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Would the world notice if
Zealand disappeared?

Biosecurity, trade
deals and water
storage are top
KPMG priorities
for agribusiness
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ew Zealand's food and fibre
sector could disappear
tomorrow and global
markets would barely notice.

That was the provocation from one
industry leader during this year's KPMG
Agribusiness Agenda roundtable
discussions on international markets.

They qualified it: while New Zealand
isarelatively small cog in an enormous
system, it would absolutely be missed.

Customers donot choose New
Zealand because we are the cheapest
producer. They choose New Zealand
for attributes that are harder to
replicate, including its stability, world-
class biosecurity, sustainable
production systems,adherence to
international traderules, high food
safety standards and reputationasan
ethical and transparent partner.

Those attributes have earned New
Zealand a place in global value chains.
The challenge now, as the Agribusiness
Agenda outlines, is for the food and
fibre sector tobuild on these strengths
while continuously evolving to meet
the changing needs of our customers.

New Zealand will never compete by
being the biggest producer. New
Zealand is a small producer in global
terms and geographically distant from
almost every customer.

Thereis consensus among
contributors that the peak of
globalisation has passed. Governments,
rather than markets, are setting the
rules for global trade, and geopolitical
shifts have become one of the most
significant risks exporters now face.

Against thatbackdrop, several argue
that New Zealand’s stability, biosecurity
status and reputation for playing by the
rules matter asmuchtobuyersas
anything coming off the farm.

That conversation sits behind the
entire 2026 Agribusiness Agenda.

KPMG challenged contributors with
abroad question: whether existing
settings remain fit for purpose, or
whether more fundamental shiftsare
required to secure long-term success.

Around three-quarters of contri-
butors favour change over the status
quo, noting current settings and pro-
cesses may constrain the sector’s pot-
ential asit responds to disruption such
as climate change and geopolitical
shifts.

This doesn’'t mean abandoning New
Zealand’s strengths. Rather,
contributorsrepeatedly argue for
continuous evolution — ensuring
products, production systems and
business models evolve alongside
customer demand instead of relying on
historical competitive advantages.

Thereportidentifies 24 “global
future shapers” that will reshape food
systems over the next quarter century.

They range from geopolitical
fragmentation, cyber risk and changing
demographics, to AL, water scarcity,
climate change and the growing
convergence of food and
pharmaceuticals. Others point to the
integration of nature into business
models —including therise of the
circular bioeconomy —and increasing
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The KPMG Agribusiness Agenda,
authored by lan Proudfoot,
Global Head of Agribusiness, is
now inits17th year.

Says Proudfoot: “Incremental
change alone will not be
sufficientto createan
aspirational future for the food
and fibre sector. Intentional, non
-linear change is now required.”

pressure on ageing infrastructure.
Each year, KPMG asks contributors
toscoreaset of priorities for the
organisations they represent in the
food and fibre sector. This year, 105
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leaders worked through 39 priorities on
ascale of1t010, with 10 indicating that

theissueis considered a critical priority.
For the 16th consecutive year, world-

class biosecurity remains the sector’s
highest priority. This year’s score (9.40
out of 10)is the highest score reported
for any priority since 2018 — the year
Mycoplasmabovis and myrtle rust
pushedbiosecurity toanall-time
survey record of 9.62, demonstrating
the enormous economic cost of a single
biosecurity failure.

The concernnow is that future
incursions become harder to prevent.
Increasing international connectivity
and evolving production systems
create new pathways for pestsand
diseases to enter New Zealand.

Contributors point out that many of
the country’s most important export
sectorsare built on monocultures,
making a single breach abigger risk to
economicresilience thanis often
acknowledged —and one that
alignmentbetween industry and
government is critical to managing.

Signing high-quality trade
agreements again ranked second in the
survey. Contributors also say that
existing agreements need tobe actively
managed and evolve to remain fit for
purpose, and investmentisrequired in

regulatory systems and infrastructure
to ensure organisations can fully utilise
the market access already secured.

Buildingresilience

Several priorities recorded significant
movementsin this year’s survey,
reflecting how leaders see the sector
adapting to a more uncertain future.

Resilient rural infrastructure
jumped from 12th-equal last year to
fourth place. Contributorslink it
directly to operational efficiency —
and to the sector’s ability to attract
thebest talent.

Transition to climate-resilient
farming systemsrose from 18th last
year to sixth, a sharp turnaround for
apriority that was ranked lowest of
allin 2024.

Building a platform for local
sustainable energy climbed into the
Top 10 for the first time this year, from
27thinitsdebut yearin 2024,to12th
equal last year, to 10thnow.

Therisein water storageasa
priority reflects a similar shift. It
reached third place —its highest
ranking since 2013. Contributors
frame water infrastructureasa
strategic capability that underpins
productivity, social licence and
diversification, rather than simply a
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productivity investment.
Contributors suggest that
consenting delays, rather than
capital, have held these projectsback.
“Itfeels like the handbrake has
come off,” one contributor says.

Preparing for what’s next

The survey introduced two new
priorities that point toissueslikely to
shape the next decade.

Onefocuses on developing
innovative risk management and
insurance products to help farmers
and growers manage increasingly
complex climate and production
risks. While the report notes this
priority ranked lower than expected,
it says this may reflect New Zealand’s
relatively limited use of crop
insurance, rather than alack of
opportunity.

The second new priority this year
istheneed torethink product
portfolios in response to the rapid
uptake of GLP-1weight-loss
medicines.

This priority ranked 37th witha
score of 6.25 —near the bottom of the
survey. Thereport suggests the
ranking may understate the
significance of the issue.

Around the world, food companies
are already reshaping product
portfolios as consumer preferences
evolve.For New Zealand, the shift
may prove more opportunity than
threat. Protein sectorsbroadly are
seen as well placed to benefit, with
red meat among those already seeing
early demand and pricing effects
offshore.

Technology, particularly artificial
intelligence, sitsbeneath many of this
year’s priorities.

Alisrapidly changing how global
consumer packaged goods
companies understand consumers,
develop products and forecast
demand, contributors say.Itisno
longer a source of competitive
advantageinitself. Thereport
describesit asa “ticket to play” —a
capability that organisations must
havetoremainrelevant.

Thatis the thread running through
the entire Agribusiness Agenda.

If New Zealand disappeared
tomorrow, the world would continue
eating. Global commodity markets
would adjust. But customers who
value trusted supply, ethical
production and dependable partners
would notice.

The challenge is ensuring they still
notice 25 years from now.
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Ready for the next wave

The signals from
Fieldays were
strong: technology
is the future of
farm management

Agribusiness
& Trade
Fran O’Sullivan

i A

fthere was one clear message
from this year’s Fieldays, it was
that the future of farming is
beingbuilt, tested and
commercialised now.

For decades, Fieldays hasbeena
barometer of where New Zealand
agricultureis heading. This year, the
signals were unmistakable.

Technology hasmovedtothe
centre of farm management, with
innovation increasingly focused on
solving the twin challenges of lifting
productivity while meeting
sustainability expectations
including methanereduction and
flexibleland use.

Inthe Herald's Agribusiness &
Trade 2026 report, welook at how
AgriZeroNZ,a partnership between
the Ministry for Primary Industries,
major agribusinesses and banks
which cametogether threeand a
half yearsago to develop tools to
combat onfarm emissions, ison to
the next phase with the launch of
an Early Adoption Accelerator, a
new initiative designed tobridge the
gap between early availability and
widespread use.

Backed by up to $51 million in
government co-funding over three
years, the Accelerator will support
sector-led projects thatremove
barriers to adoption and help more
farmers put proven mitigation tools
into practice.

AgriZeroNZ chief executive
Wayne McNee says Kiwi farmers
are closer than ever to having
effective tools that canreduce
methane and nitrous oxide
emissions without compromising
profitability or productivity. “Most
ofthetools we haveinvested inare
aiming toimprove animal
productivity and, through that,

farmer profitability”.

Ministry for Primary Industries
(MPI) chief executive Ray Smith is
buoyed by AgriZeroNZ’s successes.
“We'veactually earned theright to
grow,”hesays.

Artificialintelligence-powered
platforms are helping farmers make
better decisions; automationis
advancingrapidly; drones are
becoming mainstream farm tools;
and datais emerging as agriculture’s
next competitive advantage.

Notably, many of the technologies
ondisplay at Fieldays were
commercial products seeking scale,
investment and market adoption.
This signals amaturing innovation
ecosystem where New Zealand’s
agricultural technology sector is
increasingly capable of taking ideas
fromresearch and development
through to global commercialisation.

Dairy co-operative Fonterrais to
theforeground in using science to
develop high-value products for
NZMP, its B2B brand, which services
high-value customers in more than
100 markets.

AgriTech New Zealand chief
executive Brendan O’Connell
forecasts, “At our current rate of
growth, agritech will be the same size
as horticulture by 2030.By 2040 the
sector could create as much GDP for
New Zealand as dairy does today.”

NZrewires global trade playbook
New Zealand agribusinesses are
navigating a period of profound
geopolitical, technological and
market disruption.

Accessto global supply chains and
critical inputs including diesel,
fertiliser, agrichemical and freight has
been disrupted during the fuel crisis
butisassumed to continue at higher
prices according to MPI's analysis.

Donald Trump’s renewed tariff
agenda —which was expected to
resultin anew round of tariffs later
inthe week — supply chain
disruptions, the persistent fuel crisis,
geopoliticalrivalry between the US
and China, rising protectionism and
climate pressures are all reshaping
international trade.

New Zealand'sresponseisnot to
retreat. Exporters are diversifying
markets, investing in technology,
developing premiumbrands and
pursuing new growth opportunities
in India, Southeast Asia, Europe and
the Middle East, leveraging trade
agreements nailed by successive
governments.

All credit here to Minister for Trade
and Investment Todd McClay, who
late last week notched another
success by announcing the first steps
in trade negotiations with
Switzerland.

Swiss State Secretary for Economic

Affairs Helene Budliger Artieda
underlined Switzerland’s
protectionist forces would, however,
come into play —dairy was “going to
be a sticking point; guaranteed”.
Artieda was one of agroup of trade
ministers and high-level officials from
20 countries gathered in Auckland to
advance talks on reducing non-tariff
barrierstotrade.

They came together under the
umbrella of the Future of Investment
and Trade (FIT) Partnership —an
economic club of 16 smaller nations
—of which New Zealand wasa
founding partner.

The upshot was eight countries
joined New Zealand in a declaration
on confronting non-tariff trade
barriers. New Zealand and other FIT
partnersalso issued a Ministerial
Declaration on digital trade to
harness the power of digital
technology to facilitate trade,
including driving paperless trade.

Thirteen members of the FIT
Partnership issued a Ministerial
Declaration on economicresilience
to address economic security risks.
They resolved to work together, and
with other trade partners, to ensure
that trade can continue to flow
unimpeded, and that critical
infrastructure such asland routes, air
and seaports remain open to support
the viability and integrity of supply

Minister for Trade
and Investment
Todd McClay
flanked by New
Zealand business
leaders Rachel
Taulelei, Nikhil
Ravishankar and
Malcolm Johns at
the FIT Partnership
meeting.

Photo / NZ Ministry of
Foreign Affairs & Trade

chains globally.

Anew work areawas agreed to
focus on global subsidies, in ways
that complement efforts in the WTO.
Subsidies distort trade and
investment flows, suppress global
prices, and disadvantage competitive
exporters. Addressing themis
essential to restoring fair
competition, says McClay.

Three new members — Korea,
Peruand Thailand —were
announced, bringing the total
membership to19.

McClay’s success innegotiatinga
freetrade agreement (FTA) with
India, the conclusion of a
comprehensive economic
partnership withthe UAEand an FTA
with the Gulf Co-operation Council
rewires New Zealand's trade
playbook.

This comes on top of former
Labour Trade Minister Damien
O’Connor’s successful FTAs with the
EUand UK. The challenge now is
ensuring New Zealand can
successfully scale itsinnovations,
attract investment and maintainits
positionasagloballeaderin
agricultural technology.

Freer tradeis central to that.

Enjoy thereport,

Bran O Sullivan

The Peacock strategy: Why New Zealand

isn’'tjust capability. It's audibility.

For toolong, New Zealand had mistaken modesty fora
competitive advantage. Ina world where investors, customers
and governments are bombarded with competing pitches,
Chrisp argues that Kiwi humility hasbecome a strategic

weakness.

“We need to say what we do with much more volume,”
hesays. “It's not the humble gene that holds usback. We're
such asmall country — our megaphoneis very small.”

His prescription is what he jokingly calls the “Peacock

Strategy”.

“We've got to fluff our feathers up and make ourselveslook

muchbigger than we actually are.”

Chrisp believes New Zealand has world-class companies,
exceptional technology and globally-competitive expertise.
Yet too often those strengths remain invisible simply because
the country does not project them with enough confidence.
That is why heremains a strong advocate of ministerial-led
trade missions, national pavilions at major international
exhibitions and consistent country branding.

“When we go to trade shows — that’s why the missions are
good — you're on a peacock strategy. You fluff your feathers
up and make yourself much bigger than what you are. Without
amegaphone, the narrative just does not go far enough and

long enough.”

This is not about spin or empty marketing. It is about
recognising thereality of modern international competition.
Every day, buyers, investors and policymakers are inundated
with competing claims. Small, geographically distant
economies cannot rely on quiet competence alone. They
must first earn attention before they can demonstrate
substance.

For Chrisp, New Zealand’s challenge is to amplify what
already exists. The country’s innovation ecosystem, deep
technology capability, premium food production and
specialist manufacturing deserving a much larger global
profile than their size would suggest. Collective branding, co-
ordinated trade missions and a stronger national story
become force multipliers, allowing hundreds of individual
exporters to benefit from abigger international presence than
any could generate alone.

Chrisp has finished at NZTE and is now nearly two weeks
into his newrole as head of the Department of Conservation.

As Chrisp prepared to hand over thereins, his advice to
his successor was strikingly practical. He argued the next
chief executive should first protect what already works.
“Never ever let go of the core operation.”

For Chrisp, organisational culture is the leading indicator
of performance. If forced to run NZTE using only a single
metric, he says he would choose employee engagement.

Chrisp also believes every public sector leader must now
confront a permanent fiscal reality. Resources will remain

must stop whispering to the world

After 16 years leading New Zealand Trade and Enterprise, Peter
Chrispreached a simple conclusion: New Zealand’s problem

constrained while expectations continue torise. “Keep
focusing on getting more for less. That is the fiscal position
the public sector is going to be in for the foreseeable future.”

Rather than seeing artificial intelligence as a threat, Chrisp

sees it as the biggest opportunity available to government
agencies. “We want to be at the vanguard of artificial

intelligence in New Zealand, and so far we’re on that track.”

space.”

internationally.

Only once the fundamentals are secure does Chrisp see
room for abroader ambition. “The operating model is actually
about growing the enterprise. The question is, what can you
dobeyond the enterprise? That is the collaborate-to-compete

Throughout his tenure, NZTE has become highly effective
at supporting individual businesses. The next frontier, he
believes, lies in helping entire sectors coordinate

Whether through shared market development, national
branding, innovation clusters or co-ordinated offshore
campaigns, New Zealand can create greater impact when
companies work together rather than alone. “Aslong as you
have the coreright,” Chrisp says, “then you can stretch.”

Itis afitting final lesson from one of New Zealand’s longest-

alittlemore noise.
@BI14: Exitinterview

serving international trade leaders.
Protect the culture that delivers results. Use artificial
intelligence to lift productivity. And don’t be afraid to make
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From drones to data: How

Fieldays showed
how tech is taking
centre stage in
farming’s evolution

’ﬁ Agribusiness

Y b & Trade
/ Bill Bennett
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twouldn'tbe Fieldaysif there
wasn't adiscussion about the
drones getting bigger.

This year the biggest spray
drone on show carried 100 litres.
That’s double what growers were
flying in 2025. Ferntech general
manager Tom Goodwin says they
couldbe 200 litresnext year.

When youtalk todrone
companies like Ferntech, itbecomes
clear that hardware is not the most
- important drone component, the
"k . g8 softwarebehind it mattersmore.
SRR i St SR And that's the key message from

T L = \ ; Mystery Creek this year.
A ey N Wearables and virtual fencing,
. i ‘ _ . " the technologies that grabbed the
R s i ) g gtk o " o . headlinesafew yearsago,arestill
growing strongly. They are moving,
literally, into new pastures, as beef
A ' farmersgetaccesstotoolsthat were
: L previously only built for dairy. But
ik AR v _ e NGRS e the innovation hasmoved onfrom
) \ f ; i RN (s ... w4y thecollarorthesensoritself.
It'shappening in what the data
A shift toward bigger, smarter hardware handling routine farm tasks is now showing up in increased drone use. Photo/Bevan Conley ~ behind those devices can now tell

Breaking new
fa rm bu vers _

-With dlscounted lendlng stralght out
| of the gate

| Q-B.Nz Firslt Farm
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Al ist

afarmer and what it can do on their
behalf.

Brendan O’Connell, chief
executive of AgriTechNZ, sums up
the shift bluntly: “Al has stopped
being a future promise and started
being something farmers actually
reach for to solve today’s problems.”

Alis front-and-centrein the
agritech sector, just asitisin most
productive industry sectors. What is
meantby the term varies
enormously.

Atoneend is Halter, where
artificial intelligence has been central
to the product fromday one.“We've
got Al making decisions throughout
the Halter system,” says Toby Hurley,
the company’s director of product.

He says machine learning models
decide which cows are onheat,
which mightbe sick or
underperforming, how mucha
paddock will grow. These are
decisions farmers used to make
using their eyes and experience.

ButHurley is careful about how
far that goes. “We very much see
ourselves asa very experienced and
knowledgeable co-pilot of these
farms, rather than trying to grab the
wheel.”

Atthe other endsits the Livestock
Improvement Corporation (LIC).
Minda, the farmer-owned co-
operative’s herd management
systemis used on nine out of 10 New
Zealand dairy farms. Chief executive
David Chin says Minda doesn’t run
onAl—-yet.

What Minda does today is
integration. It pulls herd, financial
and environmental data into one
placerather than machinelearning
making calls of its own.

Then there’s a third way Al enters
the picture. The technology riding
quietly on hardware most farmers
wouldn't think to call “smart” at all.

Tom Goodwin says his company
ships drones with onboard Al that
can pick out a person, a car or aboat
inafield of view without sending
anythingback toa server first.

“It'sjust for quicker data. You're
gettingaliveanalysis. . .there’sno
delay,noupload of datatobe
analysedinareport.”

One customer, PGG Wrightson,
hasbuilt its own SkyCount tool on
top of the embedded drone Al to
countlivestock automatically from
theair. Thisis ajob that untilnow
meant closing paddocks and running
stock through gates for days.
Another customer, the Rotorua
forestry company Interpine, uses the
same edge-processing approach to
identify pest species and map their
concentration across a property.

Another way Al makesits way on
tofarmsis when farmersdoit
themselves, independently.

DairyNZ's Brian Dela Rue
describes farmers building their own
knowledge hubs using generative Al
chatbots. They feed in data from
DairyNZ, the Ministry for Primary
Industries and LIC along with their
own farm’s decision rules. This way
staff can ask a question in the middle
ofajoband getan answer grounded
inthat specific farm’s policies.

Orbit satellites

Low Earth orbit satellites have
changed farm connectivity beyond
recognition in the last five years, but
they domorethandeliver
broadband and direct-to-device
mobile services.

New Zealand-based Halter
recently became the first virtual
fencing platform in the world to
connectits collars directly to Starlink.
Overnight there was noneed tobuild
on-farm towers to monitor herds.
Thislowered the barriers to using the
company’s technology and
expandedits application tonew
markets.

According to the company, Halter
collarsnow account for the highest
number of Starlink-enabled IoT

~—
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Al has stopped being a
future promise and
started being something
farmers actually reach
for to solve today’s
problems

Brendan O’Connell

Farmers arereally
willing to invest in any
technologies that are
affordable and make the
job much easier.

Brian Dela Rue

New Zealand farmers are
very good at what they
do. They know their
numbers. They know the
science. They know
what works.

Toby Hurley

devicesin the world, discounting
ordinary mobile phones. There are
already around half a million of them,
out of more than a million collars sold.
For farmers on large, remote or
steep country, satellite connectivity
matters more thanany feature
upgrade. “The fact that Halter wasa
system that relied on physical towers
onthelandtorunthesystemvery
quickly became areally massive
blocker to adoption,” says Hurley.
Cellular coverage in the places that
needed virtual fencing most was
often nobetter than nothing. He
describes offering direct to satellite as
“animmediate unlock”. He says that
farms that had been waiting, ready
to go, “immediately jumped in.”
Halter’s technology saves farmers
ahuge amount of time. Hurley says

the average farmer saves 27 to 28
hours a week, with some saving well
over 40. Thisistime that usedtogo
onshifting stock, checking for heat
and walking paddocks to eyeball
pasture growth.

Previously Halter targeted dairy
farming. Thatis now being extended
tobeef,amuchbigger and more
physically demanding category of
farming than dairy. It'salso one that
benefits more from satellite
connectivity. Beef cattle tend tobe
further from terrestrial networks
than dairy cows.

Aswith other emerging
agricultural technologies, the
hardwareis only the entry point. The
software and services behind the
devices are where farmersfind the
most value.

Halter has spent the pasttwo
yearsrolling out pasture
measurement, health monitoring
and heat detection tobeef
customers, capabilities dairy farmers
have had for years. Hurley expects
thelabour savings for beef,
particularly onlarge, extensive
stations, tobe even greater thanin
dairy, “with the scale and challenges
that those types of systems face”.

Droneinabox

Drone technology continues to
evolve.Onerecent developmentis
not about flying at all, but what
happens when drones are notin use?

Ferntech’s Goodwin describesa
concept called “drone inabox”. This
isadrone thatlives permanently in
aweatherproofbox on aremote part
of the farm. It takes off automatically,
flies aroute checking gates, troughs
and stock. Atthe end, itreturnsto
itsbox whereitrecharges. All this
takes place without a pilot present.

“It can automatically berefilled. . .
controlled by acomputer anywhere
with power and internet,” he says.

If something’s wrong, say a gate
is open that shouldn't be, or a trough
running low, it sends an alert straight
tothefarmer’s phone.

Thebox actsasalanding pad and
achargingbase. Drone-in-a-box
technology has existed for a couple
of years, Goodwin says, but adoption
has only just started in New Zealand,
because it depends onregulatory
sign-off to fly without a human
watching.

The same shift toward bigger,
smarter hardware handling routine
farm tasksis now showingupin
spray drones. What used to take six
hours with atractor on hilly ground
canbe donein about an hour with
adrone, Goodwinsays. Thisisa
directresult of drone tank sizes
doubling in thelast year or so.

Alisplaying animportantrolein
nutrient compliance. A tool called
SpreadWise, from Ballance Agri-
Nutrients, uses computer vision to
read aerialimagery and
automatically map the parts of afarm
where fertiliser shouldn’t go. That
includes troughs, gatesand
waterways, along with areas already
enriched by stock movement.

The Al software hasbeen trained
usingreal customer trough images
from across the country, then refined
withinput from farmers during
development.

Trials suggest it can cut fertiliser
useby up to10% without any loss
of pasture growth, simply by finding
the small exclusion areas thatare
easy tomissbutadd up across an
entire farm.

