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2 Our Reguiremenis % ,

The Minisiry of Foreign Affairs and Trade (MFAT), along with its paleegyage

Enterprise (NZTE), is seeking a Lead Provider to develop an agrj si hub around a derghgtration
sheep breeding farm and operation in Saudi Arabia.
for a

The Government will provide up to six million dollars (plus GST) ad Provi sortium
partners to develop a demonstration breeding farm and ¢ {on in such a waytha howcase New
Zealand agribusiness expertise and technologies to Sa nd the r@“ Co-operation

Council (GCC) region”.
Potential Lead Providers will include in their Respo etzlla of indi %oﬁium partners that
a that will greethduring the Competitive

they may work with to provide the services and
Dialogue process.
We will only accept/consider Responses frgm Le viders.

noted in the EQ| Responses that are not sho d to progress o

be provided to organisations that have
selected is aware of potential conso

e Stccessful Supplier will contract with

MFAT is facilitating the tender pr s. It s)anticipated tha

and work with NZTE to complete the progra T wolK.
Background

In recent years, the New Zeagk gvernmeny | sen working with its counterparts in Saudi Arabia,
and the wider GCC fo G foid rity needs of that region. The recent launch of the
NZ Inc GCC strategy Mipjster of Fofdign Affairg outlines food security as a key area of focus.

This document is ilab Inc Strd Opening Doaors to the Gulf Region.

Exports from Ne to the GCC mceed NZ$1.5B and have been growing sieadily by 10%
a year. Being acutely ay@afe that th = aspect to petroleum based wealth, GCC couniries have
been seeking esT0 secure/eir -petroleum futures. Future food security is therefore high on
the list of griorities, and New Zeald s one of the world’s leading agricultural nations is a partner of
choice.

That mean e than jusan term exporter of primary product to GCC markets, aithough food
inue

row at a great pace. It brings the potential for partnerships between

an erags exports
Cc and New ricultural expertise to contribute to long term food security in the Gulf.
j
she

f e food seé%%:d tives in Saudi Arabia is to increase the number of sheep, afier seeing
umbers/iF the om drop from 12 million in 2008 to 8.7 million in 2012. The Saudis also want
Q fampke the indlstry subtainable. This will entail developing or imporiing technology, techniques, tools

d expertigsdn specialities including environmental protection, herd management, hreeding

improvenggnt ammes and feed improvement,

j\//)
NS

Qooperation Council (GCC) was established in 1881 between Bahrain, Kuwait, Oman, Qatar, Saudi Arabia

and thstThited Arab Emirates. The six countries are the economit powerhouses of the Middle East with large state
resources and particular needs that match New Zealand's comparative strengihs. These are states that are looking to
work with us on areas such as food security, education and investment.
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The New Zealand Government has therefore provided up fo six million dollars to be invesied over
next two to three years o develop a demonstration breeding farm and operatjon which will enh the
capability of the New Zealand and Saudi Arabian red meat industries. A kgy'Togps of the proje

may be developed in Saudi Arabia and the staies that make up
Africa.

Eviavrarnainm ~F ladnrant Cmmm 7 ~FBA
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Demonsiraticn Breeding Farm and Operation

g unit that producgsproduc
nothe GCC. While thi
C, itis the

partnershi New
spetially in Africa e B0% of

The demonstration farm and operation will showcase a breeding and fatte
that suitable to meeting the tastes of the growing middle class in Saudi
will initially focus on opportunities for partnerships inside Saudi Arabi

Zealand agriculiural expertise and GCC capital in third party coun

the world's undeveloped arable land is to be found.
The farm and operation will be built in partnership with a grovp o -fime Saudi in rs in the New

abattoir, property
development, and retail in Dammam and Jeddah in rabia are subsignsal. e group's main
farm, near Damman, (the site of the proposed demo eeding T4 pperation) is a large

one, into which major new investment is already A€ing around bradd . is i
commercial operation, and as such the New Z¢ iny®dstment o démonstrate commercial
benefit both to the Saudi group, as well as the i e Zaalang' jeresi®

d\Saudi Arabia 2-1 il 2013. The purpose of the
and,/Ahe parti he study tour included officials
dustries and rep tatives of the following firms: PGG
7, Proand nrigy Agriculture and Awassi NZ.

A group of New Zealand agribusiness exper
visit was 1o assess the opportunity for Ne

Wrighison, Sourceworld, AsureQuality,
fully the difions to ensure that any New Zealand

While further research is needed to
xperis sugge the farm and operation should:

solutions are sustainable and scalable, th

» DBe assisted where possibie by ew Zes ‘} ased research and development programme
focusing on genetics andAgedjng of sheep adapted 4¢ Saudi Arabian condilions;

an and New Zealand on-farm best praciices;

or' ot New Zealand firms or technologies representing
netics, nutrition, farm management systems and farm
gies and marketing were identified),

case the operation to interesied business delegations;

=his of the todywill be involved in the EOI evaluation.

Pana R nf 34
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Potential Focus Areas

The overall investment objective is to support the design and build of & demon
that represents best practice, and upholds the reputation of New Zealand Agr:
showcasing New Zealand on-farm capability, products and expertise in magk
Potential areas of focus or value include:

Anfmal Performance and
Management

Animal selection, husbandry, welfare,
performance

Genetics

Infrastructure development {i.e. feadiois)

Nuirition management

ing technology will underpin
st practice elements of the

o farm. Any technology will

zoupled with the appropriate

& for design, implementation and

Technelogy and Equipment

Processing design and techniologies

Ear tags/EID tags

Tag readers / @

i
|
i
' =rm 10 Saudi Arabia.

N

NNy
Mznagement arkeéég Demaonstrated ability to deliver this project
i hetween New Zealand Saudi Arabia is a

Planning a y management
S P g \ critical success facior. The project is part

Scanners and scales

Agricultural technol

Farm m en i of sustainable long term business for Saudi
People devel nt -? Arabia will require capability and ambition
| to achieve this over the longer ierm —i.e.

beyond the project funding horizon.

Fa Wn and cd
ing~and bran%
o)

< A '
ns A
Wh reparing t% 2, the following assumptions should he taken into account:

a  Akeytdcus o project is developing a high-value red-meat product for the Saudi market, focusing
ssi breed of sheep

d major infrastructure to support the breeding operation will be made available by the Saudi

$




It is expected that successful delivery will involve a range of services and products, ranging fr
sourcing and installing New Zealand technology and equipment in Saugj Arabia, to researcir,Uesi
training and consultancy services. We are expecting the Lead Provigef apg consortia to
demonstrate the most effective emphasis and programme of work wi ientified potknial

areas of focus.

Commercizl Operation &
The New Zealand investment in a demonstration farm and operation outlirgd in this

wider a Saudi Arabian owned commercial breeding, farming ard-i
implementation of any solutions will be done in close discusé!
the Saudi interests. There is the expectation that Lead Pr,

the commercial operation in Saudi Arabia, as a key parygft

2

pari of a

id

solutions.
n t specialist areas will be

e_areasyoted under the ‘Potential

A large farm property outside of the port cit
demonsiration breeding farm and operatj
being made available to the consoriia.
nt made as part of the Government's
di interests to ensure that New Zealand

Zealand agricultural technigueg

countries.

Breeding Proiocol

An important part of theprojectisthe suppiwof ealand breeding stock, focusing on the Awassi breed
of sheep, to the Saud igyigrm. To facili is, the relevant Ministries in New Zealand and Saudi

Arabia are curren iscusglrg the ne umentation and approvals for this to occur. The Saudi
interests are inves icantly i re infrastructure at the property near Dammam in preparation
resd dth elopment of the breeding operation in Saudi Arabia.

for the receipgiij bremding stock, an

m___ An _faoa



3. Procurement Process Y Vi

We are seeking a firm that will act as the Lead Provider to propose and mana&%ﬁconsoﬁiuw
Sd ia.

and dellver the demonstration breeding farm and opsration in New Zealan

Suppliers interested in responding to this EOl as potential Lead Provid
supplier briefing on at MFAT offices in Wellington on the 26 August. &ppli
confirm via e mail their intention by e maliling the name of their co
to procurement@miat.qovi.nz by the 22 August.

We are seeking Responses only from Suppliers capable of a
indicate the consortium partners with which the Supplier prop

breeding farm and aperation.
Following the evaluation of Responses MFAT may prequ as’'# potenti N

with that Supplier's suggested consortium partners.

Alternatively, we may seek to work with a Supplie

consortium. To this end, MFAT retains the right 49N
partners to each other, including consortium
shortlisted through this EGI process to progr
infroductions is to ensure that weil quafifie
through the agribusiness hub simply b

Firms who are invited to he named as con partn an one Response are free to be
represented by more than one Supptie

deortext' to work with the shortlisted supplier(s) to
ided in the form of the Funding Agreement appended io
, estimated budget, payment and reporting milestones

iders and consortium
rovider whose Response is not

guidelines on ‘Competitive
develop final Proposals. Fi
this EOI document andfi

Y

ainability iness hub; and
fional crit be established as a resuli of the information provided in this EOI stage,
whith will biéommu ted to shortlisted Suppliers during the Competitive Dialogue stage.

ill be undertaken by representatives of MFAT, NZTE, and inierasted Saudi
y independent expert(s) whose input is considered desirable by MFAT and NZTE.
MFAT will wopl/wigh Stsplier(s) shortiisted through the EOI evaluation to ensure that the evaluation criteria
final Proposals are well understood, prior to final Proposals being submitied.

proposed tg &
The suc%@_ea Provider will be accountable for the management of all consoriium partners and the

waldation of finalPr

delivery o rvices and outputs in accordance with the final Funding Agreement.



