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Baja. On blueberries, we are finishing up
from Chile and are about to begin  with
excellent blueberry production from
Florida, followed by North Carolina,
California and Oregon.

PSD: Sun Belle announced last year its
Western Hemisphere rights to the Erika
variety of raspberries. How is that going?

JH: In 2009 we started propagating Erika
raspberries in Mexico. We expect to have
product to sell during the 2010-2011 sea-
son. The Erika plant itself is still under
USDA quarantine in the United States
but should be released in 2011. We are
currently evaluating growing options
with producers on the West Coast and
elsewhere in the United States. 

The Erika raspberries are stand-outs;
they are tremendously flavorful, with a
vivid red color and large size. They
hold their shape and don’t break down
in transit. 

Just last month, in March, I was privi-
leged to travel to our farms in Mexico
with our key Erika team from three
continents and five countries. Two

plant experts from Hargreaves Plants in
the UK, three experts from Sant’Orsola
in Italy, including Erika’s breeder, our
team of plant geneticists led by Nicole
Hewstone, my partners Julio Giddings
and Patricio Cortes, and our Mexican
teams of agronomists,  met together for
several days under the hoops and in
extended conversations on  optimizing
growth of this variety in Mexico. These
meetings about the Erika raspberry
illustrate what we at Sun Belle do very
well—we are detail-oriented, we are
collaborative and we plan and work
hard to meet and exceed the expecta-
tions of the marketplace. That certainly
was the case with the Tupy blackberry;
I am confident we will do the same
with the Erika raspberries and the many
berry varieties from Georgia, Arkansas,
New York, Brazil and Italy that we are
now working on.

PSD: What other new developments
have there been at Sun Belle?

JH: For the 2009-2010 season we
decided to open our own Sun Belle dis-
tribution facility in Los Angeles which
has done an excellent job taking care of
customers in the Southwest, West,
Northwest and Western Canada. We
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‘Express Cut,’ ISAA will also be launch-
ing In-Store ‘Express Clean,’ a safe and
effective way of cleaning and disinfect-
ing the ‘Express Cut.’ We feel that our
simple and safe processing and cleaning
system will change the way pineapple is
processed today!

PSD: What would you say makes your
product unique?

SA: What makes the In-Store ‘Express
Cut’ unique is the all-in-one patented
hands-off process. Unlike other coring
equipment, the additional step of cutting
off the top and tail is no longer required
as the ‘Express Cut’ accomplishes this
quickly and safely in one easy process.

When you cut with an ‘Express Cut,’ you
get the product that you want quickly,
without excessive handling or transfer-
ring from one machine to another. This
means less labor and a more consistent
piece of fruit in half the time! 

The ‘Express Cut’ is unique in that it offers
a completely tool-less piece of equipment
which allows the operator the ability to
process a variety of sizes of fruit by per-
forming a few simple adjustments. No
tools required! Retailers and processors
have found that they require a fraction of
the labor while exceeding the production,
without ever touching the cut fruit!

PSD: Who are your target end-users?

SA: When we first engineered the

In-Store Advanced Automation (Con’t. from p. 1) ‘Express Cut,’ we started by focusing on
the food processing industry.
Functionality and speed were major
issues which gave way to expensive pro-
duction costs. By engineering a preci-
sion piece of equipment that exceeded
expectations, we found that the ‘Express
Cut’ had found a home with an excep-
tionally broad spectrum of users. A large
demand has come from the retail sector
that wants to offer their customers the
freshest cut fruit available and is com-
mitted to cutting in store. With the
‘Express Cut,’ they now have the oppor-
tunity to offer their customer a finished
product that is consistent in size and
quality while reducing labor costs.
Equally we have seen a high demand
from processors who are looking to
reduce their costs while increasing the

quality of their product offering!

PSD: Tell our readers about your trade
show objectives. 

SA: We are very excited about the upcom-
ing year and the plans we have to intro-
duce ‘Express Cut’ and ‘Express Clean.’
We feel that United Fresh is an ideal
showcase to demonstrate the speed, preci-
sion and cost effectiveness of the ‘Express
Cut’ to retailers, wholesalers and proces-
sors. In addition, we are looking to develop
a network of sales agents that will work to
bring the In-Store ‘Express Cut’ to mar-
kets domestically and around the world. 

For more information, contact Stephen
Albanese at 905-738-0775 or stop by
booth 129.

also were fortunate to hire berry indus-
try veteran Bobby Price late in 2009 to
spearhead our sales efforts for blueber-
ries, blackberries, raspberries and red
currants on the West Coast. This was an
important step because it replicated on
the West Coast the hands-on style and
work that is the hallmark of Sun Belle’s
distribution efforts and sales throughout
the world.

PSD: Chile was rattled by one of the ten
largest earthquakes ever recorded this
year. How did that affect Sun Belle’s
operations in Chile?

JH: Obviously such a momentous natu-
ral disaster disrupted the lives of mil-
lions of people in Chile. However, Sun
Belle Chile in Santiago was open for
business on Monday morning, two days
after the quake hit, and air and sea ship-
ments of Sun Belle berries to the United
States, Europe and Asia resumed within
a week of the earthquake. Chileans are
a most extraordinary people; our
Santiago staff still walks up eight
flights of stairs to the office since the
building shifted a bit and the elevators
have not yet been repaired.

PSD: Do you have any other observations

of the 2009-2010 season?

JH: This season again proved how
important it is to be connected with the
world, to be on top of all the details of
the business, both in the markets and in
the growing areas. Sun Belle Inc. takes
its responsibilities to its growers and to
its customers very seriously. We are
constantly monitoring and evaluating
information to make sure we continue
to provide excellent value and serv-
ice—meeting commitments to our cus-
tomers and providing fair value to both
customers and the growers. That
approach is why Sun Belle Inc. has
grown so steadily these past 24 years
and why we’ve been able to bring on
new growers, develop new products and
meet the needs of existing and new cus-
tomers all over the world. Sun Belle
Inc. intends to remain a best of breed in
all aspects of the business, from the
selection of varieties, to their propaga-
tion and development, to commercial
development, to food safety and cold
chain management and to excellence in
marketing and distribution.     

For more information, contact John
Hedges at john@sun-belle.com, call 708-
343-4545 or stop by booth 1160.








