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2025 Taskforce Secretariat 

From: Peter Maire [peter@tahiainvestments.com]
Sent: Wednesday, 9 June 2010 11:56 p.m.
To: 2025 Taskforce
Subject: 2025 taskforce comments

Dear Don.  
Many thanks for the opportunity to contribute to your second report.  I do not have any “silver bullet suggestions” 
so will stick to commenting on the issues raised in your recent letter.  
 
My comments are naturally biased according to my experience as a technology based, manufacturing exporter. I 
was the founder of Navman a company that at its peak had sales in excess of $450m and employed 850 staff 
globally. I am a shareholder / director of Rakon (800+ staff and $160m in sales), a director of  Orion Health ($50m 
and 280 staff) and owner of Fusion Electronics (50 staff $20m sales) and Fusion Transactive (55 staff and $20m 
sales).  All of these companies are almost totally export focused and several have operations in Australia.  I have 
experienced success and failure as an investor and as such have quite strong views on the capability of New Zealand 
management in general that I am more than happy to share.  
 
I did not respond to your initial request to provide input to the initial report. I did not initially see much sense in 
addressing the gap with Australia as my past business focus has always been on USA and Europe and I believed that 
New Zealand needed to look to these markers rather than Australia for a solution to lack of income growth. During 
the past two years I have put most of my effort into taking control and rescuing two “minority investments” I had 
made, these are now my two Fusion companies. Contrary to my Navman and Rakon experience, the turnaround of 
these two companies were significantly underpinned by sales to Australia and Asia.   
 
When and why did the income gap with Australia emerge.  
   
I made my first OE trip to Australia in 1972 and landed a job that paid three times what I was making in new 
Zealand, typically the ratio at that time was 2:1, it has in my experience always been a place where you can make 
more money than you can in New Zealand regardless of what your trade may be. I have built several companies in 
Australia over a period of 20 years. Typically these companies were sales, marketing and support, rather than R&D 
focused. We did relocate staff to Australia from New Zealand and from Europe to Australia but seldom from 
Australia to New Zealand.  Typically we found the Australian culture produced more aggressive sales people who 
relocated very successfully into North America. During this period I worked in partnership  with several Australian 
R&D companies but typically I found NZ to be my preferable location to base engineering both on a cost and culture 
basis. These were small companies employing less than 100 staff, differences in income were more or less only 
impacted by the exchange rate rather than market pressures to pay more money to management staff. Where I do 
see an obvious cause for income an gap is with the larger number of Australian companies and Multinational 
companies based in Australia who tend to have higher pay scales due to the large head count they employ and to a 
lesser extent from their need to attract USA and European management to relocate to Australia.  
 
I have not seen any evidence to support the argument that distance to market is any more or less significant in 
either country. Distance to market becomes less of an issue once a company transitions from being an exporter to 
that of a global operator. The true tyranny of distance is often a lack of margin rather than an operational cost and 
can be rectified once the company understands how to implement its own distribution.  This is in my opinion the 
greatest barrier the typical New Zealand small business faces. The solution is education rather than “handouts” but 
it is very difficult to achieve.  
 
Productivity will always be lower in a country of small businesses. This is especially true in NZ where we have a 
culture of “I want to be my own boss” and an ingrained attitude of non cooperation. It has been interesting for me 
to compare Taiwan to NZ since 1989 as Taiwan was a nation of cottage industry companies who DID work together. 
We will not change the nature of the Kiwi small business man but we could make significant improvements in 
growing these small companies by looking at how Taiwan addressed this problem.  
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You were absolutely wrong to play down the Government funded R&D effort.  The $1m R&D investment in Navman 
produced more than $1b in export revenue in less than five years from the start of production. The only mistake we 
made was to give far too many small grants to far too many small companies and far too much money to CRI’s who 
lack the ability to commercialise. What is even more of a crime is how easy it actually is to MAKE a CRI work with a 
company to commercialise R&D. This has been going on in Asia VERY successfully for the past thirty years but 
typically we prefer to loot to the west for the solution to a problem that they do not have in the same way we do. I 
believe the Key Government has got a handle on this issue. I believe it is THE most important issue we could address 
in order to equalise the income gap with Australia. 
 
Good technology can be “sticky” as long as we invest strategically in it and then nurture it.  Brunswick split up and 
on-sold navman to three different owners. The car navigation division was sold to Mitac of Taiwan, the third largest 
PC manufacturer in the world with sales of US$8b in 2009. No Government official EVER made contact with the 
management of Mitac to see if there was they could do to attract more investment from them into NZ.  Altor is a PE 
investor from Finland with $2b under management and now the owner f the largest consumer marine electronics 
company in the world. Navman marine division is a key part of this group. The factory in Northcote was closed in 
March and the team are struggling to keep the R&D based here in NZ. There are no incentives available for an 
offshore company to use as bait so the R&D is gradually moving to USA and Mexico.  
 
My examples may be technology focused however during my time on the board of NZTE I saw  many of the same 
issues repeated in all types of businesses.    To address the income gap with Australia we need to make NZ an 
attractive place to do business and to GROW a business. Our lack of EFFECTIVE human capital is largely due to the 
limited number of large companies who are able to provide effective and relevant on the job, business and technical 
education.  When a company employs 50 people it is typically not wealthy enough to play “educator” in the formal 
sense. When a company employs 200+ people that changes. The role that the  large companies of old time NZ such 
as the Post Office, NZBC, Navy and  Air force once played in technical education was never effectively replaced.  
The Asia countries recognised this need and provide incentives to attract foreign technology companies to establish 
manufacturing, R&D and distribution companies. These became the providers of the practical part of the education 
process.  
Clearly it is more difficult to adopt this sort of strategy in 2010 . it may be more effective to back large local 
companies to adopt more aggressive growth strategies.  
 
 
 
I am happy to share my views on the web site.  
 
I am able to be contacted by email or on my cell phone 021 624 878.  
 
Regards 
Peter Maire 
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