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Do we need to reinvent the relationship between

producers and wholesalers?
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Customers targeted when selling to wholesale markets

What kind of customers do you target when selling
your produce to wholesalers?

97%

O Retailers

B Supermarkets

O Catering Hotels Restaurants
O Export

France England Spain
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2 1 N wshe 2000 Satisfaction towards the wholesalers
23-25

Do wholesalers add value (promote, bring service)
to your produce?

France

B Totally disagree

@ Somewhat disagree
England @&

O Somewhat agree

@ Totally agree

Spain
1
1
' How do you evaluate
' your relationship with the wholesalers?
r
' 3%
§ France
4w B Bad
| (]
nglan
| g @ Good
‘ . @ Excellent
|
|
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Iltems of particular interest when supplying wholesale markets

Is the opportunity of selling significant volumes
a major interest of wholesale markets?

France

W Totally disagree
England % O Somewhat disagree
70
’ O Somewhat agree

@ Totally agree

Spain [E

Are the wholesalers' buying prices
a major interest of wholesale markets?

France

B Totally disagree
O Somewhat disagree
England &£

O Somewhat agree

@ Totally agree

Spain
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Iltems of particular interest when supplying wholesale markets

Is the value added by the wholesalers
a major interest of wholesale markets?

France

B Totally disagree

O Somewhat disagree
England &4
O Somewhat agree

@ Totally agree

Spain

i

Is the wholesalers' expertise in selling produce
a major interest of wholesale markets?

France 37%

W Totally disagree
England L% O Somewhat disagree
(0]
O Somewhat agree

@ Totally agree

Spain
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Value added in other distribution networks

How do supermarkets add value to your
produce compared to wholesalers?

France

B Worse
O Equivalent
O Better

Angleterre

Espagne

Il

How do cash & carries add value to your
produce compared to wholesalers?

France 80%

B Worse
O Equivalent

England 50%
@ Better

Spain
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Value added in other distribution networks

If you sell direct to retailers, how do they add
value compared to wholesalers?

France

B Worse
England e O Equivalent
@ Better

Spain
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Knowledge of the customers buying at wholesale markets

What knowledge do you have
of the wholesale markets' customers?

7 B Bad

O Mediocre
O Good

@ Excellent
Do wholesalers give you feedbacks
on their customers' expectations?
56% B No
OYes

France England Spain
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French producers expect more services

France - What do you expect from your wholesalers?

Service quality (adding value, regularity) — 37%

Buy at a good price or even fixed price _ 29%

Better payment (shorter delays) 12%

Nothing special _ 12%

Information about customers F 8%

Spontaneous answers



TLEC
CONF RENCE PARIS
W HEC JUNIOR CONSEIL
PRODUCTION

British producers wish to adapt their range to the catering industry

23 25 SEPTEMBRE 2009

England - What do you expect from your wholesalers?

Adapt the offer to the
demand (especially 50%

catering)

0
proposed

Nothnig special - %

Spontaneous answers

10
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Spain producers request more transparency and better prices

Spain - What do you expect from your wholesalers?

Better prices 37%

Better transparency 37%

Offers adapted to

25%
small producers

Better reactivity 25%

Spontaneous answers

11



CUSTOMERS
Mitigated answers about buying direct to production

France

England

Spain

Would you prefer a closer relationship

with producers?

|

4%

|

M Totally disagree

O Somewhat disagree
O Somewhat agree

@ Totally agree
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The question of contracts between producers and wholesalers

Do you wish to contract your sales
with the wholesalers?

B Totally disagree

England 50% O Somewhat disagree
nglan 0

O Somewhat agree
@ Totally agree
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France

England

Spain

France

England

Spain

PRODUCTION
Forecasting the role of wholesale markets

Forecasting - Do you think that in 10 years you will still
need wholesale markets as much as you do now?

B Totally disagree

O Somewhat disagree
O Somewhat agree

@ Totally agree

Forecasting - Do you think that wholesalers
are essential to your activity?

3%

Il

B Totally disagree

B Somewhat disagree
O Somewhat agree

@ Totally agree
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