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Pental
At Pental, we drive the growth of our
consumer brands, as well as those we
distribute for others, by leveraging our
fully integrated supply chain and FMCG
expertise

• We are a full end-to-end service
provider of consumer goods in
Australia, New Zealand and Asia
• The Pental tradition of providing
our customers with products of
superior quality continues with
constant product innovation and
improvements
• Wherever you go in an Australian
home you will find products
supplied by Pental
• Pental products – trusted by
families for generations
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Pental Team

Peter Robinson

Mark Hardgrave

Fred Harrison

John Etherington

Jeff Miciulis

Oliver Carton

Non-Executive
Independent Chairman

Non-Executive
Vice Chairman

Non-Executive
Independent Director

Non-Executive
Independent Director

Non-Executive
Independent Director

Company Secretary

Substantial Shareholders

Senior Executive Team

(1)

Alan Johnstone – 22.36 %
John Homewood – 14.24 %
Allan Gray Australia Pty Ltd (2) – 12.14%
Elevation Capital Management LTD – 8.04%
Charlie McLeish
CEO

Neil Godara
CFO

(1)
(2)

As at 21 August 2019
Allan Gray Australia Pty Ltd has a relevant interest in shares held by a number of
investment institutions including Citicorp Nominees Pty Limited, JP Morgan Nominees
Australia Limited and National Nominees Limited amounting to 12.14% of the total issued
capital of Pental Ltd.

3

For personal use only

The Pental Story So Far
Pental brand acquisition
December 2002

Once renowned for our
specialty chemical and soaps
business that started in the
1950’s, Pental has
transformed into a consumer
goods powerhouse, managing
brands covering household,
fabric and personal care, as
well as fire needs.

November 2003

August 2004

April 2005

July 2005

February 2011

January 2013

September 2018
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Pental Business
•
•
•
•
•

Corporate office in Melbourne
Marketing iconic leading brands
Strong New Zealand presence with strong brands and market share
National sales structure and field support
Finance team structure capabilities for further growth

Company - owned manufacturing and warehousing base in Shepparton
• 120 employees
• Modern manufacturing plants with highly skilled operators
• On-site warehousing capacity of 8,000+ pallets
• State-of-the-art warehouse management systems
• Quality management systems (ISO 9001)
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Delivering Our Strategy
Value Added
Projects
• Leverage our brand
management expertise to
seek new agency
distribution agreements
• New product categories

Driving Sales
Growth
• Value add promotions
• Defending our position
• Strong customer
relationships
• Key brand focus

Export Market
•
•
•
•

Develop New
Products and
Sales Channels
•
•
•
•

Product Innovation
Fill the pipeline
New sales channels
Margin protection

Grow New Zealand
China strategy
Grow Vietnam
Explore other Asian
markets

Manufacturing
Continuous
Improvement
• Enhance preventative
maintenance processes
• Drive out costs
• Create versatility and
flexibility
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Business Scorecard
Sales Revenue up $24.8
million

No.1 Position
White King Liquid Bleach1
Jiffy Firelighters1
Softly Fabric Care1

UP
32.5%

Indirect wages down

(despite absorbing additional battery business)

(excluding the impact of Duracell)

Debt
Free

agreement with Duracell

$542k

Underlying EBIT
Net Working Capital
down
$1.451 million on FY18

Sales distributorship

Replaced boilers at production

Secured Huggie ranging in

facility providing energy

Woolworths

efficiencies

1 Based

on Aztec data MAT 6/01/19
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Category Management
Personal
Care

Household
Cleaning

Laundry
Care

Fire

Oral
Care

Dishwash

Batteries

*

**

Private
Label
Personal
Care
Laundry Care
Fire Needs

(New Zealand)

Household
Cleaning

(New Zealand)

* Distributor of Pears for Unilever
** Distributor of Duracell for Berkshire Hathaway
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Channels and Customers
Grocery

Commercial and
Distributors

Pharmacy

Others

New Zealand
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Strategic
Progress
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FY19 Operational Performance

Distribution
Improvements

Delivery accuracy up
on previous year

Optimum transport
utilisation with additional
Duracell volumes

Warehouse
Improvements
Successfully and
seamlessly absorbed
additional Duracell volume

100% picking
accuracy warehouse
controls

Manufacturing
Improvements
New energy
efficient boilers
and LED lighting
implemented

ISO 9001 accreditation
achieved

Best in Class
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FY19 – Sales and Marketing

Brand and Product

Sales Performance


Commenced a strategic partnership
with Duracell



We invested in defending market
share and shelf space within all retail
categories



FY19 was a year of brand
consolidation and product innovation.



