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who attended a new perspective on the 
Asian markets and your attention is drawn 
to the comprehensive report on the study 
tour later in this edition of Citrep.

Following an industry needs analysis, which 
included broad industry consultation, 
CITTgroups Australia will cease to exist on 
the 31 December, 2009, to make way for 
a new industry development model. This 
will see the appointment of a National 
Industry Development Manager. Citrus 
Australia believes the new model will build 
stronger national and regional programs 
that are tied to key industry priorities in 
the areas of export and domestic market 
development and promotion, information 
management and communications. It aims 
for a greater collaboration between Citrus 
Australia and regional groups. The MVCB 
will now need to fund the co-ordination 
of regional activities through a Voluntary 
Contribution from HAL.

The Board continued its strong role in 
driving domestic promotions both locally 
and within regional Victoria. The traditional 
and new initiatives in this regard have 
received increased publicity and widespread 
commendation, establishing a sound basis 
for expansion in the future.

In balance, the next twelve months will 
see the Board continue to focus on core 
issues such as fruit fly management, 
domestic promotions, improvement in 
market access requirements for the 
Japanese market and a concentration 
on citrus grower activities.

               Cont’d on page 2...

The region’s greatest achievement for the 
year was the granting of seasonal access to 
Japan from July to December. This assisted 
markedly in seeing Japan as the best export 
market for growers this season. In general, 
export markets have been difficult, so it 
was even more important to achieve success 
in the Japanese market.

Playing a vital role in the management of 
Fruit Fly remains a major priority for the 
Board as this enables us to continue to 
negotiate for better market access in the 
future.

The development of the Board’s Strategic 
Plan was also a significant and well-planned 
achievement. This important document 
outlines the priorities and implementation 
processes across the life of the current 
Board.

There was a pleasing spirit of co-operation 
and interest during its formation with a 
concentration on regional grower and 
consultation meetings. Overall, the Strategic 
Plan will continue to have a high focus 
on the provision of services to growers as 
well as concentrating on such regional 
industry issues as market access to new 
and exciting export markets.

It is pleasing to note that CITTgroup 
activities and grower information sessions 
continue to be well attended and 
appreciated by growers. The most popular 
have been on-farm sessions and the water 
outlook forums. This year, funding was 
obtained from HAL to assist growers to 
attend Fruit Logistica in Hong Kong as 
well as a visit into China. This gave those 

Jan Denham

Chairman’s Report

This year has been a busy one and it is worthwhile reflecting on the MVCB 
activities and achievements over the first year of the current Board.
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Chief Executive Officer’s   Introductory Comments

important export markets as well as a 
strong foundation to argue for access into 
new markets. Of course, there is the ongoing 
concern with water allocations and the 
environmental considerations within both 
Federal and State governments.

What are the biggest challenges facing 
the industry currently?

In addition to those previously mentioned, 
we have seen some of our markets impacted 
upon by the importation of citrus from 
other countries which has had a negative 
effect on prices and returns to growers.  
The higher $A is also contriving to make 
Australian exports less attractive to some 
of our trading partners.

Any solutions?

Clearly, any additional recognition of our 
Pest Free Area status will assist in either 
opening new markets or having export 
protocols to existing markets relaxed.  
We also need a more dynamic approach 
from State and Federal governments to 
facilitate exports. AQIS needs to adopt 
more of a partnership model with industry 
and concentrate on the specifics of the 
market to where fruit is being exported.

Why is an organization like the MVCB 
necessary?

To lead the Murray Valley citrus industry 
to sustainable profitability through 
communication, research, extension, market 
information, promotion and environmental 
responsibility. Ultimately it is about our 
growers, packers and processors and 
endeavouring to facilitate a sound and 
profitable long term industry.

The importance of working with other 
organizations/agencies?

It’s critical that the Board has a collaborative 
approach with other industry groups as we 
all have common issues confronting the 
various commodity types. It is essential we 
have a united stance on these issues.

What are the issues the Board has to face?

Many of the issues the Board is faced with 
are long term. For example, market access.  
Historically, trade negotiations can take 
some years before an outcome is achieved, 
and we must make sure we work with BA 
closely to achieve the best results for our 
growers. Of more immediate concern is 
that we maintain the Pest Free Area status 
which allows us both ongoing access into 

Hugh Flett
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Chairman’s Report Cont’d...

Greater demands are being placed 
on the Board to financially assist 
in all of these vital areas. The 
development of priorities to ensure 
that our resources are used to their 
best advantage will remain a key 
activity for the Board next year.

Finally, I express my appreciation to 
my fellow Board Members, the CEO 
and staff of the MVCB and wish 
everyone a very happy and safe 
Christmas and New Year. 

I look forward to another purposeful 
and successful year for the citrus 
industry in 2010.

Jan Denham
Chairman, MVCB

It is important that the incoming CEO, MVCB is introduced 
to growers in an effective manner. One of the best methods 
of doing this is to pose questions that allow Hugh Flett to 
respond in his own way.

The following personal profile is an attempt to do just that, 
and I commend his clear and thoughtful approach to the 
issues raised and the positive steps he has already taken in 
meeting growers and stakeholders.

E. Warhurst, Compiler

Personal Profile: Hugh Flett, CEO, MVCB

“Best wishes 

for the 

Christmas Season 

and a successful 

New Year 

from the Board, 

Management 

and Staff 

of MVCB”
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Who has to assume responsibility?

Division serves no purpose. It requires a 
continuing collaborative approach from 
government, its agencies and industry 
groups to ensure that we overcome the 
obstacles put before us, to allow an increase 
in the both the number and volume of 
export markets.

The significant developments in the 
Citrus industry?

The most significant developments over 
the last few years include water use 
efficiency incorporating the delivery 
of plant nutrients through fertigation.  
Co-ordinated export marketing powers has 
had a big impact, along with the addition of 
new markets in a seasonal window (Japan).
  

What motivated you to apply for the 
MVCB position? (Your interest in the 
industry)

I have been involved in the agribusiness 
sector at a senior level with a financial 
institution for fifteen years out of 21 years 
of employment in that sector. I have a 
natural attraction to agriculture coming 
from a farming family background and in 
fact, share farmed for two years on the 
family dairy.  I have a sound knowledge 
of the highs and lows that farmers 
experience and have always enjoyed my 
interaction with them. Agriculture can 
be a tough master with the raft of issues 
that it can throw at farmers to overcome…
seasonal, commodity price, markets, disease, 
exchange rates to name just a few.

