





Background information on Indonesia
With 13,600 islands covering an area of
around two million square kilometres and
with 240 million inhabitants Indonesia is
the world’s fourth most highly populated
country. The population is growing at the
rate of 2% per year and consists of 30
ethnic groups, of which 88 % are Muslims
and 8 % Christians.

Indonesia is rich in mineral resources,
including natural gas, coal, oil, tin, nickel
and copper. The country’s main exports
are agricultural products, textiles, timber
and furniture products. The GDP amounts
to USD 364.38 billion. In 2008 it grew by
6.1 %. Swiss exports to Indonesia amount
to around CHF 388 million, imports to
around CHF 170 million. About 50 Swiss
companies are actively engaged in various
sectors, primarily in the food, pharma-
ceutical and chemical industries.
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Indonesia has one of the world’s biggest areas of rainforest covering 120 million
hectares and featuring unique species of wood.

Wood processing forms one of the country’s most important branches of industry, with a
very high level of employment. 33 % of the Indonesian wood sector’s exports are gener-
ated in Central Java.

As timber represents the sole source of income for many Indonesians, the sustainable
management of the tropical forests with a balance between ecology and economy, for
example by using FSC-certified wood, is essential.

The 2009-2011 project phase encompasses measures for ensuring sustainable export
growth by including a broad range of stakeholders. An additional aim is to generate long-
term business relations between local and international manufacturers, customers and
business providers on a commercial basis.

The project is based on a comprehensive package of measures with the focus on the
following four sectors: management and cost optimisation, product adaptation and quality
assurance, development of marketing strategies, and sustainable international matchmak-
ing activities.

Under this project the SIPPO team, manufacturers and Swiss as well as local service pro-
viders will pool their know-how and activities and contribute to the export growth of local
timber products from sustainable forestry management.

SECO Info.

SECO’s engagement with the trade in sustainable tropical wood.

The State Secretariat for Economic Affairs SECO promotes trade with developing coun-
tries in the framework of economic development cooperation. It finances the SIPPO
programme in order to facilitate the requisite trade contacts between producer SMEs in
the partner countries and importers in Europe.

SECO ensures that the trade is based on sustainable resources — the developing coun-
tries should be able to benefit long term and there should be no destructive exploitation.
SECO therefore provides technical and institutional support to the producer countries
so that they can attain the sustainability standards required in the consumer countries.
In the sustainable tropical timber trade this has the effect that tropical forests are
sustainably protected and rescued from destruction through the assignment of an
explicit economic value and compensation for their environmental role. The pilot project
described above provides SECO with important findings about the implementation
of projects which prepare the SMEs for marketing their products exclusively from
sustainable forestry management in Switzerland and throughout Europe.



SIPPO *)

Swiss Import Promotion Programme

SIPPO has been cooperating since 2004 with small and medium-size companies in
Vietnam producing plant extracts and biodiversity products. In this context SIPPO sup-
ported the UNCTAD Biotrade Seminar for a future project focusing on the sustainable
use and trade promotion of biodiversity in Vietham. At the same time the companies
participating in the SIPPO programme were visited.

On this occasion the firm of Traphaco explained how trade fair participations had
influenced its marketing strategy. The functional food sector was identified as a new
key product area for the national market. The important aspect of good agricultural and
collection practices (GACP) was further developed and implemented in a national project.
This cooperation led to the preparation of a producer manual for the partner company
Traphaco on the implementation of training content and seven monographs on procurement
of the most important plants. The company’s sales revenue has increased by around 25 %
annually.

It is increasingly a challenge to identify new companies in Vietham because firms are
becoming less enthusiastic about producing raw materials. The trend of moving out of raw
materials production because of the low prices is being countered by SIPPO with information
and support for farmers and collectors.

Success story.

Jordan Enterprise (JE), the national export promotion organisation of Jordan,
has been cooperating successfully with SIPPO since 2001.

In early 2009 JE actively supported the participation of Jordanian companies on the
SIPPO joint stands at FRUIT LOGISTICA in Berlin and CeBIT in Hanover. At the same
time a new platform of cooperation with SIPPO was created: The Jordanian partner
indicated that it would utilise the funds deployed by, among others, the EU for direct
export programmes with its long-standing partner SIPPO. The success is notable:

FRUIT LOGISTICA, Berlin

Ten Jordanian fruit and vegetable exporters presented themselves at the SIPPO
Pavilion. 154 contacts were generated. Six contracts were concluded during the trade
fair and 59 contracts worth close on seven million euros are expected to be signed
within the next six months. JE was highly satisfied with the services provided by SIPPO.

CeBIT, Hannover

On the SIPPO joint stand four Jordanian software companies presented an excellent
range of solutions and services with a very attractive price/performance ratio. During
the trade fair the companies registered more than 200 contacts, made more than 60
offers and expect at least 15 contracts to be concluded during the next half of the year.

Insider tips for successful business
relations in Jordan

Jordan expert and SIPPO local representa-
tive Ernest Liniger provides some insider
tips for successful business relations in
Jordan:

Jordanian business people will first discuss
any important business decision with their
closest relatives and friends before signing
a contract.

In many cases business people let them-

selves be guided by emotions and influences

from their direct environment. It is there-
fore important in negotiations to come to
terms with the environment and culture of

the business partner and to develop one’s

own arguments accordingly. Jordanians do
not want to have anything forced on them.
However lucrative the project may be, they
often break off talks if they feel they are
being put under pressure.
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