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We appreciate the opportunity to share 
these articles, best practices, market 
activity and trends within the food and 
beverage sector. Thank you for your 
readership and we hope you enjoy  
the newsletter!

Ellis Orlan
Co-Chair
Food & Beverage Practice 
eorlan@fullerllp.com

Bruce Roher
Co-Chair
Food & Beverage Practice
broher@fullerllp.com

As with any business, operating a 
company in the food and beverage 
sector comes with its unique set of 
challenges. What sets the successful 
companies apart from those that fail 
is their ability to manage risk, identify 
and capitalize on opportunities, and 
leverage their core values and strengths.

Benchmarking is a technique used 
to assess whether your business is 
running optimally by comparing key 
performance indicators (KPIs) to target 
benchmarks or industry best practices. 
In the article “Benchmarking to Improve 
Profits and the Value of Your Business”, 
our Valuations Partner, Bruce Roher, 
explains how benchmarking can be 
utilized to capitalize on your company’s 
strengths, which can have an impact on 
the value of your business. Fine-tuning 
your unique core differentiators and 
executing in terms of your KPIs can help 
mitigate external risks, which can be 
unpredictable.

Your company’s success can be 
improved not only by leveraging your 
strengths, but also by understanding 
the strengths and weaknesses of your 
competition.  In our article “Knowing 
Your Competition”, our Insolvency 
and Restructuring Partner, David 
Filice, and Corporate Finance Partner, 

Jonas Cohen, explore the process of 
developing a competitive assessment 
including understanding the strengths 
and weaknesses of your competition 
and managing risk by having a playbook 
to address potential new competitors.

In the “Road to Success” article, 
our client Nella Cutlery is featured.  
We learn how three generations of 
the Nella family succeed in running 
the business by working together. The 
Nella Cutlery story illustrates some of 
the key succession issues that arise 
in multi-generational businesses. 
It’s an excellent example of how you 
can structure a business when three 
siblings all desire leadership roles.  
The article also addresses empowering 
the siblings’ children and potentially 
their children who may become 
involved in the business.

The “Fast Facts, Trends and Recent 
News” section sets out selected food 
and beverage market transactions in 
Canada and the United States from 
March 2018 to July 2018.

The most significant Canadian 
transaction involved Premium Brand 
Holdings Corporation, which acquired 
the assets of Oberto Sausage Co,  
a Seattle-based producer of beef jerky 
and other protein-based snack foods 
and increased its stake in McLean 
Meats Inc. to 66.2% from 36.2%.  
McLean Meats is a Vancouver-based 
supplier of organic processed deli 
meats. The combined purchase price 
of the two businesses was $237 
million, with combined revenue of 
approximately $246 million. 

WELCOME TO OUR 
SUMMER/FALL 2018 FOOD  
& BEVERAGE NEWSLETTER 
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BENCHMARKING TO 
IMPROVE PROFITS  
AND THE VALUE OF  
YOUR BUSINESS
Benchmarking is a technique used to assess whether your 
business is running optimally by comparing key performance 
indicators to target benchmarks or industry best practices.    
You can compare your company’s metrics to those 
of competitors, or against targets established within  
the company. If your business is large enough, you can 
compare one division with another. 

FINANCIAL BENCHMARKING

You can find data relating to other similar-sized companies 
in the same North American Industry Classification System 
(NAICS) code for your business by using a free Government 
of Canada website. For example, comparing your gross 
profit percentage to the industry average, will indicate how 
effectively you are earning profits from sales. If your gross 
profit percentage is materially lower than the industry 
average, you should identify the reasons and consider steps 
to streamline and improve efficiency levels of your operation. 
This can involve improvements in production techniques, 
time to fill orders, inventory management, etc.

The industry information can also be used to benchmark 
your company’s expenses as compared to industry averages.  
This will allow you to assess whether you should put increased 
effort towards reducing expenses. Financial benchmarking  
will provide your management team with insightful 
information to develop a more effective and meaningful 
strategic planning process.

