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“We succeed 
only when we 

meet and exceed 
the expectations of 

our members” 

President’s Report
Rodney Allen - July 2010 to June 2011
The past financial year has again presented our industry sector 
with a variety of challenges. 

Despite the Australian economy being robust, compared with 
other OECD nations, the Australian consumer has become 
increasingly cautious. Our members around Australia have 
reported that business is tough and that the sales and 
profits achieved last year are not being achieved 
this year. As we have moved into a “2 speed” 
economy, driven by the mining sector, pressure 
is now upon retailers to become closer than 
ever to our customers to better understand 
their needs and to attract more of their 
discretionary spending dollar. The chain store’s 
market share and dominance continues to grow 
and with the tightening economy, have resorted to 
a commodity driven price war with the independent 
sector positioned vulnerably in between.

As I said in my last President’s report, true to the resilience of 
the independent sector – “they will find a way” to survive, 
compete and prosper.

Members can be assured that the MGA/LRA will be there in the 
background, to provide you with the “back of house” support 
and service you have come to expect from your Employer 
Association!

As president of MGA’s Board of Directors I am very proud of 
MGA’s achievements over the past 12 months. MGA’s Board 
of Directors has worked very hard to ensure that MGA is 
relevant to the needs of all members. The Board has particularly 
focused on growing membership and strengthening its industry 
representation core pillar at a State and National level. 

Our organisation is the only national independent employer 
association that supports and services independent 
supermarkets and liquor stores.

MGA’s Board of eight Directors has become more representative 
of each state around Australia. Our Board members act on 
behalf and in the best interests of members in all states. Board 
members include Debbie Smith (QLD), Jean Cowley (VIC), Leigh 
Garrett (WA) Steve Miller (VIC), Mick Daly (VIC), Andrew Bray 
(ACT/NSW), Jill Dixon (independent) along with Phil Ibbotson 
our Company Accountant. It is the Board’s intention to attract 
Board members from South Australia and Tasmania.

We welcome new retailer members, particularly from South 
Australia. 

The South Australian State Retailers Association, after a very 
proud history of serving South Australian independent retailers, 

was absorbed this year by MGA. We thank SRA Executive 
Director John Brownsea and President Colin Shearing 

for their vision and dedication in enabling this 
milestone to be achieved. 

This coming together enabled the SA IGA 
and Foodland groups of retailers, as well as 
approximately 150 non-food and beverage 
retailers, to become members of a national 

employer organisation in MGA.

MGA/LRA’s retailer membership has again 
increased by a healthy 25%.

Corporate Membership has increased by 19% thanks to the 
great work done by Steve Sellars and the MGA/LRA’s Corporate 
Members continue to play a very important role within our 
organisation. They assist us to deliver the support services 
independent retailers require to “be the best they can be” and 
to survive the onslaught of the chains. 

We thank all Corporate Members for your commitment to MGA/
LRA and our industry.

MGA’s reason for being is to support and service its members. 
We have four core support pillars, namely, Workplace Relations, 
Training and Compliance, Industry Representation and 
Industry Community & Member Services.

As mentioned in my report last year, MGA’s reputation 
and credibility as a national industry body has again grown 
significantly over the past 12 months. Our commitment to 
members by providing a team of professional workplace 
relations legal practitioners led by Marie Brown and our 
commitment to the development of a “industry best” training 
team led by Michael Russell along with our growing presence 
in the political arena on a state and federal level has given 
members good reason to join “their industry organisation”, 
MGA/LRA. 

Industry Representation has again been a major focus for MGA 
in the past 12 months. 
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President’s Report continued

MGA continues to grow in their engagement with State and 
Federal Governments. Federal and State issues addressed 
include; Fair Work Act and General Retail Award amendments, 
Plain Tobacco Packaging, Creeping Acquisitions, National OH&S 
Harmonisation, EPAL and EFTPOS transactions and National 
Weights and Measures. 

