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File Reference: BRDMIN-15-1516 
 
31 October 2017 
 
Minister for Economic Development 
Minister for Trade and Export Growth 
 
 

1. Who we are 
 

New Zealand Trade and Enterprise (NZTE) is the government's international trade promotion and 
business development agency.  Its purpose is to grow companies internationally for the benefit of 
New Zealand. This includes growing companies out of New Zealand into international markets and 
attracting international companies to invest in New Zealand.  

NZTE is a Crown entity, formed through the merger of predecessor agencies in 2003 and operates 
under the Crown Entities Act 2004, the Public Finance Act 1989, and the NZTE Act 2003. NZTE’s 
Board provides governance over NZTE’s strategy and future operating intentions, in conjunction 
with overseeing and monitoring organisational performance1.  

NZTE’s Board is made up of seven individuals with extensive business and exporting knowledge. 
The Chief Executives of the Ministry of Business, Innovation and Employment (MBIE) and Ministry 
of Foreign Affairs and Trade (MFAT) function as special advisors to the Board (Board members are 
listed in Appendix 1). The Board Chair is Andrew Ferrier and the Chief Executive (CE) is Peter 
Chrisp. 

As at 30 June 2017, NZTE had 577 full time equivalent (FTE2) employees. 

 

2. The context we work in 
 

Diversification and adding value for future growth 

NZTE plays a role in New Zealand’s wider economic development strategy to diversify the New 
Zealand economy. The key to a resilient and competitive economy is having successful companies 
that export a diverse mix of goods and services to a broader range of markets, for higher value. 
New Zealand's traditional areas of strength will remain important, but over time diversification opens 
up new opportunities and enables resilience and adaptability.  

NZTE’s challenge is to help grow more added-value companies that can compete internationally to 
access bigger markets and bigger opportunities and, at the same time, encourage more high growth 
international investment into New Zealand. Foreign investment is crucial to grow New Zealand’s 
economy, as it creates more jobs, higher wages, new technology and investment capital. To meet 
this challenge, NZTE is increasing its support of a more diverse customer base, including a focus on 
knowledge-based and digital products and services.  

  

                                                
1 All decisions relating to the operation of NZTE are made by or under the authority of the Board, in 
accordance with the NZTE Act 2003 and the Crown Entities Act 2004 
2 FTE figures include permanent, fixed term, expatriates, locally engaged and seconded employees  
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3. How we engage with you 
 
As Minister with accountability for NZTE, your main responsibilities include ensuring NZTE has an 
effective Board in place; participating in setting NZTE’s direction; monitoring and reviewing NZTE’s 
operations and performance; and managing risks on behalf of the Crown. 

NZTE will allocate Private Secretaries to relevant portfolios as needed.  

You will provide NZTE with a Letter of Expectations, table its Annual Report, Statement of 
Performance Expectations and Statement of Intent in Parliament, and oversee responses to 
questions from the Commerce Select Committee. Where appropriate, NZTE will support you in 
these processes. 

NZTE currently provides fortnightly reports; progress reports; and advice and briefings relating to 
events, invitations, and issue management. The following regular interactions with NZTE also take 
place:  

 Board Chair and CE meeting – you may choose to have meetings with NZTE’s Board 
Chair, Andrew Ferrier, and CE, Peter Chrisp. These are currently held monthly.  
 

 Economic development agencies issues meetings - you will meet with representatives 
from economic development agencies to discuss current issues, attended by NZTE 
representatives where relevant. Presently, these are held every week.  
 

 Company visits – your regional travel provides an opportunity for you to visit and engage 
with companies that work with NZTE. NZTE provides briefings to support these visits and is 
available to accompany you.  
 

 International travel and trade missions – ministerial visits to international markets and 
trade missions with business delegations help support New Zealand exporting companies 
and New Zealand's economic interests. NZTE, MFAT and other relevant government 
agencies will work with you to develop a suitable forward agenda for international 
engagement. Markets to consider for ministerial trade missions where business development 
is a significant driver are included as Appendix 2.  

