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Fruit Fly Exclusion Zone
In the current ruling of the Fruit Fly Exclusion
Zone, the Sunraysia boundary extends to the
east of Barham and while there has been an
outbreak there, it means that ‘area freedom’ for
the area from Barham to the South Australian
border is not free of fruit flies. So, the Mildura
area cannot be recognised as Area Free if there
is an outbreak at Barham, which is about
300kms away. Yet, South Australia can have
area freedom despite regular outbreaks in
Adelaide, which is within 300kms of the
Riverland. So, a single outbreak anywhere
between Barham and the South Australian 
border prohibits the entire area from getting
Area Freedom status for new markets. 

The fruit fly mentality in Victoria and New
South Wales is reactive rather than proactive.
Horticulture in Victoria and New South Wales
doesn’t hold the same level of importance to
our policy makers as in South Australia. We need
to have a long hard look at our fruit fly strategies
in New South Wales and Victoria to compete in
world markets.

Citrus Canker
Is it here to stay? The way the Queensland and
Federal governments are playing politics over
this it looks like we will have to learn to live with
canker in Australia. I believe the government
has probably already spent (on bureaucracy)
more money than was originally requested by
Emerald growers to get in and immediately
destroy all horticultural host trees, so that the
area could be declared clean. The Queensland
Government is using the same protocol they
use in Florida, which has not stopped the spread
of the disease there. This outbreak hasn’t
stopped and it is still spreading in the Emerald
area.
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Exporting Our Citrus
The new year saw the continuation of stored
Navels coming out of coolrooms and selling 
at give-away prices. Hindsight is great, but if
those Navels were sold earlier they would have
realised much better returns. We had the
opportunity to send another ship to the US, but
packers underestimated the volume of Navels
left over and how this would impact on the
domestic market. I believe that there was a
substantial amount of money lost at the end 
of the Navel season. I don’t think that there 
has been a year yet when returns for Navels in
January have been better than November and
December. Packouts decrease as fruit ages and
has much more competition from other products,
like stone-fruit, table grapes, mangoes and
imported navels. This competition has been
greater due to the fact that Australia hasn’t
had access to China since the grey trade through
Hong Kong was stopped. Therefore, we are now
also competing with our own Navels which
could be destined for export.

We need access to new markets! I believe that
bureaucrats and government don’t seem to
have the urgency that we do and I believe they
are weak negotiators. Time doesn’t seem to
worry them. We are sick and tired of meeting
delegation after delegation with no real sign 
of light at the end of the tunnel. I am also 
concerned that when access to new markets is
granted, we will have protocols that are far too
tough and that those markets will not be viable.

We were pleased to see South Australia get
access into Japan as fruit fly area free. However,
I am very disappointed that the Murray Valley
Board area is seen as the poor cousin and 
discriminated against once again, when it comes
to market access. It’s just simply amazing what
a big Dunlop tyre does to fruit fly.
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Chairman’s Report
Robert Mansell, Chairman MVCB

Welcome to season 2005.
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Chairman’s Report Cont’d...

Late Marketing of Navels
The late marketing of Navels impacted on the Valencia season with
export markets that usually take Valencias filled with cheap Navels.
More Navels were processed during December and into January
which displaced demand for Valencias. The juice price for Valencias
was looking reasonable, but processors have imported more product
this year than any other year. January and February saw big tonnages
of Valencias picked direct for processing which put pressure on the
processors. With increases in price for fresh juice at retail level,
sales slowed. Without product moving at retail level, and processors
being inundated with fruit, juice was put down in scholly bags.
This can be used later in the Navel season and will then affect
demand for Navels. One processor dropped the price by half, while
the other processors were putting quotas on suppliers.

Over the next five years we will see more than a 25% increase in
Navel production in average years. We need to be planning now
how we will manage the Navel marketing, especially if we have 
an ‘on’ year at year 5. With an ‘on’ year we could have 50 - 60%
more Navels to market and harvest. Nature looks like it’s being
kind to us this coming year, with another crop close to average.

Will we continue to see Valencias removed now processors know
they can import a fresh juice which is getting cheaper with the way
the dollar is going? What are we going to do with Navel overrun? 

How will we be able to dispose of Navel overrun without 
cannibalising our other markets? We need to start looking for
alternatives for overrun fruit.

I believe we need to work harder on crop load and fruit quality in
the future, to enable us to benefit from viable markets and to give
a positive outlook for the industry. 

In agriculture we seem to have some advantages occasionally, and
when they come our way it is usually at someone else’s expense.
This year should see a profitable Mandarin return for us if Emerald
growers are excluded from domestic markets. Other areas in
Queensland should be permitted in the Southern markets, so there
will still be early Imperials on the market.

In the first two weeks of May, the Board will be holding its first
consultative meeting since coming under the new legislation. We
will need growers to vote on our programs and budgets for the next
12 months and would like as many growers to attend as possible.

Let’s hope for a profitable Navel and Mandarin season.

Robert Mansell Chairman MVCB
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J & K O’Neil
Citrus Pruning Contracting Service

EXPERIENCED PRUNERS

Excellent Service... Excellent Results!
Now taking bookings for upcoming season.

Contact Jeff Telephone 03 5023 1900  Mobile 0417 696 317
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John Tesoriero, Chief Executive MVCB

Chief Executive’s
Report 

Fruit Fly Outbreak - Swan Hill
On 31 January 2005 we were advised that Fruit
Fly larvae, confirmed as Queensland Fruit Fly 
larvae, was detected in Swan Hill and an 
outbreak has since been declared.

The Board has written to the Victorian Premier,
The Hon. Steve Bracks, outlining the importance
of introducing random road blocks on roads
leading into Sunraysia from NSW and Victoria 
in the lead up to this year’s Easter holiday period.

As fruit fly travels with people, it is very important
to raise community awareness to prevent infested
fruit entering Sunraysia. It’s equally important
to reduce the risk of an outbreak by removing
host fruit so that should a fly arrive, it has no
home to go to. The local media have been highly
supportive of our efforts to raise community
awareness.

The consequences of an outbreak from now on
are expensive for growers as many will remember
that "quarantined" fruit needs to be separated
at packhouses. The current Swan Hill outbreak
does cover a number of citrus growers, however,
it appears they will be ‘reinstated’ before the
Navel season providing no more flies are caught.

Valencia Processing Prices
Mildura Fruit Juices  has announced a substantial
reduction in the price for Valencias, effective
from 8 February 2005.

Growers are advised to contact their Marketers
(Packers) about these changes as alternative
harvest plans may need to be implemented.
Some markets will have limited contracts at
higher than the current spot price. 

We are researching the current supply and
demand conditions to try and understand the
cause of this price drop in a year when 
processors are predicting a shortfall in supply.

The Murray Valley has harvested between 65%
and 70% of its Valencia crop which is close to
"normal".