New product formulations developed
for laundry liquids, dishwashing
liquids and bar soaps





Continued Pental Brand consolidation
strategy with the plan to focus on core
brands. This strategy will result with Pental
having 5 key retail brands to support with
advertising and promotion:
1. White King/Janola
2. Country Life (Australia)
3. Softly
4. Sunlight
5. Jiffy/Little Lucifer

Ensured all trade promotions were
effective



Through market research develop new
products under the key brands that have a
unique difference to the mainstream
discounted suppliers.
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New Categories and Channels
• Duracell distributorship launched efficiently and
seamlessly in Australia and New Zealand in
September 2018 with strong sales and new
channels including Coles Express
• Sixth year of Unilever partnership as exclusive
Australian distributor for Pears, highly recognised
international brand
• New agreement with Chemist Warehouse,
Australia’s largest pharmacy retail chain for Pears
and Country Life Tradie Soap from March 2019
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New Products
• R&D technical resources continue developing
new products for the market as well as
enhancing our current product ranges
• Exploring development of natural, personal
care and home hygiene products
• Continue innovation in toilet cleaners delivering
power and efficacy
• Tendering for private label contracts
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New Zealand Business
• Partnership with New Zealand sales agent
since 2012
• Four brand focus - Janola, Softly, Sunlight
and Little Lucifer with innovative new
products to provide incremental growth
• National local merchandising and sales
team
• 3PL logistics warehouses in Auckland and
Christchurch
• Opportunity to enter new sales channels
• Servicing Progressive (Countdown),
Foodstuffs (Pak n Save), The Warehouse
• Servicing Pacific Islands with export partner
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Asian Export Market
• China: Current sales distribution partner (Silverstone)
continue to grow
• We continue to explore opportunities with large
national distributors to supply products in the personal
care and household cleaning categories throughout
China

China

• Vietnam: Growth project underway after engaging a
key distribution partner based in Ho Chi Minh City
Vietnam

• Thailand: We are exploring opportunities with
distributor in exporting Pental Australian made
products into Thailand
Thailand
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Sales Agency
Partnerships
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Pears – A Unilever Partnership
Partnership Excellence
• Continual collaboration with Unilever
has led to a strong partnership

New
agreement
signed
off in August
2017

• Pental has established Pears as a
major supplier of personal care
products
• Our expertise in sales strategy and
execution has helped drive significant
Pear’s growth since taking over
distributorship in 2013, averaging
between 16-20% pa
• Growth driven through engagement,
innovation and distribution
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Duracell Partnership

Partnership Excellence
•

Australia and NZ battery category approx.
A$201M in annual retail sales

•

New 3 year partnership - distributing Duracell
batteries across Australia / New Zealand
since 2018

•

Implemented a bespoke warehouse fit out,
moved Duracell products to supermarkets,
pharmacies and service stations across
Australia within weeks

•

Managing successful transition from previous
distributor to Pental in a matter of weeks proven capability of partnering major brands

•

Key Duracell customers are Coles, Metcash,
Bunnings, and battery specialities

3-year
distribution
began
September
2018
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Canvassing New Agency Partners
Objective: Client growth and profitability
Improved
Business
Outcomes

• Development of robust market strategies using accumulated
market knowledge and expertise
• Developing strong partnerships through collaboration

Driving
Sales

• Innovative sales strategies
• Sales drivers and motivators
• Sales resources

Supply
Chain
Efficiencies

•
•
•
•

Integrated
Financial
Administration

Best practice warehouse management systems
On-site 8000 + pallet warehouse
Global network
Logistics management, EDI systems for major customers

• Financial resource structure to support and manage growth
• Integrated end-to-end ERP System
• Best practice financial reporting systems
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FY19
Financial
Performance
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Financial Performance
Key Consolidated Income Statement Items
$’000
Gross Sales (GSV)
Trade Spend & Rebates
Net Sales

FY 19(i) FY 18(ii) Change
%
153,986 108,427
45,559 42.02%
(63.43%
(53,540) (32,760) (20,780)
)
100,446 75,667

Trade Spend & Rebates to GSV

34.8%

30.2%

Underlying EBITDA

8,330

7,342

Underlying EBITDA to Net Sales
Depreciation

8.3%
9.7%
(3,316) (3,559)

