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New minister
of agriculturein
the Netherlands

THE HAGUE - Ms G. Verburg
was appointed Minister or Agri-
culture, Nature and Food Quality
on 22 February. Gerritje (Gerda)
Verburg was born in Zwammer-
dam on 19 August 1957. After
obtaining the MAVO (interme-
diate general secondary educa-
tion) and HAVO (higher general

secondary education) diplomas,
she attended a socio-cultural edu-
cation course in Utrecht for a
year. Between 1976 and 1980 she
studied personnel work and
labour relations at Christelijke
Sociale Academie

Ms Verburg was a member of the
House of Representatives for the
CDA between 1998 and 2007.
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An exclusive interview with H.E. Girma Birru, Ethiopian Minister of Trade and Industry

‘We are on theright track’

ADDIS ABABA - H.E. Girma
Birru, Minister of Trade and
Industry of the Federal Demo-
cratic Republic of Ethiopia, in an
exclusive interview with Holland
Hortinews, talks about the dazz-
ling growth of Ethiopian floricul-
ture and his wish to make the
vegetable and fruit sector of his
country even more successful.
There is no country in Africa
where horticulture gets more
attention. “The Ethiopian Go-
vernment issupporting the sector
on an every-day basis”

As a Minister who has presided over
the expansion of the horticulture sec-
tor and especially the floriculture
subsector, what is your assessment of
its current status?

Minister Girma: "First of all we can-
not claim that we have been suppor-
ting this sector for a very long time.
It is only three to four years since
we've started to directly support this
sector. My general assessment is that
we are on the right track. From what
I know we have now over 600 hecta-
res of land under greenhouse in flo-
riculture. In a matter of three years,
having this number of hectares of
land under greenhouses is one ele-
ment of success. In terms of foreign
exchange earnings, every month the
earnings have been increasing and
we have now reached USD 8 mil-
lion. The sector also employs over
30. 000 workers. So, | can say, it is
one of the successful sectors.

The focus seems to be on the flori-
culture subsector. As a policy maker,
how about giving equal emphasis to
the other subsectors of horticulture
like fruits, vegetables and herbs?

Minister Girma: "It was actually in
the subsectors like fruits and vegeta-
bles where Ethiopia was to start, but
it was floriculture that took off first.
| do not think that we succeeded

with fruits and vegetables as much
as we did with floriculture. So our
focus now will be on balance with
the other subsectors of the horticul-
ture. That is why we have decided to
privatize our public enterprises
dealing with this sector."”

You mean the State Farms?

Minister Girma: "Yes. We will cut
them into pieces and privatize them
so that we will make the growth of
this sector faster."

But why did you delay in extending
the kind of attention you bestowed
upon the floriculture subsector to the
horticulture in general?

Minister Girma: "We wanted to go
about supporting subsector by sub-

HE Girma Birru, Ethiopian Minister of Trade and Industry

sector. We wanted to build up our
experience, to have a clear focus.
That is why we focused on floricul-
ture, textiles, leather, garments etce-
tera. We have learnt enough that will
help us to expand to the other sub-
sectors. At any rate, the objective
was not to keep aside the other sub-
sectors."

From your point of view, what are
the more serious hurdles that are hol-
ding back the growth of horticulture?
Minister Girma: "In the horticulture
sector, we cannot combine all of the
elements, all of the subsectors in one
basket and then talk about them. If
we take the floriculture subsector,
what has been of primary importan-
ce in making it successful is its short

supply chain. The shorter the supply
chain, the better it would help you to
make the intervention. You import
the planting materials. The next
important thing is managing the
farms and then export. In this short
supply chain, it will not be that diffi-
cult to point out where you can
make the intervention and how you
can make the difference. When the
supply chain is longer, the areas of
interventions would be wider. And
that would require, of course, many
interventions at a time. Regarding
the other elements of the sector, first
of all, there has not been any expe-
rience of having very large size of
vegetable and fruit subsectors in the
country.

(continued on page 3)

H.E. Mr Alphons JA.JM.G. Hennekens, Dutch ambassador in Ethiopia

‘No investor regrets his decision to come here

ADDIS ABABA - Since September
2005 Mr. Alphons Hennekensisthe
Dutch ambassador in Addis Ababa
and representative to the African
Union. To his opinion the bilateral
relations between Ethiopia and The
Netherlands are showing improve-
ments, in particular in the field of
horticulture.

Mr. Hennekens is particularly happy
that the Ministry of Agriculture in the
Netherlands decided to nominate an
Agricultural Counsellor who has been

pivotal in contracting and furthering
relations in Government to Govern-
ment level in the field of commercial
and horticulture cooperation.

With regard to bureaucracy Henne-
kens stresses that bureaucracy is a
fact in every society and that there is
always an everywhere a need to make
it as functional as possible. "The fact
that a lot of Dutch companies decided
to invest in Ethiopia means that the
investment climate in the country is
favorable. Otherwise, you wouldn't
see the tremendous growth in invest-
ment that we have seen in the last 2 -

3 years. That doesn't mean that there
aren't any problems that one often
encounters.”

A problem is lack of communication
facilities. "Everybody knows that
Ethiopian Telecommunication Cor-
poration is not actually doing what is
saying on the billboards, 'Connecting
Ethiopia to the World'. It is a difficult
issue that needs priority. The banking
sector also needs to be improved.
Banks here are generally conservative
when it comes to risk taking and
financing new investments."

The Dutch ambassador describes the

Ethiopian floriculture as a very dyna-
mic sector with several challenges. "It
is a sector where the growers have to
respond to the market needs and
where the taste constantly changes.
You have to anticipate or even mani-
pulate the market to sell more roses
for Valentine Day for example. When
it comes to the floriculture subsector
particularity, it is fast growing which
means that the infrastructure has to
be updated i.e. transport, cooling
areas in the airport, the roads etc.
There Ethiopia has still a way to go."

(continued on page 3) |
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Ethiopia continues
to be competitive

(continued from page 1)

It is only the public enterprises that
have been doing this. So, attracting
investors, both local and foreign is
very important here. This is one of
the major areas of focus that we are
putting emphasis on."

Are there any other areas that you
are going to tackle in the coming 1-2
years?

Minister Girma: "'In terms of nation-
al development, this would of cour-
se, be one of the areas. But | would
like to tell you that Ethiopia might
have more potential in vegetables
and fruits than in flowers."

So have I heard...

Minister Girma: "Exactly. The fact
that we have succeeded in floricultu-
re does not mean that we do not
have comparative advantage in
other areas, particularly in the other
elements of the horticulture sector.
That is why | say we have this emp-
hasis. Our commitment to this emp-
hasis goes to the extent of cutting
into pieces the land that we have on
existing, under-managed, horticultu-
re-sector-oriented state farms to be
given to private businesses. For sure,
in the coming two to three years, we
will clearly show as much a differen-
ce as we did on floriculture."

Most of Ethiopia's flower exports, in
fact, 70% goes to the Netherlands. As
the Netherlands is one of Ethiopia's
development partners, where does the
current bilateral relation stand, in
your opinion?

Minister Girma: "The relationship
between Ethiopia and the Nether-
lands has been good in general for
all years. Maybe on some regional
and international issues, we might
have differences on how we see
things. This is the political and diplo-
matic side of the relationship.
Otherwise, on the economic and
trade relationship side, it stands
amongst the most excellent rela-
tionships that we have with Europe.
It is not only on sending flowers that
we trade with the Netherlands. We
also export some other products. So
let alone 70 %, even if 100 percent of
our flower exports goes to the
Netherlands, a place where the big-
gest auction of flowers takes place, it
is a pleasure on the Ethiopian gover-
nment. If the question is in terms of
diversifying our markets, we will see
that happen in the future. If we can
export more, we have to look into,
maybe markets that would be closer
to Ethiopia like the one in Dubai.
Otherwise, I'm very much satisfied
with the market relations that we
have with the Netherlands."

How do you see the future of the hor-
ticulture industry in the coming five
years vis-a-vis neighboring-country
competitors such as Kenya and
Uganda?

Minister Girma: ""Maybe we have to
start from the world market as a
whole. Of course, the world will not
have enough space for every grower
that would be coming in. If all deve-
loping countries stared to produce
flowers from any and all corners, |
do not think the market would be
big enough to absorb all products.
But from the general trend, there is
always a space for those who would
be competitive. There cannot be
market for every type of product
that can be produced at any cost. So
the question should be, 'Could
Ethiopia be amongst the competiti-
ve ones?'"

Can Ethiopia remain competitive?
Minister Girma: "Yes, for sure,
Ethiopia would continue to be com-

petitive for many reasons. Others
would not be able to have that type
of competitiveness edge even
Ethiopia has. The first thing that
would make Ethiopia very competi-
tive in this area would be the cost. |
do not think there would be any
place where flowers would be pro-
duced that one could pay something
less than USD 20 for a hectare of
land per year. You pay USD 40 (per
square meter to buy) in Europe. So,
who would be able to provide this
type of service other than Ethiopia?
Ethiopia would do this because land
is publicly owned. Our second com-
parative edge is labor cost because
the industry is labor intensive. | do
not think there is any one country
around us that you would get labor
as disciplined as ours, if not as trai-
ned as ours, and who can be reason-
ably cheaper in terms of cost. The
third one is transport. Transport (to
the European markets) takes about
40 percent of the total production
cost. Flowers are taken by aircraft.
Ethiopian Airlines has profit making
as its priority, it also looks into the
possibilities of supporting this sec-
tor. And the fourth one is the sup-
port that growers get from the
Government. The Ethiopian Go-
vernment is supporting the sector on
an every-day basis. So all these
advantages combined would make
Ethiopia competitive. Lastly, the
remaining advantage is the country's
geographic location. Someone from
southern end of Africa would not
compete with us in supplying flo-
wers to Europe because the air dis-
tance we travel are not one and the
same.

Even our neighbour Kenya, there is
an hour or two differences to reach
the same destination in Europe. So
all these added up, Ethiopia would
continue to be competitive. I have
no doubt on this."

(]
Ethiopia
N
= )
Lssuwardan ! T
3 Geoningen |
b
Den Hetder H
"
-
'-'ﬁ“’"_ 5 _Innll :-
£ i / £
H-ll:'-ll -
Hilveraum Erscheds |
TheMagun, = alitrachi ]
Ol el =Amham
. .
i Roterdam Hiimegen | G
¥ [
o | 1 Dht Bosth
Mg Bredas  Tiburg
“VEgsingen ri 1:- ' : EFMa
i : [ Eindnaven  Vomlp
- ¥ s f
A f
-
¥ ot
‘ f¢
B I L |
|=}|||-ul|lﬂr-hl
i --. At b
LEE R T
w Prirvinise  + Dfbel St Prowrs sl Handuliel wiban Ll iy
il (B berrgas Lol b e lursl

Ifacté about

Ethiopia

and The Netherlands

Area 1,2 million km2 Area

Capital city Addis Ababa Capital city
Population 70 million Population
Head of state Pres. Girma Woldegiorgis Head of state
National day 28 May (Downfall of the National day

Derg Regime in 1991)
Federal democratic republic

System of government
National language
Highest point

Lowest point

Ambharic

4620 m (Ras Dashen)
-125 m (Danakil Depression)

Highest point
Lowest point

Climate in general cool on the high Climate
plateau and tropical in the
lowlands. Raining seas
on from July to September

Currency Bir Currency

System of government
National language

41.500 km?

Amsterdam

16 million

Queen Beatrix

30 April (birthday

of late Queen Juliana)
Constitutional monarchy
Dutch

Vaalserberg 323 m
Nieuwerkerk a/d 1Jssel -6.7 m
temperate maritime,
Average temperature July
17,4 °C, Average tempera-
ture January 2,8 °C

Euro

(continued from page 1)

Corporate responsibility must also be
developed. "For instance, the flower
market wants to have flowers with 'a
good feeling’, and for that the corpo-
rate responsibility has to be develo-
ped. It is good to know that EHPEA is
developing a Code of Conduct to
encourage growers develop a good
reputation. The diversification of pro-
ducts must also be looked into that
Ethiopia will become a floriculture
base not only for certain types of roses
but a variety of products in order to be
able to respond to the changing mar-
ket demands", says Hennekens.

Hennekens meets flower growers
regulary. During this meetings what
transpires? "l would like to start on
the positive side. There are challen-
ges. But, the main thing is that there
is a large interest in the Netherlands
to invest in the Ethiopian floriculture

‘I am very optimistic’

subsector. They see favorable invest-
ment climate, an able workforce, a
chance to invest and to expand. On
top of this, there is the ideal climate
condition for growing flowers. | have
not met any investor who regretted
his decision to come here. That is a
very positive sign. There are issues
that one has to deal with, logistics is
one. There should be liberalization in
this field. There should be a logistical
system that enables production to
move fast into the market.

We have seen the most
spectacular growth in
floriculture sector than
anywhere in the world

These are some of the issues that we
mention in our discussions with the
Government."

What is your Embassy doing to
encourage more investors to come
here? "That is the fulltime task of our
Agricultural Counsellor. He is wor-
king everyday to identify different
areas that could attract Dutch inve-
stors. But he is not alone. I am per-
sonally interested as well to investiga-
te certain areas to invest and brief the
business community. There are also
instruments introduced by different
Dutch Ministries that reserve funds to
stimulate Dutch investment in
Ethiopia."

How effective are instruments like
PSOM, PUM and CBI? "I think they
have been very effective. These instru-
ments have been used to stimulate the
first investors to come to Ethiopia,
who later served as an example to
other investors to come. If one speaks
about the public intervention that
leads to more private investment then
we see indeed successful instruments.”

With a lot of investors coming here to
invest in the horticulture sector from
the Netherlands, Israel and Ethio-
pians in the diaspora, where does the
ambassador sees the sector in five
years from now?

"We have seen the most spectacular
growth in floriculture sector than
anywhere in the world. And | base
this statement based on the informa-
tion | get from the Agricultural
Counsellor. When we talk about in
terms of five years, it means that the
sector will be one of the top export
products from Ethiopia provided, of
course, that government Policy
remains the same as it is at the
moment and provided that the
Government allows a matured logisti-
cal system. So the enabling environ-
ments has to remain as favorable as it
is today and bottelnecks have to be
adressed. If that is the case, | am very
optimistic."
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we will become |lead

Tsegaye Abebe is chairman of the
Ethiopian Horticulture Produ-
cers and Exporters Association
(EHPEA). The association isa non-
profit making organization esta-
blished by its members with the
objective of organizing those active
in the sector to lobby the gover-
nment in different waysto solvethe
problems of members and the sec-
tor in general. It also hasthe objec-
tive of building the capacities of its
members. It represents the horti-
culture sector in the country as
well as internationally and it also
organizes trade fairs like Horti-
flora Ethiopia wich will take place
from March 21-23, 2007 for the
second timein the country.

Could you brief us on the historical
development of the horticulture sec-
tor in Ethiopia?

"As regards the historical develop-
ment of the sector in general and the
floriculture sub-sector in particular,
the country is known for its poten-
tial, fertile soil, abundant water,
proximity to main markets, etc. But
we have not started using this poten-
tial until the last seven to eight
years.

During Emperor Haile Selassie's
time there were some fruit and
vegetable growers. Although the
products were mainly consumed
locally, there were some exports. The
problem at the time was that the
investment was mostly controlled by
either the royal family or foreigners
who were close to the royal families.
When the military regime came to
power, the few production farms
were nationalized. There were some
exports including summer flowers,
ie. Open field flowers. But that was
subsidized export just to earn
foreign currency. After the current
government came to power, things
have changed and private compa-
nies were allowed to engage in the
sector."

How many members does your
Association have?

"At the moment there are sixty
members. But this number still is
growing."

As a pioneer in this sector what kind
of challenges did you face to esta-
blish the Ethiopian Horticulture
Producers and Exporters Asso-
ciation (EHPEA)?

"One of the more serious challenges
was lack of awareness on the gover-
nment's side. For instance the num-
ber required to establish an associa-
tion is five. But we were only three.
Policy wise, again there was no
attention given to the sector at the
time since nobody knew about its
advantages. In order to get land, it
was easier for me to go directly to
the farmers and lease the land from
them. That took over one year. The
banks took more than 18 months to
grant me loans because they were
not knowledgable about the profit
that can be drawn from flowers.
Freight was also a serious problem.
We used to dump flowers due to
lack of transport facilities. These
were the main challenges that | can
recall.”