Citrus Canker Queensland
The Murray Valley Citrus Board (MVCB) wrote to
The Hon Bob Cameron, Minister for Agriculture
Vic. and Ian Macdonald, Minister for Agriculture
NSW, outlining our disappointment in the 
decision made by the pest incursion decision
making group, the National Management Group,
to reject the pre-emptive eradication of Citrus
Canker in Emerald.

The Board is keen to maintain the integrity of
Australia’s high health/low pest disease status
and expand export opportunities. While the 
disease remains in Queensland, there is potential
that it could spread interstate and threaten our
$500 million industry.

Canker Surveys
Following completion of Canker surveys in both
South Australia and Victoria, the NSW Department
of Primary Industry will commence surveys on the
NSW side of the Murray Valley commencing on 
1 March 2005. The aim of the surveys is two-fold,
firstly to prove area freedom from the disease
and secondly, to inform trading partners that
the disease is confined to an isolated area 
within Queensland. It is anticipated the NSW
survey will be completed prior to Easter.

Strategic Plan
With the recent change in legislation and
resulting new focus of the MVCB, the Board 
is reviewing its Strategic Plan.

The Plan, together with details of current and
proposed projects will be discussed with citrus
producers at consultation meetings to be 
scheduled in May 2005.

John Tesoriero Chief Executive MVCB
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Wholesaler members of the
Melbourne Citrus Committee
have expressed concern at
the practice particularly this
season of withholding late 
season Navels in an apparent
attempt to manipulate the
market. The effect has been
the reverse of what was
intended.

When much of the fruit, which
had been in cool rooms, did
appear in the market it was
showing adverse effects of
cool room storage and was
competing with Valencias and
US Navels. To compound the
problem even further this
season, there were large
intakes of tropical and stone
fruit.

The end result has been that
the withheld Navels have
generally not achieved the
level of returns available in
October/November and their
later than normal presence 
in the market has had a
depressing effect on the
demand for Valencias.

The Committee strongly
advises the citrus industry
that before it embarks on this
course of action in future
seasons, it should liaise closely
with Wholesalers and their
customers.

Des McNamara can be 
contacted on: 
Telephone 03 5021 1890
Mobile 0419 131 883

Late
Marketing
of Navels
Concern
Expressed
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A well-attended forum was held at the Murray Valley Citrus Board
office on Wednesday, 1 December, 2004. The visit of DNE President
Greg Nelson, Mark Hanks (Director, Marketing, North America) and
Stu Monaghan (Sales Manager, Australian Program) together with
David Smith and Paul Dempsey  representing the Oppenheimer 
Group, the USA sub-agent, provided an opportunity for growers
and packers involved in US export to gather first hand information
about the past season and raise issues accordingly.

The hour-long presentation was clear and well prepared.

Key messages forthcoming were:

• Australian citrus has now gained an important foothold in the 
year-round supplies to American consumers with increased 
acceptance of fruit colour, taste, sweetness and consistent quality.

• ‘South Africa is catching-up in terms of the standards Australia 
has set.’ DNE, as the marketers of Australian citrus in the US, 
warned Australian growers to keep the quality up because South
Africa is not far behind in this regard, particularly as their quality
control improves. Australian citrus retains the best natural colour 
that is attractive to American consumers. As such, our product 
still enjoys a significant premium in the market place.

Mr Steve Allen, General Manager, Riversun opened the session and
addressed a number of issues from a Riversun perspective.
• He emphasised the impact of the movement of exchange rates 

on returns for 2004. (The high Australian dollar will pull down 
returns to Australian growers.)

• Overall, the increased number of pallets shipped caused no real 
concern.

• There was good growth in demand for lemons.
• Shipping volumes by region were consistent with previous years.
• The majority of citrus went by charter vessel; some Minneola 

tangelos were air freighted to capitalise on the market window.

DNE World Sales Australian program manager, Stu Monaghan,
stated that the 2004 season was outstanding. The colour, taste and
eating quality of Ellendales, Minneolas and Navels was exceptional.

He made the following points:
• Pre-season press releases and trade advertisements effectively 

got the Australian message out. This helped to determine what 
to move and when, avoiding a gap wherever possible.
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• Citrus is now competing with non-citrus items (melons, 
stonefruits etc). In terms of merchandising, the high number 
of advertisements moved the volume of fruit in a four-month 
season. This high number also reflected the total involvement 
of the US retailers in the sale of the Australian product with 
considerable dedicated retailer space being made available for 
citrus. ‘If we don’t have ads, we don’t move the volume.’

• A variety of strategies for in-store displays also provided effective
promotion. (These were identified in the accompanying visuals, 
to the presentation.) ‘Having a program with retailers in place 
enabled us to maximise the summer promotion and increase 
varietal sales. Consumer acceptance this summer was remarkable.’
(In-house writers/designers do the advertisements for the 
individual US retailers.)

• Air freight this year was a benefit to the program. ‘We were 
dealing with better tasting fruit to the consumer. We would 
consider doing this again as the eating quality of the fruit this 
year made it easier to sell.’

• ‘As the gap between the Australian and South African Navel 
quality closes, the only tool to keep our retail program ahead 
of the Republic of South Africa depends on advertising.’

Some other summary points:
• Australian citrus returns from US sales in 2004 were favourable 

compared to previous years, with increased volumes in Navels 
and Minneolas.

• The coming season, with a bigger crop of Navels, would be 
manageable. In terms of market demand, Navels remain the 
dominant variety with Minneolas second in consumer choice.

• Combined with this season’s excellent eating quality, there were
less condition problems. ‘Good rotation, very few re-pack problems
and limited decay. (Important to avoid re-pack problems as this 
impacts severely on returns to the grower.)

• There is a need to up-date food safety records for traceability in
terms of condition problems.

• More vessels with less volume was successful.
• Consideration of an extension at each end of the season.
• DNE has no control over exchange rates and how they affect 

the overall return to growers. Growers should look at it as a 
long-term investment and average the returns over a period 
of years.

• Some shipments this year did not go through the single desk 
marketing system. The consequences of this need to be considered.

Cont’d...

‘Perception in the US market place
is governed by colour. Quality was
good and the food tasted great this
year. Do it again.’

DNE World Sales President Greg Nelson, left and DNE Sales Manager for the Australian program, Stu Monaghan.

Riversun End of Season USA  
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Please Note:
Copies of the visuals from the DNE power point presentation are
available from Peter Morrish, Industry Development Officer, MVCB
for those interested.

These cover summary points, comparative graphs, promotional
strategy visuals, marketing influences etc, and give details and
specifics of the above general points.

E. Warhurst Compiler

Photo: Courtesy Sunraysia Daily
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Cont’d from previous page...

DNE President, Greg Nelson, concluded that he felt very enthusiastic
about the future of Australian citrus, particularly if Australian
growers concentrated on quality as the significant point of difference.
He commended all those involved from the Australian end.