 

4. What we do 
 
As New Zealand’s international trade promotion and business development agency, NZTE is 
focused on growing companies at the heart of the economy for the benefit of New Zealand. In 
particular, NZTE has intensified its work with companies that have a specific focus on export growth 
and internationalisation. The organisation’s global network across 40 international and 10 domestic 
locations gives companies a bigger footprint on the world stage and helps overcome the challenge 
of scale and distance. Where possible, NZTE works with ministers to help achieve its objective of 
growing companies. The agency’s government ‘imprimatur’ or endorsement provides credibility to 
help open doors for companies in markets around the world. 

NZTE works with two sets of customers, serviced by two operating models  

The first model wraps around trade customers, which are companies growing out of New Zealand 
into international markets. The second model is designed for investment customers, matching 
investment with opportunities in New Zealand. Investment customers are either companies in New 
Zealand that are looking for investment to grow, or domestic and international investors looking for 
places to invest. Both models are supported by a range of NZTE services provided in New Zealand 
and internationally. This approach focuses resources and effort to achieve the maximum gain for 
New Zealand companies exporting internationally.  
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4.1 Growing exporting companies (Trade Customers) 

Focus on ambitious, value-adding companies 

New Zealand’s economy includes around 12,000 companies that export goods and services 
internationally. Most of these companies earn less than $5 million each year, with approximately 
only 265 companies earning over $25 million per year.  

From a small country at the edge of the world, it is challenging to grow companies into offshore 
markets. NZTE’s strategy focuses on growing more companies of scale that can compete globally 
and make a larger contribution to the export economy. 

Overall, companies that NZTE work with are small, a long way from markets, struggle to 
successfully enter markets, and often spread themselves too thin as they target a broad range of 
markets. A lack of focus is the most common challenge.  

The dilemma facing NZTE is that it cannot fully add value to all 12,000 companies in New Zealand. 
Impact is diluted if resources are spread ‘a mile wide and an inch deep’. As a result, NZTE currently 
works with 5,000 companies, which it calls trade customers, with a portfolio value of approximately 
$32 billion. The other 7,000 companies can also access advice, materials and resources if they so 
choose.  

Figure 1: NZTE’s Trade Customers  

 

The trade customer growth model works in three phases: Discover, Plan and Perform. Firstly, the 
company is assessed in New Zealand to determine the challenges and opportunities for growth. 
Secondly, a plan is made to allocate services and resources to take advantage of these 
opportunities. Thirdly, NZTE, along with the customer, performs against the plan. A key part of this 
process is the principle that customers commit to target markets, which drives allocation of NZTE 
resources. The more customers targeting a market, the higher proportion of resources NZTE 
allocates to support that market. 

To achieve the most impact and use resources most effectively, NZTE classifies the companies it 
works with into three categories3 of engagement: Focus customers (also known as “F700”), Start 
customers, and Build customers. Around 80% of NZTE’s efforts go into working intensively with the 

                                                
3 NZTE refers to this process as customer segmentation  
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knowledge-intensive, value adding companies in the F700 category. These are the companies that 
have the growth aspirations and ability to compete internationally, where NZTE and other 
internationally facing agencies (collectively known as NZ Inc4) can deliver the biggest impact. This 
does not necessarily mean F700 customers are large companies. It is their potential and aspiration 
for growth that are the crucial considerations. In fact, approximately 268 companies or 40% of F700 
customers earn less than $3 million international revenue, as shown below in Figure 2.  

Essentially NZTE’s strategy focuses on diversified and value-add companies in the $3 million to 
$300 million range because that is where NZTE has demonstrated it can make the biggest 
difference. However there are still some large primary sector commodity companies that NZTE and 
MFAT continue to offer practical assistance to when asked, in particular in-market support with 
partner selection, distributors, agents and customers. 