How about the opportunities?

"We often mention fruits, vegetables
and flowers when we talk about hor-
ticulture. But horticulture also inclu-
des spices, herbs, coffee, etc. Fruits
and vegetables are not yet exploited
like flowers though practically every
region in Ethiopia is conducive for

EHPEA's President speaks to Holland Hortinews

'With the current pace, maybe in five years

fruits production. In Awassa for exa-
mple, there is a new farm being
developed on fifty hectares of land
to grow herbs. If we have a thousand
hectares of herb production, | think
we we have enough market throug-
hout the world. We export some
7,000 tons of vegetables a year to
European markets while the poten-
tial is up to 40,000 tons. Enough
attention has not been given to
these sub-sectors.”

As the name of your Association
indicates, it is a horticulture associa-
tion. But the focus is largely, if not
solely, on floriculture sub-sector.
Why is that? What can you do about
it?

"In fact, this Association was esta-
blished by vegetable growers. Yes,
floriculture could be given more
attention. But that depends on the
individual grower's decision. You
just can not tell anyone to stop pro-
ducing flowers and go to fruits or
vegetable production. May be we
did not do enough promotion on the
other sub-sectors.

The majority of the production of
fruits and vegetables is consumed
locally and the export to Europe
could not jump the 7,000 tons figure.
This year one vegetable producing
company is joining the sub-sector
expanding our export product. We
are also inviting foreign invesators
to come and see the potential the
country possess. The government is
now ready to privatise the state
owned farms. It is a matter of time
before foreigners or more Ethio-
pians are to engage in the produc-
tion of fruits and vegetables. May be,
the fact that it is more complicated
to grow fruits and vegetables might

Mr. Tsegaye Abebe, chairman of the Ethiopian Horticulture Producers and Exporters Association (EHPEA).

not encourage investors to partici-
pate in that venture. Because of the
use of agro-chemicals there are
many certifications involved. These
days, consumers are interested in
how the product is produced. Does
it use proper chemicals? Did you
use child labour? Are you
destroying the environment? etc. for
all these, you need certification.
Earlier, it used to be easy to export
to Europe. Now it is very difficult
that we even call it "Europe Gap",
which has some 100 points to fulfill.
Another challenge is that unlike flo-
wers, fruits and vegetables take
more land. So availability of land is
also a problem. Preparing land is not
easy. Government is readying plots
of land for investors. In fact | would
like to say that Ethiopia is ready to
entertain fruits and vegetables gro-
wers. Land is now ready."

With the way things are going now,
where do you see the sector in five
years time?

"Well, the flower side is growing at
almost 200 percent. New growers
come into business while existing
farms expand.

Currently, there are more than 750
hectares of land under green house
and 150 hectares of land is also
under tunnel production or open
field production. With the current
pace, may be in five years we will
become leading growers in Africa
with more than 3000 hectars under
production. Even by end of 2007, we
expect the land developed for flo-
wer production to reach between
1,250 -1500 hectares. As regards
fruits and vegetables, may be in a
year or two more than 500 hectars of
land could be developed. In two to

Ing growersin A

three years it could be more than a
thousand hectars."

In terms of employment, Ethiopia
will have more than 100,000 people
employed in this sector in the
coming five years. And in terms of
foreign currency earnings, the
country can get more than 500 or
600 million US Dollars in the
coming five years. Between now and
five years time we expect a 100 per-
cent growth of the sub-sector.

What more do you expect from
government stakeholders?

"Well, this is a sector where you can
not oparate alone. Whether it is a
success or a failure so far, it has been
a team work. Fortunately, we have a
success in this sector. The ministries
you mentioned plus the ministry of
Foreign Affairs,the Oromiya region-
al government and other regional
governments played a very positive
role in what turned out to be a suc-
cess story in the floriculture sub-sec-
tor.”

With most of the flowers going to
Holland, how do you see the bilater-
al business relation? Will you also be
looking for other markets?

"Well, not all our exports are consu-
med in Holland. They have a good
market network. The flowers are
auctioned and go to other markets
in Japan, Russia, US, etc. Some times
the Dutch repackage your product
and re-export it. They know well
how to make things beautiful, how
to make it presentable. By the way,
we have markets in Germany, the
UK, and other countries but 70 per-
cent of our products go to Holland.
Speaking of looking for other mar-
kets, market and product diversifica-

frica’

tion is something which you have to
take as your core marketing strate-
gy. Diversifying your market and
product will help you avoid shocks
in case anything happens.

With Ethiopia now becoming one of
the key players in flower production,
what should it do to keep abreast of
others in the region? As you may
know, potential competitors are not
expected to seat idle?

"It is a good question. Kenya, for in-
stance, is currently the leading
country in terms of flower produc-
tion. It also exports diversified pro-
ducts of fruits and vegetables. But do
not expect that or other countries in
the region to remain the same. They
are already changing policies. The
investor is always looking for a bet-
ter service and better profit.
Whenever there is a better chance in
Ethiopia, they fly in and invest.
Sentiment does not work here.

At the moment, Ethiopia's policies
and incentives are good. In Ethiopia,
one is secured any time. There is saf-
ety. Here, you do not need to buy
land and tie up your money to it.
You can lease the land and use that
money to invest in production.
Ethiopia has proximity to Europe in
terms of market. Labour cost is che-
aper than many around. The weat-
her is ideal for horticulture business.
We do not pay for water. We can
bore holes and extract the water for
irrigation. Finance is also another
factor why investors come here. You
can get loans from banks upto 70
percent of what the project takes
without any collateral. We also have
five years for tax holidays. | am free
from paying any income tax for five
years. Capital goods for projects are
also free of import duty taxes. So this
is really what makes staying and
investing in Ethiopia advantageous.
I am sure government will remain
committed in keeping its policies
and incentives competitive."

How do you evaluate EHPEA's
cooperation with the Dutch Em-
bassy here?

Tsegaye: "Well, cooperation with
the Dutch Embassy here is rightly
gratifying and exemplary in many
ways. Since May 2003, immediately
after the visit of the first Dutch
Trade and Investment Mission for
Ethiopia, our cooperation has
expanded to its present level where
we are now jointly working on the
formulation and implementation of
the Ethiopia-Netherlands Horticul-
ture Partnership Programme. The
Horticulture Development Strategy
study, fully sponsored by the
Embassy and now in its final stage,
to serve as a blue print for future
development of the sector, is also a
major contribution of the Embassy
to the sector and the Association.
Our Association in particular has in
many ways benefited from Em-
bassy's collaboration. Under the
Partnership several initiatives have
taken place benefiting members of
the Association and other stake hol-
ders as well. Worth mentioning in
this regard are the training program-
me for the staff members of the hor-
ticulture sector, preparation of a
Code of Practice for the floriculture
subsector, capacity building on phy-
tosanitary standards and systems are
but few. Equally important coopera-
tion that benefited our Association
and other stake holders is Dutch
Embassy's sponsored visit program-
mes are immense and very helpful to
strengthen our Association's capaci-
ty to serve up expectations."
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Geert Westenbrink, Dutch agricultural counseller in Addis Ababa

'Nowhere else has horticulture
made such rapid progress

In February Geert Westenbrink
ison avisit to the Dutch Ministry
of Agriculture. Since March 2006
he hasworked asthe agricultural
counseller to the Dutch Embassy
in Addis Ababa. We asked him
how he was enjoying Ethiopia
and about the role of the
Netherlands in the development
of agriculturein Ethiopia.

Is the agricultural sector in Ethiopia
so important that a separate Dutch
Bureau of Agriculture is necessary?
"Agriculture is extremely important
for Ethiopia. More than 80% of the
population work in this sector,
which generates 45% of all income.
The huge importance of agriculture
to development and - more specifi-
cally - the rapid rise of floriculture,
were behind the decision by the
Dutch Ministry of Agriculture
Nature Management and Food
Quiality to open an office there.
One of its primary tasks is to stimu-
late and facilitate trade between
Ethiopian and Dutch businesses
with the achievement of a long las-
ting win-win relationship as the
most important goal. | also put a
great deal of effort into improving
relations with regard to nature con-
servation. Other tasks include
improving cooperation in the fields
of research and education. It goes
without saying that all my activities
are subject to good collaboration
with my colleagues at the embassy.
In support of horticultural develop-
ment we have set up the Ethiopian-
Netherlands-Horticulture Partner-
ship in collaboration with public and
private bodies in Ethiopia. The main
focus of the partnership lies in
strengthening the enabling environ-
ment with the goal of achieving a
robust, market driven competitive
sector that excels in sustainable pro-
duction. | have no figures with
which to back this up, but in my opi-
nion there is nowhere else in the
world where horticulture has expan-
ded so fast and so strongly. All the
parties exhibit huge commitment
when it comes to continuing and
expanding this rapid growth by
sound and balanced means. Product
diversification is an important
aspect of this, certainly when it
comes to developing the fruit and
vegetable sector. | am delighted with
the opportunities that Ethiopia
offers. Development to date has
been astounding."

What motivated your wish to become
the agricultural attaché to Ethiopia?
"I used to work in the Trade and
Industry division of the Ministry of
Agriculture, Nature Management
and Food Quality and it was from
there that | applied for the position
of agricultural counseller. Now that
our four children are able to stand
on their own feet my wife and | felt
we wanted to work internationally
again. | am delighted that | have
been given this opportunity to open
a new Bureau of Agriculture and |
like living in Ethiopia. | have been
here since 15 March 2006 and my
wife since the beginning of January.
She is also enjoying life here."

How big is the proportion of Dutch
people in Ethiopian horticulture?
"In addition to Ethiopian entrepre-

Geert Westenbrink: ” Nowhere else has horticulture made such rapid progress as in Ethiopia”

neurs businesses from Israel, India,
Germany, France, America and the
Netherlands are active in Ethiopian
horticulture. If we include suppliers,
there are currently 22 Dutch busi-
nesses operating here. These busi-
nesses are active in the fields of pro-
duction, propagation, engineering
and supply. Although they benefit
from the good environmental condi-
tions here, I am proud that they
have shown the courage needed to
start up business in this country.
Without wishing to exaggerate, | feel
that they are making a very impor-
tant and valuable contribution to
the development of what is after all
a new sector for Ethiopia.”

What is the secret behind the rapid
development of horticulture in
Ethiopia?

"There are many factors that have
contributed to this success. First of
all Ethiopia has climate conditions
that are favourable to horticulture.
Another important factor in this
success is the excellent investment
climate. The country also has the
advantage of being closer to its mar-
kets than other African countries.
Ethiopian Airlines quickly managed
to organise the transport system.
Thanks to the low thresholds pre-
sented by the Dutch auctions it was
relatively easy to sell products from
the start. Relations between the pri-
vate and government sectors are
also good.

This is something we are also fami-
liar with in the Netherlands. This is
why the partnership between the
two countries also works well. The
commitment on the side of the
government is illustrated by the fact
that the Minister for Trade and
Industry takes time to visit new
companies every three months. Also
useful is the openness between the
various entrepreneurs. They are
happy to exchange knowledge and
visit one another's business premi-

ses. Things here are similar to the
Netherlands."

What concrete support does the
Netherlands provide in the context of
this partnership?

"When | arrived here | immediately
got together with the Ethiopian
Horticulture Producers and
Exporters Association (EHPEA),
the Ministry of Trade and Industry
and the Ministry of Agriculture and
Rural Development. Together we
checked out what was needed to get
the sector prepared to head into the
future. This quickly became obvious:
important items in the plan of action
are the code of conduct, training,
improvement of the plant health
service and the introduction of inte-
grated pest management. We have
made good progress on all these
fronts. Other subjects include the
development of the fruit and vegeta-
ble sector, the establishment of a
decision support system for seeking
and selecting new production areas
and the development of a market
information system. We adjust our
annual agenda on the basis of the
progress made and the experience
gained in the previous year.
Strengthening the horticultural sec-
tor is high on our ‘rolling agenda’.
More information on our various
partnership projects can be found
on page ...."

What are the challenges facing

horticulture in Ethiopia today?

"When Ethiopia started to develop
its horticulture it aimed to learn
from the faults of others. This is a
good approach. When | look to the
future | can see a number of huge
challenges facing this beautiful
country. These include improving
logistics and quality and communi-
cations systems. These are essential
for coping with the fast growing
volumes as well as for dealing with
the move from being purely a pro-

duction site to becoming a service
provider. In this context we need to
look at getting products ready to hit
the shelves, be it as bouquets or in
other forms."

Do you anticipate that more Dutch
firms will want to start up businesses
in Ethiopia?

"In view of the good opportunities
and good past experiences | expect
more companies to follow soon.
Certainly if the infrastructure and
support services continue to be
improved. In order to make things
easier for foreign investors, our
bureau of agriculture has collabora-
ted with the Ethiopian government
and EHPEA to publish an invest-
ment guide. Let me just say this: the
fact that 34 Dutch firms participated
in the Hortiflora in Addis, indicates
that there is more than a little Dutch
interest in Ethiopia and that Dutch
firms are keen to do business here."

Several firms receive a PSOM-grant,
a subsidy from the Dutch gover-
nment. When does a firm qualify for a
PSOM-grant?

"A number of the first Dutch com-
panies to settle in Ethiopia linked
up with an Ethiopian partner and
benefited from PSOM. The purpose
of this grant is to offset some of the
entrepreneurial risks involved in the
introduction of new techniques or
starting up production for new mar-
kets. PSOM is still available for hor-
ticulture and other commercial acti-
vities but starting up a rose nursery
in Ethiopia is no longer considered
to be innovative. New activities that
are subject to entrepreneurial risk
are what are needed. PSOM has
most certainly contributed to the
emergence of Ethiopian horticultu-
re and in the future will continue to
be an instrument that can play an
important part in the continued
expansion and innovation of this
successful sector.”

New funds
avallable

Companies in emerging markets,
who want to set up a small-scale
pilot investment in Ethiopia
should consider to look for Dutch
companiesto set-up ajoint ventu-
re. Consortia consisting of at least
one company based in the
Netherlands and one Ethiopian
company can apply for financial
support from the Dutch Go-
vernment for 60% of the total
project costs.

PSOM

The financial support is provided
through the Programme for Co-
operation with Emerging Mar-
kets (PSOM). This programme
aims at supporting private sector
development by promoting and
supporting economic coopera-
tion between the business sectors
of Ethiopia and the Netherlands
on the basis of equal partnership
and mutual benefit with a focus
on private investments. The pro-
gramme is open to projects in all
economic sectors. To qualify, the
projects should aim at introdu-
cing a new, but elsewhere proven
technology, stimulate the transfer
of knowledge, and have a positive
impact on employment and inco-
me generation. The project pro-
posal should demonstrate the
commercial viability and the
need for funding through PSOM.
The funding available under
PSOM in Ethiopia is a grant of
60% of the total project costs.
The total costs of the project can
be maximum EUR 825,000 .

Example projects

In general, companies that bene-
fit from PSOM are mostly small
and medium sized enterprises. In
most countries, especially in the
agricultural sector, numerous
successful projects have been
established. However, also
PSOM-projects in the industry,
transport, environment and tou-
rism sector have proven to be
successful. The projects have a
significant positive effect on
employment, transfer of know-
ledge, income-generation and
poverty reduction. The positive
spin-off effects are considered
substantial and follow-up invest-
ments are expected.

Procedure

Applying for PSOM consists of
only one phase, the qualification
phase, during which the final
responsibility lays with EVD. The
qualification round, in which a
complete project proposal (inclu-
ding a project and business plan
and all the necessary annexes)
has to be submitted, ends on

22 August 2007. The tender docu-
ments required for this phase and
including the obligatory format
for the project proposal are avai-
lable at www.evd.nl/psom. Before
the deadline of 22 August 2007
the original proposal including
required annexes has to be recei-
ved by EVD, The Netherlands. At
the end of the qualification round
a final decision on PSOM-fun-
ding will be taken and contracts
awarded.