Mr Kevin Cock, who introduced proceedings, expressed appreciation
to the representatives of DNE and Riversun in attendance for the
concise and professional presentation of the results of the 2004
season.

Fertigation Systems Seminar

The MVCB and NSW DPI held a very successful Fertigation Systems Seminar on 10 November 2004, at Mildura
Settlers, to inform growers of the different options available to them for fertigation systems.

Referring to what people liked most about the seminar 
responses included:
• Good sound information, hands-on presentations and trade 

displays.
• Grower case studies.
• Noting the actual steps farmers took.
• Grower presentations of different systems.
• Meeting with like minded people.
• Information came from a good cross-section of the industry.

Seminar books are still available form the Murray Valley Citrus
Board at 58 Pine Avenue Mildura or by phoning 03 5051 0500.

Peter Morrish
Cittgroup Co-ordinator / Industry Development Officer

Over 100 attendees heard from researchers and several growers of
the different options for fertigation systems and the questions that
should be asked when researching which system to use.

Growers attended from the Riverina, Riverland and the Murray Valley.
Sponsors came from around Australia, with WA and QLD represented,
as well as local agribusiness and equipment companies.

All attendees who completed an evaluation, were either satisfied 
or very satisfied with the day and information presented and all
reflected that they had learned something new.

Some grower comments regarding learning about new methods
included:
• It can be complicated so do your research.
• I came along knowing nothing about fertigation and I now have

a good understanding.
• There are different fertigation systems for various situations.
• I confirmed that a basic system can be made to work.

Grower comments on changes they will make to their orchards:
• In time I will go from flood to drip irrigation.
• The system I have is suitable for now.
• I will install a simple fertigation unit.
• I just need to fertilise a lot more.
• I will change my irrigation techniques.
• I currently use a drum/suction system. I will need to go up 

one level.

Presentation (A General Report)



Developing potential leaders in the citrus 
industry has been a goal of the Citrus Board 
of South Australia during the past two years.  
In conjunction with Horticulture Australia and
other sponsors, two courses have been conducted
by leading industries under the ‘Lead On’ Citrus
program.

The course aims to ‘provide learning experiences
which will enable stakeholders within the citrus
industry to reach their full potential and become
empowered to impact positively on the industry’s
future’. This is to encourage participants to
undertake leadership roles, whether as a
Cittgroup Co-ordinator contact in their region,
or right through to chairing industry groups 
and government liaison.

The MVCB has taken a positive view of the
course and encouraged local Industry Development
Officer, Peter Morrish, to participate to further
his personal development and to assess the
course for implementation in the Murray Valley.

Peter, along with12 other participants, attended
the first two days of the course at the Barmera
Country Club, with the aim of increasing his
skills via information and practice in:
• Public speaking
• Skills audit
• Personality style
• Communication
• Planning a project
• Learning partnerships

Liaison with industry representatives was 
undertaken through a panel which reflected 
different leadership roles within the citrus
industry and by way of a networking session
with professionals at a formal dinner.

Participants then had three months to work
through a project for the benefit of the citrus
industry. This incorporated the use of other 
participants as group support and individually
agreed mentors from within the community.

The final day in Adelaide in December involved
some review of the training days held three
months earlier and incorporated leadership and
effective meeting information. Participants then
presented the results of their projects to citrus
industry and government representatives.

Industry and Government representatives
included:
Karlene Maywald and Caroline Schaefer
- State Parliament of SA
Neil Andrew - Retiring speaker of the House 
of Representatives SA
Woolworths representatives
CBSA representatives
Richard Keightly - Berri Ltd
Peter Walker - Chairman Riversun
Ian Pickett - FarmBIS
PIRSA & SARDI representatives

Robert Mansell and John Tesoriero represented
the MVCB at both the formal dinner and project
presentation.

For his project Peter investigated: 
For budgeting requirements whether there is a
need for production statistics for: 
1 different varieties of citrus by age and 
2 in particular with reworked trees.
His initial findings will be published in a future
edition of Citrep.

Peter found the course extremely interesting
and informative and recommended the MVCB
make plans to conduct it in the Murray Valley.

Murray Valley Leadership Course
The MVCB has applied for funding from
Horticulture Australia to conduct the ‘Lead-On’
Citrus course for potential leaders within the
Murray Valley Citrus industry.  Any persons
wishing to participate, should contact Peter
Morrish at the MVCB office on 03 5051 0500.
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Citrus Leadership Development

9.00am - 5.00pm 
Sunday 27 February 2005

This annual event features
over 100 producers from
around Victoria, music and
dance on stage all day, cooking
demonstrations by well-known
chefs and kids activities.

It is a day out for families,
friends and food lovers who
were invited to ‘bring a 
blanket to sit on and a basket
to fill with the tasty goods 
on offer.’

Des McNamara, Field Manager,
MVCB holds the Harvest
Picnic in high regard as an
effective promotional 
opportunity for the citrus
industry.

‘The Board has presented 
at this event for a number 
of years. It provides direct 
grower and consumer contact
and the public reaction to our
presence, our product and
display has always been 
positive.’

Forty thousand people
attended the Picnic.

Des McNamara said that like
the Werribee Picnic last
November, members of the
Melbourne Citrus Committee,
Board members, growers and
their families were involved. 

‘By staffing the stand and
handing out samples, their
practical contribution is
extremely important to the
success of these ‘hands-on’
type promotions and is really
appreciated by the Board. 
My thanks to you all.’

Newsletter of the Murray Valley Citrus Board

The Age
Harvest
Picnic at
Hanging
Rock

1 Course participant, Peter Morrish (centre) with MVCB Chairman Robert Mansell and CEO John Tesoriero.  2 Participants in SA Leadership Course.

1 2
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The process was initiated a number of years ago after general 
consensus was achieved that this was the best way to go, instead
of relying on the grey trade into the future.

The formal process through HMAC / Biosecurity with ACG and
AHEA representatives, coupled with political representation, has
taken place. China has all the information requested from Australia
and they will make the decision. Further industry and government
representations are currently taking place.

Other actions outside the process risk muddying the water and may
actually delay a successful outcome. Furthermore, the protocols 
for shipments are the final crucial issue. Even though South Africa
has official entry, the protocols are unworkable and in need of
renegotiation.

Trusting we do gain entry and workable protocols are established
prior to the 2005/06 marketing year, coupled with an agreed 
marketing plan into that market.

NJ Eagle Chairman Mid-Murray Citrus Growers Inc.

Currently, the analysis of the fruit set for the 2005/06 crop is
underway. Apparently, the heat wave in Sunraysia prior to Christmas
at the crucial setting period has dampened-off what was promising
to be an on-crop year. Even so, it is likely the crop will be up over
all districts this season.

