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TOP LINE RESULTS

• Delisting and its related obligations regarding range reviews remain the area of greatest concern for 
suppliers. There has also been an increase in concerns about reductions in store distribution

• Fear of retribution and damaging commercial relationships are the key reasons why suppliers don’t raise 
concerns

• Suppliers continue to have limited influence over terms of supply

• Aldi – clarity of advice and guidance published has declined in the past 12 months

• Coles – over half of suppliers reported being required to provide confidential information in price increase 
negotiations 

• Woolworths – suppliers reported a significant increase in the inappropriate use of the b-prefix and a lack 
of good faith in price increase negotiations

• Reporting of complaints has remained low
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WHO TOOK PART

2021 – 151 RESPONDENTS 

2015 
= 51

2016 
= 53

2017 
= 37 

2018 
= 68 

2019 
= 63 

2020 
= 117

0% 10% 20% 30% 40% 50% 60%

Fruit/Vegetable

Meat and meat products

Chilled

Frozen

Ambient

Health and beauty

Household and cleaning

Pet food

Drinks

Other
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WHO TOOK PART

75%

25%

Head Office

In Australia

Outside of Australia

2%

8%

14%

20%

34%

22%

Number of employees

0 - 9

10 - 49

50 - 99

100 - 249

250 - 999

1000+

1%

18%

43%

18%

20%

Annual Turnover

$AUD0 - 10M

$AUD11 - 100M

$AUD101 - 500M

$AUD501M - 1B

> $AUD1B

6%

37%

3%

44%

9%

1%

Position

CEO / Managing Director

Senior Executive - Sales

Senior Executive - other

Manager with account management responsibility

Manager - other

Legal
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WHO TOOK PART

0%
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70%

80%

90%
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Aldi Coles Woolworths Metcash

Which signatories do you supply?
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CODE FAMILIARITY – RESPONDENT 

26%

54%

19%

2%

Very familiar - strong understanding across all
components of the Code and their application

Quite familiar - reasonable understanding of the main
aspects of the Code

Somewhat familiar - familiar with the basics of the
Code

Not familiar at all
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RETAILER PERFORMANCE
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RETAILERS COMPLIANCE WITH FGCC
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SIGNATORY BUYERS’ UNDERSTANDING OF THE FGCC
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SIGNATORIES’ DEALINGS IN GOOD FAITH

Combined Rarely and 
Never

‘19 ‘20 ‘21

WW 31% 28% 17%

Coles 24% 27% 13%

Aldi 5% 3% 2%

Metcash - - 18%
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SIGNATORIES’ DEALINGS IN GOOD FAITH

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Aldi

Coles

Woolworths

Metcash

Have you raised FGCC good faith obligation?

Yes No Unsure
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SIGNATORY PRACTICES
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SUCCESS FACTORS – ALDI 

On a scale of 5 (significant improvement) to 1 (no improvement)

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

The culture has changed to a more collaborative approach

Comfortable to raise issues with the retailer when treated unfairly

Greater influence over terms of supply

Clear advice and guidance published

The whole supply chain is working more effectively

5 4 3 2 1
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SUCCESS FACTORS – COLES 

On a scale of 5 (significant improvement) to 1 (no improvement)
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The culture has changed to a more collaborative approach

Comfortable to raise issues with the retailer when treated unfairly

Greater influence over terms of supply

Clear advice and guidance published

The whole supply chain is working more effectively
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SUCCESS FACTORS – WOOLWORTHS

On a scale of 5 (significant improvement) to 1 (no improvement)
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The culture has changed to a more collaborative approach

Comfortable to raise issues with the retailer when treated unfairly

Greater influence over terms of supply

Clear advice and guidance published

The whole supply chain is working more effectively
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SUCCESS FACTORS – METCASH 

On a scale of 5 (significant improvement) to 1 (no improvement)

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

The culture has changed to a more collaborative approach

Comfortable to raise issues with the retailers when treated unfairly

Greater influence over terms of supply

Clear advice and guidance published

The whole supply chain is working more effectively

5 4 3 2 1
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COMPLIANCE ISSUES – ALDI
2020

 32%

 1%

–
 17%

–
–

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

Late payments

Deductions off invoice/remittance without consent

Inability to renegotiate waste payments

Request for payment as a condition of stocking or listing a product

Request for payment for better positioning or increased shelf space

Cancelling promotion or reducing order by >10% (>20% for Metcash)

Retailer over ordering on promotion and selling at full price

Delisting - without reasonable notice

Delisting - without genuine commercial reason

Delisting - as a result of a complaint or dispute raised

Delisting - significantly reducing store distribution

Delisting - inappropriate use of b-prefix

Material changes to supply chain produces without notice

Infringe intellectual property and/or confidential information (private label)

