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16th April 2008

Secretariat
Review of Export Policies and Programs
c/-Department of Foreign Affairs and Trade
BARTON  ACT 0221
Fax;   (02) 6261 2067.

trade.review@dfat.gov.au
Dear Sir / Madam,
Submission to the Review of Australia’s Export Policies and Programs

Export Market Development Grants Scheme (EMDG)
I will address the key issues for EMDG, as found in your in your ISSUES PAPER.

a)
Increasing the number of businesses that develop into exporters? 

Our company , Cumulus Wines Pty Ltd, is a current beneficiary of the EMDG, and we are extremely grateful for the financial support it has provided.

Cumulus Wines was established in 2004 when Sydney based Assetinsure acquired the extensive vineyards and state-of-the-art winery from Reynolds Wines.  At this time the company had no export sales at all.
World renowned winemaker Philip Shaw was appointed by Assetinsure to develop the new wine company focusing on cool climate, high-altitude varieties of exceptional quality — from Orange and the Central Ranges.  
In 2005, I joined Cumulus as CEO and established a worldwide distribution network. This now has its own marketing in the USA (under Ron Mertz) and in Europe (under Liz Stich).  The percentage of export revenue grew to over 60% of revenue in the next three years to $7.8m for the 12 months to 31 December 2007
Few other wine companies can claim the achievements of Cumulus in such a short time. The ROLLING and Climbing labels, enjoyed by wine lovers in over 25 countries, have achieved exceptional global sales.

To establish this marketing platform, the company incurred extremely large costs. The EMDG was successfully applied for, and it has been a very welcome contribution to assisting in the recovery of export marketing costs.  
The EMDG  was one of the key reasons why Cumulus was so confident in taking to the world of export.  We grew from having no exports at all, to our exports being the major revenue stream of the business.  The current structure is perfect for us.  We are motivated by marketing cost recovery.
b)
Increasing the value of exports by grant recipients?
The current scheme has enabled Cumulus to focus on building brand recognition internationally. The value of bulk wine exports, an essential to cashflow requirements in early years, has been replaced by higher value bottled wine exports, as the company has been able to devote resources to marketing activities.
c) Increasing the number of businesses that achieve sustainability in export markets and generate additional exports? 
Cumulus is well on the way to reaching sustainability in exports by virtue of the brand marketing work which we have accomplished overseas.
d) Developing an export culture? 

In terms of export culture, the company has had a “metamorphosis”. We make wine for the world.  The domestic market just happens to be one of our markets.  This has been reinforced by the staff recruitment and business activities of the company:-

· An international customer service and shipping co-ordinator has been appointed at our winery.

· We receive international visitors, customers and wine writers at our winery in most weeks of the year.

· Our staff celebrate the companies success in winning international wine awards.

e) Could the Scheme’s performance be improved?  
The scheme is well targeted to marketing activities to achieve improved export results for Australia. However, it needs to be realised by assessors that in many circumstances there is no hard line between “sales” activities and “marketing” activities. For example, the preferred outcome of a visit by a potential overseas buyer here for “promotion” purposes is a negotiated sale. 
f) Could its rules including on eligibility be simplified while retaining a high degree of accountability and consistency with overall government policy? 
The rules on eligible entities and products are clear and consistent.

g) Should the scheme be extended, and if so, for how long? 
Yes.  The cost of export development from Australia is always going to be an expensive enterprise.  Distance, travel costs, time for customers to get to know, all add up.  A ten year scheme would be immensely useful.
h) Are there alternative approaches to the EMDG that would deliver support more effectively or efficiently?  
For Cumulus Wines, we are extremely satisfied with the cash grant, rebatable upon audited,  bona fide expenses.   We do not support CASH UP FRONT schemes, as this fits in to the category of trying to pick winners.  History has shown the limitations of that approach.  We spend large amounts of money developing markets, and cost recovery contribution is the most valuable support.

Yours sincerely,
 
Jeffrey Wilkinson
 

Chief Executive Officer
Cumulus Wines │Orange │ AUSTRALIA
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