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The channels In Foodservice
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QSR: FSR:
Pubs/
Coffee shops

Travel:

Institutional Channels

B&l: (Business and Industry)

Health: Education:

Children from Rutland Street National School
with Mary Hanafin, Minister for Social and Family
Affairs @ Maxwellls

Plus: Other Institutional:



http://www.tridenthotel.com/images/gallery/005.jpg
http://www.google.co.uk/imgres?imgurl=http://www.rjgeib.com/biography/europe/ireland-UK/pub.jpg&imgrefurl=http://www.rjgeib.com/biography/europe/ireland-UK/ireland.html&usg=__aCA9f-gSjwBTBWghWSQKG1In_wE=&h=319&w=507&sz=34&hl=en&start=1&um=1&itbs=1&tbnid=vZM_9CpLtqsfhM:&tbnh=82&tbnw=131&prev=/images%3Fq%3Dpubs%2Bin%2Bireland%26um%3D1%26hl%3Den%26sa%3DN%26rlz%3D1T4DMUK_en-GBGB224GB225%26tbs%3Disch:1
http://www.askpaddy.com/pictures//hotels-dublin-ireland.jpg
http://stuff4restaurants.com/blog2/wp-content/uploads/2008/05/airline-food.jpg
http://www.lisburncity.gov.uk/filestore/images/environmental_services/environmental_health/Lisburn.JPG
http://www.nisp.co.uk/uploads/images/Canteen2.jpg
http://farm4.static.flickr.com/3263/3101621906_50091b348e.jpg

ritnia HOW the research was undertaken

consulting Quantitative: Data supplied by national associations and industry
surveys: including.
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Qualitative: 25 interviews with key Operators in Irish Foodservice,
Wholesalers and Contract Caterers: including.

i

@:rossgar

THE

REZIDOR

HOTEL GROGUP



http://www.bharatbook.com/upload/Euromonitor.gif
http://www.technomic.com/_images/logos/chd_expert.gif
http://www.google.co.uk/imgres?imgurl=http://www.kalatechnology.com/ihf%2520logo.jpg&imgrefurl=http://www.kalatechnology.com/testimonials.html&usg=__xxvNJdymNu9Eo4xqgtAa6rayB0s=&h=157&w=343&sz=107&hl=en&start=2&um=1&itbs=1&tbnid=GHL5c3Brr6A_yM:&tbnh=55&tbnw=120&prev=/images%3Fq%3Dirish%2Bhotels%2Bfederation%26um%3D1%26hl%3Den%26sa%3DN%26rlz%3D1T4DMUK_en-GBGB224GB225%26tbs%3Disch:1
http://www.google.co.uk/imgres?imgurl=https://www.bha-compliance.org.uk/App_Themes/BHA/images/logo.gif&imgrefurl=https://www.bha-compliance.org.uk/default.aspx&usg=__JJUUss-qk-X9yos5_8qatyneBE8=&h=90&w=220&sz=6&hl=en&start=3&um=1&itbs=1&tbnid=doDfOe8JcEM38M:&tbnh=44&tbnw=107&prev=/images%3Fq%3Dbritish%2BHospitality%2BAssociation%26um%3D1%26hl%3Den%26sa%3DG%26rlz%3D1T4DMUK_en-GBGB224GB225%26tbs%3Disch:1
http://www.youngsocialinnovators.ie/fileadmin/user_upload/logos/Gold_Partner_Logos_Aug07/HSE_Colour.JPG
http://www.parishofstluke.net/images/Logos/Schools/belb.gif
http://www.nijobs.com/Logos/Northern-Ireland-Tourist-Board-2234.gif
http://www.google.co.uk/imgres?imgurl=http://www.bedfordrow.ie/images/logo_irishprisonservice.jpg&imgrefurl=http://www.bedfordrow.ie/funding.html&usg=__q66-0gEQmOJ7z-1-ldSuoOBnzmU=&h=82&w=96&sz=4&hl=en&start=4&um=1&itbs=1&tbnid=BySDhWeODnfsWM:&tbnh=69&tbnw=81&prev=/images%3Fq%3Dirish%2Bprisons%2Bservice%26um%3D1%26hl%3Den%26sa%3DN%26rlz%3D1T4DMUK_en-GBGB224GB225%26tbs%3Disch:1
http://www.howardsway.ie/uploads/image/pallas.jpg
http://www.google.co.uk/imgres?imgurl=http://www.footballtradedirectory.com/images/pictures/news-images/compass-group-(page-picture-large).jpg&imgrefurl=http://www.footballtradedirectory.com/news/2010/march/united-agree-catering-deal.html&usg=__hSWCLYe7Cb3IsUkJ5Oef0LDQnvU=&h=450&w=450&sz=15&hl=en&start=6&um=1&itbs=1&tbnid=AlS7c11jjaVo4M:&tbnh=127&tbnw=127&prev=/images%3Fq%3Dcompass%2Bgroup%2Bireland%26um%3D1%26hl%3Den%26sa%3DN%26rlz%3D1T4DMUK_en-GBGB224GB225%26tbs%3Disch:1
http://www.google.co.uk/imgres?imgurl=http://www.dovetail.ie/images/client_logos/aramark_logo.jpg&imgrefurl=http://www.dovetail.ie/clients.aspx&usg=__iY9G_-7sLKrS6DCti9GAS3vt7S0=&h=78&w=141&sz=5&hl=en&start=10&um=1&itbs=1&tbnid=VvdpYyVRhvWdMM:&tbnh=52&tbnw=94&prev=/images%3Fq%3Dcampbell%2BAramark%26um%3D1%26hl%3Den%26sa%3DG%26rlz%3D1T4DMUK_en-GBGB224GB225%26tbs%3Disch:1
http://www.sportsfile.com/winshare/watermarked/Library/SF549/391455.jpg
http://www.google.co.uk/imgres?imgurl=http://www.stemproject.com/pics/img469260e78a071.jpg&imgrefurl=http://www.stemproject.com/crossgarfoodservice/&usg=__B9Fgi5j9urdTWmSmg9gcR0ennLc=&h=140&w=300&sz=29&hl=en&start=3&um=1&itbs=1&tbnid=UNrhlZL-sguQuM:&tbnh=54&tbnw=116&prev=/images%3Fq%3Dcrossgar%2Bfoodservice%26um%3D1%26hl%3Den%26sa%3DN%26rlz%3D1T4DMUK_en-GBGB224GB225%26tbs%3Disch:1
http://www.google.co.uk/imgres?imgurl=http://www.rezidor.com/AnnualReport2007/en/img/print_logga.gif&imgrefurl=http://www.rezidor.com/AnnualReport2007/en/page.php%3Fm%3D510%26p%3D500&usg=__EfW-OXbMW_s1h1ROQpJ19i-jp2A=&h=393&w=1000&sz=12&hl=en&start=1&um=1&itbs=1&tbnid=UFLIGtndMM1wWM:&tbnh=59&tbnw=149&prev=/images%3Fq%3DREZIDOR%26um%3D1%26hl%3Den%26sa%3DN%26rlz%3D1T4DMUK_en-GBGB224GB225%26tbs%3Disch:1
http://tools.carbonneutral.com/uploadedimages/baxterstorey.jpg
http://www.dublinks.com/images/restaurants/logos/fitzers-logo.gif