Information: www.evd.nl/psom
Project officer: Michel Ridder
(ridder@evd.nl or psom@info.
evd.nl)

Find your way to
the Dutch

agribusiness ... S ——
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Van QOers can supply bobbybeans of consistent quality all year round
'We have come a long way thanks
to the help of the Ethiopians

HEERLE - Bobbybeans from the
farms of Van Oers are on sale in
European shops all year round.
Last winter thefirst beans came on
to the market from the firm's own
production unit in Ethiopia. In
addition to the production sites in
Ethiopia and the Netherlands, the
company already had branches in
France, Spain and Morocco.
According to the account manager
for East Africa, Peter van der
Starre, Van Oersis first and fore-
most a grower rather than atrader
or exporter. "That is how it has
always been and it is what has
made us successful.”

The concern is active in a number of
countries, growing bobbybeans,
string beans, peas, Brussels sprouts
and leeks. Bobbybeans, grown in the
Netherlands, are by far the firm's
most important crop. The 1,000 hec-
tares of beans growing in the parent
country are harvested in July,
August and September. Picking is
done mechanically and delivery to
the customers is simple and carried
out by our own staff. In the late
Eighties and early Nineties Van
Oers expanded production to
France and Spain in order to extend
the season. In 2002 the company
from Brabant crossed the water to
Morocco, since when the European
consumer can eat bobbybeans at
any time of the year. This has cer-
tainly been the case since Van Oers
started cooperation with companies
in Egypt and in Ethiopia.

"However", says account manager
for East Africa Peter van der Starre,
"the period from December to the
end of April remains difficult.

Weather conditions in Egypt and
Morocco are not ideal. If you want
to supply the same quality as in the
other months of the year, Ethiopia is
the place to be. The weather there is
more consistent."

Ethio-Vegfru

In previous years Van Oers grew
beans in Ethiopia in collaboration
with state owned enterprises. This
year they started operating their
own company, Ethio-Vegfru. Van
Oers has set the company up
together with an Ethiopian partner,
Tsegaye Abebe. VVan der Starre con-
siders it imperative for a European
company to work with a local part-
ner. "Together it is possible to achie-
ve something new and we are really
happy with that. Tsegaye knows the
ropes, maintains good relations with
the ministry and can open doors for
us there. The task that we
Westerners have is to provide tech-
nical know-how about seeds, crop
protection, Eurep-GAP and other
quality demands and techniques."
The provision of know-how is very
important. For example, every
European country has different
regulations concerning the use
and/or prohibition of chemical pesti-
cides. This means that extra vigilan-
ce is essential if the beans are to be
eligible for export everywhere. Van
der Starre: "Thanks to the help of
our Ethiopian contacts we are well
ahead of the game. We are involved
in close consultation to ensure the
admission of agents, which are
acceptable throughout Europe. Part
of our cooperation involves keeping
one another informed of what is
happening and shoring up mutual
confidence."

"_‘ _t‘.l : .-.uﬂh‘ "

Everything in one hand

Having its own farm in Ethiopia
provides the Dutch company with a
number of advantages. "When you
hold all the reins, it is easier to
steer", says Van der Starre, referring
to cultivation, grading, treatment,
processing, packaging and logistics.
We use the same seeds and packa-
ging in all our production regions
and make the same demands on
food safety. There is no way the con-
sumer can tell where the beans
come from."

This is not strictly true. The
Ethiopian beans are arranged in
neat straight lines in their boxes. In
summer straight and curved beans
are jumbled up together to the ama-
zement of the Ethiopians who visi-
ted the Dutch company. Van der
Starre: "In the winter months bob-
bybeans are an exclusive vegetable
for Europeans and they pay more
for them than for beans from their
own latitudes. Consequently they
expect better quality, colour and
presentation. This latter is not a pro-
blem because the beans from Africa
are hand picked rather than mecha-
nically picked as is the case in the
Netherlands, France and Spain."

If export quality is to be supplied,
the plants must receive the right
quantities of water, fertiliser and
pesticides.

"We leave the curved beans
behind", says Van der Starre. "They
are for the local market, for animal
fodder and, possibly even for com-
posting." Whereas Ethiopians are
surprised by the trade in curved
beans, the Dutch are amazed to find
that Ethiopians eat so few vegeta-
bles. Many people in the
Netherlands are convinced that they

need to eat at least 200 g of vegeta-
bles every day to stay healthy.

Economic progress

Van QOers are considering doubling
the forty hectares currently in use at
some time in the future. The ware-
house is already based on a larger
cultivation area and there is no
doubt about the fact that there are
plenty of opportunities to sell more
beans - as long as they meet the
quality specifications set by super-
markets. These specifications invol-
ve guaranteed food safety and punc-
tual delivery of the agreed quanti-
ties of beans.

"In Ethiopia people still have to
become aware of the links in the dis-
tribution chain. On our side of the
world, we are used to planning and
thinking ahead.

Agreements are there to be adhered
to and supermarkets need to be able
to rely on suppliers. If a problem
occurs it has to be solved the same
day."

Europeans are far less patient than
Africans. Van der Starre has known
Ethiopia for some fifteen years and
is still amazed at the speed at which
the economy has progressed.
"Demand from the European mar-
kets has been well received but the
growth also owes much to policy. A
great deal of effort is being put into
the expansion of the airport and the
development of the infrastructure.
Who could have anticipated that it
would happen so quickly? A great
deal has already happened here.
Yellow zucchini, strawberries, roses,
Geranium and Chrysanthemum cut-
tings. It is all going on and who
knows what developments we can
expect in the next five years?"

Product innovation

Currently Ethio-Vegfru grows
bobbybeans on 40 hectares.
One of the problems facing
the grower is that the year
round production of bobbybe-
ans in Ethiopia is not profita-
ble. In the summer months the
high cost of transport makes it
difficult to compete with other
producing countries. Currently
onions and maize are grown
for the local markets during
those months. The plan for the
future is to plant other export
vegetables. A test is planned
using Brussels sprouts and
peas as an alternative. These
products are very labour
intensive and prohibitively
expensive to grow in the
Netherlands because of the
labour costs involved.
Potatoes, garlic and mangos
could also be products that
could help year round produc-
tion to succeed at Van Oers
Ethiopian facility.

Water

According to Van der Starre
frugality is crucial if problems
with water are to be avoided
in the future. "This is also a
chapter in the Eurep Gap-pro-
tocol. Watering is done by
means of a drip system and
this has the additional advan-
tage of permitting fertiliser to
be added along with the water.
This makes fertilising more
efficient. The water is supplied
from Lake Koka via a 2,200 m
long pipeline. The water is
purified at the production faci-
lity and pumped to the irriga-
tion system. It was not possi-
ble to tap into an underground
water source because of the
great depth at which water is
present, the high temperatures
and the high salt content.

Packaging

Van Oers imports its own
water resistant cardboard
boxes to package the beans.
The boxes are transported by
sea in containers via Djibouti
as flat packs. On site a special
boxerecting machine is used
to punch and assemble them.
"These water resistant card-
board boxes are strong
enough to stand on", says Van
der Starre with pride.

Out-growers

Van Oers collaborates with
some 15 smallholders in the
vicinity of the production faci-
lity. Van der Starre: "We want
to involve the local population
in our work but a great deal of
support is needed to teach
these people how best to ferti-
lise and protect the crops. It is
not easy to comply with the
European regulations gover-
ning quality and food safety."
In a bid to provide support for
the local population, Van
Oers' Ethiopian partner has
cooperated in a number of
projects, which include impro-
ving drinking water and set-
ting up a library.

Nature conservancy

The farm is fenced with bar-
bed wire and a natural corrid-
or has been created to allow
the wildlife, including hyenas
and wild boar, to have access
to the lake.




Peter Kolster, breeder of Hypericum:

'Ethiopia is one of the nicest countriesin the world'

Peter Kolster is a reknown Dutch
breeder of hypericum and producer
of starter material for the ornamen-
tal foliage cultivation sector. The
main office of the Kolster company is
located in Boskoop, The Nether-
lands. Their line of hypericum, car-
rying the “Magical” trademark, is
world famous. The Magical hyperi-
cum can be grown as sprays in
Ethiopia, and this is a product in
great demand on the Dutch auctions.
The priceis currently € 0.40 per 80
cm stem of sprays, whereas single-
stem hypericum sells for only € 0.20
per stem or less.

How did Kolster develop such a uni-
que hypericum product? Kolster
started hypericum breeding in the
1980s and were probably the first to
introduce hypericum on the Dutch
flower auctions. Since that time
Kolster has sold hypericum varieties
in 55 countries around the world
based on royalty agreements.
Ecuador has 30-40 hectares of hype-
ricum production now, and they are
exporting mainly to Japan and the
USA though a little bit goes to
Europe. Recently Kolster, realizing
that Ethiopia would be ideal for the
production of this product, took a
big step and for the first time inves-
ted his own money abroad. The
country chosen was Ethiopia.

“We were looking for a high-altitu-
de farm close to the equator where
we could speed up our hypericum
breeding,” says Peter Kolster. "My
search for the perfect farm coinci-
ded with the decision of my three
Israeli partners to start a farm in
Ethiopia. We are now four equal
partners."

Kolster B.V.

Ethiopian Magical Farm P.L.C.

Rijneveld 122 a - 2771 XR Boskoop P.O. Box 9207 - Addis Ababa

THE NETHERLANDS
tel + 31172217090

fax + 31 -172 218197

tel 00251-11-662-25-70
fax 00251-11-662-48-54

The names of the Israelian partners
are: Daniel Ben-Tora (present
General Manager of the farm),
Yoram Lev Tov and Daniel Hassi-
doff.“We thought the Ethiopian cli-
mate would be ideal for producing
good quality hypericum with bright
colors. We chose a farm at 2600
meters, in Sendaffa, 40 km north of
Addis. We leased 40 hectares from
the government next to an existing

hypericum farm. There we put in 10
hectares of hypericum in 4 different
varieties of our Magical series. Then
for diversification we added 6 hecta-
res of carnations. We saved one hec-
tare for hypericum breeding and
motherplants and here you can find
hundreds of other varieties. From
the motherplants cuttings can be
delivered to other farms in Ethiopia.
The remaining 3 covered hectares
are for the farm buildings and offi-
ces."

The second phase at this location is
also 20 hectares, (Ethiopian Bree-

ding Farm). "We applied for a
PSOM subsidy for this farm (though
not for the original Magical Farm),
but as we did not get this financing
subsidy this second farm is still
empty", explains Peter Kolster.
“From our experience, hypericum is
the product that is the most profita-
ble, without a doubt. We expect that
the hypericum breeding that we are
able to do in Ethiopia will be also
interesting for the highlands
of in Ecuador, Zimbabwe and
Kenya. But our primary goal,
now that we have proven the
great success of production of
the product in Ethiopia, is to
sell hypericum cuttings to
other Ethiopian growers. We
want to give them first choice
of the product bred under
their conditions. Of our
Magical hypericum series,
Magical Red is most sought
after colour and we export it
year-around to the auctions,
but it is important to have the
full colour range, and we have
a colour range that goes from
white to black. The only
colour we do not have is blue
hypericum, and that will pro-
bably not be available for a
long time. All of these hypericum in
the Magical series are very popular
in the world."

“Ethiopia is one of the nicest coun-
tries in the world,” says Peter Hol-
zer. “The people are helpful, friend-
ly and there is almost no criminality.
The altitude of the production areas
provides big opportunities for gro-
wing quality-products of the Magi-
cal range. The future for quality
Hypericum production in the world
will be for Ecuador to supply the
USA market and for Ethiopia to
supply the European markets.”
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Maranque Plants Plc is an
Ethiopian company dedicated to
propagating  chrysanthemum
cuttings for Ddliflor and young
plants material for Beekenkamp
Plants in Holland. Maranque
Plants PLC is a joint venture of
the Beekenkamp group and
Marc Driessen, the general
manager, who moved from the
Netherlands to live in Ethiopia
with his wife and two-teenaged
children.

Maranque Plants is located 160 km
southeast of Addis in a dry area,
chosen precisely because it offers
excellent conditions for growing
chrysanthemum cuttings. Ethiopia
offered a good alternative to Kenya
and much lower costs than in
Europe. The farm is on 30 hectares
of land leased from the government
and is currently at 7 ha of greenhou-
se and 2 hectares of seed propaga-
tion. It will have 13 hectares in pro-
duction by 2009. Marc Driessen has
applied to lease 100 additional hec-
tares for planting trees. The refores-
tation project will provide organic
material for the farm. The probabi-
lity of getting the lease approved
looks good, even though currently
two 55-hectare sections are under
contract, but those neighbouring
farmers have not started building or
planting on the land for the past
four years and the government
frowns on those who lease just to
speculate on the property value of
the lease.

Solid partnership

When Maranque Plants was started
in 2004 there were only 5 to10 flori-
culture companies in Ethiopia.
Dimmen had just started before
they arrived. Marc Driessen says
that the investment climate in
Ethiopia has improved considerably,
as EHPEA (the Ethiopian Horti-
culture Producing and Exporting
Association), which was just in the
start-up phase at the time, has made
enormous progress in dealing with
grower problems and solving them
jointly. Many of the initial problems
have been worked out now.
"Cooperation with Ethiopians was
at first difficult, but once you have
reached a partnership, it is a very
solid one," says Mr. Driessen.

"In the last three years there have
been many changes in Ethiopia. In
particular, visiting the governmental
institutions to get things arranged
has become much easier. At many
places you are welcomed instead of
searching for the right door. A good
example is the Federal Investment
Authority, which today is very open

and very interested in getting invest-
ment in the country. Procedures
have been shortened and made
more clear and are in English. The
personnel there see it as their obli-
gation to serve the customer and
that is a big change. The Ethiopian
authorities are really listening to the
growers. In December 2005 there
was a meeting with the Prime
Minister at which all the growers
where asked to attend. This resulted
in a charter cargo plane at the peak
period of production."

Overwhelming natural beauty of the
countryside

Ethiopia has a climate that is very
conducive to good flower projects.
Besides that Mr. Driessen considers
Ethiopia a very nice place to live.
"Compared to other African coun-
tries there is almost no criminality.
Even in Addis Ababa you can go at
night without any problem. My
children are at Sanford school (an
English international school) where
they have to attend every day of the
working week. The farm is 2,5 hours
drive so most of the time my wife
drives to the farm on Friday after-
noon and the family spends the

— =

weekend on the farm. This is very

!
Marc Driessen (left), Alphons Hennekens (middle) and Peter Persoon

(right) during the opening ceremony of Maranqgue Plants.

nice. We watch the beautiful sunsets
every evening. Once out of Addis
the nature is overwhelming and
every time you drive to the farm the
scenery is new or changing. Privately
we have more rest in our personal
lives. In Holland we had to plan our
agendas to coordinate with that of
family or friends. Here we just call
each other and meet."

Almost comparable to Ecuadorian
quality

One problem that remains in
Ethiopia is getting easy and efficient
international communications but
Mr. Driessen notes, "we have been
greatly helped by the Minister of
Trade and Industry. We now have
six phone lines at the farm. The
connections to Internet are pretty
good at 6kbs in the daytime and
even faster downloading at 25kbs is
available in the evening. This is very
important in an ever-changing world
market and being able to serve our
customers’ demands. | can even read
the Dutch newspapers in the mor-
ning," Marc Driessen says, with
obvious satisfaction.

Why is Ethiopia so popular amongst
Dutch entrepreneurs? "First of all |
hear from a lot of Dutch growers
saying that the quality of the flowers
grown in Ethiopia can be much bet-
ter than in other similar countries.
Clients particularly notice the
colour intensity of the flowers.
Quality is in fact getting close to that
of South America. There is a possi-
bility to grow flowers at many diffe-
rent altitudes in Ethiopia so, given
the many different microclimates,
there are many different kinds of
flowers found here. Water, labour
and other infrastructure is available
and the country is really develo-

ping."

Training institute

At Maranque Plants, some of the
500 employees are transported to
the farm each morning in four buses.
"All of the training is on the job. The
skills needed in a propagation com-
pany like ours are high. Our custo-
mer in Holland expects us to be able

Marc Driessen, manager Maranque Plants:

"We have been helped a great deal’
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to produce the quality of cuttings
produced in Kenya and in Uganda,
which have been operating for seven
years. For that reason | have
brought in one more Dutchman,
bringing the number of my compa-
triots here at the farm to four. This
last man dedicates himself just to
propagating and his main job will be
train the staff in doing this.
Eventually we hope that there will
be a proper training institute for the
horticulture sector."