Danusia Bathgate, Ballance’s
digital transformation lead, says: “Al
isdoing the heavy lifting at the start,
but the farmer remains in control of
the finalmap.”

Every SpreadWise map s still
checked by a Ballance specialist,
thenreviewed by the farmer, before
it'sused.

For now SpreadWiseisn't varying
application rates across a paddock.
Itsfocusis excluding the areas that

Alis doing the heavy
lifting at the start, but the
farmer remains in
control of the final map.

Danusia Bathgate

What used to take six
hours with a tractor on
hilly ground can be done
in about an hour with a
drone.

Tom Goodwin

.
[tisn'tso much a
question of New Zealand
being ahead of
international
competition .. . but that
we have evolved a
different technology
stack.

David Chin

don't need anything at all. But
Ballanceisalready workingona
version that will vary application
more precisely paddock by paddock.
Thebigger barrier, Bathgate says,
isn’t cost or trust. It'sawareness.
“Farmers have a wide range of digital
toolsavailable to them.It canbe
difficult to know which ones will
deliver practical value onfarm.”

Barriers to adoption
Chinsays thebarrier he used to worry
about most has gone. Rural
connectivity, once the biggest
handbrake, isn’'t anissue anymore.
Starlink has made a fast, affordable
satellite connection a given on almost
every farm. The barriers now sit
further up the chain.

Dela Rue points to two: farmers’

nsforming farming

own Al knowledge and confidence,
which he saysis catching up quickly,
and the state of farm data itself. This
cansstill be fragmented across
systems that don't always speak the
same language and controlled by
companies with little commercial
incentive to shareit. “There could be
arolethere for DairyNZ,” he says, in
pushing that integration along.

Hurley makes a similar point from
Halter’s side. The old barrier of
farmers simply not trusting the
technology has gone. “I think we got
over thosebarriersreally early.”
What's left is narrower and more
practical: helping each farm work out
exactly how a system like Halter fits
its own operation, rather than
farmers wondering whether it works
atall.

How we compare internationally
New Zealand’s story hereisless about
leading orlagging thanabouta
different kind of adoption altogether.
Dela Rue says he has seenreports
thatfound New Zealand farmersare
slower than some overseas when it
comes to taking up new technology.

Yet, he says that’s the wrong
comparison. “We're alower-cost farm
system, we’re not subsidised, sowe're
unlikely tobe adopting alot of
technologies without really proving
thevalue.”

That does not mean farmersare
unwilling to invest. “‘Farmers are
really willing toinvestinany
technologies that are affordable and
make the job much easier.”
Technologies that help attractand
retain good staff, give farmers more
time or help them make better
decisions are particularly valuable.

He points to the adoption of
automation technologies in dairy and
other farming systems, including
automatic washdown systems.
“Anything that makes that job alittle
quicker and easier, to give them more
time to do other work or havea
shorter working day, isreally
important.”

“Sothey are pretty good at
analysing what they need,” he says.
“Ithink that's maybe the difference:
low-cost system, profitable
outcomes.”

Halter’s Hurley says: “New Zealand
farmers are very good at what they
do. They know their numbers. They
know the science. They know what
works.”

That made New Zealand anideal
proving ground for Halter. Rather
than accepting “some hand-wavy
magic”, farmers “held ustoapretty
high standard”, forcing the company
toproveit could add value to already
highly optimised pasture-based
systems.

Hurley says the US and Australia
“historically have probably been a bit
further behind New Zealand when it
comes to tech adoption”,but are now
“grabbing thebull by the horns” as
theylook to close the gap.

LIC’s Chin has amore nuanced
take.Hesaysthatitisn'tsomucha
question of New Zealand being ahead
of international competition when
technology is applied to dairy
farming, but that we have evolved a
different technology stack because
our pasture-based farming model has
different needs from intensive
overseas dairy systems.

None of the current generation of
agritech innovation is about farming
moreland.It's about squeezing more
out of theland, animals and the water
already in use. For the most part this
means using data, and increasingly
Al to make calls that farmers once
made through experience and
judgment.

New Zealand agritech israpidly
gathering momentum. O’Connell
says: “Atour currentrate of growth,
agritech willbe the samessize as
horticulture by 2030. By 2040 the
sector could create as much GDP for
New Zealand as dairy does today.”



86 Eli

nzherald.co.nz | The New Zealand Herald | Thursday, July 23, 2026

' AGRIBUSINESS & TRADE A Herald Businessreport

Virtual fencing is now
a smart way of farming

Gallagher’s
eShepherd device
has changed the
way farmers
manage herds and
increased
productivity

Agribusiness
& Trade
Graham
Skellern

lse

oy
)..

ighty-eight years ago, Galla-

gher Animal Management

revolutionised farming by

introducing the battery-
powered electric fence. Nearly nine
decades later, itisleading the way
withnew agritechnology.

Gallagher is deep into the next
agricultural transformation through
virtual fencing, digital livestock
management including weighing and
electronic identification, GPS tracking
and data analytics.

“Wehavebeenahardware
company and become a software
company,” says Rob Clayton, who
was appointed chief executive of
Gallagher’s global Animal
Managementbusinessin June.

He had previously worked for 25
years with Nutrien Ag Solutions, the
world’s largest fertiliser supplier,and
hislast role was senior vice-president
retail North America. Basedin
Melbourne, Clayton will share his
time travelling between Australia and
the head office in Hamilton, and to
export markets.

Clayton says Gallagher’s tools and
data collection enable farmers to
make better and more informed dec-
isions, and manage more precision
farming that increases efficiency,
production and profitability,” he says.

“Thereal time data 24/7 on the
(mobile) phone enables farmers to
calculate weight gains daily and to
move cattle to another paddock with
better pasture. All this canbe done
withoutleaving thelounge,and it
lowers the cost of labour
significantly.”

Gallagher hasdevelopeda
combination of the eShepherd virtual
fencing, auto weighers and electronic
identification (EID) readers,and
wireless monitors for measuring the
level of water, diesel and liquid
fertiliser tanks.

Launched three yearsago, the
eShepherd solar-powered neckbands
that orchestrate the virtual fencing
are flying out of the factory door in
Hamilton as soon as they are made.

“We'll distribute about 140,000
neckbands this year, mainly to North
Americaand Europe. We started off
growing 30-40% in sales but now
growthis 300% a year,” says Clayton.
“There will be millions of neckbands
around the world, not hundreds of
thousands.”

Currently, around 12% of New
Zealand farmers have invested in
eShepherd, while offshore theratiois
less than 1%.

“The opportunity is tomatch the
New Zealand percentage globally
over thenextfiveto10 years. We
need to educate the farmers on using
the technology, which willbecome
simpler.”

Clayton says initially 200 neck-
bands were sent to Africaand now
they have ordered 5000 of them.

|

i .
N J/ T Tl .

The eShepherd neckbands enable cattle to move easily to new and fresh pastures.

Taking up the
technology will be
the biggest
opportunity that
most farmers will
see in their lifetime
to get the next
quantum leap in
productivity and
profitability.

Sarah Adams, Gallagher Animal
Management general manager
strategy and new ventures

“Wedon’'thave anadoptionissue,
justaproductionissue.”

Gallagher, which exportsto 161
countries and has offices in Australia,
the Netherlands, US and Canada,
recently installed a second
production line in Hamilton and is
operating three shifts for 24 hoursa
day tokeep up with demand.

Itisnow planning a third
productionline this year and is
presently in the market hiringan
additional 200 staff.

Clayton says virtual fencing isone
of the fastest-growing agritech inno-
vations globally, transforming how
livestock is managed across diverse
landscapes.

The eShepherd neckband contains
a GPS tracker and wireless

communication chips and hangs
down like Swiss cowbells. Two
electrode chains expand around the
neck as the animal grows and two
small solar panelsrecharge the
battery.

The device transmits through the
cellular network or in moreremote
areas line-of-sight base stations to the
web or mobile apps. Itis well suited
for cattle weighing 200kg or more,
and their location canbe tracked to
within plus or minus one metre,
giving 24/7 traceability.

Ontheapp,linesare drawnfora
virtual fence and the co-ordinates
sent to the neckband. As cattle
approach theboundary of the virtual
fence, they hear awarning audio cue
or beep and stepback.

If they continue, an adverse but
harmless electric pulseis delivered
and they quickly respond, staying
within the virtual fence without
stress or confusion.

The farmer canbuild a schedule

tomove the herd through virtual pad-

docks. On cue, the cattle willmove
through the virtual paddocks as they
openup.

Clayton says eShepherd unlocks
precisionrotational grazing and opti-
mises pasture use,improvesreg-
rowth and maintains feed quality, all
without having to gooutand move
asingle physical fence.

Virtual fencing allows the farmer
toaccess more parts of his property
for grazing such as hillsides and bush
blocks, while keeping stock out of
sensitive areaslike waterways,
native vegetation and erosion-prone
land.

“If you think about grazing on the
side of a hill whereit’s almost impos-
sibleto erectafence...by drawing
aline on the phone, stock can be held
there. Or you candraw aline to allow
stock to grazerightuptoan
environmentally-sensitive area and
making the most of the pasture.”

Claytonsays each farmis different
but “on average you are seeinga 20%

increase in productivity when eShep-

herd is used in combination with oth-
ertools.”

The auto weigher and EID reader
allows the farmer to calculate weight
gains daily without having tomove
the stockinto the yard.

“If you have abeast thatis not gai-
ning weight or isnot a strong feeder,
the farmer canletitintoamore
nutritious paddock ahead of therest

of themob and catch up. Our
technology paysattentionto
individual cattle and not just the
wholeherd.”

Clayton says Gallagher and Halter
are the two fastest-growing
companies in the world for wearables
—and they both come from New
Zealand and solve different problems.

“Halter ismore for dairy cows and
our’s more for beef cattle and remote
areas. eShepherd is about weight gain
and pasture utilisation for beef
production rather than milk
production.

“Today, it'snolonger a question of
‘will I take up the technology’, it's
‘which brand will suit my operation’.”

He says one of the misconceptions
about wearables on cattleis that they
are constantly being zapped to stop
them walking over theboundary line.
“The cattle can be trained within 12-24

There will be
millions of
neckbands around
the world, not
hundreds of
thousands. We don't
have an adoption
issue, just a
production issue.

Rob Clayton, chief executive of
Gallagher Animal Management

hourstomoveback from thelineon
theaudio cue.”

Clayton says farming in the future
will be more data-driven and precise
for raisinglivestock. “We are seeing
itnow with the wearable eShepherd,
which opens up anew range of
opportunity.

“We arelooking at animal vision
technology and placing alive camera
onasentinel for every 20 head of
cattle. The camera checks the health
of cattlearound the sentinel and if
oneissick, the farmer can gettoit
quickly.

“Atawater trough, we can weigh
animals through camera vision. We
could have robotlawnmowers which
take samples of the pasture and
calculate the composition of carbohy-
drates.Idon’t think that’s far-fetched.”

Sarah Adams, general manager
strategy and new ventures for Gall-
agher Animal Management, says tak-
ing up the technology willbe the
biggest opportunity that most far-
mers will see in their lifetime to get
the next quantum leap in producti-
vity and profitability.

“They willbe able to get many
more insights on their animals earlier,
and be proactive rather thanreactive
and improve efficiency.”

Adams saysnow isthetimeto
invest when beef pricesare atanall-
time high.

“When commodity prices fall, far-
mers will have abig productivity
improvement that make up for the
lower prices. There’salso the
improvement in environmental
outcomes, as well as productivity.

She warns that New Zealand
farmers can't rest on their laurels.

“The US, who haven'tbeen nearly
as efficient as New Zealand farmers,
have subsidies for technology and we
are seeing alot of uptake over there.

“New Zealand farmers have to
invest and look at what technologies
can give them the quantum shiftand
keep them ahead —because wedo
know that our costbase is high being
so far away from other parts of the
world.”

Adams says smart farmingis
moving away from mob-based to
individual-based management. “With
virtual fencing, we can manage each
animal as an individual — so we know
which animals tomove, which to
keep, which to treatand which to
mate.

“Take dairy herds — we feed cows
different amounts in the dairy shed
based on their milk production. We
arenow able to do the same thing
in very remote pastoral situations
withbeef cattle.”

She says camera vision
technology “will really change things
over thenextfiveto10 years. We see
alotrobotics around and we are just
working out where they fitinto the
system.

“They could carry cameras, live
with cattle and do some mundane
jobs quicker. It comes down to the
imagination of farmers.

“It'slike the Henry Ford thing. You
ask farmers what they wanted and
they’d say a faster horse, but actually
itwasacar. We have to think about
some of the farmer’s jobs and how
arobot, or something else, cando
those for them.

“Allwearetryingtodoisreduce
the cost on the farm and improve
productivity, profitability and
efficiency.”

Adams, who farms on the Raglan
Harbour, says, ‘Tve always thought
technology could play abigger part
infarming. It'samazing where the
virtual fencing technology has got to
and what it canactually do. We are
attracting some of the smartest minds
who want to come and help solve
some of farming’s problems.”
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New Bioeconomy
Science Institute
chiefs face high
stakes in science
overhaul

Agribusiness
& Trade
Peter Griffin

he Bioeconomy Science
Institute entersits second
year withanew chief
executive,anew chief
scientist,and a mandate to turn
research into economic gold. With
fewer scientists, redirected funding,
and ascience system criticssay isa
“burning platform”, expectations
haverarely been higher —or the
challenges more daunting.

New Zealand’s primary industries
will generate an estimated $64.3
billion this year in export revenue.
They are the economy’s engine room,
and the institute (BSD) —born from the
merger of AgResearch, Plant &Food
Research, Scion and Landcare
Research —wasbuilt torun faster,
smarter and with greater global
ambition.

One year on, withnew CEO and
returning expat Angus Haslett set to
stepintotherole vacated by
transition chief executive Mark Piper,
and freshly appointed chief scientist
Dr Linda Johnsonbarely a week into
thejob, the BSIisready to put the
pain of restructuring behind it and get
down tobusiness.

A seasoned agribusiness expert
who studied agriculture
management at Massey University in
the mid-1980s, Haslett most recently
headed Netherlands-based dairy
genetics company CRV.Hejoinsa
similarly sized organisation, but one
with far more moving parts.

The 2025 accounts of the four
former Crownresearch institutes
show that they generated revenue
totalling around $531 million between
them, consisting of strategic funding
and grants, and government and
commercial contracts.

A pivot to mission-led science

The thinking behind the mega-
merger was to eliminate duplication
and sharpen the commercial focus,
building the kind of scale needed to
compete internationally and spin out
intellectual property ventures and
licensing revenue that would grow
thebioeconomy.

Johnson, a 23-year veteran of
AgResearch with deep expertisein
plant-microbe interactions and
genomics, saysherroleistoactas
aconnector, strategist, and horizon-
scanner. The aimisnottodomore
science, but to do science differently.

“Idon’t see four separate research

Linda Johnson says her role is to act as a connector, strategist and horizon-scanner.

cultures sharing aletterhead,” she
said of the BSIa year on from the
merger.

“Isee scientists increasingly
bringing together expertise, data and
resources to tackle challenges that
span sectors,” she said.

The BSIis pursuing a missions-led
science model, grouping research
around large shared challenges
rather than institutional silos. Where
a Scion wood bioproducts scientist
once operated in a separate orbit
fromaPlant &Food researcher
working on biomaterials packaging,
the missions framework is explicitly
designed to bring them together.

“That’s exactly the sort of
collaboration a missions-led
approachis designed to encourage,”
Johnsonsays.

“Thefocusisincreasingly on
bringing together theright expertise,
wherever it sits within the
organisation.”

The conversion problem

For Professor Rod McNaughton,
Academic Director of the Centre for
Innovation and Entrepreneurship at
the University of Auckland, the
structural integration was necessary
but only part of the job.

“The BSIhaslanded inroughly the
right conceptual place,” he says, “but
the testnow is whether itbecomes
more than an administrative merger.
Scaleisuseful, but scaleisnot the
same as speed.”

“The hard problem isnot about the
quality of our science, itis
conversion,” McNaughton argues.

“Iwould judge BSI less by how
muchresearchit produces and more
by how wellitimproves the
conversionrate from science to
value.”

Thenecessary ingredients?

ne chal

Assembling intellectual property,
founders, industry partnersand
capital, moving fromresearch
capability to usable technologies,
licences, ventures, standards and
decisiontools. That is a different skill
set from running great research labs.
While our CRIs had arespectable
trackrecord in turning pioneering
science into export-earning
innovation, the Governmentis
looking to get more bang for the
taxpayer’sbuck.

Themerger resultedin152roles
going across the four institutes, with
another 134 voluntary redundancies,
86 of them science positions.
Meanwhile, the investment thesis
underpinning thereformsrelies
heavily on business R&D filling the
gapleft by strategic science spending

The future of
agribusiness is advanced
technology embedded in

biological systems.

Prof Rod McNaughton

being funnelled away from the
primary sector and environmental
science towards the newly
established Institute for Advanced
Technology, whichisbased in
Auckland and has a focus on artificial
intelligence, quantum technologies,
superconductivity and materials
science.

Aburning platform

Dr Troy Baisden, an environmental
scientist, independent researcher and
co-president of the New Zealand
Association of Scientists, describes
thebroader science system after the
CRImega-mergersasa “burning
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NZ businesses. The reports canvas the views of Cabinet Ministers, business leaders, and

business organisation chiefs.
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and in-depth articles written by the Herald Business Reports team.

enge facing
N/'s science giant

Prof Rod
McNaughton

Dr Troy Baisden

platform” —not a crisis coming, but
onealready underway.

The BSI's seasoned staff, he says,
have done well to hold on to critical
capabilities during the restructure.
But thereality is that our public
researchers are having todomore
withless.

Baisdenis particularly critical of
structural overhead costs that make
external co-investment prohibitively
expensive.

“The foundations arerickety,
poorly funded. Overheads are crazy,
so you can’t fund anything from
external to these organisations and
the government without paying four
or five times what it's worth, so
nobody will fund it.”

He worries about the ongoing
brain drain from the New Zealand
science system, the lack of
opportunities for post-doctoral
researchers and politicians
convinced that merging agricultural
science with Al willaccelerate
economic growth.

“Slogans about doing something
differently that's going to succeed are
probably going to prove false,and
they're going to start proving false
within three-year election
timeframes rather than the five or
10-year timeframe typically applied
toscience.”

Alas anaccelerant
Artificialintelligence is,however,
important to BSI's plans to amplify its
science.From genomic selection in
plant breeding tobiosecurity
surveillance, the technology has
genuine applications across BSI's
portfolio.

McNaughton is broadly supportive
but emphatic that the technology
mustbe embedded in domain
expertiserather than dropped infrom

the outside.

“Al could be especially important
ifitis grounded in real primary-sector
problems and data,” he says, listing
faster breeding and phenotyping,
biosecurity surveillance, land-use
optimisation, provenance and food-
process optimisation as high-value
applications.

“But Al will not contribute much
as a generic capability sitting outside
the sector. It needs access to high-
quality data, deep domain
knowledge, industry adoption
pathways, clear IP settings, trusted
governance arrangements and
people who can translate science into
investable or deployable
opportunities.”

The gene tech opportunity

One area where BSI could generate
upsideis precision breeding and gene
editing. New Zealand's regulatory
pathway for gene-edited organisms
hasbeen slow, a source of frustration
forresearchers and industry alike.
But Johnson, whose ownresearch
background is in CRISPR gene editing
tools, argues that theregulatory lag
need not hold the scienceback.

“Gene editing adds another
powerful tool to that toolbox,” she
says. “International jurisdictions
have processes in place that enable
proportionate assessment and
approval of genetic technologies.
That createsboth animperative and
an opportunity: to ensure our science
remains internationally connected,
tolearn fromregulatory systems
offshore, and to position New
Zealand to accelerate innovation
when domestic settings allow.”

The future of agribusiness,
McNaughton points out, is “advanced
technology embedded in biological
systems”. Think sensing, robotics,
digital assurance, climate models,
and biomaterials.

“Theriskis that funding for
advanced technology becomes a
separatesilo,” he warns.

Baisden acknowledges that there
are commercial success storiesin the
form of spinoff companies that
emerged from the BSI's predecessors,
such as Calocurb, a startup that has
developed an appetite suppressant
and which tracesits originsback to
Plant &Food’slabs.

The future of New Zealand
science, if the Government’s plan
works, is to see thelikes of Icehouse
Ventures and Movac, which recently
raised a $200 million venture fund,
backing deep tech startups built on
BSI'sscience.

McNaughton points out that many
opportunities in thebioeconomy are
notright for startups, but will create
value through licences, grower tools,
industry adoption, public-good
technologies, standards, corporate
partnerships or policy evidence.

“Thebioeconomy is not the old
primary sector with anew label. It
is wherebiology, data, engineering
and markets meet,” McNaughton
says.

“Thatis why BSI matters, but also
why execution will matter more than
structure.”
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Closer than ever: New T
promises to slash farm emiss

AgriZeroNZis
backing methane-
cutting tools to
boost farm
productivity, writes
Wayne McNee

ew Zealand’s agricultural

sector hasbuilt its success

on continually finding

better ways to farm. Today,
one of our biggest challenges —and
opportunities — isreducing emissions
in ways that strengthen our position
in global markets without
compromising productivity.
Achieving that hinges on three things:
market demand, practical tools that
work on Kiwi farms and support for
farmers to adopt them.

The market demand isloud and
clear. Many of the world’s largest food
companies and supermarkets
consider emissions alongside price
and quality when they’re choosing
where to source their products.
Financial institutions are also taking
emissions intoaccountinlending and
investment decisions.

For a country whose food and fibre
exports are forecast to earnmore
than $64 billion this year, those
signals matter. Strengthening our
reputation asa trusted producer of
high-quality, low-emissions food will
increasingly depend on giving
farmers practical options tomeet
changing market expectations.

Recognising this early, major
agribusinesses, banks and the
Government came together three
and ahalf years ago to establish
AgriZeroNZ. They shared a simple
belief: if New Zealand wanted to
remain at the forefront of food
production, we needed toinvest early
—and invest together —to accelerate
the development of tools that would
help keep our farmers competitive.

Back then, many of the biggest
questions were unanswered.

Could promising ideas become
practical tools?

Would they workin New Zealand’s
pasture-based farming systems? And
would customers and farmers see
enough value to use them?

From promising ideas to practical
solutions
Today, the picture is much clearer.
Kiwifarmers are closer than ever to
having effective tools that canreduce
methane and nitrous oxide emissions
without compromising profitability
or productivity. Most of the tools we
haveinvested inareaimingto
improve animal productivity and,
through that, farmer profitability.

Through almost $80 million of
investment across 18 companies,
research projects and trials, a strong
pipeline of technologies is moving
steadily towards commercialisation
and on-farm use. Our growing
portfolio spans probiotics, pastures,
vaccines, genetics, animal wearables
and feed additives.

We're focused on disciplined
investment in the most credible

opportunities —here and overseas —
so New Zealand farmers are well
positioned to have accessto the
technologies that succeed.

Thefirst tool likely tobecome
available from our portfolioisa
methane-inhibiting bolus from Kiwi
company Ruminant Biotech. Intrials,
asingle dose hasreduced daily
methane emissions by at least 70%
for100days.

Itisnow progressing through New
Zealand’sindependent regulatory
process, which is assessing its safety,
suitability and effectiveness for use
in our farming and food production
systems. The current application is

focused on specific categories of beef
cattle.

