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The Nature and Structure of the Market 

the Natur e of the Marke t 
The German market appears very attractive to most exporters. It is by 
far the largest market in the world for imported cut flowers and 
ornamental foliage , and imports about 80% of its reqirements. The 
consumers are amongst the most wealthy in Europe with a per capita 
spending on floricultural products of about DM 150 per year (before the 
reunification). After reunification Germany has the largest population, 
nearly 80 million people, of any European Community (EC) member. I t 
is, however, a highly competitive market, and the importers are well 
informed of international price fluctuations and market movements. 

Cut flowers from overseas suppliers are mainly landed at the airports 
at Frankfurt and Düsseldorf because of the excellent air connections for 
both scheduled and chartered flights.  The major variety of ornamental 
foliage, Leatherfern, is transported in reefer containers by sea. Thi s 
has made Hamburg a major distribution point for all ornamental 
foliage. Container s are also landed in Bremen, Antwerp and Rotter-
dam. 

Supply to the German market is dominated by Dutch exporters but 
direct imports from overseas suppliers are also substantial. The 
German market represents about 50% of the total exports of cut flowers 
from the Netherlands. A  large share of these exports are sold by the so 
called 'Flying Dutchmen', who supply directly to German retailers and/ 
or wholesalers daily . 

It is not easy to break into the German market. I t is certainly not a 
market for single shipments, for disposing of temporary surplus 
quantities or for second rate produce. it Is a buyer's market for most 
products. Th e wholesalers are well organised and well informed. 
Exporters should seek long term business relationships with serious 
and qualified German importers and then work at maintaining and 
developing these relationships. 

Reunification and Demand 
The reunification o f Germany increased the population by about 25% to 
almost 80 million people . Thi s has influenced th e demand fo r cut flower s 
and ornamenta l foliage significantly , especiall y for varieties previousl y 
unknown i n Eastern Germany. However , the demand patter n has change d 
after th e initial euphoria and adjusted t o the financial realitie s of families i n 
Eastern Germany. In the short term consumers in the former Eas t Germany 
are expected t o be very interested i n species which cannot be grown in 
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The Nature and Structure of the Market 
northern Europe such as Heliconia, Alpinia, tropical orchids etc. , and also in 
off-season flowers . In the long term these consumers will adjust t o the 
traditional assortmen t o f cut flowers being marketed in the former Wes t 
Germany and upgrade their quality requirements. The sales organisations in 
the former Eas t Germany have more or less collapsed. Majo r Germa n 
importers and Dutch exporters are establishing depot s or joint venture 
enterprises with the new private sector in Berlin for distributing cu t flower s 
and ornamenta l foliage . Th e process is proving to be rather slow. Th e 
'Flying Dutchmen' ar e expected to have less impact on this market than 
those in some other parts of Germany, due to its distance from th e 
Netherlands. 

Imported Cut Flowers and Ornamental Foliag e 

The major supplie r o f floricultural product s to the German market is the 
Netherlands, which accounts for more than 85% of the total imports of cut 
flowers, followed by Italy and Israel . Ornamental foliage i s mainly importe d 
from USA, followed by Costa Rica and Italy. Germany is also importing cu t 
flowers an d ornamenta l foliage fro m more than 2 5 other countries al l over 
the world . 

FLORICULTURAL MARKE T IN MILLIONS OF DM 

Imports from 
Holland 

Other Countrie s 

Domestic 
Production 

The total German market for cut flowers an d ornamental foliage i s valued a t 
DM 2.6 billion, which corresponds to a retail value of about DM 7 billion. 
Even a small percentage o f such a huge market represents importan t expor t 
volumes. Domestic production o f cut flowers an d ornamental foliag e 
amounted to only DM 500 million in 1991, while the imports o f cut flower s 
amounted to DM 2,033 million in 1991 (an increase of 22.3% from 1990) , 
and ornamenta l foliage to DM 87 million in 1991 (an increase of 25.2% fro m 
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1990). Th e hig h growt h rate s o f the import s o f cu t flower s an d ornamenta l 
foliage ar e the resul t o f reunification, couple d wit h decreasin g domesti c 
production. 

