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WildFlowers Australia Ltd IFEX2009 Report 
 

 
Summary 
 
WildFlowers Australia Ltd (WFA) offered WFA members the opportunity to attend 
the International Flower Exhibition (IFEX2010) Trade show held in Makuhari, 
near Tokyo Japan each year (Attachment 1).  Eight Industry members 
participated in this event (Attachment 2).  The IFEX2010 and associated 
activities were conducted over a five day period commencing on Sunday 8th 
concluding on Friday/Saturday 13/14th November 2009.  The events conducted 
included visits to high-end florist shops, flower wholesale and auction based 
businesses, Airport import facility and participation at IFEX2009 event. 
 
Ongoing success in the Japanese market and indeed most other markets 
depends in part on the continual building of relationships with customers.  WFA 
has encouraged attendance at this event since 2006 and the people being visited 
are responding positively to the participation of Australian growers at these 
events.  Growers who participate in this event show their commitment to creating 
and building good business relationships by spending time discussing business 
opportunities with buyers who are attracted to the trade display (Attachment 3). 
Growers also learnt more about the links in the supply chain that delivers their 
product to the customer. The visit to an up-market wholesale and auction 
business demonstrated the value each of these sales strategies can offer flower 
and foliage production businesses (Attachment 4). 
 
Showing Australian products at this Trade show offers the growers the 
opportunity to help to educate the visitors to the Australian display the value and 
variety of fresh cut flowers and foliages available from Australian growers 
(Attachment 5).  Thirty different varieties of Australian-grown product were 
offered for display at IFEX2009.  Each of the products that were displayed 
included a written description in Japanese and English (Attachment 6).  
Australian participants with the appropriate skills prepared flower arrangements 
to demonstrate the use of wildflowers on display. 
 
Based on feedback and learnings from previous IFEX events floral arrangements 
were prepared using locally purchased flowers and combined with Australian 
Wildflowers.  This was done to demonstrate that value and variety can be 
achieved by using some Australian product with flowers from local production. 
 
A meeting was arranged to seek comments and feedback from the most 
enthusiastic users of Australian wildflowers located in the Tokyo area.  All 
growers participated and they listened to comments and responded to questions 
regarding the customers’ perception of the products they purchased (Attachment 
7).  Issues that were raised were mainly to address vase life, quality and 
traceability of flowers that are purchased.  Customers indicated that they value 



good quality product from people who they know.  They indicated that they wish 
to learn more about the varieties of many different products in order that they can 
choose those varieties that offer good value and longevity for the consumer. 
 
Before the IFEX2010 event an invitation was extended to importers of Australian 
Flowers and foliages to participate in a one-to-one briefing of the project and 
activities that have been carried out by WFA to improve the value and quality of 
wildflowers as well as to improve the sustainability and profitability of Australian 
businesses.  The briefing was conducted by Lodi Pameijer accompanied by other 
mission members when available and with the translating assistance by Kazuko 
Nishikawa from Austrade Tokyo (Attachment 8).  Many representatives of the 
importers accepted the invitation and attended the briefing at the WFA display 
area in at their own display location.  The then recent Global Financial crisis 
(GFC) events seemed to weigh heavily on the comments made.  The outlook 
seemed negative but seemed to focus mostly on commodity flowers and foliages 
that are traded.  When questioned specifically about product imported from 
Australia, many did not have any information to offer suggesting that the volumes 
imported did not have an impact on their overall business operation. 
 
Representation from across Australian were sought to participate in the mission 
to attend IFEX2009 and linked events.  Each attendee made a contribution to the 
cost of the market visit.  
 
The list of attendees is as follows; 
 

Mr. Mark Irwin Managing Director Cedar Hill Flowers and Foliage 

Ms. Polly Ingles Marketing Executive Folia Flowers Australia Pty Ltd 

Ms. Tomomi Fukuda Sales Executive Premium Greens 

Mr. Tim Bailey Managing Director Crooby Cottage Wildflowers 

Mr. Lodi Pameijer Managing Director Top of the Range Flowers 

Mr. Martin Sayers President 
Protea and Wildflowers Growers 
Association 

Mrs. Mary Sayers Sales Director Marindale Proteas 

Mr. Bryan Gibson Managing Director Elysium Organics  

 



 
The following Australian Grown Wildflowers and foliages were used as part of the 
display and were used to prepare the flower arrangements that supported the 
sample display. 

