that first-hand lastmonth,
accompanying 10of India’s brightest
agribusiness entrepreneursand
business leadersduringaweek-long
visit toNewZealand.

TheAsiaNewZealand
Foundation’s IndiaEntrepreneurship
Initiative (NZIEI), now in its second
year, brought thedelegationhere to
meetbusinesses, researchers and
entrepreneursacrossAuckland,
Waikato, and theBayofPlentybefore
culminatingatFieldays.

Delegates included thevice-
presidentofTractors andFarm
Equipment (Tafe) oneof India’s
largest tractormanufacturers; the
founderof aprecisionagriculture
platformoperating inmore than80
countries; andentrepreneurs
workingacrossAI-drivencrop
monitoring, dairyhealth technology,
climate-smartmechanisation, and
sustainablebeekeeping.

Theybroughtwith thema
sophisticatedunderstandingofhow
todeploy technologyacross
complex, price-sensitivemarkets at a
scale fewNewZealandershave
experienced.

What impressed them
ForVikasMishra, businessdirector at
Evergreen InnovationPlatform—
which scouts andadapts climate
innovations for smallholder farmers
across India— thevisit confirmed
somethinghehad long suspected:
thatNewZealand’s agricultural edge
liesnot in geographyor luck, but in
thequalityof its innovation
ecosystem.

“Iwas so impressedby thequality
of technology inNewZealand, and in
particularhow it isdevelopedand
adopted,”Mishra says. “Innovation is
deeplycollaborative,with research
institutions, industryand farmers
workingclosely together.

“That level of trust and
collaboration is something that
makesNewZealand’s agricultural
ecosystemtrulydistinctive.”

Avisit to thenewly-formed
BioeconomyScience Institutewasa
particularhighlight for thedelegation.

Mishrawas impressed that
producers are involved indeveloping
newtechnologies fromtheoutset,
testingand refining innovations
before they reach themarket.

“Rather thanbeingpassiveend-
users, theyactivelyparticipate in
validating innovations,making the
final products farmore relevant and
practical,” he says.

ForPulkitMittal, vice-president at
Tafe, itwas thecommercialmodel
that stoodout.

“NewZealandconsistently creates
valuebeyond the farmgate,” he says,
citingZespri andComvitaas
examplesofhow thecountry turns
agricultural science intoglobally
competitivebusinesses.

“Innovationhere isnot technology
for technology’s sake, but instead it
is designed to solve real problems for
growersandproducers.”

Fieldaysmadeastrong impression
too.

Swapnil Jadhav, founderandCEO
ofMapMyCrop, hasattended
agricultural trade shows inmore than
25countries.HecalledFieldaysone
of thebesthehas seen— for the
technologyondisplay, but also for the
setting, the culture, and the

willingnessofNewZealand farmers
toengagewithnew ideas.

Not a one-way relationship
Severalmemorandaof
understandingwere signedduring
thevisit,with furtherpartnerships
alreadyundernegotiation.

RohanUrsal,who joined last year’s
inaugural delegation, has since
introduced theNewZealandapple

varietyRouge to India,wherean
entire container soldout ina single
day.

He isnow importingRoyalGala
throughhis companyand is receiving
inbound interest fromNewZealand
growers seeking Indianbuyers.

“Thisyear,wehavepeople
connectingwithus—newsuppliers
andsmall growers fromNewZealand
trying to seeknewmarkets andnew
buyers likeus in India,”Ursal says.

Hecredits both theFTAand
Rouge’s commercial success for the
growing interest fromNewZealand
suppliers.

“In thenext fiveyears, I thinkwe
will seeverygoodgrowth in this
sector.”

What New Zealand needs to know
ButNewZealandwouldbemaking
amistake if it viewed India simplyas

anexport destination. BothMishra
andMittal are clear that thevalue
runsbothways.

“Theopportunities are significant
becauseour strengthsarehighly
complementary,”Mittal says.

“NewZealandbringsworld-class
expertise indairy, horticulture,
sustainability andagricultural
science,while Indiaoffers scale,
manufacturingcapability, digital
innovationanda rapidlygrowing
agritechecosystem.”