== a P i A ";E'ﬁ ‘" :
Evaluation Methodologihnyy &

1 Fhipr v : ,
laNy “
- ﬂ& &
Criteria to be used in selecting a consortium lead and prequaﬁf% Fahtin
poiential consortium pariners proposed jn this EOI
20%
30%
similar 5.
)
%P{mvider) 30%
m contribuie to a wider
. L
noted above under the % jon:
Proposed Methodglggy W/ 20%
Proposed project pt ovdrpance siructure tones, performance measures,
project output onsed@’proposed eement and risk management
processes. Tvs% %
Fal
< Q ~N Total 160%
/7 o
A4 V
/é%%ng\/ \Wion Score
SVLAN O \\) _ . .
E i xceeds the requirement. Exceptional demonstration by the Supplier of the a.10
elevant ability, understanding, experience, skills, resource and quality
measures required to provide the goods / services. Response identifies factors
% that will offer potential added value, with supporling evidence.
FaN
Good w Satisfiss the requirement with minor additional benefits. Above average 7-8
demonstration by the Supplier of the relevant ability, understanding,
experience, skills, resource and guality measures required to provide the goods

! services. Response identifies factors that will offer potential added value, with
supporting evidenca.

P

Satisfies the requirement. Demonstration by the Supplier of the relevant ability, 5-6
understanding, experience, skills, resource, and quélity measures required fo

provide the goods / services, with supporting evidence.

)

Minor Resarvations Satisfies the requirement with minor reservations. Some minor reservations of 3.4

the Supplier's relevant ability, understanding, experience, skills, resource and




quality measures required to provide the goods / services, with little ar no
supporting evidence, 0

Serious Reservations

Satisfies the requirement with major reservations. Consid
the Supplier's relevant ability, understanding, experien
quality measures required to provide the goods / service
supporting evidence.

Unaccepiable

Does not meet the requirement. Does not com
provided fo demonstrate that the Supplier ha
experience, skills, resource & quality measures requir
services, with [itfle or no supporting evid .

provide &

N O

The EO! evaluation panel will consist of MFAT and N p el and jhdepen experi(s).

%
&

&y
7
Sog
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S
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onse Form

Contact person:

Position:

| Phone number:

Mobile number:

Email address:

Fuilt legal.name:

' Trading name: (if differenty

LA
RSV

Name of parent compan@/

%?}hﬂ;ab[eivﬁ

Physical address: (O\\ﬂﬂ/

gistered office

r compaﬁ@%

_ ﬁo’stal acﬁdl;éss: %&
N7

X
S

! Company'w ite:
i A
LocatJon of i w yﬁw Zealand / if overseas please specify city and country
ly%o gai stalu% rader / partnership / limited liability company / other please specify
lstratlon N i, applicable, registered number for a company

Q}moﬂe&da@

4

insert country where organisation is resident for tax purposes

NZ GST number / if overseas please state

G3P registr}?}ﬁ\m@er:
5

MED 1263549

Expression of Interest
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Section B:

consortium of agribusinesses capable of delivering io the expectations sat Ow
nature, duration and purpose of your association with the nominated re

Reaferees

Name of organisa‘rfon:

Name of referse:

Relevance of this referee:

. /80NN
Address: [\\ &\
Telephone: %

Email:

Goods / Services provided: | s.mimars \\\‘w{ﬁ. JF 70 O 7\'1\@.} icer MroVided

Dates when provided:

| srave e IES m*’ef s K SLBS WEVE DEEN Orov. 166

Key personnel

Ror ipvenvar T SreCt W o8

Vagiahlial g sgeng, WRNEGING IN6

Go}g f Servi s\o«@'ed: summarise the nature of the goods or services provided

Dates wh/$n

ded:

state the dates when the goods or services have been provided

Key pe |

Names and roles of key personnel invalved in this project who are
nominaied for involvement in establishing, leading, managing the

proposed consortium

SN

Add tables for referees as required




Section C: Response to EOI

Supplier's Response

Your responses to the questions set out below will be used to assess your gainst the cri

out in Section 4 — Our Evaluation Methodology.

In preparing your Response you are required to respond to all of the
encouraged io provide as much supporting evidence as possible i
published materfal or in-house tools, femplates, examples.

Your responses will be scored by members of our evaluation
the evaluation panel will be moderated via consensus or fai

The evaluation team may further amend their scoring of
provided during Supplier presentations that may clarify
response.

Criteria

Succinetly explain and \// N
provide evidence of your
credibility and success as
a business in the New )
Zealand agricultural sect
XK

Provide evidence th (y(_\) %7-%\)

expeciationg Set oUNpthis
EQI?

consortium partners,




Declare any actual,
potential or perceived
Conilicts of Interest you
believe you rmay have in
regard to the tender.

Note the names and
responsibilitiss of staif you
would nominate to deliver the
outcomes set out jn this 0l —
Append brief CVs for
norminated staff.

xptain what offshore
agribusiness interests you
have currently and in
which countries

Ly

. /2
Describe the level, tyM

" location of invest
have committed tOB
offshore agrib,

What are the on-going

opportunities for you and




your proposed pariners that
will result from this project?

e

How do you see this project
benefiting other New
Zealand firms noi directly
involved in delivery of ihe
project?




The speclalist areas listed befow are indicative only
research phases of this profect may identify other g

Company Name \\

- Tt
Mature of relationship \)) /\\
‘ ()

NY/

Capability to assist in the V
delivery of the @ m
- programme ]
; (O
Qﬂj

Technoﬂogy and@i\i\:ﬂ,@/ <<J
N

(’_ Comﬁany N??e/\ Xgﬁu \\)

Mature of relsii

Are%%@@e Gv N

cd by 7 assist n%%
iveRygihe @J]b

P

Manag{{@}’z am:'ﬂarkefzing

Mawe#aiﬁon?ship

Areas of expeitise




Capability to assistin
the delivery of the
programme

(C)b
V4

What Project Management / Governance U\
Ireporting arrangemehts would you suggesi? /\ N

what you believe may be useful mitestones

Append an indicative high level plan indici‘%}%
terrns of completing activities or delive%)

and the consortium
value for money?

S

%/) o

How do y@/ pr, ose%centivising consortit
partners? \7

~/

woul u suggest yo ormance Is

ehgiog thd herformance
rtne

ith the successful Supplier. These

0
q“ 47 requirements will be expandad onto

. y
reftect'the final project design.

Each Supplier is asked to coniirm its full
acceptance of the terms of the proposed

[Yes | confirm)

OR

[ No t do not confirm. The clauses that have not been accepted are:

Clause

Why is the clause not
accepted?

Suppliers
proposed
amendments




Funding Agreernent, as the minimum terms of
any future relationship arising out of this
procurement.

If the Suppiier does not confirm full
acceptance of the proposed terms, the
Supplier must, on a clause by clause basis:

(a) ldentify and explain why the relevant
terms have not been accepted; and

(b} Setout the Supplier's proposed
amendments.

VAV




Supplier's Check List

Make sure you include everything that is asked for in this EOL Use this ¢

Response.

h& heR finalising v
N

Thinags to be included with your Response

Schedule 3

I\\/ ~7
%ic copy
reddired
IS
v

Supplier's Declaration

1. Proiile of organisation Sectio
o ]
2. Referees S/e}c '%j J(O
~ s
3. Response to EQI @W 5 N
~ ~
4. 1 ’\ei‘Stlon D &X

Q
S

AN



Section D: Supplier's Declaration

Each Supplier / Lead Provider is required to complete the following Declaratigh/
O

Sup 's declaration

Topic Requirement /\\\5
~

EOI responsa: The Supplier has prepared this Propoi independently %e { disagree

fo supply the goods/services. Q
i N Y

them.
o,

.

~
EOl terms and The Supplier has read and fufi)hw%ds this £OI, agree / disagree
conditions: and the EOI Conditions, ms be bou
N/

agree / disagree

c

Collection of furiher The Supplier authorises yer to:

information:

formation A altyation of the

tall 8 information will be

o

; B
(0]
7%0’

T
on
(e Y

Proposed Funding Hie Syppliar h fully understands and agree / disagree
Agreement: ccepts the Pro unding Agreement. K

sStrécessiul, upphlgr agrees to sign a contract

i based on these and conditions.
Al

Conflict of !W The SSW@MS that it has no actual, potential or agree [ disagree

pereajved ict of interest in submitting this

ive procurement process the Supplier will report

\f Re ~OF eniering into & contract to deliver the
ents. Where a conflict of interest arises

actual, potential or perceived Conflicts of Interest

equl
L
% it immediaiely fo the Buyer's Contact Person.

@ are io be documented and submitted as part of the EQI

esponse
Ethics: w In submitting this Response the Supplier warrants the agres / disagres
following:
a. It has not entered into any improper, illegal,

collusive or anti-competitive arrangements with
any Competifor or parties currenily or poientiaily
involved in this project

b. its Response has not been prepared with




potential consoriium partners hominated in th

Response)

c. directly or indirectly approached any
representative of the Buyer to lobby or,g
information in relation to the EQ! (othedihan
Buyer's nominated Contact Person

d. has not aftempted io influence, rovide any

enefi to

form of personal inducement, @
any representative of the B

consultation, communication, arrangement or
understanding with any Competitor {other than g

Offer Validity The Supplier confirms that tht opige remai agree / disagree
Period: open for acceptance for a rom the ing
Date. This is called the Qffer Va lty Perlod

Declaration: The Supplier declares in préparing rh|s ofige agree / disagree
it:
a. has provi eand a ation
in all patis of esponse, in
respect

( the contract

If, in comWs Decla fail fo indicate ‘agree’ or ‘disagree’ egainst any of the above
ee with each of these staiements.

sxater@ts y% ill be dee

dccumen%re acourate, irue and correct.
é’h\g@re.
ull name:

f position:

Date:




e

~
With the selsdted”)

irements in terms &f the
part of final Contract

ﬁ r'smo_,‘ i o ;;‘ -‘:.Zz T, 5 a‘. 7 i-‘ﬁ"i SR ! 52, ;_mg,-f
5. Froposed ~unding Agreemen

It is anticipated that NZTE will, subject to the NZTE Board'’s approv
Lead Provider to implement the project.