Most likely to follow next are alow-
emission ryegrass and a probiotic-
based feed additive.

Of course, not every investment
will succeed — that’s the nature of
innovation.

But we're optimistic that with
continued investment and focus,
farmers will have arange of tools to
choose fromby 2030.

This progressreflects the foresight
of the organisations that came
together to set up AgriZeroNZ. Their
commitment and collaboration
remain AgriZeroNZ's greatest

Wayne McNee is chief executive of
AgriZeroNZ, a public-private
partnership half owned by
government and the other half
owned by: The a2 Milk Company,
ASB,ANZ,ANZCO, BNZ, Fonterra,
Rabobank, Ravensdown, Silver
Fern Farms and Synlait.

strengths,and we’re encouraged by
growing interest from organisations
here and overseas that want tobe
part of the next phase and turn
promising innovation intoreal
impactonfarms.
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Thisisimportant because getting
the tools commercialised is only part
of the challenge.

Success won't just be measured by
the number of tools available, but also
by how many farmers choose to
adopt them.

Building confidence onfarm
Farmers havebeen clear with us.
They’ll use emissions reduction tools
if they stack up as good business
decisions. They need to be confident
the tools work, fit their farming
system and are safe for their animals.
Some innovators and early adopters
willlead the way, but most farmers,
quitereasonably, want to see the
valuefirst.

With tools getting closer to on-farm
use, our investors asked us to play
abiggerrolein their uptake. Thatled
to thelaunch of our Early Adoption
Accelerator, anew initiative designed
tobridge the gap between early

Kiwi farmers are closer
than ever to having
effective tools that can
reduce methane and
nitrous oxide emissions
without compromising
profitability or
productivity.

Wayne McNee

availability and widespread use.

Backed by up to $51 million in
Government co-funding over three
years, the Accelerator will support
sector-led projects thatremove
barriers to adoption and help more
farmers put proven mitigation tools
into practice.

We'relooking forward to working
alongside more farmers and
companies across the ag sector to
helpbuild farmer confidence and
advance the use of emissions
reduction tools on New Zealand
farms.

Maintaining our competitive edge
New Zealand farmers are already
among the most emissions-efficient
inthe world. That's something we
shouldbe proud of.

But many of our competitors are
catching up by using new
technologies toimprove their
performance.

Standing still is unlikely to protect
our competitive advantage.

The farmers who built this sector
succeeded because they continually
found better ways of doing things.
Equipping today’s farmers with the
tools they need to strengthen New
Zealand’s position in the global
market —and the confidence touse
them — will require a joint effort from
researchers, tech companies, farmers,
government, exporters and
customers.

If we get thisright, we'llnot only
reduce emissions, we'll help shapea
stronger, more productive and
competitive future for New Zealand
agriculture.

AgriZeroNZis a sponsor of the Herald’s
Agribusiness and Trade report.

Tools in development: Earliest availability

A range of emissions reduction tools is expected to be available for New Zealand farmers by 2030.
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New Zealand
that’s exact

Tariffs are no longer
simply a trade
policy, writes
Sarah Salmond

fNew Zealand exportersare
hoping Washington'’s tariff
agendais atemporary detour,
think again.

After spending time in Washington
meeting policymakers, congressional
offices, trade officials, trade lawyers
and industry groups, one message
came through clearly: tariffsareno
longer simply a trade policy tool.
They are a political tool, an economic
tool and a national security tool.

That changes the game for
everyone — but especially for a small
country like New Zealand that was
never the primary target.

What struck me most was the
atmosphere: there was no serious
constituency in any room arguing for
areturnto the old playbook. The
conviction that the world has
permanently changed was bipartisan,
consistent and, frankly, sobering.

Much of the agendais driven by
concerns about China, domestic
manufacturing, economic security
and the political imperative of crea-
ting jobs in key states. New Zealand
simply happens tobe operatingina
systembeing redesigned for much
larger strategic reasons.

That requires a fundamental shift
in thinking. The traditional approach
—negotiate favourable tariff
treatment, remove barriers, compete
on quality —isnolonger enough. The
questions being asked in Washington
are different: Does this investment
strengthen supply chains? Does this
product fill a critical gap? Does this
partnership reduce strategic
dependence? Exporters who can
answer those questions persuasively
will find far morereceptive
audiences.

The other clear takeaway:
volatility is here to stay. Few people
Ispoke with expected policy settings
tonormalise. Tariffs now enjoy
support well beyond their traditional

Competitive
advantage is
now being
shaped long
before
products

reach market.
Sarah Salmond

constituency, and thereislittle
appetite toreturn to the trade policy
consensus of previous decades.

The USmidterm elections add
another layer. If Democratsretake the
House and perhaps the Senate,
Congress will become more assertive
ontrade oversight. But modern trade
policy isheavily Executive-led,and
adivided Congress has limited ability
tounwind measures already
implemented by the Trump
Administration.

Recent developments make the
point concrete. The USlamb
safeguard investigation shows how
market accessissues can emerge
withlittle warning, even for close
trading partners like New Zealand

and Australia. Investigations can
move frominitiation toreal
commercial impact faster than most
boards anticipate. The medical
devicesinvestigationisa further
reminder that trade policy is
increasingly intersecting with
domestic manufacturing objectives.
Moreinvestigations, more scrutiny,
more sectors —thatis the direction
oftravel.

Critically, businesses should not
focus solely on tariffs. Export
controls, investment screening,
sanctions and supply chaindue
diligencerequirementsare
increasingly shaping commercial
outcomes — and inmany cases
present greater risk than tariffs
themselves.

That creates challenges —but also
opportunities.. Washington is
increasingly pursuing targeted
economic arrangements and
strategic partnerships thatare
narrower than traditional free trade
agreementsbut canstill create
meaningful commercial advantages.
Competitors who secure better
regulatory alignment or preferential
supply chain integration will
gradually strengthen their position.
Competitive advantage isnow being
shaped longbefore productsreach
market.

Perhaps the most important lesson
from Washington is the continuing
value of engagement —and who does
it. Time and again, the message is
consistent: policymakerslisten to

isn’t the target —
ly the problem

domestic voices far morereadily than
foreign ones. New Zealand businesses
cannotrely solely onlocal advocacy.
The most effective advocatesin
Washington are US employers,
customers, distributors and industry
associations explaining why your
product or investment mattersto
them. A practical starting pointis
auditing your existing US stakeholder
footprint —identifying which
Americanbusinesses, employers and
associations already have astakein
your success and can speak on your
behalf.

Boards should also recognise that
trade and geopolitical risk canno
longer be treated as occasional
complianceissues. Diversification
and de-risking need tobecome core
strategic priorities — not background
noise.

The companies that succeed over
the next decade will not necessarily
be those facing the lowest tariffs.
They will be the ones with diversified
markets, resilient supply chains and
credible advocates in the markets
that matter most.

For years, exporters could treat
geopolitics asbackground noise.
Those daysare over. Trade policy,
economic security and geopolitical
risk are now core businessissues. The
businesses that recognise that shift
first arelikely tobe the ones that
emerge strongest fromit.

@ SarahSalmond s a Partner at
MinterEllisonRuddWatts
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We've earned the right

MPI chief Ray Smith says

growth must match

environmental gains

SOPI

Fran O’Sullivan

or much of the past decade,
New Zealand’s primary
sector hasbeenforcedonto
thedefensive.

Climate change. Water quality.
Methane. Land use. Biodiversity.
Biosecurity. Thelist of pressures has
seemed endless. Farmers have often
felt under siege while governments
have struggled toreconcile the
country’s export ambitions with
increasingly demanding
environmental expectations.

Now the mood is changing.

The global market isagain turning
inNew Zealand’s favour. Trade
agreements are opening more doors.
Red meat prices are strengthening.
Technology is beginning to deliver
practical solutions to methane
emissions that once looked almost
impossible. After years of paying
down debt, many farming businesses
are entering this next phase with
healthier balance sheets.

But thereisa catch. Thelicence
to grow isnolonger automatic, it has
tobe earned.

Thatis the central message from
Ministry for Primary Industries
director-general Ray Smith, who
believes New Zealand stands at one
of the most important turning points
for the food and fibre sector since the
post-1980s reform era.

“We’ve actually earned theright to
grow,” Smith says.

“But we've earned thatright
because people understand growth
hasto happen alongside
environmental performance. We
cannot grow at the expense of the
environment.”

The debate has shifted from
whether New Zealand should expand
itsagricultural production to how it
can do so while meeting increasingly
sophisticated demands from
regulators, consumers and global
markets.

For Smith, this marks a significant
change in thinking.

“Ithink we're emerging from the
opposite problem,” he says. “People
became almost afraid to talk about
growth or diversification.”

Now, he believes, confidenceis
beginning toreturn.

That confidence rests on four
major forces reshaping the sector.

Fuel: The shock that tested
everyone

Few industries are as exposed to
energy prices as agriculture.

Fromtractors and harvesters to
irrigation systems, fishing vessels and
freight, diesel remains the lifeblood of
rural New Zealand.

When geopolitical turmoil sent
global fuel prices soaring, the
consequencesrippled quickly
through the entire economy.

When we spoke earlier this month,
Smith noted diesel had climbed from
around $1.80 alitre this timelast year
toapeak approaching $3.80,before
easingback toroughly $2.50.It
climbed back to $3.54 in mid-July as
theIran war stepped up again; nearly
doublelast year’s price.

“Peoplefeelrelieved,” he says. “But
we're stillmuch higher than where
wewereayear ago.”

Fuelisnolonger simply another
farm input. It hasbecome a structural
cost affecting everything from
harvesting crops to transporting milk,
meatand logsto ports.

Yet, Smith —who was seconded
from MPI for six weeks to take over
the Government’s operational
response to the fuel crisis — believes

Situation and Outlook
‘or Primary Industries

Ministry for
Primary
Industries
CEO Ray
Smith rolls
out the
latest
industry
forecasts at
Fieldays.

the sector demonstrated something
important during the latest shock.
Resilience.

Unlike many overseas
jurisdictions, New Zealand did not
introduce emergency subsidies.
Businesses adapted. Some already
had fuel hedging in place. Others
absorbed the cost.

Seasonal timing has also helped.
Winter traditionally brings lower
diesel demand across much of the
agricultural calendar, providing
breathing space while markets
stabilise.

But Smith warns that elevated
energy costs are now embedded into
the economics of farming.

The greatest pressure fallsnot on
exporters enjoying buoyant
international prices, buton
producers selling into the domestic
economy — vegetable growers, arable
farmers and inshore fishing
operators.

These are domestically exposed
businesses whose customers are the
five million New Zealanders already
grappling with higher living costs.
“They’re the industries Iworry
about,” Smith says. “They can’t simply
pass higher costs through.”

A world hungry for protein
If fuel pricesrepresent today’s
headwind, global protein demand is
providing a powerful tailwind. One of
the strongest forces supporting New
Zealand agriculture haslittletodo
withlocal conditions.

Itbegins in the United States.

America’s cattle herd has fallen to
itslowestlevel in more than seven
decades following prolonged
drought and widespread herd
liquidation. Reduced supply has
pushed international beef prices
higher and strengthened returns
across world markets.

For New Zealand exporters, the
timing could hardly be better. “ITt

underpins growth in that sector,”
Smith says.

The supply shortage is coinciding
with another unexpected shift.
Consumers are rethinking protein.

Drugs such as Ozempic and other
GLP-1medicines (such as Wegovy,
sold in New Zealand) developed for
diabetes and increasingly used for
weight management, have changed
nutritional advice almost overnight.

Protein has moved from being
viewed with suspicion tobecoming
central to healthier eating. “When
youand Iwere younger,” Smith
jokes, “people thought eating lots of
protein was going to give us heart
attacks.

“Now it seems you're supposed to
eat more protein and less of
everythingelse.”

Whether GLP-1medicines
ultimately transform global diets
remains uncertain. What mattersis
thebroader trend. Demand for high-
quality protein continues to
strengthen precisely when global
supply has tightened. For a country
producing premium grass-fed beef,
lamb, and dairy products, those
fundamentalsremain attractive.

Indiabecomes the next prize
Traderemains the other great pillar
supporting New Zealand’s
agricultural future. Smith points to
one development above all others.
India.

After years of stop-start
negotiations, the bilateral free trade
agreement promises toreshape New
Zealand's access to one of the world’'s
fastest-growing consumer markets.

Smith is optimistic but realistic.
Unlike Britain or Europe, India will
not deliver immediate gains. “If there
were four big issues shaping this
year,” he says, “one of themis
certainly theIndia FTA.”

Yet he cautions against expecting
overnight success. “India willbe
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grand,” he says. “Butit’s going to take
longer.”

Unlike the UK, where New Zealand
exporters have decades of familiarity,
Indiarequires patience. At the same
time, Smith says the performance of
the United Kingdom and European
Union free trade agreements has
surprised many observers. Exports
have expanded faster than expected.
Some of that reflects stronger
commodity prices.

Butit also demonstrates what
happens whenlongstanding
commercial relationships are finally
supported by improved market
access.

For Smith, these agreements
reinforce abroader lesson. Trade
policy still matters.

As geopolitical tensions reshape
supply chains and governments seek
trusted trading partners, New
Zealand'sreputation for producing
safe, high-quality food isbecoming an
increasingly valuable strategic asset.

Butreputation alone isno longer
enough.

Thenext challengeliesin proving
that growth can co-exist with
environmental credibility.

Environmental credibility

And that may become the defining
test of New Zealand agriculture over
thenextdecade.

Thereal test, however,isnot
whether New Zealand can grow more
food.Itis whether it can convince
increasingly discerning global
consumers that it can grow more
while leaving a lighter footprint.

That challenge sits at the heart of
Smith’s vision for the next decade.

The debate has moved beyond
whether methane emissions need to
fall. The science isadvancing so
rapidly that the questionisnolonger
if New Zealand canreduce
agricultural emissions.

“The scienceis virtually proven,”

Smith says. “The issue now is getting
itinto farmers’ handsat a price they
canafford.”

For years, methane hasbeen
presented as agriculture’s Achilles
heel —a problem with no
commercially viable solution. That
narrative isbeginning to unravel.

Acrosstheresearch pipeline are
methane-reducing feed additives,
probiotics, vaccines, selective
breeding programmes and pasture
technologies that are producing
increasingly impressive results.

Smith points to one emerging
product capable of reducing
methane emissions from yearling
beef animals by around 70 %. “I think
you'll see quite a drop with thisbolus
product. Youdon't need one down
every throat at that rate to meet your
targets.”

EcoPond technology is already
delivering methanereductions of
close to 97% from dairy effluent
ponds —a significant gain for an
emissions source that accounts for
around 6% of a typical dairy farm’s
methane profile.

Importantly, these are no longer
laboratory experiments. Many have
now been recognised within New
Zealand’s national greenhouse gas
inventory.

That explains why AgriZeroNZ —
the Government-backed investment
vehicle established to accelerate
methane technologies —isbecoming
increasingly important.

Rather than acting simply asa
grant provider, AgriZeroNZis co-
investing alongside private
companies, sharing both the risk and
thereward.

“Wereabouta40%investor,”
Smith explains. “When companies
are putting their own money,
alongside Government money
they’re much more focused on
getting products into the market.”

Too often, publicresearch has
produced excellent science that
never crossed what innovation
experts call the “valley of death”
between laboratory success and
commercial adoption.

But Smith believes aligning
government capital with private
investment dramatically improves
the chances that farmers will
eventually have affordable, practical
toolssitting on their shelvesrather
thansitting in research papers.

That commercial mindset reflects
abroader shift inside MPl itself.
Increasingly the ministry is thinking
lesslike aregulator and morelike
along-term steward of New
Zealand’s export competitiveness.

The next environmental battle
Methane dominates headlines. But
Smith believes the next
environmental challenge willbe
much closer tohome. Water. More
specifically, nutrient management.

Freshwater quality hasbecome
one of the most politically contested
issuesin New Zealand agriculture
over the past decade. Yet Smith
believes this debate is approaching
asimilarly important turning point.
“The mitigations are stacking up,” he
says. “What we haven't yet doneis
demonstrate enough of them
together on commercial farms.”

Smith believes New Zealand’s
farmers understand that protecting
natural capitalisnolonger optional.

‘Thaven't encountered anyone
who wants to damage their own
industry,” he says.

Thereal challenge isbuilding
practical systems that allow both
economic growthand
environmental credibility to co-
exist.

Thatbalanceincreasingly
determines access to premium
international markets.

Consumers buying New Zealand
lamb in London or infant formula in
Shanghai are not simply buying
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to grow

food, they arebuying a story —and
environmental performance has
become part of thebrand.

Smithis confident anew policy on
land use flexibility underscores that
growthisback on the table provided
farmers can hitagreed
environmental markers and show
that intensification does not come at
the expense of water, soil or climate.

Climate change brings new
enemies

Few countries rely more heavily on
keeping pests and diseases offshore
than New Zealand.

But warmer temperatures are
improving survival rates for insects
previously unable to establish
themselves here. Changing weather
patterns are carrying new diseases
across oceans.

Smith points to bird flu as perhaps
the mostimmediate concern.

Fruit flies provide another
reminder. What were onceregarded
asrare emergencies are becoming
almost annual events. “We had two
fruit fly incursions last summer,”
Smithnotes.

The country’s eradication record
remains remarkably successful. But
success isbecoming increasingly
expensive. Arecent hornet
eradication programme cost
taxpayers around $13 million.

The capital challenge

New Zealand has built one of the

world’s most successful food-

exporting industries. It hasbeen far

less successful at building globally

scaled agribusiness companies.
Again and again, promising

businesses have encountered the
same problem.

Some companies have borrowed
too heavily before achieving
sufficient cash flow. Others have
remained chronically under-
capitalised for years.

Eventually offshore investors
arrive —notbecause New Zealand
businesses have failed, but because
their balance sheets have become too
constrained to fund the next stage of
growth.

“It's often the capital model,” Smith
observes. “The companies simply
haven'tbeen able to service the debt
quickly enough.”

The country excels at creating
successful primary industries. It has
often struggled to finance them
through successive waves of
expansion without eventually relying
oninternational capital.

Smith contrasts that with Fonterra.
The dairy co-operative has hardly
enjoyed a flawless history. Its
overseas adventures have
sometimes destroyed rather than
created value.

Yet despite those setbacks, it
remains one of the few examples of
afarmer-owned organisation able to
generate the scale necessary to
compete internationally while
continuing toreturn wealth toits
members.

Finding more models capable of
achieving that balance may become
one of the next generation’s biggest
economic challenges.

Seventy-five years of proof
Thereisa chart thathasbecome
something of a favourite inside MPL

a-

Ittracks 75 years of New Zealand’s
food export growthintoday’s
dollars. Wars. Oil shocks. Financial
crises. Commodity collapses.
Exchange-rate volatility. Political
upheaval.

Despite this, the line keeps
climbing —unmistakably upward.

For Smith, it tellsan important
story. Global prices explain much of
the short-term volatility. The quality
of New Zealand’s food and fibre
sector explains the long-term trend.

Hesaysit's easy tobecome
distracted by each new crisis. But
history suggests the industry’s
capacity to adapt has consistently
proved stronger than the shocks
themselves.

For Smith, New Zealand enters
this next chapter with genuine
advantages. The world wants more
premium protein. Trade agreements
are widening access. Innovationis
beginning to solve problems once
considered intractable.

Farmbalance sheets are stronger
thanmany expected.

Butnone of those advantagesis
guaranteed. Growth, he argues,isno
longer simply an economic
objective.Itisa privilege that must
continually be justified.

New Zealand may well have
earned therightto grow.

The challenge now is proving —
to customers, investorsand
increasingly demanding global
markets — that it deserves to keep
thatright for the next 75 years.

@ The Ministry for Primary
Industries is a sponsor of the Herald’s
Agribusiness and Trade report.

Your milk. Your Co-op.

Learn more at fonterra.com/your-co-op

Bird flu is becoming an
economic risk, not just a
biosecurity threat

Ray Smith’s warning came before the
headlines.

When linterviewed the Ministry
for Primary Industries Director-
General, he observed that New
Zealand was one of the few countries
stilluntouched by the global spread
of highly pathogenic H5N1avian
influenza.

“Other than the Pacific Islands —
Ithink we’re the only country inthe
world that hasn’t had this,” Smith
said. “Just because we're lastdoesn’t
meanwe’re safe.”

Days later, New Zealand
confirmediits first case of H5N1 after
abrown skua found near Wellington
tested positive. Officials say the virus
has not spread to commercial
poultry flocks and the public health
risk remains low. But the finding
marks the end of any assumption
that geography alone can protect
New Zealand from one of the world’s
fastest-moving animal diseases.

New Zealand’s food and fibre
sector depends on a hard-won
international reputation for safe,
high-quality production. Biosecurity
isno longer simply an operational
responsibility for MPI; it has become
astrategic economic asset.

Around the world, H5N1 has
devastated poultry industries,
spread through wild bird
populations and, in the United States,
infected dairy cattle. US scientists
regard it as one of the most
significant animal disease outbreaks
indecades.

Smith believes New Zealand’s
greatest vulnerability lies elsewhere:
“Our biggestriskis really poultry and

_

Fonterra

our native birds.”

New Zealand’s unique birdlife
and internationally recognised
biosecurity standards underpin
confidence in our premium food
exports. A serious outbreak
would test both.

Smith also sees bird flu as part
of awider shift. Climate change
isincreasing the frequency and
complexity of biosecurity threats.
Warmer temperatures, changing
migration patterns and more
extreme weather are making it
easier for pests and diseases to
reach —and establish themselves
—here. Bird flujoins fruit fly
incursions and invasive insects as
evidence that biosecurity
challenges are becoming more
frequent and more expensive.

The broader lessonis clear.

Trade agreements may open
markets and technology may lift
productivity, buta major
biosecurity failure can
undermine market confidence
overnight.

Smithargues New Zealand has
“earned therighttogrow.”

Maintaining that right will
increasingly depend not simply
on producing more food, but on
protecting the biological systems
and reputation that give New
Zealand agricultureits
competitive advantage.

Intoday’s world, biosecurity is
no longerjustaborderissue. It
isan economic strategy.

— Fran O’Sullivan
©®B27: Bird flu has reached
New Zealand
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Fonterra CEO Richard Allen, bracketed by MPI's Ray Smith and
Auckland Airport’s Carrie Hurihanganui, tells the 2026 China
Business Summit that the co-operative had been in a “pseudo-
crisis” since Covid first disrupted global trade.

A crisis
Zealand’

s

Air NZ, Fonterra and
Auckland Airport
are rethinking
resilience after the
fuel crisis, writes
Tim McCready

hen conflictinthe
Middle East threatened
todisrupt New
Zealand’s fuel supplies,
the organisations critical to the
country’s trade and international
connectivity were forced to confront
justhow exposed they were.

Fuel tankers continued to arrive,
aircraft kept flying and export
products remained on the move. But
prices surged, shipping routes came
under pressure and officialsbegan
calculating how long supplies would
last, which industries would be
prioritised if shortages hit,and how
disruption to petrochemicals might
spread through the wider economy.

Those questions framed the open-
ing panel at last month’s China Busi-
ness Summit, where leaders from
Fonterra, Air New Zealand, Auckland
International Airport and the Ministry
for Primary Industries described how
repeated shocks have changed the
way they manage supply chains,
markets and China.

