


And consumers seem to appreciate: Riso Scotti exports in over 50 countries, is that right?

52 to be precise, from Russia to the  United States, where we hope to set up  an active commercial and marketing unit
in Los Angeles by the first half of 2008. India and China will follow. It is precisely thanks to our unique and very
promising products that we can carry out our internationalisation strategies. We are becoming a company with a
specific and potentially strong role, recognised by the co  nsumer, which makes us attractive. A rice producer who
remains a company like any other would have greater diffi  culties in accessing new ma rkets and, assuming the
company takes a hold, it would never be able to consol idate its positions through an own commercial and marketing
policy. It would end up forever being put into question.

Let’s take a step back: you anticipate d the move to India and China. Will you really go and pr  oduce rice in the

"enemy’s" backyard, where this food has the basis of nutrition for millennia?

The Indian and Chinese markets will certainly serve as a produc tion base, at competitive prices, for the rice consumed
in the West - especially exotic varieties such as basmati, for which demand is growing but which cannot be farmed in
Italy. In Eastern Europe, on the other hand, we have been ru nning production for the local market for years, with the

aim of moving into the neighbouring mark ets soon. We exported the Scotti model.
When was the “Romania” project born and how did it develop?

What | would not hesitate to call an adventure was decided in  the early 2000s and began to be operative in 2003, when
the first true investments began. The init iative is articulated between several specialist companies, focused on certain
industrial segments: purchasing of fields, cu  Itivation, processing, produc tion of the first diversified products such as rice
cakes and puffed rice and the management of the services centre. Each company is independent but connected and
complementary to the others. There are 5 entrepreneurs w  ho are not only the companies’ general managers but also
partners of the Riso Scotti company, motivated to add value. We are about to close our financial year 2007 as a
significant player in Romania. And from next year we will expand into the neighbouring markets, starting with
Macedonia and Bulgaria. The word Romania will be banished from Riso Scotti: we will be only be talking about Eastern
Europe, which we will treat like an internal market, in which we will produce at lower costs and be able to introduce
ourselves into commercial channels which are not yet monopolized by a large and mature distribution network.
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