Mishra seeshorticulture
innovationasparticularlypromising.

He suggests technologies
developed forNewZealandapple
orchardscouldbeadapted for apple
growers inShimla andKashmir, or for
orange farmers inMaharashtra.

“Theopportunity lies in
developing technologies together
and thenadaptingdeployment

models to suit thecountry’sunique
farming systems,” he says. “Such
collaborationswouldcreate solutions
that are globally relevantwhile
remaining locally appropriate.”

That local knowledgematters
more thanmanyNewZealand
businesses realise. Success in India
dependsonunderstanding its
diversity, not treating it as a single
market.

“Eachstatediffers in termsof
regulations, crops, climate, languages,
andmarket structures,”Mishra says.

“A solution thatworkswell in
Maharashtramayrequire significant
adaptationbefore succeeding in
Keralaor Sikkim.”

He stresses the importanceof
workingalongside trusted local
institutions: farmer-producer
organisations, co-operatives, and
NGOswith long-standing
relationships in farming
communities.

Mittal is quick topointout that
India ismore thana largemarket. It
is increasinglya sourceof innovation,
engineering talent and technology
solutions.

“Thegreatest opportunitieswill
come frompartnershipsandco-
development rather thansimply
exportingproducts,” he says.

TheNZIEI programme isdesigned
tobuild those relationships.Next
year, theFoundationwill takea
reciprocaldelegationofNewZealand
businesses to India.

When theygo,Mishrahas some
advice: “I encourageNewZealand
businessesnot tounderestimate
Indian farmers,” he says. “Theyare
remarkablyknowledgeable,
entrepreneurial, andpractical. They
quickly recognise technologies that
genuinely solveproblems—and they
areequallyquick to reject those that
donot.”

The free tradeagreementhas
created theopportunity.Whether
NewZealandcaptures itwill depend
on relationships, trust, anda
willingness to see Indiaasa long-term
partner rather than just another
exportmarket. Thedoor is open.Now
it’s time towalk through it.

TimMcCready is theAsiaNewZealand
Foundation’sDirector ofBusiness and
Entrepreneurship

Business
exchange
TheAsiaNewZealandFoundation
isNewZealand’s leadingprovider
ofAsia insights andexperiences
that helpNewZealandersbuild
their knowledge, skills and
confidence to excel inAsia.

TheNewZealand India
Entrepreneurship Initiative (NZIEI)
is a business exchangeprogramme
createdanddeliveredby theAsia
NewZealandFoundation that
connects entrepreneurs and
business leaders acrossNew
Zealandand India. Now in its
secondyear, theprogrammehas
alreadyproducedcommercial
partnerships and lastingbusiness
relationshipsbetween the two
countries.

Later this year, theAsiaNew
ZealandFoundationwill also take
adelegationof companydirectors
toSingaporeand India—apilot
programmedesigned tobuild the
international competencyofNew
Zealand’s governance leaders.

India Business
Tim McCready
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Landmark deal opens doors
for fruit and wine growers

Tariffs on 95% of
New Zealand’s
current exports
to India will be
removed or cut

Andrea Fox

Despite India being one
of the largest economies

in theworld, it is only
New Zealand’s 11th
biggest goods and

services export market .

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

P 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 economywill
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
onlyNewZealand’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
NewZealand’s economic cornerstone
primary industries.

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

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

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 mānuka 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 —

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-
landon thepotential to extend similar
treatment to this country.

As well as providing key exporters
with significant tariff reductions, the
Government says the FTAopens 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 forKiwi exports todiversify
and grow.

MPI backing NZ exporters to tap growth
Diana Reaich

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

The recent signingof the India-New
ZealandFreeTradeAgreement
marksa substantial step forward for
bothcountries byopening significant
tradeopportunities.

MPI staffwere at thenegotiating
table andworkedcloselywith the
MinistryofForeignAffairs&Trade
to secure a rangeof foodand fibre
sectoroutcomes, including reduced
tariffs and improvedmarket access
forkeyproducts including lamb,
wool,most forestryproducts,
kiwifruit, apples andother
horticultural products, seafood,
mānukahoney, bulk infant formula,
andwine.

