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Faroe Fish Market passed its second year in operation with revenues up almost 20 percent although traded
quantities decreased slightly during 2006—an impressive performance that may owe much to the auction’s

special emphasis on teamwork.

T MAY BE ARGUED that most
I successful businesses will pride them-
selves on good teamwork, yet exactly
good teamwork appears to be one of the
very key factors behind the increasingly
upbeat outlook for the newly restruc-
tured Faroe Fish Market (FMF). Dur-
ing a second year in operation under its
reformed shape, the sh auctionsannual
turnover increased by a fth in twelve
months, from 540m to 637m dkk (from
72.5m to 85.5m eur).

Not that this business growth was
due to any leap in landed quantities,
quite the contrary: traded volumes slid
from approximately 45,500 metric tons
in 2005 to 43,500 mt in 2006. That said,
international market prices, notably the
price of cod and haddock, did soar.
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In fact, pretty much everything in-
dicates that the launch of the new FMF
has been nothing short of a rampant
success. The whole process of setting
up a new trading system has turned out
much smoother than we d imagined,
said FMF managing director Jens C.
Olsen. Effective coordination and good
teamwork are crucial, he added.

Basically, three different groups,
each with its own special interests, to-

gether form the cooperative component
system of which the FMF s business
framework consists: sellers i.e. shing
vessels; purchasers i.e. processors/trad-
ers; and an intermediary i.e. the sh auc-
tion itself. Ensuring the best possible
communication, coordination and coop-
eration between the three parties that
make up the market has been a priority
from day one, Mr Olsen said.

To achieve this we have had a num-
ber of brie ngs and exercises to make
sure every FMF employee got a good
grip on their own part as well as a com-
prehensive understanding of how this
system is put together. From the begin-
ning, we have stressed the importance of
not merely keeping good working rela-
tions between management and staff but

Left to right, back row: managing director
Jens Chr. Olsen, Ann-Britt Johannesen,
Hdégni Hansen; front row: Oddma
Osmundsddttir, Oddva K. Hansen (left);
inshore trawlers, longliners

docked at Toftir (right).

beyond that, really working together as
professionals in a spirit of partnership,
service and responsibility. With regard
to the linkage between sh harvesters
and their purchasing counterparts in this
context, we have stressed the importance
of collaboration in the form of effective
communication at all levels.
Information and communication
technology (ICT) is playing a pivotal
role in the trading infrastructure of the
auction and in the way participants com-
municate. Along with email and SMS
technologies for timely and effective
delivery of data to all relevant parties
whether situated at sea or on land, the
FMF.fo website is used as a platform for
the exchange of information. Likewise,
FMF recently invested in a new ledger
software that enables purchasers and
sellers to log into the bookkeeping sys-
tem to view their balance and print their
invoices or landing speci cations.
Meanwhile, a digital system for
chain traceability in the Faroese sh-
ing industry is about to be implemented
on a national level, involving both the
FMF, the catching and processing/trad-
ing sectors, and other vital links such as
transport and logistics providers, sher-
ies authorities and research institutes.
A number of routines have been
streamlined in order to strengthen the
foundations of the auction, Mr Olsen
said.
The establishment of the FMF just
over two years ago was the result of a re-

Elin Lamhauge, Oskar Joensen (right);
landing fresh cod and haddock at Toftir (left).

form of the national sh auction known
as Fiskamarkna ur F roya. The over-
haul was undertaken at the same time as
legislative changes took place, paving the
way for foreign trading in the market.

Likewise, the relationship between
the sh auction itself and its sea landing
stations was changed, freeing the auction
from the operation of sh landings and
the ownership of assets attached to such
activities. Hence, Faroe Fish Market
(FMF) was formed as a new company
while Fiskamarkna ur F roya was re-
named Landingarmi st F roya;itop-
erates two sh landing stations, the one
at Toftir and the other in Klaksv k, and
is owned by local labor unions and the
Faroe Fishermens Union (FF) together
with a seafood processing company.

As to the ownership of the FMF,
this is split 50/50 between the Landing-
armi st F royaand the Association of
Faroese Fish Producers (F roya RE ska-

seljarafelag). The auction was originally

FAROE FISH MARKET
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E-Mail: fmf@fmf.fo
Tel.: +298 414141
Fax: +298 414142

Managing Director: Jens Chr. Olsen

Fresh sh market daily auctions at 10
am. Accessible through telephone and/or
internet for domestic and international
purchasers. Selling for domestic

and international shing vessels.

Main species: cod, haddock, saithe
(pollock/coley), red sh (ocean perch), ling,
tusk (brosme), blue ling, wolf sh (ocean
cat sh), whiting, monk sh, halibut, turbot
(Greenland halibut), lemon sole (dab),
plaice and more.

2006 total sales quantity: 43,500 tonnes
(raw sh); 35 percent of total landings of
fresh sh in the Faroe Islands (exclusive of
pelagic sector).

designed to secure fair price for the sh
on the one hand and equal opportunity
for sh purchasers on the other.

It worked well during the rst years
but it became necessary to restore the
original idea, which is why the structure
was reformed. I think most people agree
that the new system is not just working
according to the plans, it s actually work-
ing better than many of us were expect-
ing for the rst period of time.
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