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Inside Dynamic Business 2024

Towards amore productive economy?
2025will be a turningpoint for
ChristopherLuxon’sCoalition
Government.

HisCabinetwill still be toughing it
outwhen it comes tokeepingcontrol
of the fiscal levers. The “deep
economic turnaround”promotedby
thePrimeMinister hasproved
challenging.

Hehasearmarkednext year as the
beginningof a strong focusongrowth
and jobs todealwith the “30-year
productivitydisease thatwehave
got”.

Ahigh-profile Infrastructure
Investment Summit early in theyear
will give a lift tobothGovernment and

private sector alike. Particularly, if it
ultimately leads to significant
international investment in transport
projects, renewables andmining.

InfrastructureNewZealand’sNick
Leggett suggests asset recycling is
oneanswer.

TheHerald’s DynamicBusiness
report, Towards 2025, explores some
transformative technologiesNew
Zealandmightpursue tobecomea
moreproductiveeconomy.

It’s notable thatNewZealandhas
slippeddown the IMDWorldDigital
Competitiveness rankings, dropping
from25 to 33 inoneyear.

Theplain truth iswearenot

investing sufficiently inR&D.But as
SparkCEOJolieHodsonpointsout
judicioususeofAI inNewZealand
business could lead toahuge
productivity lift.

We report onhowTaxi, a fintech
startup, usesprovisional tax
payments as security tooffer
businesses low-interest loans—at
rates far below traditional banks.

When it comes to theenvironment,
RussellMcVeaghpartnerMichael
Loan saysNewZealandmust invest
more inelectricitygeneration
capacity tomeet thedemandcaused
by theelectrificationof industry and
transport. Greenhydrogen is

promotedasa salve.
But it ismorecomplex than that.
AucklandBusinessChamber’s

SimonBridgeshas awelcome focus
on the short term,with suggestions
onhow to sparkgrowth.

Elsewhere, economistCameron
Bagrie saysNewZealand is at an
inflectionpoint. He sayswedon’t need
a sugar-rushupturn. Bagrie sayswe
needbetter foundations toour
economy.

And influential political analyst
RichardHarman reports that tensions
are likely tobecomemoreevident
next year. Particularly, as 2026and
theelectionapproach.

That’s unlikely todeter Foreign
AffairsMinisterWinstonPeters and
TradeMinister ToddMcClaywhoare
among themost successful Cabinet
Ministers.

Theyhave covered the Indo-Pacific
this year—but in 2025will zero in
on India.

Weareonceagainproud to
showcase, in this report, thewinners
and finalists in the2024DeloitteTop
200awards.

Enjoy the report.

FranO’Sullivan
ExecutiveEditor
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Dealing with NZ’s
‘productivity disease’

PrimeMinister
Christopher Luxon
spells out his hopes
and intentions
ahead of an
Infrastructure
Investment Summit
next March

When I’ve sat down
with those

investors, they’re
very open to New
Zealand, and now

they’ve got a
Government that is

very open to
partnering with

them, in PPPs for
example.
Christopher Luxon

Prime Minister Christopher Luxon met with Larry Fink, CEO of BlackRock, in Washington DC during his visit for the
NATO summit in July.

H igh-profile international in-
vestors like Larry Fink’s
BlackRock are being targ-
eted to invest more capital

in New Zealand infrastructure.
The Prime Minister met with Fink

in the United States earlier this year.
He is hopeful that BlackRock — and

major pension and sovereign wealth
funds — will be among the names the
Government attracts to a two-day
Infrastructure Investment Summit in
Auckland mid-March.

Thismarks a turning point in Chris-
topher Luxon’s agenda.

Since forming the Coalition in Nov-
ember 2023 he has been engaged in
leading what he labels a “deep econo-
mic turnaround”.

His Government has made some
progress. Inflation and interest rates
have come down.

But it has proved painful and div-
isive and some truly awful numbers
will be unveiledwhen Treasury posts
the Half Year Economic and Fiscal
Update on December 17.

“Of course you’ve got to keep the
pressure on that space, but now it all
moves to growth,” says Luxon.

“It needs to move to growth and
jobs in dealing with the 30-year pro-
ductivity disease that we’ve got.

“We’ve started those conversati-
ons already, but we’ve got to really
flesh that out over the course of the
next year.”

Last Sunday, New Zealand’s new
national infrastructure agency began
operations. The agency will unlock
access to more capital for infra-
structure andwill strengthen theGov-
ernment’s private finance and com-
mercial capability.

It has been created from a repur-
posed Crown Infrastructure Partners
(CIP) to act as the Crown’s ‘shopfront’
to receive unsolicited proposals and
to facilitate private sector investment
in infrastructure, partner with agen-
cies, and in some cases, local govern-
ment on projects involving private
finance, and administer Central Gov-
ernment infrastructure funds.

Work is also under way on a
30-year National Infrastructure Plan.

Luxon has held meetings with
major investors during missions to
Southeast Asia and Japan this year.
often accompanied by Morrison’s
Paul Newfield who oversees a size-
able fund.

I’ve been sitting downwith the inv-
estors,” he relates. “But the problem
that we’ve got is we need access to
those superannuation and pension
funds for our public infrastructure
development.

“When I’ve sat down with those
investors, they’re very open to New
Zealand, and now they’ve got a Gov-
ernment that is very open to part-
nering with them — in PPPs for ex-
ample.”

The Prime Minister is excited
about the upcoming summit, fore-
casting it will be a catalyst for con-
nectivity between the large offshore
funds and New Zealand.

Projects are being fast-tracked to
deliver a new generation of Roads of
National and Regional Significance
(RoNS and RoRS) for New Zealand to
support economic growth and get
people and freight to where they
want to go, quickly and safely.

There are 22 renewable electricity
projects that will help electrify the
New Zealand economy, boost energy
security and help New Zealand
address its climate change goals.

NewZealand has abundant renew-
able energy resources but the plan-
ning system puts barrier after barrier
in the way of taking advantage of
them.

Collectively the projects will con-
tribute an additional 3 gigawatts of
generation capacity, if all consented.

By comparison, Auckland’s histor-
ic peak demand is about 2 gigawatts.

Cabinet Ministers like Transport
Minister Simeon Brown, will take part
in the summit. “Simeonshouldbeable
to stand up and offer up a package
of roads, for example, as an asset
class,” adds Luxon.

The Prime Minister has studied
what makes other small advanced
economies successful.

Hedoesn’t buy the slogan thatNew
Zealand punches above its weight.
“It’s nice that people think positively
about our country and our people.
But that has to be converted into
investment and into exports.”

Science and Technology
Sir Peter Gluckman‘s review of the
science sector is well overdue. Says
Luxon: “I personally feel we’ve been
too siloed in the institutes, universi-
ties and the businesses, and as we’ve
seen examples like Ireland and Israel.

We need to get the right ecosystem
for us.”

He cites space and advanced avia-
tion as areas that should be growing
organically. Advanced agriscience
and software are also exciting.

“I do thinkwe have to focus on are-
as where we think we can build out
real capacity, capability andexpertise
and will be number one or two in the
world at.”

Plant & Food Research is also an
opportunity, he says. “There is incred-
ible technology sitting there, incred-
ible innovation and amazing science.
And the challenge now is they want
to commercialise it.

“We want them to commercialise
it and not have New Zealand science
be commercialised in Australia or the
US.”

Taxing stuff
Unlike Ireland, which has offered a
12% corporate tax rate for internatio-
nal investors, there are no plans to
follow suit here. “We haven’t had a
specific tax conversation. Obviously,
it’s pretty challenging at the moment
as we just deal with the fiscal cleanup
job that we’ve kind of got to get into
shape,” says Luxon.

“But, there is a big appetite in the
Government to welcome investment,
and the mindset needs to change
from not this privilege to invest in
New Zealand to actually welcome
and thank them for coming.”

Asset sales are not on the agenda
either: “My commitment has been no
asset sales. Understand we’ve got to
get a lot of the fundamentals right.

“We’ve got two years to the next
election. We have to do the fiscal
repair job and get inflation under
control and get the investment thing
right.

The March summit will provide a
readout on how international in-
vestors view us.

What small
advanced
economies
do well
VisionandGoal-Setting: These
countriesoften set out very clear
visionsandgoals for their
economicdevelopment,whether
it’s becomingaglobal hub for
certain industriesor achieving
specific productivity targets.

EcosystemApproach: Countries
like Irelandand Israel have focused
onbuilding robust innovation
ecosystems that connect
universities, research institutes,
andbusinesses.

TargetedSectorDevelopment:
Rather than trying todoa little bit
of everything, successful small
economieshaveoften focusedon
developingworld-class capabilities
in specific high-potential sectors.
ThePrimeMinister sees
opportunities in areas like space,
advancedaviation, andagri-
science.

Commercialisation: Ensuring
local innovation andR&Dgets
effectively commercialized, rather
thanbeing takenoverseas, is a key
lesson.

Welcoming Investment:
Countries like Singaporehave
cultivatedaveryproactive,
welcomingattitude towards
foreign investment. ThePrime
Ministerwants to shiftNew
Zealand’smindset frombeing
reluctant toembracingand
facilitating international capital.

New Zealand Infrastructure Investment Summit
TheNewZealand Infrastructure
Investment Summit is slated tobe
held inAucklandonMarch 12/13.

Itwill showcaseupcoming
infrastructureopportunities inNew
Zealand, including investment and
developmentopportunities, and
provideanoverviewofNZ’s
infrastructurevision.

Itwill highlightGovernment’s
Infrastructurevision, enablingpolicy
and legislativeworkprogramme, the
approach topartneringwithprivate
sectororganisations todeliver the
infrastructureNewZealand requires
over the comingyears and
importantly, to showcase specific
infrastructure investment/deal

opportunities in several public
infrastructureareas.

Theproject is being ledby
TreasuryDeputySecretaryFinancial
andCommercial Leilani Frew.Others
involved include:NZTEAustralian
InvestmentDirectorAndrew
McGowanandNZStoryDirectorof
Major Events JonathanAlver.

Dynamic
Business
Fran O’Sullivan
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Bridging our growing divide
Consensus policy-
making has become
more difficult as
the periphery
grows in influence

The days of selling
more expensive
houses to each
other are done.

Tourism, China, and
migration —

previous fire-
powers of growth —

are not there.

T heeconomy is gettingback
on track.
Sort of.
Wecancelebrate that

interest rates are comingdown.With
almost 50%ofborrowers to refix
mortgages in the coming sixmonths,
monetarypolicywill beprovidingan
economic injection.

Badeconomicnewshas laid the
platform forbetter times.

Thegovernment is claimingcredit
but the seeds sown in2023and2004
were thedelivery incrushing
inflation, thoughnon-tradable
(domestic) inflation is still toohigh
andneedswatching.

Nowthedebateneeds to start on
thequalityanddurabilityof that
economic improvementweare
starting to see.Will it beofquality?

Therearenumerous issueswe
need toownup toaswell as
opportunities.

Mybiggest concern isdivision.
This growingdividewehave

acrossNewZealand, as illustratedby
the recenthı̄kōi toWellington, or
farmers taking their tractors to
Parliament inopposition to the
previousgovernmenthasbeen
socially andeconomically corrosive.

Thepolitical centre (National and
Labour) got 65%of thevote at the last
election.Theperipherygot 35%.
Extremism isbecomingmore
common.

Consensuspolicy-makinghas
becomemoredifficult as the
peripherygrows in influence.

Uncertainty riseswith that.
Uncertaintycarries a riskpremium.
Thatmakesbusinessesnervous.
Theydonot invest, or any investment
requires ahigher riskpremium.

Division is a global theme.
Populismandshort-termismare
drivingpoliticsmoreandmore.

It is not good for theNewZealand
or theglobal economy.

Theheadof the International
MonetaryFundrecentlynoted
dissatisfiedpopulationsas global
growthmoderates.

TheGovernmentandPrime
Ministerneed to lead.They (he) are
not.

Theyneed to findmorecommon
ground.Workbetter to get consensus
inareas suchaseducationand
infrastructure.

Theremust surelybecommon
growthwhen it comes tokidsand
infrastructure. Educationand
infrastructureareessential economic
enablers.

Weurgentlyneed tohavea
nationaldiscussionandhuion
productivity.

Withoutproductivity, ordoing
thingsbetter, living standards
stagnate. It’s a recipe for anexodus
outof the countrywhichweare

seeing though thedepartureofNew
Zealandcitizens.

Productivitydrives living
standards. It provides thecoin that
underpinsmanyaspectsofwell-
being. It drives the taxcoming in the
government’s coffers.

TheTreasury’s chief economist
hasbeendirect in thepastweek.
There is “accumulatingevidenceof
a sustainedproductivity slowdown.”

TheReserveBankalsoacknow-
ledged in theirOctoberOfficial Cash
Rate (OCR)decision that “lowprod-
uctivity growth is alsoconstraining
activity.”

Back inMay, theTreasurynoted
that “productivity for thewhole
economyaveraged 1.4%ayear
between 1993and2013but averaged
only0.2%ayearover the last 10
years.”

That is aneconomy in serious
structural trouble.

The finger is consistentlybeing
pointedat the governmentandwhat
theycando.

Orat a trenddecline inglobal
productivity growth—whichhasnot
matchedNewZealand’sdecline.

Peopleneed tounderstand that
NewZealand’s economicmodel is
morphing. Thedaysof sellingmore
expensivehouses to eachother are
done.Tourism,China, andmigration
—previous firepowersof growth—are
not there.

Welcome in theneweconomic
drivers. Productivity. Business
investment.Natural resources.

Betterpolicy.Andbusinesses
lifting their game.

Theseeconomicdrivers require
newdiscussions andadifferent
policyprescriptionandacceptance.

TheReserveBank’sdecision, for
example, to get banks toholdmore
capital hasbeenahugeown-goal
encouraginghome lendingat the
expenseof real productive lending.

Whyaremorequestionsnotbeing
askedat towhyexportshave
dropped from29% to25%of gross
domesticproduct?

Weare starting to seebetter
nuances fromgovernment, though
far fromcomplete, in areas suchas
education.TheGovernment’s
aspirationofdoubling exports is too
muchdemand (market access)
focusedandneedsmore supply focus
(howweproduce the stuff).

The recent announcementof the
fast trackingof initiativeswill help.

NewZealandhas ahugenatural
endowment that needsunlocking to
drivegrowth, but alsomanaging the
risks aroundgrowth.Anexample is
water and irrigationwhichcouldbe
ahugeenabler.Horticulturehashuge
upside. Security is nowakey theme
in trade.NewZealand isyet todefine
its strategyand theopportunity.

Thebusiness sectorneeds to lift its

game too ifwearegoing togetout
of thishole.

TheOECD’s economicassessment
forNewZealand in2022hadsome
prettypointedcomments tomake
aboutmanagementandgovernance.

“Managerial practices inNew
Zealand lagbehindother advanced
OECDeconomies, holdingback the
adoptionandeffectiveusesofdigital
technologies.”

“Managementboards inNew
Zealand’s firmsareoftenmore
focusedonpreservingexistingvalue
and regulatory compliance thanon
growthstrategies that involve
productivity-enhancing investments
and international expansion.”

TheNZX50 Indexhasnot
performedwell in recentyears
compared to global peers. Companies
were slow to respond to the
economic signals in 2023andcut
costs.
● CameronBagrie is thePrincipal of
BagrieEconomics.

DYNAMIC BUSINESS TOWARDS 2025

Dynamic
Business
Cameron Bagrie

The bottom line
NewZealand is at an inflection
point. A sugar rush is coming from
lower interest rates.Weare seeing
it initiallywithinhousingmarket
activity levels thoughnot inprices
so far.

A sugar rushupturn is notwhat
weneed though.

Weneedbetter foundations.
Tough timesoftendeliverbetter
foundationsbecause theymake
people focus.

I’d favour abitmoreeconomic
hurt as thebuildingblocksona
more sustainable economicgain.



nzherald.co.nz | The New Zealand Herald | Friday, December 6, 2024 B5

Three policies for growth,
that are needed right now

Our short term reallymatters andwe need growthwhere we can
get it, writes Simon Bridges, CEO of Auckland Business Chamber

Short-term visa free
entry for travellers from
China and India? There

could be fish hooks. But it
could also be that the

economic pros
massively outweigh the

cons. Fully utilised
hotels, motels,

restaurants, bars, bungee
jumps, and campervans

— that could really be
something.’

O neof thebeautiesof being
anex-politician is thatyou
realisehowmucheasier it
is to throwoutpolicy ideas

without the same level of scrutiny
that applieswhenyoudo it fromthe
front linesof activepolitics. In this
column, I amgoing todoexactly this:
propose threepolicy ideas thatwould
provide for growth, acknowledging
that I do sowithout armiesofpolicy
people tovet themandwithout
proper cost-benefit analysis.

That said, everything I say in this
columnhasbeen suggested tomeby
multipleAucklandbusinesspeople
who I respect andwhospeak from
direct experience in their fields.All
areaimedatproviding short-term
growth injections intoNewZealand’s
economicarm.

This is incredibly important.
Toooften thesedays, the

fashionable thing for ourpolitical and
business classes todo isprattleon
about the long-term's importance. It
makes themfeel nobleandhas the
addedbenefit of being talk forwhich
they’ll be totallyunaccountable.

The reality is there isno long term
without the short term, andweneed
moreeconomicgrowth togrow jobs
and incomeandultimatelykeepNew
Zealanders inour country rightnow.
Gettinggrowth is anurgent issue the
government should feel daily
pressure toperformonbecause it is
their policy settings thatmakeall the
difference.

Boost tourism by considering visa
free entries for important markets
Tourism isn’t back topre-Covid levels.
The last figures I sawhadusat around
85%andslowlygrowing. This is
progressbutnot enough.

Thedifferencebetween this
current state and 100% (orhigher) is
hotels, restaurants, and retail not
makingprofits todaywhen theyonce
were, and shouldbeagain.

What’smore, the feedback I
receive is that for a government that
is pro-business, it’smaking it harder
andcostlier, not easier, to get intoour
countryandspend lotsofmoney
having fun.

Indeed,with recentpolicy
changes, gettingavisaandcoming to
NewZealand for aholiday isnow
morecomplicated, takes longer, and
costsmore forAsian tourists.

If youareChinese, younowneed
to fill outmorepaperworkandobtain
certified translations intoEnglishat
ahigher cost—about 2500RMB
(NZ$590)—whichcreates confusion
andcomplaints, including that
Australia ismucheasier andcheaper.

Clearly, our currentpolicy

positionsarebarriers to coming.
Asian travellers book later—often last
minute—thanEuropeanand
Americanvisitors, andwith
confusionaboutEnglish language
requirements, for example, theymay
well just spend theirmoney
elsewhere.

I’m told, for example, that the
$2500RMB (NZ$590) forourvisa gets

youa fewdays inaniceplace in
Thailand.Why thenwouldwemake
it harder forhigher-valuecustomers?

Tourismhasbeenournumberone
performing sector in thepast.

Let’s not be sniffyabout it – let’s
havepolicies that go for growth.

Onesuchpolicywouldbe to
resumea fast-trackprocesswe’ve
seenbefore,whereat leasthigher-
valuecustomers—say, business class
andgoldmembersof the incoming
airlines—canget inmorequicklyand
smoothly.

Butwhat about beingevenbolder?
Earlier thisyear, ChinesePremierLi
Qiangannounced 15-dayvisa-free
travel toChina forNewZealanders.

I’ve takenadvantageof it twice
since then. Itmeans thatnow, as a
Kiwi, it is as simpleashavingavalid
passport, buyingyour tickets, and
gettingon theplane.Couldn’twe
reciprocate?China is no longer apoor
country. It hashundredsofmillions
ofmiddle classeswithoptions.

Let’s getmoreof thembackhere,
enjoyingand,more importantly,
spending.

Finally, itwouldbe remissnot to
mentionanother countrywithover
abillionpeople.

TheEconomistmagazinehas
writtena fair amount recentlyabout
India’s burgeoningmiddle class,
whichwants to travel onholidays.

It saysoverseas spendingby
Indian travellers tripledbetween
2010and2023 toUS$33billion.One
forecast suggests itwill rise again to
US$45bnextyear.

Indian travellers are someof the
latest tomakedecisionsabout
coming, and the feedbackon
ImmigrationNZ from IndianVIPs I
have interactedwith isverynegative.
Asonehigh-net-worth individual said
tome: “Don’t youwantme tovisit
you?”.

Let’s also look to streamline
processes for at leasthigher-worth
Indian travellers andpossibly
consider somethingmore radical, like
the short visa-freeperiod Ihave
suggested forChina.

In India’s case, I accept therewill
be some fishhooks. India is avery
big country that’s still developing, and
therecouldbeoverstayingproblems.
But it couldalsobe theeconomicpros
massivelyoutweigh thecons. Fully
utilisedhotels,motels, restaurants,
bars, bungee jumps, andcampervans
— that could reallybe something.

Provide more enabling investor
migrant settings
Currently, the settings for the investor
migrant residencypath sayyoumust
bring$5 to $15m intoNewZealand
to invest in somethingapprovedby
NewZealandTradeandEnterprise
that isn’t a listedcompanyand,
therefore,will be fairly illiquidand
withelevated risk.

Funnilyenough, almostnoone
nowapplies in thesecategories like
theyused to.

Get on with getting more
international students
Aswith tourismand investor
migrants, international student
numbersarealso stillwell down from
pre-Covid times, and thepolicy
settings inplace, formallyand
informally, seemtobeclearly
opposed togettingusback towhere
wehavebeen.

Remember, thiswasoncea$5b
sector forNewZealand, bigger than,
say, thewineand fintechexport
sectors todaycombined.

NewZealandneedsmoreexport
sectorsof scale ifweare to reach the
government’s lofty (and long-term)
goal ofdoubling exports, growing jobs
and incomes, andkeepingKiwishere.

Settings shouldbeurgently
reviewed tomake themmore
attractive.

Thewindow isnowasnaturally
morealluringmarkets, suchas
Australia andCanada, pull back.

Onecomment I havehearda
coupleof times is that thisdoesn’t
necessarilyneed to includean
inevitablepath to residency for the
student.

Australia andCanadahavehad
relativelymore relaxed international
student requirements andhigher
residencyones, andwecould learn
fromthis, boosting this export
services sectorwithout automatically
selling jobsand residency toeach
student afterward.

I’vedeliberatelywrittenhere
about somechallenging sectors in
recent times.

Somecanbequite fickle about
them, thinkingwedon’t needorwant
themasmuchasothers anymore.

I disagree, but Iwouldargue that
inanyevent, rightnow,weare in the
positionofnothavingenoughsectors
goingwell to becomplacent about
these formerly topbreadwinners.

Our short termreallymatters, and
weneedgrowthwherewecanget
it in it.

● AucklandBusinessChamber is an
advertising sponsor of theHerald’s
DynamicBusiness report.
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A big year for NZ Trade
Our ambition sees New Zealand as a world-leading small-advanced economy by 2040, writes Todd McClay

Clockwise: Meeting Saudi Minister of State for Foreign Affairs Adel al-Jubeir; signing the Agreement on Climate
Change, Trade and Sustainability in Lima; with Indian Minister of State for Commerce and Industry Jitin Prasada on
the sidelines of G20, Brazil.

Aswe look to 2025 and beyond, themessage is clear: we
will be out on theworld stage hustling to ensure New
Zealand can seize every opportunity, grow, adapt, and

succeed in the global economy.
ToddMcClay

By aligning our
exports with

evolving consumer
trends, fostering
innovation, and

reducing barriers,
we are ensuring our
economy remains

resilient and
competitive.

T hishasbeenaverybigyear
forNewZealand tradewith
muchachieved ina
relatively shortperiodof

time.
And if everourexportersneeded

somegoodnews, it’s probablynow.
ForNewZealand therearealways

headwinds.Muchof theworld
remainsprotectedandweare forever
battling to level theplaying fieldand
giveKiwis a fair goon theworld stage.

However, as 2024draws toaclose,
NewZealand iswell-positioned to
navigatea complexandevolving
global tradeandgeopolitical
environment.

Fromnavigating shifts in global
economicpolicy toexpandingour
presence inkeymarkets,wehave
takendeliberate steps toensure that
NewZealand remainscompetitive
and resilient.

Asanexportingnation, our future
prosperityhingesonmeeting the
challengesof a shiftingglobal
landscapewithambitionand
determination—but this isnot
somethingnew.

AtApec inLima thismonth, amidst
discussionsonuncertaintyand trade
pressures, I foundoptimismamong
global leaders—adetermination to
actdecisively andcarveout
opportunitieswherewecan.

OurPrimeMinisterChris Luxon
has set aboldvision:NewZealand
asaworld-leading small-advanced
economyby2040.This ambition is
backedbyour ambitious target to
doubleexports byvaluewithin 10
years.Achieving this isno small feat,
but thegroundwork is being laid
throughnewandexciting trade
agreements, dismantling trade
barriers, and targeted trademissions
thatdeliver results forKiwi
companies.

A Year of Milestones
It’s important to take stockofwhat
we’veachieveandwhereweshould
beheadingnext.Our trade
negotiators are someof thebest in
theworld, and they’veworked
extremelyhard thisyear.

InMarchwewereoneof the few
countries to succeedat theWTO
Ministerialmeeting inAbuDhabi
where, as aVice-Chairwe
successfullynegotiatedanextension
to thee-commerceMoratoriumthat
seesall e-commerce remain tariff free
—givingcertainty toNewZealandand
theworldsexporters.

InMay, theEuropeanUnion free-
tradeagreement (EUNZFTA)entered
into forcemanymonths sooner than
predicted, providing $46millionof
tariffs saved forKiwi exporters that
theywouldotherwisehavemissed
outon thisyear.

In September,weconcluded the
NewZealand—UnitedArabEmirates
ComprehensiveEconomic
PartnershipAgreement, our first free
tradeagreement (FTA) in theMiddle
East, givingKiwi exporters
commercial advantage in that
growingmarket. Theagreementwas
negotiated in just over fourmonths
anddelivers 98.5% tariff elimination
onNewZealandexportsonentry into
force, rising to99%after threeyears.

Lastmonth, after just seven
monthsof reengagement,we
concludeda tradeagreementwith
theGulf CooperationCouncil (GCC)
—unfinishedbusiness for successive
Governmentsover 18years—witha
particular focusongoodsand
services trade.Theagreement
includesprovisions thatwillmake
doingbusiness easier,with
preferential access forourprimary
sector exporters, streamlined
customsprocedures, reduced trade
barriers, andcommitments to level
theplaying field forKiwi services
businessesentering themarket.

It alsodeliversduty-freeaccess for
99%ofNewZealand’s exportsover
10years, andwhencombinedwith
theUAEagreement removes tariffs
on51%ofourexports to theGulf on
dayone.

These twoagreements secure
market access in ahighlycompetitive
market forbeef, lamb,dairy,manuka
honey, fish, andmany,manyother
goods, andcontribute towardsour
ambitiousgoal of doublingexportsby

valueover 10years.
Bothagreements also include

provisionson intellectual property;
transparencyand tradeand
sustainability; and include
commitments to international labour
standards through the ILO, and to
climate.

TheGCCagreementalso includes
a sectiononwomen’s economic
empowermentwithcommitments to
theConventionon theEliminationof
All FormsofDiscriminationagainst
Women.NewZealandalso secured
ourTreatyofWaitangi exception to
allowus tomeetTreatyobligations.

Finally, inNovember, atApec in
Peru,wesigned theagreementon
tradewith sustainabilitywithCosta
Rica, Iceland, andSwitzerland;
particularly good forour sheep
farmersandwoodproducers tobring
down tariffs on sustainableproducts
NewZealandsells to theworld.

GrowingNewZealand’s trade
relationships is part of the
government’s plan togrowthe
economy, lift incomes for allKiwis,
andcreate jobs.

Breaking Down Barriers
Beyondsigningnewdeals,we’re
tacklingnon-tariff barriers (NTBs) and
technical barriers to trade (TBTs) that

hinderourexporters.
Thisyear alone,we’ve resolved

barriers impactingmore than$730
millionworthof goodsexports.

Fromrestoring access for log
exports to India, to extending tariff-
freeconditions fordigital exports to
allWTOmembers, to gettinga
12-month reprieve fromEU
deforestation regulations that could
cost ourexportersup to$200meach
year— theseefforts are reducingcosts
forKiwibusinesses.

Nextyear,weaim toaddress
$900mNTBs, including regulations
affectingcosmetics inChinaand
structural timber exports toAustralia.
Weare alsoholdingCanada
accountable forbreaching
commitmentsunder the
ComprehensiveandProgressive
Agreement forTrans-Pacific
Partnership (CPTPP), througha legal
tradedispute thatNewZealand is
prosecuting to ensureourdairy
farmers receive their rightfulmarket
access.

Engaging Directly with Markets
Trademissionsare thebackboneof
ourmarket engagement strategy.
Thisyearwehave ledeight trade
missionswithdelegates representing
128NewZealandbusinesses to: Brazil,
China, Japan,Malaysia, the
Philippines, Singapore, SouthKorea,
Thailand, and theUS.

Thesemissions resulted in 105
commercial outcomesworthmillions
ofdollars.Mostnotably in just the last
month, 13Memorandumsof
Understandings signed inBrazil
resulted in $100mworthof
partnerships for emergingcompanies
in the techandagribusiness space,
and24partnershipsworth$340m
fromthedelegationofnearly 70New
Zealandcompanies that attended the
China International ImportExpo
(CIIE).

Continuing this ambitionand
hustlenextyear,wearedeliveringon
ourcampaignpromise todeliver
more trademissions thananyother
governmentduring this termof
parliament tohelpbusinesses

harnessmarket access secured
throughnewtradeagreements.

Staying Connected
TheCoalitionGovernment is
reestablishingconnectionsaround
theworld that are important toour
economic future. I’vehad the
opportunityofmeetingwith
counterparts fromcountrieswe trade
withand thosewewant to tradewith
more. This includes threevisits to
Indiaandsixmeetingswith the
IndianCommerceMinister, sixvisits
to theMiddleEast, twovisits toChina
and fivemeetingswithmyChinese
counterpart, and fourmeetingswith
myEU, and sixwithUKcounterparts
respectively.

We’vealso engagedwithTrade
Ministers fromLatinAmerica, the
CPTPP,APEC,OECD, SoutheastAsia,
Japan, SingaporeandAfrica.

NewZealandwasprivileged tobe
invited to attend theG7 for the first
time, and theG20TradeMinisters
meetings in ItalyandBrazil,
opportunities to talk to someof the
world’s largest economiesaboutour
valuesand tradepriorities.

The Road Ahead
Thepath todoublingexportvalue
won’t bewithouthurdles.Global
demand for sustainable, traceable
products is rising, andNewZealand
must remainat the forefrontof
meeting theseexpectations. By
aligningour exportswithevolving
consumer trends, fostering
innovation, and reducingbarriers,we
areensuringoureconomyremains
resilient andcompetitive.

Trade isn’t just aboutnumberson
abalance sheet— it’s about creating
jobs, lifting incomes, andsecuringa
better future for allNewZealanders.

Aswe look to2025andbeyond,
themessage is clear:wewill beout
on theworld stagehustling toensure
NewZealandcanseizeevery
opportunity, grow, adapt, and
succeed in theglobal economy.

● ToddMcClay is ttheMinister for
TradeandAgriculture
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FIF rules: the context has changed
Tim McCready

Rob Coneybeer
and Barbara
Edmonds at the
US Business
Summit.

V enture capitalist Rob Con-
eybeer underscores the
connection between talent,
innovation and foreign di-

rect investment (FDI).
“While FDI is important, it is the

talented individuals who drive inno-
vation — and that innovation is what
ultimately attracts investment,” he
says.

Using Rocket Lab as an example,
Coneybeer illustrates how founder
Sir Peter Beck built an internationally
renowned company by assembling a
highly-skilled team, with many rec-
ruited from outside New Zealand.
Their collective expertise brought in
global investment and helped estab-
lish New Zealand as a leader in space
technology.

Coneybeer,who ismanagingdirec-
tor and founder of US-based venture
capital firm Shasta, underlined the
issues at the recent United States
Business Summit in Auckland.

A migrant to New Zealand himself,
he highlights the country’s natural
advantages: political stability, its en-
vironment, and a reasonable cost of
living. He says these factors all make
New Zealand an appealing destina-
tion for global talent, but the FIF rules
turn otherwise enthusiastic innova-
tors and investors away.

“New Zealand can have a great big
bucket for foreign direct investment,
but if you have this big hole in the
bottom that keepspeople fromengag-
ing and living here, then it’s not worth
the effort,” Coneybeer says.

Revenue Minister Simon Watts re-
cently announced a review of the FIF
rules as part of Inland Revenue’s tax
and social policy work programme.
This has been broadly welcomed by
both business leaders and policy

analysts, who have long argued for
reform.

Labour’s finance spokesperson
Barbara Edmonds supports the re-
view, acknowledging the FIF rules are
outdated. “When the FIF rules were
designed, we didn’t have the global
mobility of labour that we have now.
The context has changed, and people
aremore able to choose New Zealand
as a place to work,” she says.

Edmonds — a former Labour
RevenueMinister and IRD tax lawyer
— says the potential fiscal loss as a
result of any changes will be top of
mind for the government, but “there
are some elements that could be
changedon the edgeswithout it being
a potential risk to revenue base,” such
as adjusting the $50,000 threshold
which hasn’t changed since the rules
came in.

She also points to the transition
period as another area that could be

considered. It is currently four years
but could be extended.

Coneybeer suggests that options
should be explored such as allowing
individuals to voluntarily opt into a
capital gains taxation instead of FIF.
He argues that this approach could
be revenue-neutral or even revenue-
positive.

“If they had the ability to opt into
realisation-based taxation on assets
in lieu of FIF, then that revenue could
come to New Zealand because it is
already accounted for with a clear
offset against US capital gains tax in
the tax treaty,” he says.

Edmonds points out that the FIF
rules make up part of a broader
discussion on tax reform. She notes
growing momentum, citing the Inter-
national Monetary Fund (IMF), the
World Bank, the OECD, and senior
business leaders who have identified
gaps in New Zealand’s revenue base.

“There is an opportunity to look at
the FIF rules and how they work, if
New Zealand had a capital gains tax,”
she says.

Green energy: a competitive edge
Reflecting on what New Zealand
could lean on to attract further inter-
national investment, Edmonds told
the US Business Summit that New
Zealand’s renewable energy resou-
rces offer a unique competitive edge.
She sees it as a foundation for addr-
essing several of New Zealand’s chall-
enges simultaneously: climate resili-
ence, economic growth, and job crea-
tion.

She highlights the strategic import-
ance of New Zealand’s clean energy
advantage, particularly as companies
intensify efforts to decarbonise
supply chains. The ability to offer
clean, renewable power positions
New Zealand as a preferred location

for companies looking to align oper-
ations with sustainability goals.