Once again, a Marketing Forum will be conducted at the Annual
Citrus Conference on Tuesday, 8 March 2005 in the afternoon 
following the ACG Inc Annual meeting. The AHEA will conduct the
Forum this year and arrange for the guest speakers.

It is great to see our exporter body actively working with ACG Inc. in
progressing these most vital discussions on the best way to market
our product - hopefully, by progressing the basic fundamentals of 
a marketing plan into our Asian markets.

There has been much hype and hot air expended on the vital issue
of our achieving official access to the China market. There has been
a mistaken belief that the official process can be circumvented. 

from Neil Eagle

EJT PACKERS

Contact DAVID 03 5027 6201 (BH)  0438 004 498 (AH)  or  JOHN 03 5027 6201 (BH)  03 5022 8645 (AH)
Facsimile 03 5027 6346   Email ejt@hotkey.net.au

PROGRESSIVE PACKERS OF ALL CITRUS AND AVOCADO VARIETIES • SUCCESSFUL MARKETERS IN BOTH DOMESTIC AND
EXPORT DESTINATIONS • STRONG ALLIANCE WITH OTHER LEADING AUSTRALIAN EXPORTERS • LONG TERM RELATIONSHIPS
WITH IMPORTERS AND HAVE MARKET REPRESENTATIVES APPOINTED IN MAJOR MARKETS • AQIS PHYTOSANITARY
ACCREDITED EXPORT ESTABLISHMENT • QUALITY CONTROL BY OUR QUALIFIED INSPECTION STAFF FOR ALL AQIS
APPROVED DESTINATIONS • HACCP ACCREDITED TO INTERNATIONAL STANDARDS • INCREASED DEMAND FOR OUR
BRANDS OF CITRUS AND AVOCADOS REQUIRES AN INCREASE IN OUR GROWER SUPPLIER BASE TO ADEQUATELY SERVICE
OUR CUSTOMERS • SYNERGIES WITH ELDERS LIMITED AGRI-TECH TEAM

ARE YOU TOTALLY SATISFIED WITH YOUR
PRESENT PACKERS AND MARKETERS? NO?

PT
Y 

LT
D

‘The Competitive Alternative’
PROUDLY OWNED AND OPERATED BY THE BAILEY FAMILY SINCE 1983

THEN GIVE US THE OPPORTUNITY TO PROVIDE YOU WITH A COMPARATIVE RETURN FOR YOUR FRUIT. WE WELCOME YOUR ENQUIRY.



SunRISE 21 through SunRISE Mapping has continued in 2004
to work with the Murray Valley Citrus Board on the development
of the detailed mapping and database system which provides up
to date spatial information to improve planting statistics and
industry planning. Following the success of this system over
several years, it is now being implemented nationally by the
Australian Citrus Growers as the ‘National Plantings Database’
project - with SunRISE 21 acting as consultants for the project.

SunRISE 21 mapping and information products are based on
Geographic Information Systems (GIS) technology.  GIS enables
capture and storage of data in a spatial, digital format. This greatly
enhances the ability to integrate and analyse data from different
sources and to more effectively present information outputs.

SunRISE 21 has developed a unique set of data sets for the Sunraysia
region comprising orthophoto imagery (digital, scale accurate 
aerial photography), digital elevation modelling, contouring and
detailed mapping of irrigated horticulture. These data sets are 
fundamental in supporting the coordination of spatial information
development within Sunraysia and in providing a foundation to
integrate other data sets for social, economic and environmental
assessment and monitoring.

Crop Report - Irrigated Horticulture of the Lower-Murray Darling
1997 to 2003
The important news for 2004 from SunRISE 21 is the release of 
the latest Crop Report published in July 2004 titled ‘Irrigated
Horticulture of the Lower Murray-Darling 1997-2003’.  The Report
available in hard copy and CD format includes comparisons
between 1997 and 2003 detailed crop data collected painstakingly
over many years, and corroborated through aerial photography and
conversion to orthophoto imagery. The resulting Report features
detailed mapping of irrigation along the Murray River (from Barham
to the South Australian border for citrus properties), and along the 

Darling River from Pooncarie to Wentworth.  It includes valuable
information on changes in irrigated areas, irrigation methods, crop
types, crop varieties, and crop use.

Development of the previous reports has been a major undertaking
led by SunRISE 21 and has involved seeking funding support from
a range of industry groups including MVCB and regional organisations.
SunRISE 21 is now in the planning phase for continuation of the
project to produce 2006 aerial photography which will provide
updated imagery for property plans for growers.

Cont’d...
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SunRISE Mapping

Newsletter of the Murray Valley Citrus Board

Murray Valley Citrus Region - Page3 (Extract from 2003 Crop Report)

Regional Changes - Page 4 (Extract from 2003 Crop Report)
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Value of Grower Input
Grower feedback to MVCB via the annual registration process feeds
into a regional system which provides information for planning and
management for water and other industries, and contributes to the
overall regional crop database developed by SunRISE 21. The value
of the information provided by growers is reflected in the detailed
regional data contained in the SunRISE 21 Crop Report as shown
in the example above.  It should be noted that all individual property
information is held in confidence, with details being aggregated
across the region.

Following a meeting late last year between members of 
the Melbourne Citrus Committee and representatives of the
Department of Youth Sport and Recreation, several peak 
sporting bodies have been contacted by letter with offers 
of sponsorship, if certain criteria are met. The emphasis at 
this stage is on junior sporting activities.

Already, the Committee has had positive responses. Netball
Victoria, Football Victoria, Athletics Victoria and Volleyball
Victoria are among those anxious to develop a working 
relationship with the Committee in promoting the consumption
of citrus. Details as to the form these promotions will take are
yet to be finalized.

The Citrus Committee aims to have as many as possible of these
programs up and running for the upcoming season.

If you are aware of a sporting or recreational organisation, 
particularly juniors, who would like to develop a partnership with
the Citrus Committee to promote the consumption of citrus
fruit, please contact Des McNamara on 
Telephone 03 5021 1890 or Mobile 0419 131 883.

Citrus planting comparisons 1997 - 2003 Page 30. (Extract from the 2003 Crop Report)

Promotion of Citrus 
Through Sporting 
Bodies
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Cittgroups and the Industry 
Jeffrey Colson, a young citrus grower who lives in South
Wangaratta, drives a six-hour round trip to attend Cittgroup 
meetings in Barham and rarely misses one. His mother, Margot
generally travels with him. Jeffrey values the Cittgroup opportunities
as there are no other citrus growers in his region. He makes the
following observations:

“Not living in a major citrus area makes the role of Cittgroups even
more valuable to me. The information and technology transfer that
has occurred through Cittgroups has equipped me with many skills
and the means to look at new technologies in order to be a 
competent citrus grower. They include many and varied skills such
as topworking, grafting, pruning, thinning, fertiliser application,
hormonal application, appropriate harvesting techniques and 
integrated pest management. Some of the technologies brought 
to the orchard through field days provided by Cittgroups include
the selection of new "evaluated" varieties and the adoption of an
open hydroponic system in the orchard to maximise the efficiency
of nutrients and water application. 