Tapping into growing demand
India is set tobecome theworld’s
third-largest economyby2030,with
anestimatedmarket valueofUS$7
trillion.

Agrowingmiddle classmeans
demand is increasing forhigh-quality
foodandagricultural products,
presentinga largelyuntapped
opportunity forKiwi exporters—both
those seeking toexpand their
presence in Indiaand first-time
exporters.

India is an importantmarket that
rewardsexporterswho take the
time tounderstand itsdiversityand
build genuine, long-term
partnerships.

Building on strong foundations
NewZealand’s expertise in
agricultureand foodproduction is
globally recognised, andhighly
valuedby tradingpartners, including
India.Wealso sharea lot in common.
Forexample,wevalueour farmers
andgrowersand the important role
theyplay indrivingoureconomies
andweeachhavea stronghistory

ofdeveloping innovativeco-
operativesandbusinesses.

NewZealandand Indiaalsobring
complementary strengths.Our
experience in animalhealth, genetics,
andpasture systems, and India’s
scale, innovation, andcooperative
ecosystemcansupport capability
growthonboth sides.

Bothcountries sharea long-
standingagricultural partnership
built oncollaboration, knowledge
sharing, andmutual benefit. This co-
operationwasvital in securing the
FTA— it enables furtherdevelopment
of important government-to-
government relationshipsand
stronger industry links, bringing
benefits andopportunities toboth
sides.

Strengthening mutual expertise
Buildingon this foundation, theFTA
establishes theAgriculture
ProductivityPartnership (APP) to
deepenco-operationandsupport
practical, long-termcollaboration
betweenour industries.

TheAPP lays a framework for joint
projects that deliver tangiblebenefits
forproducers andconsumers inboth
markets. For example, our counter-
seasonal climatesenableyear-round
supplyand sustaineddemand for
horticultural products that
strengthen resilienceacross supply
chains.

Through theAPP,NewZealand

and Indiaare reinforcingour shared
commitment toboostingagricultural
productivity, innovation, and
sustainable growthacross a rangeof
sectors.

Aco-operationprogramme for
kiwifruit, developed inpartnership
with industry, is alreadyunderway
andhasbeenwarmlywelcomedby
India.Work is underway toprogress
similarprogrammes inapples and
honey.

These five-yearprogrammeswill
helpboost technical expertise
throughactivities suchasworkshops
andcoordinatinggrowervisits.
They’ll alsohelpbuild stronger trust
ineachother’s systems.

Advice is close at hand
MPI is committed to supportingKiwi
exporters to succeed in India.Our
ExporterHelp teamhas recently
publishedan “ExportingFoodand
Fibre to India” guideon theMPI
website tohelpbusinessesnavigate
keyexporting requirements.

ExporterHelp canalsoprovide
adviceona rangeof topics, including
export certification, overseasmarket
requirements, and relevantNew
Zealandexport regulationsand
standards.

MPI is laser-focusedonplayingour
part to further strengthen
relationshipswith India, boost trade,
andsupportKiwibusinesses to
succeed in thisvitalmarket.
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Climate for mutual co-operation
Zespri hails India
free trade deal as
gateway to top-five
export market

Andrea Fox

India is on track to become New Zealand’s fifth most important kiwifruit
export market, says Zespri chief executive Jason Te Brake.

T he India-New Zealand Free
TradeAgreement (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
tradedeal negotiations, having set the
groundwork in recent years for the
mutual co-operationmodel Indiawas
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-
lence in India in abid to raise theover-
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-

average, low returns market to an
average and above-average market.

“Opportunity-wise, we’re looking
at 1.4 billion people and, if you even
just met 5% of that market, you’re
talking about 70 or 80million 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
tomore than double in five years and
SunGold to make up 70-75% of
shipments.