Lack of clarity on ranging principles

Lack of clarity of shelf space allocation principles

Retrospective variation of agreements

Request for payment of signatory activities

Yes No

–
–

–

–

–
–

 32%

–
–
–

 1%c

 4%
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COMPLIANCE ISSUES – COLES 
2020

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

Late payments

Deductions off invoice/remittance without consent

Inability to renegotiate waste payments

Request for payment as a condition of stocking or listing a product

Request for payment for better positioning or increased shelf space

Cancelling promotion or reducing order by >10% (>20% for Metcash)

Retailer over ordering on promotion and selling at full price

Delisting - without reasonable notice

Delisting - without genuine commercial reason

Delisting - as a result of a complaint or dispute raised

Delisting - significantly reducing store distribution

Delisting - inappropriate use of b-prefix

Material changes to supply chain produces without notice

Infringe intellectual property and/or confidential information (private label)

Lack of clarity on ranging principles

Lack of clarity of shelf space allocation principles

Retrospective variation of agreements

Request for payment of signatory activities

Yes No

–
–

 1%

–
 2%

–
 1%

 7%

 1%

 3%

 1%

–
 1%

–
–

 1%

 1%

 2%
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COMPLIANCE ISSUES – WOOLWORTHS
2020

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

Late payments

Deductions off invoice/remittance without consent

Inability to renegotiate waste payments

Request for payment as a condition of stocking or listing a product

Request for payment for better positioning or increased shelf space

Cancelling promotion or reducing order by >10% (>20% for Metcash)

Retailer over ordering on promotion and selling at full price

Delisting - without reasonable notice

Delisting - without genuine commercial reason

Delisting - as a result of a complaint or dispute raised

Delisting - significantly reducing store distribution

Delisting - inappropriate use of b-prefix

Material changes to supply chain produces without notice

Infringe intellectual property and/or confidential information (private label)

Lack of clarity on ranging principles

Lack of clarity of shelf space allocation principles

Retrospective variation of agreements

Request for payment of signatory activities

Yes No

–
–
 1%

 3%

–
 2%

 7%

 1%

–
–
 3%

–
 3%

 2%

 6%

 1%

 1%

 1%
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COMPLIANCE ISSUES – METCASH

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

Late payments

Deductions off invoice/remittance without consent

Inability to renegotiate waste payments

Request for payment as a condition of stocking or listing a product

Request for payment for better positioning or increased shelf space

Cancelling promotion or reducing order by >10% (>20% for Metcash)

Retailer over ordering on promotion and selling at full price

Delisting - without reasonable notice

Delisting - without genuine commercial reason

Delisting - as a result of a complaint or dispute raised

Delisting - significantly reducing store distribution

Delisting - inappropriate use of b-prefix

Material changes to supply chain produces without notice

Infringe intellectual property or confidential information (private label)

Lack of clarity on ranging principles

Lack of clarity of shelf space allocation principles

Retrospective variation of agreements

Request for payment of signatory activities

Yes No
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PRICE INCREASE – CONFIDENTIAL INFORMATION

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Aldi

Coles

Woolworths

Metcash

Required Requested Not requested or required
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PRICE INCREASE – GOOD FAITH NEGOTIATIONS

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Aldi

Coles

Woolworths

Metcash

Yes No
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DISPUTE RESOLUTION
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CODE ARBITER

Do you know 
who the CA is 

and how to 
contact them?

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Aldi

Coles

Woolworths

Metcash

Yes No
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DISPUTE RESOLUTION – CODE COMPLIANCE MANAGER

RAISED COMPLAINT WITH CCM/CA
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DISPUTE RESOLUTION  – COMMERCIAL BUYING TEAM

RAISED ISSUE WITH BUYING TEAM HANDLED SATISFACTORILY
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DISPUTE RESOLUTION

MAIN IMPEDIMENTS TO RAISING AN ISSUE WITH...

Aldi Coles Woolworths Metcash ACCC

1

Fear of damaging 
commercial 
relationship

Fear of damaging 
commercial 
relationship

Fear of damaging 
commercial 
relationship

Fear of damaging 
commercial 
relationship

Prefer to address 
the concern directly 
with customer

2

Do not think the 
concern is 
important enough 
to escalate

Fear of retribution Fear of retribution Fear of retribution

Do not think the 
concern is 
important enough 
to escalate

3 Fear of retribution 
Not confident that 
confidentiality will 
be maintained

Not confident that 
confidentiality will 
be maintained

Not confident that 
confidentiality will 
be maintained

Do not think the 
ACCC can do 
anything to address 
the issue
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FINAL THOUGHTS
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MOST SIGNIFICANT ISSUE
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For more information please contact 
Samantha Blake – Director, Industry Affairs

mailto:Samantha.blake@afgc.org.au