Some points on your background - 
influences on you etc.

An oft-heard phrase is that we are 
a ‘product of our environment’.  My 
environment has varied over the years, 
initially from family and watching how 
hard farming could be at times, but learning 
that persistence and hard work do pay 
off in the long run. In the latter part of 
my time, I would say that I have enjoyed 
a number of business relationships with 
very successful farmers and have taken the 
opportunity to be a ‘sponge’ and take in 
what works for them.

completing VCE this year and our daughter 
is in her first year at secondary school.

Outside interests/specific interests 
and involvements outside of your 
professional vocation.

I enjoy following AFL football and in 
particular the Geelong Football Club.  
The last three years have been very 
enjoyable with the exception of one week 
in September 2008! Formerly, I enjoyed 
playing tennis but after ‘doing’ my knee 
twice have stepped back from this. I failed 
to recognise that my body would no longer 
play its part in what my mind thought it 
could do. I enjoy occasional golf, fishing, 
camping and travelling. I have spent the 
last number of months renovating a house 
(inside and out) from the ground up and 
work still continues on the weekends.  
In between, I follow the kids and their 
activities ranging from hockey, ballet, 
performing arts and netball.

Other relevant points?

A good bloke too…

Hugh Flett
Chief Executive Officer, MVCB

Your biggest break?

My biggest break was having a loving, 
caring family who understood the need for 
education along with practical experience, 
which has enabled me to be an active, 
achieving member of society.

Your biggest achievement?

Having my own healthy, happy family.

Biggest regret, worst investment?

Not buying Newscorp shares when they 
were trading at $2.90 in the early 90’s 
which effectively put them at a discount 
of approximately $7 to market valuation.  
They shortly went to $20 and then did 
a two for one split and then went back 
up to around $20 per share…..could have 
been retired years ago!!

Your leadership style. How do you see 
your role at the MVCB?

I consider myself to be a team player. I have 
always agreed that a champion team will be 
more successful than a team of champions. 
I am part of the MVCB team, which 
comprises the Board and the staff. I’m not 
afraid to take on challenging tasks, but do 
acknowledge that it is impossible to please 
all of the people all of the time.

Any early observations/impressions? 
Where to from here?

Since commencing some weeks ago, I have 
met many industry people and growers. It is 
really pleasing to hear the great feedback. 
Our staff and Board are held in high regard 
and are considered to be good to deal with. 
I look forward to continuing this reputation. 
My aim is to progressively visit our growers 
on farm, to find out what they are looking 
for from us as their industry representative.

Family details?

Married to Robyn who works in maternal 
and child health. We have three children 
living at home. Our eldest is completing 
an apprenticeship working in the fruit 
processing industry. Our second son is 



Newsletter of the Murray Valley Citrus Board4

‘I was nominated by the previous Board as 
the representative of the NSW Government. 
I was quite shocked as I was unsure of what 
I could contribute. Being asked to follow 
on from the late Ken Bevington who 
fulfilled this role for so long is a big 
compliment and an honour. I have been 
gradually finding my way and hope that 
I am making a reasonable contribution.’ 

Jeremy grew up on a citrus property in 
Curlwaa, and later in town at Wentworth. 
After finishing High School at Coomealla 
he completed a Bachelor of Agricultural 
Science Degree at Adelaide University, where 
he was fortunate to have Bryan Coombe 
and Pat Illand as lecturer and supervisor, 
before their retirement. On finishing his 
degree, he spent a year working on a mixed 
horticultural property in Oregon, USA as 
part of a farm exchange. On his return, 
Jeremy successfully applied for a job as an 
Irrigation and Salinity Extension Officer at 
Agriculture Victoria, in Irymple. He claims 
that working with Mark Dale, Tony Hickey 
and Reg Johns had a huge influence on him 
at that time. ‘Their knowledge was terrific, 
they were the best people to guide me 
through those early years.’
 
After approximately two years at Irymple 
he gained his current position at Dareton. 
Jeremy regards it as a great place to work, 
with terrific growers to work with as well 
as having other agency support. 

‘I was always interested in agriculture: 
the science, its ‘culture’ and people. When 
I first returned from overseas there were 
three jobs available at Irymple for which I 
applied. One with viticulture, one a research 
position working with stone fruit, and the 
other the irrigation position. If offered, I 
would have taken any of these positions. 
Yasmin Chalmers was appointed to the 
viticulture position and has done well since. 
I was appointed to the irrigation position, 
and in hindsight remain very pleased with 
that result. 

‘My job is a good balance of indoor and 
outdoor work, and varies widely. I have been 
able to travel all around Australia looking 
at the irrigation of various crops, and 
recently overseas to Pakistan with foreign 
aid type work. Hopefully, this type of project 
can continue into other countries.’ 

Obviously, irrigation is Jeremy’s primary 
interest. ‘Being consistently exposed to 
the Victorian irrigation situation has been 
interesting since joining the MVC Board. 
From this perspective, I am specifically 
interested in how we can use the extensive 
database the Board has developed with all 
of the planting statistics etc. As a Board 
member of SunRISE 21 as well, there is 
useful overlap in this situation.’ 

When asked what developments in the citrus 
industry in his time of operation would he 
regard as significant, Jeremy stated that 
the improvement in access into Asian 
markets was the standout. 

His response to the immediate priorities 
in the citrus industry was also interesting: 
‘To me, it is avoiding or managing the glut 
of fruit which could occur in future seasons. 
We need to develop further markets and 
better co-ordinate the new plantings. This 
is where planting statistics are so useful.  
Staying abreast of these future issues, and 
disease threats such as citrus canker and 
citrus greening remain the challenges for 
all connected with the industry.’ 

Jeremy regards the irrigation training 
courses and his direct involvement in the 
adoption of the technology (in particular 
soil monitoring) as his biggest contribution 
to date. ‘You realise how advanced local 
irrigators are in their knowledge and 
understanding when you go to another 
region which has not had access to this 
information. The large majority of our 
irrigators are off and running, leading the 
world in irrigation management.’

In serving on the MVCB Jeremy sees this 
as an opportunity to experience how a 
professional organisation is run. ‘The Board 
has provided governance training etc and 
this has been a great help in the other 
activities I’m involved with, and will 
continue to be in the future. From an 
administrative point of view, it has been 
interesting to see how much work goes on 
behind the scenes and how many issues 
the industry is facing.’