Themarketer, 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 $3.5b 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 us it’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 usmore 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 you’re 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 endsupdiminishing 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.
● Zespri is a sponsor of theHerald’s
IndiaBusinessReport.
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Deal is set to to sweeten
market for mānuka honey

Fran O’Sullivan

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.

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

I ndia could become a topmarket
for New Zealandmānuka honey
within five years and provide a
cornerstoneonwhich the indus-

try can grow sustainably. That’s the
forecast by Mānuka Collective chief
executive Sean Goodwin.

The bilateral trade deal with India
will mean tariffs on mānuka 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 mānuka
honey valued betweenUS$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 thatwithin 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 mānuka 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
mānuka honey.”

At a timewhenAustralia 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
mānuka honey is very important.

“This will be the official standard,

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 mānuka 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

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, andmarket
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 diseasemanage-
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.

Forestry
industry
hails India
trade boost

Andrea Fox

Oneof thebiggestwinners from
theNewZealand-India free trade
deal is the forestry industry,with
woodandwoodproducts already
NewZealand’s largest goods
export to India.

More than95%of forestry and
woodproducts exports to Indiawill
be tariff-free immediately the free
tradeagreementgoes intoeffect.
Nearly all remaining tariffswill be
eliminatedover the following
sevenyears.

Woodexports to India earned
$134million last year.

These returns are a strongbase
tobuild from, says theNewZealand
ForestOwnersAssociation.
Improvedaccess tooneof the
world’s fastest-growingeconomies
offers forest owners,wood
processors andexportersgreater
confidence to invest, grow trade
andsupport jobsacross the
forestry supply chain.

Forestry investment specialist
RogerDickie says theFTA’s
forestrypackage represents “a
material tailwind” for the sector.

“At its core, theagreement
materially improvesmarket access
at a timewhendiversificationand
valueuplift are critical to long-term
returns,” the companysays. “This
is ameaningful structural shift that
reduces frictionat theborder and
immediately improves thecompe-
titivenessofNewZealand timber
and fibre inoneof theworld’s fast-
est-growingeconomies.”

Equally important are thenon-
tariff benefits, it says. “Streamlined
customsprocesses andclearer
regulatory frameworks should
reducedelays and improve
delivery certainty, both critical
factors for exportersworking in
tight-marginenvironments.

“Theagreement alsoopens the
door for deeper collaboration in
forestry research, educationand
sustainablepractices, supporting
productivitygainsover time.”

NZForestManagers chairman
JonathanCameron says thekey
thing is that theagreementputs
NewZealandbackona level
playing fieldwithAustralia.

“NewZealandused tohave the
lion’s shareof pine—a$200m
market.

“Australia has claimed that, and
with its FTA, hasgrowna$600m
market.”

TheFTAmeansNewZealand
cannowclaimback lost gains.

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
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Pact opens premium apple
market for Kiwi orchards

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

From day-
dot you
build to
show
you’re

willing, to
build your
reputation
in terms of
technical

knowledge.

Danielle Adsett

Shane Kingston

N 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
industrydidn’t thinkappleswould 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 ForeignAffairs andTrade
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.

NewZealandexported 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
moneyback in thepockets of growers
but I think for us, this is more about
what the relationship between New

Zealand and India looks like andwhat
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 we’re 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

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’re 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 andwe’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.

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 themoment isworth over
a US$1b ($1.76b) in India. So we’re
looking forward to this FTA further
unlocking opportunity and access for
us.”

The current 50% tariff means
T&G’sworkhas so far beenona 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.”

Collaborationwith Indian orchard-
ists does not risk turning them into
competitors, she says.

“New Zealand supplies their
counter-season. They don’t 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
Andrea Fox

Open Country
Dairy chairman
Laurie Margrain
says having the
agreement allows
greater
opportunities to
develop
relationships with
that market.

Further progress in dairy to India will
occur over timewith the agreement in
place. Progress would bemeasurably
more difficult were we not to have the

agreement,
Laurie Margrain

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

more difficult were we not to have
the agreement.”