I have been fortunate to be involved in the industry at a time
when there are many helpful people who have offered good sound
advice to help me get established. In particular, those people at

Barham who also marketed my fruit and made me so welcome. 
It is a monolith of an industry, but this helps make it very dynamic
and able to change in the future.

The industry should be very proud of the huge advances made 
in the last thirty years. Firstly, in making technology available to 
co-exist sustainably in the environment. In particular, in irrigation
systems that maximise the efficiency of water and nutrient 
application and minimise ground water and nutrient runoff. As well,
the reduction in use of pesticides, through integrated pest 
management. Secondly, in the development of export markets to
assist in bringing foreign currency to our shores and help service
our balance of trade. Finally, in the ability to access varieties from
all over the planet and over time bring improvements to the 
consumer, for example seedless fruit and improved flavour. 

But there is no doubt, there will be many more highlights and
challenges for the industry ahead.”

Jeffrey Colson



As well as a grower and industry leader, he was always involved in
the community, serving for 16 years as President, Gol Gol Parents
and Citizens Association. The name Harry Walker was also 
synonymous with district shows with a total of 12 years involvement
with the Wentworth Show Society and a number of years with the
Mildura Show Society. Harry Walker served six years in the army.
He fought in the Middle East and was taken as a POW in Java,
spending considerable time on the Burma Railway before finishing
up in the mines in southern Japan.

‘I had been in Mildura prior to the War and always believed there
were great opportunities here to settle and get established in 
horticulture. I had good friends in the Holdsworth family in Red Cliffs
who recommended some suitable citrus ground that was coming
available across the river from Red Cliffs. (Now called Monak, NSW.)

A Private Soldier’s Settlement block meant putting in your own pump
and irrigation system (some two kilometres of pipe lines). It was all
done by the shovel," Harry said.

Mr Walker operated the property for some 28 years and in 1983
retired out of everything. (The property is currently in the hands of
his son Ken. His other son Ron, has a property at Dareton NSW.)

Harry is a former Chairman of the Sunraysia District Citrus 
Co-operative Society Ltd, the NSW Murray Valley Marketing Board
and the Citrus Management Company. He was Vice President of the
Australian Citrus Growers Federation for six years and President for
three years. The Mildura Citrus Co-operative Association was the
management organisation in the late 1940s. The Central Council
Members were growers and packers.

The Mildura Citrus Co-operative Association was affiliated with 
the Murray Citrus Co-operative of South Australia and operated
conjointly with the Federal Citrus Council of Australian in 
advertising, export and official publications. It also operated with
the Australian Citrus Growers Federation which handled matters 
of interest to the whole industry across the Commonwealth.

The official trade brand was the "BIG 4", where four packing houses
combined to market their fruit.

The IPC Group and the Mildura Co-op Padlock brand were not
members of the BIG 4. (There were also a number of other local
brands at the time).

Riverland was used as an export brand as well as a general over-riding
brand for good quality fruit forwarded to the Melbourne and
Sydney markets.

‘South Australia was further advanced than we were in terms of
administration and was the dominant state with regard to fruit
quality. 

When Mildura Leng Navels came onto the market, the retailers
sold them as South Australian oranges as Victorian consumers
believed the best fruit came from South Australia.’

(Years later, the Association’s name was changed to the Sunraysia
District Citrus Co-operative Society Ltd).

‘We relied on good, conscientious growers to make available
approximately 33 per cent of their fruit to fill export markets,
regardless of what the local price was paying.

Mr Walker related that the best land for citrus was deep sandy
loam watered by furrow irrigation five to six times a year.
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Mr Harry Walker - doing what he did best, promoting the citrus industry, Griffith, 1982.

Mr Harry Walker
'Who is marketing our fruit? We must try to get growers back 
to marketing to make things happen and get value for money.’

Mr Harry Walker was a citrus grower for about
40 years. For 30 of those years he was also a
delegate on various industry organisations.



After World War II there were many changes with different 
techniques in irrigation, and the use of better rootstocks enabled
land that was marginal to become prime areas for citrus and large
plantings began. Citrus exports increased with New Zealand being
the main importer.

Prices and quantity were set on a yearly basis. Other markets at
the time for very good quality fruit were Singapore, Hong Kong,
Philippine Islands, United Kingdom, Canada and Scandinavian
countries.

Export markets take time to develop. It was about 1963 when the
first trade delegation from Japan visited Australia and they spent
considerable time on my property gaining a favourable impression.’

(In 1982, the Deputy Prime Minister and the Minister for Trade and
Resources made a joint statement that Australia would be in a
position to commence exporting oranges to Japan.)

‘As Chairman, SDCCS at the time, I was convinced that Statutory
Boards based on the model of the Central Coast Board (NSW) would
assist the industry to prosper and remain competitive in all markets.

‘It was a huge task to get support from all the grower organisations
along both sides of the River Murray down to Cobram. Growers
eventually voted in favour of Boards on the condition they be in
the control of elected growers.

A NSW and Victorian Board was formed. Both Boards sat around
the table together and this made sure everyone knew what was
happening.

"The Management Company was formed and ran under the
Companies Act. This meant that you could do things which you
could not do under Statutory legislation.

The growers never wanted to be governed by Boards. As a result 
of the formation of the Management Company, the Board did not
control or market any fruit. The control here was retained by the
growers. It was a requirement that all growers take out shares in
the Management Company; therefore, the growers owned the brands
and not the Board, giving us the best of both worlds in the 1970’s.

Our main objectives were to project sound marketing policies and
to maximise grower returns. To achieve the best results, promotion,
advertising and quality control were essential.’

The Citrus Board’s three main responsibilities were to collect levies
from all growers, maintain statistics and set market prices. After
growers signed agreements with the Boards, the fruit was divested
back to the growers to market through organised channels. This was
a somewhat complicated process where the Board set the prices,
but only after recommendations from the Citrus Management
Company who had a designated pricing committee.

Regardless, the growers virtually set the price, and that is how it
should be.

The levy was set at five cents per case. Two cents or 40 per cent
went to the Boards for administration purposes, three cents or 60
per cent went to the Citrus Management Company to promote and
market all the fruit.

The Management Company invited major Victorian South Australian
and NSW packers to become directors of the company. As a result,
sound marketing policies were instigated, resulting in very profitable
returns to growers.’

Harry considers that another plus for the industry was the 
establishment of the Fruit Industry Sugar Concession Committee
(FISCC). As a consequence, an agreement between the Government,
the sugar industry and the processors was formed. The price was
set yearly for factory fruit and processors could claim a rebate on
the sugar used by paying growers the set price.