Figure 2: F700 customers by international revenue 

 

 

The F700 portfolio is weighted towards information communications technology (ICT), high value 
food and beverage (F&B), specialised manufacturing companies and services. This reflects NZTE’s 
ongoing commitment to grow a diversified value-added economy. Figure 3 shows a breakdown of 
F700 customers by NZTE’s sector groupings.  

  

                                                
4 More information on NZ Inc can be found on pages 6 and 11-12.  
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The investment team has two focus areas. Firstly, the investment team links early stage companies 
to the New Zealand Venture Investment Fund, angel investors, as well as other venture capital 
funds and sources of investment. Secondly, the investment team looks for investors wanting to 
relocate businesses to New Zealand, or invest in ‘greenfield’ (totally new) or ‘brownfield’ (adding to 
existing businesses) propositions. In all cases, the investment team works with regional economic 
development agencies, and assesses the degree to which the investment benefits New Zealand. 
There is a strong focus on attracting investment that introduces much needed capital and new 
technology, creates jobs and leads to export growth.  

There are currently 132 investment opportunities being pursued at a value of $4.8 billion5. Fifty of 
those deals are in the ICT sector, 27 in manufacturing, 24 in F&B, 20 in services, and 19 in 
infrastructure. 

NZTE helps to attract high quality investment in seven key sectors  

NZTE concentrates on sectors where it can have the greatest impact: where there is investor 
demand, where New Zealand has a clear competitive advantage and where there is economic 
benefit to New Zealand. These focus sectors are infrastructure, F&B, ICT, high value manufacturing, 
tourism, natural resources and primary production. NZTE is also supporting the development of the 
Māori economy, upskilling Māori companies to make them investment-ready and to unlock the 
potential of Māori land assets. This activity is spread across New Zealand’s regions, supporting 
regional economic development.  

NZTE does not involve itself in attracting investors into the housing market, and keeps away from 
the sale of sensitive land. NZTE is also less interested in business as usual mergers and 
acquisitions, which have no net gain to New Zealand. 

NZTE is focused on building a pipeline of investment opportunities to ensure investment deals keep 
flowing in years to come. The total pipeline currently contains opportunities valued at $5 billion 
which are expected to be completed in the next two to three years. Greenfield investment projects 
present particular challenges including long timeframes (18 months or longer) and low probability of 
success (5% - 10% success rate).   
 

Attracting overseas investment is a cross-agency activity (NZ Inc) 

NZTE collaborates with MBIE, MFAT, the Treasury and Callaghan Innovation to attract high quality 
overseas investment, and accelerate research and development (R&D) activity and growth 
throughout New Zealand. These agencies aim to deliver new productive investment into the New 
Zealand economy. An example of a NZTE-led NZ Inc project is an initiative to attract investment into 
the tourism sector, currently called Project Palace. This initiative focuses on encouraging new 
private sector investment into hotels, addressing the forecast shortfall of 2,390 New Zealand hotel 
rooms by 2025. 

4.3 Supporting the regional economy 

NZTE collaborates with regional economic development agencies to build investment 
capability and promote investment opportunities  

NZTE and other government agencies have developed a Regional Investment Attraction Strategy to 
ensure an aligned and coordinated approach to attracting investment. NZTE works with regional 
economic development agencies to build capability, and develop and promote opportunities for 
each region. The agencies are a core part of NZTE’s regional network, and are co-located with 
NZTE in Auckland, New Plymouth, Napier, and Nelson. 

New Zealand’s diverse regions and sectors can offer unique advantages to investors looking to 
establish new operations, such as building new research and development or manufacturing 

                                                
5 Pipeline as at September 2017 
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facilities. NZTE has developed 15 individual regional investment attraction profiles with regional 
economic development agencies, to showcase investment opportunities to potential investors. 
NZTE’s ongoing role is to connect investors to such regional opportunities and provide funding for 
feasibility studies. There are currently 77 regional projects underway with an expected investment of 
$4.1 billion.  