Fonterra, in a statement attributed
to Simon Tucker, Group Director Glo-

bal External Affairs, says the farmer-
owned dairy co-operative acknow-
ledges the “considerable” efforts of
trade minister Todd McClay and offi-

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 theworld, mostly from small
andmarginal farmerswith 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

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
UKexporterswho receiveda 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 timewill 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 thismechanism is still
being worked through, Crewther
says.
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Modi visit marks new trade era
Building a stronger
partnershipmeans
starting where
others can’t compete

Mallika Janakirama

Indian Prime Minister Narendra Modi welcomed Christopher Luxon to India last year.

New Zealand’s
experiencewith 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.

W henNarendraModi
touchesdown in
Auckland tomorrow
evening, itwill be the

first visit byan IndianPrimeMinister
toNewZealand in40years.

That gap tells youmoreabout the
relationship thananyphoto
opportunity: fourdecadesof a
partnership thatneverquite found its
footing. TheFreeTradeAgreement
(FTA) signedaheadofhis arrival is
meant tochange that.

Muchof thedebatehas focusedon
what theagreementdidnotdeliver:
limiteddairy access, gradual tariff
reductionsandmodest gains in its
earlyyears.

Thatdebatemisses themore
interestingquestion.

NewZealand isnot arrivingasa
firstmover. Indiahasalready
concludedcomprehensive trade
agreementswith theUK, theUAE,
Australia and theEFTAbloc. Those
countries alreadyenjoypreferential
access intooneof theworld’s fastest-
growingeconomies.NewZealand is
joiningacrowded field, offeringhigh-
quality food, trusted standardsanda
clean, green reputation.

If this is simplyacontest of tariff
schedules,NewZealand is a small
player arriving late.

Yetoneadvantagecannotbe
negotiated intoanyoneelse’s
agreementbecause it is not a
concession— it is a relationship.

Indiahas spent twodecades

buildingAYUSH (Ayurveda,Yoga,
Unani, SiddhaandHomeopathy) into
aglobally recognisedeconomicand
regulatory system, treating

traditional knowledgeasan industry
in its ownright.

NewZealandhas something
remarkably similar.

MātaurangaMāori and rongoā
Māori represent a living indigenous
knowledge system, increasingly
supportedbyMāori enterprises
investing innatural products,
biodiscovery,wellness and
innovation.That overlap is genuine.
Indiaalreadyunderstands its value
because it has spentyearsbuilding
similar capability athome.

That iswhereNewZealand’s real
competitiveadvantage lies.

TheUK,Australia and theUAEcan
matchour logistics, productquality
and, in somecases, scale.What they

cannot replicate is a credible
indigenousknowledgeeconomy
capableof engagingwith India
throughmutual recognition rather
thannovelty.

Mānukahoneydemonstrates the
point.NewZealanddidnot succeed
simplybyexportinghoney. It
succeededbyprotectingprovenance,
investing in scienceandcreatinga
premiumcategory thatothers
struggled to imitate. TheFTAnow
providesaplatform toexpand that
success intobroadernatural health
andwellness sectors.

AYUSH is amuch larger
opportunity, rewardingexactly the
samequalities: trustedprovenance,
robust science, credible regulation

andproducts grounded inauthentic
cultural knowledge.

Noneof this suggests theFTA is
a finishedproduct.

If anything,NewZealand’s
experiencewithChinaoffers an
important lesson. Thegreatest gains
camenotbecause theagreementwas
perfect, butbecausebusinesses
treated it as aplatformrather than
anendpoint. They invested,
innovatedandbuilt relationships
over time.

The sameprinciple applies to
India.

Modi’s visitwill generate
headlines, symbolismandrenewed
political attention. The realmeasure
of successwill comeafterwards:
whetherNewZealand’swellness,
natural products, educationand
tourismsectors arrive in Indiawith
propositions that gowell beyond
tariff preferences, andwhether
governmentand industryare
prepared to invest in long-term
partnerships.

Theagreementprovides
improvedaccessacrossmuchofNew
Zealand’s export economy,while
creatinga framework fordeeper
commercial engagementbetween
the twocountries.

That shouldbe seenas the starting
point, not thedestination.