In addition, there have also been many submissions and 
representations made to Senate Economics Inquiries 
and Productivity Commission Inquiries. At State 
level, government planning and development 
changes, with unintended consequences for 
the independent sector, removal of tobacco 
from display, OH&S, liquor regulation reform 
and trading hours are a few issues that were 
covered.

MGA’s Board has been delighted with the growth 
in popularity of MGA/LRA industry events in each 
state. Industry events such as State golf days, Industry 
breakfasts, seminars, forums and Industry Balls all help to lift 
the profile of our industry sector and brings all our industry 
stakeholders together to network, share ideas and build 
strong and rewarding business and personal relationships. This 
interaction between industry stakeholders is vital, particularly in 
challenging economic times. Funds raised at the golf days and 
Industry Balls are passed to worthwhile charities in each State 
and my thanks also to the dedicated members of the GALA 
committee for all their hard work. 

On behalf of our Board of Directors, I wish to thank our all our 
industry stakeholders for their support and encouragement to 
assist and support our members in what has become a very 
challenging retail environment. We look forward to working 
with our retailer members, corporate partners, supermarket 
and liquor brands, wholesalers and suppliers in the forthcoming 
year.

As I said in my report last year, “We value greatly our working 
relationships with Retailers, Brands, Wholesalers, Suppliers, 
Service Providers and Governments and the MGA’s Board 

wishes to thank the many industry colleagues and business 
associates for their assistance to grow MGA into the National 
Organisation that it is today.” 

I would like to take this opportunity to thank all MGA Board 
members for their dedication and willingness to travel great 
distances and give of their time to attend the MGA Board 

Meetings. 

I would also like to thank the Liquor Retailers 
Australia Committee, presided by George Kovits 

for their commitment and dedication to lifting 
the compliance and retailing standards of 
independent packaged Liquor stores around 
Australia. 

Thank you to Phil Ibbotson, MGA’s long serving 
Company Secretary and company accountant 

whose financial skills and knowledge have been 
instrumental in planning the growth of the MGA over 

many years.

Our CEO Jos de Bruin, continues to be the driving force 
behind the MGA/LRA. His passion for the independent 
industry is unsurpassed as he spends countless hours in this 
challenging role and as Chairman of the GALA committee. He 
leads the hardworking MGA team by example and is greatly 
respected by all. My heartfelt thanks to Jos for his dedication 
and determination to protect and grow the market share of 
independents across the nation.

On behalf of MGA’s Board and the LRA Committee, I would 
like to thank all members for being our members and availing 
yourselves to the rich source of the support and service MGA/
LRA can provide your business. 

Remember MGA/LRA is just a phone call away!

We look forward to another year of providing excellent service 
support for our members!

Rodney Allen
President of MGA

“We value 
greatly our 

working 
relationships” 
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Annual Report
Master Grocers Australia
1 July 2010 - 30 June 2011

MGA is 
dedicated to 

assisting members 
by taking their back-

of-house worries 
off their hands

Master Grocers Australia (MGA) has had a successful year of 
national membership growth across all states. MGA support 
services and industry representation has also increased 
commensurate with the needs of our members.

Economic instability has been of a great concern for members, 
with cautious consumers reducing their spending in stores 
and increasing their savings. The world debt crisis 
has dampened consumer confidence despite 
Australia’s strong economy driven by the mining 
sector. The unemployment rate has been very 
low compared with world standards at 4.9%. 

The Australian dollar has risen significantly, 
placing pressures on exports and encouraging 
imports. Interest rates have risen six times this 
financial year to a cash rate of 4.7%. Banks continue to 
be difficult at best for members to work with to borrow funds 
to improve their businesses. The Fair Work Act and the General 
Retail Industry Award also took full affect, lifting penalty and 
weekend rates in some states. 

All these indicators, coupled with the continued unabated 
growth and market power of the two chains in both grocery and 
liquor, have given members great cause for concern. Achieving 
previous year’s sales and profits has been challenging and has 
caused members to significantly review the cost effectiveness 
of activities and efficiencies within their business.