Jeremy Giddings is a younger member of the MVCB who comes from a specialist and 
practical background.

Board Profile: Jeremy Giddings

Left-Right: 1 Monitoring a drip system at a recent drip irrigation workshop.   2 Opening the batting for Coomealla Wentworth Cricket Club.   3 Catching a shark near Geelong on a rare fishing trip.

Above:
1 Discussing the use of tensiometers 
 with Pakistani extension officers.
2 In a soil pit looking at citrus 
 rootzones with Pakistani extension 
 officers during a recent visit.
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The Business of Controlling 
Fruit Fly

remaining wild female flies who then lay 
infertile eggs which breaks the breeding 
cycle.  

Control programs are being implemented 
within all declared fruit fly outbreaks in 
Victoria, including Shepparton. Baiting 
and chemical treatment programs 
re-commenced in September and will 
continue until early November in an effort 
to eradicate fruit fly from all production 
areas across the state.  

Eradication programs are necessary in 
an outbreak situation, but form only one 
component of the overall state-wide fruit 
fly management program. Other activities 
including DPI accreditations, audit and 
inspection programs, roadblock activities, 
pest surveillance and community awareness 
programs, combine to support the objective 
of keeping fruit fly out of the state. These 
activities are undertaken in accordance 
with the nationally and internationally 
accepted Code of Practice for Management 
of Queensland Fruit Fly.

Further information may be obtained from: 
Ms Lyn Jacka Senior Pest Free Area 
Co-ordinator, DPI
Telephone 03 5051 4500

While significant efforts are directed towards 
educating residents and travellers entering 
sensitive production areas such as the 
Greater Sunraysia Pest Free Area, a broader 
state-wide program is focussed on keeping 
Queensland fruit fly out of the region.

The recent outbreaks of fruit fly in 
metropolitan Melbourne presented a 
significant risk to the fruit fly status of the 
Melbourne Market precinct, primarily due 
to the proximity of these outbreaks. As the 
market is a major distribution centre for 
South East Australian markets it was 
imperative to restore it to area free status.  
With input from interstate regulators, Vic 
DPI developed and implemented a control 
program for metropolitan Melbourne with 
the objective of achieving full eradication 
within two years. In order to achieve this, 
a pest control program was implemented 
within each of the outbreak areas, which 
involved undertaking a range of treatment 
activities and inspections of an estimated 
17,000 properties within the outbreak area.  

To supplement these activities large numbers 
of Sterile Insect Technology or SIT flies have 
been recently released in order to ‘mop up’ 
any remaining populations within the 
outbreak areas. These flies mate with any 

Maintaining and growing market access opportunities 
for the citrus industry by keeping horticultural production 
areas free of fruit fly is undisputedly important.

Plant Standards Officer Daniel Mansell releasing sterile Queensland fruit flies in a Melbourne backyard.

Jeremy considers the future of the industry 
to be positive. ‘However, it is unfortunate 
that there are so many challenges facing 
the citrus industry, and primary production 
in general, on so many levels. I do not know 
if this is always the case or whether I am 
just more exposed and aware of it now.  
The product has much going for it in terms 
of health benefits, taste, size, transportability 
and the clean and self-packaged image.’

However, he sees a broader and significant 
threat in the current lack of agricultural 
professionals. ‘Basically there are plenty of 
jobs but the existing ratio of one applicant 
to four or five jobs highlights the fact that 
there are not enough young people with an 
interest in studying agricultural services, 
resulting in this current shortage of 
graduates. This must be of concern for all 
sectors of primary industry. There are so 
many opportunities and a need for graduates 
given the future challenges of climate 
change, drought and salinity etc.’

Jeremy moved to Gol Gol, NSW a few years 
ago and considers it to be a great location 
to live. He has two children, Jack aged eight 
and Baylee, six and they are his major 
interest outside his professional vocation.

‘I am also involved in cricket in summer 
(a Life Member of the Coomealla/ Wentworth 
Cricket Club) and recently I have taken up 
tennis with Alcheringa in the winter which 
has been very enjoyable. I have coached 
the Gol Gol Auskick for the past couple of 
seasons which has been interesting, and as 
well helped the Kindergarten committee.  
These things keep me busy and are a way 
of learning and meeting people. I follow 
Wentworth in the local football whenever 
possible and it was great to see them win 
this year.’

Clearly, Jeremy Giddings is approaching 
his position on the MVCB with considered 
enthusiasm. He states that he has a lot to 
learn, but he also has a lot to contribute 
both professionally and personally. He comes 
to the Board with the right attitude and, 
given his age and specialist talents, his 
worthwhile contributions will continue 
well into the future.

E. Warhurst
Compiler
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The eight day, fourteen stage event started 
in Echuca and finished in Mildura.

Currently, the Tour is the longest and 
biggest professional road cycling event in 
Australia. It remains a unique, regional, 
cross-border, community event with the 
potential for further expansion.

Mr Tony Bothroyd, Field Officer, MVCB 
accompanied the Tour throughout and pupils 
from the Nangiloc/Colignan Primary School 
attended all stages and presentations on a 
rostered basis.

Overall, Tony made a commendable 
contribution. He worked hard throughout 
and quickly established himself as part 
of the team. Tony impressed with his 
enthusiasm and his capacity to promote 
citrus products in a practical and very 
personable manner that did much to create 
a positive image of the organization he 
works for and the good work it does.

The partnership that exists between the 
MVCB and the Nangiloc/Colignan Primary 
School was always to the fore and led 
to numerous enquiries about this unique 
program. The primary school pupils who 
attended displayed maturity beyond their 
years and brought great credit to their 
school in the way they took part in every 
podium presentation. Clearly, they take 

great pride in their Enterprise Learning 
Program and value the constructive support 
of the MVCB.

Visits to the twelve schools prior to the 
overall event were facilitated by Mr Denis 
Jewell, Executive Officer, RoadSafe Mildura. 
The emphasis during these visits was on 
bike safety and healthy eating, with 
presentations from the riders and the 
Nangiloc/Colignan pupils.

Tony Bothroyd develops the framework 
further when he makes the following points:

• Nangiloc school’s involvement was very 
 popular and people wanted to know more 
 about their Enterprise Learning Program.
• 26 schools were met along the way and 
 were given information on the healthy 
 eating program developed at the Nangiloc 
 School.
• Promoted citrus through juice and 
 tastings along the Tour.
• Riders were given citrus products before 
 and after the races.
• Citrus was on show at every stage 
 presentation.
• Pamphlets on healthy eating using citrus 
 were distributed in towns we passed 
 through.
• Samples of citrus fruit given to riders, 
 their teams and officials on the Tour 
 gained a fantastic response.