NZTE provides services to support the growth and development of New Zealand 
businesses through the Regional Business Partner Network  

NZTE and Callaghan Innovation jointly fund the Regional Business Partner Network which helps 
New Zealand businesses innovate and grow by making it easier to access early stage business 
support. The network is made up of 14 organisations nationwide, known as Regional Business 
Partners (RBPs). These organisations include a mix of regional economic development agencies 
and Chambers of Commerce. The RBPs employ advisors who are available to help business 
owners and managers identify opportunities for business growth and to access expertise and 
mentoring. The advisors provide advice, referrals and connections. From 1 July 2016 to 30 June 
2017, NZTE contributed $4.1 million towards RBP advisor fees. 

NZTE offers Capability Development Vouchers through the RBP Network. The vouchers are issued 
by the RBP advisors and are available for businesses to use as partial payment towards the cost 
(up to 50%) of capability development and training. From 1 July 2016 to 30 June 2017, RBP 
advisors issued 3,500 vouchers with a combined value of $5.9 million.  
 

NZTE leverages special events to promote New Zealand companies  

When significant events or opportunities that support New Zealand’s export growth occur in New 
Zealand, NZTE collaborates with other New Zealand agency partners to secure and capitalise on 
New Zealand’s profile and connect New Zealand companies with international influencers. Events 
leveraged in 2017 include: the British and Irish Lions Rugby tour, New Zealand Techweek, Fieldays 
at Mystery Creek in Hamilton, and the New Zealand Golf Open in Queenstown.  

NZTE also supports regional events for exporters that are organised by other agencies that engage 
with the New Zealand business community. Event partners can include Business New Zealand, 
Export New Zealand and Chambers of Commerce. These events typically focus on seminars for 
exporters, networking and collaboration and business award ceremonies. 

4.4 Supporting the Māori economy 

In recognition of the growth rate of the Māori economy, particularly Māori small and medium-sized 
enterprises, and the post-Treaty-settlement environment, NZTE has a strong focus on the Māori 
economy. 
 

NZTE’s Māori business strategy is integrated into NZTE’s overall strategy  

NZTE has a portfolio of 179 Māori customers, including 42 F700 customers. NZTE’s dedicated 
Māori business team specialises in engaging with a wide range of Māori businesses, finding 
ambitious Māori exporters to bring into NZTE’s portfolio, and creating impact for those customers in 
international markets.  

It also reflects the focus on diversified and value-add parts of the economy. NZTE plays an active 
role in He kei kai aku ringa (HKKAR), the Crown-Māori Economic Development growth partnership. 
NZTE works closely with HKKAR partners, including MBIE, Te Puni Kōkiri (TPK), the Ministry for 
Primary Industries (MPI), the Treasury, and Callaghan Innovation to support best practice to grow 
Māori companies. This growth contributes to the regional economic development goals in priority 
regions across New Zealand. NZTE also collaborates with partners to support Māori customers’ 
participation in both out-bound and in-bound Ministerial visits and trade missions to priority markets 
across the globe.  
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NZTE is facilitating investment into Māori companies and organisations   

In 2016/17, NZTE identified that investment readiness was lacking in many Māori companies, and 
developed an investment-readiness programme, Te Aukaha. Te Aukaha brings together local Māori 
companies and regional investment experts, enabling the companies to learn more about the 
capital-raising process, discuss approaches to assessing investment opportunities, and explore how 
investment can enable their growth aspirations. To date the programme has been run in Nelson, 
Rotorua, Gisborne and New Plymouth.    

 

5 How we operate 
 

NZTE delivers wrap around services and connections based on individual customer need through 
its New Zealand-based customer managers and investment managers and its international network. 

 
5.1 Domestic Services 

NZTE offers a range of capability services which focus on assisting Focus, Build and Start 
customers with their business plans and helping them understand how to build their capability to 
grow internationally.  Depending on their category, customers can access services that range from 
assistance with governance and strategic leadership, to courses and tools to help navigate digital 
technology developments and initiatives that focus on market development.   