24,779 32.75%
(4.6%)

988 13.46%
(1.4%)
243

6.83%

Underlying EBIT

5,014

3,783

1,231 32.54%

Underlying EBIT to Net Sales
Underlying Net profit after tax

5.0%
3,451

5.0%
2,602

849 32.63%

Reported Profit after tax

1,921 (27,839)

29,760100.00%

Underlying basic earnings per share
in cents
Reported basic earnings / (loss) per
share in cents
Dividend Per Share in cents

(i) FY19

2.53

1.91

0.62 32.63%

1.41 (20.43)

21.84100.00%

2.00

1.50

0.50 33.33%

 Gross sales up 42.02% & Net sales revenue up
32.75%
 Driven by successful integration of Duracell
distributorship offsetting impact of deep and
overlapping price reduction campaigns in key
segments
 Trade Spend (excluding Duracell) remained in line
with FY18
 Invest to defend market share & shelf space
 Rigorous Cost Control
 $0.542 million savings in indirect wages
compared to prior year driven by restructure in
last year.
 Gas and electricity costs down despite market
rate increases due to energy efficiency
initiatives.
 Brand Impairment $2.185 Million (Non cash)
 Changing market environment and consumer
behaviours
 FY19 full year dividend payout ratio 79.0% on
Underlying net profit after tax (i)

Significant item is $1.530 million (net of tax) impairment on brand names.

(ii) FY18

Significant items include impairment of goodwill $29.446 million and costs relating to resolution of ACCC dispute $1.121 million (penalty and legal fees)
adjusted for income tax. Impairment of goodwill $29.446 million and ACCC penalty $0.700 million are not tax deductible.
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Financial Performance
Key Statement of Financial Position Items
$’000

Jun-19 Jun-18

Change

ASSETS
Cash

246

7,045

(6,799)

Trade and other receivables

17,617

14,517

3,100

Inventories

22,777

10,970

11,807

Property, plant and equipment

22,588

23,688

(1,100)

Other intangible assets

12,501

14,728

(2,227)

268

503

(235)

75,997

71,451

4,546

17,017
336
2,116

11,484
48
1,855

(5,533)
(288)
(261)

3,344

4,357

1,013

22,813

17,744

(5,069)

Other
Total Assets

LIIABILITIES
Trade and other payables
Current tax payable
Employee and other provisions
Deferred Tax Liabilities
Total Liabilities

 Cash movement – refer to
Cash flow analysis
 Working capital requirements
for new distributorship funded
out of existing cash. Pental
remains debt free
 Excluding impact of Duracell
distributorship, working
capital improved by
$1.45 million
 Key Brand Values sustained
due to Trade Spend
Investment e.g. White King
 Renewed focus on debtor
and inventory management.

NET ASSETS

53,184

53,707

(523)
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Financial Performance
Key Consolidated Statement
of Cash Flows Items
$’000

FY 19

FY 18

Change

Profit / (Loss) after Tax

1,921 (27,839)

29,760

Add noncash items (impairment, depreciation,
amortisation and employee share options expense)

5,431

32,983 (27,552)

Change in net working capital

(9,374)

2,665 (12,039)

Other balance sheet movements
Net Cash provided by Operating Activities

(408)
(2,430)

(499)
7,310

91
(9,740)

Capital Expenditure

(2,189)

(8,246)

6,057

Dividend Paid

(2,180)

(3,679)

1,499

Net decrease in cash

(6,799)

(4,615)

(2,184)

 Operating Cash Flow
down $9.74 million due to funding
of Duracell distributorship working
capital
 Excluding impact of Duracell
distributorship, working capital
improved by $1.45 million
 Continuous focus on working capital
management to create opportunity
for further expansion through
distributorships
 The Company remains debt free

Net cash position at the beginning of the period
Net cash position at the end of the period

7,045

11,660

(4,615)

246

7,045

(6,799)

 Dividend payout ratio at 79.0% of
Underlying NPAT
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FY20 Business Outlook
• Highly competitive market
• Market pressure continues
• Strong retailer relationships
• Brand protection
• Competitive and innovative
• Cost out initiatives flowing through to FY20
• Continued focus on productivity improvements
•
•
•
•

Pursuing new distribution opportunities
Unilever partnership
Duracell partnership
New Asian markets
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Thank you