A system withlittle slack

Ray Smiith, director-general of the
Ministry for Primary Industries (MPI),
said about 30% of New Zealand’s
refined fuel comes from Singapore
and 60% from South Korea.

Tankersleave for New Zealand
almost every other day, aregular flow
thatreceived little attention until it
came under threat. “We have talked
alotabout transition in our fuel
supplies and what we do as we move
intoa greener world,butall ofa
sudden fossil fuels were disappearing
onus quickly,” Smith said. “There was
huge concern about how we would
power up the economy.”

Diesel underpins freight, food
production and manufacturing. Jet
fuel carries passengers, butit also
keeps high-value exports moving as
cargo.

The exposure extendsbeyond
fuel. New Zealand produces about a
third of its fertiliser and imports the
rest, much of it from the Middle East.
Plastics, agrochemicals and
pharmaceuticals are also vulnerable
todisruption in the petrochemical
supply chain.

' AGRIBUSINESS & TRADE A Herald Businessreport
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slowly”.

The Government decided against
subsidising fuel prices. Smith, who
was seconded from MPI for six weeks
to take over operational leadership of
the Government'’s fuel crisis
response, said allowing prices to
reflect the shortage encouraged
businesses and consumers to
consider how much they used.

“If you have a shortage, you want
people to think about their
consumption levels, which they do
not doif the price does not change.”

His greatest concern was for
vulnerable domestic producers,
including vegetable growers, arable
farmers and inshore fishers, who
might stop planting or operating if
fuel costs climbed too far.

For the aviation sector, the
disruption ultimately proved tobea
price shockrather than a shortage.

Air New Zealand chief executive
Nikhil Ravishankar had just returned
from the International Air Transport
Association’s TATA) annual
gathering, where airlines were
counting an estimated US$100 billion
increasein fuel costsand afallin
industry net profit from about US$45b
to US$22b.

Despite that hit, he said the mood
atIATA wasbuoyant.

“Everyonerealised the fuel supply
lines were more robust than anyone
hadimagined,” Ravishankar said.
“This wasn’ta supply crisis as much
asacommercial crisis.”

Air New Zealand had recovered
between 25% and 40% of its additi-

Everyone realised the
fuel supply lines were
more robust than
anyone had imagined.
This wasn't a supply
crisisasmuch asa

commercial crisis
Nikhil Ravishankar

onal fuel costs, but Ravishankar said
theairline could not simply pass the
fullincrease on to passengers. “If we

kept putting prices up, we would fly

empty planes.”

The airline also faces a timing mis-
match: tickets canbe sold a year be-
fore travel, while the fuel isbought
when the aircraft flies. Ravishankar
said fares could remain elevated for
aperiod as airlinesrecovered losses
and rebuilt their balance sheets for
thenext disruption.

Auckland Airport chief executive
Carrie Hurihanganui said minimum
stockholding obligations introduced
inrecent years have proved their
value. Theserequire 24 days of jet

Air New Zealand CEO Nikhil Ravishankar tells China Summit
Co-Chair Fran O’Sullivan the airline’s approach is to “panic

Carrie Hurihanganui, bracketed by Richard Allen and Nikhil
Ravishankar, talks about how “volatility is the new norm” at the
2026 China Business Summit.

Photos / Supplied China Business Summit.

test for New
trade lifelines

fuel tobe held within New Zealand,
with 10 days close to Auckland
Airport.

Therequirements provided a
buffer, although Hurihanganui said
they needed tobe kept under review
asrisks change. “Volatility is the new
normand we need toadapt.”

Learning to ‘panic slowly’

That adaptationisbecoming
embedded in the way major
companies operate.

The experience showed how crisis
management hasbecomea
permanent organisational capability.

Fonterra chief executive Richard
Allen said the co-operative had been
ina“pseudo-crisis” since Covid first
disrupted global trade.

“For thelast five years, there has
been something to deal with every
day: ships running aground, bridges
getting hit, wars.”

When the fuel crisis emerged,
Fonterra had product on the water
heading to the Middle East, including
markets where local food production
is constrained. It worked with
logistics partners to keep those
shipments moving. The cost was
significant, but maintaining supply to
customers took priority.

Air New Zealand hasadopteda
similar discipline. Ravishankar
described the airline leadership
approach as “panic slowly”.

The objectiveisto containthe
problem, make clear whois
responsible for managingit,and allow
therest of the airline to continue
operatingitsroughly 500 daily flights.

Engine problems, the flooding of
Auckland Airport and the upheaval
of Covid have helped build those
reflexes.

“Resiliency is the new reliability,”
Ravishankar said.

China changes the equation

The same capacity to adapt is shaping
how the organisations approach
China.

The market remains critical to New
Zealand, but the competitive
environment has changed markedly.

Allen said the Chinese dairy
industry hasinvested inadvanced
factories and lifted its ability to
produce high-quality products
locally. Fonterra cannot assume the
strategy that worked over the past
quarter-century will carry it through
thenext.

“What worked for the last 20 to 25
yearsis unlikely to work for the next
25 without modifications,” he said.

Fonterra’s strategy is focused on
ingredients and food service,
retaining control of the Anchor brand
in China, localising itsroute to market
and concentrating on areas where

New Zealand can command a
premium.

Italso sees further growthbeyond
China’stier-one and tier-two cities as
urbanisation spreads, although Allen
stresses that additional volume must
deliver sustainablereturns.

“If you focus just on volume
withoutunderstanding long-term
economics in amarket like China, it

We are building a
strategy that expects
uncertainty and
volatility,” he said, “‘and
figuring out how to turn
that into opportunity.

Richard Allen

cankill you,” he said. “We must find
our differentiation point.”

Smith said New Zealand’s
regulatory relationship with China
hasalso matured.

MPI this year marks 20 years of
formal engagement with China,
supported by relationships acrossits
customs, agriculture, market
regulation and forestry agencies.

Therelationshipis built on “trust,
confidence and respect,” Smith said,
and gave New Zealand access many
competing countries did not enjoy.

Thattrust carries direct
commercial value. New Zealand
officials are permitted to audit infant
formula producers on China’s behalf,
helping protect an export trade worth
about $2billion.

China’s food production and safety
systems have alsoadvanced. Where
a Western label once carried an
automatic advantage, Smith said
products made in China increasingly
enjoy the same standing with
consumers.

New Zealand exporters now have
to compete more sharply onbrand,
provenance and health attributes.

More routes, more options
Diversification provides another
layer of resilience.

Primary sector exports to China
peaked atabout 35%in 2023 and have
since eased to around 30%.

Smith identified forestry as the
clearest concentration risk, with 54%
ofits export revenue tied to China
and demand exposed to the country’s
subdued residential construction
market.

Weakness in Chinese construction
was already being felt through plant
closuresin New Zealand, he said.

TheIndia trade agreement
provides another avenue for growth.
Air New Zealand has signed a

memorandum of understanding with
Air India, established code-sharing
arrangements and applied for joint
venture authorisation asit plans for
direct services.

Butdiversification doesnot mean
stepping back from China.

Air New Zealand has consolidated
its capacity there and, alongside
alliance partners, connects into about
30 Chinese cities. It is also exploring
links with ferry companies and high-
speed rail operators, particularly in
the Greater Bay Area.

Closer tohome, Air New Zealand
and Auckland Airportseean
opportunity to deepen Auckland’s
role asaconnecting hub.

Hurihanganui said six airlines now
link Auckland with seven Chinese
destinations. The airport has
expanded its transit footprint by 80%
and handles about 700,000 transit
passengers.

“Wearenot going tobe another
Singapore, but Auckland canbethe
best-positioned secondary hub for
the Australasian area,” she said.

China Eastern’s Shanghai-
Auckland-Buenos Aires service
demonstrates the potential. Since the
route was introduced, direct
Shanghai-Auckland passenger
numbers have increased by 25% and
cargo tonnage to South America has
risen by more than 120%.

For Ravishankar, New Zealand’s
distance canbecome an advantage
while aircraft remain unable to fly
non-stop from China or Southeast
Asia to South America. Auckland
provides a practical connection
between thetworegions.

The wider opportunity liesin
moving faster and being more precise
about where New Zealand canadd
value. Hurihanganui said New
Zealand needs to match the speed at
which Chinamoves, while
Ravishankar sees potential for
companies fromboth countries to co-
develop and co-innovate. Smith
pointed to advanced nutrition and
China’s green transition,and Allen
stressed the need toidentify areas
where New Zealand can maintaina
genuine advantage.

The fuel shock exposed how
narrow the margins keeping New
Zealand’s economy moving canbe.
Greater resilience into the future will
come from stronger relationships,
moreroutestomarket and a clearer
understanding of where New Zealand
can still command a premium.

For Allen, uncertainty now sits at
the centre of the strategy rather than
atitsedges.

“Wearebuilding a strategy that
expects uncertainty and volatility,
and figuring out how to turn that into
opportunity,” he said.



nzherald.co.nz | The New Zealand Herald | Thursday, July 23, 2026

B13

’ AGRIBUSINESS & TRADE A Herald Businessreport

PM’s pro-farming

push lifts rural mood

Luxon banks on
rural goodwill as
farmers back
coalition policies

Agribusiness
& Trade
Richard
Harman

rime Minister Christopher

Luxonbasked in the warm

glow of farmer approval at

the New Zealand Fieldays
lastmonth.

“Wewant you to produce more,”
hetold farmers at the Federated
Farmers Advocacy Hub.

“You know, this notion that was
previously in place under Labour
that you can shrink farming or send
off 30% or shut 30% of our farms
downbecause of emissions, well,
we'reinterested in growth, weare
interested in creating jobs, we're
interested inlifting incomes, and for
that to happen, we want you to
produce more,” he said.

And asif to vindicate his
politicking, Labour leader Chris
Hipkins mounted what amounted to
aretreatashe confessed to the
Advocacy Hub farmers that his party,
when in Government, had not got
their relationship with farmersright.

Itisthebreakdowninthe
relationship between the
Government and farmers that
happened under the previous
Labour Government that has defined
so much of what the National-led
coalition has done since.

Their first task was torestore the
relationship between farmers and
the Beehive.

Onthe eve of the 2023 election,
Federated Farmers had produced a
12-point farming manifesto. It was
heavily focused on environmental
issues, alegacy of what many farmers
believed were the anti-farming
attitudes of Labour’s Environment
Minister, David Parker.

Farmers wanted the 2050
methane targets and freshwater
standardsreviewed, and the ability
of councils to designate areas of
farms “Significant Natural Areas”
ended.

The Coalition Government has
doneall of that.

Andithasalso ended the “Ute
Tax”, which was part of the Clean Car
Discount scheme introduced by the
Labour Government in 2021.

It placed a fee on high-emission
vehicles — such as utility vehicles
(utes)and large SUVs —to fund cash
rebates for buyers of electric and
hybrid vehicles.

Itinfuriated farmersand was
ended shortly after thenew
Government was formed in 2023.

But one of the challenges faced by
the new Government was thatitdid
nothave a farmer MP senior enough
to make Minister of Agriculture.

National had let itsrelationship
with the rural community drift after
itlost the 2017 election, and although
four new MPs in 2023 were farmers,
none were obviously ready for
Cabinet.

Sothey gave thejobto Todd
McClay, who was Minister for Trade
and initially also Minister of Hunting
and Fishing.

Instead, the Government relied on

Agriculture Minister Todd McClay (left) and Prime Minister Christopher

Luxon at Fieldays.

Photo / RNZ, Nick Monro
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Mike Butterick, left; and Grant McCallum.

two associate ministers from support
parties to handle much of the farming
portfolio, particularly the day-to-day
contact with the farm lobby groups.

Act’s Andrew Hoggard is a former
president of Federated Farmers and
is also the Minister for Biosecurity, so
hehashad a high profile in hisrole
as Associate Minister.

New Zealand First's Mark
Pattersonis a former president of
Otago Federated Farmers and has
delegations thatincluderural
infrastructure, and he hasmade
something of a name for himself as
“Minister for Wool”.

The RMA reforms are the big
ones, of course, but if you look at
taking out the pricing of
methane, the rollback of the Ute
tax, there’s been very clear
themes there where we've
unwound some stuff that was

Realising they were off the rural
pace politically, National formed a
caucus group made up of thenew
MPs, Rural Nats, which McClay
consulted on legislation and other
ministers such as Finance Minister
Nicola Willis were also talked to when
agovernment move or legislation
hadrural connotations.

The chairman of that group,
Wairarapa MP Mike Butterick, was
made Associate Minister of
Agriculturein April this year.

And he was also made Minister of
Land Information, which would
suggest that if the coalition forms the

genuinely impacting farmers and
had a chilling impact on their investment decisions
and how they saw the future of agriculture.

Mark Patterson

next government, he could be
elevated to become Minister of
Agriculture.

Butterick was one of the founders
of the50 Shades of Green
movement, which opposes the large-
scale conversion of hill country
livestock farms to carbon forestry.

And the Government has moved
onthatissue.

From October last year, only
forestry on classes seven and eight
land (steep, unproductive land)
couldberegistered without
restrictions under the Emissions
Trading Scheme.

Otherwise, there wererestrictions
onhow much of afarm could be
covered inforestry for registration
under the ETS.

Pattersonbelieves all of this
activity hasbeen why the mood of
farmers has changed.

Hesaysthere hasbeen amassive
changein sentiment.

“Farmers have got a government
that feelsbehind them and
understands what they’re about and
therealities of everyday farming
businesses,” he says.

“So, Ithink that’s the one thingI
take away from that is a signal that
were on theright track.

“The RMA reforms are the big
ones, of course, but if you look at
taking out the pricing of methane, the
rollback of the Ute tax, there’sbeen
very clear themes there where we've
unwound some stuff that was
genuinely impacting farmers and
had a chilling impact on their
investment decisions and how they
saw the future of agriculture.”

Federated Farmershave
produced another “manifesto” for
this year’s election, but National’'s
Northland MP, Grant McCallum, a
dairy farmer, makes the point that
because the coalition has addressed
thebigissues, whatisleftare
predominantly side issues.

TheFeds’ former president says
they have made their “asks”
extremely clear.

“For example, we've asked for
resource consentstobereplaced by
farm plans, an end to permanent

carbon forestry,and for nonew
taxes tobeintroduced for farmers,”
Hoggard says.

“We'vealso laid out practical steps
to cut the cost of farming, accelerate
solar uptake on farms, and double
the funding for QEII Trust.”

Already, National has committed
toinclude funding for QE2 trustsand
tononew taxes on farming.

Parliament is waiting for the
return of the resource management
legislation from the Select
Committee, but that willinclude a
radical new approach toalong-
standing rural grudge: significant
natural areas.

ActMP Simon Courthasleda
radical new approach to this, which
would mean that if alocal authority
wanted to declare a stand of bush
or wetland or whatever onafarm
tobe a “significant natural area”
(SNA), the landowner would have to
be compensated.

Thatislikely toactasahuge
disincentive to do what the
Northland District Council did in
2021 and pepper-potted thenorth
with SNAs.

Perhaps ameasure of the state of
therelationship between farmers
and the Government is the virtual
disappearance of the Groundswell
protest group.

And the Government hasbeen
assisted by the buoyant agricultural
economy.

MPI has projected food and fibre
tohit arecord $64.3 billion for the
year ending June 30,2026 —a 6%
increase driven by strong dairy and
red meat prices, bumper horticulture
crops, and favorable exchangerates.

TheFree Trade Agreement with
India has also raised spirits for sheep
farmers with its concessions on both
wool and sheep meat.

Allinall, then, it is one of those
rare times when farmers can't find
much to complain about, made
possible by a Government which has
been taking them seriously.

@ Richard Harman s a senior
political journalist and publisher of the
Politik newsletter.
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A country drivenb
ambition

Relentless
pragmatic
optimism: Peter
Chrisp’s 16-year
mission to rewire
New Zealand's
export economy

Fran O’Sullivan

ixteenyearsisalifetimein

international trade.

Peter Chrisp’s tenure as chief

executive of New Zealand
Trade and Enterprise spanned almost
every major shock the global
economy could throw at an export
nation: the Global Financial Crisis, the
Christchurch earthquakes, Covid-19,
supply-chain breakdowns, escalating
US-Chinarivalry, wars that disrupted
shippinglanes and, morerecently, the
fuel crisis and an increasingly
fragmented global trading system.

Yet Chrisp remains stubbornly
optimistic. Not blindly optimistic.
Pragmatically and relentlessly
optimistic.It'sa phrase he uses to
define his own leadership style. But
it could equally describe his view of
New Zealand itself:a small, inventive
country that often underestimates its
own strengths while overestimating
the challenges beyond its shores.
Inan “exitinterview”ashe

prepared toleave NZTE after 16 years
to head the Department of
Conservation, Chrisp was clear the
country’s greatest challengeisno
longer opening doors overseas.Itis
building companies capable of
walking through them.

From ‘Start-up Nation’ to ‘Scaling
Nation’

When Chrisp arrived at NZTE, he
admits he wasn't entirely sure what
thejob would become. “Ididn’t really
know, tobe honest. ButI knew it was
good for New Zealand, and I knew
New Zealand needed a strong export
economy because at that time John
Key was saying ‘you can’t getrich by
selling to yourself.”

New Zealand hasbecome
exceptionally good at creating
businesses. It remains far less
successful at turning those
businesses into global champions: “If
you look at the export pyramid,
there’s about 12,000 exporting
companies.

“Our pyramid is unusually wide at
thebottombecause New Zealand is
probably the easiest placein the
world to starta company.Butit'sa
very hard place to grow one.”

Atthe apex sits Fonterra, still
vastly larger than almost every other
exporter. Beneath it lies along tail of
ambitious companies, many with
world-class technology, butrelatively
few capable of reaching billion-dollar
scale.For Chrisp, that became NZTE’s
defining mission. “Scaling is taking
relatively small companies and
helping them move through the
middle of that export pyramid over
alongperiod of time. It's oftena
20-year journey.”

Rather thantryingtoserve every
exporter equally, NZTE made what
Chrisp describes as its most
important strategic decision: focus.
“What was killing us was trying tobe
allthings toall people.”

Instead, the agency concentrated
intensive support on around 1000
high-potential exporters while
maintaining lighter-touch services for
thousands more. It was a decision
that attracted criticism initially but,

There are only
tough markets and

tougher markets.
Peter Chrisp

Chrisp believes, transformed the
organisation’s effectiveness.

“Strategy is about choice,” he says.
“It'sabout deciding what you willdo
—and what youwon't”

Lookingback, hebelieves that
disciplined focus may ultimately
become one of NZTE's most
importantlegacies. “Ithink history
will judge us as having accelerated
both the diversification of the
economy and the diversification of
markets.”

Today’s export economy includes
globally competitive software
companies,advanced
manufacturers, aerospace firms,
medical technology businesses and
specialist engineering companies that
dominate highly profitable
international niches.

Therise of companies such as
Xero,Rocket Lab, Fisher & Paykel
Healthcare, Gallagher, HamiltonJet
and Tait Communicationsreflectsa
structural shift that Chrisp believes
many New Zealanders have yetto
fully appreciate.

Increasingly, successisless about
selling commodities into established
markets than helping specialist firms
identify narrow global niches where
New Zealand can lead.

Chrisp points to companies
building components for
international defence supply chains
or firms commanding global
leadership positionsin
environmental monitoring
technology.

“Very often,” he says, “what’s
happening in the niche is much more
powerful than what'shappeningin
themacro economy.”

It'sonereason heremainsless
pessimistic about the international
environment than many
commentators. “There are only tough
markets and tougher markets,” he
says. ‘Tvenever been as gloomy as
some people. My experience from
spending time with companiesin-
marketis that there are far more
opportunities than we've currently
got companies capable of taking
advantage of.”

He has seen exporters adapt

y
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through financial crises, pandemics
and geopolitical upheaval. If
anything, those disruptions have
reinforced alesson New Zealand
businesses are increasingly
embracing: resilience comes through
diversification.

China - scale counts

On China, his message isnuanced. It
hasmatured into a high-margin
market for the “big end of town”, but
isatougher prospect for smaller or
tech-heavy firms, and cannotbe the
sole pillar of aresilient export
strategy.

“Back in the day companies were
entering Chinalike crazy.Now it’s
settling down to be the companies at
thebig end of town.

“Alot of the tech companies are
finding it a bit more challenging. It's
becoming a good, strong, healthy,
high-margin market particularly for
bigfood companies.”

India’s Moment — But don’t expect
agoldrush

If China hasbecome New Zealand’s
mature export market, Chrisp
believes India represents the next
long-term opportunity.

“Peopletalk about India asifit’s
suddenly going toreplace China,” he
says. “That's not how these things
work.”

Having watched New Zealand
companies build businesses in China
over nearly two decades, Chrisp sees
striking parallels with India today.

India’s fundamentals are
compelling —a young population,
rising incomes, growing
entrepreneurship and a government
steadily improving the ease of doing
business.

“Whatis the sameis that it’s still
young, it's still energetic and it’s still
highly entrepreneurial,” he says.
“There’sa vibrancy about India.”

What has changed is the operating
environment. “Therule of law has
strengthened, the financial system
hasmodernised and it'sbecome
much easier and more predictable to
dobusiness.It'snot there yet, butit's
definitely on that trajectory.”

NZTEis already seeing the shift.
Interest from exporters wanting to
enter India hasrisen sharply over the
past year, but Chrisp cautions against
believing thereisa shortcut to
success. “There aren'tany gold-rush
markets.”

China wasn't one either, he points

out. “It took years tobuild those
businesses. India will be exactly the
same.”

For New Zealand companies
prepared to play thelong game,
however, the opportunitiesare
immense. “If you're operating ina tiny
niche, that tiny niche canstillbe
enormousinIndia.”

The New Zealand advantage

One of Chrisp’s enduring
observations after working with
thousands of exportersis that New
Zealand consistently underestimates
one of its greatest competitive
advantages. Ingenuity.

“Wehave genuinely deep
creativity in this country.”

Hebelieves that stems partly from
New Zealand’s remarkably flat social
structure. “We're one of the least
hierarchical societies in the world.
That createsindependent thinking,
problem-solving and innovation.”

It'sa characteristic visible across
industries, from food and fibre to
software, aerospace, engineering and
medical technology. Butevery
strength hasits downside. “The
shadow sideis that wedon’therd
particularly well.”

Thatindividualism can limit the
country’s global presence. By
comparison, countries such as
Ireland and Singapore deliberately
coordinate government, industry and
business to project influence far
beyond their physical size.

Throughout his tenure, NZTE
experimented with what he describes
as “coalitions of the willing” across
sectors including med-tech, agri-tech,
fintech, honey, seafood and
advanced manufacturing. Some
succeeded. Others never gained
traction.

“Ourrole was always to catalyse
where there was genuine
willingness,” he says. “You can't force
companies to collaborate.”

Hepointstoindustries where
collective models have worked
particularly well.

Wine has built a powerful national
brand through New Zealand
Winegrowers. Zespri’s single-desk
export model gives kiwifruitan
international presence individual
growers could never achieve alone.
Fonterra’s co-operative structure
provides another example.

Government’s next challenge
After nearly two decades working at

theintersection of government and
business, Chrisp hasbecomeless
interested in announcing new
strategies than preserving consistent
ones.

One frustration stands out.

Every change of government
seems to produce anew language, a
new framework and a new set of
priorities — even when the underlying
objectives remain largely unchanged.

“There’sreally only one economic
plan,” he says.“You need better skKills,
stronger innovation, greater
internationalisation and more
productive businesses.”

