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If J&P Turner (Fresh Direct) acquires T&G Fresh, the effects on growers would be 
material, structural, and long-lasting. The deal would reduce New Zealand’s national 
full-service wholesalers from three to two, giving the merged Fresh Direct–T&G entity 
and MG Group near-duopoly control over the wholesale fresh-produce pipeline. For 
growers—especially small and regional growers like those in Gisborne—the impacts 
would be felt in pricing, bargaining power, transparency, access to markets, and 
long-term viability. 
 

 Downward pressure on grower prices 
Fresh Direct already has a reputation for aggressive low pricing into 
supermarkets. If they control T&G Fresh’s volumes as well: 

They can push prices down further, knowing growers have fewer 
alternatives. 

Supermarkets can leverage the merged wholesaler’s scale to demand 
lower prices. 

Growers may be forced to accept prices below production costs 
This is the most direct and painful impact. 

 
 Higher commissions and worse trading terms 
 Loss of T&G Fresh’s price transparency 
 Increased vulnerability for small and regional growers 
 Vertical integration disadvantages independent growers 

T&G Fresh grows tomatoes, berries, citrus, and stone fruit. Fresh Direct is a 
wholesaler, so combined, they can: 

Prioritise their own produce 
Allocate shelf space and market access to their own lines 
Reduce promotional support for independent growers 
Influence category pricing using their own volumes 

 
Long-term structural loss of an independent competitor 

Once T&G Fresh is absorbed, it’s gone permanently. This is not just about 
market share—it’s about losing one of the few large, independently controlled 
marketing channels. 

 
On a sperate note: 
Commerce Commission Rules (Cartel Conduct / Misuse of Market Power) 

These rules were mostly set up to curb the control with petrol companies 
dominating the market and controlling prices. This is a blanket approach and not 
fit for purpose for the horticulture sector. This needs to be modified to help 
growers by allowing forms of coordination that lift prices to sustainable levels 
during peak supply season without breaching anti-competitive law. Currently 
growers/marketers cannot coordinate supply or negotiate collectively, while 



large buyers leverage low prices from competitors, pushing returns down and 
often below production cost. Allowing carefully-designed collaboration would 
give growers a way to stabilise an over supplied market. 
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