‘The grower representative on the committee was Michael Keenan
and his good work was very much appreciated by growers.

In 1983, the minimum price for Navels was $108 per ton and $128
for Valencias delivered to capital cities. ($300 - $400 would be a
reasonable return now).

Orange juice containing at least 25 per cent local juice was exempt
from sales tax. This gave the industry an advantage over the soft
drink manufacturers.

The exemption was withdrawn after I retired as President, Australian
Citrus Growers and I believe it was a big loss to the industry.’

Throughout our discussions, Harry Walker’s strong emphasis was
on the importance of marketing and promotion and the structures
and processes that underpin these endeavours.  

In this context, he was one of the first to campaign to establish 
a citrus marketing board and has some interesting observations,
comparisons and comments to make as a result.

The voluntary system wasn’t fair and you can’t give too many 
people a free ride. The current Board is now out of the control of
the growers and this is a crucial difference to earlier times. Where
is the grower’s voice at present as their input is absolutely essential
to manage change?

The industry leaders must show leadership. There is no room for a
comfort zone.  Growers tell me the industry is dead. The industry is
not dead; it is only in a self-induced coma waiting for a change in
direction.

One suggestion would be to retain the Board, but with a very
reduced operational budget, and the majority of the money directed
to marketing as it was in the past. The task is not an easy one, but
if you want to retain a good citrus industry you have to get up and
work for it.

In the 70’s the industry was good, but the only way to recapture
the good years of the 1970’s is to be more aggressive in pushing
promotion and marketing. You have to make things happen to get
value for money. The industry is waiting for direction and it has 
to change as Government policy changes in the way any other
successful business is required to.

Industry promotion and advertising is essential. Currently, the
importance of fruit and vegetables in the contemporary diet is 
well publicised and consumer interest is high.

Cont’d...
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A Proud Citrus Promoter



Mr Harry Walker A proud Citrus Promoter Cont’d...

The nutritional value of oranges is a promoter’s dream. With a good
crop of Navels being forecast this season, marketing plans should be
underway by now. An opportunity missed is an opportunity lost and
citrus growers cannot afford this.

Good marketing makes things happen. Past consumer surveys
proved advertising increased consumption. Individual packing house
marketing is not the way to go and it is putting the industry back
50 years. National promotion is always difficult unless the State
authorities get their act together.

Local growers are concerned with what to do with the predicted
bigger crop of Navels this season. Good marketing brings about
higher consumption, greater demand and better returns to the
grower.  

In my time, it was essential to have active grower groups conveying
their concerns and recommendations back to the marketing
authority. To achieve this, meetings were held twice a year in all
twelve areas along both sides of the River. To save time and money,
three meetings per day were arranged.

A change of Government brought alterations to the Tariffs Board.
Also, frozen concentrated orange juice was imported that had a
well documented detrimental effect on the market.’

Harry Walker believes that it was fortunate and timely for the citrus
industry that Mr Hugh Cope was appointed General Secretary of the
Australian Citrus Growers. ‘He was highly respected by all sectors
and had the ability to unite all the Boards and grower organisations
from all States. In this regard, Hugh Cope filled his position
admirably when the industry was going through a difficult period.

The tariff protection support the Government approved was probably
more than was required at the time. A lighter crop followed and 

prices reached $200 per ton for factory fruit in the mid 1970’s. This
resulted in increased plantings Australia wide. (Big companies were
established in Nangiloc/Colignan, for example). It was a bit like
what happened to wine grapes later on.’

Harry Walker handed his property over around 1980.

‘You are never short of a job to do on a property, and up until three
years ago, I would go out and do some grafting. However, this was
pretty light and was mainly for exercise. But, I still go out to see
what the boys are doing.’

Harry looks back on his forty year involvement with a sense of 
satisfaction.

‘I took pride in being a grower and it was good life. However, I remain
very concerned about the current impact of some of the decisions
our industry leaders should have made in the 1980’s. These are
causing the problems now. 

However, the industry only has a future if there is a change, as I feel
it is too negative in it’s current approaches. When you are convinced
your thinking is on the right lines, you can always get your message
through. The question I would ask is that, with legislation prohibiting
the current Boards from many forms of marketing, are growers
getting value for money and what is the benchmark to measure
the Board’s performance as a result?’

It was a pleasure to talk with such a well-informed citrus practitioner
and industry leader who gave much to the industry and the networks
that supported it. His is certainly the voice of experience and Harry
can look back on his significant contribution with deserved pride 
in his achievements.

E. Warhurst Compiler
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Cittgroup 2004 Photos (see article next page)
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1 Steven Falivene discussing orchard requirements in the field with Barham Growers.   2 Growers and Agribusiness representatives discussing outcomes of Cittgroup meeting.
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Topics covered at Cittgroup Meetings during 2004 were:
• Fruit Sizing Trials
• Afourer Mandarin - overseas review
• Harvest 2004 season update
• Ralex trial results
• Current and new Citrus Projects in the Murray Valley
• 2004 USA export season preview
• GA Trial inspection walk
• South African fertigation methods
• Israeli Citrus overview - Professor Goldschmidt
• Japanese maturity testing research
• Pest awareness and control
• Chemical Use - Get it right - Victoria
• Varietal research trial results
• Topworking, budding and grafting demonstrations
• Citrus phenology and the 3 F’s (flushing, flowering and fruiting).
• Introduction to fertigation systems.

International
South Africa - Fertigation
Japie Kruger spoke to Cittgroup meetings throughout Australia on
South African fertigation systems methodology. His presentations
were funded through the National Cittgroup programs contingency
fund utilised to bring recognised speakers to as many Cittgroup
regions of Australia as possible. Fertigation was a very hot topic
during 2004, with many meetings covering the different methods,
ensuring growers were presented with the many different options
available to them.

Israel - Crop Regulators
Professor Goldschmidt’s visit was co-ordinated through Steve Swain
from CSIRO at Merbein, with funding from CSIRO and the MVCB.
The presentation covered the history of the citrus industry in Israel
with their current issues/problems and the use of plant growth
regulators in citrus production.

Japan - Maturity Testing
Darren Morrow from NSW DPI at Griffith presented the results of
his visit to Japan, where he viewed research into maturity testing
equipment and how fruit was marketed after testing.

Phenology
Cittgroup Co-ordinators around Australia are aiming to deliver 
presentations based on the phenological stages of citrus trees rather
than calendar months of the year. This ensures growers gain a
greater understanding of the different stages that trees and fruit
go through and the timing to manipulate the different components
of the trees for greater returns.

Andrew Krajewski visited the Murray Valley in late November. His
topic, Citrus Phenology and the 3 F’s (flushing, flowering and fruiting)
was an overview of the different phenological stages and how they
can be manipulated. It brought together information from many
previous meetings in one presentation.

Research
Ralex trials and crop regulation/sizing research trials continue to
provide information to growers. This is extremely important for an
understanding of how the chemical manipulates the tree and the
results obtained when it is applied correctly.