“New Zealand has an edge ahead
of the world in renewable energy,”
she says, noting that climate-related
disclosures are requiring companies
to track emissions through their
supply chains whichmakes New Zea-
land’s high proportion of renewable
energy a magnet for international
businesses.

“More and more international
companies, including one I met from
the US just a couple of weeks ago,
want to come to New Zealand and
scale here because of our renewable
energy sources,” she adds.

“Our high renewable energy num-
bers alreadygiveus a significant head
start,” Edmonds says. But she stresses
the importance of continued invest-
ment in energy generation, trans-
mission, and storage infrastructure to
fully realise this potential.

Foreign Investment Rules

NewZealand’s Foreign InvestmentFund (FIF) rules are
increasingly cited asa impediment to attractingglobal
talent and investment toNewZealand. Introduced
almost40years ago, the rulesweredesigned toprevent
wealthy taxpayers shiftingassets tooffshore taxhavens
outof sightof InlandRevenue.However, they’venot
keptpacewithmoderneconomic realities.

Under the rules,NewZealand residentswithoverseas
investments are taxedas though those assetsgenerate
a5% returnannually, regardlessofwhether theyare
liquidornot.

This can result indouble taxation, particularlywith
theUS,whereNewZealand’s tax agreement fails to
offset FIF taxes againstUScapital gains.

TheFIF rules have significant implications for
attracting skilledmigrants and returningexpats.Many
reconsidermoving toor staying inNewZealandbecause
of the financial penalty these rules impose.
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Reality races towards Coalition
Tensions are likely
to becomemore
evident next year,
particularly as 2026
and the election
year approach

AlreadyMinisters
are fighting their

corners determined
to resist any talk of
austerity from the
financeminister.

The deficit blowout will concentrate Finance Minister Nicola Willis’ endeavours as she prepares her 2025 Budget.

L ike the secondactof aplay,
the secondyearof a govern-
ment’s first term iswhere
things start to getmessy.

It tends tobe theyearwhen reality
confronts theeuphoriaof
implementing thecampaign
promises that tend todominateany
newgovernment’s first year.

Sonow, reality is racing towards
theCoalitionGovernment.

The first anddominant encounter
will benextyear’s Budget.

Whatever theprecisenumbers
NicolaWillis producesonDecember
17whensheunveils theHalf-Yearly
EconomicandFiscalUpdate, all the
signsare that shewill notmeether
targetof getting thecountryback to
surplusby2027.

Partly thatwill be theconsequence
of the recession inducedby the
ReserveBank’s high interest rates
withaconsequentdrop in tax
revenue.Andpartly itwill bea
consequenceof ahugecost blowout
inhealth largely causedbyHealth
NewZealandhiring ahugenumber
ofnewnurses. This government isnot
going to firenurses tomake its fiscal
numbersaddup.

Otherwise, it has found theback
officewaste it claimedpermeated
Wellingtondifficult to identifyand
evenmoredifficult toeradicate.

AlreadyMinisters are fighting their
cornersdetermined to resist any talk
of austerity from the financeminister.

Willis herself hashighhopes that
thenewTreasurySecretary, Ian
Rennie,will do two things tomake
herbudget-settingprocesseasier.

Shewantshim to reassert
Treasury’s powerwithin the
Wellingtonbureaucracy so that its
officials’ ruthless cost-benefit analysis
dominatesdepartmental thinking.

AndshewantsTreasury to lead
the thinkingonhowtogrowthe
economy.

Government’s 2025 priorities
Growthandproductivitywill be the
government’s big prioritiesnextyear.

Plansare forming for a splashy
launchof Sir PeterGluckman’s review
of the science sector alongwith the
PrimeMinister’s plans for a forumto
discussNewZealand’s opportunities
for foreign investment.

Linked to thiswill bewhat follows
theSelectCommittee Inquiry into
banking.

Thishasbeen theproductof
agitation fromFederatedFarmersbut
follows theCommerceCommission’s
inquiry intopersonal banking
serviceswhose resultsWillis
highlighted inher address to the
NationalParty’s annual conference
earlier thisyear.

All the signs are that theBeehive
willwelcomeeven radical ideas from
theCommitteeonhowto rein in the
big fourAustralianbanksand
stimulate thegrowthof eithernew
banksor an invigoratedKiwibank.

Theotherbig legof thegrowth
agenda is in the resource
managementand infrastructure
space,witha groupofMinisters led
byChrisBishopbut includingSimeon
Brown, ShaneJones, andAct’sUnder
SecretarySimonCourt.

Theyhavealreadyproduceda
whole series ofdeliverables including
reinstating the roadsofnational
significance, repealing theCrown
MineralsAct, using theFastTrack
planningprocess andNationalPolicy
Standards to reinvent theResource
ManagementAct fromobstructing
developments.

Bishopexpectshis amendedRMA
Bill topass earlynextyear.

Then, hehaspromised thenew
rewrittenResourceManagement
legislationwill be introduced into
Parliamentbefore theendofnext
year.

Central to thegovernment’s
intention togetmoreorder into
infrastructurewill beRegionalDeals.

Invitations to submit aproposal for
aRegionalDealwill be sent toall
councils thismonth.

Thegovernmentwill then
prioritise the regions thathave the
mostpotential todeliveron its
economicgrowthagenda. Its
intention is tohave the first deal
concludedby theendof 2025,with

threedeals expected tobe inplace
byOctober 2026.

“RegionalDealswill support long-
termcollaborationbetweencentral
and local government, deliveringa
joint long-termvision for regions that
will be focusedoneconomicgrowth
andproductivity,” saidBishop
unveiling theplan lastmonth.

But itwill take time for all those
hopes tobe realised so fornextyear,
thedeficit blowoutwill be the loudest
voiceWilliswill have to listen to.

Tensions over the Budget
Thatwill probablymean therewill be
tensionswithin the coalitionover the
Budget.

WinstonPeters criticismof the
effectivenessof the taxcuts is an
early signal of that andsuggests that
NewZealandFirstwouldbeopen to
newrevenuestreams.

Awindfall taxon thebanks
perhaps?

Fromtheother endof theCabinet
table,David Seymourwill probably
takeoverasdeputyPrimeMinister
aweekor twoafter theBudget,
assuming it is back to its usual time
ofmid-May.

So far it hasbeenActproxies like
RichardPrebble andRobMacCulloch
who in recentweekshavebegun to
stepup their commentarycalling for
amoreaggressive approach tocost-
cutting. Butwhat theysay inpublic
is almost certainlywhat Seymour
says to thePrimeMinister and the
financeminister inprivate.

Tensionswithin thecoalitionare

likely tobecomemoreevidentnext
year, particularly as 2026and
electionyearapproachand theneed
for the twosmallerparties to “brand”
themselvesbecomesmore
important.

Resolving those tensionswill bea
test ofChristopherLuxon’spolitical
skills,whicharehardly likely tobe
helpedbyWinstonPeters tellingan
interviewerhewas “struggling in the
job, butnot inabadway.”

In the same interview,Peters said
hewasplanningan 18-months
electioncampaignoncehe
relinquishes thedeputyPrime
Ministership inMay.

That isunlikely tobewelcome
newson the9th floorof theBeehive.

ButPetersmay findhisday jobas
theMinisterof ForeignAffairsmore
challengingnextyear.

Hewill have todealwith the
internationaluncertaintyprovoked
by thenewTrumpadministration
andnavigateNewZealand’s
relationshipwithChina,whichwill be
thrown into sharp focuswhenLuxon
visits there tomeetwithXi Jinping
in the first half ofnext year. The
ChineseAmbassadorhasmade it
clear anydecisionbyNewZealand
to signup toAukuswouldchange the
relationshipwithNewZealand.

Luxonhasbeennotablynon-com-
mittal recently about thatpossibility,
but if (as looks likely) thePeter
Dutton-ledcoalitionwins the
Australianelectionexpected in the
first half of nextyear,NewZealand
could find itself underevenmore

intensepressure from thecountry the
PrimeMinister calls “ouronlyally” to
signup.

But the immediate challenge fac-
ingParliament isDavidSeymour’s
TreatyPrinciplesBillwhichwill beat
the JusticeSelectCommittee fororal
submissionsbefore theendof
January.

The immediateworry iswhat sort
of security threat itwill provoke,
given the likelyprotests atRatana in
JanuaryandWaitangi inFebruary.

As far asAct and theBill’s principal
opponents, theMāori Party, are
concerned, theBill offerspolitical
opportunities.Act is using it to raise
fundsandentice supporters away
fromNational,while theMāori Party
isusing it toencourageMāori to sign
up for theMāori roll and thusboost
its chances in theMāori seats.

In the longer termtheMaori Party
President, JohnTamihere, hasmade
nosecret of hishope thatmore
numberson theMāori roll could lead
tomoreMāori seats and thushis
partyoccupying thebalanceof
power.

But that is long term.The
immediate challenge for the
government isnext year’s Budget.As
the formerAustralianPrimeMinister
MalcolmFraser once famously said,
“Lifewasnotmeant tobeeasy.”

● RichardHarman is a respected
political journalist andanalyst, life
memberof theParliamentarypress
galleryandeditor of the influential
Politik newsletter.
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Winston Peters: ‘You never
give up in this business’

The ForeignMinister employed a classic bait and switch
strategy to re-engagewith the US, writes Fran O’Sullivan

We just think that
civil servants can
do it, and that we

have been
magnificently

punching above our
weight, which is all

bulldust.
Winston Peters

W hen I caughtupwith
WinstonPeters athis
Beehiveoffice, talk
quickly turned to the re-

electionofDonald JTrumpas the
47thpresidentof theUnitedStates.

TheForeignMinister isheartened
thePresident-electhasnamed
FloridaSenatorMarcoRubioashis
choice for Secretaryof State.

“He’s apolitician,” Peters said
approvingly.

The2024USelection is conse-
quential. Notonly isTrump thenext
president, buthis power is amplified
byRepublicancontrol of theSenate
andCongress.

NewZealandexporters are
concerned their productswill be
slappedwithhigh tariffs.
Strengtheningdiplomatic linkages
with theUSwill inevitablybea
priority in2025.

Petersnursesa sore spot that
formerPrimeMinister Jacinda
Ardern lacked thepolitical nous to
jumpona spontaneousoffer from
Trumpto start FTA talksduringhis
first presidential term.

“If youwere thinkingonyour feet,
youwouldhave shookhishandand
confirmed itwith anotewithinan
hour.We’dhavebeenonourway, I
believe.

“Nooneknowshowthatwould
havegone, butour goalwas toprise
open thedoor.”

His foreignaffairs aide talksofhow
Petershadearlier deployedaclassic
“bait andswitch” strategy.

The “boss”hadbeenmaking the
point thatNewZealandhas supp-
orted freedomin twoworldwars.

Peters and teamhadbeen literally
everywhere.He talkedabouthowthe
UShadgivena free tradedeal to
countries suchasMorocco, butNew
Zealandwasmissingout.

Peters’ GeorgetownUniversity
speech inDecember 2018was the
“bait”. Thatwaswhereheopined the
UShas alwayshada role in theAsia
Pacific since the 19thcentury. But it
needed to re-engage. The “switch”
outlined ina subsequent speechwas
“veryhardcore”.

Said theaide: “This ishowyou’ve
gonebackwards, andyour trade
relationshipsacrossAsia-Pacific.

“So thatwas thehard, crunchybit,
the rationale, thehardheaded
economic rationale for re-engage-
ment. Itwas classic ‘bait andswitch’.
And, youknow, theywereon the
hook.”

Anopportunity to re-engageonan
FTAmay (ormaynot) present itself.

It’s notable that Petersbrought the
respecteddiplomatRosemaryBanks
outof retirement for a second time

earlier this year toonceagainbeNew
Zealand’sAmbassador toWashington
DC,havingmadea judgement call
thatTrumpwould return to theWhite
House.

“We’renot blindsidedby the
election result.Wedon’t get involved
inother countries’ politics.We’re
certainly ready for anadministrative
change.Andall ourplanningproves
thatwewere.

“I’mnot going toboast about it.
Except that if you read theNewYork
Times, you’dbe sadlyastray.”

Courting India
Peters is laying thegroundwork for
a formalPrimeMinisterial-ledvisit to
Indiaearlynextyear.

IndianPrimeMinisterNarendra
Modi invitedChristopherLuxon to
visitwhen theymeton theoutskirts
of theEastAsia Summitmeeting in
Laos.

Luxonhasbeenchasinga free
tradeagreementwith India.

Lastmonth, Petersmetwith India’s
ExternalRelationsMinister,
SubrahmanyamJaishankarand
AustralianForeignAffairsMinister
PennyWong inMelbourne.

“This is the first timewe’vehad the
Australian,NewZealandand Indian
foreignministers together.

“Yeah, that’s actuallyquite, quite
extraordinary,” he said.

Inavisit to India inMarch, Peters
alsomet India’sVice-President,
JagdeepDhankhar, andNational
SecurityAdvisor,AjitDova.

This is amarkedshift in the focus
of top level discussionswith India
whichwerepreviouslydominatedby
trade.

Peters is clear the fourexternal
Ministers: Luxon, himself, Defence
Minister JudithCollins andTrade

MinisterToddMcClayeachhave role
toplay in strengthening the
relationship.

ChinesepresidentXi Jinpinghas
also invitedLuxon tomakeanofficial
visit toChinanextyear.

Peters is expected to travel to
Beijingaheadof thatvisit for formal
consultationswithChineseForeign
MinisterWangYi.

Selling New Zealand
One thingbeingon the road formore
than 100days thisyearhas taught
Peters is thatNewZealand is seriously
undercookedwhen it comes to
marketingourvalueproposition
offshore.

“If youwereout there in the
competingmarketof salespeople,
what is our strategy?Whatare its
components?

“Andwhensomebodyvisits a
company, can theywalk intoone
placeand findall theyneed toknow,
righthere, rightnowaspart of our
exportdrive?”

He relates that heaskedCabinet
Minister ShaneJones to tell himwhat
wasSingapore’s advicewhenhe
cameback froma trip.

“It’s reallyquite simple. Theysaid

toShane, ‘you simplyhave tocome
outandsell yourself’.

“Therearepeople that I’veworked
with in recentyears,whoare ideal
people for thispurpose, but I don’t see
thembeingemployed for that job.

“We just think that civil servants
cando it, and thatwehavebeen
magnificentlypunchingaboveour
weight,which is all bulldust.”

He relatedavisit to thePhilippines
whereanofficialwasdeputed to
assist.

“But theywerecovering two
countries, Indonesia and the
Philippines.

“Nowthis is just a joke. Yeah, not
their problem. It’s ourproblem.We
haven’t got the resources todo the
job.”

All of this is importantbecause the
NewZealandeconomy isnot in good
shape.

“Thoseofuswhoare saying this
economy is in a farworse
circumstance—not asaboast—have
beenproven tobe right,” saidPeters.

At theNZFirst annual conference,
Petersproposeda$100million
“FutureFund”whichwould
incentivise investment into the fund
via taxbreaks.

Itwouldbe “ring-fenced from
politiciansandpolitical interference”
andusedonprojects “in thenational
interest, andnotoffshoreglobalised
ownership”.

“We’vegot apretty good ideaof
whatourdeficitwill be ,” Peters told
theHerald. “Wecoulddramatically
change thatwith someserious
initiatives that attractsmoney to fill
gapshere, or to get going seriously.”

Peterswill haveaholiday— then
it’s back into 2025. “Younever give
up in this business.”

Winston Peters’ 2025 priorities
● Deepen relationshipswith India,
China, and theUnitedStates.
● ReinvigorateNewZealand's
presenceand influence in the
Pacific
● ImproveNewZealand's export
promotionand investment
attractioncapabilities
● Foster closer collaboration
betweengovernment andprivate
sectoronexport strategies,
recognise the severityof the
economic situation and theneed
forurgent action.
● Explore initiatives toattract
more investment and fill budget
deficits.
● Shift the country'smindset from
short-term thinking toa longer-
term investmenthorizon.
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Elon Musk: the ‘wild card’ in
Do the billionaire’s
longstanding ties to
Beijing represent a
diplomatic
opportunity or a
clash of political
and business
interests?

Musk is very pro-
China, always has

been. The
perception that

China is trying to
screw the US, that is
not shared by Tesla.

Edward White in Shanghai, Cheng
Leng in Hong Kong, Kana Inagaki
in London and Stephen Morris in

San Francisco

Elon Musk meets Chinese president Xi JinPing in November 2023. Below a SpaceX Starship launch.

D onaldTrump is set tobegin
his second term in the
WhiteHouse surrounded
byChinahawks.Hispick for

secretaryof state,MarcoRubio, has
campaignedagainstChinese influ-
enceandchampionedcrackdowns
on techgroups suchasHuawei.
MichaelWaltz, the incomingnational
securityadviser, callsChinaan
“existential threat”.

However, oneof thepresident-
elect’s closest advisershasamuch
morecomplicated relationshipwith
China: ElonMusk. TheSouthAfrica-
bornbillionaire andself-styled “first
buddy” toTrumphasemergedasa
potentially significantyetunpredic-
tableplayer in the relationshipbet-
ween theworld’s twosuperpowers.

Musk’s business empire sits across
aminefieldof possible conflicts on
issuesof national security, tech
competition, supply chainsand free
speech, aswell as the futureof
Taiwan.Theworld’s richestmanhas
deepconnections to topChinese
Communist party leaders, and is in
themiddleof lobbyingBeijingover
importantdecisions forhisUS$1
trillionelectricvehiclebusiness,
Tesla.

Teslahas receivedbillionsof
dollars in cheap loans, subsidies and
taxbreaks from theChinesegovern-
ment. Thecarmaker ishighlydepen-
denton its Shanghai factory, the
biggest in its globalnetwork, fornot
only selling to thecountryof 1.4
billionpeoplebut alsoexporting its
China-madecars tootherpartsof the
world.Musk’sChinese suppliers,
especially inbatteries, arealsocrucial
to the company’s globalmanufac-
turingoperations, including in theUS.

But theadministrationMusk is to
joinasefficiency tsar seems ready to
follow throughonTrump’s campaign
threatof a sharp increase in tariffs on
all Chinese imports into theUS, a
decision that coulddramatically
impactTesla’s business.

Muskcouldpotentiallyprovidea
“critical bridge” betweenChinaand
theTrumpadministration, says
PhilippeHouchois, ananalystwithUS
investmentbankJefferies.Thereare
alreadysigns thatMusk’s influence
mayextend toAmerica’s relations
abroad, suchashispresenceona
post-electionphonecall between
TrumpandUkrainian leader
VolodymyrZelenskyy.

Given the stakes forTesla, the
entrepreneurmight beexpected to
act as a “moderating influence”on
Trump’splanned tariffs,Houchois
adds—and “howmuchor forhow
longmarkets ignorepotential con-
flicts of interests ranging frompoli-
tical responsibilities to governance
andcompensation, is unclear”.

There is clear evidenceofpolitical
pressureoverMusk’s potential
conflicts.

TwoDemocratic senatorshave
sought a federal investigation into
Musk’s reportedcommunicationwith
Russian leaderVladimirPutin, raising
concernoverMusk’shigh-level
security clearances andbillionsof
dollars inUSgovernment funding.

Plenty at stake
While there is a longhistoryof
businessmenacting asmiddlemen
betweenBeijingandWashington,
few, if any, havehadmoreat stake
thanMusk.Otherpartsofhis empire
rundirectly intopointsof tension
between theUSandChina.

SpaceX,his commercial rocket and
satellite business, hasdrawnsharp
criticism fromChinesemilitary
analystswhosee thecompanyand
itsvastnetworkof Starlink satellites

aspart of theAmericanmilitary’s
expansion into space.AndX, the
socialmediaplatform, is banned in
China.

YaqiuWang, researchdirector for
ChinaatFreedomHouse, aUS-based
advocacygroup,warns thatBeijing
hasbecome “verydeft” atmanipu-
lating foreignbusiness leaders—
including leveraging their companies’
access to the country— tocompel
themto “toe” theCommunist party
line, shewarns.

“Musk isnot onlyvulnerable to
Beijing’s pressure givenhis extensive
business interests inChina, healso
seems togenuinely enjoyclose rela-
tionshipswithChina’s authoritarian
leaders,” she says. “Thisdynamic
creates ampleopportunities for the
CCP to influenceTrump’sChina
policy.”

Fiveyears ago,Musk secured
funding forwhatwasat the time
Tesla’smost ambitiousproject, a
factorybuildingelectric vehicles ina
special free trade zoneonShanghai’s
easternoutskirts.

Theprospect of facilitating the

loansparked fiercecompetition
amongChinesebanks. Some lobbied
theMinistryof Industryand
InformationTechnology, oneof
Tesla’s regulators inBeijing, tobe
added to the list of approved lenders.
Fromthebankers’ pointofview, the
dealwasnotonly financially
failproof, but itwasalsoan
opportunity todemonstrate
alignmentwithBeijing’s supportive
green industrial policy.

In theend, loans totallingnearly
US$1.4bcame fromaconsortiumof
someof the country’s biggest state-
owned lenders: ChinaConstruction
Bank,Agricultural BankofChina,
Industrial andCommercial Bankof
ChinaandShanghaiPudong
DevelopmentBank. The interest rate
on thedebtwaspeggedat 90%of
China’s one-yearbenchmark interest
rate, adiscount that state lenders
usuallyoffer to their best clients,
almost alwaysotherChinesegroups.

The special treatmentwent
further.Musk successfully convinced
CCP leaders includingLiQiang, then
theShanghaipartybossandnow

China’s premier andnumber two
ranked leader, thatTeslaneeded to
own itsChinabusinessoutright. For
theauto industry thismarkedan
unprecedentedchange fromBeijing,
whichhadalways required joint
venturesbetween foreignand local
Chinesecarmakers.

“Everybodyknew itwas the
numberoneproject for Shanghai,
even forChina, thatyear,” saysa
Shanghai-basedcredit officer
involved in thedeal. “With full
support from thegovernment, there’s
noway forus to recordany losses.
Nodeals arebetter than that.

The land forTesla’s factoryhas
been leased fromtheShanghai
government for 50years. The
company,whichdidnot respond to
questions from theFinancial Times,
hasnotdisclosed theprice tag. In
2018, the ShanghaiMunicipal Bureau
ofPlanningandLandResources said
aplot of landwas leased forRmb973
million (US$145m),well belowmarket
prices at the time.According toTesla,
thecompanyhasmet requirements
set byShanghai to spendRmb14bon
theplantby2023and received
additional grant fundingof $76m
fromthecity government theyear
before.

OneBeijing-basedgovernment
policyadviserdescribedTesla to the
Financial Timesasprobably still one
of the “most subsidisedEVmakers in
China”. The relationshiphasbeen
mutuallybeneficial.

ForMusk, the Shanghai factory is
Tesla’s biggest, producingmillionsof
cars anddelivering revenuesof $54b
over thepast threeyears—
accounting for 23%of its total sales.
Teslahasalso said itsnewadjacent
factory, buildingbatterypacks for
electricity storage, is on track to start
production in the first quarterof 2025.

“He isverypro-China, alwayshas
been,” saysa former seniorTesla
executivewhoworkedcloselywith
Musk. “Theperception thatChina is
trying to screw theUS, that isnot
sharedbyTesla.

ForChina, theprojectdelivers
hundredsofmillions in taxes
annually, at a timeof slowing
economicgrowth. Tesla alsopaid
back its chief loan in2021.

Butmore importantly toXi
Jinping’s economicplanners, the
rapiddeliveryofTesla’s high-tech
factoryhelped turbocharge the
nation’snascent electricvehicle
industry, both in termsof the local
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Trump’s dealings with China

Tesla is hugely
dependent on China for
profitability andMusk
has direct contact with
the CCP leadership. It’s

inevitable that hewill be
a piece of the puzzle.

There will come a point
in the not too distant
future where China’s

military strength in that
region far exceeds US

military strength.

Staff celebrate the millionth vehicle produced by Tesla’s Gigafactory, Shanghai, in October. Below , a drone image of
the Shanghai Megapack factory.

supply chain and popularising the EV
among retail consumers.

Chinesepolicymakershad
“dreamed for 20years” of adomestic
auto industrybut the “inflectionpoint
wasTesla’s launch inShanghai”, says
Bill Russo, the formerheadof
Chrysler inChinaand founderof
Shanghai-basedconsultancy
Automobility.

“Just like the iPhoneunleasheda
hostofChinese smartphonecom-
panies, theTeslaModel 3, initially,
unleashed theChineseEVwave,”
Russo says.

Over thepast fiveyears, Tesla’s
global operationshavedeepened
their relianceonChinese suppliers,
whose scale, efficiencyand levelsof
automationhavebecomeworld-
leading.

WithTrumpwarningofmassive
tariffs against imports fromMexico
andall ofAmerica’s tradingpartners,
Muskhasalreadymovedquickly to
protectTeslaby rampingupprod-
uction in theUSandpausingplans
tobuilda factory inMexico,which
wouldpartlymakecars for theUS
market. But even thenhis company
remainsdeeplyexposed toAmerican
protectionism.TinaHou,who leads
Chinaauto research forGoldman
Sachs, estimates thatmore than90%
ofTesla’s suppliers for theShanghai
factoryareChineseandwhenTesla
builds factoriesoverseas these
suppliers increasingly “goout”with
Tesla.According toMexicanofficials,
dozensofTesla suppliershave setup
operations inMexico, including
Chinesegroups.Musk is alsoworking
with its Chinesebattery supplier
CATL for technologyatTesla’s
Nevadabattery factory.

InApril,Muskmadehismost rec-
entChinavisit,meetingPremierLi
Qiangandother leaders inBeijing, as
part of aneffort toeaseconcerns
amongChinese regulatorsover the
national security riskposedbycars
that collect andprocessdata related
toChinesedrivers and their
surroundings.

SteveOrlins, presidentof the
NationalCommitteeonUS-China
Relations, saysonemeasureof
Musk’s strongunderstandingof the
Chinese system is thedecision—
followingMusk’sApril trip— to
overturnabanon theuseofTeslas
onChinesegovernmentproperties.

“HowmanyUScompanieshave
succeeded in gettingbans rescinded?
Thoseguys,whether it’sMuskorhis
operating team, somebodygets the
system.Because that, inmy
experience, is pretty rareand
remarkable,” saysOrlins.

Still, the future successofMusk’s
business inChinahingesonobtaining
—andmaintaining— regulatory
approval forhis FSDplatform, the
company’s semi-autonomousdriving
software.

Muskbelieveshis pivot toauto-
nomousdriving andartificial intel-
ligencecouldboostTesla’smarket
valuationashighasUS$5 trillion, five
timeshigher than today. Buthe is
racingagainst a clutchof rival
Chinesecarmakers and techgroups,
fromBYD,XpengandNio toBaidu,
XiaomiandHuawei,whoareall
developing similar technologies.

GivenMusk’s newfoundaccess to
theWhiteHouse, akeyquestion,
according to auto industry insiders,
iswhetherBeijing coulduseTesla as
leveragewhennegotiatingwith
Trump—both in termsofTesla’s FSD
approvals andaccess to suppliesof
keycomponents.

“Tesla is looking for a solutionon
FSDso that couldbepart of the
discussionson tariffs:wegiveyou
FSD,younegotiateon tariffs,” says
oneanalyst at aUSbrokerage.

Anexecutiveat a rival automaker
adds: “Tesla is hugelydependenton
China forprofitability andMuskhas
direct contactwith theCCP
leadership. It’s inevitable thathewill
beapieceof thepuzzle.”

AmongChineseconsumers,

Tesla’s rapid global success coupled
withanadmiration formaverick
entrepreneurshiphasgarneredMusk
acult following, and thenickname
“theSiliconValley ironman”.Hehas
metXi, thepowerfulChinese leader,
at least twice.

MayeMusk, hismodellingmother,
hasalsobuilt a strongpublicprofile
inChinawithmore thanhalf amillion
followersonXiaohongshu,China’s
Instagram-likeplatform.

SpaceX and the military
Andyet amongdefenceofficials in
Beijing,Musk’s business empireposes
several questionsofnational security,
placingMusk in conflictwith the
absolutepriorityofXi andhis
leadership.

AJanuarycommentarypublished
by twoauthors fromthePeople’s
LiberationArmy’spremier research
group, theAcademyofMilitary
Sciences’WarResearch Institute,
describedSpaceXashaving “a clear
military focus” and “strategic
intentions” thatwouldhelp theUS
gainacompetitive edge in the space
arms race.

“Its high-densitydeployment
severely threatens the securityof
other countries’ spaceassets and
affects thenormal operationof their
satellites,” they said.

The researchers added: “Starshield
satellites couldundertakekamikaze-
style attackson spacecraft andbe
equippedwithweaponspayloads to
carryout space strikes, posing threats
to space security,” referring to the
versionof theStarlink satellite
network that is devoted toAmerican
national securityapplications.

Musk told theFinancial Times in
an interview in2022 thatBeijinghas
madeclear its disapproval ofhis
deploymentof theStarlinknetwork

tohelp fortify theUkrainian internet
after the 2022 full-scale invasion.

Therearealso signs thatMusk’s
personalviewsclashwithothers in
Trump’s closeorbitwhowant theUS
topushbackharder againstBeijing’s
increasedmilitaryassertiveness,
includingoverTaiwan.

In speeches and interviewsover
recentyearsMuskhas talkedabout
his strongunderstandingofChinese
policyandhis expectationof looming
conflict overdemocraticTaiwan,
which theCCPclaimsaspart ofChina.

“Therewill comeapoint in thenot
toodistant futurewhereChina’s
military strength in that region far
exceedsUSmilitary strength in that
region,”Musk told theAll-In Summit
held inLosAngeles last year.

“And if one is to takeChina’s policy
literally, andprobablyoneshould,
then forcewill beused to incorporate
Taiwan intoChina.

“This iswhat they’ve said. If there
isnot adiplomatic solution, therewill
bea solutionby force,” he saidat the
time.

Musk, according to the former
Tesla executive, is trying to reduce

tensionsbetweencountries andnot
inflame themfurther, but “at the same
time”has toprotecthis business.
Tesla ismoreworriedaboutTaiwan
than tariffs, the formerexecutive
says, adding thatMuskhasbeen
working to “mitigate” the impactof an
embargoonChinaby rejigginghis
company’s supply chainaway from
Taiwan.

“Thathasbeen true since it
becameclear toElon thatTaiwan to
China is likeUkraine is toRussia and
there is nothingyoucando to stop
that inevitableoutcome.Maybe that
is cynical, but that is a geopolitical
reality.”

Musk’s ownershipof socialmedia
platformXraises furtherquestions
over thebillionaire’s interactionswith
Chinaand inconsistencyon free
speech.

Wang, of FreedomHouse, says that
Musk’s claim thathe is a “free speech
absolutist”,madewhenhebought the
socialmediaplatform in2022, has
beenproveda “complete sham”by
his acceptanceofChinesecensorship
andattacksoncritics.

Sheadds that despite “all the
problems”withX, theplatform is still
usedbypeople insideChinaas away
tocircumvent theChinese state’s
draconiancensorshipand internet
controls.

“It’s unclearwhether theChinese
governmenthas requestedaccount
informationofXuserswhoexpress
critical viewsof theCCPandwhether
Xhashandedover such information.
GivenMusk’s cosinesswithBeijing,
his lackof principleon free speech
andprivacy rights, hispenchant for
authoritarian rule, this should really
beaconcern,”Wangsays.

ForBeijing, after yearsof tieswith
Washingtonat ahistoric low, the
prospectofhavinganally likeMusk
influencing theWhiteHouse is a
definitepositive.

HenryHuiyaoWang, a former
senior governmentofficial and the
founderandpresident of theBeijing-
basedCentre forChinaandGlo-
balisation, says thatwhileBeijing is
“preparing for theworst” there
remainshope thatTrump,with the
support ofAmericanbillionaires like
Musk, canbe “morepragmatic” and
US-China tensions canbedialled
back.

Muskmayalsohave tonavigate
pressureonhis ownChina links from
other cornersofWashington.

Rubio, for example, inAugust co-
signeda letter alleging thatCATL,
Tesla’smainbattery supplier inChina
andwithwhomit isworking in the
US, has “deep ties” to theCCPand the
PLAandwasactively involved in
bolsteringBeijing’smilitaryambitions
—accusations thatCATLhasdenied.

Ultimately,when it comes to
influencingTrumponChina there
will bea “jumble” of viewscompeting
for thepresident’s ear, saysAndrew
Gilholm,headofChinaanalysis at
consultancyControlRisks.

On theonehand, therewill still be
traditionalWall Street titansand tech
leaderswhoare seenasBeijing-
friendlyand “don’twant to rock the
boatwithChina”.

Andon theotherhand, thereare
hawks, suchasRubio,who “are
ideologically anti-Chinaandwant to
hammerChinaonall fronts”.

And then there isMusk.
“Individualswillmatter,” Gilholm
says.

“Musk is awildcard—his interests
conflict.”

— TheFinancial Times
Additional reporting byDingWenjie

andJoeLeahy inBeijing
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The rapid rise and rise of
Runaway success is no stranger to the technology sector, but there has never been

anything quite like the November 2022 launch of OpenAI’s ChatGPT. It
kick-started a far-reaching AI boom that has already reshaped industries ranging
from customer service andmarketing to software development and journalism.
NowAI needs to deliver on the promised productivity gains, writes Bill Bennett.

ChatGPT numbers

100m
users within weeks of launch

US$3.43t
value of Nvidia at peak

67%

of NZ organisations responding to AI
Forum survey say they have
embraced AI

Soul Machines’ digital
Marilyn Monroe

C hatGPT is a generative arti-
ficial intelligence (AI) chat-
bot. You can ask it a question
or give it instructions in ev-

eryday language and it gives human-
like responses.

Like humans, ChatGPT can, and
often does, make mistakes. Yet it can
cut through the fog to deliver surpris-
ing insights in less time than it takes
to muster a team meeting.

Within weeks of its launch, Chat-
GPT had 100 million users. That’s
faster than any product in history.
Almost immediately, theworld’s lead-
ing technology companies shifted
their focus to AI. It took less than two
years for the entire tech sector to
change direction.

ChatGPT is not alone. It has direct
rivals from little known companies
like Anthropic and well known ones
like Google. The other tech giants,
including Meta Platforms, are also
hard on OpenAI’s heels. Meta, Face-
book’s parent company, refocused its
entire business and spent close to
US$50 billion attempting to build the
virtual reality metaverse before, in
effect, writing off much of that invest-
ment as it pivoted to AI.

Microsoft struck a deal with Open-
AI to offer CoPilot to its customers.
Apple offers a version of ChatGPT on
its latest iPhones and computers.

Laptop brands like HP added AI
hardware to help devices process
chatbot requests faster and more
efficiently.

The boom is everywhere in the
tech sector with some unexpected
consequences.

Last month Nvidia overtook Apple
to become the world’s largest com-
pany by market capitalisation.