• The general public were very keen to 
 ask questions about different varieties 
 of citrus and the best times of the year 
 to purchase these varieties.
• The juice of blood oranges proved very 
 popular, creating a very positive response 
 and a lot of questions. 
• SBS coverage was a plus, as this will 
 showcase citrus to a wide audience.
• The orange drive received a lot of publicity 
 along the Tour.
• I believe the race was a fantastic 
 opportunity for the citrus industry to 
 showcase their products, which were well 
 received by everyone we met along the 
 way, as well as those involved in the race.
• I foresee a great opportunity to showcase 
 the Mildura region and the entire Murray 
 Valley and all that it has to offer.
• A great experience and something I will 
 treasure and look forward to being 
 involved with in the future.

Some reflections from Mr Eric Wright, 
Principal, Nangiloc/Colignan Primary 
School 

• We were encouraged by the way the 
 whole crew made our involvement a total 
 part of the Tour.
• On every occasion we were in the 
 forefront and part of the commentary.

The widely publicised partnership between the MVCB and the Nangiloc/Colignan Primary 
School took another positive step forward with their joint involvement in the recent Tour 
of the Murray River Cycling Classic.

MVCB‘s Major Regional Promotion
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• All students, staff and parents were made 
 welcome and all became part of the action 
 (presentations, congratulating the winners, 
 waving the finish flag etc).
• All students, staff and parents learnt so 
 much about the event and were given the 
 opportunity to practice public relations 
 and public speaking.
• We gained wide exposure of our 
 endeavors to promote our Orange Drive 
 and healthy eating in general.
• It was a fantastic opportunity for the 
 children to be actively involved in 
 promoting the citrus industry.
• These experiences are not offered to all 
 schools and we are proud to have been 
 a major part of the entire Tour.
• Such experiences cannot be duplicated 
 in the classroom.
• Skills learnt in the classroom were 
 transferred to a real life situation.
• Being able to travel in the official cars 
 was an amazing experience and gave a 
 breathtaking view of cycle racing.

• Fabulous feedback from many different 
 sources gave all involved a pat on the 
 back, developing confidence and self 
 esteem.
• It was a huge commitment over eight 
 days and my thanks to all staff and 
 parents who provided transport and 
 support.

largest horticultural exporter consigning 
40% of Australian citrus exports.

With the strong support of the MFC and 
the fact that the Murray Valley Citrus 
Board underpinned the highly successful 
Mildura RoadSafe School’s Program that 
runs in conjunction with the Tour, the citrus 
industry had an opportunity for regional 
and Australia-wide promotion.

Sincere thanks to Mr Bill Robinson, Manager, 
Grower Services, MFC and Mr Mark Phillips, 
Finance Adviser for their strong and 
enthusiastic support. 

E. Warhurst
Compiler

• In general it was a memorable experience 
 for us all, an opportunity to develop 
 stronger links with our community, 
 industry, media and now sport. 
• It continues the development of our 
 Enterprise Learning Program.

Tony Bothroyd, Eric Wright, Principal, 
together with staff, parents and pupils were 
a delight to work with. This was a new 
initiative that added to the overall Tour 
and both the citrus industry and the school 
seized the opportunity to promote the 
product and the unique Enterprise Learning 
Program that is based on the production, 
promotion and marketing of citrus. 

Full credit to all concerned.

Mildura Fruit Company Involvement

The Mildura Fruit Company also became 
the new naming rights sponsor of the final 
stage of this year’s Tour of the Murray 
River (The MFC Kermesse).

MFC is one of the world’s most efficient 
large-volume orange packing lines. In both 
a domestic and international context the 
MFC is a significant player in the citrus 
industry and has a proud history as a good 
corporate citizen. The company is Australia’s 

Pages 6 & 7 left-right: 1 Sharnie Clarke, Nicole Minter and Melissa Clarke with competitor.   2 Tayla Allen, Isabella Collett, Laura Collett.   3 Competitor Peter Crisp, Member for Mildura, with 
Tony Bothroyd and other participants in the celebrity race.
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Study Tour Attends Asia Fruit Congress and Asia Fruit Logistica

Asia Fruit Congress

The Congress theme was ‘Crisis or Opportunity 
- New Market Dynamics in Asia’. This provided 
an insight into Asian retail trends from a 
global sourcing perspective; the significant 
growth of the middle class in China and 
changes in purchasing trends. Speakers at 
the Congress spoke about China’s role as a 
consumer market and global supplier and 
the key challenges to China’s future growth.

It was evident that Australia was losing 
Asian market share for fresh produce to 
both South Africa and Chile, and that we 
are not taking advantage of our proximity 
to Asian markets despite the superior flavour 
and quality of our fruit. There are a number 
of reasons for this, namely, difficult market 
access protocols, the extended drought, 
and as a result, our inability to maintain 
consistent supply. In addition, it is difficult 
to compete on price with low labour costs 
in South America and South Africa.  

Ms Mary Cannard, Industry Development Officer, MVCB prepared the 
following comprehensive report on a recent study trip she undertook 
with a group of Murray Valley citrus producers, Gina Petrascu (Barham), 
Tony Mangan (Boeill Creek), Ken and Anne Mansell (Colignan), Nicole 
Radloff (Palinyewah) and Sam Chesson (Mildura). They gained valuable 
insights into Asian fresh produce retail trends in attending Asia Fruit 
Logisitica and Asia Fruit Congress, held in Hong Kong from August 
31 to September 5, 2009.

Mary Cannard obtained HAL funding to organise the Asian Market Study Tour for 
the six Murray Valley Citrus stakeholders. The Hong Kong leg of the tour included 
attendance at the Asia Fruit Congress and Asia Fruit Logistica, as well as visits to 
Hong Kong fresh fruit and vegetable markets and a large supermarket chain. They 
then travelled by train into China for a visit to Guangzhou’s Jiangnan fruit and 
vegetable wholesale market, the largest in Southern China. They had meetings 
with Austrade’s Guangzhou representative, Cathy Chen, and the head produce 
buyer for ParknSave, the largest supermarket chain in China.