Changing thebranding every three
years simply slows progress.

His advice to politiciansis
straightforward. “Continuity of
strategy should be prized.”

Trade agreements, hebelieves,are
nolonger New Zealand’s biggest
constraint. The country has
negotiated access into most major
markets. The bigger challenge now
liesathome. “It's the innovation
settings, the skills settings, the
immigration settings — everything
that helps businesses scale.”

That word returns again. Scale. For
Chrisp it remains the central
economic challenge confronting New
Zealand.

“We’re very good at starting
companies. We have tobecome
much better at growing them.”

Al and the next chapter

Chrisp departed NZTE convinced the
next transformation will be driven by
artificial intelligence.

Like every public sector chief
executive, he knows government
agencies face relentless pressure to
deliver more with fewer resources.

Rather than seeing Alasathreat,
he seesit as an opportunity. “The
public sector is going to have to keep
delivering more for less.”

He expects Altoreshape
everything from customer
engagement and market intelligence
to productivity inside government
itself.

The challenge will be ensuring
technology strengthens, rather than
replaces, the humanrelationships
thatremain central to international
business.

Leadership beyond strategy
Asked whatlegacy hehopedtoleave
at NZTE, Chrisp talked about people.

During his farewell events, he says,
the comments that mattered most
came from colleagues who told him
they had grown asleaders during
their time at NZTE. “We call it ‘Grow
You',” hesays. “It's one of the real
privileges of leadership.”

His management philosophy has
always been remarkably simple.
Create an organisation where
talented people want to stay,
continue learning and performat
their best.

That philosophy has helped
produce one of the highest-
performing public sector agenciesin
New Zealand.

But Chrispis quick to shift the
spotlightaway from NZTE.

Thereal credit, heinsists, belongs
to New Zealand’s exporters.

After16 years travelling alongside
them, he has developed enormous
respect for the people willing to leave
one of the world’s smallest markets
and compete globally. “Our typical
exporter is anincredibly courageous
person,” he says. “They’re not usually
driven by money alone.

“They’redrivenby anidea, by
building something, by creating
opportunities for their people or
contributing to their community.”

Itis that quiet ambition, he
believes, that continues to define
New Zealand.
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onterra chief executive

Richard Allenisbluntin

saying that integrating

advanced technology in
legacy businessesisnot easy. The
global experienceislittered with
failed attempts.

Butheargues that Fonterraisan
extremely datarich business, yetit
is still only at the tip of the iceberg
inhow it usesinformation acrossits
network.

“Weneed to ensure where we're
doingit, were not doingit just for
doingits sake. That it actually does
add return on capital to our farmers
and does improve something in the
business.”

On May 1, Allen stepped into the
toprole as Miles Hurrell stood down
after eight years as chief executive,
culminating in the $4.22 billion sale
of the company’s consumer brands
business to French dairy giant
Lactalis. The upshot is NZMP —
Fonterra’s valuable B2B international
business —is now the company’s
main growth engine.

Allen has a strong pedigree. He
joined Fonterra as a graduate,led
farmer-facing Farm Source for five
years, worked in China as Vice-
President of Fonterra’s Foodservice
business (he speaks Mandarin) and
morerecently, served as President
Atlanticbased in Chicago serving the
co-operative’s global key accounts.

It'shis view that disciplined capital
deployment and a laser focus on New
Zealand’s grass-fed advantage along
with technology is key to driving
value for the dairy co-operative’s
more than 8000 farmers.

The Fonterraboss explains the
ultimate differentiator will remain
how New Zealand makes dairy,
anchored in grass-fed systems and
decades of dairy science. That will
increasingly be enhanced by
optimisation and data science
applied across its 24 manufacturing
sitesin New Zealand and one
offshore: “Even if you compare us to
the other dairy majors, our ability to
be flexible and shift production
around and really optimise our
product mix is very unique.

“And so, when you apply

TIE

Fran O’Sullivan

technology to that. . .our ability to
make even better decisions going
forward ishuge.”

Over the past decade, Fonterrahas
pushed amajor change programme
toincrease on farm environmental
performance. It has amassed farm
level environmental and
performance data thatisnowa
powerful commercial asset: “What
that tells usisno one else in the world
hasthat degree of data.” He says
Fonterrahas the ability togotoan
individual farmlevel,and “prove the
way we farmis a great way to farm.”

Thenext phase, hesays, is
automated capture —IoT through
sensors and devices — so that farmers
can “dowhat theylovedoing. . .out
with the animals, out in the paddock”,
while Fonterra still gathers the proof
global customers now demand that
environmental standards are being
met.

“Improvements in productivity
are beneficial to the farmer, beneficial
tothe environment, and beneficial to
global nutrition,” he says.“When
farmers are more productive, their
environmental outcomes are better
from the emissions, from the water.
And we also know they’re making
more milk, whichisa good thing for
theglobe.”

Hismodelis the United States
dairy industry. “One of the great
things about the US dairy industry
thatIwasreally impressed with, is
they “don’t talk about sustainability
or growth. They talk about
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Technology is now mobile and embedded in the paddock and the shed, not tied to a desktop — enabling adoption
without undermining the practical, land based nature of New Zealand farming, says Richard Allen, below.
Photos / Mark Mitchell, Alyse Wright

This is a beautiful
business ... it
produces a heck of

a lot of value.
Richard Allen

sustainability and growth.”

Farmers on phones, not in offices
Asked whether the next generation
of dairy farmers will spend asmuch
time interpreting data asriding

motorbikes, Allen’s answer is that this

isalready happening — across
generations: “The number of them
that pull out their phone, pullup an
app, and show me their data, is
incredible. And we're not talking the
30-40-50-year-olds. We're talking the
60-70-year-oldsas well.”

Crucially, Allen says, technology is
now mobile and embedded in the
paddock and the shed,nottiedtoa
desktop — enabling adoption without
undermining the practical, land-

based nature of New Zealand farming.

What sophisticated customers
really buy

Inside Fonterra, technology already
underpins demand forecasting, plant
optimisation, logistics and on-farm

advisory support. But Allen sayslarge

B2B customers increasingly buy far
more than milk solids.

He identifies three main pillars of
differentiation:

1. Supply chainreliability. “You've got

todothebasicsright. . . ensuring we
gettheright productin theright

25

formatat theright time. It's easy to
say —in the world that welivein.It's
actually really hard todo.”
2.Formulation and application
expertise. Decades of work on how
New Zealand ingredients behave in
different applications mean taste and
consumer experience are non-
negotiable: “We never substitute on
taste and mouthfeel and consumer
experience for the sake of inclusion
of aningredient.”

A protein fortified yoghurt or
beverage that meets a 30g protein
claim but fails on taste will not
survive, hesays.

3. Pricerisk management and market
insights. With global dairy price
volatility now entrenched, Fonterra
hasinvested heavily in financial tools
and pricing structures that help
procurement managers managerisk.

“Volatility isnot good when you're
aprocurement manager,” says Allen.
“Theinsights we have around pricing,
thetools we offer around price risk
management. . .that'sanarea where
more and more our customers are
leaningonus.”

Allen’s philosophy is
straightforward. “If your customer’s
not making money, they’re not going
tobea customer forlong.”

Asked about the skills Fonterra will
need inits next generation of leaders,
Allenresists the temptation to hype
thelatest tools. He wants people who
are truly passionate about getting up
and going out there. “Not just
accepting the status quo, but actually
driving for growth and new value,
going after new customers and all
that sort of stuff.”

He does expect more automation

of standard administrative processes,
whether through Al toolslike Copilot
or other systems, but believes the
core of Fonterra’s model will remain
relationship driven. “We don't do
10,000 transactions a day. I firmly
believe, for the foreseeable future it
will still be arelationship, human-
based interaction business.”

Cultureisking

Reflecting on his remarks at the China
Business Summit that Fonterra
cannot keep doing what it has for the
pastdecade, Allen is candid about
past missteps.

“We've got to stop sort of
underestimating ourselves, stop
thinking we need tobe something
different than what our core business
is,and getting tempted tostray.”

The consumer brands divestment
andrefocus oningredients and
foodserviceis part of that returnto
core. Theimperative now is discipline
and execution, not constantly
reinventing the strategy.

“The temptation is often renewing
strategies or thinking youneed todo
something different to prove you can
doyourjob. Actually, for us, being
comfortable and being focused on
what were good atis probably the
key culture we need toreally embed.”

He wants “a culture of just clear
performance, accountability,
execution” ina world where Fonterra
will be “asmaller part of abigger
world” and can never compete on
scale or volume — only on whatitis
uniquely good at.

NZMP: The invisible global brand
Domestically, few New Zealanders
could describe NZMP. “Twould liken
ittono onereally knows what Nvidia
iseither. Butitisa pretty good
company,” says Allen.

Globally, it's a different story:
NZMP is one of the most trusted dairy
brandsin global B2B markets,
providing more than 3000 dairy
products —including powders,
proteins, cheese, and fats — to food
and nutrition manufacturersin more
than 100 countries, including some of
the world’s most famous food and
nutrition brands such as Nestle and
Mars. “Lactalis is our big shiny new
customer,” he adds.

In markets such as China, the
Middle East and Southeast Asia,
NZMP is “the most trusted dairy brand
globally”, opening CEO doorsinaway
many Kiwi consumers would not
imagine. “Pretty much if a company
isalarge user of dairy globally, they
will be our customer most likely.”

Athome, Allenisrelaxed about
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New Zealand Milk Products
(NZMP), is little known in New
Zealand butit’s one of the most
trusted dairy brands in global B2B
markets, providing more than
3000 dairy products —including
powders, proteins, cheese and fats
—tofood and nutrition
manufacturersin more than100
countries, including some of the
world’s most famous food and
nutrition brands.

NZMP'’s low profile. The priority is that
New Zealanders see the link between
farmer returns, export performance
and national prosperity.

“What people need toseeis the
performance that comes out of this
businessislinked to the Fonterra
brand, and that’slinked to New
Zealand equity and New Zealand
prosperity. . .that the everyday New
Zealander starts to connect great
hospitals, roads, and schools with
their dairy farming neighbour down
theroad.”

Heis dismissive of theidea that
Fonterra can simply “tellits story
better”.

“Us telling that story is a waste of
time...We'vegottoproveitto
people.”

Where the next value uplift comes
Looking five years ahead for NZMP,
Allen sees the “componentisation of
milk” as a major growth lever.

“If Isell whole milk powder —it’s
been a huge part of our milk price.
But if I take that humble powder and
Ibreakitinto the protein,and I take
the cream and I put thatinto UHT
cream going into food servicein
China, the combined value of those
twoisalot more than the whole milk
initswhole form.”

Thisrequires capital investment in
new assets and product innovation
—but with a clear, measurable payoff
inthe milk price and earnings
returned to farmers.

Fonterra’s foodservice and
ingredients businesses, he notes,
haveroutinely delivered returns on
capital above 10%, lifting to around
13% at the latest half year, compared
with 4-5% on farm land for many
farmers. “This going into Fonterrais
areally good use of their capital.”

And unlike consumer brands, the
B2B model requires far less spend on
advertising, and more on tangible
assets and R&D, where “put the
money in and get the money out”is
easier to track.

Innovation and global
competition

Future growth, Allen says, “will come
frominnovation inits widest sense
—productinnovation, asset
innovation”.

The challenge for his leadership
teamisto prove Fonterra cannow
deploy capital profitably, givenits
history of mixed offshore ventures.

Customers are demanding
traceability, innovation and tools to
manage volatility, aslocal challenger
brands nibble at traditional consumer
packaged goods giants. “They are
getting thelittle local brands coming
atthemhard...Soour customersare
going, How do we stay ahead of
that?”

When it comes to competition,
Allenis under noillusion. European
co-operatives are consolidating and
pushing hard on innovation; US
processors are playing a “volume
game” and turning up in markets
Fonterra once saw asitsown.

China has moved rapidly from
volume to “more sophisticated
product mix,” he says. “The Chinese

continued on B17
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Time to unlock our full potential

The Government
plans to back
farmers and
Srowers across a
range of land use

ultiple commercial

projectsare under way

inNew Zealand’s

economic engineroom,
the $60 billion export food and fibre
sector, toraise productivity and
prosperity through anew
Government-industry partnership
worth $143 million.

Theaimis toback Kiwi farmers
and growers to achieve step-change
through innovation, automation and
greater land use flexibility, with
industry contributing $84m and the
Government committing $59m.

The partnerships span dairy,
sheep and beef, horticulture,
forestry, whenua Maoriand
aquaculture. Theyre designed to
cashinon New Zealand’srecent
marketaccess and free trade
agreements, and premium food and
fibre shortagesin a global population
estimated toreach 8.6 billion within
four years and 9.7b by 2050.

Thefood and fibre sector delivers
more than 80% of New Zealand’s
export earnings.

Silver FernFarms
Meat processor and exporter Silver
FernFarmsisakey participantin
thered meat sector’s project, called
LIFT.

The Government is funding $3.5m

of the five-year $8.47m project
alongside theindustry.

The project builds on prior
investments to support red meat
sector growth, including a three-year
initiative to establish a premium
proposition for New Zealand beef
and sheep meat in China.

Silver Fern Farms chief executive
DanBoulton says LIFT involves
partnering with farmers to adopt and
help scale virtual fencing-enabled
grazing systems to unlock pasture
and the productivity potential of hill
country, while protecting sensitive
environments.

He says LIFT is establishing
regional demonstration farms across
the country which will test system
changes under commercial
conditions and shareresults and
data through farmer-led extension.

Independent modelling had
shown LIFT had the potential to

The mindset is
one that says
productivity
and efficiency
gains, and
environmental
outcomes, can
co-exist. One
that embraces
science,
technology
and smarter
systems.

Dan Boulton

deliver an additional $500m per
year in farmgate returns by 2036,
and a $1.25 billion uplift in export
value for the sector by 2036.

Boulton says for along time parts
of thered meat sector have operated
within constraints - around land use,
productivity and potential.

A supporting Ministry for Primary
Industries report notesrecent land
useregulatory settingshave
constrained farmers and growersin
their ability to unlock the full
potential of their land.

Thereport says the Government
is supporting land use flexibility by
ensuring it is prioritised and enabled
by theregulatory system; and
partnering with sectors to show
whatis possible through the
adoption of the latest technology
and farm practices, supporting more
adaptive andresilientland use
decisions.

Boulton says the structural
opportunity presentingitselfin
marketrequires a shift toa growth
mindset to capture the demand in
frontof us.

“Themindset is one that says
productivity and efficiency gains,
and environmental outcomes, can
co-exist. One that embraces science,
technology and smarter systems.”

He says there are two major
points to the new industry-
Government initiative.

“Thefirstis that this is a pan-sector
approach -banks, processors,
technology companies, and a special
shout-out toPamuand the
Government all working together.”

Pamuis the brand name for
Landcorp, a State-Owned Enterprise
with anationwide portfolio of farms.

The second point, Boulton says,
isthat the farmer is the centre of the
initiative.

“None of this happens without
farmers. Everything startsat the
farm gate. And we know that in parts
of the sector, resilience and
confidence have been under
pressure. Sheep farmers in particular
have come through a challenging
period.”

Water storage and irrigation
Afocus of the new Government-
industry land use initiative is water
storage and irrigation, to support
resilient and productive land use.

MPI says consistent water access
canmean thatland previously
limited to extensive grazing canbe
converted to other higher-returning
uses, including horticulture,
cropping or finishing systems.

The ministry cites as an example
the work of the Te Tai Tokerau
Water Trust.
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Formed in 2020, the trust has
successfully completed the
feasibility, design, consenting and
construction of three major water
storagereservoirsin Northland.

MPI says the projects ensure
efficient, reliable and timely delivery
of water to end users at an affordable
cost.

Construction of pipeline
infrastructure to carry the reservoir
water to farmsis expected to finish
early next year.

Forestry

The Government is investing $3.2m
over three yearsinanew industry
project to assess the feasibility of
producing prefabricated, fully-fitted
mass timber modules for the New
Zealand market.

Ledby VoMo, aRed Stag
Investments company, the $8m
project will construct and fit out
prefabricated modules using
intellectual property, techniques and
support from Kaufmann
Bausysteme, aleading provider of
modular timber constructionin
Germany and Austria.

The project will determine if this
model of constructionislikely tobe
successfulin New Zealand.

It will analyse aspects including
design, technical performance,
seismicresilience, cost efficiency
and productivity gains.

The Government-industry
partnership says the modules could
have arange of applications, from
student housing to apartments and
offices.

Shifting supply from export to
domestic markets would also offer
greater industry stability and
encourage long-terminvestment in
forestry and wood processing.

MILFORD
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ASBisbacking
New Zealand
farmers to lift
productivity and
build resilience,
writes Aidan Gent

ookaroundafarm,andyou’ll

oftenseethehistory of

innovationallaround you.

Old shedsandbuildingstell
thestoryofanindustry thathas
alwaysevolved andadapted,
embracingnew technology and ways
of working.

Onmy own farm, theold walk-
throughcowshedisnowahayshed
onourrunoffblock-proofthat
progressoftencomes frombeing
willingtodothingsdifferently.

Thefoodandfibresector hasnever
waited orasked for permissionto
innovate,diversify and grow.
Farmersand growershavealways
rolled uptheirsleevesand gotonwith
it. Thisdrivetoimprove overthe
yearshasmeant productiveoutputin
theprimary sectorhasincreasedby
72per centsince1996.

Farmersunderstandandareliving
proofthatstrongsectorsdonotstay
strongby standingstill. Lastyearwe
conducted Future Useof Landand
HowtoFundIt'researchwith Lincoln
University thatreinforced thisreality:
ifwewanttounlock thenextphaseof
growthinfood andfibre,businessas
usualwon’tbeenough.

Stayingahead willdependon
gettingtwoelementshummingin
harmony:productivityand
resilience.

Thefarmersandproducerswesee
succeedingaren’tchasingthesein
isolation;they’retreatingthemastwo
sidesof the same coin. Productivity is
theaccelerator,andresilienceisthe
steering wheel. Onedrivesgrowth,
whilethe other ensuresthatgrowth
lasts.

Whatcamethroughin
conversationsIhadatFieldayswas
thatfarmersincreasingly have more
choices. Strong commodity prices,
improvingconfidence,record export
receiptsand the cashinjectionfrom
theFonterraconsumerbrandssale
meanthatmanybusinessesarenow
operatingfromarare position of
strength,andstrength createsthebest
conditionsfor transformation.

It'softennolongeraquestionof
trade-offsbetween essentials,but
wheretodeploy capitalforthe
greatestlong-termreturns-whether
that'sinvesting,innovatingor
diversifying.It'sgreattoseemore
investmentbothon-farmandbeyond
thefarmgate,asfarmerslooktoinvest
inon-farmenhancements, while
bakinginbusinessresilience,sothey

Fonterra’s

continued from B15

Al

doitfast, they doit cheaper, and they
doitvery well”

Fonterra’sanswer, he insists, isnot
to copy, but to stay ruthlessly true to
itsown strengths. “The last thing you
want tobe doingis having FOMO and
doing stuff because everyone else is
doingit.”

Market access

Asked about India, Allenis wary: It
would only be aniche ingredient
play.Butitisnot a priority without
better access.

PN \‘: .\-:

rural New Zealand
isntadversity,it’s
complacency.The
challengenowisto
treattoday’s
strengthnotasa
finishline,butasa
platformfor the
nextphase of
growth

Aidan Gent

arelessexposedtovolatility of
pricingcycles, climateeventsorinput
costs.

Strongseasonsand marketsdon‘t
lastforever,whichiswhythe
smartestinvestmentsimprove per-
formancetoday, whilestrengthening
abusinessfor whatcomesnext.
TheGovernment'sLand Use
Flexibility package and supporting
initiativessuchastheLivestock

By contrast, heis enthusiastic about
Southeast Asia, the Middle East and
Africa, where population growth and
rising incomes are reshaping
demand. That's provided Fonterra
candevelop ingredients at price
points that work for those markets.
Ontradepolicy, heis
unequivocal: “Not every FTA willbe
perfect for dairy. But free tradeis
critical. The rules-based systemis
what New Zealand isreliant on.”
Asked tonominate one
“uncomfortable truth” about
Fonterra’sbusiness model, which
Fonterra’s competitors grasp more

Thebiggestrisk for

ral New Zealar
er afford to sta

InnovationFarming Transformation
(LIFT) programmelaunchedatFieldays
send aclear signal:lifting productivity,
resilienceand export valueisnot simply
an ambition for the food and fibre sec-
tor,it'sa national priority.

This focus from Government isno
surprise - rural communities deliver
anoutsized share of the country’searn-
ings. The food and fibre sector export
revenueisexpectedtorisesix per cent
to $64.3billion .

Kiwi innovation shows what'’s pos-
sible. CompanieslikeHalter arebuilton
improving on-farm productivity and
animalhealthinnew waysandaregreat
examples of thefinancial opportunities
that exist from thinking differently.

Many organisations have arole to
play in accelerating this shift, from
government, toindustry and banks.For
ASB, this isn’t a shift we’re observing
from the sidelines; we’re adopting the
sameinnovativemindset throughiniti-
ativeslike Every Hectare Matters, ASB
Smart Solar and partnershipsacrossthe
sector -allfocused onbacking farmers
to turn opportunity into action.

The primary sector is at its best
when we work together. Our farmers
don’t compete with each other; they
compete with the rest of the world.
That makes collaboration across the
value chain and industry not just
beneficial, but essential.

keenly than many New Zealanders,
hereplies: “We are extraordinarily
reliant on supply chains and market
access. We have no domestic market
hereinNew Zealand. .. We export
over 95% of what we produce.”

Covid and geopolitical shocksin
the Middle East have underscored
that “ships could stop coming, and
that would be abig problem.”

New Zealand, he argues, must
treasure bipartisan trade
relationships and avoid any
complacency aboutits positionasa
small exporter “half the size of amajor
UScity”.

ASBhasmadeaconscious
decisiontosupportthewholefood
andfibresector,notjustgrowersand
producers.Our partnershipwith Wool
Impactisfocused onsupporting
productivity-focusedresearchand
developmentthatcanhelpunlock
greater valuefromNew Zealand wool
and contributetothelong-termfuture
ofthefibre.

Our partnershipwith Prism Earth
hasbroughtaninnovativesolartoolto
farmerstotaketheguesswork outof
energyinvestment,andourEvery
HectareMatterspanelofapproved
consultants continuestogrowand
help farmers identify new
opportunitiestoimproveland-use.

Thesamespiritof collaborationis
evidentthroughinitiativessuchas
AgriZero,wheregovernment,
industry and theagriculturalsector
areworkingtogethertoacceleratethe
developmentand commercialisation
ofvaccinesand other emissions-
reductiontools.

Programmesand partnerships
thatbuildlong-termresilienceand
productivity need broaderbacking
frommoreofthefinancesector,ifwe
aretofully unlockthe opportunitiesin
frontofus.

ThebiggestriskforruralNew
Zealandisn'tadversity,it's
complacency. Thechallengenowisto

Abeautiful business

Despite the challenges, Allen is
upbeat about Fonterra’s prospects if
it sticks toits knitting.

“This is abeautiful business. If
you actually get out of the way of
it, it produces aheck of alot of
value.”

His task, as he framesit, is “just
get theright peoplein therightroles,
executing on theright strategy”,
bring “the best of New Zealand with
thebest of offshore local
knowledge”,and be prepared to
change and evolverather than
stand still.