Its value peaked at US$3.43 trillion.
Nvidia started life making the

chips needed to play realistic-looking
video games. Around a decade ago
researchers found they could use
these graphical processing units
(GPUs) to train AI systems hundreds
of times faster than by using tra-
ditional chips. In the two years after
ChatGPT arrived, Nvidia’s market
value grew 800%.

AI Forum report
New Zealand companies wasted little
time getting on board the AI boom.

In September, theAI ForumofNew
Zealand published a report saying
two-thirds (67%) of organisations re-
sponding to its survey have adopted
AI. Almost all reported increasedwor-
ker efficiency and “positive financial
outcomes”.

Despite fears, the report found
there has been relatively little job
displacement. Only 8% experienced
it. It does warn that some organisa-
tions faced a significant initial
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Artificial Intelligence

AI holds significant
potential to increase

productivity and
efficiency and

enable businesses
to compete and
expand on the

global stage.
Judith Collins

investment setting up for AI, while
most found it manageable.

The AI Forum’s upbeat outlook
doesn’t square with the international
experience. In November, The Econo-
mist reported that only 5% of Ameri-
can businesses say they use AI in
their products and services while
most companies don’t know what to
do with it. Moreover, the same report
points out that, to date, few AI
startups are profitable yet, although
it is still early days.

Elsewhere Gartner, the research
company, echoes what is showing up
in surveys worldwide. There are
benefits, but “the technology has yet
to deliver on its anticipated business
value for most organisations.”

Generative AI works by drawing
on a vast amount of data including
text frombooks, articles,websites and
other written sources. The software
analyses patterns and structures in
the source material then responds
using natural sounding language.

Other generative AI tools use simi-
lar databases to create new images,
write music and computer program-
ming code.

They all need vast amounts of data
and a significant amount of process-
ing. This approach is controversial:
writers, artists and musicians are
understandably upset when AI eng-
ines use their past output inways that
could put them out of a job.

NZ’s Soul Machines debuts digital
humans
Auckland-based Soul Machines uses
generative AI and other AI techno-
logies such as natural language
processing (NLP), machine learning
and neural networks to create what
it calls digital humans. These can be
based on celebrities but are more
commonly used by companies as
realistic-looking artificial customer
representatives.

The company makes what it calls
“digital humans”. These are avatars
that are often used by companies to
handle customer equities on video
calls. Soul Machines’ digital humans
are able to interpret human emotions
during a conversation by analysing
facial expressions, tone of voice and
language context.

This gives them the information
they need to provide appropriate res-
ponses in real time.

They lookmore natural than other

chatbots to the point where inter-
action with a computer feels more
personal.

Soul Machines has a sideline mak-
ing digital versions of celebrities who
are able to interact with far more
people than the originals ever could.

This kind of application is anAuck-
land specialisation. Two other local
companies, UneeQ andAmbit AI, also
offer customer service chatbots with
human characteristics.

Auckland ophthalmologist Dr Dav-
id Squirrell is co-founderofTokuEyes
along with Dr Ehsan Vaghefi. It uses
a relatedAI technology to help screen
patients for diabetic retinopathy.

This is a complication of diabetes
and is a huge problem for New Zea-
land’s Pasifika communities. Without
screening, people can have serious
visual problems and, in cases, irre-
versible damage, even blindness.

Before AI intervened, sifting thro-
ugh retina data to detect the patients
who might need further treatment
was painstaking, difficult work. Not
only does AI speed the testing, which
is vital given that the most affected
people often struggle to get medical
treatment, it is also more accurate
than the manual process.

Toku Eyes’ AI picks up things a

human might miss. The technology
was developed to scan for diabetic
retinopathy, but can provide a much
broader health check.

Mosgiel-based Techion partnered
with AI developers Aware Group to
create an AI system that can detect
livestock parasites in faecal samples
within minutes.

Farmers can act immediatelywith-
out waiting for results. More import-
antly, by increasing the accuracy of
tests, farmers can reduce unneces-
sary drenching which is better for
livestock health and farm efficiency.

It’s not just industry, medicine and
agribusiness that has moved fast to
embrace AI.

Government chimes in
In September Judith Collins, the min-
ister responsible for digitising govern-
ment, announced a pilot of GovGPT
saying: “AI holds significant potential
to increase productivity and ef-
ficiency and enable businesses to
compete and expand on the global
stage.”

GovGPT is an AI chatbot designed
to improve access to government
information. It emphasises how AI is
no longer exotic, but, increasingly,
part of everyday life.

AI timeline

1949
The ‘Turing Test’

1982
Japan begins AI development
programme

1995
the first natural language chatbot
appears

1997
computer beats the world chess
champion

AI has been
a long time
coming
WhileAI has takenoff in the last two
years, it hasbeenaroundsince the
dawnofdigital computers.

Early computer pioneerAlanTuring
first describedwhat has sincebecome
knownas theTuringTest 75 years ago
in 1949.

Japan started amassiveAI
developmentprogramme in 1982,
whichwas too far aheadof its time.
The first natural languagechatbot
appeared in 1995and in 1997a

computerbeat theworld chess
champion for the first time.

Since then therehavebeen
momentsof excitement as advances
madeAImorepossible, but each time
things settleddown. Themarket
suffered several ‘AIwinters’.

DevelopersbuildAI systemsby
training themondata.When the
internet tookoff, billionsof
documents, imagesandvideos
becameavailable for training.

AroundadecadeagoAI emerged
fromthe shadows.Googleused it to
improve search, Facebookused it to
tagphotosandphonemakersusedAI
tools tohelp improvephonecamera
images. All the timecompanieswere
building thebiggerdatabasesneeded
to fuel generativeAI chatbots like
ChatGPT.

Taking bold steps towards the future
IMD world digital competitiveness ranking, 2024
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Business leaders
must embrace
technology and
implement it

Bill Bennett

continued on B14

S park CEO Jolie Hodson wants
NewZealand to fully embrace
advanceddigital technologies
like AI, cloud computing and

the Internet of Things (IoT).
Last year New Zealand dropped

eight places in the IMD World Digital
Competitiveness Rankings, falling
from 25 in the table to 33.

That’s no accident.
For the past 20 years, NewZealand

has consistently spent less than the
OECD average on research and de-
velopment. By international stand-
ards our businesses are particularly
low investors in R&D.

As a result, we’re in a place where
our ability to transform businesses
with technology is under-leveraged.

Unlike other countries, there isn’t
a drawn up a national technology
plan. This matters because countries
that do better at digital transforma-
tion have established clear goals and

measures at a national level to track
their progress.

It means that despite havingworld
class digital infrastructure, a measure
where New Zealand rates highly, it
has struggled tomake themost of the
productivity benefits digital techno-
logies can bring.

New Zealand’s productivity is
among the worst in the developed
world.

Bold Steps
At the recent Bold Steps conference,
HodsonexplainedhowSparkworked
with theNewZealand Institute of Eco-
nomic Research (NZIER) to under-
stand what advanced digital techno-
logies coulddo for thenation if it lifted
the use of them.

A 20% increase in the use of adv-
anced digital technologies could
boost GDP by 2%.

Industry output could be $26 bill-
ion higher over the next decade.

To get there it needs business lea-
ders to embrace technology and im-
plement it. We also need to learn to
use these technologies in our every-
day lives.

That requires some effort.
The NZIER research shows gener-

ative AI is the biggest knowledge gap
for NewZealand business userswhen
it comes to advanced digital techno-
logies.

Close to half of business leaders,
44%, feel they lack enough informa-
tion to make use of it.

It’s not just about productivity.

AI and climate change
Digital technology can play an equ-
ally important role as New Zealand
dealswith climate change challenges.

In 2022, a research programme
conducted by Spark and thinkstep-
anz found that digital technology
could help reduce 7.2 million tonnes
of emissions by 2030.

This ismore than40%of the reduc-
tions New Zealand needs to meet its
emissions budget for that year.

As a snapshot of how this can
work, Hodson pointed to MyEnviro
which uses Spark’s IoTnetwork to op-
erate a digital platform in theHawke’s
Bay Mangaone catchment area.

It covers 25 farms, 25,000 hectares
and four rivers. There are IoT sensors,
a weather station, geographic data
and real time analytics.

They all combine to give farmers
real-time updates on soil health,
water quality, emissions, fertiliser use
and pasture growth.

Armed with this information
farmers can make better decisions
about running their operations. They
knowwhen it is the best time to plant,
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Project requirementsbeforeandafterChatGPT

Budget

Team

TIme to value

$500,000 to
millions

5+ AI/ML engineers

2+ years

$20/month
(cost of GPT-4)

1 knowledgeworker

Less than aweek
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Pre-ChatGPT Post-ChatGPT

Economicopportunityof advanceddigital tech

Industry output
would increase by: 0.7% to 1.3%

Herald Network graphic

Over 10 years, this
equates to between: $14.5b and $26b

Per annum, GDP
would increase by
a range of:

0.7% to 1.3%

Based on a 20% uplift in the use of advanced digital technologies.

Being able to see
what is happening
in the environment

around us in real
timewould be a
huge asset in our

response to climate
change.
Jolie Hodson

exactly where to deal with fencing or
erosion issues. They get improved
water and soil quality.

Hodson says this is a small exam-
ple, but if this kind of environmental
monitoring was extended across the
motu, it would have a huge impact.

Similarly we can make improve-
ments to roads, the electricity grid,
homes and more.

“Being able to see what is happ-
ening in the environment around us
in real time would be a huge asset
in our response to climate change,”
says Hodson.

IoT has been described as “the skin
of the planet”. Like skin, it gives us
early warning signs that alert us to
respond accordingly.

Another example usesAI to search
and summarise research papers on
brain cancer from around the world.
This does months of work for re-
searchers as they look to help de-
velop different treatments.

Artificial intelligence is the key to
ramping up performance.

It takes a human five hours to read
7500 words. AI can do the same in
a minute.

Until recently AI was expensive —
and inaccessible to most businesses.
You needed $500,000 to get a project
off the ground. That meant five or
more AI experts and a two-year wait
until the project delivered value.

Today one person, paying a $20
monthly subscription could get the
same project to the point where it
delivers value in less than a week.

The arrival of low cost, accessible
AI is a huge leveller.

There are challenges to overcome
and disruption.

There always are with new tech-
nologies. It can be used well or it

could be used to distort and deceive.
Spark gets around this by putting

governance structures in place to
make sure the business uses AI in
ways that are ethical and responsible.

But the more people with good
intentions who are using this techno-
logy and skilled in its application, the
better off we will all be.

Which is the challenge.
Research shows a lack of technical

and day-to-day AI skills is the main
barrier to implementing AI. This has
to be fixed tomake sure New Zealand
doesn’t fall behind.
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The hydrogen conundrum
Green hydrogen could decarbonise entire industries

in New Zealand, but there’s a longway to go,
write seven academics from the University of Canterbury.

Fertiliser Hydrogenation Methanol Hydrocracking Desulphurisation

Shipping* Jet aviation** Chemical feedstock Steel Long duration grid balancing

Coastal and river vessels Non-road mobile machinery Vintage and muscle cars** Biogas upgrading

Long distance trucks and coaches High-temperature industrial heat Generators

Regional trucks Commercial heating*** Island grids Short duration grid balancing

Light aviation Remote and rural trains Local ferries Light trucks Bulk power imports UPS

Metro trains and buses Urban delivery and taxis 2- and 3-wheelers Cars Bulk e-fuels

Mid/low temperature industrial heat Domestic heating Power generation using non-stored hydrogen

A

B

C

D

E

F

G

UNAVOIDABLEHydrogen provides the best option for decarbonisation

Used to sort and quantify different uses of green hydrogen

Key:

UNCOMPETITIVE Better zero-carbon alternatives exist

nt uses of hydrogen

No real alternative Electricity/batteries Biomass/biogas Other

*As ammonia or methanol **As e-fuel or PBTL ***As hybrid system
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Ultimately, the
success of

hydrogenwill
depend on

competitiveness
against alternative
solutions, mainly
electrification and

biofuels. For
applications with no

easy alternative,
emissions-free

hydrogen is a direct
option.

H ydrogen has been called
the “Swiss army knife” of
decarbonisation because it
candomany things. Butnot

all of them make sense.
Today, the world uses about 100

megatonnes of hydrogen per year
(MT/y), but this is produced almost
entirely from fossil fuels. To use hy-
drogen for decarbonisation, we must
shift to emissions-free forms.

Global forecasts for green hydro-
gen produced from renewable
sources vary widely, ranging from
today’s demand (100 MT/y) to an
optimistic 700 MT/y by 2050.

Bloomberg’s recent 2050 forecast
suggests a downward trend. Even so,
shifting today’s demand to green hy-
drogen poses significant challenges.

In our research, we use the “clean
hydrogen ladder” to sort and quantify
different uses of green hydrogen.

The hydrogen ladder ranks uses of
hydrogen: at the top are industries
where it provides the best option for
decarbonisation; at the bottom are
those where better zero-carbon alter-
natives exist.

Hydrogen demand in New Zealand
Our research shows New Zealand’s
total demand for green hydrogen
would be around 2.8 megatonnes of
hydrogen per year (2.8 Mt/y) if all
technically feasible applications swit-
ched to hydrogen.

If we prioritise uses where green
hydrogen is the only decarbonisation
option, demand would be up to 1 MT/
y. Fertiliser, methanol, shipping, steel,
jet aviation and long-term energy
storage would require about 1 MT/y.

Fertiliser and methanol are at the
top of the list. They are considered
“unavoidable” because there are no
other alternatives for decarbonis-
ation. Together, they would require
about 0.2 MT/y.

Next on the list are things like
shipping and jet fuel (through hydro-
gen-based synthetic fuels), steel pro-
duction and long-term grid storage.
These could add another 0.7 MT/y.

At the other end of the ladder is
where hydrogen is uncompetitive
because there are better alternatives,
like battery electric cars or heat
pumps.

To produce 1 MT/y of green hydro-
gen, New Zealand would need to
triple the installed capacity of renew-
able power plants and build out a

massive 10 GW of electrolysers
(devices that uses electricity to obtain
hydrogen from water).

Long-term hydrogen storage
A strategic use of hydrogen is long-
duration storage tomove cheap solar
energy from summer to winter, be-
yond what hydropower reservoirs
can balance.

Hydrogen can be stored in com-
plex chemical structures, BBQ-sized
tanks andgas tankers (ships). But very
large amounts of hydrogen will need
to be held underground, with de-
pleted natural gas reservoirs offering
the most promising sites.

There are several challenges to be
addressed to transfer hydrogen into
storage at three or more kilometres
underground — and get it back up
again. First, as a molecule, hydrogen
is not well behaved. It tends to flow
through materials that might contain
it. This means we need to use special-
ised (expensive) materials along with
careful leak detection.

Second, recent discoveries of
thriving microbial communities in
New Zealand’s gas fields raise the
prospect of renewable gases becom-
ing a food source for microbes rather
than an energy source.

Ironmaking
Another pressing application for hy-

drogen is to decarbonise steel pro-
duction (which accounts for 8% of
global greenhouse gas emissions).

Today, coal is used to strip oxygen
from iron ore and provide combus-
tionheat. Renewable electricity could
supply heat and hydrogen to replace
coal. The so-called hydrogen-based
direct reduced iron (H2-DRI) process
is feasible at scale, as demonstrated
by Midrex, HYBRIT and POSCO.

In collaboration with Victoria Uni-
versity of Wellington, in a project on
zero-carbon production of metals, we
found that electricity prices below
NZ$0.13/kWh are necessary for hy-
drogen steel making to compete with
the standard coal-based process.
Solar PV is already significantly be-
low these costs during daytime and
close with battery backup.

Exporting hydrogen
New Zealand’s interim hydrogen
roadmap suggests hydrogen exports
of about 0.5 MT/y.

Meeting domestic hydrogen de-
mand is challenging enough, but ex-
port ambitions add another layer of
complexity.

Hydrogen is difficult to transport
because it is a very light gas that takes
up a lot of space.

But it can be densified. Previous
research explored the feasibility of
hydrogen exports fromNew Zealand,
looking at cryogenic liquefaction, am-
monia conversion and toluene hyd-
rogenation.

Liquid hydrogen, while lower in
cost, boils at minus 253C and requires
specialised insulated transport ves-
sels, with notable losses expected
from boil-off. On top of that, the
infrastructure to ship large quantities
of liquid hydrogen around the globe
does not currently exist.

Ammonia, transported at minus
33C, suffers less from boil-off and is
more practical. Next-generation cata-
lysts such as those from Liquium

could make ammonia even more
favourable.

The third option, toluene-MCH,
involves higher costs, but is being
tested at a commercial scale in Japan.

Recent researchhighlights a fourth
alternative, e-methanol produced
from green hydrogen. E-methanol is
promising because of its modularity
and because we already know how
to transport and store it. However,
other researchers see e-methane as
more promising as it could leverage
existing port and pipeline infra-
structures.

The cost of hydrogen
In terms of costs, hydrogen has a long
way to go. To reduce costs, elec-
trolysers canbe scaledup, though this
increases equipment expenses and
creates a trade-off between capital

and operating costs. Electrolysers
rely on expensive and scarce mater-
ials like platinum and iridium.

Our research focuses on develop-
ing low-cost electrolysers by utilising
earth-abundant materials.

Interestingly, other alternatives for
emissions-free hydrogen are emerg-
ing. So-called “gold” and “orange” hy-
drogen (from natural accumulation
or enhancement of olivine to serpen-
tine, respectively) are good examples.
Tantalisingly, New Zealand’s unique
geology offers the potential of both
finding “gold” and inducing “orange”
hydrogen.

Ultimately, the success of hydro-
gen will depend on competitiveness
against alternative solutions, mainly
electrification and biofuels.

For applications with no easy
alternative, emissions-free hydrogen
is a direct option.
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Funding the energy transition
There are huge
benefits for the
energy sector by
attracting the
world’s pension
funds and
infrastructure fund
investors to New
Zealandwrites
Bill Bennett

Accessing that
capital would

release the potential
to reallymove the

dial. The trick lies in
having the projects
that can attract that

kind of capital.
Michael Loan

Using solar and wind means having more intermittent generation that requires a system-wide approach, says Michael Loan.

N ew Zealand already has a
very high proportion of re-
newable energy on the
nation’s electricity grid.

However, it stills need to prepare for
and fund its energy transition.

RussellMcVeaghpartner andhead
of infrastructure Michael Loan says,
while last year 88% of our generation
came from renewable sources, there
is going to be amuch greater demand
for electricity. “It’s going to be driven
by the electrification of industry and
transport. There will be new large
loadson the system fromdata centres
and other sources.

“If we are going to meet that de-
mand we will need significant new
generation capacity. Having amarket
that can provide the extra generation
will be critical.”

BecauseNewZealand started from
an advanced position comparedwith
other nations, there is a wealth of
overseas expertise to draw on about
how to fund our energy transition.

Loan says renewable energy gen-
eration comes with its own set of
challenges: “Using solar and wind
means having more intermittent gen-
eration that requires a system-wide
approach. Core industry players,
such as the Electricity Authority, are
focused on ensuring the system re-
mains reliable and secure as demand
grows and reliance on intermittent
generation increases.”

Loan says New Zealand’s energy
system is unique. “We have sig-
nificant amounts of hydro power on
the grid. However, the winter price
spikes we saw earlier this year in the
wholesale electricity market high-
light the challenges we face when
hydro storage is low.

“It means we need more capacity
on the system to better manage the
fluctuations in supply and demand.
As a country we need to do a better
job of accessing the deep pools of
capital that international institutional
investors are deploying in this space
to accelerate the build of that cap-
acity.”

One possibility is to operate grid-
sized batteries like South Australia’s
Hornsdale Power Reserve, which is
designed to support the flow of inter-
mittent renewable energy into the
state’s grid.

Loan says there are investors look-
ing at battery energy storage systems
and that will become increasingly
important. “Where you have intermit-
tent generation, there is aneed to shift
that generation from its time of pro-
duction to when it’s actually needed,
which is where batteries come in.”

There is some local capacity for
investment in energy transition. Loan
says the gentailers (generator-retail-
ers) arepressingaheadwith their own
investment pipelines. In many cases
they are looking to fund investment
on the balance sheet.

“For the independent developers
and the energy sector more broadly,
there are huge benefits if they can
attract the world’s pension funds and
infrastructure fund investors to New
Zealand.

“Accessing that capital would re-
lease the potential to really move the
dial. The trick lies in having the

projects that can attract that kind of
capital.”

New Zealand has a long pipeline
of potential energy transition pro-
jects. Much of the discussion around
barriers to these projects centres on
the consenting process, which needs
to be streamlined.

However, Loan says that is not the
biggest hurdle: “The hard part is being
able to bring forward a project with
a sound investment case and a de-
risked revenue stream to attract
those infrastructure investors that are
looking for low risk returns.”

This is where it gets difficult. In
other infrastructure sectors, public
private partnerships generally pro-
vide availability-based revenue
streams. This means investor returns
don’t depend on energy demand or
how much the asset gets used.

“The real risk is what is the price
of the output that you are producing?
In many countries the price is
supported by government-backed
instruments like contracts for differ-
ence.”

In the energy sector, this is an
agreement that says the counterparty
must pay the project the amount by
whichwholesale prices fall below the
agreed strike price for the contract
volume, and vice versa.

Loan says these government-
backed contracts are common in
countries looking to transition away
from significant fossil-fuel based sys-
tems. They are critical to providing
investors with the certainty they
seek.

“We don’t have these in New Zea-
land. Here the pervadingmarket view
is that the role of government is to

provide an enabling, consenting en-
vironment, but to otherwise leave it
to the market to deliver projects.”

He says in practice there aren’t
many investors willing to put their
money into projects on a purely
merchant basis. That would be
investing on the basis that all the
output is sold on the market at spot
pricing.

Which means having a view of the
price path is important. However,
New Zealand’s wholesale electricity
market is complicated.

“There are not many investors
who are willing to take that risk.
Which is why, for independent deve-
lopers, getting a power purchase
agreement that provides long-term
fixed pricing for the project is critical
to raising the necessary capital.

“The capital will be there for the

right project, but it really depends on
thebusiness case and theparticulars.”

It’s common to see companieswith
projects needing considerable energy
such as data centres signing fixed
price contracts before a wind or solar
farm is built to provide the power.

Loan says there can be huge bene-
fits for corporate or industrial energy
users to sign up to these agreements
and accessing the pricing available
from a generation project.

And such agreements are often
critical for underpinning the project’s
investment case.

“The challenge for that type of user
is theywant power thatmatches their
load. So, they also often want what’s
called a firming product to ensure
that they’re getting electricity that
matches that what they need”.

It’s not only about having pricing
certainty, investors also look for cer-
tainty in other areas. Loan says they
want: “…certainty across the entire
suite of project rights and expected
capex requirements that will support
the investors risk appetite.”

He says project financing can be
complex and getting a project from
an idea through to the start of con-
struction can require significant
work.

“You also need an investment en-
vironment that will facilitate and sup-
port that that flowof capital. Overseas
investment regulations are import-
ant.

“Our Overseas Investment Act is
one of the most stringent inter-
nationally. Any project that involves
using sensitive land must prove it
delivers net benefits to New Zealand.
Any further investment in that same
project is technically required to de-
monstrate additional benefits.

“It’s very welcome that the Over-
seas Investment regime is under re-
view and will be reformed. We’ll be
watching that closely,” says Loan.

● RussellMcVeagh is anadvertising
sponsor of theHerald’sDynamic
BusinessReport.
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Realising assets to deliver infrastructure

Asset recycling is not
about selling off the

family silver but smartly
leveraging the value of

existing, under-
performing, or difficult-

to-manage assets.

Auckland’s Spark Arena
was built and is operated
by a private company
through a form of asset
recycling arrangement.

N ewZealand is grappling
withhaving to solvea
mounting infrastructure
deficit that threatens the

country’s economiccompetitiveness
and thequalityof lifeof ourpeople,
while at the same timeprudently
managingourgovernment finances.

MostNewZealandersunderstand
thatweneed to invest in andbuild
modern, fit-for-purposehospitals,
schools, transportnetworksand
otherpublic infrastructure.Yetover
a thirdof our infrastructurepipeline
hasnocurrent sourceof funding. It
is in this context thatwemust expand
our funding toolboxandseek tomake
greateruseofprivate capital.

Oneway todo this is througha
plannedprogrammeof “asset
recycling”.

Asset recycling involves realising
thevalueof public assets through
sales, leasesor strategicpartnerships
with theprivate sector and then ring-
fencing that capital to fund the
buildingofnew infrastructure.

Fromthepublic’s perspective their
services remain the sameor, if
anything, canbecomemoreefficient.
Regulated sectors alsoprovide
consumerpricecontrol protections.

At itsheart, asset recycling is about
unlocking theeconomicvalue from
someof theassetswealreadyown
to increaseand improveour future
public infrastructure. This canbe
done throughseveralmeans
includingpartial privatisation,
temporarypartial privatisation, and

leaseandmanagementarrange-
ments.

Asset recycling isn’t new inNew
Zealand, it’s justunder-utilised.

To fundamuch-needednew
wharf atNapier Port in2019 the
Hawke’sBayRegionalCouncil agreed
to sell a 45%shareof theport
followingextensivepublic
consultation.The sale,which
includedpriority sharepurchases for

the local community, raised$234
million that allowed for the
constructionof thewharf alongwith
a fund for further community
investment.

Thevalueof theportwith thenew
wharfwas such that theCouncil’s 55%
share following the salewasworth
more than its 100%sharebefore it.

Auckland’s SparkArenawasbuilt
and isoperatedbyaprivate company
througha formofasset recycling
arrangementwithAucklandCouncil
knownasaBoot (build, own, operate,
transfer). This freedupcouncil funds
for additional projects and released
it fromhaving tomanage thismajor
eventsvenue.

Across theTasman, theRestart
NSWscheme thathascontributed to
transformativeprojects from
highways to rail andhealthcare
infrastructure is supportedbyan

asset recyclingprogramme. Strong
controls are inplace toensure funds
are reinvestedcorrectlyandbusiness
cases stackup, butby recycling
existingassets in thisway,NewSouth
Waleshas investednearlyAU$2.5
billion intoover800projects across
the state since2011.

TheRestartNSWexampleand the
useof asset recyclinggenerallynicely
alignswith the recentproposal from
NewZealandFirst for a “FutureFund”
for infrastructure. Countries like
Singaporeand Irelandhave
effectivelyused independent funds
suchas this tomanage infrastructure
investments, blendingpublic and
private capital aswell asoverseas
investment to securenational
prosperity.

It is critical todifferentiate
betweenoutrightprivatisationand
asset recycling.

Asset recycling is not about selling
off the family silverbut smartly
leveraging thevalueof existing,
underperformingordifficult-to-
manageassets. Thewell-managed
recyclingof assets cancreatea “win-
win-win” scenario that improves the
operationof existing infrastructure
throughprivate sector expertise,
generates capital for the
developmentof neworupgraded
public assets investments and
enhancespublic services.

For instance, awell-structured
leaseagreement canmaintainpublic
ownershipwhileoutsourcing
management to aprivate sector
organisation that can run theasset
better.

Thepolitical challenge lies in
designinganasset recycling
framework that ensures robust
governance, transparencyandbuilds
a long-termpolitical consensus.We
shoulddraw lessons fromsuccessful
models abroadwhile addressing
legitimatepublic concernsabout
asset control hereathome.

What’s needed is a comprehensive
nationalpolicydirectiononasset
recyclingwhere theopportunity cost
of governmentor local authorities
continuing tomaintainandoperate
existing infrastructure is compared to
monetising thoseassets and investing
the realised funds intonewor
upgraded infrastructure.

The time for boldbut thoughtful
action isnow.

Asset recycling shouldbea tool in
our infrastructure toolkit, applied
judiciouslyand transparently tohelp
buildwhatwe sodesperatelyneed
—public infrastructure fit for future
generations.

● NickLeggett is Chief Executiveof
InfrastructureNewZealand.
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New finance cab on the rank

In the past a company needed to pay $30
million in tax or provisional tax to unlock
funding. It took Taxi’s approach to bring

the same facility to SMEs.
Nicola Taylor

Fintech Taxi turns provisional tax into working capital, writes Bill Bennett

Josh Taylor and
Nicola Taylor, co-
founders of Taxi.

T axi, a fintech startup, uses
provisional tax payments as
security to offer low-interest
finance — at rates far below
traditional banks.

Co-founder Nicola Taylor says Taxi
was initially set up during lockdown
with the aim of democratising fin-
ance.

The New Zealand Institute of Eco-
nomic Research estimates widespread
adoption of Taxi could add between
$9.4 billion and $10.8b annually to
GDP.

Taxi works by using the money
locked up in a business’ provisional
tax payment as security against
business funding.

Taylor says: “You can use it as a
source of security just as someone
might use their house as a source of
security. The advantage to a business
owner is that interest rates are much
more affordable than bank rates.”

She describes it as “tax-powered
working capital”. It’s an idea that has
taken off with the business growing
at a rate of 120% every four months
since opening in March of this year.

Currently Taxi’s interest rate is
5.9%. Taylor says some of the
company’s clients were paying 22.5%
on their business overdrafts, so the
difference is significant.

The other advantage Taxi has is its
flexibility. Small business bank loans
usually require a lot of paperwork.
“We don’t ask for complicated cash
flow forecasting, we don’t put you
through hoops to get the funding. The
funding is there to be used, you are
part of the economy and it’s available
to you.”

Taxi’s other advantage over small
business bank lending is its speed.
Customers sign-up through an online
site which simplifies the process.

“We have had people create an
account for the first time and within
nine minutes they have completed
all their sign-ups. They have filled in
everything they need to. Then within
24 hours they will have access to the
funding.”

The experience is about going on-
line and spending a few minutes an-
swering simple questions. This com-
pares to working with an accountant,
setting up cash flow forecasts and
making an appointment to talk to
the bank. Once there, you may have
a stressful meeting, possibly feeling
misunderstood and even being rejec-
ted. In a world where time is money,
the traditional process can be a real
overhead.

Two words Taylor uses that are
not normally associated with business
lending are “democratic” and “digni-
fied”.

“Dignified” comes from doing away
with the possibility of rejection, so
long as you meet basic criteria and
have made provisional tax payments,
there is no barrier to getting the funds.
There is no need to justify yourself.

“Democratic”, because this kind of
lending against provisional tax pay-
ments has been available to large
companies for some time.

“We didn’t think that was fair.
Every Kiwi business needs this kind
of funding”.

In the past a company needed to
pay $30 million in tax or provisional
tax to unlock funding. It took Taxi’s
approach to bring the same facility to
SMEs.

That means almost every size of
business. Taylor says: “We’ve had
people accessing $1800, that’s our
smallest user. We’ve also had
someone access $660,000. There has
been a strong uptake not only across
a wide range of industries but also
across all sizes of business”.

Businesses often use the money as
working capital. One example Taylor
came across while researching the
idea of Taxi was for a cafe needing a
new oven.

“We’ve seen users just keep the
facility there for their peace of mind.
They’re not necessarily drawing on
it.”

Others will use it to invest in

something needed to improve pro-
ductivity or to trade through a quiet
season. Some use it to purchase ad-
ditional stock or to widen their ser-
vice offering.

A common use is to manage cash
flow. Taylor says all these uses can
have a large impact on a business.

The idea for Taxi came to Taylor
and her co-founder Josh Taylor dur-
ing the 2021 lockdown.

The pair previously founded Tax

Traders, another fintech.
“At the time we did a transaction

for a big corporate taxpayer. It took
two days of work at our end and two
days at their end. It cost somewhere
between $20 and $30,000 in legal
fees. There was that much com-
plexity.”

She says after that they were de-
termined to bring some equity to the
tax system making this kind of lend-
ing available for every business.

“It’s not OK that the benefits are
only available for corporates and not
for the everyday SMEs who make up
most of the economy.”

Taxi became a mission to chal-
lenge the status quo. “It’s a new
product and a new market.

“Nobody has ever done this before
except a couple of big corporates.
We’ve seen firsthand just how import-
ant working capital is for SMEs.

“It is important for the mental
health of business owners and we’ve
seen just how important it is for the
country in terms of productivity.”

All of this fuelled the Taylors’
motivation, but there was an obstacle
to overcome.

Taylor says because of their ex-
perience they realised it might be
complicated, but it turned out to be
more so than anticipated.

Discussions widened to include
Tax Traders Co-CEO Tim Kirkpatrick
who is also a shareholder.

“In September 2021, during lock-
down, I pitched the idea to Josh. I
pitched it to Tim,” she recalls.

“We were all on the same page.
“And I said to the guys, ‘I think we

can build this before Christmas’.
“It was built before Christmas, but

not that one. It took over two years.
That speaks to the precision required,
the legal complexity and the tech-
nical complexity.”

Josh Taylor says the technical
complexity is because Taxi means
taking tax payments which are a
regulatory requirement and it needs
to collect and track the payments
making sure they continue to cycle
through to Inland Revenue.

“Because they are unused and can
sit at IRD for up to 18 months, there’s
a period of time where we can use
them as security for additional
funding.

“The complexity lies in structuring
the arrangement so that a company’s
tax remains compliant while there’s
a facility. It means timeframes, legis-
lation, credit-lending criteria.

“There is this intersection of differ-
ent things, then we have to package
it all up in a way that keeps the
complexity from the end user while
still giving them comfort knowing the
complexity is taken care of and
managed.”

● Taxi is an advertising sponsor of the
Herald’sDynamicBusiness report.

NZIER on Taxi’s
economic benefits:

Cash flowconstraints andbarriers
to capital for investment stymie
growthpotential and
entrepreneurialism.Byutilising
provisional taxpayments, Taxi
providesgreater access toworking
capital for business investment,
improvingproductivity, lowering
productioncosts, supporting
increased innovationandproduct
development andexpanding
productive capacity.
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Fonterra triumphs at the
Deloitte Top 200 Awards

Stacey Morrison and Jack Tame host the 2023 Top 200 Awards.

F onterra was a standout win-
ner at the Deloitte Top 200
Awards 2024, claiming three
prestigious awards. Port of

Auckland also celebrated a stellar
nightwith twowins at one of themost
anticipated events in New Zealand’s
corporate calendar.

Held at Auckland’s Viaduct Events
Centre, the black-tie dinner brought
together nearly 900 business leaders
to celebrate resilience, innovation,
and strategic leadership driving New
Zealand’s economy forward during
an era of global challenges.

New Zealand’s dairy giant
Fonterra was named Company of
the Year, a testament to its trans-
formative journey over the past year.

The co-operative has implemen-
ted significant changes — reducing
debt, exiting non-core businesses and
concentrating on high-quality ingre-
dients and food service products.

This strategic shift, alongwith disc-
iplined cost management and sustai-
nability initiatives, has solidified
shareholder confidence and driven
remarkable financial performance.

In September this year, Fonterra
posted a net profit of $1.1 billion for
the 2024 financial year, following a
record $1.6b profit the year prior.