 

Marketing Name and Length Botanical Name 

King Protea Protea cynaroides 

Mini King Protea Protea cynaroides 

Protea Madiba Protea cynaroides 

Protea Arctic Ice Protea cynaroides 

Christmas Bush 110cm 
Ceratopetalum 
gumeriferum 

Christmas Bells 70cm Blandfordia grandiflora 

Flannel Flower - White Romance 70cm Actinotus helianthi 

Silver Spear 80cm Banksia plagiocarpa 

Banksia praemorsa 80cm Banksia praemorsa 

Waxflower Dancing Queen 70cm Various 
Colours 

Chamelaucium 
uncinatum 

Reindeer Wattle Foliage  

Woolly bush  

Kangaroo tail  

Sea star fern  

Emu feather  

Matuka silver  

Banksia stick  

Pine tails  

Puzzle stix  

Bribie pine  

Steel grass  

Koala fern  

Flexi grass  

Red Waratah 50cm Telopea Speciosissima 

Pink Ice Protea Pink Ice Hybrid 

Veldfire (Mardi Gras) Leucospermum 

Hi Gold Leucospermum 

Tango Leucospermum 

Rigaletto Leucospermum 

Safari Sunset Leucodendron 

Safari Sunrise Leucodendron 

Banksia Coccinea Banksia 

King Protea Protea 

Leucospermum Reflexum Leucospermum 

Leucodendron Discolour (Female) Leucodendron 

 
 



WFA and it’s members would like to acknowledge the encouragement and 
support from the following and are thankful and appreciate the support and the 
contribution made by each of these organizations and businesses; 
 
 

 WFA members who participated including Australian Flora Corporation, 
Crooby Cottage Wildflowers, Elysium Organics, Folia Australia, Marindale 
Proteas, Premium Greens and Top of the Range Flowers. 

 

 Horticulture Australia Limited (HAL) for financial assistance to WFA to 
enable this event to be of value to the industry and the participants. 

 

 Rural Industries Research and Development Corporation (RIRDC) for 
funding two travel grants that enabled two businesses who had previously 
not participated in the IFEX event. 

 

 Australian trade Commission (Austrade) and Austrade staff members 
including Ms Kazuko Nishikawa and Ms Kyoko Ozawa for their invaluable 
assistance through the week of activities. 

 

 WFA members who contributed high quality products that could be 
displayed at the WFA/Austrade display. 

 

 Chrysal Japan for providing products that kept the flowers on display 
looking fresh. 

 

 Shima Trading for assisting with the importing of the display materials. 
 

 Oasis Floral Products for floral foam out of sight but used in the 
presentation of the floral displays. 

 
 
This following part of the report is prepared by Martin F Sayers OAM 
 
 
Martin Sayers has been involved in the protea and wildflower industry for over 30 
years. During that time he has been a founding director of a family company 
Marindale Proteas. (Div Marindale Rural Management Pty. Ltd) 
Protea Australia. Pty Ltd. 
International Protea Association. 
The Australian Protea Growers Association. 
The Australian Flora and Protea Growers Association. 
Wildflowers Australia Ltd. 
(Life Member Wildflowers Australia Ltd). 
  
Awarded an Order of Australia 2007 for services to the wildflower Industry. 



 
Reasons for travel 
 

1.  Observe processes at Setagaya and Ohta auctions and wholesale 
markets 

       2.  Visit florists and meet with floral designers in the Tokyo region. 
3. Visit and meet with importers and wholesalers. 
4. Meet with import agents. (Attend JAL import facilities at Narita airport.) 
5. Inspect quarantine and freight clearance facilities. 
6. Attend Ikebana exhibition. 
7. Attend IFEX2009. 
8. Liaise and meet with interested importers and wholesalers at the 

IFEX2009 exhibition. 
9. Observe and learn about quality requirements in Japan for Australian 

wildflowers. 
10. Observe and comment on competition from other countries. 

 
Itinerary. 
 
Monday 9th November. 
 
Setagaya Flower Market. 
Matilda Flower Shop 
Ikebana Atrium 
Fuga Flower Shop 
Sogetsu Ikebana Exhibition 
 
Tuesday 10th November. 
 