Industry leadership by all Industry stakeholders is vital if our 
industry is to thrive and not just survive. MGA/LRA is an industry 
leader representing its members and has endeavoured to seek 
the best outcomes for its members with the limited resources 
available.

The independent supermarket sector in NSW stands to raise 
its market share and competitive standing significantly with 
the proposed Metcash acquisition of the Franklins group 
from the South African company Pick and Pay. The ACCC has 
contested this acquisition on the basis of significantly reducing 
competition. It is hoped this acquisition will be allowed to go 
ahead as it will be a milestone achievement for the independent 
sector in NSW raising the independent’s market share from 
8% to 15%.

MGA’s milestone of the year included working very closely 
with the South Australian State Retailers Association Executive 
Director, John Brownsea and President, Colin Shearing, to 
absorb the SRA operations and membership into MGA. SRA 
members included IGA and Foodland supermarkets as well as 
approximately 150 non-food SA retailers. The SRA brand will 

continue to be linked with MGA’s brand name.

Despite the many business and commercial 
challenges our members are facing on a day-to-
day basis, they continue to be resilient and seek 
new ways to maintain and grow their relevancy 
and sales with their customers and their local 

communities. The greatest strength of our sector 
is our member’s connection and involvement with 

their local communities.

MGA (and Liquor Retailers Australia – LRA), through its four 
core pillars, continues to grow its support services for members. 
These include:

• Workplace Relations
• Training and Compliance
• Industry Representation
• Industry Community

MGA Vision and Intent

The vision and intent of MGA’s national Board of Directors is 
to be the first choice pre-eminent national industry provider of 
professional services including workplace relations, compliance 
training, industry representation and industry networking to 
independent grocery and liquor retailers for the benefit of 
members. That’s it, nothing more!

MGA is dedicated to assisting members by taking their back-
of-house worries off their hands. We thank all our members, 
corporate members and industry supporters for helping us to 
bring this intent to life in this past financial year!

Continued page 6   
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Key MGA/LRA performance indicators

MGA/LRA’s team has worked hard to grow this member 
focussed organisation. The rapid changes occurring in Federal 
and State Governments has meant that the voice of our sector 
needs to be increasingly heard and listened to by our politicians 
in government and in opposition. This realisation by retailers 
around Australia has helped to boost membership.

• Retailer Membership – up 25% to 2,100
• Corporate Partnership – partners up 19% (fees up 34%)
• MGA revenue – up 47%
• Training Revenue – up 213%
• MGA Employees – From 9 to 14 staff members - up 55%

MGA/LRA Staff

MGA/LRA staff are to be congratulated for their adaptability 
to change and their appetite to take on one challenge 
after another. MGA/LRA is member focussed and strives to 
deliver support services that continually exceed member’s 
expectations. Our skilled and very capable team continues to 
develop its knowledge and relationships of all our members to 
deliver the best, most efficient results.

As with our members, MGA could not do the work that it 
does without the dedication and passion its staff members 

have exuded over the past 12 months. On behalf of the MGA 
Board and LRA Committee I would like to sincerely thank our 
outstanding team of quality professionals for a wonderful year 
of service.

I wish to particularly thank John Markham, who after being 
associated with MGA for more than 15 years has decided to 
step down from his role as Marketing and Promotions Manager 
to concentrate further on his own industry consulting business, 
Mark Promotions. Throughout those years of service, John did 
an outstanding job in leading MGA’s promotion, Marketing and 
Advertising, developing MGA’s website, as well as editing and 
producing MGA/LRA’s magazine. John is often referred to as the 
walking “ideas man”. John has developed the magazine from 
a two page newsletter into a 50 plus page industry magazine. 
We thank John for his wonderful support and service to MGA 
and LRA and wish him well for the future! All marketing, 
promotion and magazine production functions will be kept in 
house under the very capable management of Office Manager, 
Julia Ferguson.

This graph does not include time spent by members at MGA/LRA seminars 

and information sessions. 

