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Musgrave Wholesale Partners

Business Units

CASH & CARRY DIYISION €2 70m
o, of CRC's q
(ROI =7 /NI =2)

o ocations :- Dublin x 3, Limeride,
Cordc, Gahuway, Waterford.

o ocations NI — Dery & Belfast

53 million %q ft of selling space

Type of customers :- Independent
Foodservices & Retal operators

o of Lines listed 26,000

Exclusive Brands “Musgrave
Foodservices" & “Musgrave

Excellence™

MU S G BRDANW E
= A C ELLEMNOCE

FOODSERYICES DIVISION €111m

ulti temperabure distribution

Over 3,000 products in
Chilled Frozen/ Liquor & Tobacco 8

Dyy gqoods categories

sOver 5,000 Foodservice accounts
55 Trud:s & 70 Sakes People

=} Main Distribution Sites

wHultiple winner of the Excellence 0J-
Mard: awrard

sExclusive brand “Musgrave
Excellence”

Contracts :- Sodhexo, Compass,
Hospital Procwement Group, , CaHton
Group, AIE, Thomas Reed Group etc..

‘o0, Musgrave
f\ﬂ RETAILER SERVICES

C_ Daybreak

fie aifference in your day

RETAIL DIYVISIOM £ 200

No of Symbaol Stores 180
Daybeeal: Stores 140
Day Today T0

National Accounts include, Exxon
Mobil, Topaz, Esso, Petrogas,
Easons etc. (120 accounts
nationally)

= No. of Independent Accounts 350

"Warehouse locations, Dublin,
Galway, Cords, Limerids, Waterford

*Supporting the Independent
Retailers & Dayhreak stores

€578m



MUSGRAVE

Target Markets Place MUSGRAVE

Growth Maintain Opportunity




MUSGRAVE
Target Markets PTTP MUSGRAVE




GETTING THE PRODUCT
RIGHT

* Choose target market
 Cater product to suit market
« Conduct research on product
* Quality suitable to need
» Pack size
* Price

« Packaging that will create a hook for Market place- bright, vibrant



Creating Long Term Stable
Relations

MUSGRAVE




Driving Sales

* Promotions
» Forward Planning
» Key lines
* Deep cut
« Killer deals (one week)
* POS
» Seasonal

* End User Support
* Visiting gold customers
* Providing menu solutions
* Providing cost savings

* Demonstrations



QUESTIONS & ANSWERS