Makuhari Messe (Set up WFA/Austrade Display) 
Travel to Sakurashinmachi to share dinner with leading floral designers. 
 
Wednesday 11th November 
 
IFEX2009 Trade Display 
 
Thursday 12th November 
 
IFEX 2009 Trade Display 
Airport freight handling facility 
Quarantine facility 
 
Friday 13th November 
 
Ohta Flower market 
IFEX2009 Trade Display 



 
Saturday 14th November 
 
Hotel Springs Makuhari. Debrief meetings with Mr Fukuyama 
 
 
 

Introduction 

 

 

Overview of Study Tour 
 
  On arrival at Shibuya underground rail station one of the first shops to greet us 
was a florist. This was a good chance to look at what products of interest to me 
on this trip were available in what might be considered to be a down market 
environment. 
   
  As my primary interest is in the area of Proteaceae I was interested as to what 
was available to the retail market in Japan (Tokyo area.) To my surprise there 
was a good assortment of a few Protea, six varieties of Leucadendron, a couple 
of varieties of Leucospermum with some Brunia and other Australian Native 
foliages generally of good quality. The country of origin of this product was not 
able to be obtained. This in itself is a matter to be dealt with later. 
 
On arrival at Makuhari the next day we visited the Setagaya Flower Auction, 
where we met Mr Fukuyama (Sub section chief) who proceeded to show us 
boxes from Australia. This product from several growers/exporters was in a very 
variable condition from very good to very poor. (Basically throw out material.)  In 
fact some of it was thrown out by the auctioneer when it hit the auction floor.  
 
  We then went to the auction room and took up seats across the front row. Here 
quietly the auction system and all their implications were explained to us. It 
became very obvious as the auction progressed that quality in both product and 
packaging was important to obtain the best prices in the auction. It would seem 
that the best and most productive method of sale is by pre selling with only the 
over supply going to auction. We were then shown downstairs to the wholesale 
section where there was a good selection of flowers and native foliages. 
Unfortunately, even here at an early stage of the distribution process the quality 
was very variable. 
 
  Visits to several florist shops and flower outlets around Tokyo followed including 
visits to Matilda, Ikebana Atrium and Fuga. The flower quality and presentation at 
all these sites was excellent. The range, quality and overall presentation at Fuga 
was some of the best I have seen throughout the world. Every Vase/ container at 
this location had a small sticker of a flag of the country of origin. This was helpful 
in determining the quality and longevity of the product. 



 
  The final visit for the day was to the Nihonbashi Takashimaya department store 
to attend the Ikebana exhibition. Here were hundreds of traditional Japanese 
flower arrangements many of which featured Australian wildflowers and 
proteaceae. 
 
  The next day was spent setting up the WFA/Austrade display at the IFEX 2009 
exhibition venue. In the evening we traveled by train to Sakurashinmachi to 
attend dinner with a group of Japanese floral designers. This was a very 
interesting evening listening to their comments (Through the able interpretation of 
Kazuko Nishikawa from Austrade) of the suitability of our product in their 
environment. The availability of niche markets, and the unfortunate variability and 
shelf life of the product were concerns raised by those that attended. 
 
 
 Day three was spent at the IFEX2009 display showcasing our product and 
handing out product availability brochures and attending business meetings with 
interested importers and wholesalers. 
 
  Thursday afternoon we traveled with Austrade representative Kiyoko Ozawa to 
Narita airport to liaise with Mr Daisuke Matsumoto from Serve Ltd (Freight 
forwarders) who led us through the Japan Airlines freight terminal and fumigation 
chambers. Unfortunately we saw no Australian flowers but tones of asparagus 
from my local area Koo Wee Rup Vic. We then toured the quarantine inspection 
areas. 
 
Friday morning we visited Ohta Floriculture auction with Kazuko Nishikawa 

(from Austrade) where we were shown around by Jun Ueda (Division Manager 
Overseas Division.) Although similar to Setyagaya this auction seemed larger 
and busier, with its wholesale area catering to a larger cross section of clients. 
The wholesale section stocked a large variety of proteaceae and Australian 
native foliage. Again the proteaceae was unrecognizable as to its origin. (Most of 
which if it were to be Australian, I would be appalled) Friday afternoon was spent 
back at the IFEX2009 venue, seeing clients and then dismantling the stand. 
 

