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GROUP MANAGING DIRECTOR’S 

PRESENTATION 
Nick Pritchard 
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REGIONAL BUSINESS UPDATE 

F
or

 p
er

so
na

l u
se

 o
nl

y



International Businesses 

• Strong growth in all of our international regions 

 Region Sales (US$ 
Million) 

Change on 
FY13 

EBITDA 
(US$ 
Million) 

Change on 
FY13 

EBITDA 
/Sales % 

Americas $32.9 +27% $3.0 +43% 9.1% 

Middle East $11.1 +14% $2.4 +26% 21.6% 

China – Internal $38.9 +36%  
$9.0 

 
+18% 

 
19.1% 

China – Other 
Overseas Markets 

$8.3 +9% 
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Australasia 

Region Sales (A$ 

Million) 

Change on 

FY13 

EBITDA (US$ 

Million) 

Change on 

FY13 

EBITDA 

/Sales % 

Australia/New 

Zealand 

$79.9 +4% $1.7 -73% 2.1% 

• Margins declined due to higher raw material and supply chain costs, weaker 

Australian dollar and change in sales mix 

• Restructuring, ERP system implementation challenges and acquisition 

integration affected earnings 

• Considerable progress was made in the Australian transformation 
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STRATEGY 
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Strategic Initiatives 

Create a more focused, innovative, globally collaborative business geared towards 
improving service and leveraging our global scale 

P
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N
 

FOCUSED 

• Brand strategies 
• Product categories 
• New Product 

Development 
• International expansion 

 

INNOVATIVE 

• Incubate R&D 
• Fewer/Bigger/Better 
• Highly measured 
• Process-driven 
• Market-driven 

 

 

GLOBAL 

COLLABORATION 

• Executive Leadership 
Team 

• Operating Rhythm 
• New Products & 

Promotions 
• Brand strategies 
• Knowledge sharing 
• Standardised 

reporting 

IMPROVING 

SERVICE 

• Global planning 
• Measuring service 

company-wide 
• Standard service 

measurements 
• Easy to do Business 

With culture 

LEVERAGING 

GLOBAL SCALE 

• Purchasing e.g. resin, 
international freight 

• Knowledge sharing 
• Supplier selection & 

validation 
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Efficiency & Effectiveness Projects 
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Key Strategies 
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PROGRESS 
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Zone Interiors 
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Everton 
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KEY PRIORITIES 

F
or

 p
er

so
na

l u
se

 o
nl

y



KEY PRIORITIES 

Reducing Inventory 

Executing USA ERP implementation  

Australian Supply Chain 

Refining & Accelerating New Product Development 

Defining Brands & Categories 

International Expansion Model 
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THANK YOU 
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