Pests and Chemical Use
With greater emphasis on integrated pest management (IPM), 
Pest Awareness is a meeting topic presented annually, to inform
growers of the latest pest research monitoring and control results.
Of increasing importance is the correct use and recording of 
chemicals applied within the orchard. This is managed by applying
the appropriate registered chemical at the right time and rate and
well before harvest, so there is no violation of withholding periods
for marketing.

Grower Feedback
Evaluation of Cittgroups has highlighted the following comments
from attendees:
- Information was very well presented with full explanation of 

citrus production.
- Cittgroups are very important – please continue the same.
- Information presented is very useful for me to pass on to packers 

and growers.
- Great information, really highlighted the risks involved and the 

need to record everything.
- Great hands-on demonstrations.
- Cittgroups are the only way to learn in this region.

Funding & Management
Murray Valley Cittgroups are managed through the Murray Valley
Citrus Board. Funding comes from citrus grower levy funds from
Horticulture Australia through the national co-ordinator of
Australian Citrus Growers. Peter Morrish is the Murray Valley
Cittgroup Co-ordinator and can be contacted on 0407 325 934.

Anyone in the citrus industry is welcome to attend meetings.
For meeting information please contact the Murray Valley Citrus
Board to receive Cittgroup notices via email or fax. The MVCB
office telephone number is 03 5051 0500.

Peter Morrish Murray Valley Cittgroup Co-ordinator

Cittgroup 2004
Eighteen Cittgroups were conducted in 2004. There were fewer meetings than in 2003 due to the
2004 Australian Citrus Growers Conference conducted in Mildura in April 2004. Research information
was available to growers throughout the Conference.
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The late summer period is another critical
stage where poor irrigation management can
have a negative effect on fruit size and yield.
The following points should be considered
when irrigating citrus during this period;

• Accurate soil moisture monitoring this season
has shown that for many irrigators it is 
becoming increasingly difficult to achieve
adequate depth of penetration of watering, 
regardless of irrigation volumes applied. This 
has been observed in all types of soils and 
irrigation systems. As a result irrigators are 
now looking at ripping or applying soil 
additives such as gypsum and various 
manures. These management practices are 
being applied with mixed success and further
research is required. Simply digging in the 
active rootzone of the crop following irrigation
can indicate if adequate moisture penetration
is occurring on your property and whether 
action in needed.

• During the period from February - March 
water demand becomes greater from the lower
part of the rootzone. This further emphasises 
the importance of ensuring that irrigations are
filling the soil profile during this period. 
Adequate penetration over the whole of the 
profile will also encourage a healthy and 
active rootzone. Adequate subsoil moisture 
also helps to safeguard against crop damage 
during extreme heat periods.

Considering Upgrading to Drip Irrigation?

Many citrus irrigators are looking at drip 
irrigation. Success on soil types previously
considered too shallow for drip, proven water
savings and the ability to fertigate are among
the main reasons to upgrade. If looking to
upgrade your irrigation system it is important
to consider the following;

• The best period for conversion to drip is 
normally straight after harvest, particularly 
for citrus varieties harvested in autumn,  
winter or early spring, as this gives the trees 
extra time to adapt to the new irrigation 
system without a crop to support. The 
July-August period is ideal. Successful 
conversions have occurred during less than 
ideal periods, with trees carrying heavy crop 
loads, but in these situations the risk of 
problems occurring is much higher, particularly
if early heatwaves occur.

• Consider the possibility of harvesting spring /
summer varieties (eg late Navels) earlier prior
to conversion.

• Set the system up with the ability to fertigate
immediately, and apply ample nitrogen and 
phosphorus to encourage root development.

• Assess and correct root problems such as 
compaction under the tree and nematodes 
prior to conversion.

• Adopt appropriate irrigation scheduling 
immediately with the new system. A common
practice in Sunraysia is to lay soil moisture 
monitoring cables in the irrigation trenches 
at the same time as the irrigation upgrade.

Upgrading an irrigation system can be 
complicated and time consuming. It needs 
to be done correctly to be successful, and as 
a result it is very important to start planning
early. Some things can be done now, such as
carrying out a soil survey (while demand is low
from vineyard developers), and approaching an
irrigation designer to begin preliminary design
work.

Jeremy Giddings Irrigation Officer
NSW Department of Primary Industries
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On 1 December, 2004, a 
deputation from the Murray
Valley Citrus Board and the
Sunraysia Citrus Growers Inc,
met with The Hon Mark Vaile,
Minister for Trade to discuss
market access for citrus to the
People’s Republic of China.

The Minister advised them he
was aware of industry concerns
and also advised that officials
from the Department of
Foreign Affairs and Trade, and
Department of Agriculture,
Fisheries and Forestry were
working on this issue as a high
priority.

On 28 January, 2005 The 
Hon Warren Truss, Minister 
for Agriculture, Fisheries and
Forestry was advised by the
MVCB and Sunraysia Citrus
Growers Inc that official 
market access to China is
essential and urgent prior 
to the 2005 Navel season.

The respective organisations
also requested an update on
market access to China since
the discussions with Minister
Mark Vaile in early December,
2004. Milestones were outlined
highlighting that the citrus
industry needs a position
indication by May, to allow
for seasonal preparation (eg
shipping space booking, carton
orders etc). If access is not
going to occur, then the citrus
industry needs to know as
soon as possible, and not later
than mid-March, to allow
growers to prepare for a very
difficult season.

Peter Crisp Chairman
Sunraysia Citrus Growers
Inc.

Irrigating Citrus 
in Late Summer
and Upgrading to Drip Irrigation

Market
Access
- China
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Export Market Access

Australian Citrus Growers (ACG) devotes a considerable amount 
of resources to export market access, development and intelligence. 
A number of strategies are employed on behalf of our grower
member organisations including:
• Representation on Horticulture Australia Limited’s (HAL) 

Horticultural Market Access Committee, which prioritises 
horticultural export market access requests for the Australian 
government to progress, as well as it’s China working group.

• ACG’s market access technical team visits Canberra at least 
twice a year to progress citrus export access priorities and 
provides advice on import requests.

• Host international delegations and participate in delegations 
overseas. In 2004, we assisted in hosting Thailand, Taiwan, 
South Korea and China quarantine delegations and participated 
in the Aust-China Horticultural Forum in China as well as the 
Aust-China Agricultural Forum in Melbourne.

• Participate in trade/tariff negotiations coordinated by HAL. For 
example, Thai and US Free Trade Agreements (FTA) - citrus tariff
elimination or phase-down commencing this year, upcoming 
China, Malaysia and ASEAN (Association of South East Asian 
Nations) FTA’s.

• Supporting and utilising Export Efficiency Powers.
• Web-based export market intelligence system; weekly world 

news update.
• Fostering alliances with South Africa and South America.