Open discussion

Most of the problems that we have
had at Maranque Plants PLC were
common to those of other compa-
nies. With help of the EHPEA lots
of problems have been solved or are
being solved. The Ministry of Trade
and Industry is paying a visit to all
the farms on yearly or half yearly
basis. He listens very carefully to get
all problems listed and then tries to
give assistance in solving the major
challenges of the start-up horticul-
tural sector. "The Minister of Trade
and Industry, Mr. Girma Biru, visi-
ted our farm in his half year regular
visit at the beginning of January. He
spent one full hour inside the com-
pany and during this visit he asked a
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lot of questions about how and what
we where doing. Accompanying the
Minister were many representatives
of different Ministries and other
government bodies. They were there
to see what our problems were with
their specific institutions and they
were there also to see where they
could improve their relationship
with us. After the tour of the farm
the Minister and his people had tea
in our canteen and we thoroughly
discussed many subjects related to
horticulture and also some issues
related only to Maranque Plants.
This was a very open discussion,
which | would have thought impos-
sible in the first weeks that | was in
Ethiopia. In this discussion Board
Members of the EPHEA also joined
us and this helped to get things
clear.

After this visit the Minister went to
the next farm where he also spent a
lot of time. The Minister of Trade
and Industry has told us that the
Government is preparing an addi-
tional 1000 ha of land near Addis
Ababa for Horticulture."
Meanwhile, Maranque Plants ships
out one thousand boxes of chrysant-
hemum cuttings and other plants to
the Beekenkamp group in the
Netherlands. The operation is not
only successful, but an inspiration to
other farms and other would-be
foreign investors.

H‘-E_H

Maranque Plants Plc is an Ethiopian cpany

cat to propagati g

chrysanthemum cuttings for Deliflor and young plants material for

Beekenkamp Plants in Holland
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Svensson® screens
solve your problems!

svensson

The fifth season.

LUDVIG SVENSSON BV, MARCONIWEG 2, NI-3225 LV HELLEVOETSLUIS, THE NETHERLANDS
Phone:+31-181 39 26 66. Fax:+31-181 39 26 62. www.ludvigsvensson.com
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Further expansion of Florensis Ethiopia

depends on the garden plant mar ket
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The Dutch branch of Florensis is one of the leading propagators with an extensive
assortment of border annuals and biannuals. The company's operations are largely
mechanised and automated. Cuttings from various countries are grown on to become
young plants. After about four weeksthey are sold on to growers who grow them on
to produce the flowering end product. Construction started on Florensis Ethiopiain
July 2005. In the meantime the cuttingsnursery isin full production and Jaap Anker,
the coordinating manager for Africa, hasto think long and hard to remember exact-
ly when production commenced. " Last year we started with 15,000 m2 of test pro-
duction. A further 22,000 m2 were added immediately and the plans for further
expansion this year are already prepared." The farm will then have 6 hectares of
greenhouses. Whether or not the production facility will be expanded even further
depends on how sales of garden plants grown from cuttings develop.

The reason why Florensis built a farm in Ethiopia
was based on a need to spread the risk and to
expand the production area. The firm was unable
to add any more greenhouses in Kenya.
Generally speaking unrooted cuttings are grown
in Africa for a wide range of garden plants and it
is specifically for this type of cultivation that
Ethiopia has a climatological advantage over
Kenya. "And we are assuming that some products
will be easier to grow in a climate that is just that
little bit different. The climate is slightly more sta-
ble and this can be an advantage, especially for
perennials.”

Contact partnersvia the embassy

Florensis Ethiopia was founded by Florensis and
its Ethiopian partner. Thomas Matanovich and
his wife run a travel agency. Contact with them
was facilitated through the Dutch embassy.
Florensis was keen to grow plants in Ethiopia but
had no knowledge of the country. Matanovich
was looking to invest in branches outside the
world of travel and was interested in horticulture.
There were thus good reasons for the parties to
work together. "In the early stages it is particu-
larly important to have a partner who knows the
country”, says Léon Duijnisveld, Production
Director at Florensis. ""Matanovich has contacts
and knows all the official paths.” The construction
of the farm was preceded by a 2 to 3 year period
of orientation and a great deal of paperwork and
lobbying.

Duijnisveld visits Ethiopia twice a year on avera-
ge and holds a telephone meeting with the
managers of Florensis Ethiopia once a fortnight
to discuss business.

Anker supports the horticultural engineering side
of the production process in Ethiopia. His con-
tacts with Florensis Ethiopia are more intensive.
He travels there about five times a year and has
weekly telephone contact with the production
facility. "Most questions are fired at me over the
Internet. If anything goes wrong in the
Netherlands you simply make a phone call and
within three quarters of an hour there is someone
at the door. Ethiopia is another world. If anything
unforeseen happens there you have to fix it your-
self.”

Great human resour ces potential

"Ethiopia is a developing country”, says
Duijnisveld. "Horticulture is still in its infancy
there, although things are headed in the right
direction. For example, we are very pleased with
the refrigerated freight handling facility that has
been open for six months and which allows us to
condition the products more effectively at the air-
port."

Logistics, transportation and transport to the
Netherlands are very time consuming. Two Dutch
managers work at the plant, Ronald Vijverberg
and Aswin Endeman. They are knowledgeable
about cultivation techniques and logistics. Anker
and Duijnisveld are genuinely pleased with the
local staff. It was not difficult to train people for
horticulture. Duijnisveld: ""The people are coope-
rative and well intentioned. They have a good
mentality. There is great human resources poten-
tial in terms of people with an agricultural backg-
round, although it is more general than what we
are accustomed to in the Netherlands. In the
Netherlands we have specific vocational training
for jobs in horticulture.”

At peak times Florensis Ethiopia employs around
300 people. The employees live within a radius of
20 to 30 km of the nursery. The company has
organised bus transport with various stopping
points. Together with other horticultural busines-
ses the employers around this part of Lake Koka,
provide jobs for some 3000 people.

The villages in the surrounding area are growing
as a result of the growth in horticulture.
"However, in view of the size of the population of
Ethiopia this can never be a problem”, is
Duijnisveld's opinion.

Florensis propagates a wide range of cuttings of
annual and perennial garden plants and
Pelargoniums. The young plants are supplied to
growers in the Netherlands, Germany, England,
France, Italy and other European countries where
the plants are grown on. Florensis has production
facilities in the Netherlands, Germany, Kenya and
Ethiopia

The Programma Samenwerking Opko-
mende Markten (PSOM) [Emerging
Markets Cooperation Programme] of-
fers financial support to businesses with
plans for investment in emerging mar-
kets in Eastern Europe, Africa, Asia and
Latin America. The programme supports
pilot investments by Dutch companies
which will be working with a local com-
pany in one of the countries concerned.
Florensis Ethiopia took advantage of the
PSOM scheme as the first producer of
perennials cuttings in Ethiopia. They
encountered many uncertainties. Léon
Duijnisveld says: “We didn’t know what
obstacles we would come up against:

PSOM offers opportunities for businesses

perhaps as a result of a lack of awareness
of local laws, when applying for various
licences, unfamiliarity with effects of the
climate on plant growth, uncertainty
about finding sufficient qualified local
staff, and so on. With PSOM we laun-
ched a pilot covering 15,000 metres. The
pilot would determine whether the
expansion plans would go ahead. But the
pilot phase and the test production were
successful, so we implemented the
expansion immediately afterwards.
PSOM removed some of the financial
risks and helped us to make a start in
Ethiopia.”

Good water for irrigation
with a borehole and reverse osmosis

Florensis Ethiopia gets its water
from a borehole 50 to 60 m deep.
This depth ensures that the water is
100% disease free, a huge advanta-
ge for floriculture. In addition the
borehole makes the nursery much
less dependent on water from the
river. The water comes up out of
the ground at a temperature of
some 50°C and is cooled off to
30°C by means of a heat exchanger.
It is subsequently directed along an
osmosis system. In this system the
water is pushed through membra-
nes at high pressure. The salts in the
water are removed and the purified
water is directed via distribution
pipes to the drip system used for
the parent plants.

Red Ash is easy to disinfect

Florensis Ethiopia does not cultivate
directly in the soil. The parent plants are
in planted in bags filled with Red Ash
and are watered and fertilised via a drip

is not an option. The use of this substan-
ce is prohibited in the Netherlands. The
Netherlands has strict legislation gover-
ning the use of pesticides in a bid to pre-

system. The water is
pumped up from an
underground river.
In the Netherlands
an artificial substra-
te of rockwool
would be used.
"The Red Ash is
simply dug up local-
ly and sieved. It is
clean. We have no
problems with
weeds and Red Ash
has a good air to
water ratio", says
Anker. In Kenya he
had experience with
a similar substrate, i.e. pumice.

At the end of every season the parent
plants are cleared out and new plants
are set in bags of clean Red Ash.

Soil disinfection using methyl bromide

vent problems with health and the envi-
ronment. Duijnisveld: "We apply exact-
ly the same rules here. We do not use
methylene in Ethiopia for ethical reas-
ons."”
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Growing Is easy, transport is challenging

"For six months of the year
African roses are quite simply bet-
ter than Dutch ones', says Jeroen
van der Hulst. " However, | haveto
say that this applies when they are
in the greenhouse. The quality is
less easily appreciated at auction
due to the problems that occur
between harvesting and selling.
Growing is easy; transport is chal-
lenging. Asfar asAfrican roses are
concerned there is a great deal of
room for improvement in this
area", saysVan der Hulst.

Van der Hulst has worked for flower
growers, the TFA import flower auc-
tion and in research. This is where
his knowledge of cultivation, trade
and the effects of quality on price
comes from. He travelled to Africa
many times. Jeroen established a
business in 2004: FlowerWatch
Quality and Coolchain Manage-
ment. Currently he and three other
people are engaged in improving the
quality of African flowers. It is often
difficult for African growers to meet
European quality requirements.
There are huge differences between
Europe and Africa. African flower
farms easily cover 10 to 20 hectares.
Horticulture in the Netherlands is
on a much smaller scale. Many rose
nurseries are only 1 to 2 hectares in
size and only the really big ones can
cover 4 to 10 hectares. An even more
important difference according to
Van der Hulst is the fact that Africa
has no flower growing culture and
this makes it difficult to gauge what
quality demands are likely to be
made on flowers.

Often when a shipment of beautiful

flowers from Africa arrives in the
Netherlands, it has lost a lot of its
good looks along the way. The ship-
ment is inspected at the auction, the
price for the flowers drops and the
grower suffers a considerable loss.
Van der Hulst and his staff inspect
the shipments when they arrive at
the auctions. They photograph them
and report on the appearance of the
flowers following transport and
what has gone wrong. They then
provide advice on how to avoid
these problems in future.

The support is effective. "Farms can

prevent many mistakes with the aid
of inspections and feedback. The
best result we have booked so far
has been that a number of growers
have made the transition from day
trader to annual contractor. This
provides them with more income
and more security", says Van der
Hulst. In the direct market growers
no longer take the flowers to the flo-
wer auctions where they are depen-
dent on the day prices they can
achieve under the clock. They often
supply directly to retail chains and
agree prices and quantities before-

hand. "However, this also means
that they can find themselves facing
a claim if it turns out afterwards that
something went wrong", says Van
der Hulst. The grower is not on the
spot and it is useful if an indepen-
dent quality inspector is on hand to
determine what is going on. "He
sees plenty of opportunities for his
company. "It makes no difference if
the flowers on display in the super-
market are from Africa or the
Netherlands. It would be fantastic
however, if every bunch of flowers
in the supermarket was sold to a

Problems after transport

Different stages of maturity: one
flower is still shut and another
fully open. Flowers that are har-
vested when too mature or still
immature. Buds from which
petals have been picked.

Pests and diseases: black margins
on petals, Botrytis, mildew, cater-
pillar damage.

Transport damage: Damaged
boxes, flowers packed too loosely
in the boxes, transport at too high
a temperatur

satisfied customer. Unfortunately
we still have a long way to go."

Transport by sea

Van der Hulst and Transfresh are
researching the possibilities of trans-
porting cut flowers by sea.
Transfresh is a member of the
Chiquita Group. So far twenty suc-
cessful shipments have been carried
out, between Central and North
America and the Netherlands and
between Africa and the Nether-
lands. The flowers are transported in
special containers at a constant tem-
perature of 0.5 C. Van der Hulst:
"Flowers are not nearly as perisha-
ble as is commonly thought. It is
almost impossible to see any diffe-
rence between fresh flowers and flo-
wers that have been transported for
two to three and a half weeks at 0.5
C." He bases the good results on the
fact that in airfreight there are
several links between the farm and
the final destination, while in the
case of sea freight there are only
three.

J. van de Put Fresh Cargo Handling B. V.

Perishable Center, Amsterdam Airport Holland

Your partner for
logistical services In perishable cargo

<% Customs clearance

<+ Transport and distribution

e Handling of shipments from Africa to Europe
«+ Cooling and vacuum cooling
e QOcean freight from Europe to Africa

e Export by air from Holland to Africa
e HACCP, 1SO 9001 and Skal certified

www.vandeput.nl - info@vandeput.nl - Tel. +31(0)20-4055050 - Agriflor Ethiopia stand: 2.108

Perishable air cargo needs a reliable partner who takes care of his products 24 hours per day and 7 days a week.
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Agro Technical Supplies

Agro

Technical Supplies bv
Bremenweg 37

7418 E} DEVENTER
HOLLAND

tel. +31-570-629455

fax +31-570-630977
info@agro-technical.com
stand number: 2.006
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osman
Bosman BV (Burggraaf
Tuinbouwtechniek)

Mr. Jac. Takkade 3

1432 CA AALSMEER
HOLLAND

tel. +31-297-323951
fax+31-297-342889
info@bosmanbv.nl

stand number: 2.102

CELTIC o,
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Celtic Koeling bv/
Bioclimatic bv
Oegstgeesterweg 241
2231 AV RIJNSBURG
HOLLAND

tel. +31-71-4082743
fax+31-71-4082744
bl@celtic.nl

stand number 2.005

~chmahc

———————The Air-Quality Company——

DecoFresh Holland
P.0. Box 1098

1430 BA AALSMEER
HOLLAND

tel. +31-297-365441
fax.+31-297-365440
matti@decofresh.nl
stand number 2.002

deRuiter

DREA Ltd.  ccetinofiowerbusiness
P.0. Box 209

20117 NAV - HOLLAND - KENYA
tel. +254-50-2030576
fax+254-50-2021035
robert@drea.co.ke

stand number 2.015

Empas bv
adress = ATS
stand number 2.008

Ethiopian Magical Farm
Rijneveld 122a

2771 XR BOSKOOP - HOLLAND
info@kolster.nl

tel. +31-172-217090

fax +31-172-218197

stand number 2.118

Hortiflora 2005
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FormFlex

FormFlex Horti Systems
Aartsdijkweg 10

2676 LE MAASDIJK
HOLLAND
mvijverberg@formflex.nl

tel +31-174-315010
fax+31-174-510764

stand number 2.011

GEERLOFS
2 GERO

REFRIGERATION

Geerlofs Refrigeration BV
P.0. Box 137

2600 AC DELFT

HOLLAND

tel +31-70-3192132
fax+31-70-3192156

www. geerlofs.com
info@geerlofs.nl

stand number 2.024

R’ Y7 LTD)

Greenspan

Vliethof 51

4844 EZ TERHEI)DEN
HOLLAND

tel +31-76-5938108
fax+31-76-5938129
arnoverm@wanadoo.nl
stand number 2.110

ADDIS ABABA EXPO CENTER -

HORTIFLORA ETHIOPIA IN A GLANCE!
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DecoFresh Holland
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Linssen
Roses
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Air France

Greenspan
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Aalsmeer

Horticamp KLM Cargo- FormFlex Wageningen UR
Horti
Systems

Ethiopian
Magical
Farm

Wilk van
der Sande

Hortiland
Holland

Horticoop

Ministerie van LNV

DREA Ltd.

Olij Breeding B.V.