OPERATIONAL/PROCESS BENCHMARKING

In food manufacturing, you will want to set objectives to 
measure the quality, consistency, and efficiency of your 
operational processes. This could include setting targets for 
defects, waste/scrap, quality of product, downtime, set-up 
time, time to fulfil orders, productivity level per employee, etc.  
Once you have established objectives, you can then establish 
benchmarking data and “key performance indicators” (KPIs).  
This is an excellent way to engage your team so that they 
understand what is important for the success of the business 
and profit improvement. You can then align performance 
measurement to improve employee performance and 
profitability. It also can provide greater management 
accountability.

Employee benchmarking data can be critical to improving 
performance in your organization.  For example, consider 
data such as absenteeism rate, the number of suggestions 
by employees, attrition rate, training cost per employee, 
employee satisfaction index (measured by an employee 
survey), etc.  
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BY BRUCE ROHER, CPA, CA▪IFA, CBV, CFE, CFF

Bruce is a partner in Fuller Landau’s Valuations and Forensic 
Accounting practice, and co-chair of the firm’s Food & Beverage 
group. He can be reached at (416) 645-6526 or by email at 
broher@fullerllp.com. 

SALES/CUSTOMER BENCHMARKING

On the sales side, KPIs can be established on items such as on-
time deliveries, repeat customer sales to total sales, number 
of customer complaints, etc.  By using KPIs, you can measure 
how successful you are in reaching targets.

IMPROVED VALUE OF YOUR BUSINESS

It’s easy to see how your company has done in the past by 
reviewing your historical financial statements.  But to increase 
profits, you need to develop KPIs to measure and improve 
performance in key areas.  

A company’s value may be determined by assessing the 
ongoing maintainable cash flow and then applying a multiple.  
The multiple reflects the risk of sustaining the maintainable 
cash flow in the future. 

By benchmarking and regularly analyzing KPIs, your business 
value can be positively impacted in two ways. First, over 
time, decision making can improve and result in stronger 
cash flows, which in turn will increase the maintainable cash 
flow and therefore value. Second, by developing a corporate 
culture of benchmarking, the strength of your management 
team and employees is improved and can be a positive factor 
in reducing the risk of the business. This can potentially 
increase the multiple applied to maintainable cash flow and, 
as a result, increase the value of your business. Benchmarking 
can be invaluable!



SUMMER/FALL 2018
FOOD AND BEVERAGE NEWSLETTER6

KNOWING  
YOUR COMPETITION
Understanding your competitors and potential competitors 
and their strengths and weaknesses is vital to making sure 
your business is successful. This is especially important to 
small- or medium-sized businesses as they have the ability 
and flexibility to adapt to changing economic and/or  
market conditions. 

We outline some of the process and issues that you should 
focus on while you identify, analyze, and determine the 
strengths and weaknesses of your competition.

CURRENT COMPETITORS

The first step is to develop a basic profile of each of your 
primary competitors. Here are some suggested ways to  
gather information:

Check out their websites and marketing materials. 
Most of the information you need about products, 
services, prices, and company objectives should be 
readily available. If that information is not available, you 
may have identified a weakness;

Browse. Search the Internet for news, media releases, 
and other mentions of your competition. Search blogs 
and social media feeds (Twitter, LinkedIn, Instagram) as 
well as reviews and recommendations;

Visit locations. This may be possible if the competitor is 
a retail business; 

Review of Annual Reports. This is only applicable if the 
competitors are public companies;

Biographies of Staff and Company History. 
Understanding how your competitors got their start and 
learning the backgrounds of key staff usually reveal a lot 
about the company and their culture;

Talk to your Competitors. Be friendly with your 
competitors, they are not your enemies. You all share 
things in common and it will be easy to talk shop. They 
may open up and provide information freely. As well, in 
the future, you may find that you can work together on 
projects or possibly decide to merge; 

1

2

3

4

5

Attend Trade Shows. Check which of your competitors 
are also participating in the shows. Look at their displays 
and observe how busy they are and who is visiting them; 
and

Speak to your Customers and Suppliers. Staying 
close to your customers is always key for any business. 
Don’t be afraid to ask your customers who else they buy 
from, as this information will offer you insight on your 
customers and their business. You may be able to offer 
them the same service or product. Your suppliers might 
be supplying your competitors as well. They may be 
willing to share with you what some of the competitors 
are buying from them and their volumes.  This way, you 
can estimate how your competitors’ sales are tracking 
against your own.