The real opportunityhasnever
beenwhether theagreement
delivered “enough” ondayone.

It iswhetherNewZealand is
prepared tobuildwhere fewothers
cancompete: at the intersectionof
AYUSHandmātaurangaMāori,
where traditional knowledgemeets
modern industry.

That advantagealreadyexists.
AsPrimeMinisterModi’s aircraft

lands inAuckland, theonly
remainingquestion iswhetherNew
Zealand isprepared touse it.
● Mallika Janakirama is an
independentdirector and tradeand
commerce strategist.

India FTA could be a generational gain for Māori

Commodity cycles come
and go, but enduring

commercial
relationships have the

potential to create value
across generations.
That’s a perspective

Māori businesses
instinctively understand.

HoneMcGregor

Mallika
Janakirama
with Hone
McGregor.

I sat inParliament listening to the first
readingof theNewZealand— India
FreeTradeAgreementBill.

As I listened to thedebateunfold,
I couldn’t help thinking thatmuchof
thediscussionwas looking
backwards,whenperhapsweshould
be looking forward.

Tradeagreements arenever
perfect. Everynegotiation involves
compromise. Everyagreement
leaves somethingon the table.

The real question ismuchsimpler.
Does it leaveAotearoa, andMāori,

betterpositioned for the future than
ifwehaddonenothing?FromaMāori
economicperspective, I believe the
answer isyes.

Thatmight surprise somepeople.
During theparliamentarydebate,

the impressionwas left in some
quarters thatMāori have little reason
to support this agreementbecause it
doesn’t deliver enough fordairyand
theTiriti provisionsarenot
comprehensiveenough.Thoseviews
deserve respect, but theyalso tell
onlypart of the story.

Perhaps thebiggestmisconception
is that theMāori economy is still
definedbyasingle industry—orby
commodities alone. It isn’t.

Today,Māori interests aredeeply
embeddedacross fisheries, forestry,
sheepandbeef, horticulture,mānuka
honey,wine, food innovation, andan
increasingly sophisticateddigital,
technologyandservices sector.

Thoseareprecisely the sectors
where this agreementdelivers
immediateor early commercial gains
through tariff elimination, tariff
reductionsand improvedmarket
access.

ForMāori exporters, this isn’t an
abstract tradenegotiation.

It’s practical, it’s newcustomers, it’s

greaterdiversification.
It’s access tomore resilient

markets.
Marketdiversification isno longer

just a growth strategy; it’s a resilience
strategy.Commoditycycles come
andgo, but enduringcommercial
relationshipshave thepotential to
createvalueacross generations.
That’s aperspectiveMāori businesses
instinctivelyunderstand.

But forme, themost interesting
part of this agreement isn’t actually
the tariff schedules, it’s Chapter 13.

Tradeagreementsnormally focus
onmovingproducts acrossborders.

This cultural co-operationchapter
also recognises themovementof
culture, traditional knowledge,
research, innovationand indigenous
economicco-operation. It explicitly
recognisesMāori,mātauranga
(traditional knowledge), and the
importanceof protecting it,while
creatingopportunities for
collaboration in areas suchas
traditionalmedicines, SME
developmentand innovation.

That isunusual—andpotentially
farmorevaluableover time than
manypeople currentlyappreciate.

When I travelled toNewDelhi
earlier this year aspart of theNew
Zealandbusinessdelegation to
witness the signingof theFTA, I spoke
about something that resonated
stronglywithour Indianhosts.

AsMāori,wedon’tmeasure
success inquarterly results.

Wemeasure it in generations.
AtWakatū Incorporation,where I

have theprivilegeof servingasChair,
our 500-year intergenerational plan,
TePaeTawhiti, guidesourdecision-
making.