Hortus
Supplies
International

Van Kleef Roses

Optimal
Connection

Jan Spek
Rozen BV

Geerlofs
Refrigeration

Lutgo
Global

/

HORTICOOP

Horticoop
Klappolder 150
2665 LP BLEISWIJK
HOLLAND

tel. +31-10-5241613
fax +31-10-5219905
export@horticoop.nl
stand number 2.117

Hortiland
Hortiland Holland

P.0. Box 51

3295 Z) 'S-GRAVENDEEL
HOLLAND

tel. +31-78-6737085

fax +31-78-6737086
hortiland@hol.gr

stand number 2.122

Hortus Supplies
International B.V.
Poelweg 12

1424 PB DE KWAKEL
HOLLAND

tel. +31-297-524919
fax+31-297-525288
export@hsibv.nl
stand number 2.023

J. van de Put

J. van de Put

Fresh Cargo Handling
Folkstoneweg 65

1128 LN SCHIPHOL Z.0.
HOLLAND

tel. +31-20-4055105

fax +31-20-4055193
mvandeput@vandeput.nl
stand number 2.108

et}
JAN SPEK ROZEN BYV.

SINCE 1890

Jan Spek Rozen BV

Zijde 155 - 2771 EV BOSKOOP
HOLLAND

tel. +31-172-212120

fax +31-172-214455
erik@rozen.com

stand number 2.126

AIR FRANCE KLV

a unique voice.Yours.

KLM Cargo - Air France
P.O. Box 7700

1117 ZL SCHIPHOL - HOLLAND
tel. +31-20-6486044

fax +31-20-6493114
nanda.heikens@klmcargo.com
stand number 2.009

F Optimal
- CONNection

Optimal Connection

P.O. Box 1143

1430 BC AALSMEER - HOLLAND
tel. +31-297-392200

fax +31-297-390093
office@optimal-connection.com
stand number 2.124

z

Kolster B.V.

Kolster BV Breeding
Rijneveld 122a

2771 XR BOSKOOP
HOLLAND
info@kolster.nl

tel. +31-172-217090

fax +31-172-218197
stand number 2.114
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LEX

Lex +

Hoofdweg 148

1433 JX KUDELSTAART
HOLLAND

tel. +31-297-361422
fax+31-297-361420
martin@lex.nl

stand number 2.010

\
Linssen Roses
Ethiopia PLC
De Horstweg 151
5926 RM VENLO
HOLLAND
tel. +31-77-3230522
fax+31-77-3230526
linssenroses@xsgall.nl
stand number 2.107

Lutgo
Global

Lutgo Global
Lakenblekerstraat 49

1431 GE AALSMEER - HOLLAND
tel. +31-297-255570
fax+31-297-255571
info@lutgo.nl

stand number 2.025

--- agriculture, nature
and food quality
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Ministery

P.O. Box 20401

2500 EK DEN HAAG - HOLLAND
tel. +31-70-3784169
fax+31-70-3786123
j-p.schenk@minlnv.nl

stand number 2.016

MPS

MPS

P.0. Box 533

2675 ZT HONSELERSDIJK
HOLLAND

tel. +31-174-615715
fax+31-174-633696
info@my-mps.com

stand number 2.121
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horticultural technology

Horticamp Horticultural
Technology

Uitterlier 27

2678 TZ DE LIER - HOLLAND
tel. +31-174-528560

fax +31-174-244141
piet@horticamp.nl

stand number 2.007

@Iij breedingb.v.

Olij Breeding B.V.
Achterweg 73

1424 PP DE KWAKEL
HOLLAND

tel. +31-297-382929
fax +31-297-341340
p.veys@olijrozen.nl
stand number 2.020

Rovero

rovero
P.O. Box 162

4940 AD RAAMSDONKVEER
HOLLAND

tel. +31-162-574574
fax+31-162-574500
info@rovero.nl

stand number 2.019

B SERCOM

Sercom bv
adress = ATS
stand number 2.105
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Flower Forward BV
Gansoord 76

2165 BD LISSERBROEK
HOLLAND

tel. +31-252-432855

fax +31-252-432856
erwin@flowerforward.nl
stand number 2.001

A\

TEBARINT

HORTICULTURAL TECHNOLOGY

Tebarint B.V.

P.0. Box 34

2685 ZG POELDIJK
HOLLAND

tel. +31-174-286303
fax +31-174-286300
henk.ham@tebarint.nl
stand number 2.003

Bloemenveiling
Aalsmeer
Around the clock
around the world

Y

Bloemenveiling Aalsmeer
P.0. Box 1000

1430 BA AALSMEER

HOLLAND

tel. +31-297-392275
fax+31-297-390047
erik.jan.hoornstra@vba.nl
stand number 2.109

WAGENINGEN
For quality of life

Wageningen UR
P.0. Box 88

6700 AB WAGENINGEN
HOLLAND

tel. +31-317-495376
fax +31-317-495395
petra.schlooz@wur.nl
stand number 2.013

’ WILK VAN DER SANDE

Wilk van der Sande
P.0. Box 90

2685 ZH POELDIJK
HOLLAND
rob.alleblas@wvds.nl
tel. +31-174-245727
fax+31-174-248739
rob.alleblas@wvds.nl
stand number 2.120

Other Netherlands companies
present at Hortiflora Ethiopia:

Name exhibitor standnumber
UFO 1.204
UFO Supplies 1.204
FloraHolland 1.015
Preesman International 1.012
Interplant 1.200
Terra Nigra 1.116
FTG Sales 1.006
De Ruiter Seeds 3.110
Erma Zaden 3.009
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PDI Screens THE BEST CLIMATE FOR YOUR CROP

all over the world

You want the best climate for your crop. The correct
temperature, sufficient incidence of light, a good
atmospheric humidity and protection against
extreme weather conditions. Rovero ensures an
optimum climate to allow your company to flourish.

Rovero Europa, top quality greenhouse:
Wide span poly greenhouse
Broadly applicable
Suitable for all kinds of climate conditions
Abundance of light and air
Specific solutions for your climate
Suitable for screening installations

Interested?
You'll find us at the Hortiflora Expo in stand 2.019.

Peter Dekker Installaties is a leader in the field

of screening- and blackoutsystems in greenhouse

cultivation. Reliable. Flexible. Innovative.

Our many years of experience guarantee

long-lasting systems manufactured from first class

materials. Technical perfection. Exactly what you

want. Exactly what you need.

We are fast and flexible thanks to extensive stocks, " '
i, el

our own production, own transport and

installationmachinery.

If reliable installation is your priority visit our

specialist at the Hortiflora (Standnumber 2.019).

rovero

Peter Dekker Installaties

Krabbescheer 6, 4941 VW Raamsdonksveer - The Netherlands
Tel. +31 (0)162 574 574 - Fax +31 (0)162 574 500

Naaldwijk' ThelNetherlands info@rovero.nl - www.rovero.nl

Industriestraat 40, Postbus 245, 2670 AE
Tel. +31 (0)174 62 94 44, Fax +31 (0)174 62 66 71
E-mail info@pdi-nl.com www.pdi-nl.com

AT HOME IN POLY GREENHOUSES ALL OVER THE WORLD
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Yidnekachew Ayele, general manager of Minaye Flowers:

'Go right out and get involved in floriculture

“Welcome to Ethiopia,” says one
of the successful young Ethiopian
flower growers, Yidnekachew
Ayele, General Manager of his
family farm Minaye Flowers.
Minaye Flowers is a 100%
Ethiopian-owned export floricul-
ture operation set on 20 ha of
land, 50 km southeast of Addis
Ababa at an altitude of 1950
meters.

The Minaye rose farm was started in
December 2004. Exports from the
first 6.50 ha began in August 2005. In
the 2005 shipping season Minaye
Flowers’ export were valued at € 1.2
million and in the current season
ending June 2007, they expect to
export roses valued at € 2 million.
By next year they will have 14.5 ha
in production and they have asked
for 20 ha more land, and plan to
have 16 ha more in production by
June 2008. “I would say we are beco-
ming an important player,” Yidene-
kachew Ayele says with pride.

The family business is in the import,
retail & whole sale & service rende-
ring in various sectors.
Yidnekachew Ayele went to the US
to get a BA in business management

in Minnesota, returning in 2003.
“We saw that roses were an emer-
ging industry.

We carefully studied the industry,
got to know the players, and saw the
Ethiopian advantages of climate,
weather and freight costs, we then
decided to be part of the industry. |
visited Kenya, the Netherlands and
studied the Flower business, their
economies of scale and good flower
quality and the importance of
having a large industry with many
years of experience. In Zambia,
which also had a nice start, | learned
that even smaller-headed roses had
a separate market share that can
bring profits."

In both countries Yidnekachew
Ayele learned the importance of
using the proper growing techni-
ques. "l learned the importance of
dealing well with different stakehol-
ders. | also saw the importance of a
supportive government.

Let me state right here that the
commitment and attention of the
Ethiopian government to the flori-
culture export sector has been a key
factor in the success of our booming
industry today. My advice to poten-
tial Ethiopian investors is to not
hesitate. Go right out and get invol-

President Olusegun Obasanjo of
Nigeria visits Minaye Flowers in
december 2006, the person explai-
ning the farm to the president is
Yidnekachew Ayele.

ved in export floriculture. Ethiopian
investment will be good for the
sustainability of the industry. But |
advise potential investors also to go
into the business realizing that it is a
time-sensitive industry and you
must expect to be right on top of it
at all times, 365 days a year.”

Ethiopian highlands are unique

“The inauguration of Oda Flowers
Sebeta farm, and the Meilland
demonstration unit in Ethiopia,
January 13, 2007, was a remarkable
occasion for all of us” says Bruno
Etavard, director of the License
Department at Meilland Interna-
tional. “We were particularly hono-
red with the presence of H.E.
President Girma Wolde Giorgis,
President of the Federal Democratic
Republic of Ethiopia.”

On the occasion Mrs Nadine
Meilland presented a commemorati-
ve book, "The Grand Rose Family"
to H.E. Girma Wolde Giorgis.
Meilland started looking at low-
energy production areas for roses
during the oil crisis of 1973. "We
took the decision then to observe
varieties in countries like Ecuador
and Colombia. We were welcomed
as an industry in those countries

because growing flowers for export
contributed a good source of
employment in the rural areas for a
permanent labor force, thus slowing
the migration to the cities. It taught
people to grow roses, and it brought
foreign exchange income to the
country. It is only recently, since we
signed our first contract there, that
we have understood the potential of
the rose industry in Ethiopia,”
recounts Mr. Etavard.

“For us, different from growing
roses in other part of the world due
to the specific conditions. We are
keenly interested in learning the
unique characteristics of growing in
Ethiopia so that we can advise our
clients properly.” Two hundred
Meilland rose varieties are planted
in a 3000 square meter demonstra-
tion plot located at Oda Flowers
Pvt. Ltd. Co. Farm in Sebeta situated
at the altitude of 2300 meters above
sea level (m. asl). Oda Flowers Plc is

committed to producing and selling
quality cut flower roses into the
international markets using the
latest technologies and know-how,
and showing the possibilities for
future development of Ethiopia in
the sector of horticulture. Some of
the very latest varieties created by
Meilland like "Moulin Rouge' are
already exploited by Oda Flowers, a
French-Ethiopian Company. There
at Oda Flowers, Meilland will be
selecting new rose varieties for
Ethiopia. The hybrids selected may
be the same or different from the
ones selected for Kenya or other
African countries. “We will be dou-
ble-checking our research,” says
Bruno Etavard. “Kenya and Ethio-
pia have their own pluses and minu-
ses as growing areas. There are mar-
ket complementarities in Europe
between the roses produced in
Ethiopia at higher altitudes with a
longer production cycle, and those
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Nadine Meilland offers the book
to H.E. Girma \Wblde Giorgis.

grown in Kenya certainly for diffe-
rent market segments. It will be up
to the rose grower to choose accor-
ding to his own specific market."
Mrs Lemlem SISSAY, General
Manager Oda Flowers is represen-
ting Meilland International for the
commercial introduction of the
varieties in Ethiopia after evalu-
ation.

Alim Shamji manager of Golden Rose Agrofarms

'Golden Roseis M PS and FFP certified'

"Ten years ago Ethiopia had no
rose farming industry,” says
Alim Shamji, who workswith his
brother, Ryaz Shamji, to manage
the family-owned Golden Rose
Agrofarms. "That is when we
began highland farming of roses
at 2063 meters. It took an idea,
consultants, a feasbility study
and patience to acquire first the
licences, then theland and then a
bank loan."

In the seven years since 2000,
Golden Rose has developed into a
20 ha rose farm and 2 ha of hyperi-
cum. In addition the farm has a 3600
m2 propagation unit, a packaging
factory for boxes, a bunching paper
production and an input trading
license for fertilizers and pesticides.
"Golden Rose employs approxima-
tely 1000 people half of whom are
women. The site is near Tefki, 42km
from Addis Ababa on the recently
completed Jimma highway. One of
the most satisfying consequences of

the farm investment in Tefki is the
development of the local communi-
ty as Tefki village recently applied
for a change of status to that of a
Town", says Alim Shamji

Golden Rose is MPS and FFP certi-
fied and has applied for FLO regist-
ration. As a direct result of the input
of Sunflor in Switzerland, Golden
Rose has up-graded its post harvest
systems to maximise end-quality
presentation to its direct customers
in Germany, Norway and Switzer-
land amongst others.

"Our family is all born in Uganda
but based in the UK now. Both my
older brother and | went to the
University of Texas, Austin. Since
the year 2000 when Golden Rose
pioneered in the Ethiopian floricul-
ture industry, the country has a veri-
table international community of
floriculture investors, managers and
propagators both local and foreign
(Kenya, Holland, Israel, India,
Ecuador and the UK.) with approxi-
mately 600 ha of floriculture that
have developed in the 4 years since
the government incentivised the sec-
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Alim Shamji of Golden Rose Agrofarms was one of the exhibitors of Horti

Fair 2006.

tor specifically”, explains Alim
Shamiji.

Ryaz Shamiji, the General Manager
is recognized as an industry leader

with his appointment to the newly
established Ethiopian Investment
Commission Advisory Council.

Adugna Bekele,
owner of Dugda
Floriculture

'The results
so far are
satisfactory'

Dugda Floriculture is a farm
of 35 hectares located at 1950
meters. Of the 35 hectares,
Mr. Adugna Bekele, the owner,
an Ethiopian, has, with the
help of one consultant from
Israel and a technician from
Kenya, planted 14 hectares of
roses. Thisisthefirst timethat
Mr. Bekele has invested in flo-
riculture. Before he was in
various businesses including
transportaion and maunfactu-
res, so this rose farm repre-
sentsa diversification effort on
hispart. Theresultsso far are
satisfactory.

Dugda Floriculture roses are
being exported to FloraHolland
and the VBA auction in the
Netherlands. The prices of
Valentine's Day 2006 were very
good, and the prices of
Valentine's Day 2007 were down
perhaps 25%, due, Mr. Bekele
says to very cold weather in
Europe. This year's Valentine's
Day prices were good for red, but
he only has 15% red planted on
the farm.

Mr. Bekele will continue to
expand the rose plantings on his
farm. He will be adding 10 more
hectares in 2007 for a total of 24
hectares. He also plans to conti-
nue to be very active with
EHPEA and in the expansion of
the industry of the whole.
Eventually he would like to
diversify furthur into the produc-
tion and export of fruits and
vegetables.
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De Ruiter East Africa Ltd.

Phone +254 50 2030576
Fax +254 50 21035
info@drea.co.ke
www.deruiter.com

Geert Houwers

General Manager

Mobile +254 720 63 45 67
Robert van Donk

Sales Manager

Mobile +254 720 62 55 44

deRuiter

creating flower business
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'Do not be scared off by Dutch open heartedness

DELFT - Mesfin Kinfe was born in
Addis Ababa and has lived and wor -
ked in the Netherlandsfor morethan
25 years. One unusual thing about
Kinfe is the fact that in his working
life he specialised in horticultural
engineering long before horticulture
took off in hishome country. Hetalks
about living and working in the Ne-
therlands, his unbreakable link with
Ethiopia and his wish to help the
people of hishome country.

On the day in April when Mesfin
Kinfe arrived in the port of
Rotterdam the weather was cloudy.
The year was 1980 and there are
many reasons why that year has
stuck in his memory.