The panel of high-profile judges,
convened by NZME’s Fran O’Sullivan,
praise Fonterra’s ability to balance
transformation with financial discip-
line, noting:

“Profits have improved markedly.
Strong cashflow has driven down
debt and supported payment this
year of a 50c special dividend to its
shareholders — helping to drive a 71%
increase in the Fonterra shareholder
fund unit price.

“By concentrating resources on
areas with the highest potential, Fon-
terra is well-positioned for sustain-
able earnings growth, despite tough
international markets.

For his pivotal role in Fonterra’s
turnaround, CEO Miles Hurrell was
named Chief Executive of the Year.

Hurrell’s leadership has delivered
record profits, improved milk pay-
outs to farmers, strengthened the co-
operative’s balance sheet, and impro-
ved employee engagement.

“Miles has focused on Fonterra’s
core operations of processing and
selling New Zealand milk efficiently
while divesting less critical parts of
the business and considering the sale
of its consumer division,” say the
judges.

“With a collaborative approach,
Miles has built an aligned and
forward-thinking team, making him a
stand-out chief executive.”

The Visionary Leader award
went to Zuru Group siblings, Mat,
Anna and Nick Mowbray, in recog-
nition of their courage, creativity and

innovation that has built a multi-
national juggernaut.

Established in 2003, Zuru Group
now generates $3 billion in annual
revenue, employs 5000 people acr-
ossmore than 30 global locations and
spans toys, fast-moving consumer
goods (FMCG), and tech building.

The Top 200 judges commend the
siblings’ bold decision to leave New
Zealand in their 20s to establish them-
selves in China.

“They have sustained their entre-
preneurial spirit, which has seen the
company expand into new areas util-
ising China’s scale and technological
prowess,” they say.

“Such ambition and success take
courage, innovation and a lot of hard
work, and in the opinion of the judges
best exemplifies the visionary lead-
ership of this award.”

The exceptional leadership of Jan
Dawson, chair of Port of Auckland,
has earned her the title of Chair-
person of the Year.

Since assuming the role in Septem-
ber 2021, Dawson has helped revital-
ise the port’s operations, improved
stakeholder trust, and set the foun-
dation for long-term growth.

The port has built a strong relation-
shipwithAucklandCouncil, theport’s
sole shareholder, and this year
increased its dividend to $40 million,
reflecting its financial turnaround

and focus on shareholder value.
“Under her leadership, the Port has

made significant strides in over-
coming complex issues,” the judges
say. “From securing a new CEO to
addressing an automation project
that had become derailed, fostering
stronger collaboration with unions,
and aligning more closely with Auck-
land City Council, the Port’s primary
stakeholder.”

Meridian’s CFO, Mike Roan,
earned the title of Chief Financial
Officer of the Year for his critical role
in driving operational growth. Under
his leadership, the partially state-ow-
ned energy company achieved a 16%
increase in earnings before interest,
tax, depreciation, amortisation and
financial instruments (ebitdaf), rea-
ching $905m in the past year.

“Mike Roan has been recognised
by his board and the market as one
of New Zealand’s leading CFOs over
multiple years,” say the judges.

“He is an absolutely integral mem-
ber in chief executive Neal Barclay’s
team that has posted market-leading
returns.”

Global dairy marketer The A2
Milk Company received the Most
Improved Performance award for
its operational turnaround and resili-
ent business model.

Amidst challenging regulatory en-
vironments in key markets such as

China and the US, a2 Milk negotiated
new strategic partnerships, strength-
ened its leadership team, and sur-
prised the market with upgraded
earnings guidance. The companywill
pay its first-ever dividend in Febru-
ary.

“While the journey is not complete,
there are good signs that a2 Milk is
back on track,” say the judges.

Infratil’s strategic foresight and
disciplined approach to long-term
infrastructure investments have driv-
en remarkable growth, earning it the
Best Growth Strategy award.

With earlybets ondata centres and
renewable energy, the infrastructure
investment firm’s strategy reflects
bold decision-making and excep-
tional execution which have been a
hallmark of its success. Shareholder
returns have been exceptional with
at a compound annual rate of 23% a
year over the past five years.

“These accomplishments rein-
force Infratil’s strategy in infrastruc-
ture investment, with a focus on dri-
ving innovation and sustainable
growth around what the company
describes as ‘the ideas that matter’,”
say the judges.

Continuing Fonterra’s run of suc-
cess last night, Richard Allen was
named Young Executive of the
Year in recognition of his exceptional
leadership and strategic vision.

Over his eight years at Fonterra,
Allenhas improvedcapital efficiency,
developed strategic customer re-
lationships, and identified the need to
shift from siloed and reactionary
initiatives.

Now President Global Market In-
gredients, Allen is focusedonexpand-
ing Fonterra’s markets and diversify-
ing income streams.

“His strategic restructuring of the
Atlantic region and innovative appr-
oaches not only strengthened Fon-
terra’s position in international mar-
kets, but also contributed signific-
antly toNewZealand’s export legacy,”
say the judges.

Port of Auckland was named
winner of the Diversity & Inclusion
Leadership award for its transforma-
tive approach to addressing deep-
seated organisational challenges
through a bold focus on diversity,
equity, and inclusion.

“By prioritising a people-centred
approach, they created a high-
engagement, high-performance cul-
ture that recognised and served the
unique needs of their diverse
workforce and stakeholders,” the
judges say.

The reset has achieved remark-
able improvements in safety, em-
ployee engagement, union relation-
ships, and overall performance, de-
monstrating the power of diversity
and inclusion to drive sustainable
change and deliver exceptional out-
comes.

Spark NZ took home the Sust-
ainability Leadership award for its
long-term commitment to embed-
ding sustainability across its operat-
ions.

The judges recognise Spark for its

governance, accountability, andmea-
surable progress in decarbonisation
and digital inclusivity.

“Since 2020, Spark has been imple-
menting a comprehensive three-pil-
lar strategy, fully integrated into its
day-to-day operations and across the
entire footprint of the company,” they
say.

The Deloitte Top 200 awards in-
clude a special Judges’ Award, de-
signed to recognise individuals ororg-
anisations whose performance has
made a significant impact on the
business community.

This year’s recipient is Dr Oliver
Hartwich, Executive Director of The
New Zealand Initiative, honoured for
his outstanding contributions to pub-
lic policy and thought leadership in
New Zealand.

Hartwich has been instrumental in
shaping public discourse, not only by
identifying critical challenges facing
the country but also by proposing
practical solutions.

Under his leadership, The New
Zealand Initiative has delivered rig-
orous, independent research that has
influenced national debates and
informed key policy decisions.

“We recognise his sterling contri-
bution to public policy thinking and
his willingness to advocate publicly
through significant media engage-
ment,” the judges say.

They highlight that in recent years,
The Initiative’s policy recommenda-
tions have played a pivotal role in
several critical areas,with a particular
mentionof itswork in improvingNew
Zealand’s education system.

The Deloitte Top 200 Index con-
sists of New Zealand’s largest entities
ranked by revenue. These include
publicly listed companies, large un-
listed entities, NZ subsidiaries and
branches of overseas companies and
the commercial operations of Māori
entities; also producer boards, co-op-
eratives, local authority trading enter-
prises and state-owned enterprises.

An overview of the Top 200 Index,
along with New Zealand’s Top 30
finance companies, is featured at the
end of this report. This includes in-
sights into revenue, profitability, ef-
ficiency and other keymetrics. These
numbers offer an insight into how the
biggest companies in New Zealand
operate and are accompanied by
commentary and analysis from the
Herald’s team of business reporters.

The high-level view of the Top 200
this year shows total revenues in-
creasing by 4.1%, a modest rise
compared to the 12.4% growth seen
in 2023. However, underlying earn-
ings (ebitda) fell by 8.1%, and total
profits after tax declined significantly,
down 57.2% year-on-year.

In the financial sector, the Top 30
finance companies showed a mar-
ginal decline in year-on-year assets of
0.9%, while cumulative profits rose
slightly by 0.8%.

ANZ remains the largest bank by
a considerable margin, with $194b in
assets — $61b ahead of second placed
Westpac. ANZ also outpaces all other
banks in terms of profit and equity.

Dynamic
Business
Tim McCready
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Leading the next wave

The Deloitte Top 200
gives us an opportunity

to celebrate the
companies that have

shown resilience, agility,
foresight, and harnessed

innovation, despite
significant economic

headwinds, to drive our
country forward.

Mike Horne

As green shoots
start to appear in
our economy, I’m
excited to see the
bold steps NZ’s
leading businesses
take to seek out
new opportunities,
newmarkets and
newways to add
value, writes
Deloitte chief
executive,
Mike Horne.

I thinkwecanall agree that as
wenear theendof 2024, the
economicenvironment
remainschallenging,withGDP

per capita still at 2019 levels and
unemployment increasing to4.8%as
of September.

However, despite this current
snapshot,NewZealand ison the road
to recovery.

Business confidenceand
investment intentionsare improving,
theReserveBankhas joined
internationalpeers incutting interest
rates, dairypriceshavehad robust
growth, and tourismhas seen
recoveryback topre-pandemic
levels. Emerging sectors suchas
gaming, spaceandaviationcontinue
togrow in strength,withweightless
exportsdoubling since2019 to$548
million in2024.

Importantly, ‘admiring the
problem’, isn’t a productiveuseof
time.We in thebusiness community
need tobeawareof thewider
environment, butwecan’t be
governedbymacroconditionsalone.

It is theactionswecan take, and
the factorswecan influence, thatwill
ultimatelyhelp todeliver thecritical
balanceof short-termresilienceand
longer-termgrowth tobusinessesand
theeconomyasawhole.

Thebusiness communitypowers
ahugeamountof societal prosperity,
andweshouldbeencouragingand
celebrating that success.

TheDeloitteTop200givesusan
opportunity tocelebrate the
companies thathave shown
resilience, agility, foresight, and
harnessed innovation, despite
significant economicheadwinds, to
driveourcountry forward.

NewZealand’s leadingbusinesses
playakey role inpromoting the
balancebetween riskandambition.
While sensible riskmanagement is

important,wecan’t let riskbecome
all pervasive, becauseembracing
ambitionandopportunity is
fundamental to growth—andcore to
progressingNewZealand’s
productivityandprosperity.

We’re seeing that theglobal rules-
basedorder, fromageopolitical point

ofview, is changing.Asa small trading
nation,wehavebenefitted fromthis
order, andweneed tobenimbleand
adapt to this change.While this is
challenging, experience tellsus that
this is also anopportunity forNew
Zealand, ifweplan, embraceandbe
ready toquicklypivot forhowever
that changeplaysout.

Wedroppedoff theglobal radar
becauseof ourborder closures
during thepandemicand it has taken
a long time forus toget back in the
fray.

Global connectivity,whether for
markets, innovation, ideas, or capital,
are fundamental toourpositioning.
Thedanger is not thatNewZealand
is thought ofpoorly, it is thatweare
not thought of at all.Wehavea lot
tooffer on theglobal stageandsome
outstandingbusinesses tobe truly
proudof, butwehave tobeout there
tellingour story

Asbusiness leaders, it is critical for
us toactivelyparticipate indriving

NewZealand forward.Weneed to
takea long-termviewand investnow
for the future. Leading thenextwave
means seekingnewopportunities,
newmarkets, andnewways toadd
valueand revitaliseoureconomy.

Howcanweaddvaluebeyond
innovationandbeyond the
traditional?

Lastyear, Iwroteabouthow
embracingnew technologywaskey.
Today,AI isno longer coming— it’s
here, and there is aneed forbig
business toembrace it at scale.As
leaders,weneed tobuildAI fluency
andunderstand the technology’s
transformativepotential to realise
our collectiveambitions.

Deloitte’s recent report,The future
of digital fibre infrastructure inNew
Zealand, revealedour fibrenetwork
couldaddaprojected$163billion in
productivity gain to theeconomy
over thenext 10years ifweactnow
inareas suchasdriving innovation
withAI, seizingopportunities to grow

exports and regularly reviewing
regulatory settings.

The successofprivate-public
partnerships, suchas theUltra-Fast
Broadband initiative, demonstrate
thebenefits of businessworking
morecloselywithGovernment,
includingcontributing to legislative
reviewandproviding strategic
thought leadership.

Increasingly,wearedependingon
our leadingorganisations, including
ourTop200business community, to
takeup themantleof restoring
Aotearoa’s ambitionandpresence,
profile, andconnectivityon theglobal
stage.

Wecanhopewith this
commitment to theNewZealand
economy, anda focusonmaking
bold, strategic choicesnowto reap
longer-termbenefits, ourTop200
companies canembrace the
opportunities aheadand lead
Aotearoa into anuncharted, but
exciting future.

Top 200 Judging Panel 2024
Fran O’Sullivan
Top 200 Judging Panel convenor
FranO’SullivanONZM is ahigh-profile
business
columnist for
theNew
Zealand
Herald.
Fran is the
Directorof
theHerald’s
influential
Moodof the
Boardroom—
thepremierCEOs survey inNew
Zealand, andHeraldBusinessReports.
Shechairs theNZUSCouncil’s Friends
Boardand is amemberof theNZ
ChinaCouncil. She is a regular
participant inNZ’s international
partnership forumsandchairs the
Metropolis BodyCorporate.
Fran is a formereditor ofNational
BusinessReview, is an INFINZ fellow
andhas anaward-winning track
record inbusiness journalism.

Neil Paviour-Smith
Judge
Neil Paviour-Smithhasover 30years’
experience in
various roles
inNew
Zealand
capital
markets.He is
Managing
Directorof
ForsythBarr,
a leading
NewZealand
wealthmanagement, sharebroking
and investmentbankingbusiness.
Neil is aDirectorof TheNewZealand
Initiative andhas significant
governanceexperience including
roles asChancellor ofVictoria
UniversityofWellington, adirectorof
NZXandCharteredAccountants
AustraliaNewZealand (CAANZ) and
Chair of itsNZRegulatoryBoard.Neil
is aCharteredFellowof the Institute
ofDirectors andan inaugural
recipient of a Sir PeterBlakeTrust
LeadershipAward in2005.

Hinerangi Raumati
Judge
HinerangiRaumati is a fellowof
Chartered
Accountants
Australia and
NewZealand
anda
memberof
theNew
Zealand
Orderof
Merit. Shehas
a focuson
post-settlement iwi entities andMāori
commercial entities. Hinerangi has a
particular interest indrivingMāori
economicdevelopment andcreating
modelsof governance that capture
tikangaandmataurangaasan
appropriate lens for doingbusiness in
Aotearoa. She is chair of TainuiGroup
Holdingsand the iwi investment
companyofNgatiMutunga. She is on
theboardofGenesis Energy,NZSuper
Fund, Taranaki IwiHoldingsand
PouaruaFarmsGP.Her iwi areNgati
MutungaandWaikato.

Jonathan Mason
Judge
JonathanMasonhasover 30yearsof
experience in
financial
management
roles in the
oil, chemicals,
forest
products, and
dairy
industries
with an
emphasis on
emergingmarkets. JonathanwasCFO
ofFonterraCo-operative, CFOof
CabotCorporation (aBostonbased
chemical company), andCFOof
CarterHoltHarvey. Jonathanalso
served in senior financial
managementpositions atUS-based
International Paper from1990-2000.
Jonathan is currently adirectorof
numerous largeorganisationsandan
HonoraryAdjunctProfessorof
AccountingandFinanceat the
UniversityofAuckland.

Gavin Lonergan
Judge
GavinLonergan is apartner in leading
private
equity firm
Direct
Capital. The
firmhas
raisedmore
than$1.7
billion in
capital and
invested in
more than80
private companies since its
establishment in 1994.
Inhis 27yearswith the firm,Gavin
has servedonanumberofDirect
Capital’s portfolio companyboards,
andhe is aprevious chair of theNew
ZealandPrivateCapital Association.
He is currently adirectorofQestral
CorporationandCaciGroup.
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Company of the Year

FONTERRA

Winning back shareholder confidence
Andrea Fox

I n the turnaround of Fonterra,
2024 Deloitte Top 200 Com-
pany of the Year, it’s hard to
know what’s been the secret

sauce — simplification or transforma-
tion.

Chief executive Miles Hurrell says
it’s probably both.

“We couldn’t go and transform the
organisation for the long-term and
look at growth without first going
through a simplification to get back
to what we know we’re good at.”

Thanks to both strategies New
Zealand’s biggest business is almost
unrecognisable from 2018 when the
board hurried in Hurrell as interim
chief executive ahead of the farmer-
owned co-operativedeclaring its first-
ever loss — of $196 million.

Suddenly gone from New Zealand
was Theo Spierings, whose pay that
year was $8m. The chairman, the late
John Wilson, had stepped down dur-
ing the year for health reasons.

The company went on to post a
$605m loss the following year.

The grim results, after failed and
struggling forays into China and glo-
bal milk supply building, coupled
with a public perception of lacklustre
performance since Fonterra’s
creation from an industry mega-

merger in 2001, helps explainwhy the
Deloitte award judges said: “It hasn’t
been plain sailing for our country’s
biggest company over the years”.

Hurrell, appointed permanent CEO
chief executive in 2019, says in 2018
“things had got away on the company
a little bit”.

“Debt was at $6.6 billion, we
needed to get back to a situation
where we knew what we were good
at, where we were focused and could
show our shareholders and our staff
and the New Zealand public that we
could actually deliver on what we
said we would. That was about sim-
plification.”

In 2018, the year Fonterra posted
an historic first loss, corporate ad-
visory firm TDB calculated that the
mega-merger had delivered dairy
farmers less than 2.5% annual com-
pound growth in revenue.

The industry architects of the
merger, which saw Fonterra emerge
with 96% of New Zealand milk pro-
duction, had pitched 15% in their
argument to allow the-then near-
monopoly. Today its milk market
share is 78%.

Hurrell says he saw very quickly
that Fonterra needed to change its
path and make “tough calls”.

“Our balance sheet was verymuch
stretched and we were losing the

support of our shareholder base very
quickly. Now we have our balance
sheet in order we can actually start
to focus on the things that are going
to transform our organisation and
take it to the next level.”

So began the journey by Hurrell
and the board under 2020-elected
chairman Peter McBride to steer
Fonterra back to basics, focusing on
the world-valued provenance of New
Zealand milk, stoking its massive
what Hurrell calls its “ingredients en-
gine”, and winning back the confid-
ence of its 8000 farmer-shareholders
with steadily improving financial re-
sults and dividends.

In FY24 the company reported
earnings before interest and tax (Ebit)
of $1.56b, 11% down on the previous
year but a solid follow up to FY23’s
performance and reassuring for
shareholders and observers calling
for consistency of results.

Group net profit after tax was $1.1b,
also down on FY23’s $1.5b but again
a solid outcome. Revenue was $22.8b
($24.5b). Earnings of 70c a share were
at the top end of guidance and only
marginally down on FY23’s record
75c a share. The total dividend for the
year was 55c a share, which included
a special dividend of 15c a share. Debt
reduced to $2.6b, a drop of $602m or
19% on FY23.

Fonterra’s revenue last year of
$24b represents about 10%of the total
revenue of all the Top 200 com-
panies.

The strength of the balance sheet
has now emboldened Fonterra to, as
Hurrell puts it, “lift its horizons to
transform us even further . . . to the
next generation of the company”with
a plan to exit the capital-hungry and
highly competitive consumer pro-
ducts and brands world of business.
The new strategy is to focus on what
it calls its core strengths, providing
the world with high-quality “func-
tional” ingredients and food service
products.

As a farmer-owned co-operative,
with theassociated cost of capital that
comeswith themodel, Fonterra is not
a natural owner of a consumer busi-
ness, its leaders say. It has struggled
to do it well, despite some of its
inherited brands such as Anchor and
Anlene being national icons for years.

The business had one of its best
years in 2024, but its return on capital
was just 6.8%, up from 3.9% in 2023
and 0.2% in 2022.

The judges said they had recog-
nised the big improvement in Fon-
terra’s performance since it refined its
strategic focus on core operations.

“Fonterra has been disciplined on
cost management, exited non-core

businesses and generated good
returns even amidst challenging glo-
bal conditions,” they said.

“Profits have improved markedly.
Strong cashflow has driven down
debt and supported payment this
year of a 50c special dividend to its
shareholders — helping to drive a 71%
increase in the Fonterra shareholder
fund unit price.

“By concentrating resources on
areas with the highest potential,
Fonterra is well-positioned for sust-
ainable earnings growth, despite
tough international markets.

“Fonterra’s commitment to sust-
ainability initiatives, dairy inno-
vation, and developing future leaders
reflects a long-term vision that goes
beyond just financial success.”

Hurrell says the opportunities in
ingredients and food service pro-
ducts provision are “endless”. This
area includes advanced, adult and
medical nutrition. Notably, he says,
Fonterra has global scale in which to
maximise the opportunities.

He agrees the world has changed
a lot since 2018 when Fonterra set
about a turnaround, but notes, asNew
Zealand has long exported 95% of its
dairy production, it has always had
to play in a globally volatile paddock.
Today geopolitics is front and centre.

“Free trade is a thing of the past
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Company of the Year

Port of
Auckland has
achieved a
remarkable
turnaround.

“Tina” featured
in Turners’
successful
advertising
campaign.

in some countries’ minds. Access to
capital is no longer free and easy.
Markets like China are slowing. So
yes, our world is different. Which
again only reinforces the point to
focus on areas in which you can be
world-class and overachieve.”

Fonterra was pitched by its archi-
tects back in 2001 to be “a national
champion”.

Can it claim to be one at last?
“Yes,” says Hurrell, “you only need

to look at Fonterra’s balance sheet.”
While it’s true that up until 2018

there were concerns that Fonterra
wasn’t delivering, he says, it needs to
be remembered the co-op is an ex-
tension of its farmers’ businesses.

“It’s important to look at the fron-
tier of the P & L and the balance sheet
but it’s also important to look at the
balance sheets of the dairy industry
in New Zealand. And that is some-
thing I thinkwe can stand behind and
say we are a national champion.”

Fonterra’s now showing its poten-
tial, but “there’s a heck of a lot of
runway still to go.”

For now, the wars in Ukraine and
Gaza and the United States presiden-
tial election occupy his mind.

While the conflict regions are not
important markets for Fonterra, the
ripple effect on other markets is
something to watch, he says.

“We’ve always had to navigate
these sorts of things, albeit at a lesser
level, and I think we’ve been quite
nimble in the past to be successful
in that regard. I have no reason to
doubt we won’t be successful going
forward.

“[But] you can never rest on your
laurels … again it comes back to being
an extension of our farmers’ farms
and they have a perishable product.

“If you don’t collect it every day,
it will go off.”

Finalist: Port of Auckland
Just two years ago, the Port of Auck-
land was offside with every one of
the stakeholders vital for its functi-
oning as New Zealand’s main import
gateway.

It had adversarial relationships
with its owner, the Auckland Council,
with theunionswhich represented its
front-line workers, with its cargo and
freight customers, with ratepayers,
who believed they were carrying a
company whose dividends should
have been easing some of their rates
burden.

Its health and safety record was a
horror. It was secretive, particularly
about suspected big spending on a
clearly failing container terminal
automation project. Its productivity
was scorned and its financial per-
formance was weak. The public was
more than ready to entertain political
suggestions it should be shut down
and its operations relocated.

Today as the port celebrates recog-
nition for outstanding performance
as a company of the year finalist in
the prestigious 2024 Deloitte Top 200
awards, that scenario seems bizarre.

One of the first remedies by chief
executive Roger Gray, brought in
during 2022 along with a largely new
board of directors, was to institute a
strategy called “regaining our mana”.

A three-year plan, its goals were
reached by the end of FY24 and the
next phase “strengthening our mana”
is under way. The strategy is under-
pinned by the port’s vision to be:
“safely and sustainably profitable,
delivering a fair return to Auckland
Council and remaining the preferred
port of our customers and our
people”.

In FY24 the port company
exceeded its forecasts for underlying
net profit after tax, growing it to $55.2
million from $45.2m in FY23. The
company declared a $40m dividend
to the council, up $10m on the previ-
ous year, and $5m more than com-
mitted to in the port’s statement of
corporate intent to the council.

In a tough economic climate for
the supply chain, revenue rose to
$339m from $320m the previous year
with “modestly” increasing operating

costs reflecting inflation and incre-
asedwage costs anda lift in stevedore
numbers to meet demand. The port’s
target forFY25 is $65munderlyingnet
profit after tax and by FY27, $100m.

In the FY24 annual report, chair
Jan Dawson and Gray write: “The
speed at which we have turned the
port’s results around demonstrates
the team’s commitment to safety, lift-
ing performance, delivering returns
to our owner Auckland Council, and
rebuilding the trust of our people and
Aucklanders”.

Gray says the port is now working
on three areas of improvement.

“[We’re] becoming very, very cust-
omer-centric. How can we improve
our delivery of what our customers
want and are prepared to pay for?

“We’re continuing our whanau-
ngatanga, the cultural transformation
of the port. The absolute foundation
of that is safety — we’ll never stop on
our journey of safety. This is our part-
nership with the union movement,
we see the unions as our partners, not
as our enemies.

“The third element is a once-in-
a-generational investment in infra-
structure. We have a very large infra-
structure programme that’s going to
reset the port over the next three to
four years for the next 40 years.”

Gray believes the spectre of relo-
cation has been put to bed by the
council’s decision to agree to a long-
term plan for the port and to commit
to a tripartite agreement between the
council, unions and port company.

Listening has been a major contri-
butor to the turnaround, he says.

“We had to actually listen to our
customers and deliver what they
wanted, which is a safe exchange of
cargo.”

The critical decision there, says

Gray, was the board’s decision to
cancel the terminal automation pro-
ject, which quickly followed his ap-
pointment. The project, which book-
ed a loss of $65m,made the port “very
self-focused”.

“In regards to the cultural perspec-
tive and the workforce, it was about
our commitment to [health and safety
and wellbeing] and our focus on
really moving from an adversarial to
a partnering relationship with the
unions … it was transparency, open
honest transparency, and our pre-
paredness to be open with that.

“For the community, it was about
actually starting to deliver cargo,
starting to deliver a fair commercial
result.”

As for productivity, Gray says
“there’s more to do” but he’s chuffed
that for October the port recorded the
highest container throughput in five
years.

The FY24 annual review says the
port has bucked economic trends
with strong container import vol-
umes and revenue growth.

“We’ve stopped gifting volume to
other ports by getting ourselves very
self-focused on automation and [off-
side] with our unions. We probably
dropped the ball on just doing the
fundamental core business and as a
result, customers made a choice to
go by other ports,” Gray says.

“The real innovation . . . is our
partnership with the unions and our
preparedness to bring them into the
decision-making and also to bring
workers into solving problems.

“Lifting boxes on and off ships is
not a particularly complicated task.

“It’s how you work with your
workforce, how you engage with
them and engage in the partnership
is the real secret sauce.”

Finalist: Turners Automotive
Group
“Diversification” is the quick but
underdone answer to how used car
retailer and financier Turners Auto-
motive outdrove the consumer
economic slump to a finalist spot in
the 2024 Deloitte Top 200 Company
of the Year award.

A chat with chief executive Todd
Hunter reveals layers of reasons be-
hind the NZX-listed group’s recogni-
tion and record FY24 earnings.

Such is its strategy of being the
country’s “supermarket” for used
cars, sacrificing margin to meet de-
mand from car owners for cheaper
vehicles and thereby keeping up
sales, ensuring it has a “quality” loan
book, being a leader in vehicle
sourcing, and yes, having a diversi-
fied business, even expanding its
investments in a tough economy.

But Hunter, chief executive since
2016, says the momentum that’s got
Turners to where it is today has been
building for a decade, though the
economy of the past 36 months has
certainly put its transformation
strategies to the test.

A household name for 60 years as
New Zealand’s largest used vehicle
auctioneer andanoffshoot of the fruit
and vegetable company Turners and
Growers, Turners has sold more cars
this year than last year, assisted, but
not entirely due to, adding branches
to its national network.

Hunter says the used car market
is generally quite resilient.

“It’s quite difficult to run your life
efficiently without a vehicle. Yes,
there are ups and downs but they’re
nowhere near as pronounced as with
new cars. We’ve seen people shifting
out of more expensive cars into less
expensive cars and we’ve very delib-

erately positioned stock for where
the demand is.

“We’ve certainly sacrificed the
margin to keep those sales at these
levels.”

Retail sales account for around
75% of Turners’ annual income. After
tax net profit rose by 1.5% in FY24 to
$33 million. Before tax, profit was up
8% to $49.1m on the previous year,
while Ebit gained 12% to $58.6m. It
says it’s well-placed to beat its 2025
net profit before tax target of $50m,
and has announced a new medium-
term target of $65m net profit before
tax in 2028.

Turners is “the supermarket” of
used cars in a market that’s a corner
shop and highly fragmented, Hunter
says.

“We bring the supermarket strat-
egy to that market with a lowmargin,
high volume approach, but with a
trusted experience. And trust is not
normally aword you’d associatewith
the used car sector.”

The group’s financing and credit
management and insurance activities
have been “natural stabilisers”.

“Six years ago we started reposi-
tioning the quality of our loan book
and have been progressively improv-
ing the quality.”

Industry data shows 6.5% of all
used car loans are behind in their
payments — but Turners’ books show
only 3% of its customers are late
payers, Hunter says.

“Your first objective is to lend to
people who can pay you back, and
have a buffer to withstand unfore-
seen events … we’re essentially run-
ning a prime, and super prime, loan
book.”

“If you go back 10 years we were
very much a wholesale kind of
auction business. The transition has
been into a consumer-focused busi-
ness. We still have a wholesale busi-
ness, we still run auctions, but we are
absolutely optimising our business
for the person who’s going to sit in
the car. You get better and better at
that over time and work out where
the opportunities are. The used car
segment is one where scale is going
to win out in the end.”

Hunter says success in this busi-
ness is all about being able to source
vehicles.

“You’re only as good as your ability
to source. I would say that’s our
biggest competitive advantage.

“We get about 40%of our cars from
consignment vendors of leased cars
and government cars, and 60% from
people we buy cars off.

“We import a few cars from Japan
but it’s like a tap we turn on and off
to get the inventory we need — 5%
or less is imported.”

Turners this year took a 50% stake
inmobile vehicle serviceplatformMy
Auto Shop and invested $1m in insur-
ance comparison site Quashed.

It had been contemplating a foray
into the vehicle servicing and repair
sector for some time, Hunter says, but
didn’t want to own “a whole bunch
of mechanics workshops”.

“Vehicle repairs and servicing is
like used cars, very fragmented, lots
of small players. These guys [MyAuto
Shop] are bringing quite a disruptive
customer experience. They’re very
digitally-orientated and bring a trus-
ted and transparent approach.”

“It’s a $3 billion industry in New
Zealand. Ifwegot a thirdmarket share
in the used car market, that’d be a
$100m business for us.

“Strategically, it makes so much
sense. We can buy and sell used cars,
we can finance and insure them. But
we’ve never been able to offer people
servicing and repairs through the
lifetime ownership of their car. It
generates a lifetime revenue oppor-
tunity for us.”

The Company of the Year
award is sponsored by
AmazonWeb Services
(AWS).
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Chief Executive of the Year

Miles Hurrell, Fonterra

Making the tough choices
I knew that we had to

make some of these big
calls in the short term to

get ourselves in a
positionwhere we could
hopefully be successful
in the long run and, and,
you know, six years on,

touchwood, I think
we’ve got through that.

Miles Hurrell

Duncan Bridgeman

M iles Hurrell is the first to
admit he’s been on a
roller-coaster ride since
becoming chief execu-

tive of Fonterra in 2018.
“I’ve got a few more grey hairs to

show for it,” he told the Herald in an
interview for the Deloitte Top 200
awards where he took out CEO of the
Year at last night’s event.

It was, as he puts it, a fast and
furious process from the outset.
Hurrell had been working at Fonterra
since November 2000 in various
roles but suddenly found himself in
the hot seat when former CEO Theo
Spierings announced his resignation
and then chairman John Wilson
stepped down due to health reasons.

New chairman at the time John
Monaghan asked Hurrell if he’d be
interested in taking the CEO role for
an interim period while the board
undertook a permanent search. That
was in the autumn of 2018 and
Fonterra was in bad shape, heading
towards its first annual financial loss
after a failed global expansion left it
saddled with huge debt and sig-
nificant impairments. “The co-
operative had a few issues and we
needed to lean into those quite
quickly,” Hurrell said in his typical
deadpan manner followed by a grin
acknowledging the understatement.

“And so, I went in with my eyes
wide open. Clearly, I knew what was
coming and what was therefore
expected of me.”

Those issues he mentioned were
big ones.

Later that year the co-operative
revealed a net loss after tax of $196
million after taking a $405m impair-
ment hit on its Beingmate investment
in China, plus a $183m payment to
Danone following a dispute over a
2013 whey protein recall.

It got worse.
The following year Fonterra

posted asset write-downs and ac-
counting adjustments of $826m and
a net loss of $605m with net debt
peaking at about $6.2 billion.

Fonterra, which spent $755m ac-
quiring an 18% stake in Beingmate,
would eventually lose billions of
dollars on its ill-fated expansion
plans. Shareholder watchdog, the
Fonterra Shareholder’s Council,
calculated around $4 billion was
wiped off the balance sheets of the
co-operative’s 10,000 farmer-owners
in FY18 and FY19.

“There’s no two ways about it,
these results don’tmeet the standards
we need to live up to,” Hurrell said
in his first official financial results
press statement.

“In 2018, we did not meet the
promises we made to farmers and
unit holders,” he said.

Acceptance and sacrifices
Leaning into that mess, Hurrell
announced a wide-ranging strategic
reviewwith major asset sales such as
the co-operative’s 50% stake in DFE
Pharma and iconic ice cream maker
Tip Top.

It would also sell its two farm hubs
in China, a 51% stake in Dairy Partners
Americas (DPA) Brazil and close its
Dennington milk processing plant in
Australia.

Hurrell would also embark on a
brutal cost-cutting exercise and then
lead the co-operative through a dif-
ficult capital structure reformprocess
in 2022.

Asked how he went about that
process and how he felt about it at
the time, Hurrell said the first thing
for him was finding out if he had the
support of Fonterra’s 20,000 em-
ployeesat the timeand its 10,000-odd
farmer shareholders.

“In my own mind, I needed to feel
I had the support of thembecausewe
knew we had to do things sig-

nificantly differently. We knew we
were going to have to make some
really tough choices.”

One of the first big calls was any-
one earning more than $100,000
received no pay rise in that first year.
Fonterra also held back all bonuses
and incentive payments.

“Those are very big calls for
people’s livelihoods when ultimately,
most of these people had little to do
with the investments in China.

“But our farmers had had sig-
nificant equity taken from their own
balance sheets. And I knew that we
had to make some of these big calls
in the short term to get ourselves in
a position where we could hopefully
be successful in the long run and, and,
you know, six years on, touch wood,
I think we’ve got through that.”

Fonterra’s financial turnaround
was displayed in September last year
when it posted a record net profit
after tax of $1.6b, followed by a $1.1b
net profit announced this September
for the 2024 financial year.

