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Disclaimer

“The information provided in this document/these slides is designed to give you 
a summary update on QSL’s current marketing and pricing activity and does not 
constitute financial product, investment advice or a recommendation to allocate 
sugar to any particular pool and should not be construed as such. QSL has made 
every effort to accurately summarise the relevant arrangements, but this 
presentation cannot cover every aspect of the relevant contractual information. 
Information about past performance should not be relied upon and is not an 
indication of future performance. Pool performance figures presented in this 
document/these slides is indicative only as pool performance figures only 
become final on or after 30 June in any year.”
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Outline 

1. Our goals for 2013/2014

2. Key highlights

3. Performance

4. Our goals for 2014/15
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Our 2013/2014 Goals

QSL
Maximise net returns that are passed 

through to millers and growers

FINANCING
Obtain financing at low 

cost interest rate

PRICING
Knowledge & expertise in 
managing Futures Market

MARKETING
Sell to International 

Market

LOGISTICS
Safe & efficient storage 

and shipping of raw sugar

• Maintain access 
to long-term 
pricing at 
competitive 
rates

• Retain low-cost 
financing

• Outperform 
benchmark 
market returns

• Build stronger 
awareness and 
understanding of 
QSL’s operations

• Maximise returns 
by optimising 
sales timing and 
customer 
premiums

• Develop model 
for sustainable 
sugar industry

• Customer-
focused, efficient 
and effective BST 
operations

• Handling other 
products where 
it makes sense to 
do so 



Key Highlights for 2013/2014

• Maintained a strong focus on safety, with a reduction in the Total 
Recordable Injury Frequency Rate from 39.9 to 12.8

• Outperformed the market benchmark on a weighted average basis for 
QSL-managed ICE11 pools by $9.22 per tonne IPS.

• Value added through chartering and net premiums was $5.18 per tonne 
IPS

• Sold 2.975m tonnes of sugar and handled 3.765m tonnes of sugar through 
the bulk sugar terminals

• Delivered 96.2% of shipments on time and in full

• Weighted average cost of funds was 2.9% - the lowest in 5 years

• Implementation of ‘Option B’, giving all milling members the option to sell 
their Miller Economic Interest Sugar internationally



Miller ‘Economic Interest’

• Implementation of ‘Option B’, giving all milling members 
the option to sell their economic interest sugar 
internationally

• Wilmar, MSF, Mackay Sugar Limited and Tully Sugar took 
up this option for the 2014 season

• Associated costs ‘ring-fenced’ to each Miller member

• Restrictions on sugar returned to QSL marketing program 
– only accepted if no negative impact on grower returns.



• Outperformed the market benchmark on a weighted average basis by 
$9.22 per tonne IPS

• Guaranteed Floor Pool achieved a net price of $391.71 per tonne IPS 
(not benchmarked as price was locked in at the start of the season)

• US Quota Pool achieved a net price of $395.62
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Pricing
Outperform market benchmark returns



Value created in QSL-managed ICE11 pools
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• In late May 2014 QSL’s credit rating was downgraded resulting in QSL 
utilising the $500m syndicated facility agreement at a higher funding cost

• In July 2014 QSL retracted its credit rating and was unable to draw on 
borrowings from Commercial Paper.  These exclude the fixed facility fees. 9

Financing
Maintain access to long-term pricing at competitive rates



Marketing
Maximising returns through optimising sales timing and customer premiums

• Other Origin sales decreased due to a reduction in opportunities.
• Actively managing short open positions in the freight market added $0.44 per 

tonnes IPS based on the QSL-managed ICE 11 tonnage.
• Value to the ICE 11 Shared Pool via above-benchmark premiums was $4.74 per 

tonne IPS. 10



Logistics
Operate safe and efficient storage and shipping of raw sugar
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• Delivered more than 96% of shipments on time and in full
• Flexibility provided by managing the terminals as one ensures we can meet 

customers’ expectations and deliver on time and in full.
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• Total Recordable Injury Frequency Rate year-on-year target of 50% reduction achieved 
ahead of schedule (March 2014)

Safety
Safety starts with me



Our 2014/15 Goals

• Maximise returns to growers and millers

– Pool returns significantly outperform market

– Effectively implement miller EI changes

• Build capability for the future

– Implement changes to attract additional business in 2017 and beyond

– Build an organisational culture that enables success in 2017 and beyond, and creates 
true competitive advantage

• Improve operational excellence

– Continued improvement in safety and environmental performance

– Excel at service delivery to refining customers

– Effectively control costs across the organisation



Thank You 
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