The first was the climate shock.
Walking through the city on the
River Maas, he was amazed to see
people walking through the streets
clad in shorts and T-shirts. When he
had left Khartoum a month earlier it
was the height of summer and as far
as the temperature in this astoun-
dingly flat country was concerned, it
seemed as though the sun hardly
had the power to produce heat.
Wherever he walked the sound of
music came from open pub doors.
The song he heard was nearly
always the latest hit by popular
Dutch singer Andre Hazes. "The
name of the song was Een beetje
verliefd (A little in love). We took
the text quite literally. At the time
there were eight of us, all from
Ethiopia, and within the shortest
time we had all married Dutch
women", says Mesfin, who has since
divorced his first wife. He remarried
last year and his new wife is
Ethiopian.

University of Horticulture

Once in the Netherlands Mesfin
showed his mettle. He took the
entrance examination for the
Technical University of Delft and
started on a course of study.
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Unfortunately the language barrier
put an untimely end to his studies. In
1986 Mesfin started work in the
technical department of horticultur-
al supplier Brinkman. | developed
into a genuine engineer. Basically, |
can now construct a substrate unit
all on my own."

All the credit goes to his employers
Brinkman. 'l actually work at the
University of Horticulture. Brink-
man has been operating for more
than 120 years and wherever you go
in the Dutch horticultural sector,
you will meet someone who has
worked at Brinkman."

Secret hope

Now that floriculture is expanding
rapidly in his home country, his desi-
re to help his fellow countrymen has
intensified. "On the one hand there

is nothing | would like better; I go
home several times a year and have
already carried out some jobs there.
Quite often the Ethiopians are una-
ble to believe their ears. A compatri-
ot who knows a lot about horticul-
tural engineering - that is something
quite unique. On the other hand the
fact cannot be avoided that the stan-
dard of living in Ethiopia is much
lower."

Somewhere in his heart he holds the
secret hope that his employer will
follow in the footsteps of colle-
ague/competitor Horticoop and
open a branch in Ethiopia. "'l would
really like that. Whatever: the levels
of high technology we are familiar
with in Dutch farms have to be of
some interest for Africa. Obviously
they do not yet have a use for a com-
puter that allows 200 ventilation

windows to be opened at the push of
a button, but there is plenty of
demand for basic materials such as
pH and EC meters, pumps and irri-
gation techniques.”

Authenticity

The Dutch-Ethiopian is not at all
surprised that, within a short period,
the mainly agricultural country of
Ethiopia has grown to become
Africa's second largest exporter of
cut flowers. The Dutch often only
know three things about Ethiopia:
Haile Selassie, the young marathon
runner Haile Gebreselassie and
starvation. This is annoying.
"Ethiopia is also the source of the
Blue Nile, which together with the
White Nile and the Tekeze River,
which also rises in Ethiopia, forms
the river Nile."

Another unique fact in his eyes is
that, apart from its short occupation
by Mussolini in 1936, the country
has never been colonised and this
gives it great authenticity. "For exa-
mple, the road map of Addis does
not exhibit the English rectilinearity
that is found in neighbouring coun-
tries. And Amharic has survived the
centuries," says Mesfin, who speaks
Ambharic with his wife at home.

Open heartedness

At work and with his mainly Dutch
friends he normally speaks Dutch.
Speaking the language of a country
generally helps one to understand
the mentality of its population. What
are the Dutch like in daily relations?
Mesfin specifies honesty as the gre-
atest Dutch virtue. "Generally spe-
aking they are also extremely direct
and perhaps just a little frugal. This
is not appreciated in Ethiopia. Here
the people easily assume that
Europeans are rich and expect gifts
from them. Tips for Ethiopians who
want to do successful business with
the Dutch? Remember that they are
very hard workers, which sometimes
makes them seem impatient.
Another tip for Ethiopians: do not
be scared off by Dutch open hear-
tedness. It is perfectly normal for
diseases like cancer to be discussed
quite openly.”

In church

In the Netherlands, 10 hours flying
time from Addis Ababa, Mesfin still
keeps his ties with his home country
alive. As an active member of the
Ethiopian Orthodox fellowship, he
can nearly always be found in
church on Sundays. Two months ago
the church moved to new premises
in Pernis, not far from Rotterdam.
"We pray and sing a lot there and
dress in traditional Ethiopian costu-
me. On 11 September this year we
will be celebrating the Ethiopian
millennium with a huge party.

Eet smakelijk - Enjoy your meal

In the town of Delft Admassu
Gessesse runs a restaurant called
Abessinié that specialises in Ethio-
pian food. He is just as happy to eat
his national dish of “injera” (Ethio-
pian flat bread) as a typical Dutch
smoked sausage, but only if it comes
with kale or sauerkraut. A story
about typical Ethiopian and Dutch
eating habits and about the Dutch
celebration of “Sinterklaas”.

Admassu could hardly believe his
eyes when he first came to the
Netherlands 26 years ago. It was the
end of November and in every town
and village he entered, he saw the
same strange character on a horse,
being greeted and sung to by hordes
of people — especially parents with
children. He followed the long, wavy
grey beard, mitre, robe and staff and
came to the conclusion that this
must be some venerable and aged
bishop.

Tradition

Later, after he had found a refuge in
a Catholic monastery in Utrecht
with the aid of Amnesty Internati-
onal, the monks explained the mat-
ter to him. What he had witnessed
was part of a national celebration
and the old man with his lovely, but
false, beard symbolised St. Nicholas
or, as the Dutch call him Sinterklaas.
Dutch parents tell their young child-
ren that this Bishop and children’s’
friend lives in Spain. Every year, in
mid- November, he sets off for the
Netherlands by steamboat, where he
arrives in time to celebrate his birth-
day on 5 December.

Admassau enjoys the Sinterklaas
celebrations. ”When my children
were small | used to take them to
the Sinterklaas party at the place
where | worked.”

Nile perch

Although Admassu was an artist ori-
ginally, he had to learn a trade so
that he could find work in the
Netherlands and he chose to train as
a cook in Zandvoort. The transition
from canvas to kitchen was never a
problem for him. ”Cooking is similar
to painting because it allows you to
put a great deal of your own creati-
vity into it.”

He had more problems with the pre-
conceptions exhibited by his fellow

trainees and teachers. "I discovered
that they knew much less about
Ethiopia than we knew about
Europe. They were often amazed at
my stories about our rich Ethiopian
gastronomic culture and about inje-
ra. They also found it difficult to
believe that I could be familiar with
Western food. In fact my brother
used to work in one of the luxury
hotels in Addis and | visited him
there occasionally. | was no stranger
to food such as shrimps, whiting and
Nile perch. There were also many
questions about famine. | actually
never saw any signs of famine in
Addis but | do remember that we
collected money at school for the
starving poor. Ethiopia is a gigantic

country and most of the famine was
experienced in the North.”

Culinary concessions

In 1993 Admassu decided to start his
own business. ”Chinese, Greek, Me-
xican: the Netherlands already had
S0 many representatives of interna-
tional cuisine, that | felt sure there
was still room for something new.”
In Delft, one of the most pictures-
que towns in the Netherlands,
Admassu now runs a restaurant cal-
led Abessinie, which seats forty and
offers not only Ethiopian food but
also other African specialities.
Because he is so far from his home
country it is impossible for Admassu
not to make the occasional culinary
concession. However, he is careful to
ensure that his food is as authentic
as possible. ”If Ethiopians come
here to eat, they can easily recognise
the flavours of their home country.”
When compatriots sit down to eat in
his restaurant Admassu tends to
make the dishes spicier than normal.
“There are always a few adjustments
to be made. For example, the real
Ethiopian injera is made with teff, a
round grain that is not available in
Europe. However, I am able to
import my kebe from Ethiopia.
Dutch butter contains 80% fat and |
feel that this is too much of a good
thing.

Kebe contains more fat and is seaso-
ned. Nowadays globalisation means
that there are few things we cannot
get hold of. I can buy typical
Ethiopian herbs and spices such as
berbere and metenta in Indonesian
shops.”

Between gommen and curly kale
Admassu has been married to his
Dutch wife Christina since 1982 and
is therefore familiar with the Dutch
table and the obligatory “Eet sma-
kelijk” - the two words the Dutch
use to say “enjoy your meal”. He
loves curly kale or sauerkraut with
smoked sausage and when his child-
ren used to ask for these dishes, he
had no problem preparing these
typically Dutch meals. ”The taste of
curly kale is similar to that of the
Ethiopian gommen, except that
gommen has much longer and bro-
ader leaves. Sauerkraut has some
similarity to the slightly acidic fla-
vour of our injera.

His home country still calls to him.
”The last time | went to Ethiopia
was last March. | went there with a
Dutch trade mission on meat pro-
cessing to check out the possibilities
of establishing a slaughterhouse in
Southwest Ethiopia. ”The area there
is populated by nomads who keep
sheep, goats and cattle. At the
moment they sell nearly all their
livestock to Sudan and earn very lit-
tle.

The establishment of a slaughter-
house would cause a considerable
improvement to the standard of life
of the people in this region.

These words lead seamlessly into the
information about Ethiopia on the
last page of the menu in Admassau’s
restaurant: It is considered a disg-
race if someone thinks they can
make it without the help of others:
that person is an egotist.
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24 hours at a
Dutch flower auction

A flower auction is more than just the clock and an auction
room filled with traders. Dutch flower auctions are often huge
complexes with thousands of customers and staff. An illustra-

ted article on the operation of a Dutch flower auction.

Holland: Small Country,
Great Partner

vital logistical role. At auctions, lots
are broken apart and sold; a few

cover an area of 6,000 hectares,

Dutch agriculture is famous for a C €
equivalent to 12,000 soccer fields.

reason: Holland may be a very small
country, but its inhabitants have
managed toturn it intoaglobal agri-
cultural powerhouse. Turning their
spatial limitations into a distinct
advantage, Dutch farmers and gro-
wers are skilled innovator s who use
high-tech research and training to
create endless streams of niche plant
varieties, fresh and processed food
products and technologies to boost
productivity and quality.
Furthermore, the Netherlands is a
global leader in trading and proces-
sing agro products. The position of
the Netherlands as the second large-
st exporter of agro productsisfacili-
tated by its excellent infrastructure,
with its focal points of the Port of
Rotterdam and Schiphol Airport.

Dutch floriculture: quality,
innovation and sustainability
Holland's leading position in agri-
culture is notable in the ornamentals
sector. When it comes to breeding,
growing and marketing bulbs, flo-
wers and plants, the country's repu-
tation is second to none. Floriculture
alone accounts for a quarter of the
production value of the Dutch agri-
cultural sector. Dutch bulbs make
up over 80 percent of all bulbs
exported throughout the world.
Greenhouses in the Netherlands

Breeders, propagators, and growers
deliver a unique range of products
year-round, all of them certified by
government-overseen inspection
agencies that scrutinize everything
from purity and uniformity to moi-
sture and pests. Companies that sup-
ply these high-tech production sys-
tems have formed a business sector
in their own right. Moreover, the
Netherlands is the hub in interna-
tional flower trade, and Dutch auc-
tions and trading houses are a key
platform for the global flower trade.
Of all cut flowers and plants traded
worldwide, more than half passes
through Dutch auctions. The
Netherlands horticulture sector is
also a leading player in the produc-
tion, import and re-export of vegeta-
bles and fruit, and is gaining a gro-
wing profile as a service provider for
European supermarket chains.

Chain Cooperation

Of course, rapid distribution is cru-
cial when trading perishable goods
such as flowers and plants.

Close cooperation within the supply
chain, as well as Holland's well-
maintained infrastructure, enable
the Dutch to meet that challenge. In
fact, the sector's logistics are mind-
boggling.

Flowers and plants are trucked in or
flown in through Schiphol, Amster-
dam's busy airport, which together
with the Port of Rotterdam plays a

hours later, deliveries have been
assembled and are already on their
way. A flower that emerges in a
Dutch greenhouse could be sold in
Paris or New York by the end of the
day, thanks to highly advanced sys-
tems controlling the sorting, packa-
ging and reassembling of batches of
flowers and plants. Growers, auc-
tions, traders, and distributors have
teamed up to make logistics even
more efficient. The same is true for
the fruit and vegetable sector.

The Dutch owe their leading posi-
tion to a tradition of combining fier-
ce competition, supply chain coope-
ration and a strong focus on innova-
tion. Public and private organisa-
tions work closely together to provi-
de high-tech responses to new mar-
ket demands. The sector can be seen
as a well-oiled machine in which all
parts of the supply chain work
together smoothly.

The ornamentals sector is becoming
increasingly internationalised, and
many Dutch growers have relocated
to other countries such as Ethiopia.
Suppliers of equipment and growing
material are achieving great success,
and wholesalers source their pro-
ducts from all over the globe, as you
can see for yourself at the Dutch
Pavilion.

All these reasons have led to what
people throughout the world will
eagerly affirm: Holland: Small
Country, Great Partner.
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For more infor mation
about the Dutch floriculture:

www.agriculturefromholland.nl
Information on producers and
exporters in the agricultural sector
in the Netherlands.

www.avag.nl

Trade organization for contractors
and fitters in glasshouse horticultu-
re in the Netherlands.

www.bulbsonline.org

The International Flower Bulb
Centre provides the Dutch flower
bulb growers and traders with
international promotion for their
flower bulbs and bulb flowers.

www.vbn.nl
The Dutch
Association

flower Auctions

www.flowercouncil.org

The Flower Council of Holland
promotes the sale of floricultural
products from the Netherlands on
behalf of the growers and traders.

www.foodfromholland.nl
Information on producers and
exporters in the food sector in the
Netherlands.

www.minlinv.nl

The Ministry of Agriculture,
Nature and Food Quality of the
Netherlands.

www.minlnv.nl/pd
Plant Protection Service (PD) of
the Netherlands

www.plantum.nl

Dutch association for breeding, tis-
sue culture, production and trade
of seeds and young plants.

www.naktuinbouw.nl

Netherlands Inspection Service for
Horticulture promotes and moni-
tors the quality of products, proces-
ses and chains in horticulture, focu-
sing particularly on propagation
material.

www.minlnv.nl

The Ministry of Agriculture,
Nature and Food Quality of the
Netherlands.

www.pph.nl
Plant Publicity Holland promotes
the hardy nursery stock from the
Netherlands.

www.wur.nl

The Wageningen University and
Research Centre (Wageningen
UR) in the Netherlands provides
education and generates knowled-
ge in the field of life sciences and
natural resources.

16.00 - 04.00 hrs.

Growers from all over the country
ensure that their flowers and plants
arrive punctually and in good con-

dition. Deliveries arrive in the eve- -

ning and at night, not only in the
growers own trucks but also in the
vehicles of collective floricultural
transport organisations.

16.00 -04.00 hrs.

Around 99% of cut flowers are
moved to huge refrigerated units
immediately on arrival at the auc-
tion. In this way the freshness and
quality of the products can be guar-
anteed.

04.00- 06.00 hrs. -

Most growers inspect their flowers
and plants themselves. The quality
inspectors of the auction make ran-
dom checks to see whether the gro-
wer has properly evaluated the flo-
wers and plants. The quality of the
information is also checked: what is
written on the consignment note
must also actually be delivered.

0.600 — 09.30 hrs.

The auction rooms with the auction
clocks are the throbbing heart of
the auction. The price is determined
by the Dutch system: the first buyer
to press the button not only deter-
mines the price, but buys the batch
at the same time. Every morning
tens of millions of flowers and
plants change hands via the auction
clocks. Thousands of transactions
take place between grower and
buyer in the space of a few hours.

06.00 — 11.00 hrs. |

The distribution hall resembles an |,

anthill: it is teeming with people,
flowers and plants. It appears chao-
tic, but everyone goes straight to his
goal.

07.00 — 13.00 hrs.

Within a few hours after the pur-
chase, the businesses established at
the auction receive the flowers and
plants at the front door. The flowers
and plants are fresh when they arri-
ve at the auction, and it is impor-
tant that they remain so on their
route to the consumer. The earlier
they are with the buyer, the faster
he can process the flowers and
plants and transport. This goes on
day and night.

10.00 — 16.00 hrs.