Dutch exporter s dominat e th e marke t because : 

they ca n offe r a  ful l assortmen t o f cut flower s an d ornamenta l foliag e al l 
year round , 
German importer s ca n buy wha t the y nee d directl y a t the auction s i n th e 
Netherlands. Handlin g i s very eas y an d sinc e the y ca n buy daily , ther e i s 
no nee d t o stor e flower s fo r mor e tha n on e o r two day s an d risk s ar e 
reduced, 
the s o called 'Flyin g Dutchmen' , wh o delive r o r sel l directl y fro m thei r 
trucks, with o r without preorders , ar e very convenien t fo r th e Germa n 
retailers. These exporter s ofte n stoc k a  full assortmen t o f cut flower s an d 
ornamental foliage . 

Tropical productio n o f temperate, subtropica l an d tropica l cu t flower s an d 
ornamental foliag e fo r expor t wa s originall y starte d to : 

increase th e assortmen t b y th e additio n o f new product s whic h coul d not , 
for climati c reasons , be produce d i n th e greenhouse s o f northern Europe , 
prolong th e seaso n fo r man y specie s which , du e t o col d an d lo w light , di d 
not produc e adequat e marke t qualit y i n the norther n Europea n winter , 
decrease th e productio n cost s fo r man y specie s b y eliminatin g th e nee d fo r 
heating, lo w labou r costs , low investmen t costs , etc . 

These reason s ar e stil l vali d an d i t i s expecte d tha t a n increasin g amoun t o f 
cut flower s an d ornamenta l foliag e wil l b e produce d i n tropica l countrie s i n 
the future . However , th e profitabilit y o f a  cut flower/ornamenta l foliag e 
export enterpris e i s highly dependen t upo n regula r an d competitiv e ai r 
freight. Sudde n change s o f schedules and/o r ai r carg o rate s ma y affec t th e 
viability o f a  project dramatically . 

The assortmen t o f cu t flower s an d ornamenta l foliag e ca n b e divide d int o 
two groups : 

Large volume specie s 
Roses 
Gypsophila 
Carnations 
Chrysanthemums 
Summer flower s 
Asiatic lilie s 
Alstroemeria 
Gladiolus 
Tropical orchid s 
Leatherfern 

Speciality specie s 
Heliconia sp . 
Protea sp . 
Ornithogalum 
Lilium longifloru m 
Anthurium 
Iris 
Nerine 
Assorted ornamenta l foliag e 
Liatris 
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The larg e volume specie s ca n be produce d i n comparativel y larg e quantitie s 
and ar e ofte n produce d b y majo r exporter s a s singl e varieties . Th e specialit y 
species ar e more sensitiv e t o larg e volume production . Larg e scal e producer s 
either hav e t o suppl y severa l differen t market s o r produce a  wide r 
assortment o f flowers. Thi s i s generally necessar y i n orde r t o benefit fro m 
the mos t preferentia l carg o rates whic h com e int o forc e fo r shipment s o f a t 
least 50 0 kg . 

In genera l th e suppl y o f imported cu t flower s an d ornamenta l foliag e i s lo w 
in th e summer , i.e . June t o September , an d highe r i n th e winte r i.e . Octobe r 
to May. Pea k sale s occu r befor e holiday s an d festival s suc h a s Al l Saint s Da y 
(1 November), Commemoratio n o f the Dea d (2n d hal f November) , Christmas , 
Valentine's Da y (1 4 February) , Easte r wee k an d Mothers ' Da y (2n d Sunda y i n 
May). Fo r Christma s an d Valentine' s Day , red flower s ar e popular , wherea s 
yellow flower s ar e i n deman d fo r Easte r an d whit e flower s ar e typicall y use d 
for churc h festivals . However , ther e i s a  trend toward s mor e regula r sale s 
with les s pronounce d pea k sale s periods . 