The improvement allowed the
dairy co-operative to afford its
second-largest annual dividend in its
history of 55 cents per share, includ-
ing a 15 cents special dividend.

Farmer returns are now as high as
they have ever been with Fonterra
currently forecasting a mid-point of
$9.50/kgMS and an upper end of its
forecast range touching $10/kgMS.

The previous record farmgatemilk
price was $9.30 paid in 2021-22
season.

Forward-thinking
This performance was highlighted by
the Deloitte Top 200 judges who said
Hurrell has been instrumental in the
turnaround.

“Under CEO Miles Hurrell’s leader-
ship, Fonterra has achieved record
profits, improved milk payouts to
farmers, a stronger balance sheet, and
higher employee engagement,” cat-
egory judge Jonathan Mason said.

“Miles has focused on Fonterra’s
core operations of processing and
selling New Zealand milk efficiently

while divesting less critical parts of
the business and considering the sale
of its consumer division.

“With a collaborative approach,
Miles has built an aligned and
forward-thinking team, making him a
stand-out chief executive.”

Hurrell, who turned 50 this year,
is not finished yet.

His new task is to embed a revised
strategic direction, which prioritises
Fonterra’s high-value dairy ingredi-
ents and foodservice businesses and
a stronger focus on B2B operations.

Under Hurrell’s leadership,
Fonterra has achieved record profits
and improved milk payouts to
farmers.

“We believe we can create more
value by concentrating on our in-
gredients and foodservice channels,”
he said.

As part of that process, Fonterra
is exploring divestment options for its
global Consumer business, as well as
integrated businesses Fonterra
Oceania and Fonterra Sri Lanka.

This will be yet another major step
with a full exit of those businesses
potentially returning up to $3b, or $2
a share of capital, according to a
report commissioned by the share-
holders’ council.

The businesses for sale include
well-known consumer brands in New
Zealand and Australia, such as
Anchor, Mainland, Kāpiti, Perfect

Italiano and Fresh’n Fruity, plus the
Australian manufacturing and in-
gredients businesses.

“There is never really time to take
a breath because you’re always think-
ing about what’s next,” Hurrell said.

“But it’s such a nice position or a
mindset change tomove fromhaving
to get the business in shape, having
to get your balance sheet in order for
survival, to now looking at growth.

“At the same time, we need to
make sure that we set the right dis-
ciplines, so we don’t get ourselves in
a similar situation again in the next
decade.”

Strong support
Hurrell said the key to setting a
longer-term strategy was that once
you had identified the core strengths
of the business, you needed to ex-
plain what success looked like.

“It was important that we could
paint a picture around what a suc-
cessful ingredients and food service
business looks like.

“That’s the piece of work that we
ultimately launched back in Septem-
ber to paint that picture and give
confidence that you’re on the right
path.”

Hurrell said he’s had a lot of strong
support fromwithin the co-operative,
some of that stemming from having
worked in the engine room pre-
viously.

He first joined Fonterra in 2000
and worked in dairy across Europe,
the US, the Middle East, Africa and
Russia.

He worked in Bahrain in the early
days and then Dubai before shifting
to Germany and the US.

He oversaw Fonterra’s Russian
office at the time and the African
operations, meaning he was on a
plane more often than not during
those years.

Eventually, he was asked to come
back to New Zealand and head up
Farm Source, Fonterra’s rural
supplies and farmer support and ad-
visory service.

“While I’m not off the farm, when

you work 20 years for a co-operative
you certainly get exposed to how
things go on the farm,” he told Busi-
nessDesk in 2021. He said he’d learned
a lot since becoming chief executive,
telling the Herald that his leadership
style had changed as a result.

“I think having the right team in
place early on is important. It’s always
easy in hindsight but having people
around you with different views is
something I’ve adjusted to.

“That’s probably one of the things
in my leadership style that’s changed
over time in that you might have
historically employed people who
were very similar to yourself in the
way that they thought about things.
But … that is actually one of the things
that will hold you back.

“And so, one of the things that I’ve
learned, certainly in the past five or
10 years, is that diversity of thought
around the leadership table is critical
to getting the right outcome.

“So, in hindsight maybe that might
have been something that I brought
into my thinking a little earlier.”

One thing that Hurrell has always
felt is a weight of responsibility on his
shoulders.

“If you lose sight of the role that
you play both within the company,
but also in the New Zealand context
and in the dairy industry and in the
global context, and the importance of
that role, then I believe that is a
slippery slope.

“Recognising that what you do has
a hell of an impact and sometimes
youmight think they’re a very simple
or a small decision, but the impact of
those could be quite large if you don’t
think them through.

“So I spend quite a bit of time
thinking those things through and
those are the sort of things that I
would say, keep me up at night.”

Finalist: Roger Gray, Port of
Auckland
When Roger Gray joined Port of
Auckland staff told him they used to
avoid going to barbeques because
they didn’t want to tell people they
worked at the port.

That’s how bad a shape the com-
pany was in with an appalling health
and safety record, hopeless financial
performance and an organisation
that had lost the respect of the public,
the media and the Mayor of Auck-
land.

So, it’s fair to say he had a lot of
work to do when he became chief
executive in March 2022

“I don’t think it came with a plan,”
he told the Herald. “What I did come
with was a focus on turning around
the business and the most important
thing at the start was to find out what
the situation was.

“And what I realised very quickly
was that we had lost all of the stake-
holder groups’ respect. We were seen
as being secretive, poorly performing.
We weren’t delivering our core job.
We disregarded the customers.

“We were at war with our unions
andwedidn’t listen to the community
… we’d lost everybody.

“What we did as an executive is
we sat down and said, we’ve got to
regain that respect and that’swhatwe
focused on for the first two and a half
years until June 30 this year.

“We went back to basics and said,
we’re going to be a port and just focus
on getting the place back to exchang-
ing cargo safely. And we had to stop
killing people.”

Gray had all the credentials for the
role, having experienced complex
logistical challenges and working
with tough unions (Gray’s father was
a union organiser).

Before joining Port of Auckland he
was chief executive of Lyttelton Port
Company for two years. Prior to that
he worked at Air New Zealand for six
and ahalf years, including his last role
as group general manager airports, in
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Port of Auckland’s Roger Gray (top) and Meridian’s Neal Barclay.

which he managed ground handling
and lounge operations at 55 locations.

He’s also held several senior lead-
ership roles with Goodman Fielder,
including managing director of Qual-
ity Bakers.

He had previously served for 20
years in the Australian Army, retiring
as a lieutenant colonel.

One of the first things Gray didwas
to form a better relationship with the
union and ask members to help de-
sign solutions so they became part-
ners not opponents.

“It is naive to think you can break
the unions on thewaterfront and that
you won’t have unions because
they’ve beenhere since the 1850s and
they’ll continue to be here until the
2050s and beyond.

“We sat down with them and said,
okay, we need to improve the oper-
ational performance and profitability
and most importantly worker safety
… we had a sad history of fatalities
at the port.

“We’ve had some amazing
improvements here on the recom-
mendation of the union.

“And so, we have worked in part-
nership with the unions to really
redesign how we work, how the staff
feel empowered to say no and the
team … they feel safer.”

The results speak for themselves.
Port of Auckland will pay its council
owner $40 million this year, up by
$10m after reporting an underlying
after-tax profit of $55.2m in the 12
months to June 30, also up $10m on
last year.

And no one died.

Finalist: Neal Barclay, Meridian
Energy
Taking a long-term view is a key part
of any chief executive’s role but
especially sowhen you’re heading up

a major electricity generator and re-
tailer.

Neal Barclay has led Meridian
since 2018 and in that time has
remained steadfastly focused on the
future, despite plenty of immediate
issues both operationally and in the
market.

This winter was especially prob-
lematic with a shortage of gas
combined with low rainfall and
inflows into the country’s hydro lakes
causing an energy supply crisis and
sending wholesale electricity prices
soaring.

While the market has settled since
lake levels returned to normal, the
issue isn’t going away and solutions
are needed, in tandem with New
Zealand’s emissions reduction plan
and zero carbon commitment.

Gentailers like Meridian are
charged with increasing their invest-
ment in renewable energywhile their
profits are in the spotlight.

Meanwhile, the Commerce Com-
mission is resetting the regulated
price for distribution and trans-
mission, meaning electricity prices
will climb significantly, including at
household level.

Barclay told the Herald those price
increases over the next five years
would be substantial.

“As a generator and a retailer, we
need to manage the impact of that
on our customers.

“Ultimately though, as we move to
a more renewable grid, we see the
cost of energy coming down to New
Zealand consumers”.

Meridian has and continues to
invest heavily, he says, countering
some of the criticism flowing from
some quarters. The company re-
cently completed the 176MW
Harapaki wind farm project and is
now commissioning a solar power

station at Ruakākā in Northland that
will produce more than three times
the energy of the biggest solar farm
currently operating in New Zealand.
“Then we’ve got about $3 billion of
new developments, earmarked be-
fore the end of the decade.

“Further afield we’re expecting to
invest up to about $10 billion by 2050
which will be the sort of notional
target we’re all aiming at to have in
a zero carbon economy.”

Barclay is diplomatic when it
comes to facing up to some of the
claims being made about the indus-
try.

“That criticism is going to be there
at times like this and we just need
tomake sure that we stick to the long-
term plan, deliver the new renewable
development that is necessary and a
unique opportunity for our country,
I believe.

“There has been significant invest-
ment in the past 10 years — despite
assertions that therehasn’t been—but
there’s going to be a lot more coming
up as well.”

Meridian has been a strong per-
former for its shareholders, including
the Crown with its 51% shareholding.

Its net profit went from $95million
to $429m in the year to June 30 —
with much of the increase influenced
significantly by net gains on hedge
instruments of $249m.

The industry’s preferred measure
of performance — earnings before
interest, tax, depreciation, amortisa-
tion and financial instruments
(ebitdaf) were up 16% at $905m.

The Chief Executive of the
Year award is sponsored
by ServiceNow.
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Mike Roan, Meridian

A blueprint for
the future

I t’s not every year that you can
negotiate and sign a deal that is
the culmination of a decade of
talking.

But Meridian chief financial officer
Mike Roan can count that as one of
his biggest achievements in 2024
after signing a 20-year power supply
agreement with New Zealand Alu-
minium Smelters (NZAS) to keep the
Tiwai Point plant operating.

Roan, who has been at Meridian
since 2006 and chief financial officer
since 2019, says that deal and the
company’s strong financial perform-
ance are some of his proudest
moments in what has been a tough
year for the energy sector.

The partially state-owned com-
pany’s net profit went from $95
million to $429m inFY2024 andwhile
much of the increase was influenced
by net gains on hedge instruments of
$249m, Meridian’s earnings before
interest, tax, depreciation, amortisa-
tion and financial instruments
(ebitdaf) were up 16% to $905m.

“We had a great financial year . . .
which Shareholders, ultimately, are
there so that you can support them
and their interests. It’s always nice
when you do have a decent financial
year to be able to do that.”

Roan said it had been incredibly
tough to reach thedealwithNZAS but
it now set a blueprint for how the
company could work with big power
users in the future.

“Everyone knows the relationship
with the smelter has been tenuous
and difficult for as long as I’ve been
at Meridian, so it’s really nice to put
a line under the tension and chal-
lenge and uncertainty. I think it also
creates a bit of a blueprint for existing
and other industrial customers to
expand their ownoperationsbyusing
electricity, or possibly a longer bow,
in attracting others.

“To do what we can to grow the
economy off the back of confidence
that any international investor can
see we have put our money into and
been able and willing to support a big
industrial user of electricity in New
Zealand. It feels good.”

He said that negotiation had gone
on for the best part of 10 years with
a material focus for the past three
years after NZAS owner Rio Tinto
terminated the agreement in 2021.

He said it was very tough to get
the deal over the line.

“International companies are very
very good at looking at their business
and thinking about whether to do
business in New Zealand or any-
where else. They are very sophistic-
ated and have massive resources to
support their interest.” But he said in
this case Meridian had a number of
things on its side as well.

“The fact that NewZealand had got
to the point where we were sick of
them. We really had had enough of
the ‘will we stay or will we go’ talk.

“We had had enough time to think
through the negotiation strategy and
approach that was as much about
making sure they were good corpor-
ate citizens of the country — their
environmental performance is poor.
A lot of it was you need to tidy up
your act environmentally.”

On top of that was the demand
response provision which means the
smelterwill wind down its operations
to reduce the load on the power
system if needed.

“Go to any business that’s had a
proud history of making aluminium
and say well actually we are going
to reward you for notmaking alumin-
ium — they would look at you and
go ‘huh’?”

Little didRoanknow that just three
months after reaching that agree-
ment it would be asking NZAS to
action it.

“If anyone had told me that we
would be exercising the biggest one
of those demand response provisions
only three months later — I would
have said not a chance.

“When you deliver something you
have been working on for 10 years
and it brings certainty which now

people can use to invest — which we
all know we need to invest in renew-
able energy to decarbonise — it felt
very good.”

To cap things off for the year the
company also completed the
Harapaki wind farm in Hawke’s Bay
and started construction of the first
grid-scale battery.

Roan said there were three key
attributes in a good chief financial
officer.

“One is the capacity to listen and
think. Most of what a CFO does is
focus on the future — most of the
decisions you are making are in the
face — no one knows what is going
to unfold and so your ability to listen
to what others’ views of the future
look like and think about them in
relation to your own. It’s crucial that
you are not too rigid in your own
thinking.”

Secondly, it was vital to be able to
challenge executive peers.

“You must be able to challenge
peers in relation to what they are
doing and howmuch they are spend-
ing — and no one likes that. You have
got to be comfortable doing that and
over time you build respect.”

On top of that a chief financial
officer had to be able to present a
credible view of the business and its
strategy to current and future in-
vestors.

Judge Jonathan Mason said under
Roan’s leadership Meridian had not
only achieved substantial operatio-
nal growth but also reinforced its
commitment to renewable energy
innovation, positioning itself as a
leader in sustainable energy
solutions.

“Mike Roan has been recognised
by his board and the market as one
of NZ’s leading CFOs over multiple
years and he is an absolutely integral
member in Neal’s [chief executive
Neal Barclay’s] team that has posted
market-leading returns.”

Roan is this year’s TaxTradersCFO
of the year.

Finalist: Lyndal York, Fisher &
Paykel Healthcare
Australian Lyndal York became chief
financial officer at Fisher & Paykel
Healthcare in 2019 and is based in
Australia but comes to New Zealand
about one week a of every month.

Shehas been a keypart of the team
over the past five years that has
produced a 64% shareholder return
for Fisher Paykel for the 12 months
ending September 2024. As leader of
the finance team, York has supported
key product investments and man-
aged a complex set of financing and
tax issues, with manufacturing and

processing in Mexico, China and New
Zealand, backed by a significant sales
effort in the US.

York says recovering from the
Covid years when revenue was run-
ning hot in some parts of the business
and returning to business asusual has
been one of the biggest challenges in
the last year.

“It’s definitely that coming out of
Covid. Covid was definitely a positive
in terms of revenue for some parts
of our business but also had
challenges and detriments to other
parts of our business.

“The challenge really for the last
year and a half or so has been coming
out of Covid and reassessing where
are all of the different parts of our
business at today and then pulling

them all together and getting that
sense check of herewe are today and
setting the scene for okay here’s we
want to be.”

That focus was now firmly on
returning to its target margin while
continuing sustainable profitable
growth.

York said the company did incred-
ible work during the Covid years
making sure any patient that needed
its products got them. “That was our
single focus over those few years.”

She said it wasn’t focused on cost
increases or trying to mitigate those
or keeping inventory at reasonable
levels.

“Over the last year or so we’ve had
more stable orderingpatterns andnot
seeing that volatile demand that we
were through Covid.”

Now it is back to its goals of
doubling its revenue every five to six
years, getting to a gross margin target
of 65 and operating margin of 30.

“What my whole team has been
working on is reallymaking that clear
to the whole business . . . so that
everyone can see what role they can

play in getting us back there.”
York said she considered her nom-

ination as recognition not only for her
whole team but also the business as
a whole. “We very much operate as
a team within F&P, there’s no silos or
distinct roles and responsibilities —
the performance of the business is
everybody’s responsibility. We feel in
the executive team that we are all in
it together.”

York said she was proud of being
able to set the scene for where the
business was and where it wanted to
be and felt the energy of everyone
working together.

She said finance was seen as an
integral part of the business, not just
the policeman or the bean counters
running around with a stick.

York said a good chief financial
officer was someone who under-
stood the business and that the busi-
ness was a priority and that every-
thing worked around that.

“Having that deep understanding
of what are we trying to achieve as
a business and so then being able to
say what do we need to do to ensure
we can do that.”

It was also about the business
being able to carry on and do what
it needed to do without having to
worry about the financials.

“We make sure everything is in
place as and when we need it. The
fact that in finance you see and touch
everything, which has a financial
impact. So you have that really broad
view across the business of
interconnection and any cracks or
flow-on effects. Being able to see that
and making sure that all the right
connections aremade, I think, is a key
part of the role of the CFO.”

Finalist: David Mackrell, NZME
David Mackrell says this year has
been more challenging than most
years for the business with themedia
industry under pressure in the tough
economic environment.

“If you think back to Covid which
was about crisismanagement — there
was a real burning platformof change
to survive through that — we used it
to create what we thought was the
right-sized company going forward.

“Then you look at this year andwe
have made some good progress to-
wards our strategic goals as we
headed into the back end of 2023 and
the first check-in point. Then we
started this year with acknowledging
the economic environment is pretty
tough and itmade it really hard — you
could point to indicators that you
were making good progress on but
that wasn’t showing up in the
financials which made it a tough sell
out into the market.”

Mackrell said while it was easy to
point to competitors and say the
companywas performing better than
them, ultimately there was a require-
ment to have a sustainable future and
make sure that the company was in
the right place.

“Advertising in particular is one of
those things that people chop off,
that’s the first thing to go. It makes
it very difficult to pinpoint exactly
what the future might look like.

“What’s the new normal that might
exist? Is it as it was or has it changed
dramatically?”

The economic environment made
it really tough to plan for the future.

“We know it’s going to get better
but at the same time in a disrupted
market like media there are under-
lying changes that are going on all the
time — and we saw that in what
happened to TV and Discovery in
particular and we know the
implications that’s had on TVNZ as
well.

“None of us are immune to what
is going on from that industry per-
spective.”

Despite the tough environment,
Mackrell says he’s proud of the strong

balance sheet the company has built
up which was critical to NZME’s fu-
ture.

“That is back a few years now but
maintaining that strength in balance
sheet means we can make choices
about our future. We are not having
to make choices for someone else,
we’ve got lots of options in front of
us.”

Mackrell said the company had
kept its eye on hitting strategic tar-
gets, although not necessarily the
financial ones given the economic
environment — but things like con-
tinuing to develop OneRoof and the
digital transformation across both
audio and publishing.

“That strength of the balance sheet
means we can make those choices
about how we invest in the future.”

He said the role of the chief fin-
ancial officer was to talk about what
had happened but also what the
future could look like and what are
the risks and opportunities.

“It’s about coaching and collabor-
ating with the other executives to
make sure they are thinking about
what are the things that are in front
of them specifically in their business
and how dowe prepare ourselves for
those . . . determinea strategy thatwill
map that pathway through.”

Mackrell said that being chief fin-
ancial officer or leader was pretty
lonely at the top and often a chief
executive’s best confidant was the
chief financial officer — a role that
involved challenging a chief execu-
tive’s view but also with a certain
amount of safety.

“I believe the CEO/CFO role is as
important as it has ever been and
then line that upwith the board. Their

engagement with the CEO and often
the CFO is the other role they have
a lot of engagement with.”

He said the chief financial officer
was often the other channel into a
company for the board. “I think it’s
become more important as boards
have become increasingly focused
onwhat the risks are andwhat’s going
on.”

Mackrell said the chief financial
officer was also the external voice of
the company and had to articulate
the strategy in a way that was under-
standable to investors.

Mackrell has led the sector
delivering a 30% total shareholder
return for the 12 months ending Sep-
tember 2024 and on an annual basis
over the past five years of his tenure.

Under his financial leadership,
NZME has addressed challenges such
as declining print revenues,
inflationary pressures, and shifting
consumer behaviours by accelerat-
ing its digital transformation.

Mackrell’s experience from Heart-
land Bank and Air New Zealand
allows him to balance NZME’s tra-
ditionalmediawith a forward-looking
digital strategy. His work has driven
growth in digital audio, news, and real
estate, positioning NZME as a media
leader. — Tamsyn Parker

The Chief Financial Officer
of the Year award is
sponsored by Tax Traders.



nzherald.co.nz | The New Zealand Herald | Friday, December 6, 2024 B27

Chairperson of the Year

Jan Dawson, Port of Auckland
Rebuilding trust during challenging times

Tim McCready

J an Dawson is the 2024
Chairperson of the Year at the
Deloitte Top 200 awards.
With extensive experience

governing large organisations, this
award celebrates the significant
transformation of the Port of Auck-
land that has enhanced safety and
delivered strong financial results.

Dawson has been the chair of Port
of Auckland since September 2021,
and since then, has led the port on
a transformative journey that has
revitalised its operations, improved
stakeholder trust, and set the foun-
dation for long-term growth.

Deloitte Top 200 judge, Hinerangi
Raumati, says Dawson “brings a
gravitas that has been crucial in
rebuilding trust during challenging
times.

“Under her leadership, the Port has
made significant strides in
overcoming complex issues – from
securing a new CEO to addressing an
automation project that had become
derailed, fostering stronger collabora-
tion with unions, and aligning more
closely with Auckland City Council,
the port’s primary stakeholder.”

As well as the port, Dawson is a
director of Serko and ACC.

She has previously held roles as
chair of Westpac New Zealand,
deputy chair of Air New Zealand and
director of AIG Insurance New Zea-
land, Beca, Goodman Fielder and
Meridian Energy. Before this she held
the chair and chief executive position
at KPMG New Zealand, following a
career in audit, consulting and ac-
counting services in the United King-
dom, Canada and New Zealand.

The judges note that when
Dawson took over as chair of the Port
of Auckland, it was grappling with
significant challenges including oper-
ational disruptions and strained
relations with its shareholder, Auck-
land Council.

She recalls: “The port had been
through a tough time with Covid and
supply chain disruptions, and it be-
came very clear that we needed to
get back to basics.”

The appointment of a new chief
executive was a critical first step.
Dawson and the board appointed
Roger Gray to steer the port towards
a sustainable future.

“When Roger came on board, we
agreed a nine-year roadmap, focused
on delivering cargo to customers in
a timely, efficient manner across all
businesses of the port,” Dawson says,
crediting his expertise and leadership
as pivotal in aligning the port’s goals
with stakeholder expectations and
rebuilding respect as a company.

Her approach as chair has been
described by the judges as “calm and
consensus-driven, ensuring that
every board member has a voice in
the strategic direction of the Port of
Auckland” – an assessment Dawson
embraces.

“If you ever have to take a vote
at a boardmeeting, you’ve failed,” she
says, adding that with a good board,
everyone has something to add, and
the role of chair is about ensuring
everyone’s voice is heard and finding
solutions that benefit the company.

This approach has been instru-
mental in building trust not only
within the board but also among the
port’s diverse stakeholders.

Under Dawson’s leadership, the
port has built a strong relationship
withAucklandCouncil, the port’s sole
shareholder. By maintaining open
communication and involving
unions in decision-making processes,
particularly around safety and pro-
ductivity, she has fostered a col-
laborative atmosphere.

“Transparency and communica-
tion have been crucial,” she explains.
This openness extends to the media
as well, with Dawson implementing
a proactive approach to media
relations to ensure clarity and hon-
esty about the port’s operations.

Dawson says her highlight this
year has been overseeing the port’s

delivery of key financial and oper-
ational goals ahead of schedule.

“We have got to where we thought
we would be in three years, in two,”
she says.

In the past year, the port increased
its dividend to $40 million, a testa-
ment to its renewed focus on finan-
cial performance and shareholder
value.

But Dawson points out that this
achievement was not only financial.

“We didn’t just focus on financial
performance. We are focused on
people, safety, and what customers
value and want.

“And we did that at a time when
there was a lot of distraction for the
executive team and the board with
the prospect of the Long Term Plan
requiring us to look at a long-term
operating lease of the port which had
the potential to distract management
away from what we were doing in a
transformational sense and from
what they needed to do.”

Looking ahead, theport is planning
for its next phase of development to
ready it for the future.

It aims to enhance Bledisloe North
Wharf with upgraded infrastructure,
that will help the port meet Auck-
land’s freight needs, support the
cruise industry, while also providing
more access to the waterfront for
Aucklanders and reducing ferry
disruptions. Dawson is excited about
these initiatives, which she sees as
essential to securing the port’s place
as a vital asset for Auckland and New
Zealand.

“The port will be here for the next
35 years minimum,” she says confi-
dently, looking forward to a new era
of growth and innovation.

Finalist: Dame Rosanne Meo,
Briscoe Group
Dame Rosanne Meo describes her
two-decade tenure as chair of Briscoe
Group as “an extraordinary journey”
filled with both challenges and
achievements.

Throughout periods of market dis-
ruption – from the financial crisis to
the rise of e-commerce and the pan-
demic – her steady leadership has
kept Briscoe Group on course,
reinforcing its resilience.

In recognising her as a finalist for
Chairperson of the Year, the judges
applaud Meo for her strategic vision
and commitment to Briscoe Group’s
long-term success.

“Despite the ongoing challenging

retail environment, BriscoeGroup de-
livered record sales numbers in its
most recent half-year result and an
underlying trading profit close to last
year,” says Raumati.

“This is an impressive result and
Meo’s leadership has reinforced the
company's strong position in New
Zealand’s homeware and sporting
goods market.”

Meo attributes much of her suc-
cess to a strong partnership with CEO
Rod Duke, whose operational exper-
tise she views as essential to Briscoe

Group’s achievements. However, she
emphasises the importance of direc-
tors maintaining “a very strong hand
on the tiller” while respecting man-
agement’s responsibility to run the
business.

As she explains through a ‘grand-
stand’ analogy: “Directorsmust not go
on to the field of play. At times, they’ll
come down to the sidelines to cheer
or shout a bit of advice, but the further
up the grandstand you sit, the more
you see of the field, and of adjacent
fields.”

From this vantage point, she says,
“you can have an objectivity that is
very hard for executiveswhen you’re
living in the company on a day-by-
day basis.”

As one of the first professional
woman directors in New Zealand, the
first woman to chair a state-owned
enterprise in New Zealand and the
first woman to lead an NZSX-listed
company, Meo’s impact on the
nation’s corporate landscape is pro-
found. The judges commend her for
having “shaped a legacy of govern-
ance grounded in inclusivity, respect,
and steadfast independence.”

Meo’s extensive board experience
has included roles as chair of TVNZ,
Forestry Corporation, AMP NZ, and

Baycorp NZ. She currently serves as
patron of the Auckland Philharmonia
and as chair of AMP NZ’s staff super-
annuation schemes. Recently, she re-
tired from her roles with the Kelliher
Trust and the Middlemore Health
Foundation.

“I’ve never gone after big names,”
she says. “I’ve sought out diverse
sectors where I could make a mean-
ingful contribution.”

An advocate for continuous im-
provement, Meo stresses the import-
ance of directors scrutinising them-
selves to avoid becoming “too
isolated inaboardroom.” Shebelieves
in openly sharing these evaluations
with fellow directors and executives
to ensure that everyone is “independ-
ent of thought” and responsive to the
current conditions.

“Every board should be doing this
every year,” she says. “But we should
all be doing it whether we’re a direc-
tor ornot.Arewedoingourbest?That
is very important.”

Meo has announced that she will
step down as chair of Briscoe Group
in two years, concluding her influen-
tial chapter with the company. While
she plans to spend more time with
her family, including her two daugh-
ters and five grandsons, she says she
will remain engaged in causes and
sectors that spark her passion.

Finalist: George Adams, Synlait
George Adams’ leadership has been
instrumental in guiding Synlait
through a period of financial insta-
bility, culminating in a $217.8 million
recapitalisation.

TheDeloitte Top 200 judges recog-
nise Adams as a finalist for
Chairperson of the Year for his role
in steering the specialty milk pro-
ducer through crisis and commend
him for stabilising Synlait’s future.

Adams was appointed as an inde-
pendent director of Synlait in March
2024 and became chair in May 2024.
Top 200 judgeHinerangi Raumati Tu-
ua says his tenure “stands as a tes-
tament to resilience, strategic fore-
sight, and a willingness to step into
challenging situations when others
might hesitate”.

Adams explains that he “thought
long and hard about joining Synlait”
but ultimately decided its importance
to New Zealand made the effort
worthwhile.

He believed he could navigate
Synlait’s challenges while addressing
concerns raised by theMainzeal case,

which left many directors wary of
high-risk roles.

“Mainzeal caused a large amount
of concern in the director community
— and rightly so,” he says.

“I felt there had tobe away to show
that directors can guide companies
through difficult situations without
putting their own assets at risk.”

Adams says that “because some-
thing is hard is not a reason to not
do it,” candidly describing Synlait’s
situation as “frankly bloody hard, but
the outcome was worth it”.

Synlait’s troubles reached a break-
ing point earlier this year, as its debt
burden became unsustainable.

“We had to negotiate with the
banks who were running out of pati-
ence,” he says. “We had to completely
refinance the business to the tune of
$450 million, settle years-long
disputes with our largest customer,
and at the same time ask them for
money. Thenwe had to figure out the
best route to raising capital by being
fair to everyone while being certain
we could raise the amount of capital
required.”

At the same time, Synlait lost the
confidence of its farmer suppliers,
with many issuing cease notices to
signal their intent to stop milk deliv-
eries. “A dairy company without a
milk supply is just a big collection of
worthless stainless steel,” says
Adams.

He reflects on this process, noting
there were several points where the
balance of probability was that a
solution wouldn’t be found.

With time ticking, the board had
to make swift, decisive moves.

“In this environment, you can’t
afford to debate things endlessly, you
have to resolve a position and move
forward,” he says, describing his role
as ensuring necessary conversations
and decisions happened within strict
deadlines.

The board engaged legal repre-
sentatives and an investment banker,
and constantly evaluated its position,
rigorously testing assumptions on
directors’ duties and going concern.

“Really good advice was absolute-

ly invaluable — it was a safe haven,”
says Adams, urging other directors
facing crises to prioritise quality ad-
vice.

The recapitalisation involved sub-
stantial investment fromSynlait’s two
largest shareholders, Bright Dairy and
The a2 Milk Company, requiring in-
tricate negotiations with banks and
the strategic alignment among stake-
holders.

Looking ahead, Adams sees the
recapitalisation as “just the end of the
beginning” for Synlait. His attention
now shifts to business turnaround,
with a focus on customers, revenue
and cost. He says performance will
be critical to give farmer suppliers
sufficient confidence to withdraw
their cease notices.

Beyond Synlait, Adams is chair of
Bremworth, New Zealand Frost Fans,
Netlogix New Zealand, Apollo Foods,
Insightful. Mobi and the Business
Leaders’ Health and Safety Forum. He
is a director of ArborGen.

The Chairperson of the
Year award is sponsored
by Forsyth Barr.
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Judges’ recognition award

Dr Oliver Hartwich

Aman for all seasons

Ourmission
statement when the
Initiative started 12
years agowas to

make New Zealand
a better country for
all its people — and
that statement still

stands today.
Dr Oliver Hartwich, executive director

of NZ Initiative

Graham Skellern

I n another world, Dr Oliver
Hartwich would love to have
been a comedian.
Taking the mickey out of some-

thing is in stark contrast to his serious
role of helping to create public policy.

Friendly and effervescent, he is a
man of many talents. He is an experi-
enced economist, an accomplished
policy advisor, a savvy columnist,
essayist and broadcaster (he likes
making podcasts), a reluctant lawyer,
and an engaging and entertaining
public speaker.

That’swhyhe likes his job somuch
as executivedirector of the think tank
The New Zealand Initiative. He can
utilise all those talents.

But there’s one other talent — he
enjoys writing satire, on the side. “In
an ideal world I could have become
a comedian but I needed something
to pay the bills.”

Hartwichmoved from the Sydney-
based think tank The Centre for In-
dependent Studies in 2012 and built
the Wellington-based New Zealand
Initiative, formed through a merger
between the New Zealand Institute
and the New Zealand Business
Roundtable.

“It’s such a diverse role and I can
translate complicated things in a form
of language that people understand
without them being an expert in the
field.Ourmission statementwhen the
Initiative started 12 years ago was to
make New Zealand a better country
for all its people — and that statement
still stands today.”

The Initiative conducts independ-
ent research and injects new ideas
into political debates on a wide range
of policy issues — from education to
economic policy, poverty to housing,
and from local government to immi-
gration.

Hartwich and his impressive PhD
team of research fellows have estab-
lished The Initiative as a credible new
voice in the country’s political
debates.

His thought leadership has earned
him the Deloitte Top 200 Judges’
Recognition Award. The judges said
The Initiative produces thought-pro-
voking, independent research and
policy recommendations on topics
that are freely available to the public.

“Oliver has been a key contributor
to the public dialogue, not simply in
identifying the key issues we face as
a country but how we might address
them. We recognise his sterling con-
tribution topublic policy thinking and
his willingness to advocate publicly
through significant media engage-
ment.”

The judges said in recentyearsThe
Initiative’s policy prescriptions have
been influential in key and critical
policy areas, with a particular note
about education.

A German native who now
proudly calls New Zealand home,
Oliver has brought to New Zealand
a combination of his personable com-
munication style matched by his im-
pressive experience in developing
public policy in the United Kingdom
as chief economist at the Policy
Exchange, and advisor in the House
of Lords, as well as being a Research
Fellow for the Centre of Independent
Studies in Australia, the judges said.

Education — a priority
Hartwich is feeling proud that the
Coalition Government has heard The
Initiative’s calls to improve the edu-
cation system.

“We want a decent education sys-
tem that delivers opportunities to
every child in life —unfortunately this
hasn’t always been the case. We’ve
declined in the OECD education test
Pisa (Programme for International
Assessment that evaluates the know-
ledge and skills of 15-year-old
students in reading, mathematics,
and science).

“Over the last two decades, half of
the 15-year-olds are as good as
13-year-olds were — that’s how much
we have lost. The problem with lit-
eracy and numeracy is that more

than 40% of school leavers today are
functionally illiterate.

“We’ve argued that the system
needs to be improved with a new,
knowledge-rich curriculum,better ca-
reer structure for teachers and
improved assessment system. We’ve
been on the same path for 12 years.

“Teachers have been taught on
sociology theory, but you talk to
young teachers and they don’t feel
they have the education to succeed
in front of a classroom. That is the
problem. There needs to be a
recalibration towards abetter integra-
tion of trained and tested teaching
skills and methods that are used in
front of the class.

“There’s been a belief that if you
expose students to new knowledge,
they will just absorb it. Teachers still
need to instruct students directly
about how it works,” said Hartwich.

