


Our marketing spends have also been limited in an effort to focus on areas 
of the market that will see increased returns. You might have observed that 
we missed a number of industry festivals this year, as we decided to focus on 
more targeted activations to leverage our limited resources more effectively. 

The Results

We have had the busiest winter in Parrotdog’s history, breaking a number 
of internal records. This has resulted in generating close to more revenue 
during the six month period to September 2018 than was achieved in the 
entire financial year ending 31 March 2018. It must also be noted that this six 
month period encompassed what typically are our quieter winter months.

Exports are also starting to pick up with two more containers scheduled to 
head to Coles in October, product scheduled to be on shelf in the U.K. in No-
vember and a number of new enquiries continuing to come in from other 
markets around the globe. 

We are now primed for explosive summer trading and beginning to plan an 
extension to our fermentation capacity for next year.  

Accolades 

It was a great year for us with regards to accolades and recognition for the 
product, confirming that our brewing and packaging teams are at the top 
of their games. 
In the 2018 New World Beer and Cider Awards, we took home two trophies 
and three gold medals - giving our winter sales a significant boost through 
New World super markets. We also took home the infamous Golden Gum-
boots for a second time with our L.B. WCIPA at the 2018 Malthouse West 
Coast IPA Challenge in July. Finally, at the Brewers Guild of New Zealand 
Beer Awards last month, we managed to take out the Trophy for Champion 
Medium-Sized Brewery, along with four gold medals and an array of silver 
and bronze medals.

The Year Ahead

• Focus on continuing to grow our sales and distribution reach and  
 develop and nurture the great direct relationships we have 
 established
• Continue to brew consistently high quality beer
• Innovate further with brand new beers being developed on the pi 
 lot plant (20 different unique L.B. Beers released to date) and an  
 exciting NPD roadmap in place for the year ahead
• Improve and refine our internal processes and invest in upskilling  
 and developing our people
• Continue to host and entertain our customers directly on site at  
 both Parrotdog Bar and 
 Nice.Takeaway 
• Have a whole lot of fun while doing it all

Having now achieved all of the major projects that we committed to in the 
2016 and 2017 Investment Memorandums, we are excited for the future of 
Parrotdog, as we now focus on growth and development of the brand do-
mestically and internationally. 

From here, the Parrotdog journey continues and we are very pleased to 
have you along for the ride with us.

Cheers 

Matt, Matt, Matt & Wattie

Dear Shareholders,

Picking up from the last update at our AGM in August 2017, we have seen 
a turbulent twelve months for the business. However, as a result, we have 
emerged stronger and more focused than ever before. 

Domestic sales became our primary focus with the commissioning of the 
new Lyall Bay brewing facility in June 2017. At this point, our attention was 
directed towards our distribution partner, who maintained control of all 
product flow to our domestic market base. Together, we worked hard to-
wards opening new channels in order to absorb the increased volume ca-
pabilities, however, we continued to face stalling sales and were not reach-
ing the required level for our monthly break-even. 

During this time, we were also experiencing reduced export demand due to 
changing trends in packaging formats with a preference for cans over bot-
tles.  Further to this, the ongoing landlord earthquake strengthening works 
lead to the forced closure of Nice. Takeaway for six weeks and continued 
delays to the opening of Parrotdog Bar. 

Due to the increased uncertainty surrounding our sales and distribution 
strategy, immediate action was taken to reclaim control over our brand and 
product in market by exercising our right to exit our distribution contract. 
Our aim was to refocus our attention towards building a stronger connec-
tion between Parrotdog and our customer base, without the distraction of a 
third-party distribution partner. 

This also triggered a series of internal discussions surrounding export strat-
egy and the further development of Parrotdog Bar, suggesting an additional 
equity raise was required to execute our intended plans for the company. 
This culminated with the strategy outlined in the Investment Memorandum 
for the 2017 equity raise: ‘Get the Next Round’. 

We received an overwhelming response to ‘Get the Next Round’, raising over 
one million dollars of new equity and welcoming over four hundred new 
shareholders to the wider Parrotdog community. We would like to make 
special thanks to the existing shareholders who invested additional funds – 
you were all pivotal in the execution of the following opportunities pursued. 

Sales and Distribution 

The first and most important aspect of bringing our sales function in-house 
was to establish a clear leadership structure. Paul Watson (Wattie) – who 
managed Wellington on-premise sales for several years – was appointed 
Head of Sales.

Wattie immediately set to work executing the roll-out plan by hiring a team 
of sales reps, leasing vehicles, implementing a comprehensive Customer 
Relationship Management system and re-establishing direct relationships 
with major supermarket and traditional liquor chains.