In April 2017, NZTE launched Export Essentials, a new service designed to help early-stage 
exporters learn the fundamentals of becoming a successful export business. Export Essentials 
consists of online guides that cover the basics of exporting as well as a hands-on workshop. The 
two-day, collaborative workshop allows participants to learn proven methods for successful 
exporting and leave with practical tools that they can apply directly to their business. Other services 
offered are described in Appendix 3. 
 

5.2 International Network 

NZTE uses its in-market presence and local knowledge to grow and connect customers  

NZTE has 268 employees in 40 international locations which are grouped into seven regions. 
NZTE’s sites also share services with MFAT and other NZ Inc partners. Further information on 
NZTE’s international network and its regional focus areas is included as Appendices 4 and 5.  

NZTE’s global presence gives New Zealand companies a bigger footprint on the world stage than 
they could afford themselves. NZTE’s international teams help customers find distributors and 
investors, navigate local regulations and ways of doing business, and introduce them to potential 
partners and customers. The international teams work closely with the New Zealand-based teams to 
wrap around the customer to help them grow and succeed internationally. The international team 
assists companies with market entry, market growth, and market development services. Facilitating 
customer participation in events and trade missions, in-market introductions and provision of 
language services are other important parts of the services offered by NZTE.  

NZTE also conducts business leveraging activity at international events, collaborating with other 
New Zealand agency partners to leverage New Zealand’s profile and diaspora in international 
markets, and capitalise on special events or opportunities that support New Zealand’s export 
growth. Events leveraged in the past include the America’s Cup 2013 in San Francisco, and the 
Rugby World Cup 2015 in the United Kingdom. Future events currently being considered for 
business leveraging activity by NZTE and NZ Inc partners include the Rugby World Cup 2019 in 
Japan, and Expo 2020 in Dubai. Further information on Expo 2020 can be found on page 11.    
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5.3 International Growth Fund   

NZTE co-funds projects aimed at growing customers internationally    

The International Growth Fund supports high-growth businesses to carry out additional market 
development and business capability activities required for internationalising and growth in new 
markets. F700 companies and coalitions are able to access 40% co-funding for projects that will 
have a positive impact on the New Zealand economy, based on a co-investment business case. 
NZTE does not provide any funding to companies that earn over $500 million export revenue as 
they are generally already well-resourced. 

NZTE’s customers can apply for up to $600,000 every three years to co-fund projects such as 
developing new markets. Customers can also apply for up to $100,000 in co-funding of market 
validations, which enable companies to explore a new market or project before committing more 
resources. This forms part of NZTE’s wider engagement with NZTE’s F700 customers.  

To ensure robust, quality projects that provide high growth outcomes for the companies and New 
Zealand, NZTE manages a healthy pipeline of prospective cases which is deliberately 
overcommitted to take into account natural attrition rates. The current pipeline sits at $52 million 
against an approval target of $30 million. 
 

Over $1 billion in realised direct economic impact 

NZTE regularly reviews completed projects and as at 30 June 2017, over $1 billion in realised direct 
economic impact (return to the economy through increased profits, wages and supplier spend) has 
been achieved since 2009. The actual return to the economy from customers’ completed projects in 
the last five years was $6.10 to $1 of investment, above the target of 4 to 1.  

 

6 People 
 
People are central to NZTE – its mind set, capability and knowledge. Over the last 18 months NZTE 
has developed a new leadership model, implemented NZTE’s learning framework, become even 
more ambitious about employee engagement, and strengthened the team through increased 
diversity and inclusion. The result of which is a highly agile organisation.  

NZTE’s employees are highly engaged 

Over the last seven years, NZTE has lifted employee engagement from 69% to 82%, now the top 
ranking agency in the public sector. This is crucial as most NZTE employees (75%) work directly 
with its customers. High employee engagement translates into high customer satisfaction.    