Industry Stakeholders

No organisation can stand alone successfully without the support 
of like minded industry stakeholders. Our sector comprises of 
many stakeholders who play a major role in the sustainability 
and future growth of our members, independent supermarket 
and liquor store owners. I wish to sincerely thank our friends 
and supporters for helping us to bring to life a support service 
that is the envy of other industry organisations around Australia. 
In particular, I would like to thank IGA>D, FoodWorks, Master 
Grocers Insurance Services, Service Skills Australia, Service 
Skills South Australia, Gipps TAFE, Roger Pallant (NIBS), State 
and Federal Governments and Statutory bodies.

We thank all MGA/LRA members, partners, suppliers and 
industry stakeholders for their support and dedication to our 
industry.

Administration
2783
19%

Workplace Relations
6844
46%

Training
5157
35%

National Total Contacts by Department

Total Contacts: 14784

Administration
373.08

6%

Workplace Relations
3981.83

62%

Training
2012.25

32%

National Total Hours by Department

Total Hours: 6367.17 Continued page 7   

Annual Report continued
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MGA Board Governance

MGA has a board of eight Directors including an independent 
Director, Jill Dixon. The Board’s intent in the future is to include 
representation from all states. Rod Allen has been the President, 
leader and driver of MGA’s Board for six years. I wish to sincerely 
thank all Board members for their dedication to the prosperity 
of our industry and their commitment to develop strategies 
to secure the future of independent supermarkets and liquor 
stores in Australia.

Constitution Change

Commensurate with the absorption of the SA State Retailers 
Association and its members which included approximately 150 
non-food retailers, MGA amended its constitution to include 
non-food retailers.

MGA’s constitution now allows for non-food and liquor retailers 
to be Associate Members of MGA.

Finance

As a not-for-profit organisation it could be difficult to provide 
members with the support and services members may expect 
from an industry organisation. MGA strives to find the balance 
between offering members nationally the best possible 
subsidised services and support at the lowest costs. Over the 
past 12 months support and service has increased significantly 
while maintaining sustainable cost levels. MGA/LRA continues 
to substantially subsidise membership subscriptions, seminars, 
information sessions and industry events wherever possible.

MGA’s financial result for this financial year of a very modest 
profit is a strong result for MGA given the breadth of its activities 
that were undertaken. 

Rod Allen
President
Victoria

Phil Ibbotson
Company Secretary

Debbie Smith
Director

Queensland

Steve Miller
Director

Victoria, NSW, Qld

Leigh Garrett
Director

Western Australia

Jean Cowley
Director
Victoria

Andrew Bray
Director

New South Wales

Jill Dixon
Independent  

Director

Mick Daly
Director
Victoria

Continued page 8   

Annual Report continued

Industry Community - Connection

• MGA is very fortunate to have strong and supportive 
industry stakeholders who include MGA into their activities 
to facilitate face-to-face communication opportunities 
at various industry events. These stakeholders include 
Metcash/IGA Distribution, FoodWorks and Tasmanian 
Independent Retailers.

• Industry events MGA attended included: IGA>D Expo, 
FoodWorks National Conference and regional meetings, 
Tasmanian Independent Retailers Expo and IGA State 
conferences and village meetings.

• MGA/LRA conducted Industry Professional Development 
and Community events around Australia including Industry 
Golf Days in WA, NSW and Victoria, Industry Breakfasts 
in ACT, Victoria and NSW, Workplace Relations/Industrial 
Relations seminars and information sessions in Tasmania, 
WA, SA, Victoria, NSW and Queensland.

This activity will be built upon in the next financial year.

Communication

To keep our members informed of the many legislative and 
regulatory changes on a state and federal level it is vital we are 
able to effectively communicate with our members. We also 
think it is vital to our industry connection values to share other 
industry news, information, ideas and retailer’s experiences so 
that we can all be inspired and learn from each other.