In early August, the government
announced the first three compon-
ents of Make it Count — a new maths
curriculum that will be introduced in
term one next year with resources,
including teacher and student
workbooks provided in every prim-
ary and intermediate school.

There will be twice-yearly stand-
ardised assessments for maths in

primary schools and small group
interventions to support students
who have fallen significantly behind.
A sum of $20 million is provided for
professional development in
structured maths for new teachers.

More policy initiatives
Hartwich and his team have been
pressing the case for local councils
and Central Government sharing the

tax revenue from new residential
development and thus easing the
burden on infrastructure costs and
housing affordability.

More housing would lead to more
funding for local services and infra-
structure. The Initiative’s research
has shown that basing payments on
new building consents or completed
builds could provide the strongest
incentives for councils.

“All that councils have [at present]
are the costs of providing infra-
structure, such as roads and water,
while the tax revenue on new builds
goes to Wellington. That’s the main
problem behind the housing market
and affordability.

“There needs to be better financial
incentives for new development that
creates economic activity. We have
to make sure councils keep some of
the extra tax revenue from develop-
ment.”

Hartwich is pleased the Govern-
ment is now considering sharing GST
revenue with councils and it might
even be on a 50/50 basis.

Aligned with this, The Initiative is
promoting localism. “When we
started thisword in 2012no-oneknew
what it was,” said Hartwich.

Localism is formal agreements

between various stakeholders — cen-
tral and local government, busi-
nesses, tertiary institutions, iwi — to
align their efforts around shared
strategies and investments tailored to
a specific area. They provide a path-
way for devolving powers and
funding to the local level, giving com-
munities the tools they need to shape
their own futures.

Hartwich is heartened by the
moves from government to encour-
agemore international capital. “We’ve
argued the point that New Zealand
needs to be more welcoming — it has
one of the more restrictive Foreign
Direct Investment (FDI) regimes in the
OECD.

“I’m happy with the announce-
ment from (Associate Finance Minis-
ter) David Seymour that that themain
criterion for checking FDI
applications is whether the proposer
has negative implications for New
Zealand’s national security.

“It will make it easier for
applications and for capital to come
to New Zealand. The more bureau-
cratic processes deter investment.
Ideally, we should abolish the Over-
seas Investment Act — New Zealand
doesn’t need it — and roll out the red
carpet to international investors like
the Netherlands and Ireland have
done.”

Hartwich said New Zealand has
made it hard (for foreign investment)
becauseof amentality issue. “The fear
that we will become tenants in our
owncountry is not justified. FDI offers
trade, job opportunities and econom-
ic growth.”

Next onHartwich’s agenda is trans-
port costs and introducing a Smart
Road User Charges system nation-
wide to replace the current fuel ex-
cise duty, and therefore reduce the
price of petrol. Under the system,
vehicles would be charged based on
actual road usage, time of day, and
vehicle type. The proposed system
aims to reduce congestion, improve
road maintenance, and ensure a
fairer distribution of costs.

From Essen
toWellington
DrOliverHartwichwasbroughtup
in the industrial heartlandofEssen,
thehomeof coal and steel. “It
wasn’t theprettiest part of
Germanybut itwas themost
honest.”

He studiedatRuhrUniversity
BochumandgainedaMaster’s
Degree in Economics andBusiness
Administration.He thenbecamea
researchassistant at theBonn
University concentratingon
competition law issues, and tooka
yearout in 2001as a visiting fellow
to theSydneyLawSchool.

HartwichcompletedhisPhD in
Lawbackat Bochumuniversitybut
“I didn’twant tobecomea lawyer;
itwaspurely anacademic interest.”

Therewas another reason for
travelling toAustralia— tomeethis
penfriendof eight yearswho lived
inAdelaide.

HeandJuliemarried inLondon
in2004whenHartwichwas
assistingLordOakeshott of
SeagroveBay in theHouseof Lords
onpensions legislation.

Heworkedat the think tank
PolicyExchange inLondon from
2005-08, becomingchief
economist beforedeciding tomake
anothermove.

“ShewaskeenonBerlin; Iwas
keenonSydney. Iwon.”

Hartwich spent four years at The
Centre for Independent Studies in
Sydneybefore takinguphisnew
role inWellington.

“Whenwemoved toNew
Zealand in2012,webought ahouse
and twoweeks in thecountrymy
wifegotpregnant.

“Leo is now11 yearsold andwe
arevery settledhere,”Hartwich
said.

Regaining our ambition
NewZealandcouldhaveavoided the
economicpain if theReserveBankhad
simplynot stimulated theeconomyas
muchas it did, saysTheNewZealand
InitiativeexecutivedirectorDrOliver
Hartwich.

In the response to theCovid
pandemic, thebank flooded the
marketwithmoneyand it only created
inflation, he says.

“Wehada supply shock – supply
chainswere severely disrupted –and
the labourmarketwasextremely tight
drivingwage inflation. This created
headaches for companies in an

overheatedeconomy.
“After creating the inflation, the

bankhas tried toget it back in the
bottleby increasing theofficial cash
rate anddrivingusdeliberately intoa
recession.

“Itwasn’t goodeconomic
management from theReserveBank.
Itwill takeusa fewyears to settledown
aftermucheconomicpain,”Hartwich
says.

“With interest rates comingdown
againandwith theeconomic reforms
thegovernment is undertaking, things
will get better.

“In thenext yearor twoweshould
getback togood times.”

Hartwich said “whatweareworking
on is tomakeNewZealanddobetter.
Thecountryneeds tobecome
ambitiousagain.

“If you lookout there, the rest of
theworldhasmovedonandNew
Zealandhas somecatch-up todo.

“Weput toomuch faith in the
previousgovernment, bureaucrats
and regulators.Weshouldhave
unlockedprivate initiatives and relied
on themarkets togrowand take the
opportunities,” saidHartwich.
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Most Improved Performance

a2 MILK
Creating amore resilient business

After refreshing our
growth strategy, we
have grown group
revenue by $469m

at a compound
annual growth rate

of 11.6%.
David Bortolussi, chief executive of a2

Milk

Graham Skellern

Alistair Dickie

Jonathon Maddren

F ollowing the Covid disrup-
tion, global marketer a2 Milk
made a concentrated effort
to strengthen its sales chan-

nels and develop a growth plan. The
effort is paying off.

A2 Milk surprised the market late
last month by upgrading its full-year
earnings guidance and announcing it
will be paying the first dividend in its
20-year history in February. A2Milk’s
share price took off again.

Chair Pip Greenwood told share-
holders at the annual meeting that it
has made considerable progress in
developing its operating model and
creating a more resilient business.

“We made great strides in lifting
capability across the organisation,
investing in a more sustainable fu-
ture, expanding distribution in China
and across new markets, and
delivering new and improved pro-
ducts to our consumers, and we
reported another strong financial per-
formance.

“As we look ahead, obtaining
access to additional China label
registrations and developing our own
nutritional manufacturing capability
are critical components of the com-
pany’s supply chain transformation
strategy,” Greenwood said.

A2 Milk was particularly pleased
that its China and English label infant
milk formula (IMF) products
achieved a top five brand position in
its main market of China during the
2024 financial year.

The latest results meant a2 Milk
won theMost ImprovedPerformance
category at the Deloitte Top 200
awards.

A2 also believes it is on track to
achieve $2 billion revenue by the
2027 financial year.

The judges said the business com-
munity continues to traverse multi-
year disruptions arising from the
Covid pandemic: re-establishing
markets and supply chains,managing
the wave of inflation pressures that
resulted, and now dealing with the
recessionary impact of policy set-
tings.

Within the context of what has
been a very difficult operating en-
vironment, the judges recognised the
performanceof a2Milk as it dealtwith
the significant market disruptions to
its business.

“The company successfully
negotiated new strategic
partnerships, adjusted to challenging
regulatory environments within its
keymarkets of China and the US, and
strengthened its leadership team.
While the journey is not complete,
there are good signs that a2 is back
on track,” said the judges.

Revenue for the 12 months ending
June increased 5.2% to $1.68 billion;
operating earnings (ebitda) were up
6.9% to $234m, and net profit was
$167.5m, a gain of 7.7%. Earnings per
share was up 9.2% to 23.2c.

Revenue growth was again driven
by the China and other Asia markets,
up 14%, and representing two-thirds
of total sales.

A2 Milk finished the financial year
with $970m in cash, $212m from the
previous year, and given the strong
balance sheet, the board believed the
time is right to introduce a dividend
policy of 60-80% of net profit.

Category-wise, IMF sales increased
4.6% in China with the Chinese label
up 9.5% while the market was
shrinking; liquid milk grew 3% in
Australia and 7% in the US, and sales
of other nutritionals, made up of plain
and fortified milk powders, UHT and
fresh milk exports to China, rose 37%.

“Importantly, after several periods
of decline, we stabilised our English
label IMF sales (in China) and
achieved growth in the second half,”
said chief executive David Bortolussi

He said a2 Milk’s team have been

executing various initiatives includ-
ing forming new strategic
partnerships, capturing growth in
emerging e-commerce channels,
investing in marketing activations,
and improving customer service
through drop-shipping (selling pro-
ducts on the website and sending the
orders to another company to ship
the goods directly to the buyer).

Bortolussi said the liquidmilk busi-
nesses in Australia and the US, both
under new leadership, progressed
well in the 2024 financial year with
innovation delivering positive results
and a2 Milk continues to progress its
application for long-term Food and
Drug Administration approval to im-
port infant milk formula into the US.

“In terms of financial performance
after refreshing our growth strategy,
we have grown group revenue by
$469mat a compound annual growth
rate of 11.6% and improved our
edbitda margin to 14% from a post-
Covid low of 10%,” Bortolussi said.

Finalist: Compass Group NZ
Leading food services provider
Compass Group New Zealand has
sought continuous improvement,
whether it’s health and safety, brand
innovation or sustainability.

“We take great care with health
and safety,” says Compass director of
growth Alistair Dickie. “Our people
work in a pressured environment to
produce great food on time across
multiple sectors.

“We make sure our people go to
work safely and send them home
safely. This also flows through to our
clients — we make sure the food we
serve and send out is safe.

“We identify any allergens for who
our food is being served to. It is
temperature-controlled every step of
the way, and is nutritionally sound
when you are dealing with children
and the elderly.”

Dickie says Compass is continually
innovating the product through the
uniquenessof eachbrand. “Weunder-
stand the persona of the customers
we serve — a soldier at Waiouru is
a different proposition to a school
student.

“The student needs a nutritional
and balanced meal that is the right-
sizedportion.A soldierneeds fuel and
intake to get through the day’s exer-
cises, duties and disciplines — 550
grams of protein, carbohydrates and
starch for lunch and 800-1000 grams
for dinner.

“We include a dietary, healthy ap-
proach and make sure our food
engages the mind and helps mental
wellbeing.”

Dickie says Compass is committed
to zero wastage. The company uses
lean path technology in the kitchen
to track and reduce food wastage in
production that results in cost
efficiencies and reduces the carbon
footprint for our clients.

The attention to detail enabled
Compass to secure a new two-year
contract for the Ministry of Educa-
tion’s Healthy School Lunch pro-
gramme,worth $79million, and some
125,000 students will receive a lunch
during school days.

Compass is in a collective with
suppliers Gilmours and Libelle to
cater for 480 intermediate and senior
school from the end of January.

Over the past four years Compass’
revenue and market share has stead-
ily increased — $207m in the financial
year ending September 2021; $221.6m
in 2022 (net profit $6.6m); $274.21m
in 2023 (profit $11.94m); and a record
$296m this year.

A subsidiary of British multi-
national Compass Group, the New
Zealand operation began in 1987, and
has 4000 staff including more than
500 chefs at 300 sites around the
country.

Compass also services Scott Base
in Antarctica with one permanent
person.

It operates in the education, hos-
pital and senior living, corporate and
leisure, business and industry, and
defence sectors with six brands and
77 clients, which also have multiple
sites.

Medirest provides the daily food
for patients in 12 public hospitals and
a premium bedside service for four
Southern Cross private hospitals, and
for CHT Care Homes residents. Res-
taurant Associates caters for Air New
Zealand, Qantas and Emirates airport
lounges, as well as for ANZ Bank and
Deloitte.

Chartwells serves boarding school
students, cafes and staff functions at
secondary schools such as St
Cuthbert’s College, Saint Kentigerns,
Diocesan School for Girls in Auck-
land, Sacred Heart in New Plymouth
and Te Aute Boys College near Hast-
ings.

Eurest caters for staff canteens in
the industrial sector for clients such
as Affco, Tegel, Fonterra, and Team
Global Express. ESS is contracted to
look after the Army, Navy and Air
Force dining needs at Whenuapai,
Devonport, Ohakea, Waiouru, Tren-
tham and Woodbourne bases.

Compass has introduced a new
brand Rapport which provides
concierge and reception services for
the Deloitte Centre in Auckland and
Wellington, and the ANZ towers in
Auckland, Wellington and Christ-
church. Compass, ever extending it-
self, will also clean, complete routine
maintenance and run laundry
services for its clients.

Finalist: GPC NZ
Well-established GPC NZ has been
around the country for 100 years
through its Repco automotive
aftermarket parts and accessories
business.

Lately, GPC has been undertaking
a refreshment plan by investing in
new infrastructure, focusing more on
the customer and engaging more
with its team members.

“We have had an in-depth review
of customer needs now and into the
future and how we service them,”
said GPC NZ executive general mana-
ger Jonathon Maddren. “We shared
our plan with our teams to reinvig-
orate the business. It’s not thatwe lost
focus; we had to move with the
times.”

He said the make-up of the
vehicles on the road has changed
with the advent of hybrids and EVs
and the different technology
involved. “We’ve been training staff
and even customers to meet the
(new) product requirements.”

GPC’s 30,000 sq m, automated
distribution centre at Wiri has been
fully operational for a year and stocks
manyhundreds of thousands of auto-
motive and industrial parts.

Five distribution Auckland-based
distribution centres were consoli-
dated into one state-of the art facility
to cater for GPC’s ongoing growth.

In May last year GPC bought the
remaining 70% it didn’t own of SAS
Autoparts (Shock Absorber Services)
which has 19 locations through New
Zealand. A year earlier GPC bought
certain assets of Century Distributors
and BGH Group to extend its cus-
tomer base.

According to the 2023 financial
statement on theCompaniesRegister,
GPC had total revenue of $580.23m,
up from $148.76m the previous year
—with trade customer contractsmak-
ing up $426.65m and retail $153.58m.

Gross profit was $268.72m
compared with $232.23m in the 2022
financial year ending December, and
net profit $25.97m, up- from $20.54m.
The inventory was worth $1634.42m.

GPC NZ is part of GPC Asia Pacific
and is owned by Atlanta-based Genu-
ine Parts Company, established in
1928 and listed on theNewYork Stock
Exchange.

The parent company has 10,700
locations in 17 countries and employs
more than 60,.000 people.

The New Zealand operation has
Repco for retail and the trade; NAPA
with more specialist products for the
trade; and Motion industrial products
which has “belts, bearing and fluids
to keep the factories moving.”

GPC NZ has 1900 staff and 160
locations with 87 Repco stores, 39
NAPA and 34 Motion.

TheMost Improved
Performance award is
sponsored by BusinessNZ.
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Best Growth Strategy

INFRATIL
Investing in the right
place at the right time

Graham Skellern We take a long run-up
with investments,

incubate them in the
portfolio andmake a call
over whether theywill
be part of the central

story.
Jason Boyes, Infratil

Michael Boggs Simon Mackenzie

A n early focus and posit-
ioning in data centres and
renewable energy by infra-
structure investment com-

pany Infratil has led to inexorable
growth in recent years.

“The beauty of Infratil is its long-
term sustainable growth,” said chief
executive Jason Boyes.

“We take a long run-up with inve-
stments, incubate them in the port-
folio and make a call over whether
they will be part of the central story.
Wehave the ability tomove fromone
long-term investment to the next as
the world changes around us.”

In 2016 Infratil invested A$784
million for a 48% stake in CDC Data
Centres and US$100m for a 37%
shareholding in United States-based
Longroad Energy. The independent
valuation of Infratil’s CDC investment
increased A$287m between July and
September this year because of inc-
reased customer demand and expan-
ding facilities.

Thismeant Infratil’s 48% stakewas
valued between A$4.386 billion and
A$5.248b.

CDC has 12 data centres, including
those under development, in Aus-
tralia and New Zealand, and is set to
double its business by adding more
than 400MW capacity by 2034.

Digital, including full ownership of
One New Zealand (formerly Voda-
fone), now makes up 62% of Infratil’s
portfolio.

“The move to cloud storage and
the acceleration of artificial intelli-
gence has certainly made data cen-
tres a red-hot sector — it’s a new asset
class that didn’t exist eight years ago,”
said Boyes.

“We think data centres still have
legs to grow and we would like to
have more international exposure.”

In 2021 Infratil invested a further
US$100m in Longroad for utility-scale
wind, solar and energy storage pro-
jects as it becomes a major player in
US renewable energy.

“Thirteen years ago when I started
here, half of the portfolio and most
of the operating cash flow was cen-
tred on Manawa Energy (formerly
Trustpower). It just shows how the
portfolio can change— by focusing on
the right one at the right time and
moving onto the next thing,” said
Boyes.

On top of its shareholdings in
Manawa (it is under a takeover offer
from Contact which Infratil supports)
and Longroad, the utilities investor
has stakes in further renewable en-
ergy companies — Galileo in Europe,
Mint in Australia and Gurin based in
Singapore.

Boyes said Gurin is on the cusp of
meaningful development in Asia
renewables that will be really attract-
ive and accelerate that sector.

“After the long run-up (in renew-
able energy and data centres), we’ve
got to the point where we are
delivering,” he said. “Once the growth
starts to arrive at pace, it’s hard for
other people to enter themarkets and
disrupt momentum.

“It’s a complex environment
accessing land and power and getting
connected. We found our sites eight
years ago and got set up.”

Infratil’s investment approach and
sustained returns has been recog-
nised by the judges as the winner of
the Best Growth category at the
Deloitte Top 200 awards.

The award comes in Infratil’s 30th
year of operating and being listed on
the NZ Stock Exchange. It is now the
fourth biggest local company on NZX
market capitalisation ($12.42b) and
was recently added to the MSCI Glo-
bal Large Cap Index at the expense
of Spark, opening up the door to
increased liquidity in its shares and
attention from international in-
vestors.

The judges said Infratil has again
exemplified outstanding growth in
2024, balancing its strong focuson the
New Zealand market with strategic
global expansion.

Domestically, Infratil reinforced its
commitment to digital infrastructure
by moving to full ownership of One
NZ. Globally, its strategy to invest in
renewable energy and data centres
has been transformative, with a sharp
rise in the company’s valuation driv-
en by the surging demand for AI-driv-
en data infrastructure.

Infratil’s strategy reflects bold dec-
ision-making and exceptional exec-
ution which have been a hallmark of
the company’s success. Shareholder
returns have been exceptional with
at a compound annual rate of 23% a
year over the past five years.

“These accomplishments reinf-
orce Infratil’s strategy in infrastruc-
ture investment, with a focus on
driving innovation and sustainable
growth around what the company
describes as ‘the ideas that matter’,”
said the judges.

For the sixmonths ending Septem-
ber, Infratil’s proportionate operating
earnings (ebitdaf) on its investments
increased 25% to $506m. Its full-year
guidance range was narrowed at the
top end to $960m-$1b.

Finalist: NZME
A digital transformation has enabled
publisher and broadcaster NZME to
keep its head above the challenging
economic and business conditions.

NZME chief executive Michael
Boggs said the digital landscape is
crucial in today’smedia environment
“which is why our growth strategy
focuses on enhancing our digital cap-
abilities, while maintaining the stren-
gth of our traditional platforms.

“We are focused on enhancing
user experiences across all our plat-
forms, using tools to leverage data
insights to better serve our audiences
and grow our competitive advan-
tage.”

The digital investment includes la-
unching OneRoof for all things pro-
perty, iHeartRadio to listen to audio
everywhere, anddigital subscriptions
to be informed with premium con-
tent.

Boggs said both digital and print
channels play important complem-
entary roles. “While digital continues
to grow in importance, print remains

a valued medium for our audiences
and advertisers.

“Our integrated approach sees us
leverage the strengths of both digital
and print to provide the best possible
offering to our diverse audiences
across the country,” he said

“Having won Most Improved Per-
formance a couple of years ago, being
named as a finalist for this (Best
Growth) award makes me extremely
proud. Not only does it demonstrate
the hard work of our dedicated team
of 1200, but it also highlights our
strong strategic direction that will
allow us to continue innovating and
growing,” Boggs said.

The judges said that in a fiercely
competitive landscape, NZME holds
its ground, exemplifying resilience
and innovation. Its success shows
that with ambition and a proactive
approach, it’s possible to thrive —
even in tough times.

NZME have also led the charge in
standing up to global digital giants,
like Google, advocating for fair indus-
try practices, they said.

For the six months ending June,
NZME increased revenue 3% to
$171.25m and net profit was down
4.3% to $1.89m. Operating earnings
(ebitda) were $21.4m compared with
$21.3m in the previous corresponding
period.

Digital revenue increased $5.9m to
$50.1m with OneRoof’s climbing 47%
and leading to NZME’s profit for the
first half of the 2024 financial year.

Digital now contributes nearly a third
of NZMEs total revenue.

OneRoof listings inquiries incre-
ased 29% and digital listings revenue
grew 63%. The audience gap between
OneRoof and the No. 1 property plat-
form in the market has reduced to
10%.

Digital audio revenue increased
33% year on year with podcast down-
loads hitting 48m, up 12%andpodcast
revenue growing 68% for the half.
Streaming radio revenue increased
16%.

NZME’s digital publishing business
delivered an increase in profitability
in the half, with digital subscription
revenue up 13% and digital subscrip-
tions up 11%.

Boggs said NZME has a very clear
three-year strategy. The business will
continue to introducemarket leading
innovative products, accelerate the
delivery of new customer experi-
ences, streamline business processes,
and improve productivity and ef-
ficiency.

“In areas like audio, we continue
to outperform the market with total
share of revenue outperforming its
share of audience,” he said.

NZME told the market in early
November that given the delayed ec-
onomic recovery, advertising rev-
enue was weaker than expected in
September, resulting in the third quar-
ter’s being 1% lower than the same
period last year.

NZME lowered its full-year ebitda
guidance to $53m-$55m, from $57m-
$61m.

The fourth quarter started more
positively and full-year advertising
revenue is expected to grow by
around 5%, said NZME.

Finalist: Vector
Auckland gas and electricity distribu-
tor Vector is getting well prepared for
the energy transition by developing
a data-driven and more resilient net-
work.

Vector, which added 160,000 new
electricity connections this year, is
well into its Symphony strategy de-
signed to transform the traditional
poles and wires into an intelligent
energy system that give consumers
inAucklandmore choice and control.

Chief executive Simon Mackenzie
said at Vector’s annual meeting that
Symphony “encompasses our ap-
proach to navigating the energy tran-
sition by creating infrastructure al-
ongside digital solutions equipped to
manage the complex demands of the
future.

“It includes a strong focus on data,
customers, and our own people as
enablers.

“It’s about creating a system that
delivers safe, cleaner, more reliable

and affordable energy solutions.”
Mackenzie said if large, flexible

loads such as electric vehicle charg-
ing are unmanaged, “we expect peak
congestion to increase accordingly
and Vector’s network capacity would
need to more than double to accom-
modate that increase in peak load.”

Mackenzie said over the past year
Vector has continued to engage with
experts from New Zealand and ar-
ound the world to further “our under-
standing and develop strategies ar-
ound network resilience challenges,
using data and advanced climatemo-
delling.”

Vector has worked closely with
NIWA and Fire and Emergency NZ to
model extreme dry year risk, and
contacted United States-based elec-
tricity network businesses to learn
from their significant experiences in
managing wildfire risk.

Vector has mapped the potential
impact on customers.

It has engaged external specialists
to develop detailed flood modelling
at its zone substations, enabling Vec-
tor to forecast the location and depth
of the inundation.

Through its smart meter data pro-
gramme, Vector has established EV
tracker which monitors where elec-
tric vehicles are appearing in suburbs
and helping Vector plan for the net-
work growth.

“Through this tracker we’ve ident-
ified that it’s not just single electric
vehiclesweneed to lookout for, there
are now more than 150 households
around Auckland with two electric
vehicles,” said Mackenzie.

“The charging requirements can

significantly impact demand on the
local low voltage network, making
this sort of analysis even more im-
portant so we can see the potential
for constraints before they happen.”

Vector has also collaborated with
AmazonWeb Services and Google on
the next generations for network
management. The new tools include
GridAware, which uses new techno-
logy including drones,machine learn-
ing and modern AI processes to sur-
vey and guide maintenance of the
network.

For the year to June, Vector
increased revenue 5.4% to $1.14 billion
and net profit was down 21.8% to
$79.91m.

Operating earnings (ebitdfa) was
up 14% to $365.2m. At the end of
September Vector had 626,636 elec-
tricity connections, up 1.6% on the
sameperiod last year, and 120,556 gas
network connections, up 0.6%.

The Best Growth Strategy
award is sponsored by
2degrees.
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Young Executive of the Year

Richard Allen, Fonterra

‘Be authentic, stay curious, and set
high expectations for yourself’

Natalia Rimell

Glenda Taituha-Toka Gemma Gloyne Kathryn Luxton

H igh-flying Fonterra execu-
tive Richard Allen is the
2024 Young Executive of
the Year in the Deloitte

Top200 Awards in recognition of his
exceptional leadership and strategic
vision.

The award is designed to recognise
young leaders who exemplify inno-
vation, resilience, and forward-
thinking with the winner a “standout
individual who is prepared to go
beyond perceived limitations to
strive for personal and organisational
excellence”.

The Deloitte Top 200 category
judges were highly impressed by the
calibre of candidates in the Young
Executive category.

Allen was shortlisted along with
other talented young leaders Gemma
Gloyne from Fletcher Building,
NZME’s Kathryn Luxton, and Glenda
Taituha-Toka from Tainui.

Allen joined the co-operative in
2016 asVPChinaFoodServices, rising
to become President America and
Europe, through to his current role as
President Global Market Ingredients
in August this year.

Across his eight years at Fonterra,
Allen has identified areas for im-
provement, including enhancing re-
turn on capital and working capital,
the need to shift from siloed and
reactionary initiatives, and fostering
strategic customer relationships.

Now in a pivotal role, Allen is
focused on expanding Fonterra’s
markets and diversifying income
streams.

He has grown the Co-op’s EBIT by
$140 million in two years through his
Atlantic strategy as President Europe
and Americas.

“His strategic restructuring of the
Atlantic region and innovative
approaches not only strengthened
Fonterra’s position in international
markets, but also contributed sig-
nificantly to New Zealand’s export
legacy,” said judge Liam Dann, the
Herald’s Business editor at large.

Outside of Fonterra, Allen co-
founded and is the Chair of Snowball
Effect, an investment platform design
to support New Zealand start-ups
which has “instilled in me a strong
entrepreneurial spirit and a focus on
innovation. I encourage my team to
think creatively and challenge the
status quo by fostering an open and
inclusive culture where new ideas
are welcomed and tested.”

Allen told the Herald, “Being a
finalist for this award is a humbling
experience. It reflects not just my
efforts, but the incredible support and
dedication of the team at Fonterra
over the past 18 years. This award is
a testament to our Co-op’s core value
of being ‘Good Together,’ highlighting
the collective pride we share in
achieving our goals.”

Allen has two major goals that
guide his career; “making New Zea-
land better through business growth”,
and “nourishing the world through
sustainableNewZealand agriculture”.

His long-term goal at Fonterra is to
“deepen my experience in
implementing our global ingredients
strategy to drive fundamental busi-
ness transformation and set the Co-
op up to drive new value in an
increasingly volatile world.” He con-
tinues: “We’ve invested the time up
front to build a strong plan that the
team is deeply connected to, so now
it’s about rolling up the sleeves and
getting on with it. Expecting setbacks,
pivoting and moving forward.”

The Judging panel said: “Richard’s
impact spans vital aspects of New
Zealand’s economy, positioning it for
a prosperous future while supporting
innovative ventures. Despite spend-
ing much of his career overseas, his
passion for ‘NZ Inc.’ and his plans to
return to New Zealand next year
resonated”.

The judges also commended Allen
for being a role model to other young
Kiwi executives, inspiring them to
elevate productivity sustainably on

the global stage for New Zealand.
Allen’s advice to other aspiring

young leaders is to “Be authentic, stay
curious, and set high expectations for
yourself. Embrace adaptability in
today’s dynamic business landscape
and focus on building strong, col-
laborative relationships. Success is a
team effort, and there’s no substitute
for hard work.”

Finalist: Glenda Taituha-Toka
Glenda Taituha-Toka, General Mana-
ger of Heritage & Identity at Tainui,
was praised by the judges for her
visionary leadership in advancing iwi
and Māori business strategies.

The judges were impressed by her
ability to operate outside traditional
corporate frameworks, noting that
“Glenda challenges others to view
leadership through a new lens, with
a focus on cultural integrity, com-
munity wellbeing, and transforma-
tive change.”

Her achievements include esta-
blishing an innovative partnership
with Aon New Zealand that delivered
significant benefits to marae, includ-
ing insurance savings of $1 million
that could be reinvested back into the
community. She also successfully
managed critical insurance claims for
marae affected by Auckland floods,
with settlements ranging from
$100,000-$200,000.

Under Taituha-Toka’s leadership,

Waikato-Tainui’s cultural footprint
has grown, with her team designing
and installing new works for promin-
ent establishments including Novotel
Tainui, Te Arikinui Pullman, NZ
Police, ACC, and the University of
Waikato.

She has created innovative ways
to connect with tribal members
across age groups and simplified the
process for distributing funds across
various social development areas.

Being named a finalist was an ack-
nowledgment of the unique contri-
butions iwi and Māori businesses
bring to Aotearoa’s economy, said
Taituha-Toka. “Being Māori all day,
every day is increasingly seen as a
value proposition across all sectors.

“This recognition affirms Waikato-
Tainui’s succession strategy, which
has provided a platform for individ-
uals likemyself to test our capabilities
in a supportive environment.”

“I’ve always stood by the philos-
ophy of being the ‘first follower.’ Our
role is to implement th aspirations of
our tupuna (ancestors) and leader-
ship, which challenges us to think
beyond ourselves and have an
intergenerational horizon on our
careers.”

For future leaders, Taituha-Toka
advises: “There are a lot of leaders,
but be an implementer. Be the first
follower of an aspiration. It is hum-
bling and rewarding.”

Finalist: Gemma Gloyne
Fletcher Building’s Gemma Gloyne
impressed the judges with her bold
transition from human relations to
operational leadership and her suc-
cess in transforming a concept into
reality.

Under her leadership as general
manager of Fletcher offshoot, Vivid
Living, the company launched its first
village at Red Beach, now home to
30 residents. It achieving outstanding
customer satisfaction with an net
promoter score of 87.5, establishing
auniquemodel that challenges indus-
try norms.

The judges praised Gloyne’s broad
perspective on tackling business
challenges and her hands-on engage-
ment across all aspects of the busi-
ness.

She demonstrated strength in de-
veloping innovative solutions in the
aged care housing sector, introducing
a new retirement model that features
shared capital gains and guaranteed
repayments. Her first village is
forecasted to be cash positive at $10.5
million, with projected EBIT revalu-
ation gains of $7.7m over nine years.

“When I began, Vivid Living was
just a concept on paper,” said Gloyne.
“Through curiosity, resilience, and a
people-first approach, we’ve built not
just a business but a community that’s
changing how retirement living oper-
ates in New Zealand.

“Our success comes from putting
customers at the heart of everything
we do, from financial modelling to
village lifestyle offerings.”

For Gloyne, who has grown her
team from three to seven members,
leadership is about authentic engage-
ment: “Leadership isn’t about having
all the answers; it’s about embracing
curiosity and leading by example.
There’s no task I won’t tackle, from
cleaning toilets to negotiating
contracts.

“When your team sees you pitch-
ing in wherever needed, it builds
unity and drives results.”

Her advice to aspiring leaders
focuses on courage and adaptability:
“Don’t be limited by perceived
thresholds or traditional career paths.
Be bold enough to say yes to oppor-
tunities outside your comfort zone,
and remember that curiosity and
willingness to learn can propel your
growth in unexpected directions.”

Looking ahead, Gloyne is focused
on expanding Vivid Living’s portfolio
while continuing to innovate in
sustainable retirement living
solutions, including piloting low-
energy community initiatives that
can be scaled across larger develop-
ments.

Finalist: Kathryn Luxton
Kathryn Luxton, general manager of
Digital & Marketing for OneRoof at
NZME, has been recognised for her
outstanding leadership and strategic
approach to digital marketing.

Her innovative initiatives have
propelled OneRoof to significant
growth, solidifying its position as a
leading digital property platform in
New Zealand.

Over the past year, Luxton’s data-
driven strategies have yielded im-
pressive results. Real estate listing
inquiries, a key revenue driver for
OneRoof, surged by 89%. The judges
saw this as a testament to her ability
to navigate a challenging commercial
environment and drive digital trans-
formation.

“Kathryn has led the development
of a crucial part of NZME’s business,
overcoming challenges and paving
new pathways to growth, demon-
strating a deep understanding of digi-
tal processes, marketing, team de-
velopment, and business growth,” the
judges said.

Luxton says her background has
had a big impact on her leadership,
saying it has helped “me into a strate-
gic, process-oriented, and results-
driven leader, so I create clear strate-
gies, tactics, and targets to give my
team focus and clarity.”

She continues to emphasise the
importance of guiding a team with
compassion in order to get the best
results: “I work to foster a positive
environment, creating a safe environ-
ment where big ideas are welcomed,
and team members feel empowered
to challenge the status quo fosters
innovation.”

Luxton’s impact extends beyond
OneRoof. Her contributions to
NZME’s digital landscape have been
instrumental in shaping the media
industry. By leveraging data-driven
insights, she has successfully enhan-
ced user engagement and commer-
cial success, positioning OneRoof as
a key player in the digital property
market.

As Luxton continues to lead the
charge in digital innovation, her
recognition as a finalist underscores
the judges belief that Luxon has the
potential to shape the future of the
media industry within New Zealand:
“Her success with OneRoof is now
benefitting other areas of NZME, con-
tributing to a healthier media land-
scape and democracy.”

The Young Executive of
the Year award is
sponsored by The
University of Auckland
Business School.
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Sustainability Leadership

SPARK
Advancing New Zealand’s low-carbon

future and digital inclusion

Tim McCready

Stephanie Spicer

Lisa Hinde

Leela Ashford; Spark is taking
energy from Genesis’ first solar farm
in Lauriston, Canterbury.

S park NZ’s commitment to
sustainability has solidified its
role as a leader in environ-
mental and social responsibil-

ity within the telecommunications
sector.

