
Diamond Transformation Program  

 A comprehensive roadmap that focuses on growing our network capabilities, 
stimulating sales growth, instilling retail excellence and delivering long term 
success. 
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Diamond Store Accelerator (DSA) program  

 A repeatable approach we are implementing in partnership with our retailers 
that will fast track store-by-store improvements 
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Detailed store analysis, leveraging sales data & shopper insights to create 
site specific improvement plan 

DSA PROCESS 

Activate the levers to fix the basics 
and step-change sales performance 

Accelerated performance uplift through investment in store layout, 
range and ambiance 



Fundamentals needed to win with shoppers 
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The best independent  ‘Diamond standard’ retailers are already differentiated and thriving 

Shopper Insights  
 Today’s shopper wants convenient 

shopping; a global trend true here 
 The 1200 most conveniently located 

supermarkets in Australia 

 The “Buy as you need” shopping 
mission is already > 50% of sales  

 The IGA offer will be tailored to 
meet this need and demand 

 “I want the freshest local product 
possible” 

 Localised range unique to each store 

 “I demand value (I will not trade this 
off for convenience)” 

 Competitive everyday pricing  
 

 Service is still important to grocery 
shoppers 

 Passionate local owners who care 



Convenience – meeting customers requirements 

 MTS Convenience is well-
positioned to grow 
presence: 

 Strong breadth & depth in 
categories that count 

 Leverage world-class 
supply chain 

 National network of stores 
& fulfilment centres 

 Provides solutions that 
remove cost and 
complexity for the 
customer 
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Unorganised 

Organised 

MTS Convenience Revenue Potential 
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 Significant opportunity to expand within the ~$11.5b Petrol & Convenience (“P&C”) 
and Food Service markets 

1 

2 

3 

4 
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NOTES: Foodservice sub-sectors include: 
1. Aged Care/ Nursing Homes, Childcare & Education, Churches & Charities, Prisons                       2. Restaurants, Takeaway, Cafes, Catering, Motels B&B, Bread & Cake Retail 
3. Wholesalers, Other retail, Unbannered Grocery                       4. Business – Professional, Business - Trade/ Mftg, Primary Producers                              5. Pubs / Hotels & Clubs 



2. Consolidation & Sustainable Network Growth 

 Strategic industry consolidation and 
extending footprint is key – recent 
successes 

 Midas – May 2014  

 Liquor Traders / Thirsty Camel 

 Malz 

 Extracting operational efficiencies 
(DC consolidation) and reducing 
CODB  

 Focusing on like for like organic 
growth  
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3. World Class Supply-chain 

 Automation initiatives in NSW on 
track  

 Phase 2 (Split Case - Knapp) 
operational from May 14 servicing  - 
Convenience & Supermarkets  

 Phase 3 (Full Case - Mustang) being 
commissioned in Sept 14 and fully 
operational by Jan 15  - servicing 
Supermarkets & Liquor 
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Full-case (Mustang) 

Split-case (Knapp) 



4. Supporting Independents 

Digital: Expand digital capabilities  

 Launched retailer digital services offering – 
Metcash One 

 Campbells eCommerce to launch early 2015 
 

Training Academy: Building capability across the 
retail network 

 Retailer profiling identified development gaps and 
training needs 

 Training curriculum finalised and being piloted  
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SUCCESSFUL  INDEPENDENTS  

OUTLOOK   



Looking forward  

Good progress is being made towards our strategic priorities  

 Transformation program underway and initial results are pleasing  

 Reinvesting in FY15 in reshaped model will ensure company again delivers 
strong shareholder returns 

FY15 Guidance 

 As indicated at the FY14 Results: 

 FY15 will start a “significant reinvestment phase” for MFG and the Group 

 Additional MFG opex investment estimated at $40m - $45m over FY15 with earnings 
recovery expected in subsequent years as sales growth returns 

 Expect to share further progress on Diamond initiatives at 1H15 results 
(December) 
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THANK YOU 

SUCCESSFUL INDEPENDENTS 


