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Abstract
Australian Agricultural Family Owned, Small and Medium Sized Enterprise (SME) Agri-Food (A-F) Exporter 
– Focusing on Success Factors from Their Supply Chain Suppliers, Intermediaries and Customer Networks in entering the Taiwanese Market for Food Quality Mung Beans
Andrew McCarrol
International Area Studies Major
Graduate School of International Studies
Seoul National University

This study researches how an independent Australian exportable supplier of grain exporting SME has been able to access the Taiwanese market for A-F Mungbeans. The study in this research targets the identification of the firm based individual activities that the firm and its suppliers developed to enter the Taiwanese market. A single case study methodology involving multiple in-depth interviews with the supply chain entities was used to provide triangulation information in order for FOB/FF SME exporters to compete successfully in the Taiwanese A-F market. This research takes into account that there are larger global markets that are large scale suppliers of similar products from many other global markets. From the data collected in this research, a model of FOB/FF SME internationalization was proposed highlighting the driving forces which stimulated the development of a set of capabilities enabling   successful entry into the Taiwanese market for food grains. This model has both practical and theoretical implications for the development of trade between Australia and Taiwan in the food grain sector. In conclusion this dissertation suggests that firms with the capacity to develop such capabilities can succeed in entering enter such product markets.
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[bookmark: _Toc85988596][bookmark: _Toc165987420] Background
This research targets the importance of relationships and networks in the export development and performance of an Australian agri-food (A-F) family- owned business (FOB), Family Firm (FF) small and medium sized enterprise (SME) will be defined within the context of the importance of the Australian agricultural industry.  Australia has a relatively small population consisting of some twenty-five million however its landmass is large equating to some 7.7million sq. kms. Agricultural production industries account for approximately sixty-one percent of the country’s total land usage, eleven percent of its exports of goods and services, seventy percent of its agricultural output is exported, and the sector contributes 2.6 percent of Australia’s total employment numbers (ABARES, 2019). 
International trade is often identified as the exchange of products and/or services between an exporter and importer, comprising various industries, business categories, business ownership and organisational structures. In the early period of international trade, entities involved were generally depicted as family businesses as highlighted by Kontinen and Ojala (2012) who suggest that, “as recently as the start of the twentieth century, all businesses were family owned” (p. 496). Those SMEs that are flexible and dynamic in developing their businesses resources including both human and manufacturing resources will be better integrated in the international market.  However, as shipping, trading and business structure classifications and technologies emerged and progressed, much research concentrated on Multi-National Corporations (MNC’s), heralding the concept of “internationalization” which in its finite classification describes an entity which has its own physical and/or economic investment in a foreign market (Amdam, 2009). More recently the identification and importance of internationalisation of SME’s, AF, and FOB’s/FF’s has led to further research on international trade and exporting/importing. This research will identify the importance of strong long-term relationships and networks in the successful long-term export by an FOB/FF SME of an A-F product internationally. The major entity involved in this research has exported A-F product/s internationally from its base in Queensland, Australia for approximately two decades however it has no formal international foreign direct investment (FDI) component or subsidiary entity located outside Australia’s boundary subsequently it is not deemed to be classified as being internationalized (Amdam, 2009).  However, an entity with longevity in exporting internationally, coupled with its strong long-term business relationships and networks with its local suppliers and international customers supply chains may potentially be categorised as being “internationalized.” This concept of internationalization is supported by Lu and Beamish (2001) who found in their research on the internationalization of SME’s, “an alliance with a local partner can alleviate an SME’s local knowledge deficiencies, and this strategy has been found to be an effective means of entering new host countries”, (p. 570). 
[bookmark: _Toc165987421]Australia’s family-owned businesses/family firms and small and medium sized enterprises
SME’s and FOB’s/FF’s are significant contributors to employment, technology development and economic growth within the Australian economy. In 1999 the Australian Bureau of Statistics (ABS) categorised businesses into four types based on staff numbers being; 1. micro-enterprises (0-4 staff), 2. Small businesses (5-19 staff), 3. Medium sized (20-199 staff) and 4. Large businesses (200 plus staff). This research engages an SME exporter as it employs between five and one hundred and ninety-nine staff (Schaper, M., 2014). The entity involved in this research qualifies as an FOB/FF, as the company is wholly owned by one of the original founding owners with the second generation of family members now participating in high level management and financial decisions employing approximately sixty full time staff.    
This research will investigate and identify the key concepts of relationships and networks which an Australian FOB/FF SME A-F exporter has developed individually and jointly with its suppliers, intermediaries and customers ensuring long term export success. Ultimately, this research aims to identify that an Australian SME, FOB/FF must establish relationships and networks within their supply chain partners, including their domestic suppliers, intermediary suppliers, domestic export, shipping, transport entities and international customers are important in developing and sustaining long term international trade. This research centres on an FOB/FF SME exporting company which has exported A-F products to Taiwan for nearly twenty years. 
The research is significant not only to an individual FOB/FF SME but also to the growth and sustainability of agri-food exports and exporting entities from Australia. This is clearly, exampled by the fact that domestic consumption volumes of Australia’s locally produced food and agricultural products has limited growth potential. This is due to Australia having a relatively small population of some twenty-five million and a production of food and agricultural products far exceeding local consumption demands. Highlighting the importance of growing exports to sustain and further develop Australia’s food and agricultural sectors FOB/FF’s and SME’s. To put this into perspective, Australia exported $A78.1 billion worth of agricultural products in 2022 (ABARES, 2023). Australia has an estimated eighty-five thousand (85,000) rural or farm production type enterprises, with approximately ninety-nine percent of these being FOB’s owned and managed by family members (National Farmers Federation, 2018).
SME businesses are significant players within Australia’s domestic non-financial sector with approximately two million SME’s employing less than nineteen staff equating to ninety-seven percent of businesses, fifty-one thousand employing twenty to one hundred and ninety-nine the equivalent of 2.4 percent of all entities with only three thousand seven hundred businesses employing in excess of two hundred staff highlighting that Australia’s large business sector was only 0.2 percent of all businesses in Australia with the assessment being determined based on employee size (Gilfillan, 2020). This study will identify the relevance of strong personal supply chain relationships and networks within Australia’s agri-food export arena using a privately family-owned exporting business. This focus is further validated as Australia’s agricultural SME’s lead the value added contributed by industry sector. With FOB’s/FF’s clearly representing the largest number of business models within the food and agriculture sectors (ASBFEO, 2019). Family-owned businesses although being the majority of firms worldwide can consist of small, medium and large sized businesses, making it difficult to define the parameters of a FOB (Mungapata et al, 1018). Predominately the literature has not been conclusive in providing one generally agreed definition of a FOB/FF. However, a FOB/FF is generally initiated, owned, and financially managed by the owner’s family with at least one being involved in a business’s management and decision-making team. 
[bookmark: _Toc165987422]The Importance of Australia’s Agriculture Exports to Taiwan
In 2021-2022, Taiwan's relationship with Australia in International trade was significant, with Taiwan being Australia's fifth-largest export market, equating to $US 21 billion consisting of coal, natural gas, iron ore, copper, and aluminium (DFAT, 2021). Australia remains an important exporter of beef, dairy, and grain products. It is the sixteenth largest source of Australia's imports, comprising computers and telecommunication technologies, motorcycles, eventing bicycles and petroleum. Taiwan’s average per capita expenditure on food increased to $US4,200(2021) from $US3,850.00(2011) (Statista, 2021). 
The format of Australia’s Agricultural businesses is changing from the perspective of both domestic and international markets. Domestic markets will undoubtedly remain significant to local agricultural producers however Asia's emerging and growing destinations for Australia's agricultural-based exports have increased significantly in recent decades with more than one-third of Australian agricultural exports or $A33 billion destined for Asian markets in 2017/2018 (National Australia Bank, 2019).
With food safety, security, traceability along with food production and supply sustainability being central to Australia’s international food trade globally. Australia is in a unique position being rated sixth out of one hundred and thirteen countries in terms of the global food security index (Economist, 2018).  Australia is recognised as a country producing safe products enabling it to secure a foothold in global markets particularly Asia an area that is known to have an ever-increasing middle class seeking to source healthy and safe foods. Food manufacturers globally, seek to source many ingredients from Australian agricultural producers, enabling them to develop and increase their suite of safe differentiated products throughout Asian markets (Austrade, 2019). 
This research relates directly to Australia’s advantages in food industry related products as it identifies the importance of relationships and networks for an FOB/FF SME exporting A-F products to Taiwan. An understanding of the Mungbean product along with its historical beginnings as a cropping option for Australian grain farmers is now provided. 
[bookmark: _Toc165987423] Mungbean History and Product Description
The first commercial Mungbean varieties grown in Australia were sourced in the late 1960s and 1970s from the Asian Vegetable Research and Development Centre (AVRDC) in Tainan, Taiwan. The Grains Research and Development Corporation (GRDC) in Australia supported Australia’s Commonwealth Scientific and Industrial Research Organisation (CSIRO) to begin breeding for the differing Australian land, seasonal and climatically influenced environments (Agrifutures, 2017).  In Australia, the term Mungbean refers to the green-seeded types. Mung beans classified as a pulse are used in many Asian dishes where seed appearance and quality are vitally important. Approximately ninety-five per cent of the Mungbean’s produced in Australia are exported. The global exports by country are provided in Appendix 1 (by volume tonnes) and in Appendix 2 by value (in $AUD) (ABARES 2023).     
To compete globally particularly with those markets that harvest their crops in a traditional manner being hand-harvesting which ensures quality is kept at a high level, Australia has focused its industry practices on developing new varieties which are preferred by end users (primarily for sprouting seeds and a source of protein). The Australian industry has implemented strong regulations to ensure quality seed variety and purity are maintained from farm gate to international importing entities. Australia has a “Grower Commodity Declaration” (see Appendix 4) document which is required to be completed by all those entities associated with Mungbean development, production, storage, processing, and exporting. Additionally, as mentioned previously there is a strong competitive quality of Mungbean’s that are hand harvested outside Australia provides a basis for which Australia has implemented through organisations such as Pulse Australia and the Mungbean Association (AMA) of Australia several activities that provide Australia with a competitive advantage. Apart from the grower commodity form mentioned above Australia develops its own and new Mungbean varieties that focus on individual uses for example Sprouting Beans for direct food use and those suited primarily for processed products used in a variety of food groups based on their strong protein measures (Australian Mung bean Association, 2015).
Australian seed breeders and research scientists have over time developed the initial varieties suitable to be grown in Australia’s differing geographic, agricultural, and climatic conditions compared to those experienced within Asian countries (e.g., Taiwan). Over time Australian seed breeders have created several new varieties including Crystal, Jade, Satin II, Onyx-AU and Celera II-AU (AgriFutures, 2017).
[bookmark: _Toc165987424]Description of the Mungbean 
Historically, the Mungbean was grown in India and Myanmar (Burma), being significant users and export destinations for many producing countries, including Australia. It is a major crop in Taiwan consistently researched by Taiwan’s Asian Vegetable Research and Development Centre located in Tainan City, Taiwan (Australian Mung bean Association, 2015,). 
The Mungbean (Vigna radiata- green) is a legume which produces pods comprising of seeds in the form of both beans and peas. Mungbean’s are primarily consumed as a bean sprout and served either cooked or in their raw natural state. However, are also consumed as split seeds, boiled, and processed into Mungbean flour used in the manufacture of many fresh meals, desserts, and snack-food products. 
[bookmark: _Toc165987425]Reasoning for using a SME enterprise exporting Mungbeans to Taiwan
The entity used in this research is a family-owned business which has been operating for over two decades. The entity’s business is based on several grain types and varieties which are used both in the production of human consumption products and animal feed usage. The major grains used and exported by this entity are; Soybeans, Mungbeans, Chick Peas, Faba Beans used to promote cardiovascular health and other health-related advantages (Australian Mungbean Association, 2015.  Oplinger et al., 1990 and GLNC, 2015), Maize (Corn), Sesame Seeds and Chana Dahl (processed Chick Peas for food use). 
The entity has been involved in the international export market for over two decades and exports to the following countries China, Japan, Taiwan, Malaysia, Indonesia, India, Papua New Guinea, South Korea, Canada, USA, Mauritius, and the United Kingdom. In 2022, Australia was the third-largest exporter comprising 3% of total export market share of Mungbeans with USD 98 million worth of exports in 2022. Most exports of Mungbeans worldwide come from China and Myanmar with Australia being the third largest exporter of Mungbeans. The decline in Mungbean’s value of production from China has forced a decline in price amongst the ten largest Mungbean exporting countries see Table 1 and Figure 1 below.
[bookmark: _Toc142461224]Table 1. Top 10 World Mungbean Exporters (USD Millions)
	 
	2017
	2018
	2019
	2020
	2021
	2022

	Myanmar
	747
	550
	762
	1019
	1097
	0

	China
	218
	232
	208
	181
	156
	0

	Australia
	94
	91
	26
	64
	118
	98

	Uzbekistan
	16
	71
	48
	88
	106
	98

	Brazil
	5
	17
	29
	44
	68
	31

	Indonesia
	30
	30
	36
	51
	42
	0

	India
	20
	19
	25
	34
	75
	0

	Thailand
	30
	21
	19
	24
	40
	0

	Argentina
	20
	24
	18
	30
	39
	0

	Egypt
	21
	28
	14
	12
	11
	20

	 Total
	1201
	1083
	1185
	1547
	1752
	247


Source: ABARES 2023
[bookmark: _Toc142461225]Figure 1. Top 10 World Mungbean Exporters (USD Millions)

Source: ABARES 2023



[bookmark: _Toc142461226]Table 2. Top 10 World Mungbean Exporters (Tonnes)
	
	2017
	2018
	2019
	2020
	2021
	2022

	Myanmar
	1,058,008
	1,014,842
	1,018,165
	1,136,861
	1,273,653
	0

	China
	102,498
	130,727
	126,005
	109,103
	780,00
	0

	Australia
	105,268
	104,424
	27,793
	62,557
	117,828
	115,164

	Uzbekistan
	23,812
	109,165
	0
	0
	108,749
	126,961

	Brazil
	5,545
	24,199
	36,459
	56,624
	81,351
	45,540

	Argentina
	25,525
	36,308
	25,564
	43,852
	58,867
	0

	Indonesia
	28,858
	32,269
	35,424
	48,535
	31,522
	0

	Tanzania
	48,290
	14,417
	18,371
	45,208
	43,281
	0

	India
	15,883
	17,624
	21,750
	25,629
	75,242
	0

	Thailand
	31,713
	26,398
	16,344
	20,492
	34,106
	0

	 Total
	1,445,400
	1,510,373
	1,325,875
	1,548,861
	1,824,599
	287,665


Source: ABARES 2023
[bookmark: _Toc142461227]Figure 2. Top 10 World Mungbean Exporters (Tonnes)

Source: ABARES 2023
The drop in Myanmar’s export price has seen the knock-on effect of the decline in the export value of Mung beans globally as identified by Tridge, 2020 who state “the export value of Mungbeans worldwide decreased by 45.6% since 2015 and by 26.3% since 2018 (p. 12). Myanmar’s production decline is viewed as being partially responsible for this decrease in export values globally, whilst the decline is also associated with Australia who have been facing lower values of their exports since 2018, with the impact on Australia’s decline in production volumes due mostly to growers replacing Mung beans in their growing systems by other grains which show a higher return for growers, with an increase in the growing of cotton and other summer farm grains see Table 2.0 above for international Mungbean export volumes tones for the period 2017 to 2022. Additionally, the decline of the two largest Mungbean exporters being Myanmar and China has contributed significantly to the decline in the Mungbean price with global pricing being arrived at based on the volumes and quality of Mungbeans exported from both Myanmar and China.
[bookmark: _Toc142461228] Figure 3. Mungbeans
[image: 26,051 Mung Bean Stock Photos - Free & Royalty-Free Stock ...]
Source: Exporting entities website, 2023
Taiwan is the seventh largest importing country (by volume) for Mungbeans see Table 2.0, and Graph 1.0 below. With the larger markets including China, India and Indonesia being the top three importing countries by volume. Although these countries are large importers, they are equally significant exporters of the less valued Mungbeans that are not used for human consumption as exampled in China where as stated by Mundus Agri, 2017” there are quite some people purchasing sprouted Mungbean while less people are buying commodity quality mung bean (p. 1)”. With the local demand for food (sprouting etc) quality Mungbeans increasing. With Taiwan being the focus of the export business in this study Table 3 and Figure 4 show that Taiwan is the seventh largest importer of Australian Mungbeans by volume (ABARES 2023).
[bookmark: _Toc165987426]1.6.1 World Mungbean Imports from Australia by Volume and Value
[bookmark: _Toc142461229]Table 3. Top 10 Countries Importing Mungbeans from Australia by Volume - Tonnes
	Country
	2017
	2018
	2019
	2020
	2021
	2022
	Total

