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Improving connectivity in the 
seed potato supply chain
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Potato Supply Chain

PROCESSOR / PACKER

Adding value to product and 
connector to markets 

04

RETAILER / FOOD SERVICE 

Shop front of the industry. 
Representing the image of the 
potato 

05

CONSUMER

UK and international demand 
for potato products 

06

WARE / PROCESSING GROWER

Volume and quality to meet 
consumer demands.

03

SEED GROWER

Commercial and early 
generation growers multiplying 

national seed stocks 4 – 7 
generations

02

MINI TUBER PROCUCER

6 specialist sites for indoor 
production of first-generation 

seed from plant cuttings

01
Connectivity

Science & 
Research 



Leverage 
‘tactical’

Strategic 
Items

‘strategic’

Non-critical 
‘transactional’

Bottleneck 
Items 

‘tactical’

STRATEGIC POSITIONING

Strategic Supplier  

A small number of suppliers that will be in a very close working 
relationship with the buyer. Based on transparency, joint 
communication and sharing of operational information. The 
supplier has sufficient power in the relationship. 

Tactical Supplier 

These suppliers are vital to the day-to-day operation of the supply 
chain. They work with the buyer to maintain costs, lead times and 
quality standards, and in general they work to achieve contractual 
terms

Transactional:

On the spot buying. Relationship is buyer dominated, with many 
suppliers to choose from, and decisions are based on lowest cost 
and best quality. 

FOOD SUPPLY CHAIN 
MANAGEMENT & LOGISTIC-
SAMIR DANI 

SUPPLY RISK 

PROFIT 
IMPACT 

HIGH

HIGHLOW

KRALJIC MATRIX

Supplier segmentation



Nuffield Travel 

KENYA

CHILE

BRAZIL

INDIA

Comparison of developed and new 
world markets

USA 

UK

EU



ENVIRONMENT
Not more, better



MARKETS 
Finding Opportunity



TECHNOLOGY 
Need to find purpose 



Community
Value of certified seed 



Collaboration 
Science in the field 



Opportunities for UK  
agriculture
‘Connectivity is a mindset not a process’

• Strategic supplier segmentation

• Network approach: Markets I Environment I People

• Market driven – connect to consumer

Markets and people 
brought together for 
business and support

NETWORK

Embrace change and 
new generation of digital 
tools

DIGITAL

Connect to science and 
innovators around the 
world

INNOVATION



Thank you
For your attention and time
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