We caution you that the information that you gather may 
be anecdotal and some may be based on the opinions of a  
few people. 

6
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In the past, when we have consulted with business owners 
who needed to provide a business plan to their bankers or 
were getting ready to divest their business, it was appropriate 
to recommend in certain situations that a competitive analysis 
be performed by a third party. This practice removes   any 
bias that the business owners may have of their competitors. 
In addition, it is good to have the competitive landscape 
validated by a neutral party as this possibly is one of the 
most important issues that investors look at closely. If a third 
party is used, it could become a bit expensive, but it may be 
warranted. Even if you do not ever plan to seek financing or 
bring in investors, you absolutely must know your competition 
to succeed in business.

Understanding your competition, along with your own 
business’ strengths and weaknesses and a willingness to adapt 
and change, is critical for long term success.

POTENTIAL COMPETITORS

It’s tough to predict future competition. However, there are 
ways to anticipate when competition may follow you into a 
market. Other business owners may see the same opportunity 
you see. Think about your business and your industry, and 
if the following conditions exist, you may face competition 
down the road:

 � The industry enjoys relatively high profit margins;

 � Entering the market is relatively easy and inexpensive;

 � Supply is low, and demand is high; and

 � Very little competition exists today.

In general terms, if serving your market seems easy, you can 
safely assume competitors will enter your market.

After reviewing the information on your known and potential 
competitors, you should be able to understand the following:

 � Competitors’ market share;

 � Markets that are being targeted;

 � Market conditions, i.e. growing or shrinking;

 � What is your competitive advantage or your 
competitors’ weaknesses; and

 � What you will do if competition enters the market

BY JONAS COHEN, MBA, CPA, CA

Jonas is a partner in Fuller Landau’s Corporate Finance/M&A 
practice, and a member of the firm’s Food & Beverage group. 
He can be reached at (416) 645-6574 or by email at  
jcohen@fullerllp.com.

BY DAVID FILICE, CPA, CA, CIRP, LIT

David is a partner in Fuller Landau’s Restructuring and 
Insolvency practice, and a member of the firm’s Food & 
Beverage group. He can be reached at (416) 645-6506 or  
by email at dfilice@fullerllp.com. 
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ROAD TO SUCCESS  
NELLA CUTLERY: A SUCCESSFUL 
FAMILY-OWNED BUSINESS NAVIGATES 
SUCCESSION ISSUES
In 1950, Antonio Nella made a life-changing decision, moving 
from his home town in Carisolo, Italy to Canada in search 
of a better life for his young family. He worked odd jobs in 
Toronto until he could afford to send for his family to join him. 
Fortunately, his brother-in-law had emigrated to Buffalo a 
few years earlier and was able to help Antonio get started in 
business by giving him a truck which had a knife sharpener in 
the back. So began the early foundation of what would grow 
to become Nella Cutlery, a premier sales and service company 
for all types of cutlery and food machinery, with locations 
throughout Canada.

Initially, Nella’s customers paid to rent knives, exchanging 
them each week or month with freshly sharpened knives. The 
business gradually expanded over time with the acquisition 
of additional trucks, a fixed location, and eventually the 
manufacture of a custom line of knives and diversification of 
its product offering. Today, Nella rents and sells knives, deli 
slicers, cheese graters, pasta machines and more to grocery 
stores, restaurants, schools, cafeterias, and hospitals. The 
company sells to both wholesalers and consumers, repairs 
equipment, and supplies parts, as needed.

Nella Cutlery is an excellent example of a third-generation 
family business that successfully navigated a challenging 
succession issue. Three of Antonio’s five children (Augusto, 
Emilio, and George) were involved in the business from an 
early age. When their children in turn expressed an interest in 
joining the business, the family realized that decisions needed 
to be made in order to avoid potential conflicts resulting from 
“too many chefs in the kitchen.” And so, the Hamilton, Toronto, 
and Mississauga sales territories were divided among the 
three brothers. 