	China
	8,790
	35,291
	5,199
	34,954
	61,582
	91,334
	237,273

	India
	21,421
	7,538
	3,156
	1,014
	3,186
	374
	36,688

	Indonesia
	4,917
	8,335
	2,536
	4,700
	7,239
	5,134
	33,629

	Malaysia
	2,665
	2,298
	709
	399
	171
	249
	6,492

	Philippines
	6,818
	7,049
	2,040
	2,147
	3,655
	2,133
	23,891

	Sri Lanka
	6,278
	4,410
	2,056
	168
	
	
	12,912

	Taiwan
	4,327
	2,421
	1,408
	1,378
	2,048
	775
	12,357

	Thailand
	3,724
	2,463
	
	967
	292
	366
	8,003

	USA
	1,392
	384
	299
	1,116
	3,174
	941
	,7334

	Vietnam
	37,288
	28,326
	7,339
	12,359
	32,367
	8,640
	126,484

	Total
	97,620
	98,515
	24,742
	59,202
	113,714
	109,946
	497,729


    Source: ABARES 2023 
[bookmark: _Toc142461230]Figure 4. Top 10 World Mungbean Importers from Australia by Volume – Tonnes

Source: ABARES, 2023
However, the exporting entity within this research has been able to establish their business as a supplier of Mungbeans from Australian Mungbean growers, coupled with long term business relationships with entities involved in the total supply chain from seed breeding to export buyers. The entity has a diverse and extensive group of buyers both domestically and internationally. Taiwan is one of these, and I use it in this study. The entity has an existing business in Taiwan having exported Soybeans of food quality there since 2002. With the destination of Australian produced Mungbeans of food quality shown by value tonnes in Table 4 and volume by tonnes in Figure 5 below. 
[bookmark: _Toc142461231]


Table 4. Top 10 Countries Importing Mungbeans from Australia by Volume Tonnes
	Country
	2017
	2018
	2019
	2020
	2021
	2022

	China
	10,738,953
	43,239,615
	6,208,793
	53,967,440
	80,853,921
	109,210,890

	Vietnam
	40,987,509
	29,488,388
	9,245,493
	15,892,500
	39,565,555
	1,018,966

	Indonesia
	6,374,989
	10,456,284
	3,751,209
	6,877,500
	9,901,275
	7,248,222

	India
	23,567,471
	9,236,410
	5,138,542
	1,752,393
	5,260,462
	460,486

	Philippines
	8,023,066
	8,050,005
	2,989,532
	2,963,546
	5,117,691
	2,808,195

	Taiwan
	5,625,931
	2,899,391
	2,139,446
	1,989,905
	3,073,561
	1,378,445

	Sri Lanka
	6,980,691
	4,744,735
	2,736,738
	255,903
	0
	0

	USA
	2,306,695
	573,284
	512,899
	2,259,527
	6,080,855
	1,832,589

	Canada
	2,323,338
	2,433,678
	572,337
	487,611
	2,025,414
	989,364

	Malaysia
	3363322
	2905166
	1053790
	649648
	273629
	336935

	Total
	110,291,965
	114,026,956
	34,348,779
	87,095,973
	152,152,363
	134,449,092


Source: ABARES 2023
[bookmark: _Toc142461232]Figure 5. Top 10 Countries Importing Mungbeans from Australia by Volume Tonnes
Source: ABARES 2023
[bookmark: _Toc165987427]1.6.2 Exports of Australian Mungbeans by State
With the entity involved in this research being located within the state of Queensland, Australia it is the largest exporting state in Australia by value see Table 5 and Figure 6 below and by volume of each Australian state see Table 6 and Figure 7 below.

[bookmark: _Toc142461233] Table 5. Exports of Australian Mungbeans by state (Value $AUD)
	State of export
	NSW
	QLD
	SA
	Vic
	WA
	Annual total ($AUD)

	2017
	10,352,755
	109,875,742
	368,952
	273,568
	1,803,084
	122,674,101

	2018
	1,984,327
	117,888,541
	135,570
	612,496
	1,023,607
	121,644,541

	2019
	483,300
	36,551,730
	
	388,707
	595,743
	38,019,480

	2020
	933,019
	89,583,266
	118,186
	671,045
	909,275
	92,214,791

	2021
	10,104,232
	144,378,416
	
	652,053
	515,838
	155,650,539

	2022
	9,395,665
	129,316,235
	
	1,137,473
	
	139,849,373


 Source: ABARES 2023
[bookmark: _Toc142461234]Figure 6. Exports of Australian Mungbeans by state (Value $AUD)

Source: ABARES 2023





[bookmark: _Toc142461235]Table 6. Exports of Australian Mungbeans by state (Volume - Tonnes)
	State of export
	NSW
	QLD
	SA
	Vic
	WA
	Annual total

	2017
	8983
	93,824
	244
	163
	2,051
	105,265

	2018
	1932
	99,382
	120
	917
	2,071
	104,422

	2019
	328
	26,398
	
	378
	686
	27,790

	2020
	916
	59,480
	147
	499
	1,224
	62,266

	2021
	7466
	108,121
	
	572
	1,142
	117,301

	2022
	6914
	106,217
	
	865
	
	113,996


Source: ABARES 2023
[bookmark: _Toc142461236]Figure 7. Australian Mungbean Exports by State in (Volume -Tonnes)

Source: ABARES 2023
With the industry involved in this research being the grains industry and more definitively the Mungbean seed exported to Taiwan by a Queensland based A-F, FOB/ it is important to note that Queensland is the largest exporting state in Australia to Taiwan by volume see Table 7 and Figure 8 below and by value see Table 8 and Figure 8 below.



[bookmark: _Toc165987428]1.6.3 Mungbean Exports to Taiwan from Australia
[bookmark: _Toc142461237]Table 7. Quantity of Mungbean Exports to Taiwan by Australian State (Tonnes)
	Fiscal Year
	New South Wales
	Queensland
	Western Australia
	Grand Total

	2016/2017
	
	3,153
	99
	3,252

	2017/2018
	
	3,142
	168
	3,310

	2018/2019
	
	1,565
	
	1,565

	2019/2020
	
	1,119
	
	1,119

	2020/2021
	48
	1,281
	
	1,281

	2021/2022
	144
	1,314
	
	1,314

	Grand Total
	192
	11,574
	267
	11,841


Source: ABARES 2023
[bookmark: _Toc142461238]Figure 8. Quantity of Mungbean Exports to Taiwan by Australian State (Tonnes)

Source: ABARES 2023
[bookmark: _Toc142461239]




Table 8. Australian Mungbean Exports by State to Taiwan in $A 2016/17 to 2021/22
	Fiscal Year
	New South Wales
	Queensland
	Western Australia
	Total

	2016/2017
	
	5,708,998
	228,457
	5,937,455

	2017/2018
	
	4,811940
	32,0031
	5,131,971

	2018/2019
	
	3,339,179
	
	3,339,179

	2019/2020
	
	2,298,113
	
	2,298,113

	2020/2021
	93,033
	2,523,274
	
	2,523,274

	2021/2022
	299,930
	2,662,924
	
	2,962,854

	Grand Total
	392,963
	21,344,428
	548,488
	22,192,846


Source: ABARES 2023
[bookmark: _Toc142461240]Figure 9. Australian Mungbean Exports by State to Taiwan in $AUD 

Source: ABARES 2023





[bookmark: _Toc165987429]Mungbean Exports
The demand globally for Mungbeans is estimated at approximately US$2.4 billion and growing; the average global price of Mungbeans being approximately US$994/ tonne (Coriolis, 2018). The Australian 2022 Mung bean price for processing and manufacturing quality Mungbeans ranged from AUD1,050 to AUD1,150 per tonne (Grain Central, 2023). The demand for Mungbeans globally is significantly larger than the supply availability thereby increasing demand and subsequently the products value (Coriolis, 2018), with other countries in South Asia driving Mung bean import values higher over the last decade. Taiwan imported US$ 20,207,000 million in 2017, with Australia supplying US$4,115,000 million in that year (Statistics Office Government Taiwan, 2023) or approximately twenty percent of the country’s total usage. The entity being the focus of this research is in the state of Queensland which as stated by Coriolis, 2018 is, “the major producer of Mungbeans in Australia and receives higher crop yields on average (p. 8). Mung beans are used in several food related products including; Mungbean Sprouts, Noodles, Flour, with Mungbean demand growing as a source of high protein food including starch (Coriolis, 2018). 
[bookmark: _Toc165987430]Mung beans and Cosmetic Industry 
What is a significant opportunity for suppliers of Mungbeans is its use in the development of some cosmetic products including, Face masks, Skincare soap and protein related products (Coriolis, 2018). Globally, the demand for the Mungbean has increased substantially with its value globally equating to US$2.4 billion, Although the product is predominately a food chain committed product, however more recently it is being used in the manufacture cosmetic products with Coriolis, 2018 stating that, Mungbeans are now used in the production of cosmetic products and Australian supermarkets and health stores carrying a range of Mungbean based products used as both a health and cosmetic usage (p. 10).
[bookmark: _Toc142461241]This research has concentrated on one product which has a range of uses both for human and animal consumption. In addition, the entity and its supply chain involved in this research are in Queensland, Australia the area which is the predominant area where Mungbeans are grown in Australia. Therefore, supply volumes are less an issue for the exporter/s of Mungbeans. With opportunities growing for the use of Mungbeans in the cosmetic, protein and the numerous foods produced using Mungbean derivatives. Additionally, the entity involved in this research provides the opportunity to undertake a single case study research due mostly to its strong networks and relationships throughout its entire supply chain enabled it to be successful in the final export of Mungbeans to Taiwan.
                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                         
Table 9. Nutritional Information for Pulses per 100g raw**
	
	Chick Peas
	Field Peas
	Lupin
	Lentil Green
	Lentil Red
	Faba Bean
	Mung bean

	Energy k/j
	986
	886
	1840
	968
	1550
	1680
	1800

	Protein (g)
	13
	18
	35
	14
	27
	25
	26

	Carbohydrate (g)
	41
	40
	10
	44
	58
	57
	72

	Fibre (g)
	17
	19
	32
	8
	10
	8
	12


Source: Australian Grains Export Innovation Centre, 2021, 
Note:
* These values should be taken as guidelines only; values can vary with variety, conditions of growth and age of pulse Source: Pulse Australia, CSIRO, 2023
**Nutritional information for pulses per 100g raw
Table 9.0 above shows the health-related factors of the broad range of pulse seeds with the Mungbean having a high degree of energy in kilojoules and carbohydrate in total grams per 100 grams whilst also a strong level of protein and fibre overall, displaying its importance in the human diet (Australian Grains Export Innovation Centre, 2021). With the grains and legumes nutrition council (GLNC, 2023) charged with promoting the health benefits of pulses particularly in their area of human health being highlighted by influencing the minimisation of obesity, heart disease, type two diabetes along with an array of cancers and other serious human illnesses (GLNC 2023). GLNC’s mission is to promote grains & legumes as part of a balanced diet through evidence-based information, which supports the industry in benefitting Australian end users. With larger volumes of pulses used by individuals being associated with a reduced risk of obesity and chronic diseases including heart disease, type 2 diabetes, and some cancers — which are on the rise globally. Pulses have a significant potential to improve the diets of people and promote the health of populations world-wide. GLNC is the independent authority on the nutrition and health benefits of grains and legumes. GLNC operates within Australia and collaborates with international partners to promote grains and legumes (pulses) nutrition as part of a balanced diet through evidence-based information, cultivating good health (GLNC, 2023). 



0. [bookmark: _Toc165987431]Conclusion
Australia’s agri-food exporters, producers and intermediary entities are crucial to the countries employment and economic sustainability, with FOB/FF and SME business structures predominating within this industry. The importance of consistency and longevity within the relationships and networks developed over time in Australia’s FOB/FF and SME A-F supply chains both domestically and internationally will be reflected in this research. The data to be analysed in this study will take the form of a single case study whereby multiple participants in an actual export transaction will be interviewed to gain the real understanding of how a successful FOB/FF SME A-F entity developed a long-term export and international export/import business relationship with an Australian based Taiwanese exporting/importing company.
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[bookmark: _Toc165987434]Introduction
Theoretical models relevant to this research topic will now be outlined. However, much research and literature are available in relation to international trade and the process of becoming internationalized in relation to Multi-National Corporations (MNC’s), but also both individually owned FOB’s/FF’s and SME’s. This research focuses on an FOB/FF SME A-F (Mung beans) business which has developed its global export business over two decades. The entity used in this research has developed its’ own marketing strategy to ensure its relevance. The focus over two decades has been consistently on general management processes related towards developing and maintaining a strong and relationship-oriented supply chain. This has translated into marketing success both domestically and internationally (Cavusgil and Zou, 1994). The entity in this research has not pursued any form of foreign direct investment or international sales subsidiary development and as such is not considered formally within the literature as being truly “internationalized.” However, Carneya et al, 2017 propose “that, other things being equal, FOBs/FFs’ structural capabilities are best adapted to an exporting strategy of internationalisation but are likely to present obstacles with respect to outward FDI” (p. 125). Therefore, the theory in relation to what could be considered “formally internationalized” businesses will be briefly profiled to understand the intricacies of international trade. 
[bookmark: _Toc165987435]Exporting 
It is common practice for entrepreneurial firms to utilise exporting when initially accessing markets. Using this strategy to become involved internationally does not require any form of foreign investment in assets as it is based in Australia and therefore is managed locally without any international investment. Exporting is suitable for many firms in launching an internationalization process because such an activity enables them to gradually develop their international operations (Rasheed, 2005). Another academic view held by Johanson and Wiedersheim Paul (1975) highlights the fact that exporting is a staged approach thereby diminishing the risks involved with exporting. Johanson and Wiedersheim Paul (1975) identify that such a staged type transition requires four differing stages being: “having zero regular export activities, exporting using an independent representative or agent, having a sales subsidiary entity and being involved in their own production/manufacturing” (p. 307). However, Freund and Pierola (2020) examined entrepreneurs exporting and suggested that entrepreneurs should begin exporting using a trial-and-error model, being the test export of small amounts of products in new markets to reduce entry costs and failure rate. The strategy was used by the exporter in this research with the company gradually increasing the areas of risk strategies. Entrepreneurs using the above strategy can incur a lower risk level and not requiring large investments of time and capital. However, they must eventually compete with businesses from larger domestic markets that also view exporting as a means of expansion and market entry. With globalization, markets are becoming increasingly more open and competitive. Businesses therefore must enact a higher level of business development strategies thereby becoming increasingly entrepreneurial and unique to enable them to adapt to these changes in their market and internationally. 
[bookmark: _Toc165987436]Definition of a Small Medium-Sized Enterprise (SME)            
[bookmark: _Hlk68261423][bookmark: _Hlk127368905]In 1999 the Australian Bureau of Statistics (ABS) categorised businesses into the following four types based on staff numbers being; 1. Micro-enterprises (0-4 staff), 2. Small businesses (5-19 staff), 3. Medium sized (20-199 staff) and 4. Large businesses (200 plus staff). With business management and ownership factors being no longer utilised, the 4 categories above are however still used by Australian public organisations all be it informally to define SME’s (Schaper, 2014). With Agriculture, Forestry and Fishery Industries (AFFI) accounting for seventy-seven percent of Australia’s total staff employment in 2017, followed by the rental, hiring and real estate services at seventy-six percent and the construction industry at seventy-one percent. Additionally, Australian Food and Fibre Industries provide seventy-seven percent of Australia’s total industry value added highlighting the importance of this industry category both within this research and Australia’s economy (Schaper, 2014).
[bookmark: _Hlk68262688]Based on the categories for SME’s and those identified in determining an FOB/FF, the entity involved in this research qualifies as a FOB/FF and SME. The company employees approximately 60 staff and is owned and managed by a family with both first and second generations involved heavily in the business’s operations, finances, and management.
[bookmark: _Toc165987437]Relevance of Non-Internationalized FOB/FF SME A-F to the Research
Much research has been undertaken in relation to the processes or the export behaviours of SME’s, within the larger industrial areas of manufacturing and advanced technology development. However, little research has been undertaken in relation to and including the increasing numbers of FOB/FF and SME’s. This research focuses on a FOB/FF SME A-F exporting entity, which has strong relationships and networks with its supplier’s, intermediaries, and customers. 
[bookmark: _bookmark27]With this research having a focus on the importance of relationships with suppliers, buyers, and the exporting/importing agency to develop long term business transactions. Such relationships develop over time Ford 1980 cited in McCarrol 2006, p. 44 in his research Ford (1980) stated “in regard to buyer-seller relationships and how they can change over a period of time it was identified that close relationships over time will enhance international opportunities over time (pp. 339-353). as shown in Table 10 below.
[bookmark: _Toc165987438][bookmark: _Toc142461242]Table 10. The development of buyer seller relationships in exporting industrial markets 
	Pre-relationship stage
	The early stage
	The development stage
	The long-term stage
	The final stage

	Evaluation of new potential supplier
	Negotiation of sample delivery
	Contract signed and delivery build-up scale deliveries
	After several major purchases
	In long established stable markets 