Newsletter of the Murray Valley Citrus Board 9

Study Tour Attends Asia Fruit Congress and Asia Fruit Logistica

lines to the wholesale fruit and vegetable 
markets in Australia; that is, an open display 
of the fruit/vegetable lines on offer, where 
buyers come to inspect the produce and 
negotiate price. An abacus is used to 
indicate the price, which is then negotiated 
by the buyer and seller moving the beads 
on the abacus. In this way, competitors are 
not aware of the final selling price.

This market handles 35% of the fruit and 
vegetables that come into Hong Kong and, 
at first glance, appeared to be a small 
traditional ‘wet market’. However, it was 
found to be much larger when walking 
through the narrow maze like streets. Not 
one forklift or other machinery is used in 
the movement of fruit around the market.  
Everything is done by hand and using little 
wooden trolleys. Each stand only had a 
very small cool room for the ‘special fruit’ 
and no other nearby, larger refrigeration 
was noticed.

We saw large numbers of Australian Navels 
from many different packing sheds and 
lots of US Valencias. When questioned on 
the quality of Australian citrus we were 
told that the first shipment of fruit this 
season did not eat well and was breaking 
down very quickly, therefore, wholesalers 
had to drop their prices to move it. While 
the second shipment of fruit was much 
better eating quality and showed no sign 
of breaking down, prices had not recovered. 
Prices quoted from many of the 
wholesalers were:

• Australian Navels Count 56 - $110 HK 
 dollars
• US Valencias Count 88 - $140 HK 
 dollars
• South African Navels Count 88 - $100 HK 
 dollars

        Cont’d...

Asia Fruit Logistica

Fruit Logistica provided a venue for 200 
exhibitors from 35 countries and Australian 
produce was certainly well represented.  
It offered an excellent opportunity for 
participants to network with Asian buyers. 
Japanese buyers were keen to meet Murray 
Valley exporters. Chinese and Korean buyers 
are keen to obtain our fruit, but are 
constrained by difficult protocols, particularly 
so in China. A relaxing of these protocols 
would certainly open up a very lucrative 
market for our fruit.  

Hong Kong Wholesale Markets 
and Wellcome Supermarket

There are two major wholesale markets in 
Hong Kong. One is privately owned and 
managed by the agents or wholesalers; 
the second is owned and managed by the 
government. Both operate along similar 

Left-Right: 1 Locally produced citrus at the Hong Kong wet markets.  2 Gifts of High Quality Fruit are very popular.  3 Australian Navels compete with US Valencias in Hong Kong.
Inset: Gina Petrascu and Nicole Radloff attending the Asia Fruit Logistica.
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The Western Wholesale Market was 
much larger and fairly modern with each 
wholesaler having access to refrigeration.  
18% of the fruit that enters Hong Kong 
(approximately 96,000 tonnes) passes 
through this market annually. Most of it is 
still handled by wooden trolleys; however, 
we did see some pallet-lifts in operation.  

The only Australian Navels seen in this 
market were poor quality ‘juice packs’.  
Prices quoted by agents were count 56 at 
110 HK dollars. However, plenty of good 
quality US Valencias were available with 
count 138 at 160 HK dollars.

The ‘wet market’ in Hong Kong is a 
traditional market for consumers to 
purchase fresh produce daily and is one 
of my favourite places to visit in any Asian 
country. An exciting plethora of small stalls 
selling live fish, turtles, frogs and chickens 
along with fresh fruit and vegetables, 
assaulted our visual, aural and olfactory 
senses. These markets are like permanent 
farmers’ markets and throw all quality 
assurance programs out the window, as 
there is absolutely no refrigeration used for 
any of the produce, including meat. A small 
quantity of good quality Australian Navels 
was on display at one or two stalls; 
however, most citrus was locally grown 
and sourced.

Wellcome supermarkets are one of two 
major supermarket chains in Hong Kong 
with retails outlets through China as well.  
They have a large fresh produce section 
similar to our Australian supermarkets.  
Asian consumers want to touch and smell 
fresh produce; therefore they prefer loose 
fruit rather than pre-packs.  

Due to food safety scares within the fresh 
food supply chain in Hong Kong, Wellcome 
is developing a purpose built fresh produce 
centre to ensure suppliers are audited 
and trained in GAP and HACCP. They also 
conduct 40,000 residue tests per year and 
fresh fruit is usually purchased directly 
from suppliers or importers.

Parknshop. Cath Chen from Austrade had 
set up a meeting with the chain’s head 
fresh produce buyer. He also expressed a 
desire to purchase Australian Navels for 
their stores in China. When we explained 
that the problem of the protocol for 
citrus into China was unworkable for our 
Southern Region Navels, he promised to 
try to address the issue with the Chinese 
Government.

Asia remains the largest consumer market 
of fresh fruits and vegetables in the world.  
There has never been a more crucial time 
to learn about the changing dynamics of 
this market which offers excellent prospects 
for market expansion and development, 
particularly in the current economic climate 
which has underlined some of the 
limitations of the world’s more mature 
markets.

Tapping into these opportunities depends 
both on gaining an excellent understanding 
of how the market operates and on finding 
the right partners. With a unique combination 
of information and networking opportunities, 
Asia Fruit Congress and Asia Fruit Logistica 
was a great way to learn about what is 
happening in the world’s fastest growing 
market for fresh fruit and to make important 
new business contacts. We express our 
appreciation to Horticultural Australia 
Limited for funding this study tour.

The following comments from growers Ken 
and Anne Mansell indicate the extent of 
the excursion that proved to be thoroughly 
worthwhile:

‘Attending Fruit Logisitica and Asia Fruit 
Congress was both informative and 
beneficial. As citrus growers exporting into 
Hong Kong and other Asian countries, Fruit 
Logistica provided a great opportunity to 
touch base with a range of importers and 
Asia Fruit Congress also provided a 
comprehensive overview of where market 
segments were growing. Being able to view 
the various market places gave us a good 
indication of fruit quality on arrival and 
offered an insight into local demand. 
Overall this was a very rewarding opportunity 
which provided us with relevant and useful 
information that we can bring back to our 
family business to assist our marketing 
strategies.’  

Mary Cannard
IDO, MVCB

Study Tour Attends Asia Fruit Congress and Asia Fruit Logistica Cont’d...

Wellcome supermarket prices in Hong Kong 
were 12.8 HK dollars for 1.5kg net bags of 
Australian Navels. Net bags of US Valencias 
were 16.9 HK dollars. Loose Sunkist 
Valencias were on special for 11 HK dollars 
per kilogram.