German consumer s ar e very receptiv e t o novelty product s e.g . ne w colours , 
new shade s o r new shape s o f flowers withi n th e traditiona l assortmen t a s 
well a s completel y ne w species . Specie s tha t ar e rarely see n i n othe r 
European countrie s ar e commo n i n Germa n flowe r shops , fo r example , 
Heliconia an d Alpinia . 

The best opportunity fo r large exporters venturing int o the Germa n 
market i s to supply th e major importers . Thi s enables th e exporter to 
distribute large volumes. Mediu m to small siz e exporters should mak e 
contact wit h smalle r importer s if they produce a n assortment o f cut 
flowers and/o r ornamenta l foliag e o r small volume s o f a single variety . A 
list of importers i s given in  Appendi x 4. 

Produce Retailin g 

Flower retailin g i n German y ha s change d significantl y sinc e th e 1960s . 
Floricultural product s wer e sol d exclusivel y i n flowe r shops , a t th e 
municipal market s o r by stree t vendors . Sinc e the n foo d stores , 
supermarkets an d garde n centre s hav e introduce d cu t flower s an d foliag e 
into thei r range . Thes e ne w marke t channel s wer e ver y successfu l i n th e 
1970s an d 1980 s an d th e traditiona l flowe r shops ' marke t shar e fel l t o abou t 
70%. Currentl y th e marke t shar e o f the foo d trad e i s stati c an d i t i s th e 
garden centre s an d stree t vendor s whos e shar e i s increasing . 
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CUT FLOWERS AND ORNAMENTAL FOLIAG E 

Retail outlet s 

Flower shop s 
Garden centre s 
Market an d stree t vendor s 
Food trad e etc . 
Others 

1980 
75% 

-
15% 

6% 
4% 

Market share s 
1990 
70% 

3% 
16% 
1 1 % 

-

Flower Shops an d Garde n Centres ar e generall y independen t retailer s wh o 
purchase thei r product s fro m th e wholesal e marke t an d fro m domesti c 
producers. Ther e ar e abou t 14,00 0 specialis t flowe r retailer s i n German y 
(excluding th e forme r Eas t Germany) . They usuall y offe r a  wide rang e o f hig h 
quality cu t flower s an d ornamenta l foliag e whic h i s ofte n mor e attractivel y 
displayed tha n in , fo r example , foo d stores . Generall y the y charg e premiu m 
prices fo r thei r produc t qualit y couple d wit h thei r floricultura l skills . The y 
provide specialis t service s t o thei r customer s suc h a s making an d deliverin g 
bouquets, flowe r arrangements , wreaths , funera l decorations , etc . The y als o 
give advice o n ho w t o maintain th e product s a t home . Thes e retailer s ar e 
generally mor e open-minde d an d mor e prepare d t o accep t an d appreciat e 
novelties tha n othe r retai l outlets . Abou t tw o third s o f the flowe r shop s ar e 
linked t o a  flower agenc y (e.g . Interflora, Fleurop) , which enable s th e 
customer t o have flower s delivere d t o peopl e nationall y an d internationall y 
via shop s linke d unde r th e sam e system . 

Market an d Stree t Vendors' sales ar e mainl y generate d b y impuls e purchase s 
especially a s price s ar e ofte n ver y competitive . The y rarel y sel l a  full rang e 
of cut flower s an d ornamenta l foliage , bu t a n assortmen t mad e u p fro m wha t 
was availabl e a t lo w price s o n tha t particula r day . Thei r flower s ar e ofte n 
more matur e an d hav e a  shorter vas e lif e tha n thos e fro m th e specialis t retai l 
trade. Thes e vendor s pla y a n importan t rol e i n distributin g th e surplu s 
quantities fro m th e wholesal e trade . 