Over the past 12 months we have done this by sending out 
eight editions of the MGA/LRA magazine, providing unlimited 
access to the MGA/LRA’s “members only” website, sending 
out E Alerts with immediate vital information and fortnightly 
E Checkouts which is an E Newsletter providing members with 
concise industry information.
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Training and Compliance

MGA/LRA Training continues to grow successfully. As MGA’s 
training offer has developed, so too has the training team 
grown. Training is being delivered into all states and territories 
in Australia, either face to face or on line. This is a wonderful 
achievement.

MGA has recognised that On Line Training is the future for 
training within our industry. It is a cost effective and extremely 
flexible method of training in or out of the workplace. MGA’s 
comprehensive Compliance Management System is now 
complete and is being embraced by a number of our members. 
MGA has developed and continues to develop a formidable suite 
of training products tailored to suit the needs of our members. 

These include:

• Certificate 2 in Retail Management, Certificate 3 in Retail  
and Certificate 4 in Retail

• Diploma – Retail Executive program in SA 
• Food Safety for Food Handlers and Supervisors 
• Responsible Serving of Alcohol  - Face to Face/On Line most 

states
• Pre Employment Program - Ready 4 Work training 
• Online compliance training packages and programs
• People Development courses – People Power, Business 

Essentials and Finance Essentials
• In-store risk assessments
• And Compliance tools including:
• Policies, procedures and templates
� Scanning Code of Practice
� Retail Notices Handbook
� Liquor House Rules

MGA’s Training Team, led by Michael Russell, is to be 
congratulated for their hard work and passion in developing 
training and compliance solutions for our members. Retailers 
relish the opportunity to engage with an organisation such 
as MGA who are dedicated to the betterment of their store 
performance through staff training.

Workplace Relations

MGA’s Workplace Relations Team has had an outstanding year 
of achievements. Members have greatly benefitted from the 
advice and support given by our dedicated team of employment 
law advisors led by National Legal Counsel for Workplace 
Relations, Marie Brown. 

Some of the service and support activities have included dispute 
resolutions, tribunal representation, Award interpretation, 
wages, Occupational Health and Safety,  Workers Compensation 
advice, tenancy, workplace agreement services, seminars and 
workshops to name but a few! 

In addition to this activity significant time and energy has been 
dedicated to representing Queensland members in various 
trading hours’ hearings and also forwarding various submissions 
to Government concerning national wage reviews and so on.

A significant highlight was obtaining a $150,000 grant from 
New South Wales Workcover Assist to develop and implement 
specific training for the independent supermarket and liquor 
industry, as well as other retailers in Workplace Health and 
Safety regulations. This will involve conducting a program of 
seminars and information sessions around New South Wales 
in financial year 2012.

Our Workplace Relations Team is to be congratulated for their 
dedication and professionalism in travelling around Australia 
to engage with members and working with member’s issues 
on a day-to-day basis.

Continued page 9   

Annual Report continued

Workplace Relations Total Hours by Topic

Annual Leave
0.17
0%

DEEWR Forums
0.42
0%

Employee Issues
858.17

22%

Agreements
145.42

4%

Workcover/OH&S
161.50

4%

Wages & Conditions
1027.0

25%

Wage Claims
99.83

3%

Transmission of Business
90.92

2%

Submissions
107.75

3%

Public Holidays
128.92

3%

Policies
61.92

2%

Litigation
1025.17

25%
Liquor
21.42

1%

General
253.25

6%

Total Hours: 3981.33

Industry Representation – State and Federal

Never before has representation at a State and Federal 
Government level been more important as it is today for the 
Independent supermarket and liquor store sector. MGA/LRA 
has been very active to deal with the priority issues that have 
an impact on our member’s businesses.

To compliment the work that MGA/LRA are doing on behalf 
of members our organisation is also a Board Member of two 
National Industry Associations.
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National Association of Retail Grocers Australia (NARGA) 

NARGA, through the leadership of John Cummings (President) 
and Ken Henrick (Executive Director), has been very active 
pursuing anomalies within the Competition and Consumer 
Act affecting independent retailers. NARGA has established 
excellent relationships with Government and Opposition 
politicians and is often being pursued for advice and insights 
concerning our industry.