Source: Ford 1980 and McCarrol, 2006
Furthermore, it is therefore necessary to understand the over-arching theoretical models relative to the commencement and continuation of international trade in the context of an Agricultural industry FOB/FF SME exporting entity, commencing with internationalization.
[bookmark: _Toc165987439] Internationalization
Increasing interconnectedness between international markets or “globalisation”, has seen growing numbers of entrepreneurial firms in domestic markets investigating international expansion or as suggested by Santos et al 2020,” As a consequence of this integration, companies from the most diversified segments of the economy have sought to expand internationally in search of growth opportunities” (p. 1513).  This underlines why many FOB/FF SME’s use “exporting” to initiate such business growth opportunities as there is somewhat limited consumption volumes of certain products within their own domestic markets (Santos et al, 2020). It is important also to identify the differing modes of market entry. These range from using an export intermediary, or directly exporting using delivery formats such as FOB (free on board), CIF (cost insurance and freight) or C&F (cost and freight), to establishing an international office or establishing a factory/ies internationally. The later forms will have related issues such as enacting foreign direct investment (FDI) or a business joint venture with a foreign entity. 
The advent of globalization has gradually increased the interconnectivity of a multitude of human and business activities, considerably affecting the dynamics of intra and interfirm transactions across countries. Because of this integration, companies from the most diversified segments of the economy have been encouraged to expand internationally themselves in search of growth opportunities. The expansion of an organization’s activity beyond its home country’s territorial boundaries creates uncertainties which managers need to deal with and probably encouraging international expansion to develop through slow and gradual steps. Therefore, as the organization acquires experiential knowledge, the risks inherent to the more formal modes of internationalization are reduced, thereby increasing the possibility of commitment to the new market. This research aims to identify the importance of relationships and networks in international trade involving an FOB/FF SME A-F exporting Australian business (Batallha et al, 2020)
An array of literature surrounding theoretical models relating to internationalization of entities in the climate of international trade has been undertaken including, (a) internationalization of Multi-National Corporations (MNC’s) Dunning 1981; Zhou & Guillen 2015, 
(b) Internationalization and SME’s (Fuchs & Kostner 2015; Paul, Parthasarathy & Gupta 2017; Johanson and Vahlne, 1977; Johanson and Wiedersheim-Paul, 1975; Mazzarol & Clark 2016; Kontinen & Ojala 2012; Howorth et al. 2010; Ibeh et al. 2006; Bilkey and Tesar (1978), Cavusgil (1980), Reid (1984) and Czintoka (1985) (cited in Gankema et al. 2000), 
(c) selecting the Market Entry Mode (MEM) used by internationally focused businesses including their development toward Internationalization market entry mode (Stoian et al. 2017; Schellenberg et al. 2018). 
(d) the process of Internationalization combined with network theory/specificity and relationship network/specificity (e.g. Almodovar & Rugman 2015; Jin &Jung 2016; Kontinen & Ojala 2012; Gronum et al. 2012; Johanson & Vahlne 2009; Whitelock, Jeryl 2002; Calof & Beamish 1995; Johanson & Vahlne 1977. 
As this research focuses on the success of a FOB/FF SME A-F supplier and exporter of food quality Mungbeans, it will focus on the supply chain participant’s involvement in the successful export business undertaken by the entity involved in this research. A review of the literature identifies that in terms of international trade development a large volume of research has focused on internationalization processes from a staged theoretical approach (Johanson and Wiedersheim-Paul, 1975; Bilkey and Tesar, 1977; Johanson and Vahlne, 1977; Luostarinen, 1979; Cavusgil, 1980) and Multi-National Corporations including those having been conducted in relation to SME FOBs/FF’s.  
This research using the successful entry of an FOB/FF SME A-F entity into the Taiwanese market investigates a real business situation within the realism paradigm, being one of the four scientific paradigms (Positivism, Critical Theory, Constructivism and Realism) used in market research (Perry, et al, 1999). Furthermore, realism paradigm is more appropriate for the development and enaction of case study research (Perry, 1998). The research being undertaken is seeking to identify the factors that have contributed to the export success of a product internationally with interviews focusing on the “how do” interviewing process (Perry, 1998). The use of the realism paradigm along with a “how do” focus of the interview questions prepared for each of the case participants is supported by Perry, 1998 who states, this “how do” rather than “how should” problem captures the positive versus normative dichotomy, for case study research is concerned with describing real world phenomena (p. 787).
Market entry methods employed by FOB/FF SMEs, A-F entities which include the identification of internationalization processes and relationship advantages with suppliers, intermediaries, and customers, have had little attention within the research (Kontinen & Ojala, 2012). Bell et al. (2003) in researching SME internationalization in the United Kingdom explain differences, commenting that, “there are differences in the process and speed between knowledge-intensive and traditional firms” (p. 3423). Jin and Jung, (2015), focusing on both business and personal networks used by SMEs from a post international market entry perspective, highlighting similarities to this research of a FOB/FF SME A-F. This dissertation will identify and discuss aspects involving the concepts of internationalization, market entry mode, relationship, and network theory particularly in relation to the type of business involved in this research, an FOB/FF SME A-F exporter. Several traditional internationalization theories have described internationalization as an incremental process including (Johanson and Wiedersheim-Paul, 1975; Bilkey and Tesar, 1977; Johanson and Vahlne, 1977; Luostarinen, 1979; Cavusgil, 1980) in these studies firms internationalize their operations ranging from between nearby countries to more distant countries. International trade growth particularly within the realm of internationalized (having an overseas presence) FOB/FF SMEs has attracted much attention in the international trade research arena. 
[bookmark: _Hlk87164619]However, upon analysing the existing literature, it is noticeable that, there is limited research relative to non-internationalized FOB’s/FF’s, SME’s, with total supply chain relationships and networks and long term export customers within the A-F industry sector as identified by Ibeh and Ibrahim (2006) who highlighted that “relatively little is known about the key influences on successful international marketing among agri-food firms ….with research having focused on the macro-economic level as opposed to firm level behavioural aspects”, (p.85). When analysing successes within the construct of A-F firms it is notable that characteristics such as inter-personal relationships and longevity of such relationships combined with the individual networks inter-lapping within the personal relationships play an integral part in the export success of such FOB/FF and SMEs within the A-F sector.

[bookmark: _Toc165987440]Internationalization Concepts
Historically, the overarching understanding of international business was generally focused on the larger multinational businesses and public owned entities (Kontinen and Ojala, 2012).  Furthermore, although it was long thought that large multinational corporations had an overwhelming position in international business (Oviatt and McDougall, 1994) it has recently been recognized that substantial numbers of entrepreneurial and FOB/FF’s are active in the international arena (Casillas and Acedo, 2005). It is this recognition that has led to family business internationalization becoming an important research area (Graves and Thomas, 2006, 2008). However, despite the importance of family firms to local economies, scholars have studied the internationalization of family-owned firms to only a very limited extent (Kontinen and Ojala, 2010). 
Okoroafo (1999) did study one hundred and eighty-seven (187) firms in the US state of Ohio, leading to the following conclusions: 
• Family firms are less inclined to engage in operations abroad. 
• Those family firms that have not internationalized during the first two owner generations, will hardly start their internationalization processes later. 
• Most of the family firms engaged in international operations, operate internationally through exports and joint ventures. (p. 8)
Australia as a major agricultural producer and exporter was highlighted by O’Regan and Partners (2017), who stated that “Australia’s agricultural producers and exporters who have earnings above $A155 billion a year account for a 12% share of GDP, with Australian farmers producing up to 93% of Australia’s domestic food supply the industry being vital to the nation’s economy. Australia has over 135,000 farms made up of a range of business structures from corporate to family-owned farms, small partnerships to larger private companies”, (p.1).
The entity involved in this research falls within the above category over time developing and enhancing its own physical dimension and business acumen. Simultaneously it has developed and enhanced both its domestic and international relationships and product knowledge. This highlights the fact that those FOB/FF SMEs A-F entities are increasingly flexible and dynamic in activating resources whilst forming and growing their own capabilities. Such developments are highly likely to enable them to be better integrated into international markets. Advances in these areas will be highlighted in terms of the success of the entity involved in this research in developing its international presence without being conventionally regarded as being internationalized. The following section will introduce the Dunnings OLI Eclectic model of Internationalization highlighting research works predominantly focused on cross border internationalization.
[bookmark: _Toc165987441]Dunnings OLI Eclectic Model of Internationalization
The Dunnings OLI (1979), (ownership, location, and internationalization) theoretical model focused on the internationalization process of foreign direct investment (FDI). The OLI model highlights a more MNC related international focus when determining strategies used by a business to grow internationally. However, OLI theory has several seemingly practical limitations for use in this research of an FOB SME A-F entity. Firstly, the theory is focused toward MNC’s and not SME’s subsequently, diminishing its relevance to an emerging SME such as the entity involved in this research. Secondly, the focus is FDI and advantages which often are invisible, such as patents, product/company branding or in some cases trademarks, all of which are not applicable in this research of an FOB/FF SME A-F entity. Thirdly, an essential element of the model is an internationalization focus on locational (L) advantages around decisions on the availability and potential costs of resources as they compare between one location and another or continuing to process the product or its components in their home country market (Dunning, 2001). Finally, it focuses on the internalisation of its costs, activities (e.g., purchasing a production facility offshore), or engaging in vertical integration of the firm’s business units to lower its production costs. Of particular importance in the Dunnings OLI model are advantages achieved by location.
[bookmark: _Toc165987442]Eclectic Paradigm and OLI Models
The Eclectic Paradigm and OLI theories have a heavy emphasis on various aspects of the internationalization process as explained by Rugman who states that “Buckley and Casson (1976) theory of internationalization-initiated Dunnings Eclectic paradigm OLI Model” (p. 1) (Rugman, 2010). These models have a focus on Multinational Corporations (MNC’s), highlight overseas expansion (e.g. production facilities), and focus on at least some degree of vertical integration internally, not solely relying on outsourcing required inputs. Thus Dunnings 1981 eclectic paradigm (OLI) model is mostly irrelevant within this research as it has a focus on MNC’s not an FOB/FF SME A-F such as that involved in this research The model had highlighted the development of overseas production facilities as a catalyst for internationalisation. The following Uppsala model of internationalization will now be identified.
[bookmark: _Toc165987443]The Uppsala Models (U-models) of Internationalization
This theory proposes that businesses engaging in internationalization undertake a staged approach beginning with intermittent exporting, eventually acquiring suppliers, and investing internationally to become MNC’s. Additionally, this internationalization process was reviewed as early as the 1970’s by several researchers including Bilkey (1978), Johanson and Vahlne (1977), Welch and Loustarinen (1988), Cavusgil (1980) and Johanson and Wiedersheim-Paul (1975). Because of their research two models were proposed entitled the “Uppsala Model” and “Innovation Model” (u-model). Both proposed a time based or gradual movement towards their goal of becoming a global business. Additionally, the u-model identifies internalising costs by acquiring suppliers to lower production costs. Therefore, the Uppsala and Innovation models are not closely aligned to this research based on their preferred stage process to final internationalization and their preference of integration/acquiring internationally located suppliers.  However, the updated Uppsala model argues that opportunities are the most important element of knowledge that firms accumulate in the international market. Through establishing a borderless network, firms took advantage of the opportunities identified in the world market. Knowledge and learning theory suggest that SMEs with greater learning experiences approach internationalization more efficiently (Hult et. al., 2019).
The entity in this research developed its’ export of Mungbeans to Taiwan through its direct relationship with the locally based international agent, thereby negating the need for a staged process or supplier acquisition to sustain an over two-decade long transaction/s international export business model.
[bookmark: _Toc165987444]Qualitative Study and Interview/Data collection process
The qualitative approach undertaken within this research is that of a single and holistic case study utilising Triangulation analysis which is verified within this research. Multiple findings from different entities are collected involved along the entire supply chain that ends in the export of Mungbeans to Taiwan (Heath, 2001; Miles and Huberman, 1994). The research investigating the supply chain partners and organisations involved in the export of food quality Mungbeans to Taiwan by a SME FF/FOB and A-F entity is supported by De Massis and Kotlar who suggest, “in sum, a single holistic case study typically exploits opportunities to explore a significant phenomenon under rare, unique or extreme circumstances” (p. 18.). A single case study’s use is further supported by Feagin et. al. whereby the “authors agree on the vitally important contributions made by case studies: they provide a close-up view of behaviour in its natural setting, giving a holistic picture for understanding social action and social meaning” (p.240). This study sourced information utilising one on one interviews for the data collection, ranging from product researcher/developer through to the importing entity of an export product of an FOB/FF SME, A-F entity.  This data collection method of multiple interviews as stated by De Massis and Kotlar (2014) and cited in Patton 1990 who proposed that “the use of multiple data sources enhances data credibility” (p.19). This interview method combined with the single case study used in the research, enables the data collected from one-on-one interviews to be converged was confirmed by De Massis and Kotlar who suggest “this convergence of data adds strength to the findings, as the various components of data are interweaved together to promote a wide-ranging understanding of the case” (p.19.).  
[bookmark: _Toc165987445]Academic justification
The emergence of globalisation and the more recent implementation of many bi-lateral and multi-lateral free trade agreements (or FTA’s) has seen a significant growth in new venture businesses. Additionally, there are growing numbers of traditional domestic businesses seeking to initiate and grow their potential international footprint. The concept of “internationalization” has entered the international marketplace. Apart from MNC’s and those entities who internationalize at birth (i.e., born global), businesses commence their international trade growth through exporting using no foreign direct investment pathway. Initially progressing to a “how do” staged approach as businesses, they increase their experience and ability to structure themselves and raise their staff capabilities in a manner enabling them to replicate a staged approach. However, a growing number of bi-lateral and multi-lateral trade agreements has had a profound impact on how international business develops, and is conducted, from both a business perspective, but also of the cross-country international trade development viewpoint. The growing connectivity globally (with domestic and international positives) has enhanced competition domestically heralding the appearance of increasing numbers of domestic businesses that seek international growth opportunities. With exporting being a predominant/preferred goal in those business’s approach to internationalization a gradual approach to their international business development (Santos et al, 2020).  However, the importance of family-owned A-F (Agri-Food grain, FF’s, and FOB’s) SME businesses in terms of their progress towards achieving internationalization and utilisation of both networks and personal relationships, has attracted little interest by researchers. The internationalization of family firms has commonly been seen as following traditional internationalization pathways (Bell et al., 2004; and Graves and Thomas, 2008). Thus, Bell et al. (2004, p. 44) view family ownership as linked to a “cautious and reluctant approach to internationalization (p.44.)”. However, some findings indicate the existence of family firms that internationalize rapidly (into several countries), for instance, after the succession of the firm to the next generation; these, then would follow the born-again global (Graves and Thomas, 2008) or born global pathway. Overall, little is known about the factors that could explain the different internationalization pathways taken by family firms. The aim of this study is to investigate how the framework of (Bell et al 2004) explains the internationalization pathways of FF/FOB SMEs, and to find features that differentiate the different internationalization pathways taken by family firms. The following Chapter will now highlight the research problem/s, research hypotheses and research issues and culminate in defining the research methodology to be used within this research.
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[bookmark: _Toc165987448]Introduction
Chapter 2 identified the processes whereby an entity enters the market, and at the same time clarified the introduction or use of the market entry strategy of internationalization. The Chapter focused its literature discussion on FOB/FF SMEs on the use of a single case study research design, namely the export of food quality Mungbeans for the Taiwanese food grain market. Those studies research issues, research problems and hypotheses will now be added to this study, and be followed by research methodology subjects. This chapter provides information to justify the use of qualitative research, undertaken under the realism paradigm. Chapter 3 lays out the methodology used to collect the relevant data whilst addressing both the research problem and research issues. The concept of paradigms will be defined, and the research methodology used in the data collection process.
[bookmark: _Toc165987449]Research issues
This research will concentrate on the agri-food sector and in particular an FOB/FF business SME and its supplier and customer networks. These businesses undertake collaborative product development and international export within a defined regional rural area in Australia, that being the Darling Downs located in the state of Queensland, Australia (McAdam et al. 2016).
The following research issues will be identified by a “how do” map that provides a way forward for data collection and the development of the interview structure used in the collection of the research data and the final analysis. The FOB/FF SME A-F exporting entity highlighted previously will be used.
· What factors do you consider important in maintaining relationships with both your suppliers and customers. Is it an advantage over other SME exporters to have a total supply chain relationship from the product’s initial development to its export customer?
· What has been your experience in maintaining existing international customers and developing new customers in Taiwan? A particular emphasis here is on the importance of behavioral and business factors
[bookmark: _Toc165987450]Research problem
· [bookmark: _Hlk156835551]“How do family-owned businesses/family firms, being small and medium-sized food grain exporters succeed in exporting in this case to Taiwan through developing strong relationships with their suppliers, intermediaries, and customers (using a domestic international agent)?
[bookmark: _Hlk129700038]The research problem is to identify the qualities, knowledge and inherent skills employed by an FOB/FF SME exporter, its suppliers, intermediaries, and customers (local agent) which assisted its’ entry into the Taiwanese market for food grain quality Mungbeans. As previously mentioned, small firms internationalize either in a staged process or as an exporter at birth, company that commenced business with its first business transactions being exports (Johanson and Vahlne 1977). What is additionally crucial to this research is that the internationalization/exporting approaches undertaken by FOB/FF SMEs in the more complex markets such as Taiwan are somewhat different from those strategies employed by, the more giant-sized Multinational Corporations.
[bookmark: _Hlk129700593]Previous research has highlighted growing supply chain participant interaction within FOB’s/FF and SME’s labelling them as "horizontal collaborative networks", (McAdam et al. 2016, p. 1317). This dissertation will provide additional research on FOB/FF SME’s which as stated by Collinson and Houlden, 2005, “lags behind the research on multinationals” (p.414), The case study in this research will add to existing research surrounding FOB/FF SME’s, identifying, the key relationship and network factors implemented by a FOB/FF SME A-F entity in its successful export of food quality Mung beans to Taiwan. The growing importance of relationships and networks is supported by Johanson and Vahlne, 2009 as cited in Kontinen and Ojala, (2012) who viewed, “a firm’s problems and opportunities as becoming less a matter of country specificity and increasingly related to relationship specificity and network specificity” (p. 498).
[bookmark: _Toc165987451]Research hypotheses
The following hypotheses have been developed based on current research surrounding FOB/FF SME’s and more specifically in relation to Australia’s A-F exporting sector. The hypotheses aim to identify the important factors within relationships and networks in providing export success to an FOB/FF SME supplier of food quality Mungbeans to Taiwan. The hypotheses are:
Hypothesis 1: Established relationships and networks with intermediary providers and individuals are important to FOB/FF SME’s agri-food exporters
Hypothesis 2: Established relationships and networks with domestic export, and customers (local agents) are important to FOB/FF SME’s agri-food exporters
[bookmark: _Toc165987452]Quantitative and qualitative research designs
[bookmark: _Hlk128486076]When seeking to determine which method to use. To undertake marketing research, either quantitative or qualitative techniques can be used, first it is necessary to determine whether it is theory you are theory testing or theory development. Quantitative approaches are primarily based on data identification and analysis (primarily relating to numbers) that seek to test a theory as opposed to its development. A qualitative approach is more focused and developed to test a real-world occurrence or event. Such as is the case within this research, being the export of food quality Mungbeans to Taiwan by a FOB/FF SME (McCarrol, 2006). To understand the process of a case study methodology it is important to note that little post graduate research is undertaken using a single case study methodology. As noted by Perry, 1998,”one survey of PhD dissertations in six fields concluded that case studies were inappropriate in post graduate research (p. 785)”. However, in developing a methodology within the parameters of post graduate case study research, strategic and tactical issues must be considered, understood, and applied. With a single case study research method seeking to investigate a current phenomenon within a real-life context, Perry, (1998 cited in Yin, 1994) suggests “the methodology usually investigates a contemporary phenomenon within its real-life context when the boundaries between phenomenon within its real-life context are not clear” (p. 13).
Furthermore, in the further definition of qualitative approach to research as Carr L. T. (1994 cited in Duffy, 1986) wrote that, “the strength of the methodology employed lies in the fact it has a holistic focus, allowing for flexibility and the attainment of a deeper more valid understanding of the subject than could be achieved through a more rigid approach (p. 718). Carr, 1994, further supported single case study research as, “it also allows subjects to raise issues and topics which the researcher might not have included in a structured research design, adding quality to the data collected” (p. 718).
[bookmark: _Toc165987453]Paradigms in marketing research
Previously, research which centred on real businesses and their individual marketing strategies was not thought to be accurate enough to capture and reflect the real world (Perry et al, 1998). However, it has been proposed as a bi-polar strategy which combines both the objectivist approach which proposes an explanation, seemingly predicting a phenomenon or outcome, whilst synthesizing with a more detailed subjective approach, demonstrating that the phenomena in question can be given an understandable description (Borch and Arthur, 1995). Guba and Lincoln, 1994, describe a paradigm, “as an overall conceptual framework within which a researcher may work, that is, a paradigm can be regarded as the basic belief system or world view that guides the investigator” (p. 105). The four different paradigms are positivism, critical theory, constructivism and realism. Alongside the philosophical assumptions of Ontology, Epistemology and Methodology support the individual four paradigms. The fourth paradigm of realism seeks to view or perceive a situation by way of as stated by Perry, et. al., 1999, “a common reality of an economic situation in which many people operate independently” (p. 18.), This research study is a real-life situation within the concept of realism where the export of food quality Mungbeans by a FOB/FF SME, A-F to Taiwan is executed by a business managing total supply chain interconnectedness of several intermediary entities working together to ensure a successful outcome (Perry, et. al. 1999).
The following Table 11 (below) will provide a succinct view of the relationships, the four scientific paradigms and the philosophical assumptions previously mentioned (Perry, et al, p.16).
[bookmark: _Toc142461243]Table 11. Basic Belief Systems of Alternative Enquiry Paradigm
	