Access to China

ACG put forward a proposal to industry to seek official access to
China in 1999. This was met with some trepidation. Despite this,
ACG (knowing full well that quarantine access takes many years)
prepared a full submission to HAL’s Market Access Committee. 
It was approved as a horticultural priority together with mangoes.
The Australian Government’s quarantine policy agency commenced
work on the citrus request in 2000.

ACG continued to work with the Australian Government and HAL
on this access request which included participation in a Ministerial
visit to China in 2003. In 2004, China granted access to Australian
mangoes and we believe that access for Australian citrus will follow.
ACG have planned further lobbying activity during February including
a meeting with Agriculture Minister Warren Truss.

Negotiating Quarantine Protocols

ACG has worked with the Australian Horticultural Exporters
Association (AHEA) and the Australian Government in assuring 
the most practical quarantine protocols possible. This is a difficult
and drawn out process, particularly with countries having tough 
quarantine laws such as Japan and South Korea together with 
the strict rule of government to government negotiations only.
Australia also has tough quarantine laws (which we fully support)
and applies them accordingly. 

US Single Importer Arrangement

The United States (US) single importer arrangement has served the
industry extremely well over the last 12 years. This has seen volumes
grow - with a record set in 2004! It is the only market where we
have coordinated marketing and charter shipments direct to large

retail customers. ACG is conscious of the need to continually review
this arrangement, however ACG believes the current system required
by the Australian Government is unreasonable. It includes annual
reviews, three year reviews and ten year reviews. A comprehensive
third year review has been drafted and is awaiting finalisation. 
This process was overviewed by a committee consisting of an 
independent Chair, and an Australian Government and HAL 
representative, supported by an industry reference group (two
growers, two exporters). The committee and terms of reference were
both appointed and approved by Agriculture Minister Truss. This
committee tendered for and appointed the independent consultant
to conduct the review. It is a totally independent and transparent
process. More information is available on HAL’s website - visit
www.horticulture.com.au.

Any statements regarding loss of markets for Australian citrus due
to failure to supply US military contracts will no longer be tolerated.
The US Defence Logistics Agency confirmed last year that they do
not contract for supply of Australian navels for the US defence
force based in US. They only contract food supplies for US bases 
in other countries, such as South Korea and Japan.  

Industry Structure

The Australian citrus industry is served well by its grower organisations
and state statutory boards, culminating in the national peak body:
Australian Citrus Growers (ACG). It is sometimes even envied by
other horticultural industries! This is not to say that constant
improvement cannot be achieved - and all regional, state and
national organisations strive to work together in a more united
way. There have been many changes over the last few years 
- some arising from the need to improve and others from National
Competition Policy reviews.

ACG member organisations commenced the task of the ACG review
five years ago. This resulted in a new Constitution, structure,
strategic plan and office location which was finalised by 2002.
During a similar period some state governments commenced a
review under National Competition Policy guidelines on all statutory
organisations including the Murray Valley Citrus Board (MVCB),
Riverina Citrus (RC), Citrus Board of SA (CBSA) and Queensland
Fruit & Vegetable Growers (now Growcom). CBSA is the only one
left in that process - due to be completed by July 2005.

The outcome of the reviews has resulted in how ACG interacts
with the Boards, including funding arrangements. The Boards 
can no longer be direct members of ACG (due to the agripolitical
nature of some of our activities) and funding has been modified in
those regions. Murray Valley citrus growers are represented on ACG
by Sunraysia Citrus Growers (SCG) and Mid-Murray Citrus Growers
Inc (MMCG). Voluntary grower contributions are received by ACG
via the packinghouses and MVCB. ACG provides information to
SCG, MMCG and MVCB on a weekly basis and direct to growers
via Cittgroups Australia (a national project instigated and managed
by ACG), Australian Citrus News, and Citrus Insight (to name a
few) as well as reporting at Annual Conference and a publicly
available Annual Report.

Most of this information is also available from ACG’s website: 
www.australiancitrusgrowers.com

Judith Damiani ACG Executive Director

A National Perspective



DISCLAIMER No responsibility or guarantee is given or implied for any actions taken by individuals or groups as a result of information contained within this publication, and no liability will be accepted 
by the editor, or by the MVCB, for any loss resulting from any such use.
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The task set for growers was expected to, and will certainly take 
20 years to complete. In 1990 the most successful properties were
80% Valencia and 20% other varieties. The effect of the trade 
policy discussions was to make the most successful property 20%
Valencia and 80% other varieties. In order to achieve this success,
growers would be required to spend 20 years retraining themselves
and restructuring their properties on little if any income. No other
Australian worker would accept such terms, for we have been
asked to work for 20 years without real income, just to keep our
jobs!  Now at about the halfway mark in this process, Canberra is
beginning to believe the industry for a number of reasons.  

Firstly, it is now apparent that industry leadership has credibility;
what we said would happen is happening, or already has!  Secondly,
rural Australians are at a peak in the political cycle and all parties
want to establish credibility in rural electorates.

As a result of this, Government has agreed to a Productivity
Commission Enquiry into the effect of imported FCOJ and imported
fresh fruit on the Citrus Industry.

At the time of writing, the terms of reference have not been
finalised. As everyone knows, to get the right answers you must 
ask the right questions. The terms of reference are an important 
milestone in the credibility process for this inquiry, as is who will
be on the inquiry. For the next credibility milestone to be passed
some or all of those who are appointed commissioners should have
an understanding of the citrus industry.

A fair question at this time is why a Productivity Commission
Inquiry (PCI)?

SCG Soapbox

Citrus industry experience with the Productivity Commission is 
limited. However, the Pork Industry was the last primary industry 
to have such an inquiry.  They were able to establish via the PCI
that harm had been done to their industry by cheap imports and
were awarded a restructure package.

What the citrus industry will have to do over the next 5 months 
is to prove our case. Something every grower would take as ‘a
given’, following the decline in our real incomes over the last
decade. Proving the case I expect to be more difficult, as we take
"real life" into a courtroom type environment of a Commission of
Inquiry. If, or when we prove our case, an expected result would be
safeguard tariffs and/or quotas, or a restructure package.

SCG would prefer tariffs and/or quotas. However, as the politicians
in Canberra are still level playing field disciples, a restructure package
is more likely. If we can prove our case then citrus growers can feel
personally vindicated, the decline that has beset our industry is not
the fault of farmers. Ten years ago we could hold our heads high,
now we walk heads down looking for coins on the footpath.

I wish you all a smooth and profitable winter season and thank
CITREP for the opportunity to contribute. 

Peter Crisp Chair SCG

When Governments, in the late 1980’s reduced tariffs on imported frozen concentrated orange juice (FCOJ) they
refused to believe the industry warnings and predicted consequences of this action. By the mid 1990’s growers
were protesting in Canberra.  