A main focus currently is reform of Competition and Consumer 
Law, particularly, the reintroduction of section 49 – Remove the 
prohibition on Anti Competitive Price Discrimination (why do 
Coles and Woolworths receive a more competitive price than 
the independent sector?)

Australian Liquor Stores Association (ALSA)

ALSA, led by Mal Higgs (President) and Terry Mott (Executive 
Director), has again been engaged on behalf of our liquor 
members with a myriad of industry issues and initiatives. 

The two significant achievements this year include; the stopping 
of the Wine Label Integrity Program which was legislated by the 
Department of Agriculture. This legislation was going to be a 
nightmarish administrative and red tape burden for all liquor 
retailers at store level around Australia. The recording of the 
origin of every bottle of wine purchased by a store owner was 
inevitably going to be an unnecessary cost and time burden 
for retailers.

The second significant achievement (ALSA & NABIC) was 
disapproving an industry report by Collins and Lapsley that 
claimed the social costs upon Australian society of alcohol 
misuse and abuse amounted to an exaggerated figure of $15.2b.   
NABIC and ALSA appointed Crampton & Burgess to study and 
disprove this claim with evidence and facts. The result was a 
dramatic decrease in social costs apportioned to the misuse 
and abuse of alcohol to $3.8b. 

Exagerrated figures may have caused an unintended 
consequence of new alcohol taxes and regulations that are 
unwarranted.

MGA/LRA is also a committee member of: 

• ACCC  - Small Business Consultative Committee
• Victorian – Liquor Control Advisory Council
• Victorian Whole of Government Drugs and Alcohol Strategy 

Expert Advisory Group

Continued page 10   

Annual Report continued

MGA/LRA Engagement

MGA/LRA continues to build credibility by attending many 
meetings with politicians and bureaucrats at State and Federal 
Government levels as well as forwarding industry submissions 
addressing issues affecting our members.

Market Power and Dominance of the Chains is a grave concern 
to members and is a major preoccupation of MGA/LRA’s 
activities.

Politicians have encouraged our organisation to develop a suite 
of ideas and solutions that will lead to a more sustainable and 
competitive retailing environment. MGA has engaged world 
renowned Deloitte, Touche, Thomatsu to conduct a thorough 
study and report into unsustainable chain store developments 
within our industry, the impacts of unsustainable developments 
and current planning laws.

The aim of this report is to develop suggestions and metrics 
to improve planning laws to help council planners to disallow 
unsustainable, inappropriate and oversized developments.

MGA/LRA is of course involved in many other areas of National 
industry representation including:

• National wage reviews
• General Retail Award – Award Modernisation
• Fair Work Australia – Unfair dismissal laws, minimum casual 

hours
• Plain Tobacco Packaging 
• National harmonisation of OH&S
• National Weights and Measures
• EFTPOS transaction – increased costs
• Productivity Commission Inquiries
• Senate economic Inquiries

State and Territory Based representation includes:

• Liquor laws and regulations
• Introduction of package liquor licenses
• Removal of Tobacco from display
• Planning and development
• Trading hours
• Plastic bag bans
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Liquor Retailers Australia

President of Liquor Retailers Australia, George Kovits has led 
a dynamic, proactive and industry representative group of 
committee members to achieving some significant milestones 
on behalf of members. A strong relationship has been fostered 
with the Victorian State Government, Responsible Alcohol 
Victoria and the Director for Liquor Licensing as well as the ACT 
Departments of Justice and Health.

LRA has worked tirelessly over the past 12 months to deliver 
its desired outcomes to members and the industry in general.

One of the LRA’s greatest achievements has been to provide 
our members with a strong and credible voice. Over the past 
12 months we have been able to reverse negative government 
and bureaucrat views of the independent retail sector.

