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VWS
VWS Export-Import 

of Flowerbulbs 
BV is a forward 
thinking family 

company, adapting 
its business to the 
actual and future 

needs in the market 
such as social 

media. 

by Juliette Vila  
Sinclair-Spence

Present
Nowadays in 2012, VWS has 
turned into a family business 
owned by father and son. Exporting 
more than 100 million flower bulbs 
which generates 99,9% of the busi-
ness to more than sixty countries 
amongst others: South American 
countries, Italy, Vietnam, China, 
Japan, Australia, India, Russia, 
Eastern Europe. 
2012 is a special year for VWS. 
They believe that it is thanks to 
their customers and employees that 
they have achieved the 40 years of 
experience needed to be where they 
are today; for which they are grate-
ful and will ‘host a toast’ during the 
Dutch Lily Days with their custom-
ers and employees.

Blooming bulbs  
all year around
VWS main core business is export-
ing and importing top reliable 
quality programmed flower bulbs 
amongst others lilies, tulip, gladiola 
and Irises; - Lilies’ being their main 
product in quantity and turnover 
– they also provide pre/post sales 
service by phone, social media or in 
person; paying regular visits to the 

the bulb business but also the vision 
for the future, together with their 
employees and customers. “Our 
main motto for life and business 
is: We don’t look back, we look 
forward,“ said Piet Sijm.

History 
VWS Export-Import of Flower-
bulbs BV story began in 1972 in 
Egmond, Netherlands when it was 
founded by Voss, De Waard and 
Sijm; specialising in tulips and 
Gladiolus and exporting to four 
countries. In 1983 they established 
a subsidiary in Wervershoof add-
ing lilies to their specialties and 
increasing the export market to 
ten countries. Five years later, in 
1988, Piet Sijm together with his 
wife took over the business and 
centralised their premises in Broek 
op Langedijk increasing their spe-
cialties with Irises and their export 
market to fifteen countries. 1997 
was a year of expansion for the 
company; not only by building new 
premises but by exporting to more 
than thirty countries. In 2000, his 
son Gert Sijm joins the manage-
ment team adding a ‘fresh’ taste to 
the business. 

Piet Sijm – President of VWS - 
welcomes me with a nice cup 
of coffee ready to tell the story 

of his company co-owned with his 
son Gert Sijm – general manager –, 
they not only share the passion for 

40 years of experience 
focusing on the future

 Left to right Piet and Gert Sijm.
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cultivation areas of their customers 
and suppliers to ensure top quality, 
as well as testing the bulbs in-house 
by planting samples of all batches 
and new varieties on the market. 
Also their industrial processes 
are fully automated from wash-
ing, packing to testing; continu-
ously improving their products and 
industrial processes is a must for 
them, in order to comply with the 
quality requirements amongst oth-
ers from the ISO 9001:2008 and 
AEO certifi cation.
Concerning the production of the 
fl ower bulbs for the fl ower industry 
85% is outsourced in Europe 
and the remaining 15% is in the 
Southern Hemisphere (Chile, 
Brazil, New Zealand and France) 
which guarantees their commit-
ment to delivery on time their large 
assortment. “Yes, we are proud 
that we can make bloom our bulbs 
anywhere in the world at any time, 
no matter the season we can always 

guarantee the best quality of bulbs 
and the best services; ready for our 
customers wherever they are,“ said 
Piet Sijm

Worldwide Economic 
situation 
Th e fl ower bulb market is becom-
ing more and more diffi  cult. Based 
on the economic situation world-
wide, many companies in order to 
survive are giving long term credit 
conditions which unfortunately end 
being a ’business killer’, not only for 
the company giving the long term 
–they then are short in cash liquid 
– but the purchaser who might 
choose whom to buy from based on 
credit conditions and not product 
quality, this a dilemma. “Don’t 
depend on one big client and/or 
country, be open and fl exible to 
new developments/trends; listen 
to your customers by understand-
ing their culture and speaking the 
same language, by being a partner 
working together to generate busi-
ness. Th e truth is, when in crisis, 
long term partnerships always work 
best,” said Piet Sijm. As a new year 
lays ahead, their main goal apart 
from providing top quality prod-
ucts, will be achieving the same 
level of business as last year based 
on the current economic situation. 
Last but not least, is a challenge for 
the coming years which is a daily 
concern and they believe will con-
tinue to be for fi tty years is how to 
fi nd motivated hard working people 
willing to work in the fi elds or in 
the production centres as nowadays 

foreigners are doing the job in 
comparison to the local people who 
have a diff erent perception about 
the agricultural business. 

@ Flower Bulb Company 
When talking about promotional 
tools, VWS becomes a trendy 
fl ower bulb company. Th ey not 
only focus on a refreshed website 
and brochure but take the next step 
to social networking by building 
their own online community with 
Twitter, Facebook, YouTube and 
a Blog. Th eir main goal is to be 
there whether it is for their actual 
customers or new ones; publishing 
news, information, developments, 
tendencies, challenges and overall 
sharing knowledge. Since they 
started using the social media they 
have seen an increase in their busi-
ness not only for new customers but 
also for actual customers through 
Twitter and/or Facebook; providing 
information in real time so quick 
response is a must and well ap-
preciated, therefore adapting their 
business to the actual and future 
needs and tendencies in the social 
media market, a strategy not taken 
by many companies in the fl ower 
business.
“To summarize: We are not just a 
company that exports and imports 
fl ower bulbs- we are friendly, 
pleasant, passionate and motivated 
people who listens to you, making 
you feel at home, looking for solu-
tions together with a vision for the 
future with our doors open”, said 
Piet Sijm. |||