A large selection of premium quality 
packaged fruit was on display in the 
wholesale markets and in many of the 
produce sections of the larger supermarkets 
and upmarket minimarts. We were told that 
expensive, premium quality gift-wrapped 
fruit is a popular gift in China.

Guangzhou wholesale market 
and ParknSave supermarket

The Jiangnan Fruit and Vegetable Wholesale 
market in Guangzhou is the largest fruit 
and vegetable market in Southern China.
The daily throughput is 20 million kilograms, 
of which 8 million kilograms is fruit.

With an area of 180,000m2, the fruit trade 
area is divided into domestic fruit trade, 
western fruit trade and Southeast Asia 
fruit trade. Jiangnan market has become 
the largest wholesale market of both 
imported and domestic fruit in Guangzhou 
and is the distribution centre for Hong Kong 
and Macao.

The group met with the Market Manager, 
Heming Wu and the Public Relations 
Supervisor, Yetao Lin. They advised us they 
were keen to get Australian citrus into their 
market due to the quality and clean and 
green image which meets the increasing 
demands of consumers in China. We 
explained the protocol for exporting 
Australian citrus into China was not 
workable and asked them to apply any 
pressure they could to facilitate Australian 
Navels into China. Navels seen in this 
market were from South Africa and South 
America with Valencias from USA.

We also visited the Guangzhou store of 
the largest supermarket chain in China 
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The Tour began on August 20, 2009 with 
orientation and training sessions in 
Los Angeles, California. David and Barbara 
Goldup were part of a thirteen-member 
group representing Sunraysia, the Riverland 
and the Riverina. Mr Peter Walker from 
Riversun also accompanied the group.

Robert and Jenny Grant were two other 
Sunraysia growers who participated in the 
Tour.

David and Barbara Goldup’s comments on 
the ten-day exercise make for interesting 
reading, particularly given the concentration 
on store demonstrations. 
(These demonstrations took place from 
11am until 5pm or from noon until 6pm.)

David and Barbara’s Report

We were decked out in matching uniforms 
which included black polo shirts with 
Australia and Riversun logos, beige slacks/
skirts and matching caps and visors. 

Our personal observations were that the 
in-store demonstrations worked very well. 
Customers were very polite and friendly, 
and they loved the sweetness, juiciness 
and smell of our citrus. Demonstrators 
were supplied by DNE and Oppenheimer. 

Most customers were willing to try a fruit 
sample after we explained the counter-
seasonal aspect to them. They appreciated 
the fact that, as growers, we had travelled 
so far just to demonstrate our product. 
Many knew someone in Australia or just 
wanted to visit. Probably about half of 

the customers who had purchased fruit 
previously didn’t know that they were 
buying Australian produce. 

The majority of stores we visited were very 
large with the Fruit and Vegetable section 
one of the biggest in the store and in most 
cases situated near the front of the store. 
Produce was well presented and of very 
high quality. Staff were always available 
to give free tastings or help customers. 
It surprised us that there were no turnstile 
entries – customers could walk in and out 
freely.

We covered a huge area of the West Coast 
from the arid desert country of Phoenix to 
Seattle in the North where it was heavily 
wooded and very green. Phoenix is the 
largest city by area and it alone has 126 
Fry’s Supermarkets.

Our longest day trip was in Seattle where 
we drove to Olympia (the capital of 
Washington) for our in-store demonstrations, 
a round trip of 260 miles – sometimes in 
very heavy traffic. The store was fantastic, 
so it was well worth the time and effort.

We toured the International Transport 
Services terminal at the Port of Long Beach 
FCL and KPAC where we saw containers 
being unloaded, then flipped (which is 
shifting from one trailer to another) because 
our Australian containers are heavier. 
From there we went to FCL where fruit is 
inspected by customs for snails, insects 
and disease by FCL staff for quality control. 
Fruit that doesn’t meet the required 
standard is then sent to KPAC for repacking 
or bagging.

We are competing against very high quality, 
reasonably priced stone fruit, berries, 
bananas and grapes and unless we keep 
our standards and quality up, we won’t be 
successful.

It was great to see the quality and out-turn 
of our fruit and what it looks like by the 
time it gets to the Supermarkets. It was 
also good as a comparative exercise to see 
the quality of fruit from our competitors.

We were informed by the Supermarkets 
that in-store promotions increased sales 
more than advertising.

Overall, we came home far better informed 
and hoping to grow bigger and better fruit 
for the USA market.

Participants in this year’s USA excursion found it be a comprehensive and practical 
experience. 

Informative 2009 Riversun G’day Tour

Left-Right: 1 David Goldup’s very last customer just loved our oranges and he purchased 10 lb of them.   2 Barbara Goldup, Jenny & Robert Grant, Peter Walker and David Goldup arriving at hotel 
Los Angeles.   3 Barbara and David Goldup at supermarket.

Display of our fruit in supermarket.
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A vital component in the success of these 
consumer based activities is the opportunity 
provided by the Board for growers to become 
involved and experience direct contact with 
consumers as they assess the product.

It has been a valuable exercise for all the 
growers who have participated over the 
years, and the MVCB is keen to extend 
these opportunities in the future. As such, 
all growers are asked to consider becoming 
part of the yearly promotional activities by 
volunteering to play a practical role.

The Wentworth Show 

MVCB IDO, Mary Cannard and Administrative 
Officer, Deb Scott along with local Ellerslie 
growers Jan Denham, Robert Ridgwell and 
Trevor and Nicole Radloff were kept busy 
supplying fresh orange juice and blood 
orange juice to the large crowds at the 
Wentworth Show on 29 and 30 September. 
Free tastings of a diverse range of citrus 
varieties were well received by Show 
patrons. The new Navel variety, Cara Cara, 
proved to be exceptionally popular as was 
the Afourer Mandarin.

The Board wishes to thank the volunteers 
on the citrus stand for their valuable 
contribution to a very successful Citrus 
Board promotion.

 
The Mildura Show 

All things citrus were also promoted at 
the Mildura Show with the Board and 
the children from the Nangiloc/Colignan 
Primary School sharing the stand. The 
children formed the ‘Slurpie Squad’ to 
market and sell frozen Orange and Blood 
Orange ‘Slurpies’, which are produced 
by the pupils at the school from freshly 
squeezed Blood Orange juice.  

