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Freight - the issue for Tasmanian businesses 
The costs of shipping across Bass Strait have long been recognised as a significant 
economic impact on the Tasmanian economy and businesses. Introduced in 1976 to 
help address the issue, the TFES was developed for larger bulk shipments of goods, 
however it has not kept pace with increased costs.  
 
Additionally, economic activity, markets and consumer behaviour have changed 
significantly since its introduction, and this original structure does not support nor 
address the growing barrier of shipping costs for individual ‘parcel’ freight, which is 
fundamental in direct sales for Tasmania’s small businesses.  
 
The TFES is no longer effective in removing or levelling out the freight disadvantages 
of being on the island of Tasmania. Wine Tasmania’s investigations found that 
Tasmanian businesses (in this case through the lens of wine) pay an average of 35% 
more to send ex Tasmania versus ex Melbourne - to some destinations it is as much 
as 70% higher. 
 
Using wine as an example, sending a dozen bottles from Tasmania to regional SA 
would cost $13.76 more than sending a dozen bottles from Melbourne. The TFES 
rebate would be approximately 80 cents - not coming close to equalling freight costs. 
 
More than 40% of Tasmanian wine businesses are not claiming the TFES due to the 
onerous process and miniscule rebate amount. This is a lost opportunity and 
demonstrates the ineffectiveness of the TFES today. 
 
Eligibility criteria, operation and administration 
The TFES claims process is onerous, presumably developed for large scale, bulk 
shipments with high rebates, and could be easily streamlined, automated and allow 
for multiple claims to be made.  
 
The complexity of claiming the rebate has led to the creation of commercial services, 
which submit claims on behalf of businesses but take a substantial percentage of the 
claim, thereby reducing the rebate amount for the individual businesses it is intended 
to support. 
 
Shipping a single carton of wine can technically be claimed through the TFES. 
However, it is not practical to do so nor does the rebate come close to offsetting the 
freight premium. For wine, the rebate is only approximately 80 cents per carton, with 
each individual parcel/carton requiring an individual claim and detailed information. 
 
Even for large scale palletised freight, feedback from wine businesses indicates that 
the rebate is equal to less than 15% and is not offsetting the freight premium.  
 
Each manufacturer (winery) needs to register every product they use, even though 
there are limited suppliers and many products that are common to Tasmanian 
businesses (such as glass bottles for wine businesses). If a new glass bottle shape is 
released, every wine business needs to add it to their list of claimable products. This 
requires each to get a signed form from the manufacturer and a different signed form 
from the local distributor. Having a streamlined process, centralised register or 
certification of key and common suppliers would reduce the time and compliance 
burden. 
 
Why does it matter? 
Wine Tasmania’s investigations predominantly focused on the major opportunity 
represented by direct/online sales and individual shipments, which are not currently 
serviced or supported by the TFES.  
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The size of the direct-to-consumer opportunity is significant and growing, and this is 
a critical area of growth, diversification, business resilience and profitability. Buying 
direct from producers is a growing global trend and one that has the potential to 
deliver enormous benefit for Tasmania’s regionalised economy and small businesses. 
For wine alone, it is estimated that close to $20M in wine value has been shipped to 
interstate customers over the past year.  
 
Part of changing consumer behaviour includes an expectation for free or heavily 
discounted freight for online purchases, directly impacting the profitability of 
Tasmanian businesses operating in a highly competitive consumer market and with 
limited freight providers/options. The TFES is not currently supporting these 
businesses and is impeding their ability to grow and be competitive. 
 
There is very limited information on the economic and employment benefits of direct-
to-consumer sales for Tasmanian businesses or regional economies in general. Better 
understanding this hidden sector is essential in identifying new opportunities, possible 
barriers and developing long-term structures that support these businesses and the 
opportunities they offer to Tasmania. 
 
Tasmanian businesses are predominantly small and micro and scale. Producing small 
volumes of high quality and high value products is Tasmania’s key proposition and 
likely to be so for the foreseeable future. 
 
In addition to individual shipments, it is also recognised that the increasing costs of 
larger shipments, including palletised wine freight, dry goods (bottles, barrels, labels, 
packaging) and equipment / machinery are a significant burden on businesses, and 
disincentivise businesses processing and keeping their full supply chain on the island. 
 
For some wine businesses, the ~35% freight premium is forcing serious 
considerations, such as moving bottling or other supply chain operations to the 
mainland to reduce freight costs, which may have wider employment and industry 
economies of scale impacts.  
 
With some 60% of Tasmanian wine being sold off-island, the economic impact of 
shipping into Tasmania dry goods and shipping back out full bottles of wine is unable 
to be realised in a price premium and is likely to continue leading to loss of on-island 
supply chains. 
 
Wine Tasmania’s strategic position is to encourage and capture as much on-island 
activity as possible, to build the wine sector’s important presence and investment in 
regional communities and associated regional employment. 
 
Alternative freight options  
Wine Tasmania’s research identified the opportunity to investigate a hybrid shipping 
model, with parcels consolidated in Tasmania prior to shipment, enabling cheaper 
bulk (palletised) transportation across Bass Strait and into Melbourne, where they 
would enter efficient and competitive existing distribution networks for end delivery.  
 
Wine Tasmania identified two potential models, noting that further exploration of 
logistical, timing and economic considerations would be needed to determine the 
viability of either - (1) consolidation of packages in Tasmania to be palletised and 
shipped 2 or 3 times a week, or (2) development of a Tasmanian co-op (or private / 
public partnership) third party logistics (3PL) supplier.  
 
Further investigation since this time has been undertaken through the Tasmanian 
Export Freight & Logistics Advisory Service, with a business case submitted to the 
Tasmanian Government by Northern Tasmanian Development Corporation to pilot a 
freight consolidation model. Wine Tasmania supports this consolidated freight model 
being progressed. 
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