What is foodservice In Ireland?
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& 10l foodservice market is less developed than west
European model:

& It encompasses a range of consumer occasions,
motivations, channels & outlets.

€ ltis poorly defined, measured and understood

BUT most
supplier thinking
begins and ends
with distribution

You also need to
know and relate
to your end
market




Value of Foodservice: IOl @ consumer prices
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consulting Million
8000

7000

6000

5000

4000

3000

2000

1000

W Institutional
B Commercial

Historically growth has been traffic and volume driven:

In 2009/10 The middle market lost traffic. Price reductions are exacerbating the
situation.




Main market breakdown 2009

Pro-Intal _
consulting Food/Beverage split by value
Soft
Beverage Alc Beverage
13% 14%

Food
73%

Commercial Channels 05.764 Billion

Hotels other

7% 3%
’ QSR

Pubs/Coffee
38%

FSR
15%

Breakdown by outlet ownership

Organised
14%

Independent
86%

Institutional Channels U778 million

other
Education 5%
18%

Health
31%



Foodservice In the recession:
Prodntal fiquotes from the sharp end

Delivery format?

Will the format change?

Channel in the recession?
Sharing chain pain?

Suppliers pro -active?

Long term post recession supply?
Hard hit channel?

Credit issues?

Evolution of supplier relationship?

Specific channel opportunities?

o o o I Do Do Po o I» Do Do

Attributes of future successful suppliers?



Trends by key channels: QSR

Pro-In’lctal
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€  Growth in Burgers, Chicken and Bakery while Fish & Chips declined
¢ QSR best performing channel.

L] Chains dominate




QSR In the recession:

Prolntal Aquotes from the sharp end 0
Delivery format?
APre prepared always. Frozen mainly
Dairy is chilled. o

Will the format change?
ANot at all, the system would never

Channel in the recession?

nl do not know too much about other
our channel and our channel gained share against more expensive or
f or mal restaurants. o

Attributes of future successful suppliers?

"The key is to fit to our system as we will not fit yours."