	PARADIGM

	ITEM
	POSITIVISM
	REALISM
	CRITICAL THEORY
	CONSTRUCTIVISM

	Ontology
	Naïve Realism:
Reality is real and apprehensible
	Critical Realism:
Reality is real
	Historical realism:
“virtual” reality shaped by social, economic, ethnic, political, cultural, and gender values, crystallised over time
	Critical relativism:
Multiple local and specific “constructed” realities

	Epistemology
	Objectivist:
Findings true

	Modified/objectivist
Reality is “real” but only imperfectly and probabilistically apprehensible and so triangulation from many sources is required to try to know it
	Subjectivist:
Value mediated findings
	Subjectivist:
Created findings

	Methodology
	Experiments/surveys:
Verification of hypotheses chiefly quantitative measures
	Case studies:
Convergent interviewing:
Triangulation, interpretation of research issues by qualitative methods such as structural equation modelling
	Dialogic/dialectical:
Researcher is a “transformative intellectual” who changes the social world within which participants live
	Hermeneutical/dialectical:
Researcher is a “passionate participant” within the world being investigated

	Note: Essentially, Ontology is “reality”, epistemology is the relationship between that reality and the researcher, and methodology is the technique used by the researcher to discover that reality.


Source: Perry, et al, 1999, (p. 16), cited in Perry, 1998 based on Guba and Lincoln (1994)
There are four scientific research paradigms (Table 11 above) with Guba and Lincoln (1994) reaffirming such scientific research objectivity as cited in Healy and Perry, stating “the importance of realism paradigm to marketing research being to synthesise scientific paradigms into the following four categories being (p. 1) 1. Post positivism 2. Realism 3. Critical theory and 4. Constructivism.  With this research involving export of food quality Mungbeans to Taiwan being an actual international business practice, realism is the preferred paradigm, see Table 11 Realism heading above.
[bookmark: _Toc165987454]Research methodology
In selecting a qualitative research design, which includes the collection and viewing of “real world and actual” information, it ensures that the information is apart from any predeveloped or predetermined theoretical application. However, as stated by Perry, et al (1998), “prior theory can be used in order to triangulate on the external reality of a case study research’s realism paradigm” (p. 798)”.  Indeed, prior theories such as defining the appropriate use, and structure of an FOB/FF SME within the design are referred to in this research. An SME has been defined as one in which one or two persons are required to make all the critical management decisions including finance, accounting, personnel and purchasing without the aid of internal specialists, and with specific knowledge in one or two functional areas (Wiltshire Committee, 1971). The use of a single case study within this research is justified due to the uniqueness of the export of Mungbeans to Taiwan as highlighted by Sterns et al. 1998 citing Yin. R, 1994. Yin supported single case study use when “the single case study design is eminently justifiable under certain conditions – where the case represents a critical test of theory, where the case is a rare or unique event, or where the case serves revelatory purpose” (p. 44). The use of a single case study within this research is justified by (Yin, 1994) as this single case represents a unique event of exporting Mungbeans to an international market. At the same time, it displays a revelatory purpose because the study includes all participants in the supply chain of a previously unknown export venture.
To undertake research, it is necessary to justify how an FOB/FF SME that for approximately two decades has been exporting food quality Mungbeans to Taiwan, can be used in a single case study research model was used. With Bonoma, 1985, confirming that “case construction implicates multiple data sources and often relies on verbal reports personal interviews and in involving numerous data sources (p. 203)”, This research reflects that utilising several individual data collection processes, these being each of the actors (personal interviews) involved along the supply chain of the export of food quality Mungbeans. Bonoma 1985, added, that “these other data sources serve as a means of “perceptual triangulation” also providing a fuller picture of the business unit under study (p. 203). Therefore, directly relates to the appropriateness in using in this research a single case study methodology interviewing those multiple partners in the total supply chain from seed breeder to the import agent.
[bookmark: _Toc165987455]Single tri-angulated case study
This research will use a single tri-angulated case study within the realism paradigm to determine through individual interviews the most important factors that suppliers, intermediaries, and customers contribute to an export transaction by an FOB/FF SME A-F exporting entity.
To ensure this research was focused on an FOB/FF SME A-F entity and its association with its suppliers and customers a case study research strategy was developed. The research would be of a qualitative nature to investigate an existing and current event. This strategy is supported by De Massis and Kotler, 2014 who state “A case study is a particular strategy for qualitative empirical research that allows an in-depth investigation of a contemporary phenomenon within its real-life context” (p. 16.). Case study methodology is of relevance to FOB/FF SME family businesses and their complex associations. This applies not only within the family hierarchy but also to the dynamics surrounding the family SME, its many suppliers, and customers, allowing for ever changing circumstances within a single situation. De Massis and Kotler, 2014 highlighted the advantages of case study research within a family business, “because family firms exist at the intersection of two systems – the family and the business”, (p. 16.).
[bookmark: _Hlk129702203]This research utilises a single case study approach using multiple in-depth individual interviewee’s (IDII’s) as a method to source data. Being made aware of the triangulation of data sourced from IDII’s conducted with suppliers and customers of the export entity - encouraged interview participants to be open in discussing topics presented as they could understand that they were part of a more comprehensive exercise. Additionally, interview questions covered a broad range of research related topics, and interviewees were asked to provide their own individual experience and point of view (Carter et al, 2014).
The research undertook to identify the importance of relationships and networks in the context of qualities, knowledge, and inherent skills developed by a FOB/FF SME exporter to show that this phenomenon is related to export success. The triangulated case study methodology is relevant within this study as the research problems, research hypotheses and research issues identified are related to “how” or “why” questions, see Sections 2.5, 2.11, 3.2 and 3.3 above (De Masso and Kotlar, 2014). As an actual international commercial business operation is used with Figure.10 highlighting the triangulation of participants within this single case study. This research concentrates on identifying and convincing readers that the exporters’ success was positively related to two “phenomena” these being the entity’s relationship with (1) its suppliers and (2) its customers (De Masso and Kotlar, 2014).
[bookmark: _Hlk132631845]

[bookmark: _Toc142461244]Figure 10. Triangulation of data related to participants of a single case study
Interviews with Supply Chain Participants

International Exporting/Importing Coy Director
Seed Breeder


Export Success Related to (Phenomena):
· An Entity’s relationship with its suppliers and customers

Domestic Supplying entity of Exportable Mungbeans Company General Manager
Mungbean Grower 1

Mungbean Grower 2



Storage Contractor


Source: Adapted from Yin 1994, (p.93)
[bookmark: _Toc165987456]Justification for the research
Australia, due to its large size and relatively small population, is the home of many SME producers and manufacturers.  Small businesses equate to fifty-nine per cent (59%) of all exporters accounting for over thirty-six thousand of the total number of businesses exporting goods (Australian Small Business and Family Enterprise Ombudsman – ASB&FEO, 2019). Additionally, seventy-eight per cent (78%) of total businesses involved in the agriculture, fisheries and forestry sectors are SME businesses (ABS&FEO, 2019), being responsible for an estimated $A33 Billion of Australia’s agricultural exports destined for Asian markets in 2017/2018 (National Australia Bank, 2019). Furthermore Australia’s agrifood and fibre products are in demand globally, in no small measure due to reputation of reliability in delivering as stated by Global Australia, 2021/2022, who highlight, “our reputation for clean, green and safe produce”(p.1.). Additionally Australia produces more than what is consumed locally which as stated by Global Australia, 2021/2022, Australia produces, “more than we need and export around 72% overseas. The value of Australian agrifood exports rose to more than $A64 billion in 2021-22 (p.1.).
[bookmark: _Hlk87613806]The above data supports the importance of this research that focuses on FOB/FF SMEs given their numbers alongside the considerable value of their agricultural exports. The research seeks to identify the strategies and processes that a family-owned SME exporting enterprise developed and introduced to export an Australian d A-F product into the high-quality orientated Taiwanese food grain market.
[bookmark: _Toc165987457][bookmark: _Hlk127539903]Limitations of the research
The research undertaken within the context of this thesis topic is potentially limited by the research methods used. The use of a single case study using multiple data sources (IIDI’s - triangulation) whilst being able to explain the reality and human characteristics of a particular case more fully, does have its disadvantages. Major negatives in using a triangulated single case study include difficulty in making general assumptions from its results for a wider population, its apparent difficulty to replicate:  and a single researcher possibly negatively biasing/influencing the study (McLeod, 2019). Additional research using quantitative methodology may be required to identify any influential causality within the relationships of the exporting entity and its interaction with its suppliers and customers whilst recognising the triangulation of knowledge obtained from within the single case study approach. 
Additionally, this dissertation is unique in that it uses a qualitative research methodology which combines the researcher’s knowledge of (a) the industry and the product being researched and (b) the customers and suppliers of the exporting entity involved in the export success to Taiwan.
The research problem, hypotheses, and research issues have all been structured to determine the basis for the data collection and analysis and the importance of the relationships and networks in a family-owned SME’s successful entry into the Taiwanese market for a quality A-F product. The information provided has been justified by making use of both academic and commercial referrals which were directly impacted by the literature reviewed and research methodology displayed in this chapter. The next chapter will provide information regarding data collection, analysis, and interpretation.
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[bookmark: _Toc165987460]Introduction
This research that uses a single case study will obtain and use information gleaned from several individual operating entities. These being with the primal pure-bred seed development research entity (seed breeder scientist), the role of the storage and quality maintenance entity (export accredited storage facility) the growers (farmers) producing grains in sufficient export volumes, the Australian domestic supplier of exportable Mungbeans Coy and the Australian based Taiwanese exporting/importing company.
The collection of information relevant to the export by the domestic Australian A-F grain domestic entity of exportable Mungbeans will be of prime importance in developing 1. the basis for future exports and 2. New decision-making requirements for all entities involved that allow them to continue to enter not only the Taiwanese market but also other international food grain markets. This single case study research will make use of the information gathered from individual actors within the supply chain from seed development through to the importing agent. used in interviewing as is the case with this research providing a strong level of data suitability (Cavusgil & Zou 1994). In relation to the collection of data at the international business level as stated by Cavusgil & Zou, 1994, noted that “given the need to collect data at the export venture level and the complexity of the individual venture studied, it was believed, that the data collected through in-depth personal interviews were more comprehensive, accurate and reliable than what have been achieved through a mail survey” (p.6).
[bookmark: _Toc165987461]Supply Chain Partners and Research Outline
Several participants are involved in achieving the A-F business entity transaction with the Taiwanese market. Those actors, including a short description of their roles will now be detailed.
For the end processor to be able to manufacture a product to meet the demands of their customers it is important to develop a core seed displaying the specifications necessary for popular consumption. This is the task of the Hybrid Seed Breeder (Scientist). For the seed variety to then maintain its product integrity it is important that its transport (grain transport company) has compliance in place. This ensures that the seed, when transported, is not subject to any residue from fertiliser, insecticide/pesticide, or other seed varieties all of which would compromise its purity of the core seed. A certificate of cleanliness (see Appendix 7) would attest to its purity.
The seed is then delivered to several pre-chosen growers whose job it is to plant the selected seed to grow the volumes (or “seeding up” the seed) to meet commercial and export demand. These seed volumes are then transported to the exporting company who in this case distributes the hybrid seed to other growers and ultimately is delivered to several pre-chosen growers whose job it is to plant the selected seed (or seed-up) to grow the volumes of seed that in turn will be sown to meet commercial and export demand. These seed volumes are then transported to the exporting company who in this case is also the distributor of the hybrid seed to other growers who wish to plant this seed within their commercial grain growing business, and ultimately for potential export internationally (e.g., Taiwan).
The exportable seed supplying company/seed distributor undertakes a seed cleaning, and protein, and seed germination assessment processes to ensure the integrity of the seed prior to delivery to the professional, commercial grain grower/s. Upon commencement of harvesting attention must be taken to ensure the essential integrity of seed during its transport and storage. Seed may be stored at three different locations: in the grain growers own personal storage, with contract storage providers and at the exporting companies own storage facilities prior to being processed for shipment. Seed that has been sold for export is transported to the supplier of exportable seed where it is packaged and loaded into containers. It is packaged into thirty-kilogram bags for packing into the twenty or forty-foot containers for shipment to Taiwan. The exportable seed is then transported to the export/import agents’ freight forwarding container facility where it remains stored in the containers until the shipping company is ready to load it on-board for shipment to Taiwan. However, on some occasions the containers are shipped directly to the port and directly loaded aboard the shipping vessel. Once on board the seed containers sail and are delivered to the customs clearance facility at the port of destination. Once the seed clears customs it is then transported to the importer’s own storage, contract storage or delivered directly to the end user manufacturer in Taiwan. An outline of the problems and issues relating to this research will now be succinctly provided (Figure 11). These will be discussed in this chapter, and the research technique/instrument used will be identified.