The accompanying Funding Agreement sets out NZTE's minim
level of commercial detail and general terms and conditions t il for

with the successiul Supplier.

requirements.

These details will be worked through during the Com
stage and should form part of any final Propos



8

7. Insiructions o Suppiiers

15 for Suppliers interested in
. |t also sets out the Standard

The following words an
document and any Sgh

o)
Businaess Day y when mostibeine¥ses are open for business in New Zealand. [t
ludes S uAday and public holidays.

means the period from 8.30am to 5.00pm on any Business

Business Hows Business h
<g g Day.

Buyar Thewm organisation that has issued the EOI with the intent fo
V etie goods or services described in the Requirements. For this EQI,
t vt is the Minisiry of Foreign Affairs and Trade and its partner agency,

% ealand Trade and Enterprise.
i Pard e period within which a Supplier can ask for clarification or additional
formation from the Buyer in relaiion to the EOI.

Q\ The deadtine for Responses (or finai Proposals, as the context dictates) to be

received by the Buyer as stated in Part 2.

The anticipated second siage of this procurement process, following the
shortlisting of Suppliers as a result of the evaluation of EOf Responses.
Refer to the accompanying MBIE guidance on 'How Competitive Dialogue

works in New Zealand',

Any other business that is in competition with a Supplier either in relation to

Compatiiors

MEmAARIEAN Ewnraceinn nf Intarest Pane 26 of 34



the goods or services sought under the EOI or in general.

Confidential [nformation that;

information . . .
= a. Is by its nature confidentiai

b. is marked by either the Buyer or a Supplj Confidentia
‘Commercially Sensitive’

c. is provided by the Buyer, a Su r a third party

d. the Buyer or a Supplier knows, or aughto know,

secially sensif a Bliyer, a

i6r's perso wness interesis or
10, confljéi4ith iis ebligations fo the

icipated proYisio he goods or services.

Conflict of Intergst A Conflict of Interest arises i
ohligations do, could or be-pe

Buyer under the EOI or/y 3
It means that the Suppliz de

called into question nflistOf interest
a. actual: i
. f J

e
d:

Contact Person thAe Buyer and Supp

yer's Contact Person is identified in Part 2. The
is identified in its Response.

EO! Conditions i jers, coniaining an ouiline of the process and the

0 s which apply to the process. This document contains the
N
Evaluation The ethodology set out in Part 2 used by the Buyer to evaluaie Responses.
itethodology

"é’esi T mprises Part 1, Part 2, this set of Standard Conditions and any

¥ 7 I
% chedule aitached by the Buyer.
Thetegally enforceable written contract for the delivery of the project between

successful Supplier and the Buyer/NZTE based on the proposed Funding
greement appended to this EQI..

L
L

Government Electronic Tenders Services wwaw.qets.covinz

The goods and services tax payable in accordance with the New Zealand
Goods and Services Tax Act 1985.

The suggested dates and times for the EQ| process as described in Part 2.
These may be subject to changs at the Buyer's sole discretion.

All Intetleciual Property rights and interests, including copyright, trademarks,

intelleciual Property



designs, patents and other proprietary rights, recognised or protected by lgg

waad Provider A Supplier that is responsible for the overall man t and delivery@ a r/.
project.

Part 2 The sacond section of the EOI which contaips kel ationont
coniracting opportunity.

Proposal Afinal offer for the delivery of the project deschibed in this
Competitive Dialogue or other subsggueni tender stage,

Representative of the A person who reprasents the Buye

Buyer contracior, consultant, agent gl/seco
indirectly approach, lohby okgeljdlf informati
Buyer, other than the Buye

onf Zaentative of the
VAR EZ(P Perso@ e EOL.
Requirsmenis The goods and/or se ihed in t Ol Part2.

Responss The response a Supp bmits in repl
information spe Buyer in

Schedule Any attachment e EOI| with th edule’.

vy io

EOI. li should include all

Supplier

rgvide in their Response all information requested by the Buyer
hetformation must be supplied in the format spscified by the

Failu pvide all information requested or in the correct format may result in
Resporise being rejected as non-conforming.

f.asn
. ~ Responses must be in English.
ification Period

4. Each Supplier must satisiy itself as to the interpretation of the EOI. If there is any
perceived ambiguity or uncertainty in the EOI documents Suppliers should seek
clarification before the end of the Clarification Psriod.

5. All requests for clarification must be made by email to the Buyer's Contact
Person. Please allow a reasonable period of time for the Buyer to respond to a
request. Requesis will be dealt with by the Buyer during Business Hours.



6. The Buyer does not intend to answer questions submitted after the Clarific

Period ends, although it reserves the right to do so.
7. If the Buyer considers a request to be of sufficient im ng&/to all SupRlers i
r P

may provide details of the question and answer to liers. Jhi
information may be posted on GETS. In decidiggw ornotto p e
question and answer the Buyer will take into grco e risk of disclo
information which may be commercially se 10 the Supplie king the
request.

8. If a Supplier identifies an inaccuracy ofARgdnsistency in Mpigase notily the

Buyer as soon as possible.

Joint Responses \
9. Suppliers may collaborate with p osed 0@1 artners in the
(]

preparaiion of their Responge led that each co ium pariner signs the
Supplier's Declaration in @ectivid®)//Note ho t the Buyer reserves the
right to treat Suppliers and theix proposed congylyfum partners as separate and
independent entities f se of an itive Dialogue or other

subsequent tender

P

Submitl
the Buyer before the Closing Date.

nsesywst be r

tress of f atever reason, are not received by the Buyer.

Buver will ackn dge receipt of each Response by telephone or email.
ubmittipg a Response each Supplier warrants that all information provided is
mplete awe in all material respects

B
2 Resp

1. Re
2. TheBdyef accepis sibility for Responses that are deslivered to the
T

r igserves the right to accept a late Response in excepiional

uld be unfair o any other Supplier to accept the late Response.



3. cvaluation of Responses

Evaiualion

their relevant expertise and experience. The

invite independent advisors to evaluate an spon
Response. Suppliers must not communicate w
panel.

2. The Buyer will evaluate each Respo
Methodology set out in Part 2.

3.

i

8. T will notify tH orilisted Suppliers. Such notification does not

nistite accept Buyer of the Response, or imply or create any
%n on th y enter into negotiations with, or award a contract to any
s

( listed Sup;f%u%
his stags.in the process the Buyer does not intend to publicise the names of
e shortliste liers.
\/ SuppisXges
8. F =~ short listing process, the Buyer will advise all unsuccessful
ppliers™ihe debrief may be provided by email, or phone.

N




. F2 oy oy pmen | ey v s 1 g s ) 1o
.. General terms and condit

PR ta
~

Buyer’s terms N V

The EOIl comprises Part 1 and Part 2. The E@i s t the Buyer’s te 0§ Upon
which Suppliers may submit Responses. T, erms are non- tiable.

o
.

2. Each Supplier should carefully read the EOI to ensure that |
complies with the Buyer’s terms. By s ting 2 Respo ' plier accepts
out in the EOI.

that it is bound, without reservation of ion, by the [
3. The Buyer is not required to acc@sponsef sation that does not

comply with these terms.

Supplisrs’ obligations

( 4. Each Supplier will be con

Q:I re

a. examined the EQI
information pro

b. satisfied itsel

ation provided to the Buyer is complete
pn all information provided by a Supplier in

Fhe Indigz e EOI process is stated in Part 2. Please note that
tes and S be changed at the sole discretion of the Buyer. The
Buys

( r will notify Sup s of any material changes to these dates or times. This
m#y be by noiice posied on GETS.
Buyer's Contact on

VAH enqui @ ggarding the EOI must be directed to the Buyer's Contact Person,
who iai are provided in Part 2. The Buyer requests that email be used for
alf gommugications in relation {o the EOI.

% 8. the/ Lontact Person, and any person authorised by the Contact Person, are
%nsed to communicate with Suppliers regarding any aspect of the EOI.
I

he Buyer will not be bound by any written or oral statement made by any
erson, other than the Caontaci Parson,.

%. The Buyer may change the Contact Person at any time. The Buyer will notify
Suppliers of any such change. This notification may be posted on GETS.

11. Where a Supplier has an existing coniract with the Buyer then business as usual
communication, tor the purpose of that contract, will continue using the usual
contacts. Suppliers must not use business as usual contacts to lobby the Buyer,

solicit information or discuss aspecis of the EQI.