Once the flowers and plants have
arrived at the exporter’s box they
are processed by specialised staff.
Cut flowers are frequently repacka-
ged or used in mixed bouquets. The
trend with pot plants is to finish the
products off with added value ele-
ments. These can take the form of
special pots, labels, wrappers and
stickers.
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Judith Zuurbier of Van Kleef Roses:
‘Government continuesto be very supportive

Judith Zuurbier and her family are
rose growers originally from the
Netherlands. They went to Kenya,
growing 18 hectares cut roses and
testing the Van Kleef line of rose
hybrids at 1900 meters at Lake
Naivasha in 2001. Two years later,
though very successful in Kenya,
they were looking for further oppor-
tunities so they were looking for pos-
sibilities in Ethiopia. At the time,
2003 and 2004, the Ethiopian gover-
nment was making things very
attractive. "We went for a survey to
Ethiopia in 2003 when there were
only five growersin the country."

“We started our demo farm in 2005
just as the boom in Ethiopia began.
We located it at 2250 meters, 350
meters higher than our farm in
Kenya, to test the varieties on higher
altitude. We are world leaders when
it comes to varieties for high altitu-
des, and are developing a special
line for Ethiopia’s high lands. More
recently we are doing cooperative
testing of this high altitude lines,
with four growers whose farms are
up to 2600 meters: Menagesha Flo-
wers, J.J. Kotari, Alliance/Holeta
Flowers and Oromia Wonders Farm.”

Lack of rose propagation material
There simply is a lack of rose propa-
gation material. Some 70 hectares
are all ready for planning but there
is no planting material.

(ADVERTORIAL)

Judith Zuurbier.
Ethiopia currently has only three

professional propagators. Ethio-
plants, owned by Felix Steeghs, who
worked ten years with Stokman in
Kenya, has a big operation here.
Then there is an Israeli operation,
Joytech. And finally Michael Asres
of Summit is propagating roses on

his farms. In addition, propagators
in Kenya are trying to send plants to
Ethiopia, but they are having terri-
ble problems getting the plants in
using passenger flights because the
plants are often simply offloaded if
the flights are full.

“These 70 hectares of greenhouse in

Growing carnationsin Ethiopia

Carnations have been grown for
the past 2.000 year s. After a diffi-
cult period, the carnation is now
again one of themost popular flo-
wersand it is now being conside-
red a very modern, trendy flower
with good keeping qualities. They
are available in many different
colours and colour shades and
easy to use in contemporary
arrangements. Leading florists
all over the world are using car-
nationsin their creative bouquet
arrangements.

Started with production facilities in
Europe, the past few years there is a
move to countries in Africa and
Latin America. Not only for reasons
of production costs, but also for bet-
ter climate conditions, enabling to
grow good quality carnations for a
good price. Seeing the popularity of
the carnation, it is impossible for
European production facilities to
meet with the demand. This can be
met by importing flowers from
Kenya and Ethiopia, since the USA
market is already being supplied
from Latin America. Seeing the
benefits, it is not only recommended
but also very lucrative to grow car-
nations in Ethiopia. Ethiopia has
good climate conditions, there is suf-
ficient water supply, it's close to the
European market which is cost
beneficial compared to other pro-
duction facilities in Europe and
Latin America, and Ethiopia has
good transportation routings. The
quality of the carnation flowers
imported from Ethiopia so far, is
being appreciated for their good
quality. Reading the above, it can be
concluded that starting carnation
growing in Ethiopia is a very promi-
sing business activity. However tech-
nical support is indispensable for
success. Since many years (started in
1929) P. Kooij & Zonen B.V. is
worldwide one of the leading com-
panies in breeding, selecting and
propagating carnations. Situated in
the centre of the world flower indus-
try in Aalsmeer - Holland, P. Kooij &
Zonen B.V. can offer you a wide,
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Good quality carnations

colourfull and exclusive range of
standard and spray carnations. Their
cuttings are being produced in a
highly up-to-date greenhouse under
optimum climate conditions to com-
ply with their high quality standards.
Due to very strict rules with regards
to hygiene P. Kooij & Zonen B.V. is
able to keep their mother plants
virus and disease free. The breeding
department is always looking to
develop new varieties/concepts but
the actual introduction depends on
the market acceptance.

Even special breeding projects are
being initiated to select varieties
that can be grown perfectly in clima-
te conditions like they are in
Ethiopia. Prior to the actual intro-
duction of these varieties there will
be always a testing period. Since
many years a lot of the cuttings are
being produced in P. Kooij & Zonen
B.V. own production facilities in
Colombia and Kenya. Seeing the
cultural technical experiences in
these countries - comparable clima-
te conditions - P. Kooij & Zonen B.v.
can provide you with the best tech-
nical support in case you decide to
start growing carnations. Technical
support on the spot is also possible.

For further information: P. Kooij &
Zonen B.V/www.kooij.nl/ www.car-
nation-arrangements.com

(ADVERTORIAL)

Ethiopia that are not planted
remind me a lot of the 1996-1997
period in Ecuador when a similar
situation occurred. But Ecuador
went to 1800 hectares, and here in
Ethiopia the expansion is to 500 ha
of greenhouse and another 200-300
ha coming on in 2007. So the scale
of expansion is not quite so big. And
then also, the market situation is
quite different. When Ecuador was
expanding, the market was expan-
ding too. Now the European market
is not growing seriously any more,
the total scale of production will not
grow. The Ethiopian roses will high-
ly compete with European produced
flowers."

Development

Whether the expansion continues in
Ethiopia will depend upon the
government. "If the government
continues to be very supportive, the
expansion will continue. And | must
say that never, in any other country,
has the government been as suppor-
tive of floriculture as the Govern-
ment of Ethiopia. | imagine that
even if there is a government chan-
ge in a few years, the likelihood is
that the support will continue
because floriculture brings in a lot of
development in the country. In any
case, these are very exciting times to
be in Ethiopian export floriculture”,
says Judith Zuurbier.

FloraHolland excellent marketplace

Ornamental plant and flower pro-
duction is a booming business in
Ethiopia. In 2006, the acreage
increased from about 200 ha to
400 ha. Sander Klaver, local area
manager for FloraHolland in
Ethiopia, expects the acreage to
increase by a further 200 to 300 ha
in 2007. The lion's share, some
80%, involves roses, but carna-
tions, hypericum, eryngium and
gypsophila are also grown. For
2007, the chrysanthemum will be
an important newcomer. " Massive
growth with immense opportuni-
ties, but also big risks", says
Klaver. " Cultivation isn't a simple
matter in Ethiopia, particularly
the logistical lines in this country
arelong and thisiswherethe chal-
lenges lie. It's a lot different from
the Netherlands.”

FloraHolland has a local represen-
tative in Ethiopia Sander Klaver,
since  October 2005. He is
FloraHolland's representative for
numerous growers, and the numbers
of growers are increasing. Klaver:
"When | arrived in October 2005, 6
Ethiopian growers were supplying
at Flora Holland. Now, in February
2007, there are 22. FloraHolland is
an excellent marketplace for incre-
asing numbers of growers. This
means that, together with colleagues
from the various auction locations
and the Intermediary Office, | am
busy all the time looking for ways to
improve the results of our growers
in Ethiopia."

Klaver provides, a lot of advice to
starting growers in particular,
"What it boils down to is that gro-
wers have to take a good look at the
possibilities and the limitations of
the climate zone in which they grow,
and that they take a good look
around before making a decision. |
do help starting growers by introdu-
cing them to possible partners, sup-
pliers and give them a list of the
various breeders and make market
intelligence available." However,
both newcomers and established
growers need to know which varie-
ties are good to cultivate at the
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Sander Klaver

moment, notes Klaver. "By produ-
cing a good assortment analysis
from a market perspective, we try to
assist the grower in making his deci-
sions. Together with the Interme-
diary Office, | actively search for
ways in which growers can sell
directly. The local area management
plays an important role here, from
both the supply and the demand
side."

More and more growers are expres-
sing an interest in marketing a pro-
portion of their products directly.
Klaver: "We have taken these sig-
nals very seriously. At the end of
2006, FloraHolland actively started
to search for ways in which growers
could sell directly." This has led to a
sharp increase in sales. Direct sales
has increased more than sixfold
compared to last year.

Klaver is optimistic about the futu-
re of the ornamental plant and flo-
wer industry in Ethiopia. He belie-
ves that the Ethiopian government
is right behind the industry. "On the
one hand, the sector provides
employment in a country with one
of the fastest growing populations in
the world. On the other hand, it
attracts foreign currency, so that
further investments can be made in
the country.”

Ethiopian farmers
do a good job

New investment introduces qua-
lity potato seed to the Ethiopian
farmers

No flowers this time, no tulips:
another famous agricultural pro-
duct of The Netherlands is potato
seed. The potato company HZPC
Holland BV has its major market
in the Mediterranean region and
is trading around 400.000 tonnes
of seed potatoes annually.
Farmers in these countries need
high yielding varieties: HZPC is
continuously creating new varie-
ties. Potato will degenerate in one
or two years time, due to the
accumulation of diseases: HZPC
will provide healthy and certified
elite-seed. This combination of
best seed and best varieties ens-
ures the local farmers to gain the
highest yields and the best profits.
”The success of this strategy in
Northern Africa, even in harsh
climates, challenged me to start
up a similar company in Ethi-
opia”, tells the former head
Research of HZPC, Jan van de
Haar. He will move with his fami-
ly to Ethiopia soon.

”Ethiopian farmers do a good
job, but they urgently need quali-
ty seed.”

Together with a group of inve-
stors, and stimulated by a PSOM-
grant from the Dutch gover-
nment, Van de Haar established a
new seed company in Ethiopia,
named Solagrow PLC. This com-
pany will introduce a commercial
seed potato production system
using HZPC-varieties and using
the Dutch experience and know-
ledge in growing healthy seed.
The temperate climate at high
altitudes makes Ethiopia to the
best country for year round seed
production, either under irriga-
tion or during the rainy season.
Last month 16 HZPC-varieties
were imported via Djibouti and
planted at several locations. Their
performance is tested in the diffe-
rent climatic zones. Some varie-
ties are typically bred for french
fries or crisps, while the majority
are high yielding table potatoes.
Solagrow is starting up main offi-
ces in Debre Zeit (Oromia), just
50 km south of Addis Ababa.
Cold storages, a grading and pac-
king line and a molecular patho-
logy lab will be parts of this pota-
to demonstration centre.
Outgrowers at high altitudes in
several regions in Ethiopia will be
contracted and trained to grow
seed for their local farmers.

With this investment and know-
ledge transfer, Solagrow aims to
enable the Ethiopian agriculture
to improve their own food pro-
duction. Export of potatoes to the
neighbouring countries will furt-
her enhance the local economy.
Solagrow PLC can be contacted
by mail to jjhaar@wxs.nl
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'The Ethiopian flower export industry
IS both exciting and promising’

" The Ethiopian flower export indus-
try is both exciting and promising,”
says Erik Jan Hoornstra, Account
Manager Ethiopia, for the Bloemen-
veiling Aalsmeer in the Nether-
lands." Everyone from the farm
ownersto the employeesfrom thevil-
lagers are willing to work to make it
successful. Thecultureisright. There
is a good attitude. This is basic for
making an investment. The gover-
nment is open and helps with farm
start-ups.They are willing to invest
into the future.”

"Ethiopia has learned to produce
quality roses with very bright
colours, long stems and big bloom
heads. What they also need is to
focus more on the post harvest and
control problems like botrytis, and
improve the cool chain. Systems
must be established to cool on time,
keep cool, make sure the trucks
have coolers and that they are being
used properly, so that the Cool
Chain will not be broken."

Packing could also be more precise.
Cardboard carton must protect the
petal edges. These little details make
a big difference.

Then the air logistics need to be
improved, says Erik Jan Hoornstra.
"The fact that there is a lack of open
and flexible competition among
transporters out of Ethiopia is a pro-
blem, particularly in the summerti-
me. Solutions are urgent."

.

Average price Roses:

Ethiopia is in the top 3

According to the 2006 Bloemenveiling Aalsmeer auction statis-
tics Ethiopia is in the top 3 countries of average prices, but still
a long way to go to the level of Ecuador.

Year 2006, Roses
The Netherlands

Average price Roses:  Ecuador
Average price Roses:  Ethiopia
Average price Roses: Kenya
Average price Roses: Zambia
Average price Roses:  Uganda
Average price Roses:  Zimbabwe

Source: Bloemenveiling Aalsmeer

€ 0,334/per stem
€ 0,308/per stem
€ 0,157per stem
€ 0,145/per stem
€ 0,114/per stem
€ 0,095/per stem
€ 0,094/per stem

The objective at the Bloemenveiling
Aalsmeer is to help the grower
maximize quality so that he can
maximize his returns and his profita-
bility. "Now that 60% of the roses
sold on the Bloemenveiling Aals-
meer clock are imported products,
we work very closely together with
the foreign growers and their impor-
ting agents to reduce the rejects. We
encourage the growers to follow the
two golden rules of top quality and
shipping continuity. This way they

Erik Jan Hoornstra

will develop a quality image with the
buyers. Eventually the sales de-
mand will be driven from specific
clients. Direct business will develop
with the Bloemenveiling Aalsmeer
securing the payments from these
foreign clients to the growers. In all
of this, our goal is to optimize prices
for our growers."

Bloemenveiling Aalsmeer has two
strong sales-tools, the auction clock
and direct sales. "We can offer many
services to you growers from market
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research, product launch, concept
development, sales, individual cus-
tom marketing, prompt payment
guarantee, quality testing and quali-
ty control advice. You can log into
our IT system and get the price at
which your product was sold and the
average price of the day and the
week. You can see how your quality
compares with the average and your
reliability index. The whole objecti-
ve in Aalsmeer is to try to raise the
Ethiopian quality and price-level, so

.4 Bloemenveiling

Bloemenveiling Aalsmeer - The Netherlands

Direct tel: +31 297 392 275 - Mobile: +31 6 2242 5902
www.aalsmeer.com

Erik.Jan.Hoornstra@vba.nl

Aalsmeer

Around the clock
around the world
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you can compete with the best com-
parable Ecuadorian products.™

The Ecuador roses have become a
"tradename" in the market. "If the
Ethiopia farms can improve on post-
harvesting, coolchain, transpor and
reliability the price can be pushed
up. "If you need further info, please
do not hesitate to give me a call.
Both Miss Tigist Gizaw, our sales
representative in Ethiopia, and | are
working to help you. She is here to
aid potential investors with their
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questions regarding banking, admi-
nistration, breeders and consultants
and also to help you grow and
export the best flowers possible. We
now have about 30 Ethiopian farms
shipping to Aalsmeer. We look for-
ward to the volume of excellent flo-
wer exports to Bloemenveiling
Aalsmeer increasing as the farms
grow, and as more farms produce the
minimum volume and quality nee-
ded to work with our clock system."

G

Miss Tigist Gizaw
Bloemenveiling Aalsmeer
representative, Addis Ababa Ethiopia

Tel:

+251 11 1539599 - Mobile: +251 91 1623717
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15 varieties on display at Hortiflora and show-testhouse open house on the 23th and 24th of March

Oll] Roses Is definitely showing ==
their faith in Ethlopla

Olij Rozen is a propagator, bree-
der and a grower/exporter of
roses from Ethiopia. Thiswill be
the second timethat Olij Rozen is
participating in Hortiflora Ethi-
opia. They will have about 15
varieties on display at the show,
and moreto see at their show-tes-
thouse open house on the 24th of
March near Debre Zeit.

Olij Rozen is a family company
located in De Kwakel, the
Netherlands. For almost one century
Olij Rozen has been a world-recog-
nized volume producer of rose cut-
tings and rose topgrafts. They pride
themselves in making rose varieties
from almost all rose breeders world-
wide. Propagation is in a completely
climate-controlled 2-hectare green-
house with four separate compart-
ments in which the conditions are
adapted to the growing stage of the
young plants. Transport on rolling
tables is automated and computers
track the location of each single
small rose plant. Pending the availa-
bility of budwood, time between
ordering and delivery is 7 to 8
weeks. Topgrafts on Natal Briar and
Popeye can be delivered year-
around. Topgrafts on Inermis can be
delivered from December until
August. Topgrafts can be used in
cocopeat or rockwool substrate or
directly in the soil. Cuttings are
mostly used on substrate of cocos or
rockwool and are used when gro-
wing conditions are optimal.