Rebuilding our sales and distribution network coincided with what should 
have been our peak selling period over summer 2017/18, resulting in slower 
volume growth than expected. In contrast, the six months ending Septem-
ber 2018 have seen a wholesale revenue increase of nearly double (up 85%) 
on the same six month period the previous year.

Wattie and the team are prepared for what is shaping up to be the strongest 
summer of sales and revenue growth for Parrotdog yet.

Canning Line

As the funds from the December 2017 equity raise were received, the depos-

it on an in-line counter-pressure canning line and depalletising system was 
put down. The complete line landed in April 2018 and in a great effort our 
operations manager, Dan Bowie, had the line fully commissioned by May 2018. 
Initially the new line was used to produce our 330ml Lager, while we worked 
to develop a new offering for our largest export partner, Coles Group Pty, 
in Australia. It was during this time that we also established a partnership 
with the New Zealand Beer Collective - a U.K. based distributor distributing 
throughout the U.K. and the greater E.U. - and developed the new Parrotdog 
limited release offering in 440ml cans. The work that has been put into all of 
this has now been realised with two containers of canned product shipped 
to Coles in August 2018, an order to the U.K. shipped in September 2018 
and the launch of our 440ml can range in NZ over the last few months: Keith 
(Hazy IPA), Susan (Hazy IPA) and Colin (West Coast IPA). 

Bar Build 

The much anticipated Parrotdog Bar finally opened its doors on 13 April 
2018. At the conclusion of earthquake strengthening in December 2017, 
we set to work juggling yet another complex moving part of the business. 
Four months of hard work culminated with a space that we are happy to 
call home. Its initial performance over the winter months has been strong, 
generating over half a million dollars of revenue since opening - with good 
profitability also. The space is operating well and should continue to devel-
op and evolve throughout the summer months, with what we anticipate to 
show increased levels of revenue. 

Financials 

A combination of all of the aforementioned circumstances contributed to 
the group’s revenue being lighter than we forecasted. It was an under-cap-
italised 2017/2018 summer for wholesale sales and with Parrotdog Bar not 
opening until mid-April 2018, none of this strong additional revenue could 
be accounted for in the March 2018 financial year. Gross profit % was down 
due to focussing on our lower margin six-pack volume SKUs, which were 
used to re-establish our direct supply lines in the marketplace. There were 
also higher unforeseen costs in establishing the new sales and distribution 
network and the winding down of the old Vivian Street site. However, we 
continued to keep overheads close to forecast, showing well-considered 
spending control.

EBITDA was a loss of ($431,000), correlating with the under achieved whole-
sale sales – depicting a measure of our operational performance that we 
are incredibly underwhelmed with. Below the line costs also continued to 
widen this position with non-cash items such as Depreciation and Disposal 
of Assets (Vivian Street site wind-down) leading to a net result in excess of 
forecasted figures. The result of this can only be described as a year of clear-
ing out the baggage, tightening up the ship and gearing up for a much more 
efficient and profitable year in 2019.

Re-Grouping the Offering 

In reflection of FY18’s underwhelming numbers and having completed all 
major projects outlined in the December 2018 Information Memorandum, 
we have spent the past six months redefining and reimagining what Parrot-
dog’s brand and product market positioning must be.

We established that our core strength in this market is our ability to make 
award-winning, high quality beer at large scale and under a single roof. This 
realisation promoted a strategy focussed on accessibility in market. We 
have since implemented price trials to introduce our brand to new custom-
ers and our product mix has also been restructured by slowly retiring our 
heavy and inefficient 500ml bottle format in favour of the more cost-effec-
tive and stronger performing 440ml can. We have also introduced more ap-
proachable beers to our core range, such as our new Rifleman XPA. 
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Earthquake 
re-strethening in bar 
commences.

Microflora launched

Sales team established

Sucessfully raised 
$1,000,000 and 
welcomed 400 new 
shareholders

New fleet of Sales
vehicles

Connan Beer Collab

Parrotdog Lager 330ml 
12pks launched

Filming of Riwaka 
Hop Sour  for  Country 
Calendar 

Cuba Dupa 
Festival and beer 
launch

Microflora Specimen 
B2 - Fresh Hop Sour 
released

Parrotdog Bar official 
opening

Canning line arrives

New World Beer & 
Cider  Awards  - 
3 golds and 
2 Champion trophies

Canning line 
commisioned

Country Calendar Parrot-
dog & Mac Hops feature

L.B. WCIPA wins 
Malthouse West Coast IPA 
challenge

First UK export to NZ Beer 
Colllective

Parrotdog wins 
Champion Medium 
Brewery and 3 golds at the 
Brewers Guild Awards

Colin 440ml cans 

First 440ml cans from 
new Limited Release 
Series - Keith and Susan 
Hazy IPA - launched to 
market

Coles Export -  Falcon 
APA, Rifleman XPA, 
Hawkeye Session IPA
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