Figure 11. Research problem and research issues “How do family-owned businesses, small and medium-sized food grain exporters succeed in exporting to Taiwan through developing strong relationships with both their suppliers, intermediaries and customers? 

Research Issues


Research Issue 1: 
What has been your experience with your international customers in maintaining existing customers and developing new customers
in Taiwan? With an emphasis on the
importance of behavioral and business factors

Research Issue 2: 
What factors do you consider important in maintaining relationships with both your suppliers and customers. Is it an advantage over other SME exporters to have a total supply chain relationship from the product’s initial development to its international import by final customer/s?












	Research Method Instrument Used
Single and Triangulated Case Study
Using several Interviewees



Interview Process
Decision-making Requirements
Literature Review


Source: Developed by the author 2023
[bookmark: _Toc165987462]Data collection   
Data for this research was evidenced and collated from in-depth interviews with the key entities involved in the export of A-F products to Taiwan (Yin 1994). As previously mentioned, research has been undertaken in relation to exporting firms with reference to the process of internationalisation. In-depth interviews undertaken within a single case study methodology and using an FOB/FF SME, its customers and supply chain participants are employed in this research. This approach has distinct advantages in ascertaining the key success factors used by a FOB/FF SME A-F exporting entity which is not regarded as purely or formally internationalised (De Masso and Kotlar, 2014)  (Cavusgil & Zou, 1994).
A test review instrument or questionnaire was prepared to conduct the initial or pilot interviews. This was done to determine the suitability of the final interview format, which was then reviewed and changes made to form the basis for this research study. Six interviews were undertaken with the key stakeholders/components involved in the business transaction that involved the export of A-F Mung beans through the Australian based Taiwanese food export/importing agent, as detailed in Table 12. Interviews of each participant in this research took approximately 30 to 60 minutes. The interviews were recorded electronically with the permission of all participants, as highlighted below in Table 12.0. With the members involved in the total supply chain potentially having different views as to the importance or appropriateness of some of the interview questions, the researcher probed further. More in-depth questioning allowed those interviewed to expand their responses and providing more nuance or focus. The principal researcher engaged in these interviews with the prominent personnel involved in the export transaction. The interviewees involved in this research are provided in Table 12 below.
Table 12. Case Study Interviewees involved and positions
	Interviewee
	Position, Experience and Expertise

	“A” Seed breeder
	Purebred Mungbean seed breeder

	“B” Grower 1 of food quality Mungbeans
	Producing seed volumes for export. Other growers and domestic market manufacturing requirements

	“C” Grower 2 of food quality Mungbeans
	Producing seed volumes for export. Other growers and domestic market manufacturing requirements

	“D” Mungbean bulk product storage
	Contract Storage of the Mungbean seed for further processing, cleaning, and final export

	“E” Domestic Supplying 
entity (accumulation/export)
of Exportable Mungbeans Coy
           General Manager
	Mungbean seed volumes distributor and supplier of exportable Mungbeans. Packaging and loading of containers both bags or packaged into containers and in bulk in export containers

	“F” International Exporting Agent/Importing Coy
Director
	Agent/buyer of Mungbean seed for export and use by importing Taiwanese company for manufacturing distribution for human consumption


Source: Developed by the author, 2023

[bookmark: _Toc165987463]Data analysis
Tables 13 and 14 below outline the research issues, questions asked of interviewees to enable collation of the information that would be the focus of this research. Data collected was assessed by comparing the various commentaries provided by those interviewed within this research. Issues seen as important by the interviewees were directly related to each interviewee’s perception of entering the Taiwanese market and such perception of what was involved to enter the Taiwanese market, such perceptions being rated in terms of being able to successfully do so. The data collected from the interviewees was used to develop a three-point scale ranging from “not important at all to “very important.” To display triangulation within this research it was necessary to show matching of responses provided by the research interviewees. This process is in line with the general analytic technique for such research whereby successive iterations and revisions of an initial theoretical statement, being interview data are compared with other interviews until no new dimensions about the construct or statement appear (Yin 1994). This chapter will outline the research issues and provide an outline of the questioning used to pursue the aim of this research work 
[bookmark: _Toc142461246][bookmark: _Hlk153978106]Table 12. Case Study Interviewees involved and positions
	Interviewee
	Position, Experience and Expertise

	“A” Seed breeder
	Purebred Mungbean seed breeder

	“B” Grower 1 of food quality Mungbeans
	Producing seed volumes for export. Other growers and domestic market manufacturing requirements

	“C” Grower 2 of food quality Mungbeans
	Producing seed volumes for export. Other growers and domestic market manufacturing requirements

	“D” Mungbean bulk product storage
	Contract Storage of the Mungbean seed for further processing, cleaning, and final export

	“E” Domestic Supplying 
entity (accumulation/export)
of Exportable Mungbeans Coy
           General Manager
	Mungbean seed volumes distributor and supplier of exportable Mungbeans. Packaging and loading of containers both bags or packaged into containers and in bulk in export containers

	“F” International Exporting Agent/Importing Coy
Director
	Agent/buyer of Mungbean seed for export and use by importing Taiwanese company for manufacturing distribution for human consumption


Source: Developed by author, 2023
[bookmark: _Toc165987464][bookmark: _Hlk126063579]Guide to the interviews
When using a single case study methodology, it is important to ensure that the data collected will provide an accurate assessment of the research issues, and produce meaningful assessment of the research information obtained. Yin (1994) cited in Perry, 1998, provided affirmation of a distinct way in which to collect the data that, highlighted the development of an interview protocol commenting that “the protocol is a major tactic in increasing the reliability of case study research and is intended to guide the investigator in carrying out the case study” (p. 63). In obtaining information as a result of interviews conducted with each entity involved in this research a number of issues may confront the validity of the research. The use of verbal questioning could be seen as biased. Or a different assessment of the situation specific to this research potentially bringing some inaccuracy to the data collected. However, within this research a cross check or validation was applied, the information obtained from different respondents during the interview process being triangulated, thereby cross referencing the different perspectives of those entities based along the value chain from Seed Breeder to Importing entity (McCarrol, 2006). A summary of the interview responses in relation to research issues 1 and 2 are recorded in Appendix 3.
[bookmark: _Toc165987465][bookmark: _Hlk132357609][bookmark: _Hlk132358155][bookmark: _Hlk132362091][bookmark: _Hlk131503511][bookmark: _Hlk127449293][bookmark: _Hlk132291719]Research issue 1
Research issue 1 is focused on relationships and network factors that the entities involved in this case study see as of importance when assessing whether to commit to supplying to international market buyers.  
RI  1. What factors do you consider important in maintaining relationships with both your suppliers and customers. Is it an advantage over other SME exporters to have a total supply chain relationship from the product’s initial development to its international import by final customer/s?




[bookmark: _Toc165987466]4.6.1 Analysis of Research issue 1
[bookmark: _Toc142461247][bookmark: _Hlk125033871]Table 13. Necessities for the evaluation of overseas customers and opportunities
	Interviewee
	Relationships and Network Influencing factors

	“A” Seed breeder
	· [bookmark: _Hlk127452137]As a breeder of the Mungbean seed what are your key information requirements when evaluating overseas customer requirements and assessing the potential of subsequent export opportunities of specifically bred food quality Mungbean seed varieties 

	“B” Grower 1 of food quality Mungbeans
	· [bookmark: _Hlk127455620]What do you believe are important factors in the evaluation of overseas export opportunities that directly relate to your position in the supply chain as a grower of food quality Mungbean volume for export.

	“C” Grower 2 of food quality Mungbeans
	· What do you believe are important factors in the evaluation of overseas export opportunities that directly relate to your position in the supply chain as a grower of food quality Mung bean volume for export

	“D” Mungbean bulk product storage
	· As a specialist food grains storage entity do you believe it is important for you to visit the international market place?
· What do you see as the most important aspects in the development of the business to Taiwan

	“E” Domestic Supplying entity of Exportable Mungbeans Coy

General Manager

	· Do you consider the ability to understand the countries culture and history to be instrumental in developing business in Taiwan?
· What factors do you consider important in maintaining relationships with both your suppliers and customers.
· Is it an advantage over other SME exporters to have a total supply chain relationship from the product’s initial development to its international import by final customer/s

	“F” International Exporting/Importing Firm Director 

	· What do you consider to be the major factors when doing export business in an international market?
· What were the major factors your company considered when commencing business with the entity involved in this research?


Source: Developed by the author from the research 2023
Each individual entity from the seed breeder to the exporting/Importing Firm Director involved in this research had a particular role in the successful shipment of food quality Mungbeans to the Taiwanese market. 
[bookmark: _Toc165987467]4.6.2 Seed Breeder
The seed breeder identified that having a strong, close relationship with the peak organisation involved in the Mungbean Industry being the Australian Mungbean Association (AMA) was significant. Being a member of this organisation gave them access to qualified Mungbean agronomists and Mungbean growers, including representation at Mungbean grower field days where the latest varieties were demonstrated. Quality and financial aspects of the differing varieties could be assessed. Additionally, as part of the membership of the AMA are several exporting entities and hybrid planting seed enabling the seed breeder to have a connection throughout the Mungbean supply chain from seed breeder to exporters, enabling the breeder to receive information from the exporters as to how the Mungbean varieties were being accepted and used in the Taiwanese market.
[bookmark: _Toc165987468]4.6.3 Grower 1 of Mungbeans
The first Mungbean grower interviewed highlighted that being a part of the total supply chain from seed breeder to the accumulator/exporter was of significant advantage. Highlighting that this enabled them to plant the most prominent Mungbean variety to be used in the Taiwanese market for the various food category manufacturers. The grower also identified the importance of the traceability of the product identifying that as a Mungbean grower they must complete a Vendor Declaration Form (see Appendix 4) which provides the bulk storage contractor, accumulator/exporter and export/importing firm director a complete history of the Mungbean seed to each member of the supply chain where the seed was grown, what chemicals and pesticides were used in producing the crop. This enabled food safety was insured throughout the entire supply chain ending in its entry into the Taiwanese market. The grower also highlighted the need to be associated with the bulk storage contractor to ensure it supplied full details pertaining to the product to ensure they supplied full details as highlighted by the information contained in the Vendor Declaration Form.
[bookmark: _Toc165987469]4.6.4 Grower 2 of Mungbeans
[bookmark: _Hlk141276483][bookmark: _Hlk141276660]The second Mungbean grower interviewed whilst also making mention of the benefit of their end products traceability also believed being part of the total supply chain was advantageous. He suggested that this continuous linkage, from seed breeder to the international end users, meant that crucial feedback from the storage contractor, exporter and importer maintained a profitable business. However, as a grower of a variety of crops as well as Mungbeans Grower 2 did not believe it was necessary to approach the seed breeder to understand what seed varieties were applicable to their business. This grower believed that it was a more efficient option for the seed breeder, or the hybrid seed supplying agency, which in this case is the accumulator/exporter of the Mungbeans to develop the variety/ies. They then would approach the growers asking them to plant a specific Mungbean variety/ies. The plant-able volume seed supplier would approach growers asking them to plant a specific Mungbean variety/ies. The plantable volume seed-supplier would provide agronomic information as required relevant to the current seasonal situation, for example, the level of available pre-planting soil moisture. However, the grower identified that involvement in the total supply chain from an economic viewpoint was important. Acting on feedback from the international end users to the Queensland based accumulator exporter was of significant value, particularly when looking forward to the next year’s Mungbean crop development.
[bookmark: _Toc165987470]4.6.5 Mungbean Bulk Storage Contractor
The bulk storage contractor believed that positive business network relationships and specifically within this case of successful export of Mungbeans to Taiwan, had developed from having over three decades of connection with growers, the export accumulator, and the exporter/importing entity into Taiwan. As a specialist storage contractor its position in the supply chain was to ensure that the Mungbeans stored at its facility, prior to be being transported for packaging, maintained strong product integrity. To affect this the bulk storage contractor, on receival of grain, received a Goods Inward Advice (see Appendix 5), which outlined the net weight of the Mungbean product delivered combined with several quality criteria. This was to guarantee quantity and quality of the product upon receival by the bulk storage contractor. To maintain the quality of the product for export to Taiwan and delivery to the end user for packaging the bulk storage contractor supplies a document entitled Commodity Movement and Weighbridge Advice (see Appendix 6). This document outlines the techniques used including aeration, to ensure maintenance of the quality of the Mungbeans whilst kept in the storage silos. In relation to visiting the international markets this contractor had visited countries including South Korea and China but did not consider it to be of vital importance to their position in the Mungbean supply chain involved in this research.
[bookmark: _Toc165987471]4.6.6 General Manager
The General Manager of the accumulating/exporting company viewed it important to understand culture and history of the country to which one is exporting as this is regarded as a positive when communicating with potential international buyers/clients to send them products. Additionally, their Mungbean export order with the export/importing whom they have had an over thirty-year business relationship, and communicate regularly during the months leading up to the planting of the Mungbean crop was instrumental in the export success. Such regular communication ensures they have the quality and supply volume of Mungbeans for the end users in Taiwan. It is important also to fully understand the importing entities requirements for example, that they like all their products packaged in thirty-kilogram bags, whereas Australian packaging is in twenty-five-kilogram bags. This is of importance to the accumulating/exporting entity because thirty-kilogram bags are difficult to stack onto the pallets to be loaded into the export container. It is additionally important to understand what the final form of Mungbean the international end user/s will be processing: for example, sprouting Mungbeans in or another form of direct human consumption product even its use as an ingredient for other consumable products. So, it is necessary to be aware that the product quality must meet a standard suitable for direct human consumption. Also, when products sold in market places are packaged in clear plastic bags customers may create a situation of negative impact on their brand in the market. The accumulator/exporter involved in this research has a total supply chain relationship as it is on the committee of the Australian Mungbean Association (AMA). Membership allows them access to the various Mungbean seed breeders including the Department of Agriculture Fisheries and Forestry in Queensland. As a committee member of the AMA the company has access to the new seed varieties produced (or mother seed) and provided to selected growers to increase the volume of Mungbean seed available to the wider marketplace. The accumulator/export entity sells the seed to its network of growers who then plant and produce the larger seed volumes to supply their international buyers in this case into Taiwan.
[bookmark: _Toc165987472]4.6.7 Importing Firm Director
[bookmark: _Hlk141278001][bookmark: _Hlk141278054][bookmark: _Hlk141278101]The Mungbean importing entity has been an exporter/importer for over thirty years as a small family-owned business based on export/import of Mungbeans and other grains. The company considers that “market demand”is for them always the number one issue as they export/import into Taiwan, various South East Asian countries, and China. All these country destinations have differing economic cycles, and varying exchange rates. Therefore, the demand into Taiwan can at times not be the same as the demand into Malaysia for example. This means it is necessary to follow where the demand cycles are moving.  The second major factor is “sourcing”. As the entity’s international office is in Australia it is largely focused on “sourcing” within Australia which at times negatively impacts the business because products of similar quality and type are produced globally. Sourcing factors are one of this entities’ major considerations when undertaking international business. Thirdly, currency exchange is a critical issue in the Australian export/importing context.  This business needs to monitor regularly the exchange rate as the Australian dollar is a freely traded currency and can fluctuate in a quite erratic manner. This ultimately has a knock-on effect on pricing and subsequently our competitiveness.
Table 14 below details the major items identified from the one-on-one individual interviews of each member of the Mungbean supply chain.



[bookmark: _Toc142461248][bookmark: _Hlk143178645]Table 14. Necessities for the evaluation of overseas customers and opportunities
	[bookmark: _Hlk142059285]Interviewee
	Interviewee responses from the IDI’s undertaken 

	Seed Breeder
	· AMA Membership
· Domestic Supply Chain Relationships (Growers, Exporter and international market usage of Mungbean)
· Mungbean variety trials 
· Field Days - Growers

	Grower 1 Mungbeans
	· Mungbean Variety - Supplier Credibility
· International Market Development
· Timing of International Market Demand and Australian Crop Harvest Time (month/s of the year)
· Identification of Other International Markets

	Grower 2 Mungbeans
	· Being part of the total supply chain from seed breeder to international end user is an advantage
· Strong relationships and networks between accumulator/exporter and Taiwanese Importer
· Product feedback from Taiwanese end user is important


	Bulk Storage Contractor
	· Maintain Mungbean products integrity
· Develop and maintain long term relationships with customers

	General Manager
	· International cultural understanding
· Knowledge of final product produced in Taiwan
· Total supply chain relationship and networks
· Industry organization membership and relationships with members (e.g. AMA, DAFF & CSIRO)

	Importing Firm Director
	· Market demand of Taiwan and other international markets for Mungbeans
· Ability to source adequate supplies of food quality Mungbeans
· Monitor exchange rate fluctuations ($AUD and other international currencies)


Source: Developed by the author from the interviewee responses


[bookmark: _Toc165987473][bookmark: _Hlk132357820][bookmark: _Hlk132358388][bookmark: _Hlk132362216][bookmark: _Hlk131503663]Research issue 2
Research issue 2 is focused towards establishing strategies which will influence the domestic supplying entity of exportable Mungbeans in this research as it seeks to identify and participate with both buyers and suppliers as identified in this research. 
[bookmark: _Hlk124943785][bookmark: _Hlk125027011]RI  2 Question. What has been your experience in maintaining existing international customers and developing new customers in Taiwan, particularly with an emphasis on the importance of behavioral and business factors?
[bookmark: _Toc165987474]4.7.1 Analysis of research issue 2 
[bookmark: _Toc142461249][bookmark: _Hlk125033738]Table 15. Factors aiding the selection of supply chain participants and buyers
	Interviewee
	Selection of supply chain participants and buyers 

	“A” Seed breeder


	· What are the major businesses you communicate with in your seed breeding part of the supply chain?
· What do you envision as the major obstacles in developing and entering the international market for food quality Mungbeans?
· In developing food quality Mungbeans do you see it is necessary to visit the foreign market – if yes THEN why?
· What are the major business factors that impact on your international seed development program?