NZTE is increasing its diversity and inclusion  

A diverse talent pool makes NZTE’s global team stronger with customers benefiting from real 
diversity of thought and ideas. NZTE’s diversity and inclusion goals focus on increasing the overall 
awareness and inclusion towards all employees, and making NZTE more relevant to Māori, 
recognising their special role as tangata whenua of New Zealand. Another important goal is to have 
more women in NZTE leadership roles, reflecting a ratio of 40:40:20. This ratio aims for 40% of 
leadership roles being held by men, 40% being held by women and the remaining 20% able to be 
held by either men or women or a mix of both. NZTE has achieved this target in five of its seven 
leadership groupings, including the leadership team and Board.   

NZTE is continually improving its capability to respond to the needs of Māori companies and 
contribute towards better outcomes for Māori. Over the last four years, 470 domestic and 
international staff have attended Kia Kaha, NZTE’s marae-based education programme that 
explores Māori business and culture. 





 

 11 

NZTE has also been able to measure indicative job creation numbers for its customers. For 600 
customers where NZTE has FTE data, from 2014-2016: 

 Approximately 11,000 full time equivalent roles have been added (125,000 to 136,000) 

 The Auckland region added the greatest number of jobs, with an additional 6,800 FTEs 

 The Canterbury region added 2,000 jobs, or a 12% increase 

 The manufacturing sector added the most jobs, 5,000, or 9% 

 The ICT sector had the greatest growth percentage, 18%, with an additional 3,000 FTEs. 

 

9 Work with NZ Inc Partners 
 
Agencies work together as NZ Inc to grow New Zealand  

NZTE’s philosophy is that it works for ‘a cause, not an institution’, and the cause is growing New 
Zealand. For this reason, the integrated NZ Inc work programme is highly valued and crucial for 
long term results.  

NZTE is a delivery agency and a large amount of its work is intertwined with, and influenced by, that 
of other agencies’. Through NZTE’s relationships with customers, NZTE has a key role in raising 
issues and facilitating the transfer of knowledge and information between companies and other New 
Zealand agencies. Some of NZTE’s key NZ Inc partners include: 

 MFAT – develops trade policy, negotiates market access and entry, and Free Trade 
Agreements  

 MPI – grows and protects New Zealand, and unlocks the constraints for growth, 
infrastructure, access, and regulation  

 Callahan Innovation - accelerates the commercialisation of innovation  

 MBIE – provides the foundations for economic development.  
 
Major initiatives NZTE works closely with NZ Inc partner agencies to deliver include: 

New Zealand Story  

The New Zealand Story (NZ Story) has been developed to define New Zealand’s ‘point of 
difference’ on the international stage, and provides a platform for the advancement of New Zealand 
storytelling in international markets. NZ Story’s marketing toolkit includes key messages, imagery, 
video, music and guidelines for the private and public sector to tell New Zealand’s story. It is funded 
by six agencies (NZTE, MFAT, Education New Zealand, Tourism New Zealand, TPK and MPI) and, 
while housed within NZTE, is governed by an independent advisory board. The NZ Story Group 
provides a separate Briefing for the Incoming Minister which contains further detail.  

Expo 2020 

New Zealand will participate in Expo 2020, held in Dubai, United Arab Emirates from October 2020 
to April 2021. Expo 2020 is expected to attract 25 million international visitors and will provide a 
springboard to promote New Zealand as an innovative, trusted, open partner that is easy to do 
business with, and willing to creatively solve problems with a fresh perspective. 

NZTE is the project delivery agency, although the multi-year funding for Expo 2020 will come from 
Vote Foreign Affairs and Trade. NZTE will host the Office of the Expo 2020 Commissioner-General, 
the legal entity responsible for the delivery of Expo 2020, in New Zealand’s Consulate-General in 
Dubai.   

Government to Government Know How (G2G) 

G2G was established in 2014 to support a new income stream through the sale of New Zealand’s 
state sector expertise to foreign governments. G2G is a limited liability company and treated as a 
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joint venture between NZTE and MFAT. Examples of G2G initiatives include  
 

 and a teacher training programme run by New Zealand Universities for 
vocational teachers and principals from Indonesia.  