Aidan Gent is General Manager-
Rural, ASB.

treat today’sstrengthnotasafinish
line,butasaplatformforthenext
phaseof growth-settingour sightson
buildingasector thatleadsinstead of
justcompeting.

Farmershavealwaysjusttriedto
maketheirbusinessesbetter, through
alleconomiccycles.Atitscore, that’'s
whatproductivityis.

ManybusinessesacrossNew
Zealandsharethismindsetalready -
theopportunity infrontof usistobuild
onit,learnfromoneanotherand
accelerateprogressacrossthewider
economy.

The choiceswemakenow will
shapenotonly thefuture of farming,
butthefutureprosperity of Aotearoa.

@ ASBisasponsor of the Herald's
Agribusiness & Trade report.

@ FormoreinformationonASB’s
commitment to the Food and Fibre
industry visit
asb.co.nz/food-and-fibre.

en: data and discipline key to growth

Tenyears fromnow, hebelieves,
thereal surprise willbe how a
behind the scenes B2B dairy brand
quietly matched — or beat —the
margins of the world’s best-known
consumer giants.

“Our ingredients and our NZMP
businessis a value-add business.I
think 10 years from now, people will
lookback and go, ‘What an amazing
asset we haveinthe way that we
make dairy and the dairy farms that
wehaveinNew Zealand.”

@ Fonterraisasponsor ofthe
Herald's Agribusiness & Trade report.
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orchard to opportunity

From

Kiwifruit boom
sparks new wave of
investment
thinking, writes
Darin Whitehead

hekiwifruitindustry hasjust

delivered one of the most

significant wealth-creation

eventsinrecent New
Zealand horticultural history —one
concentrated in a single sector,and
largely inoneregion.

Zespri's latest financial results
confirmit was theindustry’s
strongest season onrecord. Most
significantly for growers, $3.56 billion
in fruit and service payments flowed
back into the industry —up from
$3.04b the year before — as premium
varieties, led by SunGold, generated
outstanding returns.

With the vast majority of New
Zealand’s kiwifruit grown in the Bay
of Plenty, this oneregionis where
much of that wealth haslanded.

Thegoldrush

Kiwifruit's success is sometimes
described as aregional story, but it
isreally an export story witha Bay

of Plenty engine. The fruit grown here
issold across more thanadozen
markets on three continents —no
single one taking much morethana
third of the crop. Asia and Europe do
the heavy lifting, with China the
largest single destination, but
demand is spread: strengthin one
market can offset softness in another.

That spread isa genuine
advantage. It helps theindustry
absorb geopolitical uncertainty, hold
premium pricing and keep growing
volumes even when individual
economies wobble. And it means the
wealth flowing back to the Bay of
Plenty rests on abroad base of global
demand, rather than the fortunes of
any singlebuyer.

Theresultsreflect strong yields,
disciplined marketing, and continued
global appetite for high-quality fruit.
They alsorepresent a sudden
concentration of capital withina
comparatively small group of
growers, packhouses and service
providers.

Attheindustrylevel, $3.56bisa
headline number. At the orchard
level, it starts tolook much more
personal. Per-hectare orchard gate
returnsreached record levels across
every Kiwifruit category this season,
with some SunGold orchards
exceeding $200,000 per hectare.

For a family business that has
spent years absorbing rising input
costs, weather events and thelong
shadow of PSA, these are meaningful
numbers. They repay effort. They
reduce debt. They create capacity for
reinvestment. And in many cases,
they generate genuine surplus — the
kind that can change the financial
complexion of ahousehold or a
business.

Multiplied across thousands of
grower operations ina concentrated
region, the effect on thelocal
economy is significant. Contractors
getbusier. Local businesses see the
flow-on. And more quietly, inthe
offices of accountants, lawyers and
advisers across Tauranga and the
wider Bay, the same conversation is
starting to occur: what should be
done with the money?

Itisa good problem to have.Even
after debt repayment, tax and
reinvestmentback into orchards,
many growers are likely to find
themselves with significant surplus
capital and important decisions about
how best to deploy it.

Inmost industries, strong years
lead naturally to greater
reinvestment. In kiwifruit, that
pathway is often more constrained.

" $6.13billion

248.1m
global operating revenue trays sold globally
$5.9hillion PS
global fruit sales 80 A)
of NZ kiwifruit
/ $3.56 billion production in Bay of
) returned to NZ growers Plenty

Source: Zespri; 123RF. Photo: Andrew Warner. Herald Network graphic

Where New Zealand
kiwifruitis sold

EU Japan

7\
6% South
% Korea

Taiwan

25%

11%

Other
markets

China

Source: Ministry for Primary Industries; 123RF. Herald Network graphic

Orchard land in the Bay of Plenty is
expensive and tightly held. Licences
for premium varieties canrunto
hundreds of thousands of dollarsa
hectare on top. Converting land takes
time, money, and typically a season
without production.

change. Long-established grower
families are thinking about
succession. Others are considering
what a sensible transition from
operating an orchard into simply
owning one mightlooklike. Anda
growing number of newer entrants

Neighbours are not always selling are asking how to convert
—particularly after they’ve enjoyed operational success intolong-term
the samerecord year themselves. financial security.

That combination —record
income, constrained reinvestment
options,and a wave of inter-
generational planning — makes this
an unusually important moment for
theregion. Early conversations with
growers suggest thatin these
conditions, more capital isbeing

Even with a historic payoutin hand,
expanding the core business is not
something growers can do quickly,
cheaply, or without additional risk.

Generational change
Atthe sametime, theindustryis
entering a period of generational

This season, that
work has produced
one of the most
concentrated
wealth-creation
events in recent
New Zealand
horticultural
history.

Darin Whitehead

considered for deployment beyond
the orchard; not as a substitute for the
corebusiness, but asa complement
toit.

Kiwifruit remains, for many, the
foundation of household wealth and
family income. Butitis also, by nature,
aconcentrated, illiquid and cyclical
asset. Weather events, biosecurity
risks, currency movements and
shifting global demand all sit
alongside the more familiar variables
of yield and price.

Building financial flexibility
alongside the orchard isnot about
backing away from the industry.Itis
about ensuring that a strong year like
this one contributes to something

more durable than doubling down on
the same crop, in the sameregion, in
the same climate.

That might mean holding more
liquidity to weather leaner seasons.

It might mean building a diversified
investment portfolio that canbe
drawn onif a difficult harvest or
market disruption puts pressure on
cash flow.

It might mean structuring wealth
inaway that supports the next
generation, whether they intend to
stay in kiwifruit or not.

None of this is new thinking in New
Zealand’s primary sector. What isnew
isthescale at which the questionis
now being asked in the Bay of Plenty,
and the amount of capital sitting
behind it. The Bay’s kiwifruit industry
has spent decades building itself into
a globally significant premium expor-
ter.

This season, that work has produ-
ced one of the most concentrated
wealth-creation eventsinrecent New
Zealand horticultural history.

The headline story is the size of
the payout. The more important story
—for growers and theregion alike —
is what happens next.

Yearsasstrongasthisarerare.

The opportunities they create are
rarer still. In a sector where the
ground is fertile but the reinvestment
options are increasingly constrained,
the growers who look back on this
seasonmost fondly are likely tobe
those who treated it not simply asa
good year, but as an opportunity to
buildresilience, flexibility and long-
term wealth.

@ Darin Whitehead is a Wealth
Management Lead Adviser with
Milford, based in Tauranga.

Milford Asset Management is a sponsor
of the Herald'’s Agribusiness and Trade
report.

@ Disclaimer: Thisis intended to
provide general information only. It
does not take into account your
investment needs or personal
circumstances. It is not intended to be
viewed as financial advice. You should
notrely on any information in this
communication in making financial
decisions.
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f you can't beat em, |

Growers split over
Zespri's China
supply showdown

Agribusiness
& Trade
Andrea Fox

t'scrunch time for Zespriinits

biggest market, China, withan

explosion of its best-selling

Kkiwifruit variety grownby
unauthorised orchards there
threatening the exporter’s No 1brand
position and returns.

Thethreat’'sbeen growing for a
decade since Zespri's branded G3 or
SunGold variety were discovered in
Chinese orchards, with the quality
and market abundance of the
unauthorised fruit there now forcing
Zespri to consider a difficult choice.

The Chinese-grown fruitisnow
available in Zespri’s highest-value
market from September, when
seasonally imported New Zealand G3
isnearing the end of its quality, to
March. This means in key markets
like Shanghai, consumers now have
al12-month supply —and more choice
—between New Zealand and Chinese
fruit.

Chief executive Jason Te Brake
says Zespri estimates around 45
million trays of G3 fruit are now
grownin China a year.In contrast,
Zespri, as the currentbrand leader in
China, sells around 40 million trays

wce

there.Itrecorded $1.4billion in sales
inthe market in 2025-2026.

Bl With additional market problems
including increasing competition
from other fruits and late-season New
Zealand fruit quality slipping last
season, Zespri is asking its grower-
owners to consider an “if you can't
beat’em, join’em” solution so it can
keep delivering high-quality gold fruit
year-round in China.

TeBrake saystwo optionsare
before growers: oneis tobuy Chinese
fruitif and when late-season New
Zealand fruit falls below Zespri's
premium standards; the otheristo
keep competing from New Zealand
with afocus onimproving late-season
quality, investment in post-harvest
innovation and new cultivars.

The procurement option is similar
to Zespri'smodel of buying the green
Hayward fruit from Italian and Greek
orchardistsin New Zealand’s off-
season to ensureit can offer its

markets fruit for 12-months —afull
year. Under this model all fruit is
required to meet Zespri’s quality,
maturity and food safety standards.

A China supply model will require
agrower vote, which could be held
later next year.

TeBrake agrees the China
situationis “not great”but Zespri has
tolook at thereality.

“It means we've got an 8-month-
old New Zealand productin
November competing against the
freshly harvested Chinese products.”

Chinese kiwifruit orchardists have
simply got better, he says.

‘Tvemet with them. They are very
entrepreneurial, they’re innovating
and they're testing things regularly on
their orchard and solving problems
rapidly.”

TeBrake says about 70% of the
current45m trays of G3 grownin
Chinawouldbe seen as “class one”
product by Zespri. Four years ago,

We bring expertise that
industries are built on

SO you can

make decisions your
future can stand on

© 2026 PWC New Zealand. All rights reserved.
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only 30% was meeting this standard.

Thereisrisk in each option.

“Thefirstand biggest riskiswe’'d
alwaysbe looking to ensure controls
arein place so any fruit procured in
Chinadid not providerisk to the
brand or deteriorate thebrand.”

“The second is thatanumber of
New Zealand and other businesses
have goneinto China and tried to
work with Chinese producers and
have had a financial risk or financial
downsideasaresult.”

But sticking with the status quo
means Zespri fruit will continue to
come up against more sophisticated
challenges from other brands and
local suppliers, he says.

“Thisisn’t going toreduce, it's going
tobe heightened. Theriskis we get
to October and we'e still selling New
Zealand fruitand our brand starts to
becomeirrelevant.”

On the earnings ramifications of
both options, Te Brake says, “The

oin’'em

We've got an 8-month-
old New Zealand product
in November competing
against the freshly
harvested Chinese
products.

Jason Te Brake

main thing is we need to make sure
we've got the best fruit available for
our consumers.

“With one option we would have
to enhance and improve fruit quality
out of New Zealand, particularly late
inthe season. We are seeing
variability year on year.Last year we
hadissues at the end of the year,
which probably cost us $10mto
$20m in late-season quality costs.
However, the year before, our quality
was superb and held up very
strongly right through the end of
December.”

The variability is due to New
Zealand growing conditions season
toseason.

How have growersresponded so
far to the options?

“A good amount of growers are
saying, ‘Get on withit, let’s solve this
problemin China.’ Quite afew have
beenup thereinrecent yearsand
seen the high-quality improvements.

“There’sa group who willbe very
strongly for maintaining a New
Zealand supply, saying there’s too
muchrisk to our brand and returns.

“Thenthere’s another group in the
middle saying Tm interested, I want
tounderstand more’.”

Atleast six months of industry
discussionslie ahead.
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Power politics are
reshaping New
Zealand's place in
the world

Agribusiness
& Trade
Cameron
Bagrie

oftenrefer to New Zealand as
being the two-bit player at the
internationalroulette table
linked to swingsin global
commodity, interest rate and asset
pricecycles.

Amid these cycles,however, we
have entered a stage of more
profound change.

The future will notlook like the
recent past.

Thereare threekey areasI'm
watching:

@® TheMiddleEast—thoughas
asubset of thebigger geopolitical and
geostrategic picture.

- The shift from The Great
Moderation to The Great Transition.

-Populism as angst drives political
blowback.

Hormuz the appetiser

The ssituation in the Middle East
remains problematic,and ahuge
force shaping New Zealand and the
world.

Fuel and various energy prices,and
the prices of key agriculturaland
industrial inputs produced in the
Persianregion, haverisen since
February with production and
exports curtailed.It'satax on the
world, raising inflation and lowering
growth as higher fuel costs sap
consumers’ incomes.
Variousbuffers such as higher US fuel
exports and a sharp fallin Chinese
fuelimports have helped offset
tightnessin fuel supplies. Both these
buffers can only stretch so far,and
we all see that tensionisagain
escalating which will once again
pressure prices.

China has just announced one of its
slowest growthratesinadecadeat
4.3%,helped by the exports of chips
and electric cars. A long-running
property crisis continues with no end
insight. China did the world ahuge
favour by curtailing fuel imports but
that'scomeatacostand the
commodity price cycleis heavily
influenced by global growth.
Stepping back and looking at this on-
again, off-again battle, the United
States President has the strongest
poker hand through US military
strength and the USbeing the world’s
biggest economy. But he does not
appear good at poker, bluffing and
being called onit.

New Zealand imports around $10
billion of petroleum and petroleum
related products sowehaveahuge
dependency. Agricultural exports are
hugely reliant on inputssuch as
fertiliser. Upcoming farm inflation
and producer price figures for June
willreceive attention.

Farm cost inflation was 4.6% in March
2026 compared with 3.1% for
consumer price inflation.

The UN'sFood and Agriculture
Organization measure of food
commodities is up 4% since February,
led by oils which are up 10% with
dairy down 2% and meat up 4%.

Themain course
Hormuzis part of a wider strategic
context.

The world has changed and New
Zealand needs to adjust.

The Ukraine-Russia duel beganin
2014 before escalating in 2022.

Welcome three major shifts. Power
now trumps the rules-based order.

Hormuz is part of a wider strategic context, writes Cameron Bagrie.

Justin timeisbeing usurped by just
in case. Economic opportunity now
needs to be balanced with security:
security infood, energy and
technology.

The Government hasbeen
highlighting these themes in 2026.
Thereality isthey have been
apparent for far longer and New
Zealand has been playing
Switzerland between the world’s two
largest economies — China and the
United States — for many years.

We've seen Trump’s tariffs,
restrictions on variousrare earth
minerals from China, restrictions on
access to certain technology from
the US, port logistics getting more
attention,and morerecently China
launched a missile in the Pacific.
Tension over the Pacific isbuilding,
and some would argueit’sakin to
building a shatterbelt — creatingan
unstable, politically fragmented
region caught betweenlarger,
competing great powers.

The Ministry of Foreign Affairs
pointed outin 2023 “that over the
longer term, New Zealand may find
significant opportunities inamore
stable and functional multi-polar
world. However, in the short-to
medium-term the future looks grim.
The global strategic outlook will
become more complex, while the
Pacific and Indo-Pacific regions will
bemore contested and less stable.”

This context highlights the
importance of getting some wins to
retain confidence to forge ahead.
And we've seen somebigreal
successes, highlighting New Zealand
can still prosper in a self-interested
world driving onshoring and pushing
back on globalisation.

TheIndia free trade agreementis
top of mind and the Singapore “food
for fuel” deal, with the latter
highlighting the importance of trust
and friendship as we deal with the
threebig shifts including working
with likeminded nations when it
comes to getting ahead.

The National Party haslaunched
an aspirational trade plan to connect
with other nations including Brazil,
Argentina, the European Free Trade

Association and Nigeria. Other
political parties need to get on board
with that sort of thinking.

The Great Transition
Bye-byetothe Great Moderation, that
era from the early 1990s to 2000 of
globalisation, a rules-based order, low
inflation,low interest rates,a world
full of abundance, favourable
demographics, “just in time” supply
chains that worked, extraordinary
house price gains fuelled by lowered
interest rates and politicians who
were more political than populist.
Throw together aless globalised
world, arolling maul of supply shocks
(Hormuzinto fuel and food, tariffs,

became accustomed to.

Thebest defence against inflation
is productivity growth. Inflation
challenges the weak, unproductive
or already heavily subsidised.

Agriculture has consistently been
a2% per year productivity story in
New Zealand. The decade average for
the country is 0.3% per year.

The Great Transition, inmy view,
will offer many opportunities. Aland
techareatthe epicentre.Butsois
afundamental reset in economic
policy in many countries thatlet
economic basics such as effective
competition policy fade. Farming or
investing in houses for capital gain
was a function of the Great

Agriculture has consistently been a 2% per
year productivity story in New Zealand ...
The Great Transition, in my view, will offer
many opportunities. Al and tech are at the
epicentre. But so is a fundamental reset in
economic policy in many countries who
let economic basics such as effective
competition policy fade.

rare earth minerals) and weaker
global productivity outside of the US
and inflation looks more sticky and
interest rates need tomove up.
Inflation is undermining incomes as
is weaker productivity growth.

Central banks will face growth
versus inflation trade-offsin the
coming year. Lacking a productivity
miracle, getting inflation back to
target willmeanless growth, and
weaker consumer spending. Thereis
no free lunch. Society will not like it
and watch the polls in countries such
as Australia.

Greater inflation uncertainty and
whatIsuspect willbe more concerns
about various countries’ debt
positions will add pressure for long-
terminterest rates torise. Not too
high, but just not aslow asmany

Moderation assisted by the trend
lower ininterest rates; cash flow is
coreinthe Great Transition.

The new head of the USFederal
Reserve, which is the most powerful
centralbank in the world, appears to
have dismantled the so-called
Greenspan “Put” where central banks
implicitly had investors covered and
hasalready launched five work
streams on various aspects of central
banking.

The third of the trifecta—a
function of the firsttwo
Nationalism and populism are on the
riselocally and globally.

Globalisation. Immigration.
Inequity. K-shaped recoveries.
Falling real incomes in many nations.
Cost of basics such asfood and

-Nd of the Great Moderation era

Photo / AFP

energy. Baby-boomers that reaped
the benefit of rising asset prices
versus a younger generation
struggling tobuy ahouse. Throw
climate change into the mix too. The
need to address fiscal costs of an
ageing population. Society is grumpy
inmany nations.

We're seeing it in many countries
including the UK and Australia.It's
apotential recipe in New Zealand for
amakeover version of Rob’s Mob of
thelate1970s early 1980s with the
modern-day version in the form of
Peter’'sPack, TOP’s Lot or Henry’s
Hoard?

Supportin the political centre
(Labour and National) islosing to the
periphery which means the tail wags
thedog.

A positive assessment would be
the possibility of real change which
isdesperately needed. The
counterbalanceis that when you flip
along way in onedirection
politically, odds are you'll flop back
the other. Cue more uncertainty if
we seesaw from one side of the
political divide to the other. Wouldn't
itbe great if we saw populism parked
and a straight-up, practical, and no-
fluff approach to cutting through
economic noise to get things done.

Thebottomline
Everyoneis watching the situation
inHormuz, attuned to the potential
impact oninflation, via energy costs
and food, and we've seen the
devastating effects of the 1970s oil
shocks on world growth and
inflation. New Zealand took a
massive terms of trade (income) hit.
Thereal situationisalotmore
complex with myriad geopolitical
and geostrategic issues the world is
dealing with and inflation no longer
the tamed beast it once was. Grumpy
votersare prey for populist politics.
Volatility, uncertainty,
complexity,ambiguity and Trump
(VUCAT) means being nimble to
survive and thrive.

@ Cameron Bagrieis principal
economist at Bagrie Economics, a
premier boutique research firm.
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Singapore: trusted partner

Small countries can
do big things by
working together.

Agribusiness
& Trade
Felicity
Roxburgh

hentheinaugural

Singapore —New

Zealand Leadership

Forum convened in
Singapore in May, conflictin the
Middle East was dominating
international headlines. Energy
markets wererattled and global
shipping routes once again faced
uncertainty.

For atrading nation like New
Zealand, whose prosperity depends
oninternational trade, it was another
stark reminder of how quickly
geopolitical events can disrupt the
flow of goods, drive up costs and
expose vulnerabilities in supply
chains. As one forum speaker
observed, “energy security is the
new economic security .”

Against that backdrop, bringing
together senior business and
government leaders for a strategic
conversation about the global
economy could hardly have been
more timely. New Zealand Prime
Minister Christopher Luxon and
Singapore Prime Minister Lawrence
Wong were joined by ministers
Nicola Willis, Todd McClay and
Singapore’s Dr Tan See Leng. More
than 30 senior New Zealand
businessleaders travelled with the
Prime Minister to meet 40
counterparts from some of
Singapore’s most significant
companies, including Changi Airport
Group, Singapore Airlines and the
Port of Singapore.

Leaders set the scene by
encouraging candid discussion. As
small, trade-exposed members of the
Asia-Pacific, New Zealand and
Singaporelook out at the world in
the same way. The forum
established anew platform fora
trusted relationship by creating
space for business and government
to examine the forcesreshaping
international trade — and to identify
practical ways torespond together.

—

in an uncertain world

WA T

Prime Minister Christopher Luxon and Finance Minister Nicola Willis visit the refineries at Jurong Island during the Singapore-NZ Leadership Forum.

New Zealand's direct trade with
Singaporeisalready broadly
frictionless and its domestic market
isrelatively small. Yet Singapore’s
importance extends beyond its six
million consumers. It is one of the
world’s most connected economies
and a gateway to Southeast Asia’s 700
million people. As New Zealand co-
convenor and chief executive of Beca
Amelia Linzey seesit, “Singapore is
ahighly connected marketand a
critical gateway into Southeast Asia
for New Zealand firms”. The forum
reinforced the scale of opportunity
and the “importance of close
business-government collaboration
toturn shared ambition into tangible
outcomes.”

So, the forum aimed to do more
than simply exchange ideas. Business
leaders put forward a practical
agenda: strengthen air and maritime
connectivity by creating trusted trade
corridors between the two countries.
Work together to reduce the pesky
non-tariff barriers, or unnecessary
red tape, that globally costs New
Zealand exporters alone an estimated

$9billion a year. Improve digital
processes so exporters spend less
time on paperwork and more time
doingbusiness. Harness artificial
intelligence (A tolift productivity
and build smarter supply chains. And
use Singapore’s unparalleled
regional networks to unlock new
opportunities across Asean.

Food security was another area
where discussion moved beyond
traditional trade policy.

The signing of the Agreement on
Tradein Essential Supplies (AOTES)
during the Prime Ministers’ visit
showed how countries are placing
greater value preparing for times of
crisis. But the conversation wasn't
simply about exporting more high-
quality premium food in return for
critical supplies of fuel and
pharmaceuticals. It was about how
trusted food exporters like New
Zealand canbecome part of Asia’s
long-term food security strategy.