Conflict of interest &

12. Each Supplier must include a Declaration with its Regponse Section D, #ARich
includes a statement regarding Conflicts of Inferest: Supplier muw
immediately inform the Buyer should a Conflic re ise durjng th

1o
process.
Lithics :g

13. Suppliers must direct all enquiries to the Blye ntact P pliers must
, lobby or solicit infelmation concerning

ptative of e

not directly or indirectly approach, conjac

any aspect of the EOI from any othey
14. Suppliers must not attempt to inflygnce dxlrovide any ersonal

inducement, reward or benefit t othor repres %@o the Buyer.
15. A representative of the Bu@e ny em&onsultant, contractor or

advisor engaged by the B

16. Any Supplier, who attem
and 14 may be disqualif]
Confidentizlity

17. The Buyer, and
provided by the

nything pr &t by the above clauses 13

S
othar

18. Where a 2
that it

ential and commercially sensitive. The Supplier
indicate the reason why such information should

wi that the Buyer's obligations under the above clause are
% is imposed by the Official Information Act 1982, the

93, parfamentary convention and any other obligations imposed

. ler must mest all of its own cosis associated with the preparation and
S lidwt of its Response .

filyy of documsnis

gtuments forming the Response will, when delivered io the Buyer, become

theyproperty of the Buyer. Responses will not be returned 1o Suppliers at the end
of the process.

deliverad to the Buyer. However, the Supplier granis to the Buyer a license o

QZZ Ownership of Intellectual Property rights does not pass on a Response being
retain, use, disclose and copy information contained in the Response for any
purpose related o the EOI process.

LACTANEIE AN Evnraceinn nf Intarsct Pana 32 nf 24



o binding legal relations &
23. Responses are submitted on the basis that no contragt/6r binding legal réfations
with the Buyer are created unless, and until, a writte ragpbetween
Buyer and any Supplier selected following a subs nt g of thisden
process is signed by both parties.

Stztus of EQI
24, The Buyer aims to demonstrate fair dealing and proces i lawfully,

fairly and reasonably in its interactions witk Suppliers.

25. Neither the EQI nor the EOI process
the Buyer and a Supplier. This EQ Hoes no

goniract.

Buysr's rights
26. In addition to any other i

a. amend, suspen
notice to the Supp

=3

change any dat

ments contained in Part 2 on the
¢ fis notified to Suppliers

rejest
e. je ive Response on notice to the Suppliers
f.  Waivg/Any irre iif information in the EOI process
i S \/procgeed or rotedd to a Competitive Dialogue or other subsequent
(_ gi ‘ender stage

not ent€pto a,contract with any Supgplier

i, exc n pplier from the EOI process where the Supplier has
brea erm or condition of the EO! on notice to the Supplier
jooAll gotiate with any Supplier without disclosing this to, or doing the
samea With, any other Supplier
. de or withhold from any Supplier information in relation to any
uestion arising in relation to the EOI. Information will only be withheld if it
i5 deemed unnecessary, is commercially sensitive to a Supplier, or is

ng inappropriate to supply at the time of the request

. deal separately with any divisible element/s of the Requirementis or any
Responss

m. split the provision of the Requirements and enter into separate contracts
with separate suppliers or run separate subsequent tender stages.



PN

MED1263548

Public sistements &
to the EQI, or

27. Suppliers must not issue any public statement in relatj
subsequent tender stage or contract awarded, witho{&il@ prigr written agprov

of the Buyer.
Mew Zealand lavs v.
28. The laws of New Zealand shall govern the Z@| an ch Suppfier agreas o
submit to the exclusive jurisdiction of the Méw and couris in ect of any

dispute concerning the EQI or the EOI process.

t compili @the information

29. While all reasonable care has begi taken

and details are presented in goo : warra %@(ﬁased or implied) is
given by the Buyer as to the icréss or a cy ofthe documents or
information.

d -,

Disclaimer

30. The Buyer and its agent s will not in contract, ior, equity, or
in any other way what any dir indixect damage, loss or cost
incurred by any Suggplie ny other pers spect of the EOI process.

Expression of Interest Page 34 of 34
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Executive Summary
introduction &

1. This Indicative Business Case seeks formal approval to procure a I¢ oviger to designand
implement the Government’s investment in a demonsiration bree fa nd operation
Saudi Arabia that will showcase New Zealand agribusiness capabilj technolo
will be developed and delivered in partnership with the Al Kh up, a large Sau
Arabian company specialising in farming, transportation an le of tivestock.

2. The key purpose of this Indicative Business Case is to™:

e Confirm the strategic context and fit of the proposed

strrent;
s Provide an update on progress io date and repeif back ol'ihe res% chnical visit to

Saudi Arabia in April 2013;

e Propose how New Zealand can best assi sitner with the A laf Group to develop
( a New Zealand/ demonstration farm an ; Saudi fa~and,
e Recommend a procurement sirateg lead prévider ¥Q\design and implement the
Government’s investment.
Strategic Case @

3. The strategic case ouflines the context and cass’ estment proposal.
The strategic confext ,

4. For the past three year; Minigter of Fgpel rs, supported by Ministry officials, has
been working to resol ajor relatiop&hipssue with Saudi Arabia which has spilled over
into the wider GCC s22) ()

sihe more se prgblem lies in the threat to existing trade in
goods and services unt steps resolve it.
~ 5. Theattached CaR}vgt Paper ouili in tore detail the background and context of this wider
(\ issue.

The investment sal pres d ipthis paper aligns New Zealand's interest in resolving this

issuedlpursuipg a str r relgfionship with the GCC (protecting and extending market
s)h ncreasin or export revenues in the GCC region. A technical field visit

nd gain a better understanding of the business needs?: The

ajg and pu% r experts to Saudi Arabia was undertaken in April 2013 to identify
C
ied the 10llowing key investment objectives

Qyestmentebiec ne: Research, plan and design a demonstration breeding farm and
hub desigifed a d a combination of Saudi Arabian and New Zealand on-farm best
practic

&

~N

¢ss Case follows the Beiter Business Case guidance, and is organised around the "flve case model”

T This Indickt
2 The contractbebweén MFAT and the Al Khalaf Group ouflines the basis for access to Al Khalaf Group's IP, staff, systems and networks,
and their assistance in developing and undertaking the technical visit o Saudi Arabia.



s Investment objective two: Develop a demenstration breeding farm and operation which
supports Saudi Arabia’s food security objectives

e Investment objective three; Showcase and promote NZ best practig®, technology, capébility

and approaches representing best practice across the value chai
6. The benefits from achieving these investment objectives are expe
¢ Protection of current market access to the GCC
e Improved market access io the GCC & %

e Increased agrisector revenues

e Increased tax revenue

Economic Case

7. As part of the technical visit, a value chaira ent was underta of Al Khalaf Group’s

( current capabilities to deliver against thei ~ e proposed breeding
operation. This identified several arsas w i pport from New Zealand
would be beneficial fo the developm nyoperation. Based on the
scale of New Zealand's proposed ¥ r reduced o the cors areas
that were both critical to Al Khalagf Gr land could provide a

demonstrable difference. The fo egs/that ha reed with the Al Khalaf Group are:
e Animal performance and pransgement

s Design and provisi@nology uipment
s Governance ané %ﬁng

Refer to Tabl r‘¢hore detal arding each of the ahove
(_ Jmmerciafgzasiz \

ey

8. The comm case ou thehproposed procurement strategy. At a conceptual level, the
pro meniand conigacting cture is based on the Primary Growth Partnership

Progra un by th of Primary Industries?.
9. ropgsed thaf 3ge tender process to enable the prequalification of a consortium
d

ad provitér) andhikely consortium members. . Having completed the intial
tration of\ihterest \ROI) and associated screening the shortlisted provider(s) will
gress th competitive dialogue process to better define the scope of the service

ior to being invited to submit a mored detailed proposal(s). The selected
ill organise a consortium to meet the programme scope and requirements and
grvices and deliverables documented in a contract signed with MFAT/NZTE (io

3 The PGW(& focuses on contracting to deliver value, joint setting of objectives and milestones, inclusive governance models and
a planning process that allows for variations over the duration of the contract within an agreed framework.



Financial €ase
10. The financial case outlines the funding requirements of the preferred way forward. &

11. Cabinet has agreed that the $6m funding for purchasing New Zealap@'gepds and serviggs as
part of the partnership will be met within the current baselines of the try/of Foreign

Affairs and Trade. Funding has been allocated for this purpose.
12. It is proposed that the funding and responsibility for managi elected iead pro :“ir will
be transferred to NZTE.(io be agreed). &
Management Case
13. The management case addresses the planning arra equire ensure
successful delivery and to manage project risks.

14. The project governance structure is based aroun omiract be &wovemment
Jderwilhen est a management group

and project teams utilising key consortium gig proposed NZ I manage the

(_ contract through a set of milestones jointly developgd with t vider.
Kext Steps
15. This Indicative Business Case se@a pprova ence the procurement process.

»p




infroduction
16. This Iindicative Business Case seeks approvai to procure a lead proviger to design and &

implement the Governments investment in a demonstration breeding farm and operatighyin
Saudi Arabia that will showcase New Zealand agribusiness capabili
17. The purpose of this Indicative Business Case is to:
s Confirm the strategic context and fit of the proposed inva&
Provide an update on progress to date and report back on thexesults of | visit fo
Saudi Arabia
¢ Propose how New Zealand can best assist and pgri Q with t
/
agg

a New Zealand/Saudi Arabia demonstration fa Zration i

rovider, esignand implement the

Al Khalf Group to:

o Undertake an Eol, competitive di contragt ess o design the programme
of work in more detail and conjract wi lead provi nc-associated consortium

» Recommend a procurement strategy to sel e
Governments investment
18. This plan seeks approval for the Ministrygor Affairs, i nefship with NZTE and the
e

members

» Invest $6million in the p@ created by-the z ' : act (of which NZTE has indicated it

will invest 500K)
o Participate in the O@n ract m
19. The principies behind rimary/&sgo artnership have been utilised to underpin the
approach outline iSpaper and sh be utilised throughout the rest of the process.
The concept nerghip is im e Al Khalaf Group, and is key to ensuring that the
B0 m

sehtrequired over a defined period.

&

e is able to be leveraged into new commercial

) Government’s ntin th
( op;:Jortunii:‘u?Q forWew Zealand agribQsjness in Saudi Arabia and the wider GCC.