Deloitte Top 200 sustainability
judge Katie Beith praises Spark’s
journey, saying it has demonstrated
exemplary sustainability credentials.

“Since 2020, Spark has been imple-
menting a comprehensive three-pill-
ar strategy, fully integrated into its
day-to-day operations and across the
entire footprint of the company.”

This approachhas seen Spark awa-
rded the 2024 Deloitte Top 200 Sus-
tainability Leadership award, rec-
ognising its exemplary governance,
accountability, and long-term strate-
gic approach to integrating sustain-
ability across its operations.

Leela Ashford, Spark’s corporate
relations and sustainability director,
explains: “We thinkof embedding sus-
tainability in two ways — through a
robust governance structure and by
operationalising our strategy into the
business.”

This includes oversight through its
board, leadership squad, and several
steering committees that focus on
material topics. “We then have three
cross-functional squads that bring
together a diverse group of people,
perspectives, and skillsets from
across the business to drive our work
across emissions reduction, supply
chain and human rights, and govern-
ance.”

Electricity accounts for more than
80% of Spark’s scope 1 and scope 2
emissions, and it has recognised that
its biggest opportunity to achieve its
science-based emissions reduction
target is to decouple business growth
from emissions growth by investing
in renewables.

In May, Spark entered into a 10-
year power purchase agreementwith
Genesis Energy. This will see it take
100%of the energy generated byGen-
esis’ first solar farm in Lauriston,
Canterbury, from January 2025 —
accounting for around 60% of Spark’s
electricity needs. The remaining 40%
will continue to be sourced fromGen-
esis via the grid as occurs today.

“This will continue to be Spark’s
focus in the years ahead, using its
electricity procurement to underpin
new renewable developments, thus
enabling it to meet its target in a way
that also supports New Zealand’s bro-
ader decarbonisation,” says Ashford.

Spark is also critically aware that
New Zealand has an unacceptably
wide digital divide, with cost, accessi-
bility, lack of skills or a lack of trust
being the primary barriers for those
who are excluded.

Both Spark and the Spark Foun-
dation are focused on digital equity,
investing in increasing Māori and
Pasifika participation in the techno-
logy sector, continuing to support
low-income households to partici-
pate in the digital world, and increas-
ing the accessibility of its products
and services.

Through Spark Foundation’s not-
for-profit broadband service, Skinny
Jump, it supports over 32,000 homes
across New Zealand.

Ashford explains: “Digital equity is
critical to a just transition and at the
heart of our sustainability approach.”

This focus on digital inclusion
extends to robust cybersecurity, priv-
acy, and data ethics practices.

The judges were also impressed
with the extent of Spark’s susta-
inability impact beyond its own in-
ternal goals.

“Spark goes beyond its own
sustainability goals, actively driving
New Zealand’s progress on the
agenda. This is reflected in the differ-
ent leadership positions it has taken
to enable access to technology and

showcase how it can be used to drive
sustainable practices,” says Beith.

Spark’s approach reflects a com-
mitment to addressing the significant
challenges that climate change will
bring to New Zealand. It recognises
the need for a system-wide change
across the economy tomitigate these
impacts and adapt to a warmer
planet.

At the heart of its strategy is the
understanding that NewZealand can-
not achieve the scale of this change
without addressing its long-term pro-
ductivity challenges, and that techno-
logy will be essential in enabling the
transformation.

This is exemplified throughSpark’s
thought leadership, public policy
approaches, and its role as a founding
member of the Climate Leaders coali-
tion — a CEO-led community of
almost 100 organisations leading the
response to climate change through
collective, transparent, and meaning-
ful action. Spark CEO Jolie Hodson
has been the convenor of the Coali-
tion for the past three years.

Ashford says that Spark knows
technology has a critical role to play
in helping New Zealand transition to
a high-productivity, low-carbon fu-
ture, and so its approach to
sustainability aims to maximise op-
portunities as well as manage risks.

“We see it as our responsibility to
advocate for the integration of tech-
nology into our country’s climate
change responses and to invest in the
technologies and digital infrastru-
cture that will underpin productivity
and sustainability improvements
across the economy and within New
Zealand businesses.”

Finalist: Oceania Healthcare
Oceania Healthcare, a leader in New
Zealand’s retirement living and aged
care sector, has been recognised as
a finalist for the Deloitte Top 200

Sustainability Leadership award for
its dedication to building sustainable,
community-centred villages that put
environmental responsibility and
resident wellbeing at the forefront.

“By fostering environmental stew-
ardship and social connection, Oce-
ania is leading responsibly, support-
ing its long-term goals, and making a
positive impact across New Zealand’s
communities,” says sustainability
judge Katie Beith.

Since 2019, Oceania has measured
its Scope 1 and 2 emissions, alongwith
certain Scope 3 categories. In FY2023,
it completed a detailed assessment of
all material Scope 3 emissions sour-
ces, using FY2022 as a baseline.

This assessment identified that
emissions from capital goods — such
as upfront carbon from its develop-
ments and emissions associated with
our refurbishments — are its most
material emissions source. To
address these, Oceania has set a
short-term science-based target, veri-
fied by the Science Based Target
initiative (SBTi) in FY2024.

Head of Sustainability at Oceania,
Stephanie Spicer, says sustainability
is a key consideration in Oceania’s
decisions around new developments
and refurbishments.

“We choose locations where we
can add value to the local commun-
ity, and climate resilience is a key part
of our due diligence process.

“Our designs incorporate energy-
efficient systems and improve indoor
environmental quality, and we have
construction waste diversion targets
in place during the build process.”

Oceania’s focus on sustainability is
embedded in its design and construc-
tion practices, with all new develop-
ments designed to meet the New
Zealand Green Building Council’s cer-
tification, such as Homestar, ensuring
warmer, healthier living environ-
ments for residents and improved
workspaces for employees.

The judges recognise Oceania’s
Sustainability Linked Loan as being
a catalyst for meaningful change. It
includes ambitious environmental
and social key performance indica-
tors (KPIs) and has driven Oceania to
implement emissions reduction pro-
jects, divert construction waste away
from landfill, and enhance care resi-
dent wellbeing.

“As a people-centric organisation,
the care resident wellbeing KPI was
crucial to align with our commitment
of providing exceptional care and
improving the quality of life for our
residents,” says Spicer.

Governance plays a critical role in
Oceania’s sustainability initiatives.

The company has established a
governance framework that ensures
both internal and external account-

ability. “We have a board sustain-
ability committee and amanagement
sustainability steering group chaired
by our CFO,” says Spicer. These over-
see Oceania’s sustainability initi-
atives, set targets, and ensure trans-
parency in its reporting, helping to
integrate sustainability into its strate-
gic decisions and daily operations.

To embed a culture of sustaina-
bility, Oceania provides training and
workshops focused on sustainability
topics and has introduced an annual
employee sustainability award.

To drive accountability, the com-
pany has linked sustainability per-
formance metrics to senior manage-
ment remuneration.

“By fostering a culture of sustain-
ability, we ensure that our people are
not only aware of our commitments
but are also active participants in
achieving them,” explains Spicer.

Finalist: Precinct Properties
Precinct Properties, a leader in New
Zealand’s real estate sector, is setting
the benchmark for sustainable urban
development.

An owner, developer andmanager
of real estate in New Zealand’s largest
city centres, Precinct is a finalist for
the Deloitte Top 200 Sustainability
Leadership award, celebrated for its
strong commitment to environmen-
tal, social, and governance (ESG) prin-
ciples.

“Precinct is dedicated to redefining
urban development with a focus on
sustainable, community-centric gro-
wth that enhances urban living,” not-
es sustainability judge Katie Beith.

“Its robust $3.3 billion portfolio sets
a strong example of how cities can
grow vibrantly with sustainability,
social value, and economic growth at
their core.”

As the onlyNewZealand company
to sign the World Green Building
Council’s net zero carbon buildings

commitment, Precinct is leading the
charge in addressing climate change
in the built environment.

“This commitment underscores
our dedication to addressing and
managing our built environment
impacts on climate change,” explains
Lisa Hinde, Head of Sustainability at
Precinct.

“Through this, Precinct can lever-
age the collective expertise of an
industry that has contributed and
built this framework and position
ourselves to deliver meaningful pro-
gress toward net zero.”

Precinct’s sustainability progra-
mme is deeply embedded through-
out the organisation, underpinned by
a robust governance framework.

A dedicated ESG Committee at
board level, along with four sub-com-
mittees focused on specific pillars of
the ESG strategy, ensures sustain-
ability is integrated across all busi-
ness levels.

“Our sustainability programme is
supported by transparent targets and
objectives, both internally and exter-
nally,” says Hinde. “With operational
control over our development pipe-
line and investment portfolio, we
maintain strong influence in uphol-
ding these commitments across our
portfolio and supply chain.”

A key focus of Precinct’s sustaina-
bility strategy is reducing Scope 3
emissions, particularly upfront embo-
died carbon — emissions generated
before a building becomes oper-
ational, mainly through the produc-
tion, transportation, and construction
of materials.

“Embodied carbon is a substantial
contributor to our overall emissions
and a challenging aspect for the real
estate sector to manage,” says Hinde.
“To address this, we prioritise adapt-
ive reuse projects, retaining as much
of a building’s original structure as
possible to minimise demolition and
reconstruction.”

Precinct is also taking steps to add-
ress emissions from carbon-intensive
materials like steel and concrete.

“Our current embodied carbon re-
search study is examining global
benchmarks and comparing them to
local suppliers, aiming to assess their
capacity to meet or exceed these
standards,” Hinde explains.

These efforts not only drive im-
provement but also incentivise the
use of local suppliers, creating indu-
stry-wide benefits.

Precinct’s sustainability efforts ex-
tend beyond its own operations, ac-
tively engaging clients and tenants to
create shared value.

“We recognise the many benefits
of progressing toward mutual out-
comes together — not only for the
environment but for building lasting
partnerships,” says Hinde. This ap-
proach includes initiatives such as
quarterly occupier reporting and the
promotion of social values such as
diversity, inclusion, and community
engagement.

One standout initiative is Pre-
cinct’s joint venture with Ngāti Whā-
tua Ōrākei, a partnership that embeds
cultural representation and social
value into developments.

This includes the Te Tōangaroa
project with capital partner PAG and
the upcoming Downtown Carpark
redevelopment, which will involve
cultural representation, scholarships,
and social procurement initiatives.

“Across our portfolio, we have the
potential to influence other busi-
nesses,” says Hinde. “We’re excited
about the opportunity to create real
change within the procurement
space.”

The Sustainability
Leadership award is
sponsored by Snowflake.
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Diversity and Inclusion Leadership

PORT OF AUCKLAND

Building a high-performance
culture through diversity

Natalia Rimell

Port of Auckland Pasifika staff celebration held this year (above). Below: Matariki staff celebration, back row from left
to right: Paul White, Charissa Wolfgramm, Mafi Tuipulotu, Tessa Auelua. Front row: Shelley Ashdown, Janey Clark.

Previous ANZ chair Sir John Key and CEO Antonia
Watson convened a hui with Māori and iwi leaders.

Powerco people: the company set its sights on
participation, pay, and power gaps.

P ort of Auckland’s transfor-
mative approach to diver-
sity and inclusion has seen
the company take out the

Diversity and Inclusion Leadership
category in this year’s Deloitte Top
200 awards.

The port company acknowledges
it has been through some difficult
times with poor health and safety
records, operational and financial
performance and low staff morale
between 2018 and 2022 adding to
strains felt by the board, shareholder
Auckland Council, the unions and
workforce as a whole.

A “radical transformation” was in
order, starting with the company’s
culture, which was described as ‘the
root cause’ of problems.

“Port of Auckland’s bold cultural
reset was centred on leveraging div-
ersity, equity, and inclusion to drive
transformational change,” the judges
noted. “By prioritising a people-
centred approach, they created a
high-performance/high-engagement
culture that recognised and served
the unique needs of their diverse
workforce and stakeholders.”

A new organisational strategy, “Re-
gaining OurMana”, was implemented
alongwith a new and comprehensive
culture pillar, called Whānaungata
nga, to leverage the diversity of ever-
yone in the port community to help
theport thrive, succeedandbea great
place towork. This followed a change
in board and new CEO and executive
team in 2021.

Whānaungatanga (a relationship
through shared experiences and
working together which provides
peoplewith a sense of belonging) was
one of three key pillars in the Re-
gaining Our Mana strategy. The other
two focused on customer and com-
mercial aspects. The cultural over-
haul utilised a High Performance,
High Engagement (HPHE) method-
ology, focusing on inclusive problem-
solving and collaboration across all
levels, including unions, manage-
ment, and front-line workers.

The Whānaungatanga pillar leve-
rages the power of people working
together, from union members, man-
agement, frontline workers, and sub-
ject matter experts to help solve
problems collaboratively,” port repre-
sentative Shelley Ashdown explains.
This extensive collaboration required
“strong relationships with unions and
a mindset shift for leaders,” fostering
trust and mutual respect across all
levels.

Collaboration between union rep-
resentatives, executives, and staff led
to a comprehensive health and safety
strategy that reduced workplace in-
juries by over 50% between 2023 and
2024.

“The introduction of initiatives like
the Māori Outcomes Framework and
dynamic rostering reflects a genuine
equity lens anda collaborative ‘hearts
and minds’ approach,” the Deloitte
Top 200 judges added. “These efforts
demonstrate how deeply embedded
cultural values and stakeholder
partnerships have been in driving
sustainable transformation.”

The upshot is the port company’s
safety metrics improved significantly
with net profit after tax soaring from
a $10.3 million loss in FY22 to $40.5m
in FY23, and employee engagement
reaching record highs. The strategy
has been widely recognised in New
Zealand, resulting inwins for the 2023
Safeguard NZ Safety Collaboration
Award and the HRNZ Future of Work
Award.

“We have seen safety, financial,
and engagement measures all sig-
nificantly improve sincewe launched
Whānaungatanga,” Ashdown said. “It
has broken down silos, fostered
strong, respectful, and collaborative
relationships among management,
unions, frontline workers, Māori and
Pasifika, leading to better inclusion
and diversity of thought to solve
issues.”

Said the judges: “The results have

been remarkable, with transforma
tional improvements in health and
safety, engagement scores, employee
retention, union relationships, and an
extraordinary turnaround in finan-
cial outcomes.”

“Port of Auckland’s transformation
shows that embedding Whānaunga-
tanga into the organisation’s core has
not only driven cultural change but
alsodelivered impressiveoperational
and financial results. We are confi-
dent that this DEI-driven strategy will
remain a core pillar of the port’s
success in years to come.”

Finalist: ANZ
ANZ garnered praise for its Te Ao
Māori Strategy Tākiri-Ā-Rangi strat-
egy — an 18-year long plan to “make
the Māori world view part of our
organisational culture, and to build
personal wealth and business pros-
perity for our Māori customers”.

The Deloitte judges recognised its
importance not just for the organisa-
tion, but for the wider industry and
country as a whole, noting it as “an
impressive, sophisticated and inno-
vative long-term strategy to integrate
Te Ao Māori into the core of the
organisation and its services, and
transform the banking industry as a
whole, recognising the demographic
shifts happening in Aotearoa”.

The strategy is not just about cul-
tural integration; it also makes good

business sense. With one-in-three
under 25-year-olds in New Zealand
identifying as Māori, ANZ acknow-
ledges the importance of engaging
this key group, which represents the
future workforce and customer base.

Peter Parussini from ANZ said:
“Tākiri Ā Rangi is more than morally
doing the right thing.

“It makes good business sense
when considering our future custo-
mers and workforce,” he explained.

The programme was initiated in
2022, and is set to continue through
until 2040, which will also mark the
bicentenary of theTreaty ofWaitangi,
with the intention to ‘look out for a
generation’, where most companies
set three to five year plans for similar
initiatives.

ANZ states “our long view aligns
with our Te Ao Māori approach, ac-
knowledges the scale of the trans-
formation challenge ANZ has taken
on and ensures this transformation
will be embedded in the fabric of the
organisation beyond the tenureof the
current ANZ leadership.”

There were early challenges, in-
cluding scepticism about the need for
a separate Māori strategy.

However, ANZ’s leadership took a
collaborative approach. “When Tākiri
Ā Rangi was developed, we worked
across the business with over 1000
staff providing direct feedback.

“The previous chair, Sir John Key,

and CEO Antonia Watson, convened
a hui with Māori and iwi leaders,
receiving strong support for thedirec-
tion wewere heading,” said Parussini.

The strategy has been divided into
seven phases with this year marking
the end of the initial two-year phase
Ngā Tau Tuatahi (the Early Years).
The strategy as a whole is driven by
three core principles:

● To develop strong relationships
with Māori as part of ANZ New Zea-
land’s long-standing purpose to
“shape a world where people and
communities thrive — kia hanga i te
ao e ora ai, e tupu ai te tāngata me
te kāinga.”

● To seek and improve the finan-
cial wellbeing and sustainability of all
our customers — kia whakamanahia
te oranga o tātou. 4 of 12.

● To enhance our understanding
of Te Ao Māori as we grow as a
company and as a nation.

ANZhas also introduced initiatives
like Hohou I Te Rongo, a Tikanga
Māori-led programme designed to
support staff in dealing with extreme
events like robberies and deaths.

“The anecdotal feedback fromstaff
has been very positive,” Parussini
said.

The organisation has also incor-
porated local Māori imagery and
partnerships into branch openings
and refurbishments. “Whenever we
open a branch now or refurbish it, we

engage local iwi and hapū in the
process, and staff and communities
have responded positively,”

The judges were impressed with
the results.

“Even in its early phase, the strat-
egy has delivered tangible business
outcomes and has had outstanding
engagement across the organisation,”
as well as the bank’s wider intention
to the nation, noting the strategy “is
beautifully expressed using a Te Ao
Māori worldview, linking to the
bank’s own history and foundation
document of 1840which emphasised
a purpose of mutual prosperity for all
in our country.”

Finalist: PowerCo.
In 2020, Powerco set out to fix long-
standing Participation, Pay and Pow-
er gaps within the organisation.

Female representation in senior
roles was low at 37%, employee psy-
chological safetywas lower than they
wished it to be with only 75% of staff
feeling that their opinions counted, an
Employee Net Score (ENS) at 13%,
Māori participation a lowly 3% and
a gender pay gap of 19.3%.

The power company looked to
address the issues and create a work-
force “that reflected the community
we served”.

Itwas expected that by fixing these
issues they would also tackle con-
nected negative impacts to their fin-
ancial and customer performance.

“We set our sights on participation,
pay, and power gaps, aiming to in-
crease Māori participation, reduce
the gender pay gap, and improve
employee psychological safety and
belonging.

“The strategy was tailored to re-
flect the diversity of the community
we serve and to create an inclusive
workplace where everyone feels
valued,” said PowercoHead of People
and Culture Leile Sims.

The organisation decided a multi-
faceted approach was needed and
divided requirements into the follow-
ing categories: policies and proce-
dures, organisational values, recruit-
ment strategies, remuneration prac-
tices, organisational culture and
creation of the right development
opportunities.

The power provider initially used
external expertise to assess the situa-
tion and how they could resolve the
problems, starting with policies and
procedures and creating clear Divers-
ity & Inclusion metrics and clear
targets: Achieve the Accessibility
Tick, Rainbow Tick, and Advanced
Gender Tick; Close the Gender Pay
gap year on year;

Increase Māori participation to
10% by 2025; Improve Engagement
and Psychological Safety Metrics.

“We got buy-in by involving em-
ployees in developing cultural values
and providing training to create lead-
ership commitment to inclusion and
diversity.

“It was also achieved through pro-
ven success of programmes like our
psychological safety training and
ultimately delivering results for our
business and our people,” says Sims.

The judges praised the organisa-
tions’ values.

“In addition to the moral impera-
tive, it recognises the connection bet-
ween DEI, broadening talent pools
and improved long-term business
outcomes”.

They selected Powerco as a finalist
for its efforts and “wide-ranging im-
pact with outcomes including sig-
nificantly improved workforce and
leadership diversity (women in lead-
ership at 50%andmore thandoubling
their Māori participation), much
improved employee net promoter
scores and psychological safety
metrics, and a large drop in their
gender pay gap.”

The Diversity & Inclusion
award is sponsored by
Barfoot & Thompson
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Visionary Leader

Mat, Anna and

No holding back on innovation and disruption
Oncewe gotmomentum

and taught ourselves
how to scale up, the

improvement
compounded faster each

year.

Nick Mowbray, Zuru co-chief executive

I was obsessedwith the
details of chain supply,

the cost of goods,
distribution network and

meeting the needs of
customers.

AnnaMowbray, former Zuru chief
operating officer

Clockwise: Mat, Anna
and Nick Mowbray

Z uru Group’s Nick Mowbray,
co-chief executive with his
brother Mat, is quite candid:
“We were terrible for the first

seven or eight years. It was slow and
tough going but we had no choice but
to keep ploughing forward.”

After automating their production
systems to improve operating ef-
ficiency, building creative and tal-
ented teams, and creating key reta-
iling contacts through international
toy fairs, the Waikato born-and-bred
siblings Mat and Nick and Anna
Mowbray clicked into gear.

“Mat was very engineering and
factory-focused, Anna made sure we
were executing the operations and
building the teams, and I was out
there selling, hustling andmarketing,”
said Nick.

“When we were young, we were
fighting for survival but we were
highly competitive and just wanted
towin.Wenever borrowedacent and
built the business organically. Once
we got momentum and taught our-
selves how to scale up, the improve-
ment compounded faster each year.
We had a combination (of skills) that
worked well.”

There is a fourth Mowbray sibling
— the eldest, Andrew, who founded
his own business AWOP (Another
Way of Paying) which provides a
radio frequency identification cash-
less payment system for events and
festivals in New Zealand.

AWOP is based at the historic
Matangi dairy factory (established in
1885) owned and restored by the
Mowbrays equally entrepreneurial
father and consulting engineer Harry,
with help from Andrew.

Their mother Linda, a teacher,
supported Harry and the children in
business, said Anna. “They were a
dynamic duo, so efficient and mum
had a big personality with huge en-
ergy. She could achieve three tasks
at the same time. We weren’t allowed
to use the word ‘can’t’ at home.”

Mat and Nick and Anna two years
later rushed off to Hong Kong to start

their toy business after Mat had won
a school science fair with his patent-
able miniature hot air ballon which
had a little burner in a can.

Mat and Nick continued making
and selling them out of a barn in
Tokoroa — “we paid the rent by
milking the cows and spraying the
weeds,” said Nick.

Anna said the science fairwin gave

Mat the notion that he could inno-
vate. “He is a dynamo, an incredible
engineer and he’s a fearless and deep
thinker. Mat’s the unsung hero in this
whole journey.”

Going for Growth
Established in 2003, Zuru over the
past 14 years especially has grown
into a $3 billion (revenue) multi-nat-
ional with 5000 team members, nine
production factories, eight centres of
excellence (in Auckland, the United
States, London, Italy, India, China),
and 34 sales offices with interactive
showrooms around the world.

Its 19-level, 24,150 sq m head office
housing 3500 staff is located in
Shenzhen, China. Zuru has just built
a 100,000 sqm confectionery factory
and is presently completing a petfood
factory in Thailand, the first factory
located outside mainland China.

Zuru’s US main office is in Benton-
ville, Arkansas where Walmart is
headquartered. It has campuses in-

cluding a 34-room showroom in Los
Angeles and another in Minneapolis,
and is developing a new 6500sq m
centre of excellence inAngel, London
to grow European sales.

Zuru has become one of the lead-
ing global toy makers and suppliers
— No. 6 in sales in Canada, No. 7 in
the US, top three in Australia and top
five in the UK, though it went to No.
3 above the bigger Hasbro for three
months.

But Zuru now is not just about inn-
ovative toys. The global group has
three divisions — Zuru Toys, Edge and
Tech — and sells its products into
more than 120 countries through cli-
ents such as Walmart, Amazon, Tar-
get, Costco, Tesco, Kmart and Coles.

Zuru Toys became known for pro-
ducts like Robo Fish (the world’s
fastest-selling toy in 2013), Bunch O
Balloons, XShot, Rainbocorns, Mini
Brands, Smashers, Max Build and
others. It makes and supplies 58 mill-
ion XShot dart and water blasters a
year.

Edge, started six years ago, focuses
on fast-moving consumer goods
(FMCG) in six categories: Baby care,
with nappies Millie Moon (exclusive
for Target) and Rascals (Walmart’s
fastest-growing brand); Personal care
including Monday Haircare and Osa-
na Naturals; Pet care with Bonkers
and Nood petfood; Health and well-
ness with Habit supplements; Home-
care with One laundry drops and the
Zorb sweeper; and Confectionery
with Gumi Yum Surprise. With sales
of 2.5 billion nappies, worth $600
million over three years, Millie Moon
has become Target’s No. 2 brand and
has taken 14% market share.

The Tech division, in its develop-
ment stage, is planning an assault on
the traditional building industry with
an automated building information
modelling (BIM) system.

Combining software — Zuru’s
BIMversion is called DreamCatcher —
with robotics, the Tech division

Dynamic
Business
Graham
Skellern
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Visionary Leader

Nick Mowbray

Bunch O Balloons was one of the first successful products off the Zuru Toys production line.

Mat’s the unsung
hero in this whole

journey. He is a
dynamo, an

incredible engineer
and he’s a fearless
and deep thinker.

AnnaMowbray

will automate the design, engineering
and construction of affordable new
homes. Zuru is already establishing a
10ha factory in Shenzhen to produce
the houses. “It will be a fully-auto-
matedoutput,meeting everybuilding
code and compliance in the world,”
said Nick.

“The house will be shifted in parts
and assembled on the site at a tenth
of today’s construction costs. Our AI
personal assistant will create tens of
thousands ofmaterials to fully visual-
ise your project.

“We will be testing and selling the
houses within the next two years. It
will have a dramatic impact on the
building industry andmake newhou-
ses far more affordable,” he said.

The toys division contributes $2b
in revenue and Edge $1b with a profit
margin of around 30%. “We will in-
crease revenue 25% this year and go
again next year and get close to $4b
revenue,” said Nick. “We don’t have
any revenue goal; we just want to
continue getting better. We are just
beginning.”

Nick said “everyone thought we
were crazy going into fast-moving
consumer goods (FCMG). We had a
strong thesis: Toys was large and
when you get to size and scale it gets
harder to grow because you are re-
placing products with new ones.

“We realised the FCMG category
was dominated by duopolies, even
monopolies. With our data driven
platforms, we can reach the customer
more efficiently, develop better pro-
ducts and compete with these guys.”

Nick has different descriptions for
the whole business: A robotics and
automation company; a reimagin-
ation company; a digital company.

“At Zuruwewinwhenwe combine
innovation and automation with a
data-driven approach,” said Nick.

“We reinvent 40% to 50% of our
toy products each year.”

Zuru’s fully-automated processes
means it can go to market faster and
cheaper than many others. The com-
pany, for example, can inject a toy
or collectible into the3DprintedGumi
Yum Surprise egg and retail for
around US$2.

“We have 500 automation and
software engineers in India, China,
New Zealand and the US who can
automate one new production pro-
cess per week. We have paid plan-
ning, execution and measurement
across You Tube, Google’s Display,
Search and Shopping, Amazon, Criteo
and Citrus Ads.

“We can leverage four billion data
points per day to inform product,
marketing and commercial strate-
gies,” said Nick.

“There are four million followers
on Tik Tok for our Rascals premium
diapers, Bonkers pet snacks and
Monday Haircare.”

Nick said the in-house digital data
agency and AI-powered product re-
view reports are at the fore of every
initiative. Zuru has 12 FMCG brands
and 30 in development with 3D and
prototyping capabilities.

What the Top 200 Judges said:
The Mowbrays’ grit, tenacity and
creativity in challenging the traditi-
onal global retailing and production
systems has earned Mat (45 years),
Anna (41) and Nick (39) recognition
as Visionary Leaders in the Deloitte
Top 200 awards.

The judges said it takes a great deal
of courage and foresight to leaveNew
Zealand in your 20s, move to China
and set about building what will
ultimately become a billion-dollar
plus business.

“Two decades on from when Mat
and Nick Mowbray first moved to
Hong Kong to set up a toy factory —
later joined by their sister Anna — and

thenmoving tomainland China, their
initial toys business has expanded in-
to what is now the Zuru Group.

“They have sustained their entre-
preneurial spirit, which has seen the
company expand into new areas util-
ising China’s scale and technological
prowess.”

The judges said it is light years
from the siblings’ early days when,
armedwith a $20,000 loan from their
parents, they purchased an injection
moulding machine and started mak-
ing toys in a Guangzhou factory.

“They could not speak the local
dialect, subsisted on vegetables and
rice — and the occasional McDonald’s
— and even slept in the factory while
they developed their big sellers like
Robo Fish, X-Shot and Bunch O
Balloons.

“They adopted an organic growth
strategy that has seen the business
financed completely internally. The
Mowbrays were bold enough to take
on global toy giants; form relation-
ships with key retailers like Walmart
— which got their product onto key
consumer shelves — and along the

way become expert in large-scale
Chinese manufacturing,” the judges
said.

Known for its cutting-edge soft-
ware and world-leading automation
and manufacturing systems, Zuru
Group with 5000 team members in
more than 30 global locations is per-
fectly placed to continue building its
reputation as one of the fastest-grow-
ing and most disruptive companies
in the world.

“Such ambition and success take
courage, innovation and a lot of hard
work, and in the opinion of the judges
best exemplifies the visionary lead-
ership of this award.”

Marketing nous
Aswell as the Guangzhou factory, the
Mowbrays set up a showroom in
Hong Kong. “We wanted to capture
all the international buyers coming
through,” said Anna Mowbray.

“Therewereasmany lowsashighs,
but we built credibility with retailers
and delivered on our promises. I was
obsessed with the details of supply
chains, the cost of goods, distribution
network and meeting the needs of
customers.

“We started applying that and
started to see success.We builtmanu-
facturing teams and infrastructure,
and China became the powerhouse
of our business. We were persistent
and showed up at toy fairs offering
the value they were looking for.

“Nick travelled door to door and
worked with retailers about deli-
vering on time and at the right mar-
gins. We showed integrity by being
the first ones to show up when some-
thing didn’t work out.

“Business doesn’t need to be com-
plex but there is a formula.”

Anna saidMat, Nick and herwould
meet weekly to “throw ideas around,
look at the social trends and the new
technologies, and figure things out.
My office was then the centre of the
research and development team
(there are now 100 creative team
members in Auckland, China and
New York).

“Touching and feeling the toys, it
was a fun place to play. It was action
packed. Toys are fickle just like the
fashion industry and we had to con-
stantly reinvent products every six
months.

“The methodology and mindset,
we had it down pat in the end and

it wasn’t till I came back to New
Zealand that I realised we had built
something truly exceptional, with the
infrastructure that is behind the busi-
ness.”

New Directions
After 16 years, Anna cashed up her
shareholding and stepped out of Zuru
to chase her own business dreams
like her older brother Andrew.

“I set a goal when I was 35 to do
something different before I was 40.
I wanted to stretch my personal
growth and development,” she said.

Anna, who has three children,
returned to New Zealand in 2020
after experiencing the Covid-19 out-
break and impact in China. She soon
realised that New Zealand was not as
prepared as it should have been in
providing personal protection equip-
ment (PPE) to front-line workers.

She organised a team in China to
wait on production floors and buy
PPE supplies from manufacturers
with cash payments and chartered
five planes carrying 160 million
pieces of PPE, masks, gloves, medical
gowns, face shields and sanitisers.

Shehas invested andbecomeadir-
ector of the Auckland Football Club
and the recently-opened aluminium
can manufacturer Recorp. The pur-
pose-built Recorp factory in Manu-
kau, with Zuru-like automation, can
produce 550 million beverage cans
annually at 1850 cans a minute.

“We are eliminating single-use
plastic bottles and providing an
alternative source of canister than
can be recycled, and is better for the
environment. The market in New
Zealand is short of 300m cans and
are brought in from China or Aus-
tralia. We are able to fill that deficit
and help expand the market,” she
said.

At the end of August last year,
Anna established Zeil — an interactive
job market that she describes as a
mixture of Tinder and Instagram.
Using artificial intelligence, Zeil
matches candidates with jobs — there
are now 5000 listed on the platform.

“We are focused on middle man-
agement and below and democra-
tising recruitment for everydayKiwis.

“We know that the job seeker is
looking for a great fit andorganisation
that caters for their values.

“Its super-exciting. We’ve come
into a monopolised sector that lately
has had very limited innovation,”
Anna said.

The Future
First it was disrupting the toys and
consumer goodsmarket, then recruit-
ment and coming up is the building
industry.

The Mowbrays, now the richest
family in New Zealand with an estim-
ated $20 billion fortune, continue to
be opportunist and successful.

Said Nick,who was the 2018 New
Zealand Entrepreneur of the Year:
“We just keep working. I feel more
motivated today than I’ve ever felt.
We have a bigger purpose through
Zuru Tech. I enjoy competing most
of all and takingmarket share like the
baby business. It’s fun and it’s worth
getting up in the morning.”

Said Anna: “The Visionary Leaders
Award is fantastic.

“It celebrates what New Zea-
landers are great at, innovation, and
inspires the next generation to build
great product. I feel proud that we
have globalised products and taken
them to market.”

The Zuru Group’s DNA
NickMowbray says: “Youcan settle
for not trying todosomething
extraordinaryor youcan try anddo
something that truly changes the
world.”

Teammembersworkingat Zuru
say “youcangain 15years’
experience in the spaceof two
years.”

Zuru leveragesadvanced robotics
andautomation in its production,
creatingcost-effective
manufacturingwhilemaintaining
highquality. This technological edge
hasenabledZuru tooffer
competitively-pricedproducts in a
marketdominatedby larger,more
establishedbrands.

Here’s a selectionof Zuru’s call to
arms that inspires andmotivates
Zuru staff eachday:

● Goodhumansonly.Getting
rightpeople in the right roles todo
great things.

● Collaboration: Teammembers
rather thanemployees. Leadership is
on thedance floor, not thebalcony.

● Radical candouror feedback:
Debatehard, and contest and stress
test ideas, nomatterwhere they
come from, toget thebest outcomes.
Weare ledby ideas, not byhierarchy.

● Shift of needle: Speedof
innovation, less fluff andmoredoing,
never stophustlingandpersistence,
persistence, persistence.Make sure
business is streamlined.

● Compound improvement: Aim
for at least 2% improvement each
week; set high standardseven for
small things. Be relentlessly
competitive. Complacency is our
enemy;wesucknowcompared to
wherewewill be in the future.

● Over-prepareandwin: Look
after themicro and themacrowill
lookafter itself.Workouthow towin
thebattlebefore entering thearena.
Make 10 fast decisions toget seven
right rather than twoslowdecisions
togetboth right.

● Beobsessedwithdeveloping
(product) pipelines. Build amuscleof
innovation.