Purpose of travel 
 
My first dealings with the Japanese market was in 1978 when we formed a 
grower co-operative called Protea Australia and for several years exported 
successfully to Japan and Europe. It will be interesting for me to revisit the past 
and see if anything has changed. 
 
The primary purpose of the visit to Japan was to study the Australian Wildflower 
supply chain. From import, freight clearance, importers, auction, wholesalers to 
end users. Flowers are sold in Japan through florists, supermarkets, convenience 
stores and internet sales. 



 
 Japan is the world’s second largest economy and as such it can be assumed 
that the market for cut flowers would be considerable. In fact even a 1% or 2% 
target for Australian Wildflowers would be unachievable under present 
conditions. There is a lack of larger growers in production able to take up the 
slack created in recent times due to drought, fire, the decline in smaller 
uneconomic ventures and other contributing factors of natural attrition. 
 
  By 2010 it is estimated that the Japanese flower market would be around $15 
Billion US. The largest share of the market appears to be chrysanthemum, 
followed by orchid, carnation roses and lilies. Australian wildflowers fall into the 
“other” category making up about 10% of total sales. There is also no way of 
telling from where the product is sourced. In the case of proteaceae it could be 
from New Zealand, South Africa, Zimbabwe, Israel or Australia or even from 
some other emerging producer nation. One way of overcoming the recognition 
process is by a system of branding from Australia. Because much product is 
repackaged by importers into their own boxes, Australian box recognition is not 
sufficient. 
 
  With the changes to the Wholesale Market Law in April this year (2009) new 
avenues will open up for Australian exporters/growers. Up to this point exporters 
have only been able to deal with importers. Under these new changes exporters 
will be able to deal direct with wholesaler markets and retailers. This will enable 
access to more lucrative niche markets, which until now have been closed by 
law. Only registered buyers can buy at the auction, which means that smaller 
florists and floral designers have had to buy at the wholesale markets, limiting 
their choice of quality product. 
 
  One of the benefits of the new system will be the speed at which the product 
shipped from Australia will be able to get to the end user, an age old problem 
with delays in repackaging, handling and re freighting. Floral designers who 
attended our florist night presentation complained they were only getting five 
days vase life from Australian Waratah. Apart from the boxes we saw at 
Setagaya there is no way of determining conclusively the source of the product. 
This I believe can reflect rightly or wrongly to the uninformed florist/end user that 
the product is from Australia. More work needs to by done by Australian 
exporters to identify Australian product.  
There are an ever increasing number of countries exporting the same or similar 
species into Japan, if we are to combat this we will have to do things differently. 
 
  Because of the precise nature of the Japanese flower market (and commodity 

sales in general) more attention to detail in packaging, presentation and product 
quality standards is necessary by both growers and exporters alike. 
Unfortunately in Australia quality and grading is in the eye of the beholder with no 
universally accepted or Government standards applicable to the industry. Apart 
from some specific proteaceae there is an enormous variance in quality in 



nursery stock. Even identical stock grown in different areas performs differently 
making the export of a universal quality product difficult. Historically the industry 
has been based around small growers, most without a sense of complete 
commitment to the flower industry. Many with their major income stream being off 
farm or retirees. Over the past several years of drought we have seen many of 
these as well as some major growers disappear either through lack of water, 
economic viability or bush fires. The industry needs an influx of several large 
committed growers to replace the volume of lost product and genetic material. 
Unfortunately there is a perceived or real fear of commitment by perspective 
growers due to the stagnation of prices over the years. Growers need to be 
familiar with the use of a cost calculator to determine the actual production costs 
of their particular products and negotiate sale prices accordingly. 
 
 

Recommendations. 
 

1. It is possible that the objective of costing could best be achieved by the 
establishment of a Peak Industry Body for all flowers. This could be 
funded by a levy paid by all registered flower growers, (recognized by the 
Taxation Department as flower producers) and collected through the tax 
systems say 1% of turnover. Previous suggestions of a box levy similar to 
the pot levy used by the nursery industry would be suitable, but since most 
flowers are sold loose to local markets, wholesalers and local florists I 
don’t believe that this option is acceptable because only exporters or 
wholesaler/growers who ship interstate or overseas would be levied. This 
would account for only about 20% of sales of cut flower production from 
Victoria alone. 