Through the LRA committee, which represents member’s best 
interests, we have been able to work with various Ministers 
and bureaucrats in the states and territories to help improve 
regulations and reduce the costs of regulatory burdens on your 
business.

There is still much work in progress.

As the various Governments become closer to our industry there 
are more questions being asked about retailer membership of 
an industry organisation. Ministers and Directors are very 
surprised that there are many liquor retailers who are not a 
member of an industry organisation.

When interviewed by Liquor Retailers Australia (LRA), the 
Director of Liquor Licensing in Victoria and former Victorian 
Small Business Commissioner, Mark Brennan, stated that he 
strongly encourages businesses to become a member of an 
industry employer association which will support and assist 
them with the ever changing regulatory landscape, as well as 
sharing industry news and insights.

Liquor issues and initiatives that have been 
addressed by LRA

LRA initiated Government representation to make changes to 
the inequitable Risk Based Liquor Licence Fees introduced in 
2011, including:

• Normalisation of trading on Christmas Day and Good Friday 
– saving of $4,770

• Review of Victorian Packaged Liquor outlets 
• Introduction of the Cumulative Impact Policy Statement  – 

The Minister has gazetted this in parliament
• Trading between 7.00am and 9.00am as normalised hours 

– this initiative is on hold. RAV will look at alternatives and 
will consider special circumstances for opening between 7 
and 9 am as a condition of licences – saving of $4,770

• General Hotel Licences with a large Box on site (Dan 
Murphy’s) - this is being addressed by the Minister – there 
maybe a separate packaged liquor licence required

• Development of the Victorian Packaged Liquor Code of 
Conduct and subsequent changes

• LRA committee consulted with the relaunch of the Victorian 
RSA Training course

• LRA issued all members with a personalised ‘House Rules 
Folder’

• LRA educated the Victorian Compliance Inspectorate to 
enable better understanding of LRA members and their 
businesses!

• Packaged Liquor Accreditation – LRA, Director for Liquor 
Licensing and Small Business Victoria are in the process of 
developing an Accreditation program for all LRA members

• Liquor Control Advisory Council (LCAC) Appointment by 
Minister for Consumer Affairs. 
LRA is a Council Member (addressing risks of instore 
promotion & advertising, preloading, sponsorship etc.)

• ACT and Victoria - Uniform and fairer liquor fees (large vs. 
small outlets) – work is still being done - cannot base fees 
on volume of sales.

Annual Report continued

George Kovits
President
Duncans

Frank 
Maddicks
Bottlemart

John Silva
Liquor Leg-

ends

Angelo 
Gianetta

Cellarbrations
The Bottle-O

Todd Hunter
IBA

Campbell 
King

FoodWorks  
Shepparton

Darren 
McKenzie
FoodWorks 

National

Tony Ingpen
IGA Liquor

Frank 
Palumbo
Bottlemart

Brad Marks
Marks Liquor 

Group

Gary 
Woodgate
IGA Liquor
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Corporate Partners 

MGA/LRA’s Corporate partnership base has also grown since last financial year. Corporate partnerships include suppliers of 
groceries, liquor, services and other industry stakeholders. 

MGA/LRA’s Corporate Partners are a cornerstone of support for our organisation to carry out the necessary activities that support 
Partners, they have shown their support by investing into the future prosperity of the independent sector. We are grateful to our 
Corporate Members for their support, particularly, Diamond, Platinum and Gold Partners.