We met with Rena Nella, Augusto’s daughter (and Antonio’s 
granddaughter), who has been running the Hamilton 
operation with her brother Stefano, for about 15 years since 
their father retired. A clear understanding of their roles, talents, 
and skills was an important element of properly structuring 
the business and limiting potential conflict. Rena manages 
the bookkeeping, accounting, and finance function of the 
business, while Stefano oversees the sales, showroom, and 
operations side of the business. Their two younger brothers 
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operate Nella Cutlery locations in Vancouver and Seattle, with 
other Nella relatives running knife sharpening businesses 
across the United States.

“The business has grown over the years through a lot of hard 
work and a little bit of luck,” says Rena. “We have constantly 
been on the lookout for new ways to service our existing 
customer base, while exploring new markets to tap into.” Case 
in point: “With the growing interest and evolution of food 
shows on television in the past decade or so, the retail side 
of Nella Cutlery has really taken off, as people have become 
more interested in cooking at home. The online sales side of 
our business has experienced a great uptick in growth.” 

Rena indicated that it is critical to have good lines of 
communication for family members working in the business. 
Despite vastly different personalities and unique skillsets, 
Rena and her brother Stefano have found a rhythm to running 
the family business side-by-side to manage the growth. “It 
works because we respect each other and the decisions we 
make. We give each other the space and autonomy we each 
need, in order to do what’s right for the business.”   

The succession issue will likely present itself again in the 
near future. Rena explains that their respective children are 
still too young to be involved in the business, but they will 
encourage them to come aboard when they’re older “if they 
show an interest.”  Rena added, “it’s important to give the next 
generation time to pursue their own aspirations.”

For now, Rena and Stefano continue to focus on growing the 
family legacy of Nella Cutlery.

TO LEARN MORE ABOUT NELLA CUTLERY HAMILTON, 
VISIT WWW.NELLAHAMILTON.CA. 
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FAST FACTS, 
TRENDS 
AND RECENT 
TRANSACTIONS
(AS OF JULY 31, 2018) 

Selected Food 
Manufacturers, 
Distributors, Grocery 
and Super Centres

Industry  
Classification

Last 12 
Months
Revenue 
(Millions)*

Enterprise 
Value 

(Millions)*

EV/
EBITDA*

Loblaw Companies 
Limited (TSX:L)

Grocery Stores 
(Primary)  46,508.0  39,938.0 CAD  10.1 

Alimentation Couche-
Tard Inc. (TSX:ATD.B)

Grocery Stores 
(Primary)  66,088.1  44,965.5 CAD  11.5 

Saputo, Inc. (TSX:SAP) Food Products 
(Primary)  11,542.5  18,331.4 CAD  14.6 

Empire Company 
Limited (TSX:EMP.A)

Grocery Stores 
(Primary)  24,312.8  8,384.4 CAD  9.9 

Metro Inc. (TSX:MRU) Grocery Stores 
(Primary)  13,312.4  11,185.4 CAD  10.8 

Maple Leaf Foods Inc. 
(TSX:MFI)

Food Products 
(Primary)  3,511.9  3,957.9 CAD  12.8 

Lassonde Industries Inc. 
(TSX:LAS.A)

Food Products 
(Primary)  1,513.1  2,077.7 CAD  11.8 

High Liner Foods Inc. 
(TSX:HLF)

Food Products 
(Primary)  1,415.0  792.1 CAD  10.8 

Premium Brands 
Holdings Corporation 
(TSX:PBH)

Food Products 
(Primary)  2,305.0  4,119.8 CAD  22.1 

SunOpta Inc. (TSX:SOY) Food Products 
(Primary)  1,637.6  1,627.5 CAD  22.6 

Clearwater Seafoods 
Incorporated (TSX:CLR)

Food Products 
(Primary)  612.7  795.8 CAD  8.6 

Costco Wholesale 
Corporation 
(NasdaqGS:COST)**

Hypermarkets 
and Super 
Centers

 139,465.0  95,665.4 USD  16.1 

Wal-Mart Stores Inc. 
(NYSE:WMT)**

Hypermarkets 
and Super 
Centers

 505,491.0  304,799.8 USD  9.3 

Median 11.5

*Source: Capital IQ     **U.S. Public Company      

Enterprise value/EBITDA multiples of selected food manufacturers, distributors, grocery and super centres ranged from 
8.6 to 22.6 with a median of 11.5 as at July 31, 2018.