Sensational rose varieties

Olij is a not only a propagation com-
pany. Through their Olij Breeding
division, started in 1980, they have
developed such sensational rose
varieties as 'Red Berlin', 'Cézanne’-
family, 'El toro', 'Blizzard' and
'Kiwi'. Among their recent Hybrid
Tea introductions you will find
'Rockefeller’, 'Latina’, 'Euforia’,
‘Cinnamon' and 'Dreamliner’.
'Double Party' and 'Calabria’ are
two lovely introductions in the
mauve-purple and grey-red bi-color
group. Some real exclusive varieties
are 'Hypnose' (old pink lavender
with green outside petal) and
'Silverstone' (real lavender), both
being planted in Ethiopia.

Olij Breeding also has a dependable
series of medium length bouquet
roses including 'B-Happy', '‘Olym-
pia', 'El Toro', 'Torero', 'Gentle’,
'Artic', 'Only White’, 'Only Yellow",
'‘Red Sky', 'Ruslana’ and 'Thun-
derbird". They reflect the Olij objec-
tive of breeding their roses for both

productivity and long vase life. In
addition to the long large and medi-
um-flowered roses, Olij Breeding
offers eleven spray roses denomina-
ted the Sensation Series.

Officesin seventeen countries

Olij Roses has offices in seventeen
countries. They represent Bot@nic
Roses worldwide. And they repre-
sent Spek Rose breeding in Kenya,
Tanzania, Uganda and other parts of
Africa.

The worldwide sales operation is
run by Mr. Philippe Veys (p.veys@
olijrozen.nl). Local sales offices are
run by local managers. The sales
office in Kenya and East-Africa is
run by Shirley-Ann McConnel,
(sam@olijkenya.com). The Olij
rozen office in Ethiopia is managed
by Brook Tekle Wolde (info@olijet-
hiopia.com).

In Kenya, Olij Roses has a nursery
of about 9 ha under plastic out of
which they export fresh cut roses
daily under the marketing name of
Only Roses. That farm has existed
for 3 years The main goal of the
farm is to select new varieties under

the Kenyan circumstances and
introduce them into the market. By
doing this, Olij roses can obtain mar-
ket information, which it shares with
its clients.

Debre Zeit

After their experience in Kenya,
Olij Roses decided about a year ago
to start a nursery in Ethiopia as well.
After studying the different possible
locations Olij roses decided to start
their farm in Debre Zeit on a 20 ha
plot land at 1900 meters above sea
level. Construction began in May
2006 with the digging of a 7000 m3
water reservoir and the building of
two greenhouses of 2,5 ha each.
Planting began in September 2006.
The first production started in
December and roses are now on dis-
play in the show house and the test
house. Varieties planted commer-
cially at this moment are "El Toro",
'Only Yellow', *Artic', "Infrared’ and
'"Hypnose'.

Olij Roses has decided to expand
their Ethiopian farm with 2 more
greenhouses of 3.5 ha each. The
leveling and construction for this

has been started.

The reason Olij started a second
farm in Africa so near to Kenya was
the Ethiopian climate. "By this Olij
Roses means the climate as tempe-
rature, light...which is near to per-
fect for growing roses in Ethiopia
but also the political climate which
is doing a lot of efforts to get this
business rolling, knowing that the
international rose business is an
extremely demanding business,"
says Philippe Veys.

"Obviously the rose-industry is still
very young in Ethiopia and a lot of
problems have been tackled so far,
but a lot of challenges are still laying
ahead."

Fresh product
"The main problems", according to
Philipe Veys, "is still the availability

of the supplying industry. To produ-
ce flowers there is need for a lot of
inputs, which at this moment are dif-
ficult to find in Ethiopia. A lot of
time of the management still goes
into the organization of getting che-
micals, fertilizers and boxes on the
farm.”

‘ROCKEFELLER’

‘EL TORO’

Another problem is still the freight
out of the country and the handling
of the product in Brussels. "A lot
can still be done in this area to
improve which is definitely extreme-
ly important for this ‘fresh product’.
Ethiopian growers can produce a
very high quality product, which has
a big demand on the market, but at
this moment it is still quiet a chal-
lenge to bring this product correctly
and on time into that market. But,
Rome wasn't built in a day either
and the whole business community,
together with the government, will
have to work on improving the
Ethiopian floral export industry
more."

Olij Roses is definitely showing
their faith in this country by inves-
ting in their own nursery and to
select varieties for the Ethiopian
growers. "You are all welcome to
visit Olij Roses on their booth
during the Hortiflora Ethiopia 2007
and you are all welcome to visit Olij
Roses on their farm during the open
house on the 24th of March or any
day by contacting Mr Brook on
+251- 911-507229."

@Iii breedingb.v.

Achterweg 73
1424 PP De Kwakel
Tel. 0297-382929 - Fax 0297-341340
info@olijrozen.nl
www.olijrozen.nl

Philippe Veys: "You are all welcome to visit Olij Roses on their
booth during the Hortiflora Ethiopia 2007."

Brook Tekle Wolde will gladly show visitors around.

il

Kokebe: enthousiastic supervisor.
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Ethiopian Netherlands Horticulture Partnership
in full swing

Horticulture exports from Ethi-
opia are growing very rapidly and
are an important element in the
country's efforts to diversify ex-
ports and to contribute directly to
economic development and pover-
ty reduction. Also the sector ena-
bles a great number of people to
acquire a wide variety of modern
technical and managerial skills. All
parties agree that joint effortson a
wide range of issues are needed to
secure a further well balanced
growth of the sector and increase
the societal benefits in terms of
employment and foreign exchange
earningsand to minimize the possi-
ble negative impact on the natural
resour ce base.

The Netherlands’ Government has

committed itself to contribute to

strengthening the enabling environ-
ment of the horticulture sector in

Ethiopia through a public-private

partnership program. The major

Ethiopian stakeholders in the horti-

cultural sector agreed that that the

partnership is to contribute to:

« A competitive, demand driven,
self sustaining and innovative hor-
ticulture cluster well connected in
international networks.

= Environmentally and socially
friendly production.

e Human resource development
and enlarging the positive spin-off
on local, regional and national
social development

« Enlarging the positive spin-off on
the local, regional and national
economic development.

e A strong international reputation
of the Ethiopian Horticulture
Cluster

e An institutional framework which
enables the sector to meet (futu-
re) market demands and opportu-
nities and to operate in a socially
and environmentally friendly and
broadly accepted manner.

= Strengthening the cooperation
between Ethiopia and the Nether-
lands

In close collaboration with the pri-
vate and public sector organisations
with facilitation of Wageningen UR,
a programme of activities in the
partnership was drawn. Top priority
was given to training, code of practi-
ce and Integrated Pest Management
of which implementation has alre-
ady started in. Hereafter some of
the major activities and its results
are described.

Practical training facility

The fast growing industry requires a
growing supply of staff equipped
with relevant and practical technical
knowledge. All stakeholders in the
sector acknowledge there is an
urgent shortage of technical expe-
rienced staff at various levels:

owners, managers, administrators,
supervisors and attendants. Within
Ethiopia currently no floriculture
industry specific practical training
programme exists. In this situation
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Joint efforts are needed to minimize the possible negative impact on the natural resource base. Photograph: Alex

Mulder

many commercial companies have
to resort to in-house training for
their staff individually on an ad-hoc
basis. At the end of 2006 a taskforce
formulated a strategic plan for the
period 2007 - 2012 to establish
sustainable, industry-led and practi-
cally oriented capacity building pro-
grammes which facilitate the flori-
culture sector development in
Ethiopia. The plan consists of two
core elements:

* Immediate start of short-term trai-
ning programs on pest- en pesticide
management and post harvest
management and marketing.

* Development and implementation
of an integrated long term training
and research program for the horti-
culture sector (2007-2012). The aim
of the long term program is to get
into place industry oriented formal
and informal training which is well
connected to research and develop-

ment activities. Jimma University
together with EHPEA Ministries of
Trade and Industry and Agriculture
and Rural Development have for-
mulated a proposal which is present-
ly being been discussed with NUF-
FIC (Netherlands organisation for
international cooperation in higher
education). A well-experienced
expatriate training coordinator has
been appointed and will commence
activities in March 2007.

Code of Practice for thefloriculture
sector

EHPEA together with the gover-
nment have identified a national
code of practice as a prerequisite for
reinforcing the reputation of
Ethiopian flowers on the interna-
tional market. Also will the code
serve as response to local concerns
regarding environment and labour
conditions in the fast growing flori-

culture industry. To obtain a good
basis for this process two activities
were implemented:

* an analysis of standards and labels
in markets Ethiopian entrepreneurs
are active or want to be active.

* a field survey of present practices
together with a rapid environmental
impact analysis.

With this background information
workshops with growers were con-
ducted in November 2006 en
February 2007. In these workshops
the design and content of the code is
developed and discussed with Board
of EHPEA. During the process
representatives of Ministry of Trade
and Industry, Ministry of Social
Affairs and Labour, Ministry of
Agriculture and Rural Develop-
ment and Environmental Protection
Authority participated in the discus-
sions. At time of writing the final
draft of the code is being prepared.

The Board of EHPEA is very much
committed to reach as soon as possi-
ble agreement on the code with all
parties concerned. Of course this
will be followed by an intensive
implementation program, in which
the earlier mentioned training pro-
gram will play an important role.

Capacity building phytosanitary
unit

Jointly with the Crop Protection
Department (CPD) in the Ministry
of Agriculture and Rural Develop-
ment (MoARD), EHPEA and
Dutch experts, a review was done on
the phytosanitary standards and sys-
tems in the export-oriented horticul-
ture and on the approach and con-
formity of the pesticide registration
system in Ethiopia in relation to
international standards and regula-
tions. On the basis of the findings
and conclusions of the mission
experts of both countries developed
a plan of action that leads to the cre-
ation of phytosanitary services that
facilitate and support the sustained
growth and development of the
export-oriented flower and vegeta-
ble sector in Ethiopia. To achieve
this, the proposed activities will
strengthen phytosanitary capacities
and sector arrangements pertaining
to (a) export inspection and certifi-
cation systems, (b) phytosanitary
monitoring and surveillance (inclu-
ding diagnostic support) and (c)
pesticide registration and control
services.

Integrated Pest Management

There is high commitment for intro-
ducing Integrated Pest Management
(IPM) in Ethiopian rose production.
IPM can make production more
environmentally friendly by redu-
cing dependency on pesticides, and
at the same time reduce the costs of
production. To enable this a compre-
hensive research & development
plan has been developed in close
cooperation between the ministry
of MoARD, the Ethiopian Agri-
cultural Research Institute, EHPEA
and Wageningen University and
Research Centre. If formalities
allow, trials will start on 4 farms with
controlling two-spotted spider mites
through the use of biological control
agents. On the experience gained
scaling up and widening of the
research and development activities
are planned. Other identified activi-
ties have just recently started such
as the identification of competitive
product-market combinations for
fruits and vegetables; some are yet
to be started such as support on
relevant market information service
and research on suitable locations
for new floricultural production
sites

For further information on the activi-
ties in the partnership programme
contact:

EHPEA [ehpea@ethionet.et] or the
Agricultural Counsellor at the Royal
Netherlands Embassy [geert.westen-
brink@minbuza.nl]
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The Ethiopian Horticulture
and Floriculture industry is
developing at a very fast pace.
The country is expected to be
one of the leading exporters of
cut flowers and fresh produce
within just three to five years
according to Mr. Tsegaye
Abebe, Chairman of EHPEA ,
the association that is organi-
sing HORTIFLORA EXPO
2007, in close cooperation with
HPP Exhibitions. The event will
take place from March 21 to 23
in the Addis Exhibition Center,
Addis Abeba.

This is the second time such an
event has been held. Expo 2005 was
held in the United Nations Building
and there was 1000 m2 of exhibition
space. But now in 2007 they had to
move to the larger space in the
downtown Addis Expo Center. The
space has doubled in line with the
great expansion in floriculture going
on in Ethiopia. Not only is the show
larger, but EHPEA has decided to
make it a Biennial Trade Fair.
Ethiopia, in many ways, can be com-
pared with the rapid development of
the floriculture industry in Ecuador
that also took off as a rocket in 1992.
Although the circumstances are not
exactly the same, there are many
characteristics that look a like. To
name a few: climate, altitude, lands-
cape and proximity of international
airport in relation to the location of
the flower farms.

The show format in Ethiopia this
year is unique. In Ethiopia the
government has put horticulture, all
of horticulture, not just flowers, as a
very high priority. So in this
Ethiopian exhibition they have also
invited producers and exporters of
oranges, grapes, avocados, green
beans, apples, pears and peaches.
Production of vegetables and fruits
still takes place on a modest scale in
Ethiopia, but is expected to take off
soon.

Hortiflora Ethiopia 2007

The show format in Ethiopia thisyear Isunique

Hortiflora Ethiopia in 2005.

The objective of the trade fair is to
introduce the growers to the buyers
and the buyers to the growers. The
HORTIFLORA EXPO 2007 will
not only serve as a platform for
exhibiting suppliers that want to
meet Ethiopian (based) growers, but
as well for exhibiting growers who
want to meet visiting international
buyers.

For this reason farm tours will be

organised as well during the exhibi-
tion .

One hundred exhibitors are expec-
ted at HORTIFLORA EXPO 2007
this year, about one third Ethiopian,
two thirds from other countries of
which one third Dutch.
International exhibitors will be
coming, amongst others, from Israel,
Kenya, South Africa, France,
Holland, Germany and Belgium

with suppliers from Italy and Spain
as well. Visitors to HORTIFLORA
EXPO 2007 are expected to be 80-
90% Ethiopian businessmen, but
there will also be industry related
attendance from Kenya and other
East African nations. It will be a
window on to production of these
products around the world, because
there will be many foreign compa-
nies involved.

For those who did not participate in
HORTIFLORA EXPO 2007, but
would like to do so for the next show
contact www.hppexhibitions.com. If
you need any personal assistance or
if you have any questions or remarks
please contact Melvin Brehler at mel-
vin@hpp.nl or call +31-20-6622482.
For further information go to the
HPP internet site, www.hpp.nl.

Eventsduring Hortiflora

Wednesday 21 March

Workshop: "How to ensure top
quality flowers for your clients?"
Post harvest management and cool
chain management.

Presented by Jeroen van der Hulst
of FlowerWatch and Marcel Orie of
VBA.

Time: 11.00-12.30 hrs.

Location: cinema on the exhibition
ground.

Organized by the Agricultural
Office of the Royal Netherlands
Embassy.

FUN FACTS
Did you know that..........

< "the Netherlands" and "Holland"
are used to describe the same
country?

= one quarter of the Netherlands is
below sea level?

 the International Court of Justice is
at the Peace Palace in The Hague?

» the Netherlands has approximately
480 inhabitants per square kilo-
metre?

= with only 0.008% of the world's
area, the Netherlands is the world's
third largest agricultural exporter?

ABOUT

Thursday March 22

Seminar "Future market for flowers,
fruits & vegetables".

The seminar will be opened by his
Excellency Minister Girma Biru.
Sandra Kdénings, international trend
watcher and marketer will give a
presentation.

Time: 14.00 - 16.30 hrs.

Location: cinema on the exhibition
ground.

The seminar is organized by the
Ethiopian Netherlands Horticulture
Partnership.

THE

» the Netherlands was one of the
European Union's founding
nations?

» the Netherlands has at least 15,000
km of cycle tracks?

= Dutch is also spoken in Belgium,
northern France, Suriname, the
Netherlands Antilles and Aruba?

» the Netherlands still has about
1,000 traditional working windmills?

« the Dutch are the tallest people in
Europe?

= Amsterdam is entirely built on
piles?

« the Netherlands always has a coa-

Friday March 23

Workshop "MPS as marketing and
management tool". Presented by
Piet van 't Hoff of MPS.

Workshop "More and better flowers
throug intelligent fertigation™.
Presented by Ewoud Schurink of
Horticoop.

Time 11.00-12.30 hrs.

Location: cinema on the exhibition
ground. Organized by the Agricul-
tural Office of the Royal Nether-
lands Embassy.

NETHERLANDS

lition government, which makes it
a country of compromises?

< the Netherlands has nearly 1,000
museums, with 42 in Amsterdam
alone?

= when your plane arrives at
Schiphol, it lands 4.5 metres below
sea level?

< the Netherlands has the highest
cable density in Europe?

 Amsterdam has 1,281 bridges?

< when Dutch schoolchildren pass
their exams, they hang a Dutch flag
and a school bag outside their
homes?
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