The stand was number 15 on the Elliott 
Emu Trail, with the Board giving out more 
than 1500 oranges as part of the produce 
collected to fill the Sunraysia Daily show 
bag. Show patrons were invited to taste 
four delicious citrus juices, Tangelo, Navel, 
Blood Orange and Ruby Grapefruit. 
(Tangelo and Blood Orange proving to be 
very popular with many consumers.) 
 

Many customers commented on how they 
were ‘hanging out’ all year for the taste 
of our Blood Orange juice granitas, with 
many coming back again and again to 
refresh their dry throats.

The citrus packing competition was well 
supported by local packhouses, with 
Mildura Fruit Company (MFC) taking out 
the Gold Medallion in the Special Export 
Section and in the Off The Packing Line 
Section. MFC also won four firsts and two 
seconds in the Various Citrus Packing House 
sections. EJT Packers took out one first, 
two seconds and a third in the Various 
Citrus Packing House section with SimFresh 
also gaining an award. 

The Board expresses its appreciation to 
the growers and packers who provided 
fruit for tastings, juicing, give-aways and 
the packing competition. Our thanks also 
to the children from Grades 4, 5 and 6 at 
Nangiloc/Colignan Primary School, plus all 
others who donated their time and energy 
to help staff the stand throughout the 
three days of the Show, making this year’s 
promotion a very successful venture.

Recently the MVCB continued its co-ordinated drive to effectively promote the citrus 
industry. The traditional presence of the MVCB at the Wentworth and Mildura Shows 
again proved to be thoroughly worthwhile as indicated in the following reports.

Sunraysia Show Promotions Well Received

Left-Right:  Luandi Fourier, Laura Collett and Isabella Collett.
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The graphs below demonstrate the benefit of night time irrigations 
compared to day time. The EnviroSCAN graphs represent six 10-hour 
irrigations from late January to early March, 2002. Mature 
Washington Navel trees in the Coomealla District were irrigated 
with full cover under tree sprinklers.  

As can be seen by Graph 1, the first, second, fifth and sixth 
irrigations were much more effective, producing higher peaks in 
soil water content at each irrigation. The middle two irrigations 
(third and fourth peak), were less effective, with the peaks 
approximately 2/3’s the height of the other irrigations. The 
difference between these peaks is that the middle two irrigations 
were applied during the day, whilst the other four were applied 
at night.

Graph 1
Summed rootzone graph for Washington Navels in Coomealla

Graph 2 shows the split level graph which provides managers 
with an indication of the water depth of penetration. The middle 
two irrigations did not reach 80cm depth (circled), whereas the two 
irrigations either side of this did reach 80cm in depth, and even 
reached 110cm. All of these irrigations were applied for 10 hours.

Graph 2
Split level graph for Washington Navels in Coomealla
 

As the two middle irrigations were not as effective, the irrigation 
interval following these needed to be narrowed from seven days 
down to five days, to avoid moisture stress. Whilst this does not 
sound like much of a saving, if the same amount of water was able 
to supply the tree for seven days instead of five over the November 
to the February period, approximately 7-8 fewer irrigations would 
be required, resulting in an approximate water saving of 3-4ML/Ha. 
This assumes that the manager has recognised the greater water 
requirement needed for daytime irrigations and is applying extra 
as a result. If not, the trees are being under-watered.

The example described relates to low level sprinkler irrigation.  
Similar results have been experienced for drip irrigation, although 
not to the same degree. Overhead sprinklers can obviously be very 
inefficient, and EnviroSCAN graphs have been observed to not even 
register a seven hour irrigation applied throughout a hot windy day.

Taking into consideration the daytime conditions and potential 
water loss, switching to night irrigations with the appropriate 
monitoring technology should be seriously considered.

Jeremy Giddings
Irrigation Officer, Industry & Investment NSW, Primary 
Industries

Day vs Night Time Irrigations

Lower allocations have forced irrigators to look at their water management more critically. 
One relatively simple method of ensuring more water is used by the tree is to irrigate at 
night rather than throughout the day. The benefits of watering at night have always seemed 
logical, but also anecdotal.

Jeremy Giddings
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MADEC Harvest Labour Offices operate 
12 months of the year to assist local 
growers and contractors to meet their 
harvest labour requirements. Whatever 
the requirement may be in the fruit and 
vegetable industries, whether it is pruners, 
packers, pickers, bunch trimmers, vine 
trainers or general block duties, MADEC 
Harvest Labour Offices are committed to 
providing growers and contractors with 
the right people for the job. 

With the 2010 grape season now not 
so far away, growers and contractors 
are encouraged to lodge their seasonal 
vacancies as early as possible; this will in 
turn allow the Harvest Office to effectively 
manage and meet labour demands. A 
combined effort between the Harvest 
Labour Office and the National Harvest 
Labour Information Service continues to 
bring labour to the area as demand calls 
for it, minimising the time the employer 
will need to spend on sourcing labour. 

MADEC Harvest Labour staff are experts 
in understanding the needs of the 
horticultural industry, they have over 
100 years combined experience and are 
committed to fulfilling the labour needs of 
all employers.

MADEC Harvest Labour Coordinator Cos 
Stizza said, “The harvest labour office 
operates from the MADEC Wesley Centre 
at 126 - 130 Deakin Avenue. “Fast fax 
vacancy forms are available which allow 
growers to get in early and fax through 
their requirements to the Harvest Office, 
enabling employers to continue with their 
day to day work whilst the Harvest Office 
work to source their labour. “The Harvest 
Labour Office and the National Harvest 
Labour Information Service are currently 
receiving a steady flow of calls from 
backpackers, grey nomads and itinerant 
workers inquiring about work opportunities 
in the region.” 

As an added service to growers and 
contractors the Harvest Labour Office 
conducts electronic visa checks to verify 
work entitlements of working holiday 
makers whilst in the country.  “It is 
great to see that growers will have some 
relief with increased water allocations 
at this early stage of the season.  We 
will continue to support and assist local 
growers with the provision of a quality 
harvest labour service, and wish growers 
all the best for a successful season,” Mr 
Stizza said. 

Employers and job seekers can contact the 
Harvest Labour Office by calling into the 
MADEC Wesley Centre at 126 -130 Deakin 
Avenue (cnr. 10th Street and Deakin 
Avenue), 28 Darling Street, Wentworth or 
68 - 72 Herbert St., Robinvale, or free call 
1800 032 662 and ask to be transferred 
to your nearest MADEC Harvest Labour 
Office.