DISCLAIMER: The information in this 
section has been provided by external 
sources and is subject to change. Fuller 
Landau LLP is not responsible for the 
accuracy, reliability or timeliness of 
the information supplied by external 
sources. Readers wishing to rely upon this 
information should consult directly with 
the source of the information.

ECONOMIC INDICATORS

 2018 2017

Toronto Employment  
Growth  
As at June 30 2.3% 1.1%
 
Toronto  
Unemployment Rate  
As at June 30   6.3% 6.7% 

Inflation  
(Yr/Yr CPI Growth) 
As at June 30 2.5% 1.0%

Bank of Canada  
Overnight Rate  
As at July 31 1.5% 0.75% 

Prime Rate  
As at July 30 3.7% 2.95%

Chartered Bank Fixed  
Mortgage Rates  
1 Year 3.49% 3.14%
3 Year 4.3% 3.39%
5 Year 5.34% 4.84% 

Source: Toronto Real Estate Board Market Watch July 2018  
and July 2017. 



SUMMER/FALL 2018
FOOD AND BEVERAGE NEWSLETTER 11

SELECTED CANADIAN TRANSACTIONS

Announced Date Target/Issuer

Total  
Transaction  

Value  
($ millions)

Buyers/Investors Sellers

April 12, 2018 McLean Meats Inc.(30% stake) and 
Oberto Sausage Co, Inc (all assets) 237 CAD Premium Brands Holdings 

Corporation (TSX:PBH)
McLean Meats Inc. and Oberto 
Sausage Co, Inc

May 23, 2018 Shepherd Gourmet Dairy (Ontario) 
Inc. 100 CAD Saputo Inc. (TSX:SAP) Shepherd Gourmet Dairy (Ontario) 

Inc

May 29, 2018 D&S Meat Products Ltd. Undisclosed Cardinal Meat Specialists 
Limited Dan and Sasha Milanovic

June 14, 2018 Pinty's Delicious Foods Inc. Undisclosed Olymel S.E.C. / L.P. Pinty's Delicious Foods Inc.

June 20, 2018 Noble Foods Nutrition Inc. Undisclosed Novacap Investments, Inc. Noble Foods Nutrition Inc.

July 26, 2018 AGT Food and Ingredients Inc. 
(TSX:AGT) (72.51% stake) 320 CAD 

Management Buyout by Murad 
Al-Katib (President & CEO)  
backed by Fairfax Financial 
Holdings Limited (TSX:FFH) and  
Point North Capital Inc

Letko, Brosseau & Associates Inc. 
and other shareholders

SELECTED US TRANSACTIONS
March 25, 2018 Fiesta Mart, L.L.C. 265 USD Bodega Latina Corporation ACON Investments, L.L.C

March 26, 2018 Azure Water, L.L.C. 2 USD IsoBev, Inc. Azure Water, L.L.C.

April 4, 2018 Ainsworth Pet Nutrition Parent, LLC 1,900 USD NU Pet Company L Catterton and the Lang Family 

April 9, 2018 National Beef Packing Co. LLC 969 USD Marfrig Global Foods S.A. 
(BOVESPA:MRFG3)

Jefferies Financial Group Inc. 
(NYSE:JEF) (formerly known as 
Leucadia National Corporation 
(NYSE:LUK))

April 24, 2018 La Vida Verde, Inc. (51% stake) 8 USD International Cannabrands Inc. 
(CNSX:JUJU.A) Bryce Berryessa and Eric Hara 

April 26, 2018 Old Orchard Brands, LLC 159 USD Lassonde Industries Inc. 
(TSX:LAS.A) Saur family 

May 2, 2018 Apio Cooling LP (remaining 
partnership units) 5 USD Apio, Inc. B&D Farms, LLP; San Ysidro Farms, 

Inc.; RCM Farms, LLC

May 6, 2018 Tate's Bake Shop, Inc. 500 USD Mondelez International, Inc. 
(NasdaqGS:MDLZ) The Riverside Company

May 8, 2018 California Olive Ranch Inc 20 USD Crefica, SL; Calliopsis, LLC; 
Duncanson SL Molinos USA, Corp.