Inthe words of the Singaporean
co-convenor Mark Lee, now
chairman of the Singapore Business
Federation, businesses collectively

recognise that “strategic partnerships
are critical tobusinessresilience”.

For the New Zealand food and fibre
sector, this marks an important shift.
Successive governments and our
skilled trade negotiators have done
an outstanding job securing market
access through a comprehensive
network of free trade agreements.
The next frontier is about making
those agreements work better.
Reducing friction behind theborder
through smarter logistics, paperless
trade and Al-tools will be critical to
getting the most out of our
agreements.

Acrossall the discussions the
forum demonstrated that businesses
are not simply looking to
governments for solutions; they want
towork alongside governments to
design them.

Of course, thisisnot the first time
New Zealand has used aleadership
forum to deepen economic
integration. The Australia — New
Zealand Leadership Forum has
helped drive practical co-operation
and regulatory alignment for more

than two decades, while partnership
forums with Japan and the United
States have strengthened
commercial relationships beyond
formal trade negotiations. The
Singapore version builds on that
successfulmodel, aiming to connect
our businesses more closely and to
cooperate with one of the world’s
most sophisticated trading
economies.

Our relationship with Singapore
should give us confidence and
optimism for the future. Small
countries can do big thingsby
working together. The real test of the
inaugural Singapore-New Zealand
Leadership Forum will notbe the
conversationsit sparked, but the
practical partnershipsit delivers. If
we can turntoday’sideasinto
tomorrow’s co-operation, New
Zealand will be better placed not only
tonavigate a more uncertain world,
but to prosper withinit.

@ Felicity Roxburghis Executive
Director of the New Zealand
International Business Forum

Trade policy games put our best asset at risk

Damien O’Connor

naworld full of volatile,
protectionist politics and
sudden policy U-turns, New
Zealand has stood outasa
trusted, stable trading partner.

Whether it's National or Labour
holding the keys to the Beehive, our
global trading partners know thata
signature on afree trade agreement
(FTA)isiron-clad.

Our export industry generatesa
massive $80 billion for New
Zealand. In turn, that drivesjobs,
funds public services, increases
innovation, supports communities
and grows the economy.

This depends on the
Government - no matter which
stripe - working togetherina
consistent and bipartisan way. Our
reputation for stability gives therest
of the world confidence that we
aren’t going to flip-flop every three
years. That predictability is worth

billions to our exporters.

Butastherecentback-
and-forth over theIndia
FTA shows, this cross-
party consensusisn't set
instone.It’s fragileand
takes work to maintain.
One party can'tjust
demand bipartisanship
asaright, and it certainly
shouldn't useitasashield
to duck hard questions. It requires
real transparency, trust, and a bit of
goodwill fromboth sides.

Labour’s commitmenttoa
bipartisan trade policy hasn’t
changed. We've always wanted tobe
onthe same page whenit comesto
trade, and we've signed plenty of
these historic deals over the years
toproveit.Butithastobeatwo-
way street.

During the India FTA process,
National trickled out information
despite our requests for the full
picture. To make matters worse, NZ

Damien O’Connor is
Labour’s trade
spokespersonand a
former Minister for
Trade and Export
Growth

First trickled out their own bits of
information. All this half-baked
disclosure has caused real
confusion over what some of these
clauses actually mean. You simply
can’t expect the Opposition, or the
public, to sign off on massive, legally
binding international treaties
blindfolded while coalition
partners tell different stories.

Take the confusion over the TEE
visa settings. When NZ First and
National started telling different
stories about what had and hadn’t
changed, Labour did the

responsible thing and went to the
High Commissioner to shore up our
relationship and make sure thereal
position was communicated clearly
and in good faith.

Soit’s concerning that when
India’s Prime Minister, Narendra
Modi, wasin Auckland, he
repeatedly cast theinvestment
clause as a firm commitment,
despite repeated public assurances
tothe contrary from National.
Labour wouldn't have negotiated
this deal the way it'sbeen done. But
our relationship with India, and our
hard-won reputation for keeping our
word, are far tooimportant to
gamble on politics. It'sa shame that
National can’t act the same way.

Aresponsible Opposition hasan
important jobto do. Wehavean
obligation to get under the hood and
understand the legal rationale and
theadvicebehind any deal.

Wehaveto ask thetough
questions. How does it affect our

core sectors? What's the story with
these contested migration clauses,
and what safeguards are there to
stop vulnerable workers from being
exploited?

Probing those detailsisn’t
“playing politics”, it’s the Opposition
doing our job properly.

My ask is simple: bring all major
political parties into the tent early.
Bring usinto theloop while
negotiations are actually active so
we can provide constructive
feedback, smooth out any wrinkles,
and build a genuine national
consensus from day one.

New Zealand is far too small to
speak with two voices overseas. Our
cross-party unity is our biggest asset.
If the Government wants us
standing shoulder-to-shoulder with
them on new marketslike India,
they need to open the books, stop
dribbling the info, reinin their
partners, and treat this like a shared
national job; not a political game.
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Burgers are still fuelling the
American taste for NZ meat

Donald Trump’s
Liberation Day
tariffs barely
registered. More
supply from Brazil
and Australia has so
far had limited
impact. Can
anything take down
the high-flying US
meat market?

Agribusiness
& Trade
Nigel Stirling

e

sthis country’s single

largest beef market, and

third largest for lamb, the

United States has abig
influence on the prices farmers here
in New Zealand receive for their
livestock.

Inmid-July farmgate prices were
atouch under $10 akilo in the North
Island for bull beef, $3 a kilo higher
thanthefive-year average,and a
shade under $12 a kilo for lamb, a
record high for this time of the year.

Rural data analytics firm Agri-HQ’s
senior analyst Mel Croad said
imported beef prices in the US
reached arecord high of over US$4
apound in March before easing
slightly.

“Thatis purely on the basis that the
US’s own supply remains tightand
that has flowed through to their
domestic prices,” Croad said.

US cattle numbers are their lowest
since 1951 due to prolonged drought.
Rather than carrying young stock
through tobreeding age, ranchers
havebeen sending them to slaughter
to take advantage of high prices, fur-
ther delayingrebuilding the US herd.

Ilustrating just how tight the US
market hasbecome,asurgein
imports from Australia and beef
export powerhouse Brazil that would
normally put prices for imported beef

Banking on a strong export

Nigel Stirling

Strongreturns for meat companies
are helping torepair what hasbeen
an often fractious relationship with
theindustry’sbankers.

That wasin evidencerecently
when the banking syndicate for the
industry’slargest player, Silver Fern
Farms, extended its line of credit for
afurther two years. The syndicate,
led by ANZ and including the BNZ,
Bank of China, Rabobank, and ASB,
had previously only rolled over its
facility for 12 monthsatatime.

Asrecently aslast year, South
Island rival Alliance Group had been
forced by its bankers torecapitalise
itsbalance sheet, and hand control
tolIreland’s Dawn Meats in the
process, as the former co-operative
struggled torepay $200m of debt.

However a $70m turnaround in

under severe pressure hasbeen
takeninits stride inrecent months.

Both countries diverted significant
beef volumes to the US in anticipation
of hitting new quota limitsin the
Chinese market.

“Australian beef exports were up
100,000 tonnes in the first six months
of this year compared to the year
before but there hasbeen no slump
and prices are still near record highs,”
Croadsaid.

Locallambinthe UShadrisenin
sympathy, hitting NZ$600 ahead in
May. “Thereis aninfluence thereas
beef has moved higher; it has shelt-
ered lamb frombeing that niche
protein that isreally expensive.”

New Zealand's lamb exports tothe
USrose 30% in May compared to the
same month in 2025, according to
industry figures, while the export
price to the US hit $23.56 per kilo,an
all-time high.

Lamb safeguards investigation
However, exporters were throwna
curveballinmid-July when the
Trump administration initiated a
safeguards investigation into Austra-
lian and NZ lamb imports. A possible
forerunner to quotarestrictionsora
hike in tariffs from the current 10%,
it followed US farmer complaints that
imports were undercutting them and
stealing market share.

Croad said it was hard to under-
stand the administration’s rationale.

In November it had belatedly

pre-tax profit announced by Silver
Fern Farms earlier this year clearly
gave the Dunedin-based company a
stronger hand to play with its funders.

Silver Fern Farms chief financial
officer Ben Rodgers said the two-year
facility had been increased from
$449m previously, to $520m, with
only aslightincrease ininterest
margin toreflect the longer duration.

Rodgers, whojoined Silver Fern
Farmsin December after stints at
NZX-listed King Salmon Investments
and ZEnergy, said his dealings with
thebanks had been positive.

“Red meat in thelast couple of
years has probably been one of the
strongest growing exports,” he said.
“Andbeingin a position to support
NZIncIthink that comes with the
banks’social licence. If they support
us, then we support our farmer
suppliers and also the wider

exempted beefimports fromits
Liberation Day tariffs to ease cost of
living pressures.

“If they put a 30% tariff on New
Zealand lamb that is going toreduce
volumes into the US market and lift
prices to consumers by more, which
they havebeen tryingto prevent over
thelast year or so,” she said.

Impact of weight loss drugs
Further complicating the pictureis
the US'srapid uptake of glucagon-like
peptide-1agonists (GLP-1) weight loss
drugslike Ozempic and Wegovy.

Research cited by Rabobankina
November 2025 report suggested 12%
of American adults have used the
repurposed diabetes drugs tolose
weight compared to 4% to 7% of
adultsin the UK and less than 2% in
Europe.

Agreementsby the US
Government with pharma giants Eli
Lilly and Novo Nordisk to expand
Medicare and Medicaid coverage for
the drugs, reducing pricesby up to
75%, and new oral formulationsin the
pipeline, are expected toboost
uptakeinthe US even further.

While GLP-1shavebeen shownto
suppress appetite, reducing calorie
intake, users are urged to offset the
potential for muscle loss by eating
more protein. A 2025 study by Cornell
University found households with at
least one GLP-1user reduced grocery
spending by 6% within six months of
first taking the drugs.

Ben Rodgers

Rabobank head of research for
Australia and NZ, Stefan Vogel, said
while the Cornell study showed a
slightincrease in purchases of dairy
drinks and yoghurts as consumers
sought out more protein, purchases
of meat fell.

“Youwould think arelatively lean
piece of meat like a steak without too
much fat served with a salad should
behigh onthelistbecauseithas
everything that you would want to
eat when you are losing muscle and
want to counter that.

“The studies we have seen so far
donow show that,” Vogel said.

Butexportersbelieveitistoo soon
to say conclusively how GLP-1s will
end up shaping red meat demandin
the US over thelonger term.

Thebulk of NZbeef exported there
islow-grade cull cow and bull beef
whichis mixed with fatty trimmings
from US cattleraised onfeedlotsand
ends up in hamburgers.

“Intheory, GLP-1is not great news
for McDonald’s,” meat exporter
ANZCO’s general manager of sales
and marketing, Rick Walker, said.

“If you have invested effort and
money in these drugs, then you are
not going tobe doubling down on
burgers.

“When GLP-1users gotothe
supermarket, they are going to make
adecision: doIwant tobuy ground
meat or doIwanttobuy thatlean
tenderloin.

“Thatis the potential change in

economy.”

Thebigger bank facility would
largely be used for livestock
purchases which have become more
expensive as stock supplies remained
tight and exportreturnsdrove
competitors to pay more to keep their
plantsrunning.

Silver Fern Farms would be
required toreduce the working
capital portiondown to zero at the
end of each financial year before it
couldberenewed.

Alliance’s failure to “clean down”
its own working capital facilitiesby
balance date is what exhausted the
patience of its banking syndicate.

“There are expectations to perform
and back up that trust,” Rodgers said.

Meanwhile, Silver Fern Farms
announced the single largest
investment inits history when it
revealed in May that $100m willbe

You would think a relatively lean
piece of meat like a steak without
too much fat served with a salad
should be high on the list because it
has everything that you would want
to eat when you are losing muscle

and want to counter that.
Stefan Vogel.

consumption over time but the
impact today is negligible.”

Walker said early studies showing
adrop in meat consumption among
GLP-1users could be overstating the
problem.

“Asthese drugsbecome more
prevalent there will be more and
more medical advice that youneed
tobe consuming high-quality
proteins and people are going tobe
looking to beef and lamb to make sure
thatis a key part of their diet,” he said.

Hamburgers still reign
Meanwhile Silver Fern Farms chief
strategy officer Nicola Johnston
wasn'’t predicting the death of the
hamburger.

“The quick servicerestaurant
operators like McDonalds will
innovate accordingly and come out
with GLP-1friendly burger options
and different sizes and portions.

“Consumers will be able to choose
better value or smaller burgers and
that will keep them in the category,”
shesaid.

Johnston said areductionin
portion sizes could still be offset by
moreregular consumption. “AsI
understand it you cannot eat as much
but you need to eat more frequently
...convenience formats and meat
snacks, thatis one element of it.”

Meat snacks were in high demand
by GLP-1users whose tastes had been
altered so that they nolonger craved
sugary snacks.

Johnston said protein powders
distilled from offal were a potential
ingredient for these items and an
innovative use of whathad been
traditionally alower-value part of the
animal carcase.

“GLP-1will accelerate food
producers to provide protein to
consumers in multiple different
ways,” shesaid. “They all carry the
same provenance characteristics
around provenance and
sustainability that the NZ farming
system isrenowned for and could be
areal value story for NZ.”

@ Nigel Stirlingis a farmer and
economics journalist.

sector

spent atits Finegand plant near
Balclutha.

However, Rodgers said the
investment in additional cold storage
and automated palletisation was
beingrolled out with astrong eyeon
financial discipline.

It would be funded fromretained
earnings, bank facilities, and partly by
athird party who would pay for some
of the new assets which would be
leased back to Silver Fern Farms.
Ownership would passback to Silver
FernFarms at the end of the lease.

Nomore major projects werein
the pipeline, Rodgers said. “We are
pretty fully allocated over the next
18 months.

“Itisabiginvestment and for me
itisabout delivering the project on
time and onbudget and once we get
through that we canlook at the next
one,” hesaid.



nzherald.co.nz | The New Zealand Herald | Thursday, July 23, 2026

:'lj'] B23

ew Zealand’s food and fibre

sector has the potential to

crack $100 billion in export

revenue within the next
decade by increasing value rather
than volume.

Peter Chambers, partner and chief
markets officer with PwC New Zea-
land, says New Zealand has devel-
oped an incredibly successful food
and fibre sector.

But it can go further by linking
production and consumption with
data and market/customer insights,
and accessing capital — private or
other sources of funding — for inno-
vation, branding and market expan-
sion.

“It will be difficult to increase vol-
ume on the amount of land we have
available — there is only so much to
go around, apart from land use
changes.

“The real growth opportunity is
focusing on optimising yield on the
farms — there is more technology
around to help — and getting more
value from the products we sell,”
Chambers says.

“One of the approaches is search-
ing for the highest-value customers
around the world who are willing to
pay a premium as the demand for
high-quality, protein-rich diets in-
creases.”

The food and fibre sector, account-
ing for around 10% of the country’s
gross domestic product, was expec-
ted to generate a record $64.3 billion
in export revenue at the end of June,
with dairy hitting a record $28.6b and
meat and wool $14.1b.

The Ministry for Primary Indus-
tries is forecasting $70.1b by 2030 but,
with the right steps, Chambers beli-
eves the food and fibre sector can
head for $100b.

Chambers says the global food
system is at a turning point — climate
volatility, geopolitical shocks and re-
source constraints are disrupting pro-
duction while demand continues to
rise.

To feed more than nine billion
people by mid-century, calories must
grow by more than 50% from 2010
levels.

He says the megatrends reshaping
global food systems are creating the
largest redistribution of economic
value in modern history.

About US$3.1 trillion in value will
shift into new growth areas over the
next decade, including $800 billion
in health and nutrition.

New Zealand businesses that
move quickly and act decisively —
embracing technology, proving
sustainability, building transparency
and reimagining their business
models —won't just survive this trans-
formation, they’ll lead it, says Cham-
bers.

“New Zealand currently produces
half of 1% of global food production.
We are feeding 40 million people out
of the world’s population of 8.3 billion,
and we have a strong international
reputation for quality and safe food.
There is opportunity to shift into
earning more from our produce.”

Chambers says the four mega-
trends shaping the future of food
production and consumption are:
1) Artificial intelligence (AD that
enables precision agriculture and
optimises everything from irrigation
to harvest timing, automated ware-
housing and logistics, predictive ana-
lytics for supply chain management
and enhanced customer engagement
through personalised product offer-
ings.

Chambers says New Zealand his-
torically lags behind international
counterparts in adopting digital tech-
nologies. But one company leading
the way is Halter, with its solar-pow-
ered Al-enabled smart collars for
cattle, paired with an app that provi-
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Four megatrends are changing the way food is produced and
consumed, and revenue is distributed, writes Graham Skellern

ddes virtual fencing, pasture manage-
ment and 24/7 health tracking.

Halter reduces labour costs while
improving pasture performance and
farm productivity, says Chambers.
2) Climate change and disruption
in other countries creates opportun-
ities for New Zealand producers who
can adapt — such as indoor, year-
round production facilities that by-
pass seasonal constraints.

The Japanese-backed Tatsumi NZ
in Hawke’s Bay grows strawberries
all-year round and above ground in
15,000 planters lined up in two glass
houses totalling 19,000 sq m. The
100,000 strawberry plants produce
150 tonnes a year, mainly exported
to Japan.

The planters have a special grow-
ing mix developed by the Japanese
technical team and the growing
houses are fully automated, with an
environment control system.

Chambers says these facilities de-
monstrate how innovation can turn
climate challenges into competitive
advantages. “As drought frequency
increases globally, our ability to pro-
duce consistently, sustainably, and
with full traceability becomes incre-
asingly valuable.

“Climate adaptation isn't just about
risk management; it's a substantial
market opportunity. With more than
80% of New Zealand’s exports by
value going to countries with manda-
tory climaterelated disclosures,

New Zealand agribusinesses that move
quickly and act decisively — embracing
technology, proving sustainability and
reimagining their business models — won't
just survive this transformation, they’ll

meeting environmental standards is
a prerequisite for market access.”
3) Trading despite geopolitical in-
stability — supply chain disruption,
conflict-induced tensions and the re-
cent resurgence of tariffs have ex-
posed vulnerabilities in the export-
dependent model.

Chambers says as regionalisation
increases, New Zealand must double
down on what has always been its
strength: pioneering liberalised trade
and building solid government and
business relationships.

“Our recent successful agreements
with the EU, Indonesia, China, Viet-
nam, the UAE and Gulf Co-operation
Council — and soon India — demon-
strate that New Zealand's approach
works. But we can’t be complacent.

“Some competitors enjoy less rig-
orous food standards — Australia’s
regulatory environment, for instance,
allows faster market entry for some
products. New Zealand must advo-
cate for policy frameworks that rec-
ognise our quality standards as com-
petitive advantages, not barriers.”

Chambers says the key is trans-
forming potential constraints into
selling points.

Businesses that can demonstrate
supply security, enhanced visibility
and control over their supply chains
can create competitive advantage
from disruption.

4) Catering to shifting consumer
preference — today’s consumers de-

lead it.

Peter Chambers.

mand more than quality, they want
proof.

Attributes like traceability, proven-
ance and transparency have become
indispensable, with 75% of consum-
ers considering transparency import-
ant and two-thirds willing to switch
brands to get it,” says Chambers.

“This shift plays directly to New
Zealand’s strengths: our clean, green
reputation opens doors to premium
markets that other nations cannot
access.”

Chambers says there is a lot at
stake, but New Zealand food and fibre
businesses can position themselves
to capture their share by understand-
ing and exploiting the four mega-
trends influencing their sector.

Chambers suggests the New Zea-
land food and fibre sector can capture
its share of the $12 trillion “great
revenue redistribution” by:
® Innovating operating models
—deploying Al for precision
agriculture, automating warehousing
and logistics, and using predictive
analytics for supply chain
optimisation.
® Innovatingbusiness models —
taking an ecosystem perspective by
building new partnerships across the
food supply chain torespond to
specific needs of matureand
emerging markets.
® Competingontrustand
technology —implementing digital
traceability systems to verify

opportunity: How
M its farms

environmental claims while seizing
competitive advantage through
direct export channels.

@ Building transparency and
agility — using data and analytics
technology to understand market
dynamics more deeply and respond
quickly to customer demands.

@ Strengthening climate
resilience — building flexible supply
chains and manufacturing processes
that can adapt to climate-induced
shortages and changing growing
conditions.

Chambers says branding and prov-
enance is becoming a must-have to
attract higher-value consumers.

Digital traceability systems that
provide a complete supply chain
footprint allow producers to prove
environmental claims while seizing
competitive advantage through di-
rect export channels and enhanced
consumer relationships.

Companies like Fonterra — the first
dairy company globally to electron-
ically trace its products anywhere in
the world within minutes — demon-
strate how end-to-end visibility
transforms supply chain transpar-
ency from a compliance requirement
into a market differentiator, says
Chambers.

“Maori provenance offers another
under-utilised competitive edge. As
conscious consumers in wealthier
markets seek authentic, ethically pro-
duced food, the cultural narrative and
sustainability practices inherent in
Maori agribusiness present genuine
differentiation,” he says.

“While this requires strong tra-
ceability systems, collective momen-
tum, in-market relationship building
and intentional brand building, the
opportunity is significant,

“By focusing on branding and pro-
duct positioning and using data to
understand what customers and
consumers want, producers can get
the right message to the markets and
finding the right source for their pro-
duce”

Chambers mentions Coastal Lamb
(geographic branding and proven-
ance), Lumina Lamb (premium red
meat positioning, Halter (animal mon-
itoring technology), Fonterra (dairy
processing scale) and public-private
initiatives such as AgriZero and the
Dairy Beef Opportunities programme
as examples of using data, branding
and market insight to reach high-
value customers.

He says developed markets such
as the United States, China and Aus-
tralia are important for New Zealand
and India and the Middle East provide
significant growth opportunities.

“The Middle East will grow over
time with the new trade agreement,”
Chambers says. “India is a fantastic
opportunity — we do export there, but
the size of the population and growth
of the middle class is completely out
of balance with our volume of
exports.

“Historically, New Zealand’s agri-
business has built a successful sector
around production at scale, effic-
iency, safety and quality. It can look
beyond today’s pressures and pre-
pare for where food is heading next.

“Health trends, such as the increas-
ing use of weight loss pharmaceu-
ticals, and a growing demand for trus-
ted, traceable products are changing
how people choose what they eat,”
says Chambers. “As disruption occurs
through changing consumer diets
and geopolitical tension, the New
Zealand industry needs to be well
tuned-in, have strategic responses
and make choices.

“Choosing means being explicit
about where to play, and using dis-
ruption to create advantage.”

@® PwCisasponsor ofthe Herald’s
Agribusiness and Trade report.
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President keeps an eye on the parties

Colin Hurst tells
Nigel Stirling
there is still plenty
at stake for farmers
in November’s
general election

he new president of Fede-

rated Farmers says the or-

ganisation has lifted its game

and he expects that the
claim from rival lobby Groundswell
to be the pre-eminent voice for the
country’s farmers to “fade away” as
a result.

Waimate arable farmer Colin Hurst
challenged and beat incumbent Tas-
man dairy farmer Wayne Langford
for the top job last month. Hurst is
adamant the change is not a repudi-
ation of Langford’s leadership. “I do
not think I am too different from
Wayne,” he says. “It will be the same
sort of aims that we keep going with.”