20. The key © that th&~Government aim to achieve are:

opevation that represents best practice, and upholds the
4 agri-business excellence - showcasing New Zealand on farm
pertise in market generating repeat purchases

s A stration fary
yiatl f New Zea
bility, produ nd

otected an@d market access to the GCC
pport % ia’s food security and safety objectives

a
e Increa w Zealand agri- sector revenues
A ;i

Al Khalaf

U
21. Fafaf Group is a large Saudi Arabian based company specialising in the farming,

and processing of red meat for consumption in the Saudi Arabian market. It has for

years remained committed to New Zealand and still own two farms in the Hawke’s
Bay with an Awassi flock of 8,000 breeding ewes and over 500 stud rams. Al Khalaf




continues to show a commitment to New Zeaiand through these investments in fand,
livestock breeding contracts with New Zealand farmers and local communities

22. The Al Khalaf Group is Saudi Arabia’s largest livestock importer - impgrting livestock frg
Australia, Africa and Europe into Saudi Arabia via the port cities of
Jeddah. The group also owns farms in Australia and in the Hawkg'
quarantine cenire near Timaru, which is currently used as part of

exporting breeding dairy cattle and sheep to destinations suc ifa.
23. The Group has significant holdings in Saudi Arabia includifg s corévbusiness i Jivesiotk
fransportation and trading, as well as construction, retail ahd ¢ cting b As the

largest livestock trading company in Saudi Arabia it owns significant assets e red-meat
supply chain, and has access to Saudi customers a ‘if ancers that efi?New

Zealand firms involved in the partnership.
24 Trading in New Zealand as Awassi NZ Ltd the bresl, conir. % fansported sheep
from New Zealand from the late 1980s to 2003 ice{was ned. During this

time the group spent hundreds of millions of d farming sector, and

( has developed a highly-prized breed of Awsa
; pastoral expertise. It works closely with
operations.

25. The Group advised that it has enfe

¢ a2 (b)Y w)

The Group has advised

and religious festival red-meat
ith the Saudi Government in
farmein di Arabia.

increased breeding/Aacilit
27. The owner of the Grou heikh halaf, has a close relationship with key players
in the Saudi a sector.AQcl the Minister of Agriculiure and the Chairman of the
( Saudi Arabig Li ock Investme mpany — a large agri investment fund.
28. The Al Gpéup has genfirmed it wants to build a demonstration breeding farm on an
existing site it owns in i/Arabia, using New Zealand technologies and knowhow and

welc a groposal ew~Zealand on how that may be achieved for the benefit of both
e Al Khal has a substantial business in Saudi Arabia to build a solufion
G

28. The Group has shown
assisting Saudi Arabi
requirements. The G

tries:
p has made it clear that any proposed solution should provide a

e Al Kh
and ¢ Q%pportunity for the past and current investment in New Zealand
i gengtics. Any proposed solution should have a strong livestock component

xport of breeding stock both sheep, cattle and in time dairy stock.

if. For exgmpleJi
29. The Al K a%@ will be key in identifying and researching market opportunities in Saudi
Arabia g ewhere in the Middle East for the products produced from the demonstration

farm.
Progress fo

30. ‘ ,o develop a solution, a group of New Zealand technical experts (see related papers)
irayelidd to Saudi Arabia to review Al Khalaf's existing value chains. The objective was to




identify how best New Zealand could assist Al Khalaf to achieve its objectives of a
demonstration breeding farm and contribute to the Saudi Arabian food security programm&
id

New Zealand
f gwalue chaln were
showcase

31. New Zealand based technical experts identified a range of areas wh
assist Al Khalaf with building the demonstration farm. The compo
identified and documented. A well-funded demonstration farm ¢

success. Al Khalaf is committed to a partnership arrg

and promote New Zealand capability which will in t ith conffibuiin
Saudi Arabia’s food security objectives.

32. While the discussions continue fo develop with I2¥s repre % there is now a
need to consider the programme of work whith-yn rmine timal solution for New
Zealand before these discussions can prog @

33. The immediate opportunity, and the foc thisyaper, is th eiopment of a
demonstration breeding farm and hulp Arabia ilNgean New Zeatand

companies are well placed {o assist S rabia and Al with wider and more
axiensive goals.
34. The pilot programme will enable iopme arket demand for New Zealand

producis and capabilities by show casing New primary sector capabilities within
j h the GCC states). The programme

% with connections throughout the Saudi

formation of a partn

Government connggti ng to Saudi Arabia’s food security.
Cabinet Decision % Ei

In regards fo the | 8] Cab%
to invest in a piloYagribusiness operation with Saudi Arabia as a means

)
5l

e Noted thg/fr
to resolv pufe aWong term food security partnership;
e Agr ereAyill be a indNHvestment in the pilot agribusiness operation of up to $6
on e delivery es by NZ agricultural service entities, and that the $6 million
U ertaken% onformity with Government Procurement requirements;
ted™that the £ost of these initiatives will be met from the MFAT baseline;

Qo

® ed that ment and selection of New Zealand firms and services to participate in
the food g&cur rtnership will be done with agreement of the Saudi partners, MFAT, and
NZTE, ding will be disbursed using usual NZTE mechanisms;

e Noteld'that anyrelated proposal to export livestock for breeding purposes must meet existing
MPI ia and be the subject of an application in the normal way;

that any export of livestock for breeding purposes under the parinership must be
en fo achieve the effective relocation of breeding stock to Saudi Arabia for the



9

purposes of shaping the new business model, and not to establish a new business in New
Zealand in the export of livestock for breeding.

Cabinet also agreed that MFAT was to work with OAG and Treasury g developing the &
programme. @



The Strategic Case — Making the Case for Change

35. This part of the strategic case confirms the strategic context for the inyestment proposal ajfd
makes a compelling case for change.

Strategic Context
36. The strategic context provides an overview of the organisati he Sutcomes th 1S

seeking to achieve, or contribute to, through its operations,
@ lationship
r, Saudi Arabia

largest and most influential GCC state.* Ths g wealthiest trading
(” blocs in the world. Qatar has the highest GBP api in the world.
- Surrounded by the Arab Spring, GCC n isi i
their citizens, as a means of ensuring

Organisational overview and alignment to existing strategies

37. The investment proposal aligns to New Zealand's inig
with the GCC.

38. The GCC is a six member regional grouping of

red by Ministry officials, has
'Arabia which has spilled over

s“i(i)('ﬂ

the threat to existing trade in

* Saudi Arabia (28 milfion people), United Arab Emirates (7.9m), Kuwait, {2.8m), Oman (2.7m), Qatar (1.8m), Bahrain (1.3m).

10 |



Table 1: Alignment to key Government Agencies

Ministry of MFAT is responsible for protecting and promoting New Zealand's interssts overseas.

Foreign Relevant SOl enduring outcomes are:
Aftairs and s New Zealand's ability to influence key relationships and safeg r ipferests
Trade enhanced
s« Economic growth and iniermational competitiveness a@ugh New
Zeatand's internatfonal connections

s New Zealand's interests secured through regional ltilateral engage
and effective international rules

And relevant strategic priorities are:
o  Achieve influential relationships with key emer%es
e  Build comprehensive partnerships with the Bdropeartipion and the t
ex9r5)f.

NI
sjoprient age%ew Zealand
markets, E's stratégy supports

o Help New Zealand firms to internationalise

New Zealand NZTE's as New Zealand's internationat busi

(’de and businesses grow bigger, better, faster in im
- arprise the Government's Business Growth A creates ¢ W at encourage
successful businesses to grow globaily s
’ A4
Ministry of Relevani aspecis of MPI's strategy e:\
Primary » Increasing sector invesiment ovation
fndustries . X
e Inecreasing access to ne cHgnging m
» increasing primary/e%tor contribution to @:
: S
41. The GCC is a region whefé:
» Economies are groywin ly Q
¢ Markets are mat
« Consumer de import 0 nd services is high and on an upward growth
( trajectory,
e Economi igators und€rline the, importance of New Zealand securing a stable, sirategic
na th other countries, and recognition as a supplier of choice.

ecow ership o
42, Th is avsignifi

cant et for New Zealand:
tr as a s %naﬁon, the GCC was New Zealand’s fifth-largest export market by
in the yegl to Dggember 2011, .

® w Zeal %&?oﬁs to the Gulf region have experienced on average 10% growth per
vear ovef/hg,lasteix years, compared with average growth in New Zealand's total exports

of 3.7% ear over the same period.

and goods exports to the GCC already exceed $1.57 billion (higher than the UK
nd have grown at an average of over 10% over the past three years. This
a recognition by both the Government and {he private sector of the fact that

| 11



Dhabi, and private sector interests have also invested heavily in their presence in the Guif.

s%(i)(}§

-~

accruing to New Zealand in pursuing FTA negotiations with the GCG

Tablz 2: Benefits of an FTA to NZ

43. The objective of an FTA with the GCC would be to move fowards de coppmic intedration
between New Zealand and the GCC countries. There are, at thiss% broad bens

Removal of e New Zealand's top two export items to the GCC, d d sheep meat, iggeth C nt
tariff barriers for an average of 80% (or NZ§554 million) of exp Qj He-rafjion over CE]
to maintain our years.

competitive s i 2006 the GCC was New Zealand's fourth et for sheep™rq@at by volume,
edge and fifth by value. For beef, the GCC wag-Ne 's 11" [Ardest matket by volume
and 12™ by value.

