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The GFC has simply been an interruption 
to what seems to be inevitable – 100m 
barrels of demand a day by 2030



This continued growing demand will be 
priced off the marginal barrel of supply 
that comes at a surprising cost



Understanding the sector is mostly 
through a retail customer experience but 
that is just a small part of the infrastructure

• 30-45 days away from supply sources

• 8.5 billion litres consumed each year 

with over 75% produced by NZRC

• Refinery to Auckland pipeline meets 

40% of national demand

• A network of ten coastal terminals 

serviced by two ships

• Tight domestic supply chain exposed 

through limited recent investment 

and ongoing asset closure

• Consolidation a likely outcome?



With so much attention needed on a 
tight infrastructure, where is the 
customer in all of this?

• Customers have got lost in a sector 

that returns 6-8% on capital employed

• 50% of our revenues flow from 

customers beyond the service station

• The “good news” is customers have 

extremely low expectations

• And low levels of understanding

• Over the years choice has been 

unilaterally taken away from them

• We’re failing to tell our stories or 

develop and protect our brands



The sector is mature but the pathways to 
success with customers need to be more 
contemporary and dynamic



New Zealanders are ready to move on; 
ready for a change in the way we think 
and talk about ourselves

The prevailing story has been:

•A Kiwi battler and the underdog

•She’ll be right mate

•Number 8 wire

•Tall poppy syndrome

The emerging new Kiwi story:

�World class in whatever we do

�Innovate and lead

�Celebrate success…

�… and still keep humble 

�Ditch the cultural cringe



What may the future hold for the fuels 
industry in New Zealand?

• A higher priced transport fuels future

• Steady evolution of alternative fuels

• Exits by “Big Oil” leads to 

consolidation and/or fragmentation 

through the supply chain

• Increased pressure on infrastructure 

through compounding growth

• An ongoing call for investment 

throughout the supply chain

• Customer offers increasingly 

differentiated due to a variety of 

marketing competitors



How will Greenstone Energy play a role 
in this emerging future for our Kiwi 
customers?

• Keeping safe, as things change

• We’re local and we’re staying here

• Doing what matters for customers, 

our owners and NZ Inc.

• Investing in jobs, infrastructure and 

technology

• While growing our returns on capital

• Willing to innovate and take sensible 

risks with customer offers

• Contributing to NZ’s energy future 

• Brand and strategy - watch this 

space…