MADEC continues to be the leader in the provision of Harvest Labour Services throughout 
Sunraysia, Mid-Murray, Riverland and McLaren Vale regions.

MADEC - Leaders in Harvest Labour Services 

MADEC Harvest Labour Co-ordinator Cos Stizza pictured with Wal Grembecki, Owner/Manager Astra Backpackers and German Backpackers Antonia Obkircher and Annika Dittmer.
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Despite recent improvements in water 
allocations, the ongoing drought continues 
to make management and farm investment 
decisions difficult and uncertain. Small 
fruit has created problems placing extra 
pressure on marketing and profit margins.  

Positive news this year was seasonal 
access for citrus into Japan from the 
Greater Sunraysia Pest Free Area. However, 
following years of lobbying to gain this 
window into Japan, it was felt that better 
returns could be gained with a more 
co-ordinated approach, similar to the US 
program, to ensure that maximum returns 
flow through to growers.

This season has seen the emergence and 
growth of Chile as a player in the US 
market. As a lower cost producer, Chile 
is winning market share on price despite 
the Australian fruit having superior 
flavour. Chile, along with South Africa, 
will continue to push hard into the US 
market and Australia will need to look to 
other markets if the window in the US is 
narrowed.

This year, SCG Directors have looked at 
what role we will play following the 
emergence of CAL as the peak member 
based industry body. The Directors have 

piecework and overtime rates. Due to 
the complex legislation and submission 
process, lobbying on this matter has been 
undertaken by the VFF on our behalf 
and through our involvement on the VFF 
Horticultural Council. SCG has recently 
pledged $1000 to help Citrus Australia 
in their work with Horticulture Australia 
Council and to continue to engage the 
law firm, Freehills, to oversee submissions 
against the new Horticulture Award.  
SCG commend Citrus Australia for the 
leading role they have taken in tackling 
this complex, industry-based issue. The 
Australian Industrial Relations Commission 
review should be completed shortly and a 
decision made as to what final form the 
Award will take.

The SCG AGM will be held on Thursday 
26th November and all members are 
encouraged to attend. Further details will 
be sent out to all members and copies 
of this year’s financial reports can be 
obtained from the SCG office. The SCG 
Directors and staff would like to wish all 
of our members a Merry Christmas and a 
prosperous New Year.

Vince DeMaria
Acting Chairman, SCG

agreed that in light of industry changes, 
the SCG should conduct a review of its 
own direction and grower expectations.  
A planning forum will be held shortly to 
determine the goals and objectives of 
SCG in the new environment. It is hoped 
that this forum will provide the necessary 
member feedback to set future directions.

This year has also seen a review of 
the financial reporting of SCG and a 
simplification and move to quarterly 
management accounts for Directors. This 
has partly reduced SCG’s administrative 
requirement and reduced office time to 
one day per week. A net surplus of $9,204 
was achieved for the year ending 30 June 
2009, compared to the previous year’s 
surplus of $3,322 (2008). Levy income for 
the 08/09 season was $24,777, a reduction 
of 20% on the previous season due to a 
smaller crop. The initial benefits of the 
administrative review flowed through into 
the 2009 accounts with a reduction in 
expenditure of 14% on the previous year.  
Further savings in expenditure should be 
achieved in the coming year.

Perhaps the biggest challenge for 
growers in the coming year will be the 
introduction of the new Horticulture 
Award 2010 and its potential impact on 

This season has again been a challenging one for citrus 
growers in the Murray Valley.

Sunraysia Citrus Growers’ Report

Future MVCB Promotional Activities

Mr Tony Bothroyd, Field Officer, MVCB has provided the following details:
Hanging Rock - 28 February 2010
Wentworth Show - August 2010

Tour of the Murray Cycling Classic - September 2010
Mildura Show - October 2010

Scotch College Open Day - October 2010
Werribee Picnic - November 2010

Healthy eating in schools program - Throughout 2010
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The morning of the 11th dealt with the 
CAL General Meeting, a presentation 
from Industry Services Manager Ross 
Skinner of HAL regarding the Annual 
Levy Payers Meeting, and biosecurity 
issues from Plant Health Australia.

However, the open discussion forum 
concluding the Conference highlighted 
the serious, continuing decline in 
terms of trade for our growers, with 
escalating costs and at best, for some 
varieties, static returns. In general, 
grower gate returns fell below half 
of last year’s returns, which is the 
immediate challenge to our industry.

Consequently, I welcome the resolution 
put forward by Riverina Citrus, that 
CAL strives to achieve planned, 
co-ordinated marketing into our 
export markets; preferably a somewhat 
similar model to that which operates 
in the USA market through ‘Riversun’.

This has been staunchly resisted in 
the past by our exporters. However, 
with the current depressed market 
situation not only hurting growers 
but also exporters, hopefully our 
new national body, CAL, will be able 
to find a way through the maze of 
conflicting interests to achieve an 
outcome providing similar benefits 
to our industry as the USA marketing 
initiative has delivered over the years.

Hopefully, the process of CAL and 
HAL having once again to defend to 
an independent hearing the use of 
our marketing order into the USA, 
will clearly identify the benefits to 
all (growers, packers, exporters and 
Australia as a whole) of planned, 
co-ordinated marketing, and the 
elimination of price and quality 
discounting to secure sales.

It is symptomatic of the problems in 
our country that through these reviews, 
at great cost, we have to continue to 
justify once again something that is 
working and providing great benefit 
to our growers and Australia nationally. 
Such reviews should only be put in 
place at the request of a significant 
number of growers.

However, important as export is to 
our Industry, our domestic market is 
and will remain our major market.

The fact is that grower returns are 
being driven down by the sheer 
dominance of our two major retail 
chains, which represent about 80% 
of the total market. The ability of 
commodity suppliers from any industry 
to negotiate price and terms of trade 
is currently very limited.

CAL is the only body with any chance 
of getting our disparate groups, both 
large and small operators, to see the 
benefits to themselves of a planned 
marketing approach to these major 
outlets.

Neil Eagle
Chairman, Mid-Murray Citrus 
Growers Inc.

Neil Eagle

From 
Neil Eagle

Comments on the Australian Citrus Conference held 9-11 
November, 2009. Held at Mildura, the first two days saw a 
major focus on new varieties, looking to the future of the 
industry and the property rights associated with these new 
varieties.