C %’;em
S o

A platform to o \While goods currently dominate our exports, d has growing interests In
mraynisations technology, education servicss,

develop frade
in services and

investment an are a growing and important source
Reducing non- F fe a basis for consultation to deal with a range of
tariff barriers ¢ i h.as Banitary and Phyto-sanitary (8P8) measures (i.e.
to trade i g~ ood safety); and Technical Barriers to Trade (TBT)

44, lmpoﬁanti@%epth 0 w Zegland's on-going relationship with Saudi Arabia, the
investw sal is aligne udi Arabia’s food security goals.

45, Acggrding e Econo@igence Unit, the six GCC states currently import 90% of ail
fo c

odyets. High n imports means the region is particularly vulnerable to price
eadey’'when plies interrupted. For example, interruptions in supply and demand
hortage foogd tommodities and a surge in prices during the world food crisis from

007 to

%
46. Saudi Arajd isscurhehtly investing US$23.1 billion in food security initiatives, including a
Us$12.30 allocation to the development of the food processing sector. Some of the

actiong fakgn hetude:

the salaries of all government officials.

sing the allowances of all social security beneficiaries.

12 |



e Subsidising some basic products (rice, baby milk powder, barley and other animal feed
ingredients). &

e Confrolling the prices of some products (cement, steel).
s Lowering the local prices of fuel (Gasoline and Diesel). %
¢ Reducing the fees on some services such as seaport servicgs, FaSsprts, drivin s,

and residences permits.Cutting the import tariffs of 180 bgsic modities of whick\some
are food products such as wheat products, chickens, eg&

47. The proposal for a demonstration breeding farm is timed well with new Sau

ifiatives to
exanple,
Kingdom drop from 12 miliion in 2008 to 8.7 milli Sz
sustainable with the preservation of natural reso 0 % the methods
meniand feeding
_ methods.
(--,—, New Zealand’s best practice agricultural ¢ ity ghd reputa cellence, means that
we are well placed fo assist Saudi Arabi wider gulfceging®, with food security
initiatives.
: ‘ ‘ N Dd

J
recently launched an initiative fo increase the numbe ep in the
itli s.o-eke the industry
used by herders, breeding-improvement program
Business Needs

ective is to support the design and
esents best practice, and uphoids the

reputation of New Zeal
capability, products a

- showcasing New Zealand on farm
et generating repeat purchases.
50. To that end a techifcglfield Visit with s holders was undertaken to identify the
investment objecti angd,gain a rstanding of the business needs. The key

d agreed ollowing key investment objectives:

stakeholders i

¢ |nvesimepobjexiive one: Resea lan and design a demonstration breeding
farmde nd a combination of Saudi Arabian and New Zealand on-farm best

practices V

w;a:ﬁve it and implement demonsiration breeding farm which support
hArabdia’s food se objectives

vestwent objgglive thre2: Showcase and promote NZ best practice, technology, capability
proacheg\epresenting best practice across the value chain

Existing Arrang@d Business Needs

e In

51. The demo tion farm will showcase a breeding and fattening unit that produces product
eted to the growing middle class in Saudi Arabia and the GCC. This would

t Al Khalaf's existing value chains and provide a premium market return. Al Khalaf

| 13



52. The demonstration farm will:
Be designed around a combination of Saudi Arabian and New Zealand on-farm best

practices
echnologi
nagement and

farm equipment were identified)
» Have staff capacity and capability to showcase the ope@n rested ess

delegations

e lLaverage Al Khalaf’s brand, investments and exp th mark ile
new sustainable business :

involve and showcase in Saudi Arabia a number of New Zeala

e Support Saudi Arabia’s food security and saf

e Build New Zealand brand awareness and s wment the eXis hllled and frozen meat

trade

53. During the study tour to Saudi Arabi
for red meat from New Zealand to Sa
identified those areas where New n

new value chain.

below. Using this fool we
halaf and developed their

Prafoitte.

Al Khalai Group
Breeding Value Chain#r Reth

T T
Strategles agiuepnp\&ts Animal ‘é::}:r?::/ Silg'Splection Agronomy Land Assel Sha Selection Cilizans of Hot Kl
and Planning with Farmers Seloction egulauuns ¢ pedesign and seeds Selection Uliisallon KSA Local trade
. Y .. — . — DEEgRET . - —
Comms Anlmal Infrasiructure Equipment Feriaragnce Soil Bulldings for  Management : Residents of
Design Butchers
Strategy Seleclion and feedlols FProcuremant | Maragemes Managemenit Anlmals & of Supply KSA
— . —_ L e - Slomge. S—
“Fniwal r Y o
_.-eformance Genetics and TDigembarking He Planr!|!|g Qualily Irigation Redesign Project end - Restuurant
M | R “rocedure & Capabilily As oo Flan Planl and New Cosl Branding Trads
nagemen am ures | Buliding surant Etuipment Managemenl
N Arimal o Haulpmant Cost Equipment Fost Food
lrastiuchure Traceabitity ge Ma:;i Management Procuremenl 9 Cullets
- Lo MeRney
Cuality Quallty
Finance Freay Mal AsSurance Assurance GCG Siates
Processes Progasses
Informalion Water Hyglene Hygleng
Technology Managemen( Practices Practices
By Product,

Pells,
Farli!isers

AN
54. An ass undertaken of Al Khalaf's current capabilities to deliver against their
is identified several areas where they reguired assistance and support from

ObjeCi'l
New Based on the quantum of the New Zealand's investment this list was further
0 the core areas that were both critical to Al Khalaf and where New Zealand could

'd emonstrable difference. The four areas that have been agreed are:

| performance and management

e Nutrition management
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e Provision and design of technology and equipment

e Governance and marketing

once plannfig
design an il

55. Al Khalaf intends to build a processing plant next to the demonsiratigi f
consent is given. They anticipate New Zealand expertise will-be pro

this facility — potentiaily under a separate arrangement.

58, Al Khalaf believed that sales and distribution was an area whar
and infended to invest further as the programme comes on, am.

The Economic Case sets ouf the programme areas ip more detail a
milestones and achievement measures.

11

4 i £ e A
57. As outlined above, the business scope and key se irem %idenﬁﬁed and
assessed by key stakeholders during the styd ded that the following

was the scope required fo deliver essential Gfs e requiréments:

iy
et

'LTX" A 'L'zl:‘:-\xt’“m
lopment (i@ ) )
; — f < {
Nutrition management e Npfdiiopformulations \/
® o d seeds s

g
Fi production
® a

- Animal performance and
management .

anagem

ﬁmgaﬁon systems
N TR —
vison and design %Ear tags/EID tags

° /5 Tag reagers

"technology and
equipment Scannew
Sci
ra

\y Sp
. %
£ Fenci

Slavghier and processing design and technologies

Business planning and project management

Governancé‘and

markeiing e “Farm management planning
s HR strategies and people development
= Farmer selection and contracting

e Marketing and branding



Main Benefits

58. Stakeholders identified the following benefits during the study tour and subsequent analy

Protection of Government Indirect

current and current
| market exporters to wider GCC

access tothe the GCC
" @ce

Increased tax Government | Indirect Tax revenue in
; revenue ! portidw/ of the

! i sy via Income and
( in-New Zealand). Very
Vo : Glie T the services
J increased Agri sector Diract and e%%ector revenues { }SD

sactor indirect ° mercialisatio ment IP (through
| revenues ini d Departments)

bvanyes from sales of products and

59, Some benefiis ca

are describe

16 |

and futur
expo o)
the BCC

- A ! 3
Quantitative This project will improve the relationship

. between the New Zealand and Saudi
Argbian Governments — ultimatsly resulting
in improved market access to Saudi and
the broader GCC. This will have significant
spill over benefits to New Zealand
organisations doing or wishing to do
business in Saudi and the GCC



60. Measures of these and other benefits will be deveioped with the selected provider for
inclusion in the contract. These will then be tracked in the form of progress reporting throu

the coniract management process.

Main Risks

61. Risks result from uncerfain events that either improve or undermi isvem
benefits. The main risks that might create, enhance, prevent, celerate
the achievement of the investment objectives are identified sed below:

Tabie 7: Initial risk analysis

Market inierest Medium Medium
and capability

* Procurement Medium

realistic in the time required develop and

Process @
@ requirements with suppliers. Be transparent in
fl | and communicate progress regularly with the
S. Eﬁq ister responsible

© Saudi border High <& Low 55 Risk of an animal health risk
Ceing closed to \ Mitigate: Al Khataf are experienced in five animal
Amal imports exports and have the resources to manage pre-

export animal checks, resources on the boat and in
The ability, m
scale up
NZ's praduc <

L ack of interest from local farmers fo shifi their

production sysiems

Mitigate: Develop a supplier group with support and
contractual cerainty to support their transition and

country to manage any issues
or .n ¥,

anlimay performance

e

IP protection Q\ Medium Benefits from investment are not aiiained because

competitors duplicate our systems and capabilities

Mitigate: Processes and farming systems are easy to
replicate but hard o apply, the focus is on continual
/\ refinement and development io stay ahead

5 High, medium or low.

| 17
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Ly

Customer Medium Medium The customers are very sophisticatgl and assess
perception quality by where they were bree
Mitigate: Provide customers with th f where

i
: they were breed and wherei’t[r:%e\w\ﬁnished v

i ' ~
Threat of new Medium Low New entrants to the ind %mvide additional
competitors competition, and redu impact of this pn me
(entrants) in the by decreasing our market 8 and there
" siart exporting decreasing uptake
restricting Mitigate: Al Ky tructure, idemthyran
access o experience provitkesan end-to-end --% at
animals : generateﬁéwerci/g efficiencied '
;. Security of High Medium Relian Wy{s of for leme feed to the
" supply of raw far

( aterials it program itigates this risk by
' pingthe crop and pabilities on farm.