Many IndianChambersof
Commerceand Industryare

approaching their centenary,while
India’s owncivilisational outlook
naturally encourages thinking

beyondelectioncycles.
That sharedperspectivematters.
It creates trust andpatience.
And,ultimately, it createsbetter

commercial relationships.
Thereare alsoopportunities that

barely featured in thepublicdebate.
AsChair ofAuOra,Wakatū’s

biodiscoverycompany, I see
significantpotential for collaboration
betweenMāori biodiscovery, natural
products andwellness innovation,
and India’s globally recognised
AYUSHsystemof traditional
medicine. Likewise, indigenous
knowledge, foodsystems, climate
resilienceandagritechall offer fertile
ground for long-termresearchand
commercial partnerships.

Thoseopportunitieswon’t appear
automaticallybecauseanagreement
hasbeensigned.

Tradeagreementsdon’t create
exports, peopledo.Relationshipsdo.
Trustdoes.

Whichbringsme towhat I think
is thenext challenge forNewZealand.

Ratification shouldnotbe treated
as the finish line. It shouldbe the
starting line.

Ifwegenuinelywant this
agreement to succeed, government
andbusinessmustnowfocuson
implementation: trademissions,
investmentpathways, business
matchingandbuilding India literacy
acrossNewZealand.

As respected Indianentrepreneur
Bharat Joshi recentlyobserved tome,
oneof thebest outcomes fromthis
agreementwouldbeamuchdeeper
understandingof IndiaacrossNew
Zealand’s business community.He’s
right— tradebeginswithunder-
standing, andunderstandingbegins
with relationships.

ForMāori, thequestionhasnever
beenwhether every tradeagreement
isperfect. Thequestionhasalways
beenwhether eachgeneration leaves
moreopportunity to thenext than it
inherited.Viewed through that lens,
the IndiaFreeTradeAgreement is
about farmore than tariffs.

It is aboutpositioningMāori—and
NewZealand—noton the sidelines
ofoneof theworld’s great economic
growthstories, but as activepartners
in shaping it,withanunderstanding
thatprosperity ismeasurednot just
in today’s balance sheet, but in the
wellbeingof generationsyet to come.

● HoneMcGregor is chair ofTe
TaumataMāori,whichempowers
Māori 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

Clockwise
from left:
Micah Winiata
and Samson
Rambo; film-
maker
Amanda Jane
Robinson at
the Mumbai
Film Festival;
the sports
briefing in
India.

Serendipity doesn’t
come to those whowait
— it comes to those who
put themselves in the

room.
Samson Rambo

A skmostNewZealanders
what connectsus to India
and the top-of-mindanswer
isoftencricket. It’s a fair

answer, after all, but it nowcaptures
onlya fractionofwhat’s onoffer.

India’s sports economy is forecast
to growtoUS$130billionby2030,
drivenby investment inprofessional
leagues, high-performance sport,
sports technologyandmajor events.
Itsmedia andentertainment industry
isprojected to reachUS$47bby2029.

Bollywoodremains themost
recognisedcultural export, but it is
onlyonepart of a screen industry
producingclose to 2000 filmsayear
inmultiple languages. Beyond film,
events suchasNH7Weekender, the
IndiaArt Fair and theKochiBiennale
reflect the scale anddiversityof
India’s contemporarycreative sector.

ForNewZealand, theopportu-
nities are significant.Wecansell our
products and relationshipsanddeve-
lop real knowledgeof amarket that
—with28 states andeightunion
territories— ismoreakin to the
diversityofEurope thana single
country.

Building thaton-the-ground, in-
Asia capability is exactlywhat the
AsiaNewZealandFoundationTe
Whı̄tauTūhonowas setup todo.

Formore than30years,wehave
equippedNewZealanders—artists,
athletes, entrepreneursand journa-
lists among them—with theknow-
ledge, connections andconfidence to
excel inAsia. In India, thatwork is
building; thepotential is enormous.

Our recent artsdelegations took
leadingKiwipractitioners to the
Mumbai International FilmFestival
and theSerendipityArtsFestival in
Goa,where theymetartists, directors
andcultural leaders fromacross
India. Thoseconversationshave

alreadyborne fruit — theNewZealand
DanceCompanyhasbeen invited to
developanewwork for the2026
festival.