PLATINUM PARTNERS

ASSOCIATE PARTNERS

BRONZE PARTNERS

GOLD PARTNERS

SILVER PARTNERS

PLATINUM PARTNERS

WAREHOUSE & BRAND PARTNERS

Corporate 
Partners
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Communication to our members
At MGA/LRA we communicate to our members in many 
ways; our face-to-face meetings include workplace relations 
and work health and safety seminars, involvement in the 
banner groups meetings, conferences and Expo’s as well as 
industry breakfasts, training sessions,  golf days, the AGM  
and in-store visits.
We communicate via the web, via the fax and of course 
over the phone.
We really are in the business of communication and although 
there is no better way than face-to-face and a personal 
meeting, time constraints and the fast-paced nature of our 
business make it impossible to communicate everything 
personally.
The evolution of communication has seen the telegraph, fax 
and now email giving instant access to current events. The 
6pm news is now out-dated before 6pm as constant and 
instant communication via Web, Twitter, social media and 
radio keep  us informed instantly of what is happening each 
and every minute of the day.
With so much communication, what should we listen to, 
what should we ignore, what is important and what can wait?
MGA needs to communicate information to our members 
and this information can be vital to every member’s business. 
We have created branded communications that will be 
sent via email to stores. Email is our preferred method 
of communication. We urge you not to rely on the fax to 
get information from MGA. The fax, which is expensive in 
comparison to email will eventually,  like the telegraph, no 
longer be used.
We have created six major communications;
• e-Alerts
• Checkout (Newsletter)
• Work Health & Safety Bulletins
• Workplace Relations Seminars and Events
• Retail Training
• Corporate Partner and Invitations
We would like to think our emails are not deleted prior 
to opening, recent statistics from an email broadcast 
highlighted 30% of the emails sent were not opened.

e-Alert
IMPORTANT NEWS

e-Alerts are the most important email we send from the MGA.  
These are only sent when there is an issue of importance, which 
needs to be communicated immediately  to members. e-Alerts 
often require action, or a call to arms from the member; even 

if you don’t read your general email regularly, you should definitely read e-Alerts 
immediately.

Checkout is a fortnightly communication from our workplace 
relations team, updating you on events of the last two weeks. 
These could include changes to wage rates, workplace relations, 
Awards, public holidays, they can be national communications 
or state based, they could hold information that is critical to 

your business. We strongly advise you to read this email as you may need to take 
action as a result of the communication.

Checkout
Email Newsletter

WH&S
Bulletin

Work Health & Safety Bulletins are a monthly communication. 
There have been many changes in health and safety legislation 
and members need to be abreast of information delivered 
through the WHS email. This new bulletin will provide members 
with crucial information to assist in providing and maintaining 

a healthy and safe workplace which will protect you from potential liability.
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Workplace Relations format is used to promote upcoming workplace relations 
seminars which will be delivered  by our in-house team of professionals. These 
seminars will deliver vital business information including changes in legislation, 
variations to awards, and other valuable advice that affects the running of 
your business.  These seminars are informative and help members to avoid 
involvement in expensive court cases.

www.mga.asn.au
Freecall: 1800 888 479
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MGA Retail Training format will be used to promote 
upcoming training sessions, from Responsible Service of 
Alcohol, Food Safety, National accredited Certificates in 
Retail management and many other training courses we 
deliver. This email will be linked to the full portfolio of 
training available on the MGA website.

Online Courses

SAFETY 
online
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www.mga.asn.au
Freecall: 1800 888 479

Summary
Email is a major communication tool of MGA/LRA, it can and never will replace the 
personal touch but it is vital to our way of communicating to you with information 
that is quite often vital to your business and your liability as owners.
• Please don’t ignore emails from MGA
• Our aim is 100% opening rate
• Please save MGA as a safe sender in your email set up
• In the subject line of emails you receive an email from MGA will always start 

with MGA, followed by e-Alert, Checkout and so on
• Please don’t unsubscribe to emails from MGA
They could be vital to the running of your business.

General Invitations and Advertisements format will be used 
for invitations to upcoming events which will include Industry 
Breakfasts, Golf Days, AGM and other face-to-face meetings.

The general email will also be used by MGA/LRA’s corporate 
partners to promote new products and services. Remember 
it is our Corporate Partners, through their advertising with 
MGA/LRA that keep membership fees down. We sell corporate 
partnerships on the basis that retailers support suppliers who 
support them  and suppliers who support MGA are supporting 
you in so many ways, please support them when and where 
it is possible to do so.
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www.mga.asn.au
Freecall: 1800 888 479

Thank you to our Sponsors