62. A risk register will be developed as part g contractual ement framework developed
with the lead provider and will be pro ively upda re detfailed analysis is

undertaken.
Key Constraints and Dependencies <; -

d

will be carefully monitored

15 Eral

ocess of this project is reliant on Al Khalaf to partner with the New
Zea Government fo design and build the demonstration farm. For
exafiple, the success of the project is reffant on Al Khalai providing access to

\ to build the farm, capital to procure the livestock and the availability of a
|

ivestock transport ship fo the deliver the animals to Saudi Arabia.

18 |



Forward

64. The purpose of the economic case is to identify the investment optigy that optimises value for
money. However, due {o preliminary approval of the approach thiqu abinet Pa
and the technical visit to determine the most suitable technical ap progregst )
partnership, we have outlined only the preferred option below:

The Economie Case - Exploring the Preferred Way &

65. Based on the findings of the technical experts, the develo t of awalue ¢ and
subsequent discussions with Al Khalaf four primary areas of invgsiment h ideniified
where New Zealand can offer signiﬁcant value.

66. The Tollowing table outlines these key areas of the

that these four areas will form the distinct Project
Management Case Section.

Table 9: Key investment areas

¢

Animal Performance and Management
f *  Animal husbandry, welfare,
performance

«  Animal selection
»  Genetics strategy

= Infrastruciure development (i.e.
feedlots)

¢ 9 ()Y

.
™

A nutrifion programme will ' ;

N\
N

wufrffion manageme
i

+  Nutrition formuld complement the animai plan and it
l S - .
; . ritical to get this right given the
* = Agrono nd seegls selection . . §
¥treme environment. Once again - '
°  Foddefpro a combination of New Zealand O | (,'\') Uo) ( ' ‘)

ageqent syste expertise and local knowledge will

Wa
. [fiﬂ ms deliver a superior cutcome than is

currently achieved.
{

(AN

N/

® This is an indicaluive list of the types of firms and technologies that could participate in this programme




Access to enabling technology will
underpin the necessary best
practice elements of the !

=  Eartags/EID tags

»  Tagreaders demonstration farm. Any '
»  Scanners technology will need to be coupled ) '
= Scales with the appropriate expertise for// i
- Sprayers design, implementation and us |
. achieve the best outcomes on
= lrrigators f i
arm. .

= Fencing
= Slaughter and processing

Governance and Marketing

«  Business planning and project
management

+  Farm management planning

( HR strategies and people
devalopment

= Farmer selection and contracting
= Marketing and branding

undertaken and the
preliminary and hig
around milestone
competitive dialo
developed arg

gement framework (see below) designed
. Clearly these will be refined during the

=$earch, design and feasibility plan including:

e I: 3 ‘ g T AT e oy b . T : ‘ : ' ;—:‘ g iih
Achisvem . -
measure X reliminary information of the cost of the landed animals
WMarket research on the likely returns in Saudi for the premium stock
. An evaluation of the existing operation compared fo relevant

benchmarks

Q\ d. The training componenis needed and a training plan

e. Market research to provide a plan for required breeds o maximise

returns and then a plan to achieve this starting with the imported
animals and males that could be exported along with the pregnant

female cattle and sheep. E.g. Awassi
f.  Identification of local animal health risks and a prevention programme

fo minimise losses and ill thrift, ensuring maximum returns

20 |



g. Review of the current feed production systems and determination of
the level of performance currently and some prediction on the likely

improvements possible.

h. Land selection inciuding ground type for bullding good foundations,
water table, slope for building, rainfall for water r
i. Design of buildings for animals and siorage e ot farms

both sheep and cattle breeding
ign work

initr

J. Estimate of cost of the development aft

k. Siop/go decision point for Gover
is this a feasible, achievable and realistic
achieve the desired benefits?

Start date July 2013

End date TBC

Rttt

farm {fo achieve

st Of technology a able to the situation

*=hievement 1. Based on the business pl
( Sures implement a breeding

e techinolo e the best resuits taking
ilities an man\resburces including tagging
I management) a computerised means of

3. Preparation for the arrival of the bre and the lambing

Start date January 2014

End date TBC

s to ensure extensive promotion

Achievement
measures

(e.g. story boards on process undertaken,
sfructure and make available personnel for promotion

ions and broader involvement to increase awarenass and

| 21



The Commercial Case

68. This section outlines the proposed procurement approach in relation g the preferred wa

forward.
Outlining the procurement strategy
89. Subject to the approval of this indicative business case, it is p at a two st der
is undertaken. A Notice of Procurement will be posted on @¥Ts iding eatly netifidadion to

pplier briefing~Asupplier
tender

the market of the planned Registration of Interest (ROI)
briefing will be held before or soon afte the ROl is released. Thedecond

will be competitive dialogue process with the short-iisistNead provide '
pre cIos@ Péquirements

partners. The competitive dialogue process will be '—@
and devliverables, in advance of formal proposalypeirg.

70. . An open approach to market is the most robus
range of agribusiness expertise required to is
the Governments investiment in this intiati

products and services
ed\dgmonstration farm it is

d commercial experience io

(- 71. Lead Provider: To ensure that the varios

necessary to identify an organisati
organise and manage the activity r
provider will be responsible for

72. This approach ensures {H
and the lead provider

Government, allowin

dissimilar to the Goyer

ng single point of accountability for delivery of the
t strategy, the next challenge is how to procure a

identified potential providers «  High procurement/perception risk

ve akexd
i %’390{0? that may meet the ., |ay have inadvertently missed out a
alyationefiteria potential provider

cost option s Ability to demonstrate value for money

sourced

east iime consuming oplion

22 |



el SRR

!

Two Stage e  Gaining insight in to the market e Can be costly if the compsititive dialogue

tender ROl o  Encouraging collaboration of Agri-Sector process is not mangggd well and draws

process  — providers out

the” MEr o Pragmatic given small market, knowledge of © If only one vi provider_/
o markst and strict criteria consortium

competitive competitive

Ability fo work with the shori-listed
provider/s to shape the programme and
benefits schedules

dialogue/
case

negotiations
proposed

= Competiive negotiations will provide o
insights to VFM and tighten requirements

o Potential to idenfty small medium sized
firms who may be able fo contribute or
benefit through the work of the lead provider
and main cansortium partners

S

(

.l and ¢  Opportunity o narrow down respondents

traditional the full RFP based on wri
RFP responses, reference checks, pr Me market may have

w the services proposed
livered and how incentives in

e Can produce a good outcome if the ct may be structured.

specification of reqt;iz@jthe RFP are
fhiciently well d d. /\
e sufficiently well dew - /\ .
Single Stage «  Potentially the quigke tM altern Macks an opportunity to work with
Vi

RFP o Given the likely f respon responders fo more fully develop a

is viable opfiof. specification of services and develop a
e Can prod a )dood out e programme plan and  associated
specifigation-gf refdirements i RFP are processes

74. Base the
co WQW pro W he ROI wiil determine the competitiveness and the capability
o; arket to delizer the &ervices required, and competitive dialogue phase will enable
exp fghs on the proposed initiative to be clarified.
ement pkagessy /The objective of the procurement process is to procure a consortium
pliers sation to lead and implement New Zealand’s contribution to the Agri-
% The following diagram outlines the preferred process at a high level
{ the context of the broader programme:

process ~ therefore taking les time_than

ing reg
through a competitive dialeg b

5
=]
S
0]
(=X




Cbntracﬂng AY Programme
Process - delivery

" Consentior
RD1 process

+ Programme and = Overarching
Al Khalaf and Agrl- . ROt dissemination milestone schedule  contract
Sector participants {including development and

« ROl response ial L

+ indicative Business ROt evaluat financials) negotiation

Case seeking evaluation developmentand . gontract si

« Consultation with

agement by

in agreed Project

consent for an ROl *© Preferred supplier negotiation Teams

process selection (based on « Bonefit schedule . Programms
a lead provider and  gevejopment and detiv
consortium negotiation negotis

approach} ﬂ m on

SN —
76. Notice or Procurement: A nolice of procuremeny/providesthe market ification of the
e é%

intendad ROl and provides them some time an ilf hav& ources and time
the congant and evaluation criteria that

7@3 & market clearly outlining:

o

available to provide a good quality RF] respop

( 77. The ROI: The following provides an indica
may be considered in preparing the ROI

a\ead provider — and
reeding farm (Agri-Hub) for
ration farm being to promote

New Zealand companies and nt Dep ntN&in the form of services, policies,
equipment, and capabilities to new
- ' giz’/importance to bilateral relationships

ramme/thaythe lead provider and consortium members will

» The purpose of the ROI - being to
associated consortium partners, §

-]
—{
o
L]
=)
j(w]
o5
g
8
o
03]
[
~
Q
Q
o

The four key areas
be expected o ver

[:]

¢ The concept of Parin ip anddtd nce fo this programme and an introduction to the
existing part i the pa% — Al Khalaf and the New Zealand Government

( o The evalifation oglferia for a lead prewider and consortium members

The expec utcomes fits of the programme to the New Zealand Government

mnc

Amumber ewdealand companies across the value chain will be involved in the
livery gftthe amme
% The de trajon farm will have staff capacity and capability to show through
Zealand delegations

nte é%
o) monsiration farm and associated show room will represent best practice, and
% e reputation of New Zealand Agri-business excellence

p
Ther st for information on:

bad provider




Consortium members (A fist of potential providers is sef out in the Economic
Case section. The list is indicative only and is based on market rasearch
completed to date. The ROI will be used fo identify new, additional or

alfternafive providers.)