(inc bake

al l ow i t.

channel s



Trends by key channels: FSR

Pro-Intal

consulting

EURO Sales 2003  -2010 (E)
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& Grew steadily to 2008
& Newer more casual formats.
& One of the poorest performing channels in recession.

& Up-market outlets and those relying on business custom fared worst of all.
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FSR in the recession:
nquotes from the sharp end 0

Channel in the recession?
APeople are demented about value for money".

Evolution of supplier relationship?
AnWe have found our suppliers mostly helpful é
| think in future we must recognise It I s a p:

Specific channel opportunities?

ALocal small suppliers that can produce qual
want to buy | ocal and I rish to help the ecor

Attributes of future successful suppliers?

nConsistency of quality and supply. Recogni s
planning. Understand our business and if local and small that we still need
consistency. o0



Trends by key channels: Pubs/Coffee Shops
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&  Growth tailed off due to the smoking ban.

&  Coffee shops only represent 5% of value sales but are dynamic
¢  Recession hit Pubs hard.

&  Coffee shop chains claim to have maintained overall footfall and sales.
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Pubs/Coffee Shops in the recession:
nquotes from the sharp end 0

Hard hit channel?
Pubs: iPubs have been hit badly, particularly in

Coffee Shops: AWe were initially hard hit as a high price luxury outlet, but now
we are positioned as a convenience and val ue

Long term post recession supply?
Pubs: iMost are |l ooking to narrow the supply bas:

Coffee Shops: ASuppl i e rcestomersehave had value now and will not let it
go. O

Attributes of future successful suppliers?

Pubs: il t 6s more than just product: i1its training.
and | ow cost menu ideas. 0

Coffee Shops: AWe choose a supplier based on the quality and value they offer
and whether they understand our business. Tl



Trends by key channels: Hotels

Pro-lntal  EURO Sales 2003  -2010 (E)
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© ©
€ Impressive growth rates around 8% per annum for the period 2003 -2008.

€ Declined in 2009 by 15%+

¢ |HF estimate that there is currently 30% overcapacity in hotels.




Hotels in the recession:
Prolntal Aquotes from the sharp end 0

Channel in the recession?

ASummer 2008 it hit really, felt the pinch mai
fewer conferences etc and those that did happen generally just used the space
and no longer stayed over night. Tourism and weddings also down, with the
strong US doll ar resulting in a | ack of Amer

Sharing chain pain?
AHad to renegotiate our posi

everyone was generally 1in

on with most of
e Same boat so h

ti
t h

Attributes of future successful suppliers?

AWe | i ke a partnership approach, not | usti weo me
oppin

have enough people dr [ g boxes as it is. 0




Trends by key channels: Business & Industry

Pro-Intal  EURO
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€ Growth was good in the years to 2008.

© Inrecession demand for workplace catering declined, value declined even more




B&I in the recession:

Procintal Aiquotes from the sharp end 0
Channel in the recession?
n2008/ 9 fewer people, sites closing, changing
vending. It seems to have stabilised now, on
OR
nRnActually have performed very well through th

were looking to cut costs etc, offered good deals, benchmarking etc and so
picked up this business. o

OR

nB&l I's hardest hit together with corporate e
hal ve food costs. 0

Attributes of future successful suppliers?

ASuppliers need t o-achve anthiovwoleed, pfferanore special offers,
give product information and recipe tips to the chefs, generally getting
involved with the supply chain further down the line. Work on value etc (not
just price). o
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Foodservice product breakdown

0112m

0u112m

Fish Others
Dairy 505 9%
0221m 10%

u442m
Veg/Fruit
20%
Bakery
20%
0442m

Total 02.21 billion

Operator purchase prices

Meat
40%

u884m
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Product breakdown:

nquotes from the sharp end 0
Delivery format?
FSR: iNearly all from scratch and this has not
as a back wup. o
Pubs: iMost |y Freshélittle storage space and mos/
and Carry that they do not get Il ocally.o
Coffee Shops: A Al |l bakery 1 s fresheéo
Hotels: fNothing pre - prepared, mainly fresh with a few frozen bits (chips and
peas etc) but thatés about it.o

Will the format change?

FSR: iHas not changed and wil I not érely on | ocal
Pubs: Al do not think frozen wil| benefit as sucl
Coffee Shops: A Not going to change at this stageéoth
Hotels: ANo change is I|Iikely, cost of storage and



Meat breakdown by value
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044m
u97m
Pork Lamb
r
0 5%
0318m
0185m
Bacon
21%
Poultry Operator purchase prices

0238m | 27%

© Producers important to international chains.
© Poultry growing its share in the recession.
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TO 2014




Value of Foodservice: forecast to 2014

Pro-Intal .
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A Commercial channels are forecast to grow faster than Institutional.
A QSR forecast fastest growing.

A Recovery in all channels.
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