	“B” Grower 1 of food quality Mungbeans
· 
	· What is your role in producing a seed suitable for export?
· What is your role in maintaining the quality of your seed production to qualify it for export to Taiwan?  
· What are the major factors that you believe are necessary in developing a supply chain of parties from growers to importing agents?
· As a grower do you think it is important for your business to travel to, and inspect your products at the international based user of your food quality Mung beans?

	“C” Grower 2 of food quality Mungbeans

	· What is your role in producing a seed suitable for export?
· What is your role in maintaining the quality of your seed production to qualify it for export to Taiwan?
· What are the major factors that you believe are necessary in developing a supply chain of parties from growers to importing agents?
· As a grower do you think it is important for your business to travel to, and inspect your products at the international based user of your food quality Mungbeans?

	“D” Mungbean bulk product storage contractor









	· What factors do you see as important within your part of the supply chain involved in an export transaction of food quality Mungbeans?
· Who are your major supply chain partners and buyers?
· What is critical to your business to successfully deliver food quality Mungbeans to an international food manufacturer located overseas?
· What do you require from your supply chain partners (from Seed Breeder to Import Agent)?
· Factors aiding the selection of supply chain participants and buyers?

	“E” Domestic Supplying entity of Exportable Mungbeans Coy

General Manager

	· What do you see as the important characteristics when selecting/identifying supply chain partners to allow you to successfully source and export food quality Mung beans to Taiwan?
· What has been your experience with your international customers in maintaining relationship with them and developing new customers in Taiwan? 
· With an emphasis on the importance of behavioral and business factors.

	“F”International Exporting/Importing Firm Director 

	· Is your knowledge of the supply chain from seed breeder, through seed growers (farmers), transport entities, professional grain storage entities and export agent/supplier of food grain quality Mungbeans for export to Taiwan seen as an important factor, in the actual sourcing and export of food quality Mungbeans for Taiwan?
· What do you see are the major factors in maintaining a successful relationship with the SME entity (used in this research) to export quality Mungbeans to Taiwan?


Source: Developed by the author from the research 2023
Participants in the export of food quality Mungbeans to Taiwan 
Each individual entity involved in this research from the seed breeder to the exporting/Importing Firm Director enacted unique strategies along the supply chain: core seed development, growing out, storage, packaging and exporting the final usable food quality Mungbeans for end users in Taiwan.   
Research issue 2 Question. is focused on establishing the strategies which influence the domestic supplying entity of exportable Mungbeans Coy in this research as it seeks to identify and participate with both buyers and suppliers as identified in this research. 
RI  2 Question. What has been your experience with your international customers in maintaining those relationships but also with developing new customers in Taiwan? With an emphasis on the importance of behavioral and business factors.
[bookmark: _Toc165987475]4.7.2 Seed Breeder
[bookmark: _Hlk141278833][bookmark: _Hlk141278924][bookmark: _Hlk141279007]The primary seed breeder in this research has travelled to Taiwan in association with the other AMA members. The seed breeder visited various Mungbean sprouting facilities and several Mungbean processing facilities. As mentioned previously Australia’s first Mungbean varieties were imported from the AVRDC located in Tainan City, Taiwan in the early 1960’s. It became apparent to the seed breeder that the Mungbean was used in many differing ways and likewise numerous ways of processing and handling the Mungbean were used. This highlighted the fact that little insight had been transferred to the research the breeder had been undertaking in Australia. This visit to Taiwan potentially enabled the breeder to review the potential to develop different types of Mungbean seed suitable for end use within the Taiwanese market. More recently in 2023 the seed breeder attended the Global Pulse Seed Confederation meeting in Sydney, Australia, which was attended by representatives from seventy-three countries. This enabled the seed breeder to promote samples of Australian Mungbeans in one-on-one discussions, thereby highlighting the benefits of the Australian Mungbean breeding program, and explaining the uniqueness of current Australian varieties and those in upcoming field trials. At the same time this enabled discussions with the international attendees in regards the opportunities available in their markets, and the seed varieties which they were producing for their markets. Within the realm of the AMA the seed breeder is on a Mungbean panel which enables the seed breeder to enhance understanding of international market requirements through discussion with Mungbean exporting entities. It also facilitated visits to their individual processing facilities, discussions were held on seed size and how Mungbean seeds of differing sizes could be handled. Outside the AMA the seed breeder also visited Mungbean growers at their farms enabling a clearer understanding from their perspective as to which Mungbean varieties were optimal to grow. Considerations that would be taken into account could be other crops or the Mungbean varieties that the Mungbean growers favoured. In relation to maintaining a supply chain relationship the seed breeder believed that with the initial customer the Mungbean grower, was critical. It is the seed breeders’ job to basically convince the grower to plant the seed, with the seed needing to be superior in terms of quality to other varieties available to the grower. Part of the seed breeder’s role in highlighting and convincing growers to grow its Mungbean variety/ies is to arrange crop field days. Growers there learn of available new varieties. In terms of supply chain interaction for the seed breeder the main relationships and associated networking must concentrate on convincing growers to use the Mungbean seed varieties they have bred. With the final volumes of Mungbeans grown is basically determined by the weather and not so much the variety as the majority of Mungbean crops are not irrigated and rely mostly on the weather being rain and the timing of the rain in relation to the appropriate time to plant the Mungbean seed, to enhance soil moisture enabling the Mungbean crop to be grown.
[bookmark: _Toc165987476]4.7.3 Grower 1 of Mungbeans
[bookmark: _Hlk141275302][bookmark: _Hlk141275358]The Mungbean Grower 1 highlighted the need to select a credible source of seed along with the most suitable Mungbean variety. Having been a supplier to the accumulation/exporter involved in this research for many years the grower sought information from this entity as to the preferred variety/ies which would suit the export market whilst also providing the best financial result for the Mungbean grower. The grower also received information from others in the supply chain including the seed breeder, and pertaining to the international market and because of a long association with, the local accumulator/exporting company involved in this research. Such information ensured that the Mungbean grower could supply a suitable volume of Mungbeans meeting the international market’s import volumes, standards, and requirements. 
[bookmark: _Hlk141275437][bookmark: _Hlk141276028][bookmark: _Hlk141276080]The need for further market development was seen by the Mungbean grower as important for future growth of their business. It was suggested that an increase in additional food grade quality markets would increase financial returns, which would result in larger exportable volumes being available from the Australian market. This grower of Mungbeans to be used as a food related ingredient believe that, to grow the crop suitable for food usage, information is required in relation to the time of the year best for them to plant their Mungbeans, so that they can supply to the final market a cost-effective product. Seasonal conditions can impact crops, and if the Mungbeans are required to be stored for a period, the storage, pest control and currency fluctuation costs add to the final price required by the exporting entity to avoid being non-competitive or having to sell at a reduced price.
[bookmark: _Hlk139452504][bookmark: _Hlk141276200][bookmark: _Hlk141276231]To be able to supply a Mungbean product that meets the requirements of the importing country Grower 1 selects the best supplier of the seed suitable for its farming operation. The grower uses information from the seed breeder through to its volume (planting) seed supplier which in this case is the accumulator/exporter referred to in this research, to plant the optimum seed variety. Additionally, the grower also interacts with the accumulator/exporter to better understand the requirements of the export agent/international end users.
[bookmark: _Hlk141276313]Additionally important for a grower is to build a reputation of growing Mungbeans successfully for the international export market. Also, important is to identify other international markets that can add to a valuable store of product use information, as well as offering an opportunity to increase AUD/Hectare return. This would encourage growers to continually grow Mungbeans aimed at export markets.
[bookmark: _Toc165987477]4.7.4 Grower 2 of Mungbeans
[bookmark: _Hlk141276546][bookmark: _Hlk141276598]Grower 2 a grower of a variety of crops including Mungbeans, did not believe it was necessary to approach the seed breeder to understand what seed varieties were applicable to their business as a grower. This grower suggested that it was a more efficient option for the seed breeder or the accumulator/exporter/hybrid seed supplying agency to develop the variety/ies and then approach the growers asking them to plant a certain Mungbean variety/ies and then approach the growers asking them to plant certain Mungbean variety/ies.  The plant-able volume seed supplier should provide agronomic information relevant to the current seasonal situation, for example the level of pre-planting soil moisture available. The grower still maintained that being part of the total supply chain from seed breeder to the international end user was advantageous: however, close personal relationships with the international end users in Taiwan were not seen as important to the grower. This grower suggested that from the point in the supply chain when it had sold Mungbeans to the accumulator/exporter it was then the responsibility of the accumulator/exporter and the international export agent or international end user of the seed. However, the grower did identify that its involvement in the total supply chain from an economic viewpoint was important. The grower noted that feedback from the international end users to the Queensland based accumulator exporter was of significant value, particularly when looking forward to the next year’s Mungbean crop development.
[bookmark: _Toc165987478]4.7.5 Bulk Storage Contractor
The Bulk Storage Contractor did not believe it necessary to visit the international market place and end users internationally, suggesting that it could be advantageous but not an absolute necessity for their position in the supply chain. However, in terms of product integrity the bulk storage contractor viewed theirs as a vital part of the supply chain. The Mungbeans and other grains received by this contractor have been inspected, analysed and delivered to its facility before being segregated by variety, protein, and moisture this based on the analysis of Mungbean seed it has received. It is the storage contractor’s responsibility to ensure that the Mungbean it receives retains its quality. One factor that it controls on behalf of its customers is to ensure that pests do not accumulate and thereby diminish the quality of the Mungbean. The Mungbean storage silos are aerated, which is unique in the control of unwanted pests, enabling the Mungbean to be maintained at a temperature which prevents pests developing in the Mungbean. Previously pesticide chemicals were required which impacted on the acceptability for export of the Mungbeans. Unacceptable levels of pesticide in the exported Mungbean would mean rejection upon arrival at the customs clearance facility. The bulk storage contractor’s involvement in the supply of a quality Mungbean product has been developed over thirty-five years. Experience has been gained in maintaining the quality of the Mungbean that is delivered to its storage facility. The contractor must organize its storage techniques in a manner that guarantees storage of product suitable for export, that it receives in differing quantities and from various suppliers. However, it can only provide quality storage based on the information received on products arrival.
[bookmark: _Toc165987479]4.7.6 General Manager
[bookmark: _Hlk141366264][bookmark: _Hlk141366882]The General Manager believed that to maintain the relationships with both customers and suppliers it is of vital importance to have some knowledge as to what the production volumes are to be expected from their Mungbean growers, whilst also having some information from the importing end of the supply chain as to what could potentially be the export price for the Mungbeans. To be able to supply Mungbeans in exportable volumes and of acceptable quality growers need some understanding of what the price will be of their Mungbeans on harvesting and having been prepared for sale and export. This information is used by the Mungbean growers to determine what variety they will plant, what additional chemicals may be required to ensure the quality is maintained, or potentially whether to grow another crop and not produce Mungbeans. The accumulator/exporting entity needs to have some idea of the exportable volumes that will be available to allow it to secure forward Mungbean pricing prior to the Mungbean harvest. This will also rely on the information it supplies to the importing end users in Taiwan. The end users need to know the quality and quantity of Mungbeans that they can expect from that year’s crop. These are two critical attributes factors required by both the exporter and importer to meet potential supply and demand for Mungbeans from Australia, and which can somewhat alleviate such situations whereby, not enough seed volume is produced, and whether quality is suitable for food product usage in Taiwan.
[bookmark: _Toc165987480]4.7.7 Importing Firm Director
The Importing Firm Director identified four major determinants to undertake business with Australian exporters. Firstly, reputation is always very important. When the family business (involved in this research) was set up in Australia thirty years ago it was able to develop a good relationship with the grain accumulator/exporter (of this research). Over time our company believed this business and its owner to be very trustworthy. The exporting/importing company believed this was a very important asset in the further development of their business in Australia and internationally. 
Secondly, commitment. When our company undertook business via, telephone, email or text message both parties believed fully that each party was fully committed to fulfilling the business contract.
Thirdly, Reputation. Reputation builds over time not occurring instantly however. The SME central to this research has over thirty years developed an exemplary reputation. Its ability to earn a strong reputation with each of their supply chain partners has been a key factor in the importing entities cementing an international business association with this family business (our supplier). Obviously, the entity (of this research) has competitors supplying Mungbeans. However, the growers it deals with have long term generational trust in the company. Having undertaken business with this supplier for many years its’ reputation is heightened by its ability to consistently supply a quality product. Also, an advantage of our close inter-business relationship of many years is that if there is a quality issue, we are always able to resolve the issue between ourselves. Product quality and trust are critical factors in achieving the successful export/import outcomes for all entities involved in the supply chain. 
Fourthly, traceability or the visibility of the Mungbean from the seed breeder to our international market is valued. We retain the paper records utilized within the supply chain. However, there are business deals transacted where this traceability record is not requested. Nevertheless, we keep this record from the total supply chain to allow us to show our buyer the full traceability of the Mung Bean product.
Table 16 below provides the individual interviewee responses based on the initial one on one interviews held.
[bookmark: _Toc142461250][bookmark: _Hlk143178604]




Table 16. Factors aiding the selection of supply chain participants and buyers
	Interviewee
	Interviewee responses from the IDI’s undertaken

	Seed Breeder
	· Visit International market end users
· Supply Chain relationship with growers
· Balance agronomic issues with Mungbean seed varieties

	Grower 1 Mungbeans
	· Traceability of Mungbean – AMA Vendor Declaration document
· Requires knowledge of international end user opportunities
· Strong relationships and networks throughout the supply chain

	Grower 2 Mungbeans
	· Mungbean traceability in place
· International requirements of pesticides and weedicides to pass customs upon international arrival

	Bulk Storage Contractor
	· Facilitate International end user facility visits to show product traceability and safety processes

	General Manager
	· No impurities in the Mungbean product
· Total supply-chain relationships seed breeder to international end user
· Potential price for final harvested Mungbean
· Expected/estimated quantity and quality of available Mungbean post-harvest 

	Importing Firm Director
	· Reputation – with the accumulator/exporter
· Commitment – showing full trust by verbal, written and telephone communications
· Reputation – reputation along the total supply chain of suppliers
· Traceability – total documentation papers availability if required at the international arrival 


Source: Developed by the author from the interviewee responses 
[bookmark: _Hlk136609300]