o [Foreach of the parties, experience, capability and commitmen st each of
evaluation criteria
o A commitment to enter in fo the next steps with the erl t in good faith i

selected to proceed

e The expected next steps including:
o Timelines ; (:;

o Programme schedule (including financia ment a tiation

( o Overarching contract developme PGP contract

structure)
o Contract signing
o Programme Governance
o Programme Manags

o Programme deliv)

e The intention of wor g %
78. Draft evaluation ¢ The follow! ablsbutlines draft characteristics of success. These
characteristics could™e Miflised a for evaluation critenia.
} riteria
, . e #.‘ L " .

o/a wider progrs

_ Proven abilitpto deliver
project areas

— - e e o

T%e-_putation for ;xce Q N;w Zealand and overseas X X

Ability to adapt bhs 7eamm drbest practiﬁe to other environments X X

Strategic focué, r:astrated experience and operat.ional reach X x

or refationships- :

—Ad;;;;’; B o X ' X
_ljinc;erstan g arVappreciation of th; P;rtn;rship app;éaach T _xm T X T



delivering diract
benefits to New Zealand (based on PGP principles)

Commitment to providing spillover benefits io New Zealand X
(based on PGP principles)

Reguired services
79. The required services in relation to the preferred way forwen utlined at a hi vel in

the Economic Case section.
Potential for risk sharing Qij

80. The proposed procurement approach and coniraél will deliver the aego ies and
incentives for all stakeholders to perform. i provi Gglernmen a%:\%ﬁrket choice (to
proceed or not as the case may be). The copcepbaqf aNéad pro rovitles clear incentives
to perform and contracted accountabilities. roach will provi e Government with

( simplicity, transparency and effectivenes Wa.entouragi ation in the private
sector. Risk is better shared with those in iviséd to mana /
Proposed key contractual clauses

81. The contract provisions will be logsely ract structure. The content of

the overarching template will larg er nt, with limited opportunity for

ped in collaboration (competitive
rs. The programme costings and
alistic and appropriate (based on PGP

laf is utilising its extensive land base for the

principles).
Accountancy treatiment
gramme designed around the purchase of goods

82. As part of the pa rrangeme
Agri-Hub. This $6 milliog nvestmerd
ice NZ agribusiness tools and technqures on a

and services ase gopd p
C demonstration owned by A laf’

Péyments
83. The grganisafich intends Mayments with respect o the proposed products and
semice gh the ti mounts specified in the contract — jointly developed between
overnment, up to a total amount of $6 million. This will generaily

el | provider apd th
be as ex % incurred, as long as milestones, achievement measures and
eline$ are befpig regulafly met in accordance with the programme of work set out in the
ct. Invoicing.and/payment details will be provided in the contract.

Contract length \
84. The copt engih will be determined as part of the collaborative negotiation process but is

anticipdted to ke between 2 — 3 years.

Contract
85. 1@- ing diagram outlines the structure of the contract that will be signed between the
leadpfevider (supported by consortium members), and MFAT/NZTE.
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change events, termination, fiability, indemnity etc. :

?ﬂanﬁjement Group Terms of Reference
Setsput composition, meetings, roles, responsibilities, scope,
RIOCENURE, LONSENSBUS :

Printiples for IP Management

Sets out- management principles for 1P develpped by the
coasortium, and obligations for spiliover .

Communications Flan
Sefs out plan for public co.nnunications, holding of ‘nformatiur,
release-of infermation, parliamentary vuestions, OIA 2giests

Bets ouf-zrpected benefit: schevuic, programme oufcomes,

(‘ ; Tha Programme Plan
riftestones and achievemnern! measures, programme financials

and sinpigo decising soints by the Government

Procurement thmeline

86. It is anticipated that the imp ation milestones™Ng e agreed with the service provider(s)
will be as follows:

Table 13: Procurement timeiap

@)

Rl L
rket ; Mid August
Dialogue with potential re | Late August
C AT/NZTE selectioppf pre ! Early Septmber
Expense fransfer fri ‘ Late September |
Receltanda ovalofdeﬂed proposala <7 ementatlo nplarj . e e
Contract ﬁpa}/?ssg\/ \v % Late September
1 Pt + 4
' NZTE managédent f contract a eé% of funding against agreed milestones  opgoing

consistent with Government procurement guidelines. [n accordance

approac
fions, it has been discussed with the Office of the Auditor-General and

. W
with’Cabinekin
with The Tgagyry.



The Financial Case

89. The purposs of this section is to set out the indicative financial implicgtions of the prefert
way forward. The split of funding across the four key service areas een fentativel

estimated below:

Table 14: Tentative split of funding across activity areas

Governance and Marketing

Animat Performance and Management
Nuirition management

Technology

Total

(._ design phase.
Funding sources

91. Cabinet has agreed that the $6m fu
part of the partnership will be m
Affairs and Trade (NZTE has indic

has been allocated for this pse.
92, This will be transferred t@
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The Management Case

93. The management case addresses the achievability of the proposal ang planning
arrangeiments required fo both ensure successful delivery and to maggge project risks.

Project management strategy and framework

94. The following diagram outlines the proposed framswork:

’/\aagement Group

pbers on delivery against the milestones
against expected benefits. NZTE will
nd busiriess plans - including vision and
udicating any disputes escaiated by the project

95.
@
in the contract and will {pack 2

also be responsibie foy appyoval of scop
objectives, reviewing, th gister a
manager. (é 2

96. Lead Provideri.Lhe Legd Provid day-to-day controi of the initiative and has five

main responsib

(«1. Set the expgct

and prepar s for h he Prgject Teams will operate. They will set reporting reguirements
and templates and’'mandate me hedules and attendances.

E re tasks/and deliver are completed properly and on fime; support and monitor Project

T peyation in rel togxpectations and standards; ensure interdependencies and collaborative
kKT ements/&re faciitdied and operate smoothly; monitor deliverables over time and assist with

%‘yg roadblogks.

3. Report regular the Government through the confract management process with collated

a orMprogress and raise issues and matters for advice or decision at other levels.

N

and advice for Project Team Leaders; assist in problem resolution and advise on
n and management and issue resolution.

. Th -.-.. Provider will manage ail communications, will have excellent project management
glll igke appropriate decisions, motivate and inspire Project Teams, bring a tactical focus

to theprocess and champion the changes that will need to be made.
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98. Management Group: The four Project Team Leaders and the Lead Provider represent the
Management Group. The Project Leaders will:

o Support the lead provider in their role

¢ Ensure continuity of service where this already exists an w oexiernal
necessary.
99. The Project Leaders must have the enthusiasm to ¢ n the progragr

others. They will need to have a clear understandin picture(l
and deliver on the programme plan. They will alsg/need e:

¢ Respected for subject expertise &\

C e [Excellent communicators, and @
e Motivated leaders. % -\n\g

e Ensure milestones are met
e Liaise with the lead provider on a day-to-day basis and repor@

100. Project Teams: The Project T y areas of the programme,
undertake their work in accordance e to deliver on the programme
plan. The Project Teams will ha tones, activities, deliverables and
deadlines and will need to work clo roject Teams fo meet their

obligations for establishme

101.  Reporting: Project lead
collates this material g

) ansparent way to the Government
through NZTE and th ragy managgmens process.
102. The key featyfés efeportingare reghlarity and detail to the level appropriate for the
audience. The keyfdhciign of th during the programme is to allow progress fo be
monitored an u surpri& avoided if and when changes to approach are needed.

( posed timeli
103. Thep sgd timeling~xequires careful planning. The first shipment needs fo arrive in
Saudi Arabia 3¢'that the Iw prime before the commencement of the Northern Summer
- Jun 1 he follm@ggl es a draft timeline which the detailed programme plan can
ed

SYAPAN
¢
S
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KB4 seasons

i
NZ seasons

Year / Quarters

RFi & contracting

H
]
H
¥
1

) Financing agreed

, Planning/Governansce .

¥
' Farmer praparalion

‘ Design and build

infrastructure In KSA
- PRS- R

Ankmal selection

: Foodiot NZ
| I—— .

" Shipment o KSA

¥

[ECRUREMPNARIN. RSP R

e —

$

X Gestation period

Lambing

 tatten animals
L

; Prime animais
t

" Mplestone 1:
Research, Plan &
Design

( Mifestone 2: Build &
. implement

g Mitestone 3:

~ Showease & Promore
i .

Risk management

104. A risk manager will be appoi a risk
management approaches of NZTE and MFAT.

Next Steps

S
&8
Q

This Indicative Business Casg Segks ;mal apptbv.
outlined in the Commercial

@\/
\f%
@@\

S

mmence the procurement process as
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From:
Sent:
To:
Ce:

Subject:

Categories:

[RESTRICTED]

Summary

Action

For information,

Report

We (HOM and both Sec

Bilateral Affairs, Saugi-Mi
~GCC relationship over

C

5

3
New Z

%’
&L
&

edrs

&

She

istr

9

RIYADH
Sunday, 21 July 2013 7:27 p.m.
MEA

UNHC; DS APE; DS MLG; ...MEA POSTS; NE K EVA; FIVi-R ~RIYADM
Call on Saudi Deputy MFA Al Jindan
Transferred to SharePoint

v &

taries} met t with Dr Khaled Al-Jindan, Undersecretary {Deputy Minister} for
T Foreign IFS to update him on developments and initiatives in the bilateral and

ix mont%

Y

out o € §Cepe

oted that trade between KSA and New Zealand was healthy and increasingly diverse, and that
as also pursuing a Food Security Partnership with KSA to increase agricuitural cooperation.

sq4(2) 0’““‘) HOM explained that a way forward, including a

partnership for promoting New Zedland agricultural know-how, had been agreed between MFA and the Saudi

1
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