2. Closer relationship between growers and exporters/marketers.(discourage 
the you and us mentality) 

3. Establish an Australian identity in Japan especially. 
4. Encourage younger and larger capitalized growers into the industry. 
5. Research into new and more productive varieties. 
6. Attention to required colour tone and season combinations. 
7. Seek niche market opportunities. 
8. Better understand our competitors. 
9. Market and consumer research. 
10. Develop and run business and marketing courses for growers. 

 
 
Attachments 
 
Attachment 1 – IFEX2009 Participation opportunity and Invitation 
 
Attachment 2 -  IFEX2009 attendees photo 
 
Attachment 3 – Looking for business opportunities 



 
Attachment 4 – Observing the auction system 
 
Attachment 5 – WFA/Austrade display completed 
 
Attachment 6 – Product information card 
 
Attachment 7 – Evening meeting with leading floral professionals 
 
Attachment 8 – Meeting with import business reps 



IFEX 2009 Participation opportunity. 

 

WFA is offering you the opportunity to join a group of Australian Flower and Foliage 

businesses to attend the International Flower Exhibition 2009 (IFEX2009) in Japan.  

WFA is planning a week of activities that will include a tour of prominent floral 

businesses, and a Presentation Event and then attend the IFEX2009 Trade show.  The 

Wildflower industry has participated in IFEX for over 4 years now and results are being 

generated.  As a wildflower grower and/or exporter you are likely to have already had 

some benefit from previous year’s events.  Continuing the industry’s participation in 

these events is paramount to growing the market for Australian grown wildflowers in 

Japan. 

 

The tour will include Floral Designer businesses, Florist Retail outlets, and a Wholesale 

market to allow you to learn more about how our flowers and foliages are valued in Japan.  

The Presentation Event is planned to allow us as a group to present our products to an 

invited group of floral professionals. This will allow an opportunity for interaction with 

people who have a passion for and have been working with Australian wildflowers for 

many years. IFEX2009 is one of the largest Trade Shows for the floriculture industry and 

is held near Tokyo every year.  Flower businesses from all over the world are present to 

generate leads, woo customers and conduct business in Japan.  Japanese floriculture 

businesses attend the Trade show to learn more about the flowers and foliage products 

available to them. This event will allow you to help to generate leads for your agent and 

help to convert them to sales.  WFA is aiming to more prominently position Australian 

grown wildflowers in the minds of people who purchase flowers and foliages to use to 

help them differentiate their offer to their customers. 

 

WFA’s objective is to continue educating customers including, Floral Designers and 

Florists, Importers and Wholesalers of the value and variety of Australian grown flowers 

and foliages.  You will have opportunities to learn from the experiences at the planned 

events in Japan about how the product is displayed and offered for sale, the links in the 

supply chain, and the things that are important to the customers and the consumers.  At 

the IFEX trade show the educating process will be achieved by displaying samples of 

flowers and foliages including fact cards about each variety on show and showing how 

Australian product can be combined with Japanese grown flowers to create a distinctive 

style.  You will have the opportunity to learn from all the other flower and product 

displays at the venue about the competition for the Australian product.  You can learn 

from interactions and discussions about the preferences and tastes of individuals who are 

participating in the supply chain.  WFA are planning to meet with importers and 

wholesalers to provide an update of activities that WFA are carrying out to improve the 

value, quality and consistency of product sourced from Australia.  

 

To participate this year your business will need to invest $5,900 to be included in all the 

planned activities.  This will cover just over $10,187 of costs including a travel allowance 

to cover the cost of airfares and travel costs, accommodation for the week, a meals 

allowance, the cost of the Trade display, cost of some flowers and foliages for the display, 

and expert Austrade assistance and translation services led by Kazuko Nishikawa, 



Business Development Manager, Austrade Tokyo office.  Her passion for and her 

assistance to the Australian Wildflower industry was recognized at the 2009 WFA 

Annual General Meeting and she is now a Honorary Member of WildFlowers Australia 

Ltd. 

 

WFA has already received significant interest in this opportunity and places are limited. 

The costing has been worked out based on early registration as better travel and 

accommodation prices can be booked and locked in.  Late registration will incur a 

surcharge based on the extra cost of securing accommodation and travel costs. As late 

registration is based on the actual costs incurred WFA cannot offer a cut-off date and 

time.  Please book your place now to secure your place.  
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