Supermarkets, Department Store s an d Food Store s offe r a  wide rang e o f 
products, amon g whic h cu t flower s an d ornamenta l foliag e hav e becom e 
quite important . Thei r marke t shar e increase d rapidl y durin g th e las t tw o 
decades bu t i s now static . The y us e larg e an d attractiv e display s t o temp t a 
customer int o a n impuls e purchase . T o reduc e th e cos t o f maintenance an d 
waste, the assortmen t o f flowers o n sal e i n thes e outlet s i s usually limited . 
Ready-made bouquet s ar e o f specia l interes t an d provide d pre-packe d an d 
ready fo r sal e by wholesalers . Th e qualit y an d variet y o f pre-packe d 
bouquets ha s improve d significantl y an d ther e ar e severa l enterprise s wh o 
specialise i n thei r production . Th e supermarkets , departmen t store s an d foo d 
stores operat e a t lower profi t margin s tha n th e specialis t florists . 
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Marketing Channels 
The structur e o f the trad e channel s fo r cu t flower s an d ornamenta l foliag e i n 
Germany ca n be divide d int o thre e segments : 

Producers' sale s co-operative s 
Agents 
Shipping an d distributin g wholesaler s 

Only a  smal l percentag e o f the cu t flower s an d ornamenta l foliag e distribute d 
is sol d a t the flowe r auction s i n Germany . Th e majo r volum e i s distribute d 
either by Germa n wholesaler s o r by Dutch exporter s directl y t o the retai l 
trade. Th e majo r importers/wholesaler s i n German y ar e very larg e 
enterprises. The y wil l attemp t t o contro l th e flo w o f cu t flower s an d 
ornamental foliag e int o th e Germa n marke t an d ai r carg o spac e fro m som e 
parts o f the world . 

Germany ha s a  dense networ k o f terminal wholesal e market s t o distribut e 
floricultural products . Th e larges t termina l wholesal e market s ar e Hamburg , 
followed b y Berlin , Diisseldor f an d Cologne . Distributin g wholesaler s an d 
growers sel l both importe d an d domesti c product s a t these market s t o flowe r 
shops, supermarkets , stree t vendor s etc . Price s are , in general , 15 % highe r 
than auctio n prices , but th e wholesal e marke t i s more convenien t fo r th e 
retailer. Th e importanc e o f these market s ha s decline d durin g th e las t decad e 
due t o competitio n fro m Dutc h distributin g wholesalers/exporter s an d 
declining domesti c production . 

The followin g diagra m provide s a  schematic vie w o f the majo r marke t 
channels throug h whic h directl y importe d cu t flower s an d ornamenta l 
foliage fro m oversea s supplier s ar e distribute d o n th e Germa n market : 

PRODUCER/ 
EXPORTER 

(Agents) 

Shipping Wholesaler 
Importer 

Distributing Wholesaler 
Importer 

Auction 
Importer 

Municipal Terminal 
Markets 

Supermarkets Street Vendors Food Stores 

Specialist Retailers Department Stores 
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Shipping wholesalers an d distributing wholesaler s ar e both importer s an d 
wholesalers, bu t the y hav e differen t area s o f operation : 

A shippin g wholesale r sell s mainl y t o othe r wholesaler s an d distribute s cu t 
flowers an d ornamenta l foliag e t o the whol e Germa n market . Thi s involve s 
handling larg e quantitie s o f produce. The y generall y onl y sel l whole carton s 
of each variet y o r grade, and avoi d unpackin g o r handling th e product s i n 
water. Thes e ar e medium t o very larg e enterprises , ofte n wit h a  world-wid e 
network o f supplie r contact s an d acces s t o very detaile d marke t information . 
Shipping wholesaler s wil l impor t flower s directl y fro m th e Netherland s and / 
or from  oversea s suppliers . The y ar e no t likel y t o buy product s from  othe r 
importers o r agents . Som e product s wil l be purchase d a t the auction s i n 
Germany an d direc t from  Germa n producers . Thes e enterprise s represen t th e 
most importan t marke t channe l fo r larg e to medium size d exporters , 
especially fo r larg e volume products . Shippin g wholesaler s ar e als o 
important fo r exporter s o f speciality products , especiall y i f the exporte r ha s a 
comparatively larg e productio n an d want s t o reach mos t o f the Germa n 
market throug h on e importer . 