ArtisticdirectorMossTeUrurangi
Pattersonsaid thevisit showedhim
“howpowerful travel andconnection
canbe,” adding that “without this trip,
thepossibilityof creatingacolla-
borationwouldnot evenexist.”

Film-makerSamsonRamboput it
more simply: “Serendipitydoesn’t
come to thosewhowait— it comes
to thosewhoput themselves in the
room.”

Our sports delegation inMay
found the samedynamism. In
Mumbai andAhmedabad—hostsof
the2030CommonwealthGames—
delegatesmet sports leaders,

governingbodies andhigh-
performanceorganisationsexploring
investment in elite sport, technology
andmajor events.

SimonBrill ofHockeyNew
Zealandsaid three things stoodout.
“First, the scaleof investment India
isdirecting into sport rightnow is
significant and theambitionmatches
it. Second, the culturalweightof sport
in India creates acommercial and
communityecosystemthatNew
Zealandcan learn from.Third, there
arepeoplewhoaregenuinely
interested inNewZealandasa
partner, not just a competitor.That’s
worthbuildingon.”

Arts andsport helpbuild the trust
andcultural understandingonwhich
commercial, educational and
diplomatic tiesdepend.

AsNewZealanddeepens its
engagementwithoneof theworld’s
fastest-growingmajor economies,
theyareanatural pointof connection
toexpand the foundationsof the
relationship.
● CraigCooper isDirectorArts and
Kirsty Sharp isManager Sports
Programmeat theAsiaNewZealand
Foundation.
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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.

The
WOW
factor

I ndiaandNewZealand’smutual
passions for sport, arts and
cultureare someof the
strongest springboards for

collaborationbetween the two
countries.

WorldofWearableArt (WOW)
alreadyattractsmore than 100
entries to its competition fromIndia
everyyear—a signof justhowmuch
creativeenergyandappetite for
collaboration there is.

Last year,WOWsignedastrategic
partnershipwithPearlAcademy, a
top Indiandesign school.

WOWchief executiveMeg
Williamssays, “Thispartnershipnot
onlyhelpsusmakeourannualWOW
Showevenbetter, attractingexciting
newdesign talent fromoneof the
world’s creativepowerhouses, but
alsohelpsusdeepenour linkswith
India for futurepotential projects.”
Williamssays theNewZealand-India
FreeTradeAgreementwill help
WOWcontinue to grow its relation-
shipwith India toawholenew level.

“Thiswillmake it easier for
creative talent and ideas tomove
betweenour twocountries, and
signal a sharedcommitment to
celebratingandprotectingeach
other’s arts andculture.Wesee real
potential to grow thepipelineof
Indiandesigners reaching theWOW
stage, to expandcreativepartner-
shipswith institutions likePearl
Academy, and toexplorenew
wearableartsprojects that bring the
best of IndianandNewZealand
creativity together.”

Williams joined thePrime

Minister’s businessmission to India
last year. The iconicannualWOW
show inWellingtonattractsmore
than60,000peopleeachyear.

Thisoffers anopportunity for
designers to showcase their talents
onan international stageandbepart
of auniqueandworldclass
production. It alsoprovides theman
opportunity to connect andnetwork
withaglobal communityof like-
mindeddesigners.

PearlAcademyprovides
professional servicesassociatedwith
educationand training in fashion,
mediaanddesignadhering to
international standards.Design
students fromPearl regularly submit
entries to theWorldofWearableArt
Competition. Thequalityand
creativityof thesegarmentshave
beenoutstandingand several of them
havewonesteemedawards.WOW
andPearlAcademyhavehada
beneficial and rewarding relationship
over several years.

Describedbydesigners as the
Oscarsofwearable art,WOWhas
seensignificant growth in interest in
wearableart fromIndia including
somephenomenal entries coming
fromPearlAcademy. Indianowhas
WOW’s thirdhighest socialmedia
following, behind theUnitedStates
andNewZealand.

Theworkof localwearableart
designers suchasAkhileshGuptaand
DimpleGandhi,whohavewon
multipleplacingsandattracted
millionsofviews in recentyears, has
helpedcontinue to growtheglobal
reachand interest inWOW.
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