The Visionary Leader
award is sponsored by
Hobson Leavy.
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Revenue gains and profit
# Name $m

1 Fonterra (NZX:FCG) 1,168

2 Infratil (NZX:IFT) 846

3 Summerset (NZX:SUM) 440

4 Lotto NZ 434

5 Meridian Energy (NZX:MEL) 429

6 Fulton Hogan 349

7 Spark (NZX:SPK) 316

8 EBOS Group (NZX:EBO) 295

9 Mercury (NZX:MCY) 290

10 Pushpay 283

11 Contact Energy (NZX:CEN) 235

12 Mainfreight (NZX:MFT) 209

13 Xero (ASX:XRO) 175

14 Zespri 173

15 Coca-Cola NZ 167

16 A2 Milk (NZX:ATM) 154

17 Air NZ (NZX:AIR) 146

18 Arvida Group (NZX:ARV) 139

19 F&P Healthcare (NZX:FPH) 133

20 Genesis Energy (NZX:GNE) 131

# Name %

1 Singapore Airlines 9164.4

2 Emirates Airlines NZ 808.3

3 Lotto NZ 623.6

4 Bunnings NZ 499.3

5 Pushpay 179.1

6 Apple NZ 83.6

7 Aurecon 81.2

8 NZ Aluminium Smelters 80.3

9 Harvey Norman NZ 62.2

10 Zespri 51.5

11 Electrix 49.1

12 Beca 48.0

13 HEB Construction 43.9

14 Mars NZ 43.3

15 New Zealand Health Group 42.5

16 McConnell Dowell 41.9

17 Nestle NZ 40.3

18 IxomOperations 37.5

19 Hallenstein Glasson (NZX:HLG) 34.6

20 Coca-Cola NZ 34.1

# Name $m

1 WoolworthsNZ (1,673)

2 Kiwirail (647)
3 GoodmanProperty (NZX:GMT) (565)
4 PernodRicardNZ (302)
5 SynlaitMilk (NZX:SML) (190)
6 Taumata Plantations (186)
7 Skycity (NZX:SKC) (143)
8 Oji Fibre Solutions (103)
9 TVNZ (85)
10 Fletcher Building (NZX:FBU) (79)
11 AllianceGroup (70)
12 WasteManagement (58)
13 CPBContractors (57)
14 Heinz (50)
15 KMDBrands (NZX:KMD) (48)
16 Move Logistics (NZX:MOV) (47)
17 T&GGlobal (NZX:TGG) (47)
18 Lion (46)
19 Methanex (40)
20 BPNZ (32)

# Name %

1 Datacom 1,800.0

2 Ngai Tahu LTD 843.4

3 Mainland Poultry 748.0

4 Pushpay 709.3

5 Meridian Energy (NZX:MEL) 351.6

6 KiaMotors NZ 315.0

7 TradeMe 301.6

8 Xero (ASX:XRO) 253.8

9 Gas ServicesNZ (Part of Clarus) 242.8

10 Market Gardeners 233.0

11 Gull 203.0

12 Frucor Suntory 202.1

13 Graincorp Commodity 201.4

14 Bupa 192.2

15 McCain Foods 189.3

16 Tegel 167.8

17 Airways 166.5

18 Mercury (NZX:MCY) 158.9

19 Matariki Forestry 133.9

20 Emirates Airlines NZ 117.4

# Name %

1 Costco NZ 1,558.1

2 Waste Management 324.9

3 Infratil (NZX:IFT) 151.3

4 Gull 117.2

5 Kinetic 99.8

6 Emirates Airlines NZ 57.5

7 Meridian Energy (NZX:MEL) 50.7

8 Auckland Airport (NZX:AIA) 42.8

9 TourismHoldings (NZX:THL) 38.8

10 McConnell Dowell 36.0

11 Contact Energy (NZX:CEN) 35.2

12 Graincorp Commodity 35.1

13 Genesis Energy (NZX:GNE) 28.4

14 Z Energy 26.7

15 Mercury (NZX:MCY) 25.4

16 WSP 23.9

17 Compass Group 23.7

18 Airways 23.7

19 Tatua Co-op Dairy 23.4

20 Xero (ASX:XRO) 22.4

# Name %

1 Emirates Airlines NZ 595.4

2 Singapore Airlines 312.9

3 Lotto NZ 146.5

4 Pushpay 48.7

5 Aurecon 30.6

6 Mars NZ 22.2

7 Apple NZ 19.6

8 McDonald's 18.9

9 Beca 17.1

10 Coca-Cola NZ 17.0

11 Hallenstein Glasson (NZX:HLG) 16.4

12 Zespri 15.7

13 Unilever 14.2

14 Skellerup (NZX:SKL) 13.8

15 Toyota NZ 13.2

16 IxomOperations 12.2

17 Bidfood 12.1

18 WSP 11.7

19 Briscoe Group (NZX:BGP) 11.7

20 NZ Aluminium Smelters 11.4

Top profits Biggest losses Most improved profit Most improved revenue Return on assets

# Name $m

17 Downer Group NZ 3,378

83 Waste Management 645

99 DHL 522

123 Singapore Airlines 382

135 China Forestry 355

141 Costco NZ 341

152 APHGNZ Investments 316

164 TVNZ 289

167 Tasman Liquor 280

171 Compass Group 274

173 Airways 273

174 Summerset (NZX:SUM) 271

183 Mainland Poultry 258

186 BMWNZ 252

189 British American Tobacco 248

190 Precinct Properties (NZX:PCT) 248

193 Goodman Property (NZX:GMT) 244

194 Ritchies 244

195 Visy Glass 244

198 Arvida Group (NZX:ARV) 237

# Name Change

111 Kinetic 88

113 McConnell Dowell 69

46 Gull 55

88 Emirates Airlines NZ 34

131 Graincorp Commodity 32

20 Infratil (NZX:IFT) 22

62 Auckland Airport (NZX:AIA) 20

140 John Deere NZ 17

176 Nokia 17

60 TourismHoldings (NZX:THL) 17

184 Market Gardeners (108)

180 Kuehne + Nagel (48)

197 MetroPerformanceGlass (NZX:MPG) (33)

159 Seeka (NZX:SEK) (31)

185 Constellation NZ (30)

160 Move Logistics (NZX:MOV) (30)

126 Tesla NZ (27)

153 United Industries (UIL) (27)

192 Kiwi Property (NZX:KPG) (23)

59 Ballance Agri-Nutrients (20)

# Name $m

1 OCS Group 230

2 CablePrice 229

3 Honda NZ 229

4 DKSH 229

5 AsureQuality 228

6 Metlifecare (NZX:MET) 222

7 First Gas (part of Clarus) 221

8 Sealed Air 221

9 Wilson Parking 216

10 Accordant Group (NZX:AGL) 212

11 Vitaco Health 212

12 Skyline Enterprises 211

13 Bluebird Foods 211

14 Daifuku Oceania 209

15 Juken 208

16 Suzuki NZ 208

17 Nissan NZ 207

18 Pan Pac Forest 207

19 Rodd & Gunn 206

20 Comvita (NZX:CVT) 204

# Name $m

58 Kmart NZ 919

80 Pan Pac Forest 626

94 Oregon Group 529

125 TAB 352

144 C B Norwood 309

154 Simsmetal Industries NZ 289

165 Suzuki NZ 263

168 NZ Investment Holdings 260

172 Shell NZ 257

176 CablePrice 248

177 Wilson Parking 248

180 United Steel 246

184 ADMNew Zealand 238

186 Comvita (NZX:CVT) 234

187 AsureQuality 233

191 General Motors 228

192 OCS Group 228

194 Accordant Group (NZX:AGL) 227

195 Synnex 226

197 Juken 224

Return on equity Newcomers Biggest movers Just missed the cut In last year, not now

2024 2023
$m $m % change

Revenue 245,432 235,849 4.1

EBITDA 30,058 32,690 (8.1)

Tax paid 3,196 2,993 6.8

Profit after tax 5,026 11,733 (57.2)

Total assets 331,076 318,806 3.8

Total equity 143,597 142,379 0.9

Deloitte Top 200 IndexT he 2024 Deloitte Top 200
Index reveals a mixed per-
formance across key met-
rics, highlighting challenges

as well as continued resilience
among New Zealand’s largest busi-
nesses.

Total revenues for Top 200 com-
panies increased by 4.1%, rising from
$235,849 million in 2023 to
$245,432m in 2024. This represents
a slower pace of growth compared
to the 12.4% increase in 2023.

Underlying earnings (ebitda)
decreased by 8.1% year-on-year,
from $32,690m in 2023 to $30,058m
in 2024. This contrasts with the 8.1%
increase observed in 2023.

The ebitdamargin, an assessment
of operating profitability as a per-
centage of total revenue (total ebit-
da/total revenue), also declined, slip-
ping from 13.9% in 2023 to 12.2% in
2024, reflecting a 1.7% decrease.

Total profits after tax saw a sharp
decline, falling by 57.2% from
$11,733m in 2023 to $5,026m in 2024.
This is a marked change from the
4.0% increase recorded in 2023. The
net profit margin (profit after tax/
total revenue) also decreased, from
5.0% in 2023 to 2.0% in 2024.

Total assets increased modestly
by 3.8%, from $318,806m in 2023 to
$331,076m in 2024, down from a
4.9% increase the previous year.

The number one spot in the Top
200 Indexhas beenheld byFonterra
since its formation in the early 1990s.
This stronghold continues, however
its revenue fell by 7.2%, from
$24,580m in 2023 to $22,822m in
2024. This decrease is mainly due
to a softening demand in the ingredi-
ents channel and a 1% decline in
sales volumes fromcontinuing oper-
ations.

The 200th-ranked entity in 2024
is Christchurch Airport, with reve-
nue of $233m. This is a 5.0% increase
compared to 2023’s 200th-ranked
company, Scott Technology, which
reported $222m in revenue.

Ebos Group, at number two,main-
tained its position with a 6.6% rev-
enue increase, rising from $13,370m
in 2023 to $14,254m in 2024. Thiswas
driven by organic growth and acqui-

sitions that contributed to growth in
its healthcare and animal care busi-
nesses. The revenue gap between
Fonterra and Ebos decreased by
23.6%, compared to a 2.6% decrease
in 2023.

A significant shift occurred as
Foodstuffs North Island climbed to
third place in the Top 200 (from10th
in 2023), with revenue increasing by
9.1 to $9,235m. Revenue figures for
2023 and 2024 have been grossed
up in respect of charge through sales
whereby Foodstuffs North Island is
now considered to be a principal
rather than an agent. Revenue for
2023 has increased from the previ-
ous reported figure of $4,299m to
$8,462m as a result of this
restatement.

The top 10 in the Index has seen
some movement in 2024, with Meri-
dian Energy re-entering the top 10
in 10th place (2023: 17th). This
pushed Mainfreight out of the top 10
to 11th place (2023: 8th). Woolworths
NZhas remained in fourth place, and
BP NZ has remained in ninth place.

Fletcher Building has moved
down to fifth place (2023: 3rd) and
Fulton Hogan has moved down to
seventh place (2023: 5th).

Air New Zealand has dropped to
eighth place (2023: 6th) and Z Energy
moved into sixth place (2023: 7th).

Top Profits
The top profit after tax for 2024 was

$1168m, reported by Fonterra (ran-
ked first in the Top 200 Index), reta-
ining its position in the top profit
rankings from last year.

This figure represents a 5.9% de-
crease from Fonterra’s profit after
tax of $1241m in 2023.

Last year’s second-highest profit
was Spark (13th in the Top 200
Index), which reported a profit after
taxof $1135m, includinga $583mgain
associated with Spark’s sale of
Connexa. In 2024, Spark’s profit after
tax fell to $316m,dropping its ranking
to seventh place.

The averageprofit after tax across
all 200 companies decreased from
$53m in FY23 to $25.1m in FY24, a
53% decline. This trend reflects chal-
lenging economic conditions and
broader economic performance.

Infratil (20th) has risen to second
place for profit in 2024, up from
fourth in 2023. The infrastructure
investment firm has seen its profit
after tax increase by 28.2%, from
$562m in 2023 to $846m in 2024.
Infratil acquired full ownership of
One NZ, with the result reflecting 10
months earnings contribution from
One NZ under full ownership.

Retirement village operator,
Summerset (174th), is a new entrant
to the Top 200 in 2024 and has
secured thirdplacewith aprofit after
tax of $440m. This result includes a
$442m favourable fair value
movement in investment property.

Lotto (31st) has moved up to
fourth place in 2024, from eighth in
2023. Its profit after tax increased by
12.8 per cent, from $385m in 2023
to $434m in 2024.

Meridian Energy (10th) has made
a significant leap in the rankings,
moving from 36th place in 2023 to
fifth place in 2024. Its profit after tax
rose by 352%, from $95m in 2023 to
$429m in 2024.

Spark (13th), One NZ (24th), and
2degrees (37th) have moved out of
the top five profits for 2024 but
remain in the rankings at seventh,
67th, and 156th place, respectively.

Biggest Losses
The biggest loss for 2024 was re-
ported by Woolworths NZ (ranked
fourth in the Top 200 Index), with
a loss of $1673m. In 2023, Wool-
worths had the 42nd ranked profit
after tax, reporting a profit of $76m.
The loss is attributed to lower sales
and a $1.6b goodwill impairment
loss.

Kiwirail (49th) holds the second
biggest loss for 2024, with a loss of
$647m. In 2023, Kiwirail had the
largest loss of $771m. Kiwirail also
had the third biggest loss in 2022 and
second biggest loss in 2020.

Goodman Property (193rd) is a
new entrant to the Top 200 in 2024,
holding the third biggest loss in 2024
of $565m. This compares to a loss
of $135m in 2023. Its loss is primarily

attributed to fair value losses on the
revaluation of investment property.

Wine, spirits and champagne
business, Pernod Ricard NZ (121st),
and dairy producer Synlait Milk
(36th) respectively hold the fourth
and fifth biggest losses in 2024.

Most Improved Profit
Datacom (ranked 34th in the Top
200 Index) recorded the most
improved profit, with an 1800% in-
crease, moving from a $2m loss in
2023 to a $34m profit in 2024.

Ngāi Tahu Limited (138th) achi-
eved the second most improved
profit, with an increase of 843%,
shifting from a $5.8m loss in 2023 to
a $43m profit in 2024.

Mainland Poultry (183rd) holds
third place, with a profit increase of
748%. In the current year, Mainland
Poultry recorded a profit of $23.5m,
compared to a profit of $2.8m in
2023.

Most Improved Revenue
Costco NZ (ranked 141st in the Top
200 Index) reported the most
improved revenue, increasing
revenue to $341m in 2024 compared
to $21m in 2023, due to the current
year representing the first full year
of trading. This uplift has meant
Costco NZ is a new entrant to the
Deloitte Top 200 Index in 2024.

Waste Management (83rd), also a
new entrant, has the second most
improved revenue, with an increase
of 325%, from $152m in 2023 to
$645m in 2024.

Infratil (20th) achieved the third
most improved revenue, with an
increase from $1192m in 2023 to
$2995m in 2024, due to acquiring full
ownership of One NZ, with the result
reflecting 10months of OneNZ being
consolidated under full ownership.

Gull (46th) holds the fourth most
improved revenue, increasing by
117%, from $495m in 2023 to $1076m
in 2024. The 2023 figure included
revenues for aroundsixmonthspost
the change in ownership from Am-
pol to Allegro.

This is the primary driver of the
increased revenue in 2024, as well
as increasing fuel prices.
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Māori makemoves into the weightless economy
#

Name

Totalassets

Return
onassets2024 2023 $m % change

Total
equity

$m
Return

onequity

Profit
after tax

$m
Balance

date

1 2 Waikato Tainui 2,399 8.7 2.8 1,868 3.6 65 Mar-24

2 1 Ngai Tahu 2,097 (1.5) (1.8) 1,657 (2.2) (38) Jun-24

- 3 3 Ngati Whatua ki Orakei 1,539 (2.2) (3.5) 1,264 (4.2) (54) Jun-24

- 4 4 Ngati Toa 794 (0.1) (0.2) 395 (0.4) (1) Jun-24

- 5 5 Moana NZ 613 3.7 0.6 510 0.7 4 Sep-23

- 6 6 Tuhoe Te Uru Taumatua 406 (8.0) (8.6) 402 (8.7) (36) Mar-23

- 7 7 Parininihi ki Waitotara (PKW) 363 (5.5) (2.7) 289 (3.3) (10) Jun-24

8 9 Atihau-Whanganui 344 20.2 (2.1) 293 (2.5) (7) Jun-23

9 8 Ngati Porou 310 4.1 2.2 259 2.6 7 Jun-24

- 10 10 Raukawa Settlement Trust 238 4.4 3.8 223 4.1 9 Jun-23

Top 10 Māori Business Index
Anthony Ruakere

Māori businesses continue to demon-
strate that economic growth and
community wellbeing needn’t bemu-
tually exclusive pursuits.

In the face of housing shortages
and New Zealand’s long-standing
infrastructure deficit, the Māori econ-
omy is embracing new approaches
that move beyond more traditional
sectors into, among other things, the
weightless economy.

For the tenth year running, the
Deloitte Top 200 — Top 10 Māori
index shines a light on innovative
approaches and strategic invest-
ments made by leading Māori organ-
isations. Valued at upwards of $70
billion (with some estimates putting
it at $100b by 2030), the Māori econ-
omy is growing across asset classes
including property, equities, and
managed funds. Ngāi Tahu and
Waikato-Tainui have unsurprisingly
held the top spots on the Māori index
since its inception in2014—Ngāi Tahu
fuelled by its 2050 vision of a diverse
and resilient asset base, andWaikato-
Tainui with its rapidly expanding
asset portfolio.

One such Waikato-Tainui invest-
ment is Ruakura Superhub. More
than just infrastructure, it is a vision-
ary project that has the capacity to
house 4500 families and strategically
connects surrounding regions, while
creating employment opportunities
and integrating green community
spaces. It is also a great example of
how Government, iwi, and private
enterprise can collaborate on sig-
nificant projects for the benefit of all.

Similarly, Ngāti Whātua Ōrākei
(ranked third on this year’s list) is

demonstrating the value of well-
conceived strategic partnerships by
entering a groundbreaking arrange-
ment with BNZ to finance housing for
hapū members. Empowering its
people to create sustainable, thriving
communities on their own whenua,
this partnership provides a pathway
to home ownership that were not
previously available towhānau living
on Māori freehold land.

While many other developed
countries face ageing populations,
Census 2023 data shows that with

one in three rangatahi identifying as
Māori, relatively speaking, New Zea-
land’s population is Māori and young.
So, while forestry, farming and fishing
continue to be the bedrock of the
Māori economy, significant future
growth is in the weightless economy,
featuring the likes of technology,
creative, and other emerging sectors.

This rapidly expanding market-
place is focused on sustainable
growth, more resilient to shocks and
less constrained by physical
resources.

Despite the opportunities pre-
sented by these new sectors, to fully
leverage the youthful Māori popula-
tion and equip Aotearoa for a truly
digital future, we must address the
digital divide that sees gaps in
internet access persist for Māori and
rural communities despite substan-
tial investment.

In a first for anyMāori organisation
and in a visible demonstration of
proactive participation in the techno-
logy sector, Ngāti Toa Rangatira,
ranked fourth on this year’s list, is
helping to bridge the digital divide by
acquiring a 33% stake in Oracle’s
Team IM web-based information
management platform.

As we look to the future, we know
Māori organisations will play an im-
portant role in creating an inclusive
and prosperous Aotearoa — for all.
Led by the likes of Waikato-Tainui,
Ngāi Tahu, Ngāti Whātua Ōrākei, and
Ngāti Toa Rangatira, the adage that
when Māori business succeeds, New
Zealand thrives, is coming into much
clearer focus.

● AnthonyRuakere is Partner,
HouruaPaeRau, atDeloitte.

challenges shape Top 200
2024 2023
$m $m % change

Revenue 41,852 26,735 56.5

EBITDA 11,662 11,508 1.3

Tax paid 3,043 2,845 7.0

Profit after tax 7,775 7,715 0.8

Total assets 727,331 733,803 (0.9)

Total equity 69,356 65,823 5.4

Deloitte Top 30 Financial Institutions Index
Amazon Web Services (122nd) held
the most improved revenue in 2023.
Its revenue held largely consistent
year-on-year, with a 3.4% increase,
rising from $372m in 2023 to $385m
in 2024.

Infratil (20th), Emirates Airlines
(88th), Auckland Airport (62nd) and
Tourism Holdings (60th) are the
only companies to be included on
this index in both 2023 and 2024.

Airways, Graincorp Commodity,
Gull, McConnell Dowell, Mercury,
Meridian Energy and Xero are in-
cluded in both the most improved
profit and most improved revenue
index in 2024.

Top Return on Assets
Return on assets (ROA) provides an
indication of how efficiently a com-
pany manages its assets in order to
generate earnings. It is calculated by
measuring profit against the total
assets reported.

Emirates AirlinesNZ (ranked 88th
in the Top 200 Index) maintains its
top position for ROA, achieving
595.4%. In 2023 the airline had aROA
of 325.1%.

Singapore Airlines (123rd) re-
entered the Top 200 Index in 2024,
and holds the second spot with a
ROA of 312.9%.

Lotto (31st) ranked third for ROA,
decreasing from second place in
2023, with a ROA of 146.5%.

Pushpay (129th) entered the ROA
rankings in fourth place, achieving
48.7% in 2024, a significant improve-
ment from 8.9% in 2023. This is
driven by an increase in net profit
after tax from$35m in 2023 to $283m
in 2024, primarily due to an adjust-
ment in deferred tax.

Aurecon (169th) maintained its
fifth-place ranking, with a ROA of
30.6% in 2024, compared to 41.6% in
2023.

Top Return on Equity
Return on equity measures how
effectively a company can generate
income relative to the number of
money shareholders have invested
in the firm.

It is a useful tool for investors,
particularly when comparing firms
within the same industry and is
calculated by measuring the reve-
nue earned against the average
equity held over the past two years
— to prevent changes in shareholder
contributions from skewing the re-
sults.

Singapore Airlines (ranked 123rd
in the Top 200 Index) has returned
to the Top 200 Index in 2024 and

occupies first place in the return on
equity rankings, with a result of
9164.4%.

Emirates Airlines NZ (88th) has
taken second place for return on
equity, achieving 808.3% and mov-
ing up from third place in 2023.

Lotto (31st) has taken third place
for return on equity, moving down
from the top spot in 2023, with a
return on equity of 623.6% in 2024.

Bunnings (27th) has taken fourth
place for return on equity, moving
down from second place in 2023,
with a return on equity of 499.3% in
2024.

Pushpay (129th) is in fifth place

with a return on equity of 179.1%, a
notable improvement from 13.2% in
2023 due to its increase in net profit
after tax.

The Newcomers
This year, 21 companies were added
to the Deloitte Top 200 Index. This
compares to last year when 22 com-
panies were added to the Index.

Downer (ranked 17th on the Top
200 Index) entered the Index at the
highest rank with revenue of
$3378m.

Waste Management (83rd) retur-
ned to the Index in 2024 with
revenue of $645m.

DHL (99th place) with revenue of
$522m and Singapore Airlines
(123rd) with revenue of $382m were
the third and fourth highest-ranked
newcomers in 2024.

Just Missed the Cut
OCS Group (would rank at 201st in
the Top 200 Index) narrowlymissed
the cut by just $3m, with the 200th-
ranked company (Christchurch Air-
port) achieving revenue of $233m.

CablePrice (202nd), Honda NZ
(203rd), and DKSH (204th) were
close to breaking into the Top 200
Index in the current year, all achiev-
ing revenue around $229m.

Deloitte Top
200 Team

● Cassandra Worrall
Partner & Chief Marketing Officer

● Frauke Sharplin
Deloitte Top 200 Lead

● Silvio Bruinsma Deloitte Top
200 Audit Partner

● Richard Dorset Deloitte Top 200
Financial Advisory Partner
Data gathering and audit team: Chris
Wakefield, LachlanMacRae, Josh
Burgess and Sarah Hjorth

Top 30 Financial Institutions Index
TheTop30Financial Institutions
Index seesonenewaddition to the
Index, FlexiGroup (ranked30th).

TheTop30 financial institutions
havehada slightdecline in their total
asset bases this yearby$6473m, from
$733,803m in2023 to$727,331m in
2024. This is a0.9%decreaseand
contrastswith the9.3% increase seen
in2023.

The topbank is onceagainANZ,
holdingassets of $194,289m,down
3.4% from$201,134m in2023.ANZ
continues to sit comfortably in the top
spot,with a $61,491mgap in total
asset valuebetween first placeand
secondplace (Westpac). ANZalso
outpacesall other banks in termsof
profit andequity.

The secondplace in the Indexhas
beenheldbyWestpac inboth2023
and2024,with total assetsof
$132,798m—adecreaseof 2.2% from
thepreviousyear.

BNZcontinues tohold thirdplace,

with total assets of $130,065m, a 1.0%
decrease from thepreviousyear.

ASB remains in fourthplace from
2023,with total assets increasing
slightly to$127,089m—up0.2%.

Of the top four financial
institutions, ANZ,WestpacandASB
havehadadecrease inprofit year-
on-year.

ANZ reportedadecrease inprofit
from$2,289mto$2,217m (a3.1%
decrease),Westpac reporteda
decrease inprofit from$1,298mto
$1,184m(a8.8%decrease) andASB
reportedadecrease inprofit from
$1,559mto$1,455m (a6.7%decrease).

BNZwas theonly top four financial
institution to report an increase in
profit, from$1,414m to$1,509m in
2024 (an increaseof6.7%).

Kiwibankhas retained its fifth-
place spot,with total assetsof
$36,650m.Kiwibank’s total assets
have increasedby8.3% from
$33,838m in2023. ASBhasdropped

to fourthplace in 2023 fromsecond
in2022,with total assetsof
$126,896m.

Cumulativeprofits for theTop30
financial institutionshave increased
by0.8% from$7715m in2023 to
$7775m in2024.

Cumulativeequityhas increased
by5.4% from$65,823m in2023 to
$69,356m in2024.

The top seven financial institutions
have remained the sameseven
entities from2023 to2024.

HeartlandBankhasmovedup to
eighthplace fromninthplace in 2023,
whichhas causedHSBC tomove
down fromeighthplace in 2023 to
ninthplace in 2024.

MUFGremains consistent, holding
10thplace in 2023and2024.

It is noted that certain financial
institutionsmayhave released
unauditedearningsannouncements
that arenot reflected in the indices
or commentaryabove.
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Find outmore about the 2024winners at top200.co.nz
Thank you to our exclusivemedia sponsor and our award category sponsors:

Congratulations to all winners!

Business School

FORSYTH BARR
CHAIRPERSON
OF THE YEAR

Jan Dawson

AMAZONWEB SERVICES
COMPANYOF
THE YEAR

Fonterra

SERVICENOW
CHIEF EXECUTIVE
OF THE YEAR

Miles Hurrell
FONTERRA

TAX TRADERS
CHIEF FINANCIAL OFFICER
OF THE YEAR

Mike Roan
MERIDIAN

BARFOOT& THOMPSON
DIVERSITY AND INCLUSION
LEADERSHIP
Port of Auckland

2DEGREES
BEST GROWTH STRATEGY

Infratil

BUSINESSNZ
MOST IMPROVED
PERFORMANCE
The a2Milk Company

HOBSON LEAVY
VISIONARY LEADER

Mat, Anna andNickMowbray

UNIVERSITY OF AUCKLAND
BUSINESS SCHOOL YOUNG
EXECUTIVE OF THE YEAR
Richard Allen
FONTERRA

SNOWFLAKE
SUSTAINABILITY LEADERSHIP

Spark NZ

JUDGES’ RECOGNITION

DrOliver Hartwich
THENEWZEALAND INITIATIVE

Deloitte Top 200 Specialist Judging Advisers
Susan Peterson
SusanPeterson is aprominent figure
inNewZealand’s business landscape,
focusingon
innovation,
technology,
and
sustainability.
As theChair of
VistaGroup
andan
independent
directoron the
boardsofXero,Mercury, Arvidaand
Craigs Investment Partners, herwork
emphasizes ambition forNewZealand
witha special interest inusing
technologyand inclusion to create a
better future for all. Susan's past
directorships includeASBBank,
Trustpower, Property for Industry,
CompacSortingandTheNewZealand
MerinoCompany. Susan servedon
theNewZealandMarketsDisciplinary
Tribunal for 9years andhasbeena
longservingmemberof theGlobal
WomenBoard. Susan is aChartered
Fellowof the IODandhasbeena
finalist in theNewZealandWomenof
InfluenceAwards.

Liam Dann
LiamDann is BusinessEditor at Large
for theNew
Zealand
Herald. Hehas
beena
journalist for
nearly 30
years,
covering
business for
more than20.
Hewritesnews, opinionpieces and
commentary coveringmarkets,
economics andpolitics. He is host of
theMarketWatchvideo showand
MoneyTalkspodcast series.Hehas
alsoworked in thebanking sector in

Londonand travelledextensively.

Rob Campbell
RobCampbell is theChair ofAraAke
LimitedandNZ
Rural Land
Company.He
alsoholds the
positionof
Chancellor at
Auckland
Universityof
Technology.
Robhasover
30years’ experience in capital
markets andhaspreviouslybeena
directorof or advisor toa rangeof
investment fundandprivateequity
groups inNewZealand,Australia,
HongKongand theUnitedStatesof
America.
In 2019, Robwasawardeda
Companionof theNewZealandOrder
ofMerit 2019 (CNZM)and received the
DistinguishedAlumniAward from
VictoriaUniversity ofWellington. Rob
holds aBachelor ofArtswithFirst
ClassHonours inEconomicHistory
andPolitical Science andaMasterof
Philosophy inEconomics.

Diversity and Inclusion
Leadership
Juliet Tainui-Hernandez
Juliet Tainui-
Hernandez
(Ngāi Tahu, Te
Whakatōhea)
has25years’
experience
across varied
executive
leadershipand
governance
roles internationally and inNZ in the
legal, financial services and iwi
spheres. Shehasworkedasa lawyer,
professional advisor, strategyand
transformation leader andcentral

banker.Until April 2024 she servedas
anAssistantGovernor of TePutea
Matua, theReserveBankofNZ, and
is nowanon-executivedirectoron the
boardsofNgai TahuHoldingsandASB
Bank. Juliet is passionateabout
diversity, equity and inclusion, system
transformationand leadershipwitha
long-termstrategicoutlook, including
theopportunities forAotearoa
through integrating te aoMāori to
create a stronger andmore
prosperousAotearoa.

Ranjna Patel
RanjnaPatelwithhusbandKanti, set
up theEast TamakiHealthcare
Business in 1977. TamakiHealthhas
50clinics servingover 330,000
registeredpatients, and is the largest
PrivatePrimaryHealth careandTele
HealthProvider inNZ. In 2014 she
foundedGandhiNivas, a FamilyHarm
initiative that has seenamazing
results in
non-recidivis-
m inmen.
Ranjnahas
extensive
involvement
in charitable
and
community
groups for
which she receivedaQSM in2009
andONZM in2017. She sits onmany
advisoryboards –DiversityWorksNZ:
DepChair,MentalHealth, ISSO
SwaminarayanTemple,NZPolice
National Ethnic Forum,CMPolice
advisoryBoardandChair of Indian
Ink.Over theyears shehasbeenon
NACEW,LotteriesDistribution
Committee,MiddlemoreFoundation,
CoofWomen,GlobalWomen, and
DirectorofBankofBaroda. Shewas
past chair of theNZCIAWomen’s
GroupandPresident of theManukau
IndianAssociation.

Simon Moutter
SimonMoutter is best known fromhis
timeasManagingDirectorof Spark
NewZealandbetween2012and2019.
Simonwas responsible for theoverall
leadershipand strategicdirectionof
Spark, through its variousbusiness
divisionsand
brandswhich
providedigital
services to
millionsofNew
Zealanders
and thousands
ofbusinesses.
He led the
reinventionof
TelecomtoSpark, tobetter reflect the
fast-changingnewworldofdigital
services inwhich thebusinessnow
operates. As apassionateand
committedKiwi, heembodiedSpark’s
purposeofhelpingall ofNewZealand
towinbig in adigitalworld. Today
Simon is aDirectorof the
CommonwealthBankofAustralia and
is chairmanof threeprivatelyowned
companies – LesMills International
Ltd, Smart Environmental Ltdand
DesignerWardrobeLtd.Heworks
alongside themanagement teamsof
thesecompanies tohelpaccelerate
their growth.

Sustainability Leadership

Katie Beith
KatieBeithhasbeen in the
Responsible Investment industry for
almost 20years,with the first part of
her career
spent
overseas,
predominantly
in theUK.On
returning to
NewZealand in
2015, she
joinedNew

ZealandSuperFundasaSenior
Investment Strategist forResponsible
Investment. InNovember2021, Katie
joinedForsythBarr as theHeadofESG
where she is responsible for
incorporatingESG (environment,
social andgovernance)principles into
ForsythBarr’s firm-wideoperations
and investmentprocess, including
assistingadviserswith specific client
needs. Katie currently serveson the
External ReportingBoard’s
StakeholderAdvisoryPanel (XRAP), is
DeputyChair of theNZNational
AdvisoryBoard for Impact Investing
and is alsoon the Investment
Committee forNZ impact investor,
PurposeCapital.

Kate Wilson Butler
KateWilsonButler is a leadingNew
Zealandvoiceonsustainable
business. As theDirectorofChapman
Tripp’s
Climate,
Sustainability
&ESGpractice,
Kate specia-
lises in the
intersection
between
climateand
sustainability
policy, lawand strategy. She regularly
speaksandadvises onglobal and local
developments in climateandESG,
includingcorporate climateaction,
target setting, disclosures and
transitionplanning.
Prior to joiningChapmanTripp,Kate
wasHeadofClimateActionat the
SustainableBusinessCouncil,where
sheworkedwith someofNew
Zealand’s largest companies tobuild
amore sustainable future.Previous
roles includeclimate change
negotiator at theUNclimate talks and
private secretary to theMinister of
ClimateChange.
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An archive of the Herald’s
Business Reports series is
available at https://bit.ly/
herald-business-reports



Proudexclusivemedia sponsor, alongside award category sponsors:

Congratulations
to the best in
New Zealand
business
Celebrating the winners and finalists of
the Deloitte Top 200 Awards
“NZME is proud to maintain our long-standing support of the Deloitte Top 200Awards,
a cornerstone event recognising outstanding business achievements across New Zealand.

Through our multiple platforms including Herald Premium and BusinessDesk, NZME reaches
9 in every 10 Kiwis, and we’re pleased to help share the success stories and achievements of
Kiwi businesses across our channels.

Ourwarmest congratulations to this year's finalists andwinners – thank you for your immense
contribution to our business community.

Thank you also to Deloitte for its leadership in championing these awards each year.”

Michael Boggs, CEO, NZME

NZME Reach Study n=1000 nationally representative Jan 2024 (unduplicated audience across NZME
print, digital, radio & podcasts)
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