[bookmark: _Toc165987481][bookmark: _Hlk143588971]CHAPTER V.  CONCLUSIONS AND RECOMMENDATIONS 
4 [bookmark: _Toc134003400][bookmark: _Toc134003464][bookmark: _Toc134019015][bookmark: _Toc134972900][bookmark: _Toc135216921][bookmark: _Toc135217177][bookmark: _Toc135295125][bookmark: _Toc135295322][bookmark: _Toc135664172][bookmark: _Toc135664253][bookmark: _Toc135664368][bookmark: _Toc135664970][bookmark: _Toc135920469][bookmark: _Toc135920535][bookmark: _Toc135983386][bookmark: _Toc135983525][bookmark: _Toc135983622][bookmark: _Toc136863938][bookmark: _Toc136943608][bookmark: _Toc136943726][bookmark: _Toc136944439][bookmark: _Toc136944926][bookmark: _Toc136950626][bookmark: _Toc137546899][bookmark: _Toc137546969][bookmark: _Toc138247483][bookmark: _Toc138247673][bookmark: _Toc138248784][bookmark: _Toc138248858][bookmark: _Toc138248958][bookmark: _Toc138249094][bookmark: _Toc138250794][bookmark: _Toc138250883][bookmark: _Toc138342536][bookmark: _Toc139895787][bookmark: _Toc139895874][bookmark: _Toc139898799][bookmark: _Toc139898885][bookmark: _Toc139899033][bookmark: _Toc139899118][bookmark: _Toc139979261][bookmark: _Toc139979491][bookmark: _Toc139979619][bookmark: _Toc139979706][bookmark: _Toc139982319][bookmark: _Toc139983035][bookmark: _Toc140671765][bookmark: _Toc140672016][bookmark: _Toc140672101][bookmark: _Toc140831797][bookmark: _Toc140831913][bookmark: _Toc140831997][bookmark: _Toc140832080][bookmark: _Toc140832163][bookmark: _Toc141091075][bookmark: _Toc141364945][bookmark: _Toc142041838][bookmark: _Toc142041907][bookmark: _Toc142310756][bookmark: _Toc142311545][bookmark: _Toc142312116][bookmark: _Toc142403171][bookmark: _Toc142403252][bookmark: _Toc142403361][bookmark: _Toc142460323][bookmark: _Toc143178068][bookmark: _Toc143618178][bookmark: _Toc156664849][bookmark: _Toc156664933][bookmark: _Toc157527605][bookmark: _Toc157527689][bookmark: _Toc157527983][bookmark: _Toc157528066][bookmark: _Toc157613052][bookmark: _Toc158648205][bookmark: _Toc158648287][bookmark: _Toc158648424][bookmark: _Toc158648504][bookmark: _Toc158648613][bookmark: _Toc158648851][bookmark: _Toc158648937][bookmark: _Toc158649125][bookmark: _Toc158649207][bookmark: _Toc158649480][bookmark: _Toc158649705][bookmark: _Toc158650102][bookmark: _Toc158650262][bookmark: _Toc158650379][bookmark: _Toc158650462][bookmark: _Toc158650549][bookmark: _Toc162793572][bookmark: _Toc162793863][bookmark: _Toc162793947][bookmark: _Toc162794059][bookmark: _Toc162794143][bookmark: _Toc162808248][bookmark: _Toc162879118][bookmark: _Toc162879468][bookmark: _Toc162879709][bookmark: _Toc162879794][bookmark: _Toc162966766][bookmark: _Toc162966860][bookmark: _Toc162967048][bookmark: _Toc163383594][bookmark: _Toc163383822][bookmark: _Toc163384051][bookmark: _Toc163384136][bookmark: _Toc164089340][bookmark: _Toc164690887][bookmark: _Toc164868786][bookmark: _Toc164934717][bookmark: _Toc165213653][bookmark: _Toc165987482]
[bookmark: _Toc165987483]Introduction
This research addressed the inherent problem as outlined below and also in section 3.3:
“How do family-owned businesses/family firms, small and medium-sized food grain exporters succeed in exporting to international markets in this case to Taiwan through developing strong relationships with both their suppliers, intermediaries, and customers (using a domestic agent)?
The results of this research have clearly identified the ‘necessary and sufficient conditions’ of food safety, consumer need for variety, need for a diversified supply base. The identification of these competencies formed the basis from which SME food grain exporters employed a set of ‘enabling competencies’ (identity preservation, relationships with senior buyers and enhancement of knowledge and communication within the total supply chain) that heralded successful entry into the Taiwanese market.
Based on the research problem as this research was able to identify the following research issues whilst also providing information which justified the Hypotheses developed.
[bookmark: _Toc165987484]Conclusions of Research Issues
0. [bookmark: _Toc165987485][bookmark: _Hlk162966916]Research Issue 1
What factors do you consider important in maintaining relationships with both your suppliers and customers. Is it an advantage over other SME exporters to have a total supply chain relationship from the product’s initial development to its export customer?
The entities involved in this research believed that trustworthiness throughout the entire supply chain is very important with all involved commenting that a total supply chain relationship was crucial to business success. To retain consistent end users of their Mungbean product it was important to be agronomically consistent particularly in relation to the Mungbean variety grown to meet the end user’s product requirements. Of significance was an emphasis by all supply chain parties involved on having strong traceability of the product from seed breeder to the importer/end user, including verifiable documentation as highlighted in the Appendices (4, 5, 6 and 7) of this document.  The importance of knowing what the Mungbean were being used for, along with the quality specifications required of each product produced was seen as important to the total supply chain. An example of this is the relatively new usage of Mungbeans in the development of a range of personal beautification products. Also, of importance in the development the end to end supply chain participation is the development over time (some thirty years) of trustworthy reputations of the individual links in the chain, particularly with the accumulator/importer/exporter. A total commitment by all the supply chain is significantly important in the export of Mungbeans to Taiwan. The importance of this commitment was identified by the entities in this research whether it being verbal trust between participants or in written correspondence or telephone conversations.  
0. [bookmark: _Toc165987486]Research Issue 2 
What has been your experience in maintaining existing international customers and developing new customers in Taiwan? A particular emphasis here is on the importance of behavioral and business factors
The SME A-F entities involved in this research identified several important behavioral and business factors. The importance of total supply chain relationships was identified by all participants suggesting that strong relationships and networks throughout the whole supply chain was instrumental to export success. All participants identified a record which showed the traceability of the Mungbean from the seed breeder to importer/exporter as essential both in maintain the products quality but also heralds trust as viewed by the end user of the food quality Mungbeans. All the above enhanced the total business development from initially domestic to international. Additionally, all participants saw the need to understand the specifications and quality of the types of weedicides and pesticides that could or could not be used for Mungbean exports to conform to the international customs requirements upon entering the Taiwanese market. The role of the bulk storage contractor is essential to ensuring the Mungbeans are stored in a way that the product maintains its quality. Also, it is important for everyone within the supply chain to be available in the organization of international buyer visits to the region involved in this project as well as other relevant regional rural areas. The bulk storage contractor plays an extremely important role in these international buyer visits, particularly to demonstrate their ability to maintain both the quality and traceability of Mungbeans they receive from various growers. 
[bookmark: _Toc165987487]Relatedness of Hypotheses
Both Hypotheses are of relevance to both research issues 1 and 2 as the IDI’s identified the need for strong relationships and networks throughout the total supply chain. The IDI’s were also committed to ensure the product traceability was maintained to ensure the end user received a quality product to use in their manufacturing process. 

Hypothesis 1: Established relationships and networks with intermediary providers and individuals are important to FOB/FF SME’s agri-food exporters
Hypothesis 2: Established relationships and networks with domestic export, shipping, and customers (local agents) are important to FOB/FF SME’s agri-food exporters
4. [bookmark: _Toc165987488]Findings from the Research Problem 
The single case study used in this research is used to identify how a FOB/FF, SME, A-F, business has successfully entered the Taiwanese market for food quality Australian Mungbeans. The use of the how word has aided this research. It has allowed the identification of the impact that suppliers, intermediaries, and customers have in developing international market success without being formally “internationalized” as the exporting company does not have an international office or offshore grain manufacturing entity. 
What is also identified in this research is the importance that the longevity of relationships combined with a series of differing networks operating both domestically and internationally has had on the export success of a FOB/FF, SME, A-F in exporting internationally. The single case study used in this research was used to initiate several individual interviews with the individual businesses involved in an actual and successful real world international export of food quality Mungbeans to Taiwan. 
What is also identified in this research is the importance of having a Taiwanese exporter/importer located in Australia. Although the exporting company in this research exports to several countries including directly to Taiwanese based processors of other food grains (Soybeans), it has an over thirty years business relationship with a Taiwanese entity located in Australia enabling the opportunity to export Mungbeans to Taiwan. The research identifies that to operate internationally without being formally internationalised a strong relationship with suppliers, intermediaries and customers has ensured the success of the companies involved in the total supply chain (from seed breeder to importer/end user).
 
4. [bookmark: _Toc165987489]  Limitations of the research
The limitation of this research is the fact that it makes use of a single case study even though
 several participants were interviewed. An interview guide or initial interviews with each
 participant was undertaken to aid in the development of the final questionnaire to participants.
 Also, this research was in relation to only one food related product and one international
 country being Taiwan. Therefore, to diminish such limitations research centering
on other food products and international markets should be conducted. Also, this research was
 limited to one domestic geographical region and one product which could limit the range of 
strategies used by each of the participants within this research. The addition of other food 
related industries and international markets would further add to increasing the external validity
 of this research. 
4. [bookmark: _Toc165987490] Further research opportunities
To enhance the reliability and findings from this research study would be to 
 use a larger number of A-F products to the Taiwanese market, whilst also increasing the
 number of exporters which do not have any commercial representation internationally. Additional research projects that make use of SME exporters supply chains and the relationships involved throughout the supply chain within the A-F sector would allow more intensity of information
 collected. Additionally, research which involved other SME food grain exporters in other
 regions both domestically and internationally including companies which were producing other
 alternative food grain products, would further develop the information available to potential 
entities wishing to add exporting to their businesses. This research would be beneficial to
 industry operators by capturing an Australia wide view of the major factors used by 
Australian food and food grain exporters when entering or intending to enter international 
markets.
















[bookmark: _Toc165987491]Appendixes
[bookmark: _Toc165987492]Appendix 1: Global Exports of Mungbeans in Tonnes - 2017-2022
	Country
	2017
	2018
	2019
	2020
	2021
	2022

	Myanmar
	1,058,008
	1,014,842
	1,018,165
	1,136,861
	1,273,653
	0

	China
	102,498
	130,727
	126,005
	109,103
	78,000
	0

	Australia
	105,268
	104,424
	27,793
	62,557
	117,828
	115,164

	Uzbekistan
	23,812
	109,165
	0
	0
	108,749
	126,961

	Brazil
	5,545
	24,199
	36,459
	56,624
	81,351
	45,540

	Argentina
	25,525
	36,308
	25,564
	43,852
	58,867
	0

	Indonesia
	28,858
	32,269
	35,424
	48,535
	31,522
	0

	United Rep. of Tanzania
	48,290
	14,417
	18,371
	45,208
	43,281
	0

	India
	15,883
	17,624
	21,750
	25,629
	75,242
	0

	Thailand
	31,713
	26,398
	16,344
	20,492
	34,106
	0

	Uganda
	17,701
	16,942
	29,720
	46,505
	0
	0

	Ethiopia
	18,754
	30,647
	25,365
	20,950
	11,171
	0

	Egypt
	23,587
	21,771
	17,617
	11,713
	11,453
	17,387

	Mozambique
	526
	766
	9,099
	10,674
	46,513
	20,650

	South Africa
	4,896
	9,073
	12,678
	14,874
	12,328
	15,864

	Türkiye
	18,041
	16,897
	8,974
	7,530
	7,593
	5,867

	United Arab Emirates
	4,517
	6,013
	7,693
	20,297
	17,298
	0

	Rwanda
	7,562
	6,305
	23,093
	4,646
	8
	2,056

	Kenya
	1,461
	12,635
	586
	8,756
	19,230
	0

	USA
	13,679
	5,521
	5,205
	6,213
	6,922
	5,001

	Canada
	5,142
	3,361
	3,688
	6,888
	4,195
	4,212

	Viet Nam
	13,991
	2,705
	993
	4,409
	2,149
	0

	Netherlands
	681
	745
	2,477
	2,186
	4,472
	4,440

	Zambia
	8,111
	1,214
	433
	362
	1,731
	0

	Côte d'Ivoire
	0
	213
	3,968
	7,020
	0
	0

	Madagascar
	2,420
	819
	1,816
	1,063
	5,048
	0

	Peru
	311
	181
	548
	1,410
	8,621
	0

	Poland
	2,084
	1,771
	2,199
	2,128
	1,367
	1,157

	Malaysia
	783
	747
	864
	1,677
	5,264
	0

	Lithuania
	4,830
	21
	1,111
	1,088
	1,549
	70

	Malawi
	1,443
	2,071
	911
	2,397
	0
	0

	United Kingdom
	1,355
	846
	995
	1,375
	1,393
	797

	Dominican Rep.
	2,742
	1,704
	397
	212
	14
	0

	Greece
	712
	739
	715
	793
	816
	275

	Botswana
	66
	1
	106
	136
	2,836
	0

	Latvia
	2,475
	628
	0
	0
	0
	0

	Germany
	370
	461
	425
	589
	601
	300

	Spain
	384
	361
	511
	804
	414
	270

	Annual Total
	1,604,024
	1,655,531
	1,488,062
	1,735,556
	2,075,585
	366,011


Source: ABARES 2023


[bookmark: _Toc165987493]Appendix 2: Global Exports of Mungbeans in $AUD - 2017-2022
	
	2017
	2018
	2019
	2020
	2021
	2022

	Myanmar
	747,274,960
	550,380,800
	762,001,854
	1,019,331,208
	1,097,485,602
	

	China
	217,638,774
	232,235,497
	208,497,040
	181,179,049
	155,683,475
	

	Australia
	94,063,213
	90,889,392
	26,430,873
	63,688,093
	117,579,159
	98,008,513

	Uzbekistan
	15,647,386
	70,799,907
	48,288,501
	87,933,435
	106,456,544
	98,471,833

	Brazil
	4,832,199
	17,472,514
	28,607,810
	44,227,642
	67,631,938
	30,924,234

	Indonesia
	30,010,858
	30,049,169
	35,969,066
	51,481,683
	41,557,212
	

	India
	19,922,462
	18,972,767
	24,867,549
	33,819,529
	74,793,793
	

	Thailand
	30,238,561
	21,240,930
	19,055,178
	23,841,080
	40,026,193
	

	Argentina
	19,516,284
	23,690,323
	17,967,945
	30,245,550
	38,865,491
	

	Egypt
	21,228,342
	27,520,829
	13,653,036
	12,170,074
	11,211,392
	20,361,159

	Ethiopia
	18,154,964
	23,723,902
	22,001,114
	18,727,822
	17,204,554
	

	United Rep. of Tanzania
	30,288,957
	53,628
	10,536,630
	21,414,773
	27,922,926
	

	South Africa
	5,422,094
	8,362,370
	10,953,725
	14,331,598
	13,399,487
	16,932,620

	United Arab Emirates
	3,799,869
	5,182,043
	8,187,312
	23,360,272
	22,373,719
	

	Türkiye
	15,534,423
	12,782,431
	7,694,124
	7,029,572
	7,664,641
	5,942,133

	Uganda
	9,524,755
	7,426,389
	15,185,460
	21,371,542
	
	

	USA
	15,647,656
	6,739,317
	6,112,909
	7,078,305
	6,934,292
	4,313,280

	Mozambique
	310,480
	475,320
	5,845,312
	4,694,189
	18,411,558
	10,661,000

	Canada
	6,126,182
	4,518,240
	4,696,598
	11,229,085
	5,069,442
	5,925,927

	Kenya
	1,162,972
	7,271,924
	358,096
	6,581,773
	18,403,376
	

	Netherlands
	1,355,018
	1,699,978
	3,569,144
	3,845,336
	9,097,973
	8,626,426

	Viet Nam
	12,591,517
	3,419,210
	1,228,061
	4,581,243
	1,826,472
	

	Peru
	413,994
	211,212
	664,645
	2,464,523
	19,151,749
	

	Rwanda
	4,316,936
	3,058,110
	9,623,531
	2,380,321
	6,076
	536,381

	United Kingdom
	3,821,531
	2,748,683
	3,138,058
	4,675,324
	2,132,406
	1,462,628

	Poland
	1,819,560
	2,187,019
	2,558,826
	2,903,739
	2,140,903
	2,162,179

	Malaysia
	840,138
	592,744
	861,832
	1,555,346
	4,573,704
	

	Dominican Rep.
	4,643,487
	2,613,935
	461,495
	417,585
	28,991
	

	Zambia
	4,733,168
	667,038
	67,824
	332,454
	473,050
	

	Greece
	1,038,667
	1,090,319
	1,048,040
	1,221,098
	1,265,513
	549,938

	Germany
	965,676
	998,166
	932,050
	1,189,707
	1,277,268
	820,176

	Malawi
	1,239,008
	1,444,984
	795,199
	1,713,402
	
	

	Spain
	630,057
	635,677
	569,375
	1,005,669
	721,242
	518,671

	Botswana
	223,233
	70,565
	157,363
	236,867
	3,135,717
	

	Lithuania
	1,550,628
	268
	524,571
	567,773
	840,302
	73,032

	New Zealand
	470,067
	486,722
	446,994
	770,268
	640,332
	537,949

	Madagascar
	297,767
	285,582
	450,709
	255,703
	1,405,519
	

	Sri Lanka
	1,285,267
	
	495,083
	533,984
	137,382
	81,369

	Total
	1,348,581,110
	1,181,997,904
	1,304,502,932
	1,714,386,616
	1,937,529,393
	306,909,448


[bookmark: _Toc135983635]Source: ABARES 2023


[bookmark: _Toc165987494]Appendix 3: The interviewee responses in relation to research issues 1 and 2
Research Issue 1.
	Interviewee and Questions
	Interviewee Responses 

	[bookmark: _Hlk141879981]“A” Seed breeder
As a breeder of the Mungbean seed what are your key information requirements when evaluating overseas customer requirements and assessing the potential of subsequent export opportunities of specifically bred food quality Mungbean seed varieties
	The seed breeder has a supply chain relationship commencing with the AMA, the specialist agronomists who work closely with the Mungbean growers, the Mungbean grower through the field days held on Mungbean growers’ properties and speaks regularly with several Mungbean exporting entities which are associated with the AMA of which the accumulator/exporter involved in this research is included.

