
INVESTOR PRESENTATION: OPEN DAY

19 October 2009



WELCOME

Programme for the day

FINANCIAL

SERVICES
FOODS

AGRI 

SERVICES

07:00 Coffee served at Irene Country Lodge Irene Country Lodge

07:30 Breakfast

08:00 AFGRI Presentation: Financial Services Chris Venter / Jan van der Schyff

08:30 AFGRI Presentation: Agri Services

AFGRI Presentation: Foods

Chris Venter / Jan van der Schyff

09:30 Depart for Isando Gavspan Tours

10:30 Tour Animal Feeds Plant & Silo

Refreshments will be served

Leon le Roux

11:30 Depart for Schoongezicht Farm

12:30 Lunch on Farm Union Caterers

13:30 Demonstration of practical application of John 

Deere technology

Patrick Roux

Koot Claassen

14:30 Depart for Delmas

15:00 Tour of Branch & Equipment Division

Refreshments will be served

Louis Smit

Patrick Roux

16:00 Depart for Irene Country Lodge



OBJECTIVE

Investor objectives

Å Understand the positioning and importance of AFGRI Financial Services

Å Assist in the understanding of an animal feed silo

Å Understand and experience the workings of an AFGRI retail store

Å Have fun and understand the advanced mechanisation of John Deere

AFGRI objectives

Å Help the market to understand the Financial Services, Agri Services and 

Foods divisions within AFGRI

Å Interact with important shareholders and analysts 

Å Demonstrate the strategic role AFGRI is able to fulfil for the farmer and 

agriculture in South Africa & Africa

FINANCIAL

SERVICES
FOODS

AGRI 

SERVICES



VALUE CHAIN



Growing season Storage & Trade Processing

PLANT HARVEST TRADE SALE

DIRECT 

SUPPLIERS

PRODUCER

SERVICES
LOGISTICS FOODS RETAIL

FINANCIAL SERVICES

RETAIL
PRIMARY 

INPUTS
LOGISTICS TRADING

ANIMAL 

PROTEIN

OIL & 

PROTEIN

CAPITAL BROKING

AFGRI VALUE CHAIN

Manufacturing
End 

Customer



AFGRI FINANCIAL SERVICES



Growing season Storage & Trade Processing

PLANT HARVEST TRADE SALE

DIRECT 

SUPPLIERS

PRODUCER

SERVICES
LOGISTICS FOODS RETAIL

FINANCIAL SERVICES

AFGRI VALUE CHAIN

Manufacturing
End 

Customer



CONTRIBUTION TO GROUP:

JUNE 2009

-20% 0% 20% 40% 60% 80% 100%

Revenue

Selling & admin expenses

Finance cost

Loss before tax

FINANCIAL SERVICES PROVISION FOR BAD DEBTS GROUP



DEBTORS TREND ANALYSIS: 

ACTUAL
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DEBTORS TREND ANALYSIS:

PREVIOUS STRATEGY
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DEBTORS TREND ANALYSIS:

FUTURE STRATEGY
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FINANCIAL SERVICES:

DEBTORS / FUNDING TREND ANALYSIS
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Potential to increase long term facilities

Debtors



DEBTORS CATEGORY

CORPORATE 
30%

(R1.5b)

A, 33%
(R1.2b)

B, 23%
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C, 15%
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D, 11%
(R0.4b)

E, 18%
(R0.7b)

FARMERS 
70%

(R3.7b)

J
U

N
E

 2
0
0
8
 

(R
5
.2

 b
il
li

o
n

)

CORPORATE 
27% 

(R1.4b)

A, 34% 
(R1.3b)

B, 30% 
(R1.1b)

C, 18% 
(R0.7b)

D, 9% 
(R0.4b)

E, 9% 
(R0.4b)
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SECURITY VALUE vs CREDIT POLICY
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TYPE OF SECURITY:

FARMERS

MORTGAGE BOND, 
36%

INPUT INSURANCE, 
22%CREDIT LIFE 

INSURANCE, 2%

NOTARIAL BONDS, 
27%

GUARANTEES, 1%

OTHER, 2%

SHARES, 2%

LIMITED DEED OF 
SURETY, 1%

SURETY 
MORTGAGE BOND, 

7%



WRITE-OFFS

as % of average DEBTORS
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SWOT ANALYSIS

Established customer base

ÅExcellent knowledge of every individual 
customer

ÅLoyalty and trust relationship of customers 
towards Financial Services

ÅWell established footprint in areas of 
operation

Proper bank-like infrastructure

ÅSecurity requirements and control

ÅTested credit & compliance process

ÅAudited by PWC & Rabo Bank

Highly skilled resources Good relationship with Financial 
Institutions

STRENGHTS



SWOT ANALYSIS

Funding not diverse enough 
and lacks balance sheet

Difficult to compete with 
competitors concerning rate

ÅLimited diversification on income 
streams

Footprint must be focused 
on value chain only

Lack of retail banking 
products

ÅLack of product offering for 
potential wider customer base

WEAKNESSES



SWOT ANALYSIS

Origination opportunities Expanding footprint and 
products in selected value 
chain

ÅIncreasing product range and non-
interest income

Funding margins Position AFGRI Financial 
Services to capitalize on 
world wide food shortages

OPPORTUNITIES



SWOT ANALYSIS

Cost of funding to high

ÅAvailability of funding

Volatility in commodity prices

Concentration risk Aggressive marketing by 
certain competitors

THREATS



FUTURE STRATEGY

ÅOnly focus on products supporting the 
value chain

ÅExit all direct lending products in 
structured finance and focus on trade 
related products only

ÅCreate refinancing structures for all trade 
products on a back-to-back basis.

RIGHT-SIZE & 

SUPPORT 

THE VALUE CHAIN

ÅOnly focus on production loans, manage 
farmer groups, asset finance and term 
loans

ÅAlign borrowing with lending and 
reposition financing facilities

ÅRe-price all facilities to profitable levels 
and allow natural amortisation to happen

RIGHT-SIZE 

FARMER LENDING



AFGRI AGRI SERVICES



Growing season Storage & Trade Processing

PLANT HARVEST TRADE SALE

DIRECT 

SUPPLIERS
PRODUCER SERVICES LOGISTICS FOODS RETAIL

AFGRI VALUE CHAIN

Manufacturing
End 

Customer

FINANCIAL SERVICES