G2G acts as a business development arm for the state sector, while creating business opportunities 
for New Zealand services exporters. Since inception, G2G has generated an income stream of 
$17.66 million spanning 23 contracts across nine countries. 

Te Hono programme 

Established in 2012, the Primary Sector Bootcamp (renamed Te Hono in 2014) aims to lead and 
encourage the diversification of the primary sector by developing companies that can add value to 
volume. Participants include meat, seafood, dairy, fruit, and wool fibre companies and Māori 
corporations. Te Hono focuses on scaling trust, lifting capability of participants, and delivering 
programmes of action. A key service offered by Te Hono is the customised, weeklong Bootcamp 
executive education programmes held at Stanford University. Current funding partners include 
MBIE, MPI, TPK, Callaghan Innovation, the Department of Conservation, and NZTE.  

Te Hono participants strongly advocate for the need to care for New Zealand’s environment, 
protecting New Zealand’s clean green environmental story that is at the heart of our international 
reputation, and a competitive point of difference internationally for the primary sector. Te Hono is a 
forum where the interests of business, the environment, trade, growth and markets all converge.  

Investment attraction taskforce 

The Investment Attraction Strategy was launched in October 2015 to attract high quality overseas 
investment and accelerate growth throughout New Zealand. The strategy is driven by a cross 
government taskforce of NZTE, MBIE, MFAT, the Treasury and Callaghan Innovation. NZTE is 
responsible for the secretariat and provides the chair of the Investment Attraction Taskforce. 

Saudi Arabia Food Security Partnership Project  

As the operational arm of trade development, NZTE has worked with MFAT to deliver the Saudi 
Arabia Food Security Partnership project since its inception in 2013. NZTE has been responsible for 
the management of the contract for services since March 2014. The Lead Provider under the 
funding agreement with NZTE is Brownrigg Agriculture. The contract for services value is $7.5 
million made up of $6 million under the 2013 agreement and $1.5 million for the 2014 air shipment.  

The only incomplete part of the project is an abattoir. The construction has been completed in New 
Zealand and awaits shipment to Saudi Arabia, pending the approval of necessary regulatory permits 
from Saudi authorities. 

 

10 Change and next steps 
 
Over the last six years, NZTE has been driving a process of transformation to deliver an 
organisation that is capable of making a difference for New Zealand. This process has been steered 
by three independent Performance Improvement Framework reviews run by the State Services 
Commission. The core of the transformation has centred on defining and clarifying NZTE’s purpose 
and strategy. This has resulted in a shift from providing generic support widely to delivering a more 
impactful, focused and in depth service that better contributes to a diversified, value add economy. 

NZTE is nearing the end of the third stage of its transformation programme, named Ascent. The 
time is now right to create the strategy for the next stage of NZTE development. We have a number 
of ideas to continue growing export companies and attracting high quality investment for the benefit 
of New Zealand. We look forward to gaining your perspective on these matters and working 
together to meet your goals to build a better New Zealand. 

Withheld under sections 6(a), 6(b)(i) and 9(2)(b)(ii) of the Official Information Act 1982
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Appendix 1: NZTE’s Board 

 
 
Andrew Ferrier (Chairperson) – term ends 31 July 2018 

Charles Finny – term ends 30 April 2018 

Carmel Fisher – term ends 30 April 2020 

Robin Hapi – term ends 30 June 2018 

Jennifer Kerr – term ends 31 May 2019 

Wayne Norrie – term ends 30 April 2018 

Charlotte Walsh – term ends 30 April 2018 

 
 
 
Carolyn Tremain (Acting CE, MBIE) or her delegate, Paul Stocks (Deputy Chief Executive, MBIE – 
Labour, Science and Enterprise); and Brook Barrington (CE and Secretary, MFAT) are advisors to 
the Board. 
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Appendix 4: NZTE’s international network 

 

 

 

  