May 17, 2018 Zipfizz Corporation 80 USD KUC Holding

Brian Winn, Estate of Riley 
Livingston, Scott S. Brand, George 
M. Winn and The Long Term 
Investment Trust 

June 1, 2018 New England Confectionery 
Company, Inc. 17 USD Round Hill Investments, LLC Ares Capital Management LLC

June 4, 2018 Future FinTech Group Inc. 
(NasdaqGM:FTFT) (2.6% stake) 2 USD Bingke Zhang SkyPeople International Holdings 

Group Limited

June 6, 2018 Bhakti Chai LLC (minority stake) Undisclosed Molson Coors Brewing 
Company (NYSE:TAP) Bhakti Chai LLC

June 26, 2018 Excelsior Wine Company, LLC (50% 
stake) 41 USD Fetzer Vineyards, Inc. Banfi Products Corporation

June 27, 2018 Pinnacle Foods Inc. (NYSE:PF) 10,987 USD Conagra Brands, Inc. 
(NYSE:CAG)

The Vanguard Group, Inc.; JANA 
Partners LLC; Capital World 
Investors

July 2, 2018 Good Karma Foods, Inc. (unknown 
minority stake) 15 USD Dean Foods Company 

(NYSE:DF) Good Karma Foods, Inc.

July 8, 2018 Elior North America (18% stake) 115 USD Elior Group S.A. (ENXTPA:ELIOR) Minority shareholders

July 20, 2018 Insomnia Cookies, LLC Undisclosed Krispy Kreme Doughnut 
Corporation Insomnia Cookies, LLC

July 26, 2018 SUPERVALU INC. (NYSE:SVU) 2,904 USD United Natural Foods, Inc. 
(NasdaqGS:UNFI) SUPERVALU INC. (NYSE:SVU)



OUR FOOD & BEVERAGE PRACTICE 

Fuller Landau LLP is a leading, mid-sized accounting, tax, and advisory firm with 
offices in Toronto and Hamilton, and a long-standing reputation for excellence 
behind our name. We work closely with our clients to build value, protect wealth, 
and generate sustainable results.

We know that being in business within the Food & Beverage industry presents a 
unique set of challenges: consumer needs and preferences are constantly changing, 
the costs of raw materials and food ingredients are on the rise, the regulatory 
environment has become increasingly complex, and inventory and logistics need to 
be managed effectively. The Fuller Landau team has hands-on experience providing 
practical insight and value-added service to companies just like yours.

OUR FOOD &  
BEVERAGE TEAM

JONAS COHEN 
416-645-6574 
jcohen@fullerllp.com

BENNIE ESPOSTO
905-561-2992
besposto@fullerllp.com

DAVID FILICE 
416-645-6506 
dfilice@fullerllp.com

MEGHAN HALEY
416-645-6511
mhaley@fullerllp.com

GORDON JESSUP 
416-645-6508 
gjessup@fullerllp.com

JEFFREY MANDELL
416-645-6509
jmandell@fullerllp.com

ELLIS ORLAN 
416-645-6568
eorlan@fullerllp.com

BRUCE ROHER 
416-645-6526 
broher@fullerllp.com

ANDY YAP
416-645-6536
ayap@fullerllp.com

FULLER LANDAU LLP
151 Bloor Street West
12th Floor
Toronto, Ontario
Canada  M5S 1S4
416-645-6500

45 Goderich Road
Unit 11
Hamilton, Ontario  
Canada L8E 4W8
905-561-2992

www.fullerllp.com

QUESTIONS? COMMENTS? 
Please contact our Marketing 
team at marketing@fullerllp.com.


