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About FarmWorks

• Specialist provider of rural services

• Listed on ASX 22 March 2010 (ASX:FWA)

• Peers includes Elders, RuralCo and Landmark

• Strong growth since inception in 2001

• Started as Ag chemical manufacturer and supplier

• Developed into full service network to include:
o Rural merchandise; livestock; finance and property

• Sustainable competitive advantage

• 1500 shareholders and 4700 growers

• Strengthened senior management team

• Preparing for Expansion
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“FarmWorks aims to be the supplier of choice in Key Markets 
by offering critical products to leading producers”
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Industry and Market Overview

• Increasing world population & demand for clean food
o Australia is the “food bowl” for APACo Australia is the  food bowl  for APAC
o Changes in the fundamentals for global food supply

• Agribusiness Market• Agribusiness Market
o Diverse 
o Different geographies
o Various markets and products

• Producers spend in excess of $30b per annum,  $16b in ‘93

• Of the $30b spend, crop chemical accounts for approx. $1.5b
o Includes all crops, not just broadacreo Includes all crops, not just broadacre
o FarmWorks ‐ $55M
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Sustainable Competitive Advantage

Culture Market Structure

Customer focused

Innovative

Flexible

Conquest Agrochemicals 

Vertically integrated

Guaranteed quality

Low corporate o/heads 

Cost effective

Flat managementFlexible 

Nimble 
Guaranteed quality

Independent Agronomy 
services

Flat management 
Structure

Nil legacy issues

End to End Supply Chain Management
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5 Key Strategies

Optimising 
Operational 
Performance

Supply ChainM t

Shareholder 
Value

Supply Chain 
Efficiency

Management 
of Risk

Value

Strategic 
Growth

Policies, 
Procedures, 

People
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Optimisation of Operational Performance
Maximise the efficiency of the current businessMaximise the efficiency of the current business

Drive operational improvements across the existing 
business

Conduct Branch and Agency review in line withConduct Branch and Agency review in line with 
benchmarks

Lower the, cost to serve

Sell more services to the existing client base

Introduction of a ‘Lead and Referral’ incentive 
programme

Review and streamline the Administration, Reporting and 
ITIT processes
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Supply Chain Efficiency
Develop business model to access key marketsDevelop business model to access key markets 

and leading producers

Extract procurement efficiency through the better use of 
capitalp

Review and develop the optimal channels to market

Expansion of the Agency model

Strategic relationship with distributor

Internet sales model
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New Business Growth
Broaden the footprintBroaden the footprint

Expand target market and product base

Expansion into key geographic locations

Strategic acquisition of appropriate targetsStrategic acquisition of appropriate targets

Increase the Ag Chemical product portfolio

Expand the Livestock model into WA, Qld and NTExpand the  Livestock model into WA, Qld and NT

Expansion of the Wool alliance model

Implementation of an expanded Finance and Insurance 
white label products

Implementation of FarmWorks  Asset Management 
divisiondivision

Research of Grain Accumulation model and 
Horticulture products
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Corporate Governance, 
People and Performancep

Cultivating a culture of core values, innovation, customer 
focus and operational excellence f p

Implementation of corporate governance policy and 
procedures

Employee Incentive programme

Agency integration plan

d l d lTraining, development and succession plan

Acquisition benchmark and due diligence plan

Stakeholders communications planStakeholders communications plan
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Management of Risk
Minimise the exposure to key risksMinimise the exposure to key risks 

fa
ll • Improve the geographic 

spread of the business cy • Rolled over finance facility
• Funding model to provide 

ai
nf • Increase the market 

exposure – Horticulture, 
Grain Accumulation rr

en

g p
the required access to 
finance for growth

• Development of a ForexRa • Manage the cost to serve
• Development of new 
product offerings Cu

r Development of a Forex 
management model

product offerings
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Strategic Horizons

ImmediateTIM Optimise existing business M
E

Expansion and implementation of Growth Strategy

0 – 3 yearsELIN

Expansion and implementation of Growth Strategy

0 – 5 yearsN
E

Capitalise on acquisition opportunity, market rationalisation and strategic 
relationships

0  5 years

relationships

Financial Growth Forecasts
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Summary
P i f E iPreparing for Expansion 

l d• Clear strategic direction
• Implementation of growth strategies
• Successfully renewed GE Finance facility• Successfully renewed GE Finance facility
• Overall market indicators improving
• Growth in demand for food globallyg y
• Positive rainfall conditions 
• Higher commodity prices on the back of lower $A
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David Connollyy
Chief Executive Officer

46 Hasler Street, Osborne Park WA 6916
Ph: (08) 9347 0555 Mob: 0427 559 006

dconnolly@fwaus.com.au
www.fwaus.com.au
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