	“B” Grower 1 of food quality Mungbeans
What do you believe are important factors in the evaluation of overseas export opportunities that directly relate to your position in the supply chain as a grower of food quality Mungbean volume for export.
	· Being part of the total supply chain from breeder to accumulator exporter
· Product traceability
· Need for selecting a credible source of planting seed along with the most suitable Mungbean seed variety
· To understand the expectations/requirements of post-harvest storage to ensure the final product meets the international end user’s quality requirements and specifications.


	“C” Grower 2 of food quality Mungbeans
What do you believe are important factors in the evaluation of overseas export opportunities that directly relate to your position in the supply chain as a grower of food quality Mungbean volume for export
	· being part of the total supply chain from seed breeder to the international end user was advantageous, 
· the grower identified that their involvement in the total supply chain from an economic viewpoint was important. 
· the grower identified that feedback from the international end users to the Queensland based accumulator exporter was of significant value 


	“D” Mungbean bulk product storage
As a specialist food grains storage entity do you believe it is important for you to visit the international market place?
What do you see as the most important aspects in the development of the business to Taiwan
	· did not believe it necessary to visit the international market place and end users internationally, 
· maintaining product integrity, a vital part of their position in the supply chain.
· bulk storage contractor’s involvement in the supply of a quality Mungbean product has been developed over thirty-five years 
· maintaining the quality of the Mungbean that is delivered to their storage facility. 
· their storage techniques ensure the stored product is suitable for export 

	“E” Exporting Firm General Manager

· How did you obtain your first order for the export of Mung beans to Taiwan
· Do all overseas orders commence this way if not how are orders received?
· Do you consider the ability to understand the countries culture and history to be instrumental in developing business in Taiwan?
· What factors do you consider important in maintaining relationships with both your suppliers and customers.
· Is it an advantage over other SME exporters to have a total supply chain relationship from the product’s initial development to its international import by final customer/s
	· Our Mungbean order happens with Hsin Fu because we have a long-standing relationship with the business. We talk regularly in the lead up to the Mungbean season. We always know they want mungbeans and take this into consideration when we buy from our farmers.
· Most orders start like this. The majority of our mungbeans are sold to repeat customers who we deal with all year round. When we wish to sell, we ring the appropriate buyer.
· Need to be respectful of and understand the Taiwanese culture 
· Customers in Taiwan appreciate you if you have some understanding of what is happening in their country at the time as this most definitely helps to build repour with existing and new or potential customers
· Yes, it is important to have a total supply chain relationship with the seed breeder, growers, storage, transport companies as well as the importer.


	“F” Importing firm director
· What do you consider to be the major factors when doing export business with an international market?
· What were the major factors your company considered when commencing business with the entity involved in this research?

	· Market demand is always the number one factor  
· Sourcing is our number two factor as our international office is in Australia our company is largely focused on “sourcing” within Australia, which at times makes our business a little difficult basically because we have a lot of competition globally 
· Currency is our number three factor when export/importing from Australia which our business needs to monitor regularly as the Australia dollar is a freely traded currency and can fluctuate in a quite erratic manner,



Source: Developed by the author from the research 2023

Research Issue 2.
	Interviewee and Questions 
	Interviewee Responses 

	“A” Seed breeder
· Who are your major businesses you communicate with in your seed breeding part of the supply chain
· What do you envision as the major obstacles in developing and entering the international market for food quality Mung beans
· In developing food quality Mung beans do you see it is necessary to visit the foreign market – if yes you do THEN why?
· What are the major business factors that impact on your international seed development program

	· The Australian Mungbean Association, Mungbean cropping agronomists, Mungbean growers and locally based Mungbean exporters
· Understanding the many different uses for Mungbean varieties internationally and for use in different end use products for human consumption
· In visiting the foreign market, the seed developer was able to gain insights into the many differing products produced from a variety of Mungbean varieties (e.g. colour and size of the planting seed).
· Having a close relationship with the local Mungbean agronomists, growers and the Australian Mungbean Association and Pulse Australia in order to receive knowledge related to the international seed development program

	“B” Grower 1 of food quality Mungbeans
· What is your role in producing a seed suitable for export?
· What is your role in maintaining the quality of your seed production for it to be exported to Taiwan
· What are the major factors that you believe are necessary in developing a supply chain of parties from growers to importing agents.
· As a grower do you think it is important for your business to travel to and inspect your products at the international based user of your food quality Mungbeans


	
· To be regularly in contact with their supply chain partners particularly the planting seed variety, growing specifications time from planting to maturity/harvest. 
· Additionally, we communicate with the transport company, bulk storage contractor and the accumulator/exporter and the international export agent to provide the best product which will meet the standards required by the international end user.
· The emergence of strong relationships and networks built throughout the supply chain of grain growers over time has allowed the growth of the production of Mungbeans particularly in the state of Queensland which is the largest producer of Mungbeans for export in Australia. 
· The grower did not see visiting the international market and users of primary importance as they rely on this information from the international market associated entities and the seed breeder and the entity in this research the accumulator/exporter who receives product quality and usage information from the international agent/importer.

	“C” Grower 2 of food quality Mungbeans
· What is your role in producing a seed suitable for export?
· What is your role in maintaining the quality of your seed production for it to be exported to Taiwan

· What are the major factors that you believe are necessary in developing a supply chain of parties from growers to importing agents.
· As a grower do you think it is important for your business to travel to and inspect your products at the international based user of your food quality Mung beans

	
· In terms of the business factors the Mungbean grower has a role to play in the traceability of the product, producing a list of all products used on the Mungbean crop from planting to harvest providing a certain level of integrity for the Mungbean being its traceability.
· Our initial priority in growing the Mungbean seed as part of the total supply chain is to select the seed variety that we can produce within our farming system. We have a long-term relationship with the supplier of the hybrid Mungbean seed who is also the accumulator/exporter so we talk to this entity in terms of what seed varieties are available. 
· So the grower selects the variety based on the information the hybrid seed supplier gives them with the hybrid seed supplier having discussed varietal differences with the initial seed breeder in order to determine which varieties will be suitable to a particular grower and their farming techniques used.
· The grower did not believe it was necessary to visit the international market suggesting that this was the role of the accumulator/exporter or the international exporting agent.

	“D” Mungbean bulk product storage
· What factors do you see as important within your part of the supply chain which is involved in an export transaction of food quality Mungbeans
· Who are your major supply chain partners and buyers
· What is important to your business in the successful delivery of food quality Mungbeans to an international food manufacturer located overseas
· What factors do you require from your supply chain partners 


	· Their role in the supply chain from an international customers viewpoint is to show how Queensland exporters can maintain a quality exportable Mungbean seed. The role of the bulk Mungbean storage facility is to store the Mungbean seed prior to it being delivered to the accumulator/exporter for packaging in the thirty-kilogram bags and loaded into the shipping containers. And exported.
· Major supply chain partners are Mungbean growers, Mungbean transport companies, accumulator exporter
· Successful delivery is maintained through regular inspection of the product quality in relation to maintaining aeration of the storage silos to prevent insect infection



	“E” Exporting Firm General Manager 
· What do you see as the major factors involved in the supply chain selection/identification in your ability to successfully source and export food quality Mungbeans to Taiwan

· What has been your experience with your international customers in maintaining existing customers and developing new customers in Taiwan? 
· With an emphasis on the importance of behavioral and business factors.


	· To identify and get growers who fully understand the practices of managing insect damage to the crop as well as having strong crop management practices.
· With good crop management pertaining to the factors surrounding the use of chemicals in order that upon harvest excessive chemical residues are not shown in testing and therefore having the product rejected at the import destination
· It is also important to often have dialogue (i.e. by email or telephone) particularly when you have something to discuss with them regarding the product planned to be exported to them

	“F” Importing firm director
· Is your knowledge of the supply chain from seed breeder, seed growers (farmers), transport entities, professional grain storage entities and export agent/supplier of food grain quality Mungbeans for export to Taiwan seen as important factors in the actual sourcing and export of food quality Mung beans for Taiwan.


· What do you see as the major factors of importance in dealing with the entity used in this research for food quality Mungbeans to be exported to Taiwan
	· Knowledge of the supply chain is of immense importance to the Importing firm. With the company having visited the accumulator exporter, bulk storage facility business and Mungbean growers. This has allowed them to fully understand the processes that are encapsulated in the delivery of the final consumable product and to observe first hand the procedures undertaken by each supply chain entity.
· Firstly, reputation is always very important, when their family business was initiated here in Australia thirty years ago, they were able to develop a long term business relationship with the grain accumulator/exporter centered in this research
· Secondly, is that of commitment when our company undertook business via, telephone, email or text message both parties fully understood that each party was fully committed to fulfilling the business contract.
· Thirdly, is reputation which does not occur instantly however, the entity central to this research has over thirty years developed an exemplary reputation as a supplier of quality Mungbeans for export.
· Fourthly, if there is a quality issue, the importer is always able to bi-laterally resolve the issue between the accumulator//exporter and the importer. Highlighting that product quality and trust are very important conditions in the successful export/import outcomes 


Source: Developed by the author from the research 2023

[bookmark: _Toc165987495]Appendix 4: Australian Mungbean Association (AMA) Vendor Declaration Document
[image: ]


[image: ]


[image: ]


[image: ]

[bookmark: _Toc165987496]Appendix 5. Goods Inward Advice to Bulk Storage Contractor
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[bookmark: _Toc165987497]Appendix 6. Commodity Movement and Weighbridge Advice – Arcadia Rural
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Source: Arcadia Rural, 2023

[bookmark: _Toc165987498][bookmark: _Hlk142402170][image: ]Appendix 7. Certificate of Cleanliness

CERTIFICATE OF CLEANLINESS

THIS CERTIFICATE MUST BE COMPLETED BY CONTRACTOR AND SHIPPER / PURCHASER

Last Updated – 25/01/2023 Version 4
Original Copy in Mauve Ref: F134
Date delivered/despatch:____/____/____
Carrier:_________________________
Vehicle Type:____________________
(Single, Truck &amp; Dog, B/Double, R’Train)
Rego No. – Truck: ________________
Trailer/s: __________ /___________
NHVR (circle applicable): GML / CML / HML
Grower/Silo/Depot of Grain:______________
Product
Delivered/Despatched:___________________
Variety:_______________________________
Weighbridge Docket: ___________________
Approx Weight: _________________/mt

PRIOR LOADS
PRIOR LOADS: (Do not list Trade Names)
1. Dated __________
2. Dated __________
3. Dated __________

CLEANDOWN/WASHDOWN:
DATE: _______________ LOCATION: _______________________________________

CLEANING:
The trailer must be free if any product from the previous load/s and should be swept clean before any product
is loaded into the trailer. As cleaning facilities are not available at supplier pickup points then cleaning should
be carried out at the last place of delivery. The supplier will not accept responsibility for any cleaning, nor
contamination from prior loads.
INSPECTION:

PBA Docket ___ __________

CERTIFICATE OF CLEANLINESS

THIS CERTIFICATE MUST BE COMPLETED BY CONTRACTOR AND SHIPPER / PURCHASER

Last Updated – 25/01/2023 Version 4
Original Copy in Mauve Ref: F134
Trailer will be inspected prior to loading at the supplier’s premises. If the trailer does not meet the standards
code of cleanliness required, it will be turned away and any costs incurred will be met by either the carrier or
customer (Not PB Agrifood). All carriers will complete a Certificate of Cleanliness before loading and
unloading.

Driver’s Name Signature Date

Operator’s Signature: ___________________ QA Signature: ____________________________

Prior Loads Restrictions

 Meals (Meat, fish and poultry)
 Fertiliser - includes:
o Sulphate of Ammonia
o Urea
o Nitrame
o Gypsum
 Superphosphate
 Lime Meal
 Nitropil
 Bombay Dust
 Zinc
 Scrap Metal
 Cement (Unless bagged)
 Animal Manure and Hides
 Mulch/compost or any form of garbage
 All Nut Products

Exemption may apply provided trailer has been washed dried and inspected prior to loading.
Source: PBAgrifood, 2023



[bookmark: _Toc165987499]Appendix 8. Necessities for the evaluation of overseas customers and opportunities
	Evaluation and selection of overseas customers and opportunities

	Interviewees
	Seed Breeder

	Grower 1

	Grower 2
	Bulk Storage
Contractor
	General Manager/
Exporter
	Importer/
Exporter
	Total

	
	
	
	
	
	
	
	

	Key Factors

	
	
	
	
	
	
	

	AMA etc Assoc/
Industry Org
Membership
	2
	1
	1
	0
	2
	0
	6

	Variety/Grower
Trials
	2
	2
	2
	0
	1
	1
	8

	Identify I/N
Markets
	1
	1
	0
	0
	2
	2
	6

	Credibility of
Seed Supplier
	2
	2
	2
	0
	1
	2
	9

	Total Supply Chain R/Ship
	2
	2
	1
	2
	2
	2
	12

	Feedback
I/N end user
	2
	0
	2
	0
	2
	2
	8

	Product 
Integrity
	1
	2
	2
	2
	2
	2
	11

	Cultural
Knowledge
	0
	0
	1
	2
	2
	2
	7

	Knowledge of
End Usage
	2
	1
	1
	1
	2
	1
	8

	Market Demand
	1
	2
	2
	1
	2
	2
	10

	Sourcing -
Adequate
Local Supply
	1
	2
	0
	2
	2
	2
	9

	Exchange Rate
	0
	0
	0
	0
	2
	2
	4



Source: Individual Interview responses, 2023
* 0 = Not Important ** 1 = Important   *** 2 = Very Important


[bookmark: _Toc165987500]Appendix 9. Factors aiding the selection of supply chain participants and buyers
	Evaluation and Selection of supply chain participants and buyers


	Interviewees
	Seed Breeder

	Grower 1

	Grower 2

	Bulk
Storage
Contractor
	General
Manager
Exporter
	Importer/
Exporter
	Total

	
	
	
	
	
	
	
	

	Key Factors

	
	
	
	
	
	
	

	Visit International Market
	0
	1
	1
	1
	2
	1
	6

	Grower Relationships
	2
	2
	0
	1
	1
	2
	8

	Agronomic Issues/Variety to use
	2
	2
	2
	0
	2
	1
	9

	Traceability/
Vendor Dec
Documents of Mungbean
	1
	1
	2
	2
	2
	1
	9

	Knowledge of
End User
Opportunities
	2
	1
	1
	1
	2
	1
	8

	Total Supply Chain
Relationships
	2
	2
	1
	2
	2
	2
	12

	International
Customs
Requirements
	0
	1
	2
	1
	2
	1
	7

	Promote End User Visiting
Delegations

	1
	1
	1
	0
	2
	1
	6

	No Product impurities
	0
	2
	0
	2
	2
	2
	8

	Potential Export Price
From Importer
	0
	2
	2
	1
	2
	2
	9

	Supply Chain Partners Reputation
	1
	2
	2
	2
	2
	2
	11

	Trust – Verbal & Written -
Commitment
	2
	2
	2
	2
	2
	2
	12


Source: Individual Interview responses, 2023
* 0 = Not Important ** 1 = Important   *** 2 = Very Important
1. Having a total supply chain relationship and trust amongst all in the supply chain were seen as Very important
2. The reputation of all the supply chain partners was also seen as very important
3. Agronomic situation that being having the soil moisture availability enough to plant the seed as well the optimum Mungbean seed variety to use 
4. Traceability including vendor declaration document of the Mungbeans produced was considered very important to show product traceability from Seed Production to the Mungbean end user
5. A potential export price for the Mungbeans was also considered important coming from the importer
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- 대만 고급 녹두 시장 진입에 있어 이들의 공급업자, 중간
매개자, 고객 네트워크에서의 성공 요인에 초점을 맞춰서
앤드루 맥커럴
국제지역학
국제대학원
서울대학교

본 연구는 호주의 수출역량을 갖춘 독립적인 곡물 중소 공급업체가 어떻게 농식품 녹두를 대만 시장에 접근할 수 있었는지 조사합니다. 이 연구에서는 이 회사와 그들의 공급업체가 대만 시장에 진출하기 위해 개발한 회사 기반 개별 활동이 어떤 것이었는지 확인하는 것을 목표로 합니다. 가족 중소 농식품 수출업체가 대만 농식품 시장에서 성공적으로 경쟁하기 위한 다각적인 정보를 제공하기 위해 공급망 주체와의 여러 심층 인터뷰를 포함하는 단일 사례 연구 방법을 채용했습니다. 이 연구는 다른 많은 글로벌 시장에서 유사한 제품을 대규모로 공급하는 더 큰 글로벌 시장이 있다는 점을 고려합니다. 본 연구에서 수집된 데이터로부터 대만 식품 곡물 시장에 성공적으로 진입할 수 있는 일련의 역량 개발을 촉진하는 동력인자에 초점을 맞춘 가족 중소 농식품 수출업체 국제화 모델이 제안되었습니다. 이 모델은 식품 곡물 분야에서 호주와 대만 간의 무역 발전에 대한 실제적, 이론적 의미를 모두 갖고 있습니다. 결론적으로 이 논문은 그러한 역량을 개발할 수 있는 준비된 기업이 거기에 맞는 해당 제품 시장에 진입하는 데 성공할 수 있음을 시사합니다.
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Commonly used pesticides, regitered (or under permit),
inmungbeans (0ld and NSW)asof February 2021.
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