As vice-president under Langford
for the past three years and a national
board member for three years before
that, there is credibility to Hurst’s
claim he represents a continuation of
the status quo.

He says Groundswell’s challenge
to Federated Farmers peaked in 2021
when farmers took to the streets to
protest the regulatory blitz against the
sector by the previous Labour gov-
ernment.

“It was a tricky time,” Hurst told the
Herald. “That was probably a point in
time when Federated Farmers was

i
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Murat Ungor is Senior Lecturerin
Economics, University of Otago

That was probably
Federated Farmers was probably not so
vocal. We have certainly upped the ante
in the last three years and taken a harder
line on some of our positions.

Colin Hurst

Federated
Farmers' new
national
president, Colin
Hurst, with new
vice-president,
Sandra
Faulkner.

W
F

probably not so vocal. We have cer-
tainly upped the ante in the last three
years and taken aharder line on some
of our positions.”

Hurst says an increase in member-
ship had vindicated this approach.

They still talk to Groundswell
founders Bryce McKenzie and Laurie
Paterson — “they are both Federated
Farmers members,” he says.

“‘But we think the success of
Groundswell will fade away.”

Despite the rolling back of many
of Labour’s policies, Hurst says there
is still plenty at stake for farmers in
November’s general election.

Local government changes, fresh-
water policies, carbon farming rules,

and the reworking of the Resource
Management Act are just some of the
policy debates the federation will be
paying close attention to asit runs the
rule over the different parties’ elec-
tion manifestos.

Hurst believes many of these have
been fought over in the past without
a full understanding of the issues
involved. He says the federation has
specialised knowledge which can
add to these debates.

This point had been brought home
to him during the recent debate over
the Conservation Amendment Bill
which had attracted controversy af-
ter the government sought to open
up some of the Conservation estate
to private interests.

Hurst says locking it up had failed
and allowed pests and wilding pines
to thrive. Loosening regulations to
allow grazing again could be a win
for farmers as well as the environ-
ment.

“The farmers have historically
done a good job there,” he says. “Why
not give them a crack to try and
restore it?”

Likewise, Hurst beleives there is
room to work more closely with the
environmental lobby on better fresh-
water rules — despite the failure of
previous attempts such as the Land
and Water Forum which resulted in
walk-outs by some environmental
groups a decade ago.

Technology had moved on, Hurst
says, and there were opportunities for
new solutions which worked for
farmers while also improving water
quality. “We have things like precision
farming which is about better putting
fertiliser where it is needed.

“Quite often these things lead to
better profit as well,” he says.

New Zealand Government
Te Kawanatanga o Aotearoa

Biosecurity New Zealand

Ministry for Primary Industries
Manatt Ahu Matua
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From recovery
to momentu

More than 132,000 visitors went through the gates at Mystery Creek for the 2026 Fieldays. The event remains one of the best indicators of rural confidence, says Dave Handley.

Rural confidence returns as stronger
prices lift New Zealand agriculture, says

BNZ's Dave Handley

hereis adifferent mood

acrossrural New Zealand

thiswinter.

Not exuberance. Not
complacency. Simply confidence.

After several years of cost
inflation, weather disruption, policy
uncertainty and margin pressure,
farmers and growers are looking
forward again. Conversations that
were once focused onsurvival are
increasingly centred oninvestment,
growth, and succession.

That shift matters to every New
Zealander.

The primary sector remains the
backbone of our export economy.
New Zealand’s food and fibre sector
isforecasting $64.3 billion of export
earnings for the year ended June 30,
up 6% from the record $59.9b
achieved in 2024/25. The sector
supports thousands of jobs and
businesses well beyond the farm
gate. Whenrural New Zealand is
strong, the wider economy benefits.

The sector has momentum. Dairy
returns remain strong, beef prices
have strengthened, horticulture has
rebounded and a weak NZ dollar is
supporting export competitiveness.
The challenge now isnotrecovery.
Itis converting favourable conditions
into long-term productivity and
growth.

Confidencebacked by
fundamentals
Stronger commodity prices and
improving cash flows are creating
opportunities that many agricultural
businesses have deferred for years.
In our conversations with farmers,
thefocusis shifting from short-term
cost management toinvestingin
productivity, resilience, and future
growth.

Importantly, therecoveryis
broad-based.

Dairy hasbeen akey driver of the
recovery,but the story ismuch more
than milk price alone.

Sheep and beef markets have
strengthened on the back of robust
international demand and New
Zealand'sreputation for high-quality,
grass-fed production. Kiwifruit
returns have increased, showing the
value of disciplined investment,
premium market positioning, and
strong market access. These sectors
account for approximately 85% of the
debt within New Zealand agriculture,
illustrating how wide the momentum
is.

Stronger returns are strengthening
balance sheets, accelerating
investment, and creating
opportunities for the next generation.
Farmersare increasingly focused on
building resilient, high-performing
businesses for the decade ahead.

Opportunity still requires
discipline

The momentum isreal,but soarethe
risks.

Input costsremain elevated,
geopolitical tensions continue to
impact global supply chains
(particularly fertiliser, fuel, and
chemicals) and weather volatility
remains a constant challenge. The
Reserve Bank increased the Official
Cash Rate (OCR) by 25 basis points
t0250% on 8 July 2026.1t was the
first OCR increase since April 2023.

The difference today is that more
farming businesses are operating
from a position of strength. Improved
profitability is creating options:
reducing debt, investingin
infrastructure, lifting productivity
and positioning for growth. The
opportunity is significant, but sois the
importance of disciplined decision-
making. Sustainable success comes
from disciplined investment, not

Dave Handley is GM Agribusiness
& Corporate Banking at BNZ

chasing thecycle.

WhatFieldays told us
Fieldaysremains one of the best
indicators of rural confidence.

This year, the sentiment at
Mystery Creek was markedly more
positive. The discussions in the BNZ
tent were future-focused and fuelled
by arecord 3526 cups of coffee.
Farmers and growers were not
discussing how to navigate the next

As confidencereturns, the
importance of trusted banking
relationshipsis even more evident.
Farmers want partners who
understand their business, provide
practical support, and help them
navigate both opportunitiesand
challenges with confidence. Strong
relationships are built over years, not
seasons.

Backing the next generation
Perhaps the strongest theme at
Fieldays was the pathway into farm
ownership.

New Zealand’s primary sector is
full of capable, talented, and
ambitious young farmersand
growers. The challenge isaccess to
capital and the confidence to take
that first major step. Thatis why BNZ
has expanded its First Farm Package.

BNZ's First Farm Funding Boost is
designed toreduce financial
pressureinthe early years of
ownership. It provides eligible first
farmbuyers with aninterestrate
discount of up to1% on the first $2
million of term lending for the first
two years, along with a working
capital facility of up to $250,000 at
2.99% for six months. It isavailable
tofirst farm purchasers across all
agricultural sectors, first-time 50/50

New Zealand’s primary sector is full of
capable, talented, and ambitious young
farmers and growers. The challenge is
access to capital and the confidence to
take that first major step.

season but positioning their
businesses for the next cycle.

Succession planning featured
prominently. So did ownership
pathways, resilience investment,
technology adoption, and
productivity improvement.

The message was clear:
confidenceisreturning, butitis
returning with purpose.

Dave Handley

sharemilkers, and equity
partnerships.

Itbuilds on our First Farm
Package, which includes the First
Farm Dairy Mentor Programme,
where customers can access
reduced deposit requirements and
are paired with an experienced
farmer mentor.

Asalways, these types of offers do

have some terms and eligibility
requirements, so anyone interested
should check out our website or talk
toaBNZbanker before proceeding.
Backing the next generationis
about more than individual success.
Itisabout securing and supporting
the future of New Zealand agriculture.

Resilienceis the nextinvestment
frontier

Another theme emerging across the
sector is the growing focus on
resilience.

For farmers and growers,
resilienceis practical. It means
reliable water, secure energy,
productive technology, strong
cashflows and abusiness that
performsin anincreasingly uncertain
world. It also means staying ahead of
changing customer expectations
around sustainability, provenance,
and environmental performance.

Thebest agricultural businesses
will not wait for change to happen.
They will invest early, adapt quickly,
and useresilience as a source of
competitive advantage.

Turning confidence into growth
The outlook for New Zealand’s
primary sector is the strongest it has
been for several years. That does not
mean therisks have disappeared. It
means the sector is once again
operating from a position of strength.

Strong commodity prices, healthy
cash flows and improving market
conditions are giving farmers and
growers the confidence toinnovate
and invest. For many businesses, the
focusis shifting from navigating the
next season to building capability for
the next generation.

The opportunity for 2026 is clear:
convert today’s momentum into
long-term productivity, resilience,
and growth. Agriculture remains one
of New Zealand’s great economic
strengths.

AsNew Zealand looks for the next
phase of growth, the primary sector
iswell-placed toleadit.

@ BNZisasponsorofthe Herald’s
Agribusiness & Trade report
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INndia: N

Dr Madan Mohan Sethi

or many New Zealand

businesses, India haslong

been viewed as a market of

immense promise, though
equally new or unfamiliar.

Today’s India is one of the world’s
fastest-growing major economies, a
global manufacturing hubin the
making, aninnovation powerhouse
and anincreasingly trusted
investment destination.

Home tomore than14billion
people, India is powered by a young
workforce, arapidly expanding
middle class and one of the world’s
fastest-growing digital economies.
Rising incomes and accelerating
urbanisation are transforming
consumption patterns across sectors
ranging from agriculture and food
processing tohealthcare,
infrastructure, renewable energy,
logistics and advanced
manufacturing.

India’s aspiration tobecomea
developed nationby 2047 is
underpinned by large-scale
investmentsininfrastructure,
innovation, manufacturing and
human capital, creating opportunities
for international businesses seeking
long-term partnerships.

Today’s India offers a far more
predictable and business-friendly
ecosystem that many are still
unaware of.

Policy reforms, digital governance,
modern infrastructure and simplified
regulatory processes have
significantly improved the ease of
establishing and expanding
businesses.

Rather than approaching India as
asingle market, companies
increasingly succeed by identifying

Dr Madan Mohan Sethi is India’s
Consul-General, based in Auckland.

theright state, sector and local
partner.

New Zealand companies also have
an advantage because India has built
an extensive institutional framework
to support foreign investors and
trade. The Ministry of Commerce and
Industry formulates trade and
investment policies, while the
Department for Promotion of
Industry and Internal Trade (DPIIT)
drivesreformstoimprove the
business environment.

Invest India serves as the national
investment facilitation agency,
helping overseas investors identify
opportunities, navigate regulations
and connect with state governments.
Complementing these national
institutions are proactive state
investment agencies that compete to
attract global businesses through
customised support, industrial parks,
skilled talent and sector-specific
incentives.

Industry associations further

strengthen this ecosystem.
Organisations such as the Federation
of Indian Chambers of Commerce
and Industry (FICCD), Confederation
of Indian Industry (CII), ASSOCHAM
and PHD Chamber of Commerce
regularly facilitate business
matchmaking, investment missions,
policy dialogue and B2B networking.

Alongside them, India’s network of
Export Promotion Councils provides
market intelligence, buyer
connections and sector-specific
support acrossindustries ranging
from engineering goods, processed
foods and textiles to pharmaceuticals,
electronics, chemicals, marine
products and agricultural exports.
Together, these institutions create an
ecosystem that enables foreign
businesses to establish trusted
partnerships with confidence.

India’sreform agendais equally
ambitious. The Production Linked
Incentive schemes are strengthening
domestic manufacturing across
strategic sectors including food
processing, electronics,
semiconductors, medical devices
and textiles while landmark reforms
have opened the space sector to
private participation in satellite
technology and launch services.
These initiatives are positioning India
not merely as a manufacturing
destination but as a global innovation
partner.

New Zealand’s globally recognised
expertise in dairy, horticulture,
precision agriculture, forestry, animal
genetics, sustainable farming and
waste management and water
management aligns closely with
India’srapidly modernising
agricultural sector.India, in turn,
offers scale, skilled talent, digital
capability, manufacturing capacity

and one of the world’s largest
consumer markets. Partnershipsin
farm machinery, agricultural
technology, cold-chainlogistics, food
processing, climate-smart agriculture,
renewable energy and research
collaboration can deliver mutual
benefits.

Regional opportunities across
Indiaare equally compelling. The
state of Maharashtra continues to
lead in financial services,
manufacturing and logistics.

Gujarathasemergedasa
powerhouse for ports, chemicals and
renewable energy. Karnataka
remainsIndia’s innovation and
technology capital, while Telangana
hasbuilt globally competitive
ecosystems in pharmaceuticals, life
sciences and agritech.

Tamil Naduisaleaderinadvanced
manufacturing, automotive and
electronics, and Uttar Pradeshis
rapidly transforming through
infrastructure expansion, food
processing, defence and
manufacturing.

Each state offers distinct
advantages supported by dedicated
investment agencies and business-
friendly policies.

No economic partnership
succeeds on policy alone. It succeeds
onpeople, relationships and trust.
More than 300,000 people of Indian
originnow call New Zealand home.
They are doctors, researchers,
engineers, academics, farmers,
innovators, exporters and business
owners who contribute billions of
dollars annually to New Zealand’s
economy.

Equally important, they serveasa
living bridge between India and New
Zealand, connecting businesses,
institutions and communities with

/'S next business opportunity

confidence and cultural
understanding. For New Zealand
enterprises seeking to enter India, this
diasporarepresents aninvaluable
strategic asset, offeringlocal insight,
trusted relationships and commercial
networks.

The momentum in India-New
Zealand relations has further
strengthened this economic
opportunity. Prime Minister
Christopher Luxon’s landmark visit to
India in March 2025 reinvigorated
bilateral engagement, signing the
Free Trade Agreement in April this
year and expanding co-operation
across trade, education, defence,
horticulture, forestry and sport.

Prime Minister Narendra Modi’'s
historic visit to Auckland this month
elevated therelationshiptoa
Strategic Partnership.

India and New Zealand share far
more than complementary
economies. We are vibrant
democracies, maritime partnersin
the Indo-Pacific and societies built on
innovation, diversity and enterprise.
New Zealand brings world-class
expertise in sustainable agriculture,
food systems and environmental
stewardship.

For New Zealand businesses, the
question is nolonger whether India
isready. The question is whether they
areready tobe part of one of the
defining economic growth stories of
the 21st century.

India’s doors are open, its reforms
are accelerating and the foundations
for adeeper partnership have never
been stronger. The time to engageis
now.

The Consulate of India (Auckland) is
asponsor of the Herald’s Agribusiness
& Tradereport.

Helping Kiwi farmers stay at the forefront
of low-emissions, pasture-based farming

New Zealand'’s position as a world-leading food producer relies
on our ability to stay ahead of changing global market expectations.
That's why we're investing in solutions to reduce agricultural

emissions and get these tools into farmers’ hands sooner.

Find out more at agrizero.nz
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@ Ministry for Primary Industries

Manatt Ahu Matua
Dairy for life
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What H5NT1 means for wildlife,

Bird flu has reached
New Zealand.
Jemma Geoghegan
and Nigel French
look at what this
means and what
comes next.

hefirst cases of the highly

pathogenic avian influenza

virus H5N1in New Zealand

markanimportant
milestone, but not an unexpected
one.

Since the virusreached Australia
lastmonth, and asit continued its
global spread, scientists and
government agencies have been
preparing for the possibility that it
would eventually arrive here.

For now, detectionratesarelow,
but ongoing surveillance of H5SN1will
be essential to determine whether
additional cases emerge.

What Australia’s experience tells
us

Australia provides an important
indication of what New Zealand may
face. HSN1was detectedinabrown
skuain Western Australialess than
four weeks ago. Further detections
followed in Western Australiaand
South Australia, mainly in migratory
seabirds, with a detection
subsequently reported in New South
Wales.

Morerecently, HSN1was
confirmed in a greater crested tern
in South Australia, marking the first
detectionin aresident Australian
seabird, and therefore a possible
indication of local transmission.

So far, the Australian detections
haveinvolved individual seabirds
rather than widespread wildlife
mortality.

The virus has not been detected
inpoultry in Australia.

Susceptibility to infection and
severe disease variesbetween
species and individual incursions in
solitary scavenging or predatory

For now, detection rates are low, but ongoing surveillance of H5N1 will be essential to determine whether additional

cases emerge.

seabirds may notlead to widespread
infection.

Therisk of transmissionis likely
greatest in populations thatlivein
large colonies, particularly at high
density. These can be a source of
transmission to other species that
inhabit the same environments — for
example, shorebirds and marine
mammals such as seals and sea lions.

Proximity tobackyard poultry and
other livestock populations then
becomes critical for onward
transmission to domestic animals.

How prepared is New Zealand?
Theadvantage for New Zealand is
that we are not facing this blindly.

The experiences of Australiaand
therest of the world have provided
several years of information about
how H5N1behaves, which species
may be most susceptible and which
surveillance and response
approaches are most effective.

New Zealand has also spent recent
years strengthening surveillance
programmes, diagnostic capacity and
collaboration between wildlife,
agricultural and public health
agencies. These systems willnow be
tested in practice.

No country can be completely
prepared for a virus with such abroad
hostrange and capacity to move over

No country can be
completely
prepared for a virus
with such a broad
host range and
capacity tomove
over long distances
in wild birds.

long distances in wild birds.

However, early detection, rapid
information sharing and clear co-
ordination between agencies will give
New Zealand the best opportunity to
understand and reduce the impacts
of the virus.

Priorities for theresponse
Theimmediate focus should be on
determining the scaleand
distribution of infection. This means
increasing surveillance around the
initial detection, testing potentially
affected wildlife, and rapidly sharing
information between laboratories,
wildlife managers, veterinarians,
public health authorities and affected
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communities.

Enhanced biosecurity measures
and clear public communication will
alsobe essential, building on
preparedness plans developed by the
Ministry for Primary Industries, the
Department of Conservation, Health
New Zealand and regional
authorities.

The Department of Conservation
has trialled a vaccine developed for
poultry on five of our critically
endangered taonga species of wild
bird (takahé, kakapo, black stilts,
shore plovers andred-crowned
kakariki). The vaccine is safe and
resultsin an immuneresponse that
islikely tobe protective.

Asa consequence, the Ministry for
Primary Industries has approved the
vaccine for use in these species,and
thisisnow beingrolled out on alarger
scale. However, it requires two doses
and can only be practically
implemented in captive, managed
populations or on offshoreislands.

The devastating impact of the
virus on marine animals, such as the
northern and southern elephant
seals, reminds us of the vulnerability
of New Zealand populations of seals
and sealions, including the pakake/
New Zealand sealion.

Inthe US, trials of a bird flu vaccine
formulated for cattle have been

W

0

THE CONVERSATION

Jemma Geoghegan is Professor
and Webster Family Chairin Viral
Pathogenesis, University of Otago;
and Nigel French is Distinguished
Professor of Infectious Disease
Epidemiology and Public Health, Te
Kunenga ki Pirehuroa — Massey
University

carried out in the endangered
Hawaiian monk seal. While the trials
show promise, we are along way
from using these in marine
mammalsin Aotearoa.

Genomic sequencing willbe
particularly important. It can help
identify where the viruslikely
originated, whether New Zealand
has experienced one or several
introductions, and whether
transmission is occurringlocally. It
may also help link detections in New
Zealand with outbreaks in Australia
or elsewhere along regional bird-
migrationroutes.

Thearrival of H5N1is unlikely to
be the end of the story. International
experience suggests further
incursions may occur as migratory
birds continue to move through the
region.

The challenge therefore shifts
from trying to prevent the virus from
arriving to detecting new incursions
quickly and managing their
consequences.

The coming weeks willbe
important in establishing whether
thisisanisolated detection or the
first sign of wider circulation. New
Zealand has the benefit of advance
warning and extensive international
experience. The priority nowisto
put thoselessons into action.
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The Ministry of External Affairs (MEA), the Ministry of Commerce and
Industry (MOCI) and the Department of Promotion of Industry and
Internal Trade(DPIIT) are overarching support of these three categories.

Together they facilitate international trade, investment and commercial
engagement by promoting business partnership, market access, and
economic Cooperation between India and global stakeholders.

Indian Government
Ministries and
Departments

Connect with India’s key government
ministries and departments responsible for
agriculture, food processing, fisheries and rural
development. Discover policies, investment
opportunities, government initiatives, and
official support for doing business in India.

ZSSCLI

Chambers of Commerce
and Industry
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AGRICULTURE AND
%’ FARMERS WELFARE

# DPIIT

#startupindia
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Meet the leading Industry chambers in India that
bring together business, investors, and trade
professionals. Build valuable business connections,
explore partnership, and gain insights into India’s
dynamic agriculture and agribusiness sectors.
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Promotion Councils /
Commodity Boards /
Export Promotion Bodies

Engage directly with India’'s export promotion
councils and commodity boards to discover
quality agricultural products, trusted suppliers,
export opportunities, and market intelligence
across wide range of agricultural commodities.

INDIAN OILHEDS AND
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g@TEA BOARD INDIA

PRODUCE EVPORT PROMOTION COUNCIL
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Ministry of External Affairs www.mea.gov.in

Ministry of Commerce & Industry www.moci.govt.in

Department for Promotion of Industry and Internal Trade www.dpiit.govt.in
Food Safety Standards Authority of India www.fssai.govt.in

Ministry of Agriculture & Farmers Welfare www.agriwelfare.govt.in
Department of Agriculture & Farmers Welfare www.agriwelfare.govt.in
Department of Agricultural Research & Education (DARE) www.dare.govt.in
Department of Animal Husbandry & Dairying www.dahd.govt.in
Department of Fisheries www.dof.gov.in

Ministry of Food Processing Industries www.mofpi.gov.in

Ministry of Cooperation www.cooperation.gov.int

Ministry of Rural Development www.rural.govt.in

Invest India www.investindia.gov.in

Ministry of Consumer Affairs (Food & Public Distribution) www.consumeraffairs.govt.in

Ministry of Gommerce & Indusiry o e
Governmant of India Department of Flsherles

LTI ATy

Take your business to India with reliable banking support from Bank of India and Bank of Baroda
Bank of Baroda NZ www.barodanzltd.co.nz
Bank of India www.bankofindia.co.nz

FIEO (for Agri exports) www.fieo.org

FICCI Agriculture Committee www.ficci.in

Cll National Committee on Agriculture www.cii.in

PHDCCI www.phdcci.in

ASSOCHAM www.assocham.org

IMC Chamber of Commerce www.imcnet.org

The Bharat Chamber of Commerce www.bharatchamber.com

(Ficci ci o IMC gy
\H:T:h::‘ Confederation of Indian Industry ASSOCHAM Chamber of Commerce and Industry  serving business and iy sice 1900

APEDA www.apeda.gov.in

Indian Oilseeds & Product Export Promotion Council (IOPEPC) www.iopepc.org
Marine Products Export Development Authority (MPEDA) www.mpeda.gov.in
Tea Board www.teaboard.gov.in

Coffee Board www.coffeeboard.gov.in

Rubber Board www.rubberboard.govt.in

Spices Board www.indianspices.com

Tobacco Board www.tobaccoboard.in

Coconut Development Board www.coconutboard.gov.in

National Horticulture Board www.nhb.gov.in

Cashew Export Promotion Council www.cashewindia.org

Coir Board www.coirboard.gov.in
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