A distributin g wholesale r sell s mainl y t o the retai l trad e e.g . flowe r shops , 
food stores , stree t vendors , etc . They handl e smalle r quantitie s o f flower s 
than th e shippin g wholesalers . Product s ar e bought from  domesti c producer s 
or shippin g wholesalers , o r by importin g from  th e Netherland s o r directl y 
from oversea s exporters . The y ar e no t likel y t o handle larg e quantitie s o f an y 
of the majo r varietie s o f cut flower s an d ornamenta l foliage . The y ma y 
specialise i n on e o r severa l o f the specialit y species , i n which cas e they ma y 
be abl e t o handle comparativel y larg e quantitie s o f these an d eve n distribut e 
them t o the shippin g wholesal e trade . A  distributin g wholesale r usuall y 
handles th e product s i n water , i f appropriate , an d ofte n offer s a  ful l 
assortment. Distributin g wholesaler s are , in general , mediu m t o smal l siz e 
enterprises. The y ar e much les s importan t fo r oversea s exporter s tha n th e 
shipping wholesaler s excep t whe n the y handl e specialit y product s an d fo r 
smaller exporters . Distributing wholesaler s ar e more incline d t o introduc e 
novelties t o the market . 

Wholesalers/importers i n German y lik e t o maintain clos e an d direc t contac t 
with thei r suppliers . The y wil l mak e regula r visit s t o discus s varieties , 
quality, grading , packaging , post-harves t handling , shippin g schedule s etc . 
Prices ar e agree d fo r period s o f 1- 3 month s i n advance . 

Wholesalers/importers ar e usually locate d clos e t o a  major market . Sale s ar e 
generally mad e b y telephon e o r fax , althoug h som e additiona l sale s ma y b e 
made a t a  terminal marke t o r direc t t o retailer s from  refrigerate d trucks . Som e 
wholesalers specialis e i n certai n product s e.g . tropica l orchids , tropica l 
exotics, ornamenta l foliag e etc . Wholesalers/importers trad e eithe r i n cu t 
flowers and/o r ornamenta l foliag e o r i n po t plants , and thes e product s ar e 
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rarely mixed . Nearl y al l wholesaler s impor t cu t flower s and/o r ornamenta l 
foliage, an d ther e i s a n interes t amongs t the m t o develo p ne w contacts , 
especially fro m ne w productio n area s overseas . 

Agents ar e no t ver y commo n i n German y fo r cu t flower s an d ornamenta l 
foliage. Wher e present , the y ac t a s a n intermediar y betwee n th e exporte r an d 
the importer . The y d o no t trad e product s o n thei r ow n account . The y 
maintain contact s wit h foreig n supplier s an d procur e produc e fo r thei r 
customers, wh o ar e generally wholesalers . Agent s wor k o n a  commission o f 
the sale s price . 

Producers' sales co-operative s (auctions ) sel l cu t flower s an d ornamenta l 
foliage o n behal f o f domesti c producers , importer s an d foreig n producers / 
exporters. Ther e ar e a  number o f flower auction s i n Germany , th e majo r one s 
being UG A i n Niederhei n an d NB V in Neuss . Buyer s ar e distributin g 
wholesalers, retailers , multiples (supermarket s etc. ) an d stree t vendors . Th e 
majority o f imported produc e sol d a t these auction s i s supplie d b y Israel . 

German wholesalers/importers hav e a  keen interes t in establishin g 
contacts with new  exporter s from  oversea s countrie s and they have a 
significant interes t i n new products an d new productio n areas . 
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