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Host
	BEGINNING OF TRANSCRIPT


Good afternoon, or good morning, everyone. Happy Friday!
My name is Gael Murara I am the CEO of AAR (African Alliance Rwanda).
We are a leading stockbroker on the Rwanda Stock Exchange, and
like every year I am very happy to welcome you to BRALIRWA’s annual conference investor call.

Today, like last year the earnings will be co-presented by the Finance Director Mustapha Gammar, welcome Mustapha.
But unlike last year, we have a new presenter.
It’s with great honor that I would like to introduce the new Managing Director and Vice Chairperson of the board, Mrs. Ethel Emma-Uche. She joined BRALIRWA, I believe in 2 months ago, from IBECOR in Belgium where she had been the Managing Director since 2022. 

During her leadership, she enhanced the organization and processes towards greater customer focus, supporting the company to excel in their market while ensuring good governance and shaping the future through business expansion, people development, and further digitization.
 
Before, she was a Supply Chain Director at BRALIMA in the Democratic Republic of the Congo (DRC), where she played a pivotal role in turning the business around, including the comprehensive transformation of BRALIMA's supply chain, that included setting up a supply chain training school, localizing key positions, increasing the presence of women in the supply chain, and achieving notable results in talent development, and safety culture, and compliance. 

Before that she also worked at Nigerian Breweries Plc for over 12 years, holding several Supply Chain positions, becoming a trailblazer for the HEINEKEN Africa Region.
So, a big welcome to Rwanda, Ethel!  We wish you more success at BRALIRWA, and we are very excited to have you with us today.
Without further ado, I will give the floor to Ethel Emma-Uche and the BRALIRWA team for the presentation, and I will come back later to moderate the Q&A Session. Back to you, BRALIRWA Team.


	Ethel Emma-Uche
	Thank you, Gael, for the introduction and warm welcome. I am happy to be in this beautiful country.
Good afternoon, ladies and gentlemen, and thank you for joining us today for our 2024 full year results conference call. 
Before we take on the questions, we would like to take you through a few opening remarks on BRALIRWA’s full year results, which were
Released a few weeks ago.
 There are also some slides accompanying this call which you should be able to access on our company website. With that, I would like to go to slide two, which contains our disclaimer as usual.
This presentation contains forward-looking statements regarding the financial position and results of the operations of BRALIRWA. 


These forward-looking statements are subject to risks and uncertainties that could cause actual results to differ materially from those expressed in the forward-looking statements. Many of these risks and uncertainties, such as future market and economic conditions, the behavior of other market participants, Changes in consumer preferences, the cost of raw materials, fluctuations in interest rates and foreign exchange rates, changes in tax rates, changes in laws, changes in pension costs, the actions of government regulators, and weather conditions relate to factors that are beyond BRALIRWA's ability to control or estimate precisely. These and other risk factors are detailed in BRALIRWA's publicly filed annual reports. 

You are cautioned not to place undue reliance on these forward-looking statements, which speak only as of the date hereof. BRALIRWA Plc  undertakes no obligation to publicly release any revisions to these forward-looking statements to reflect events or circumstances after the date of these materials.

On the next slide, we have the 2024 macroeconomic and market context.
I would like to start by providing some context on the macroeconomic condition and market contest in Rwanda in 2024. The Rwandan economy ended 2024 on a high note, with an annual economic growth of 8.9%. This strong finish is primarily attributed to a healthy performance in the tourism sector, followed by the services sector. Although the industrial 
And agricultural sectors also experienced growth.
In 2024, inflation averaged 4.8% significantly, down from 19.8% the previous year.

The Rwandan franc depreciated by 3.9% versus the euro and lost 9.1% of its value against the US dollar in 2024 versus 2023, mainly driven by persistent large current account deficits with the US.

On the next slide, we will look at brand development.
In 2024, Primus continues to hold its position as the number one beer in the hearts of consumers.
Memorable activations in football, with PNL, and in music through sponsorships like Iwacu Muzika 3040 y' Ubutore, and Davis D 10-year concert, have made a lasting impact on the Rwandan music scene.

Heineken achieved remarkable growth with a double-digit volume increase, solidifying its position as the leading international premium beer. This success was driven by leveraging global platforms like UCL and Credentials campaign, along with executing premium afterwork activities
Across key touch points. The brand further enhances its premium image through strategic premium events such as strictly soul, The Reminisce and golf tournaments.

Moving on to Amstel, Amstel delivered exceptional growth, significantly increasing volume and boosting brand power to rank among the top five brands. 
This success was driven by strengthening its friendship, positioning through the Friends of Amstel platform, engaging consumers across without forgetting a highly successful Tour du Rwanda activation.

Mutzig still leads the beer market in Rwanda for both volume and brand power. This year, Mutzig reinvented the Bold Night experience, offering brand ambassadors and Amabeats winners. Additionally, Mutzig will foster its leadership by sponsoring major events such as the Baba Xperience.

Now on to cheetah. Cheetah achieved double-digit growth driven by the introduction of the returnable glass packaging. 
The new RGP bottle launch boosted penetration and increased brand profitability while elevating the brand’s appeal. This strategic move allowed us to tap into nightlife energy by activating cocktail focused bars, reinforcing cheetah's position as go-to brand for vibrant social experiences. Through bold packaging, sponsorships like Time to Rise and Basketball and nightlife activations, cheetah cemented its reputation as an energizing market leader.

Vitalo, Vitalo achieved the major milestone with the launch of still water, driving brand growth and reinforcing its market presence while marking a significant innovation and expanding consumer reach. Vitalo also strengthened brand affinity through strategic partnerships, enhancing engagement across sports and entertainment.

At this point, I would like to call on Finance Director Mustapha to take us through the numbers.

	 
	

	Mustapha Gammar
	[bookmark: _heading=h.qyp8q0q6asqv]Thank you, Ethel. So, moving on to slide five, we have some of the key performance highlights from the full year 2024.
Our overall volume grew by 10.2%, driven by strong consumer demand and lower inflation. 
The revenue increased by 17.3% from both categories, beer and soft drinks positive mix of premium products, namely Heineken and Amstel and responsible pricing, which offset the increase in input costs. We  registered a profit of 5 billion Rwandan francs, driven by top-line growth, however, this was partially offset by increased material costs, higher selling and distribution costs and higher administrative costs.

The net profit was 36.9 billion Rwandan francs compared to 29.5 billion Rwandan francs in 2023, an increase of 25%, driven by a solid operating results and lower finance costs due to the easing of currency depreciation, mainly versus the euro.
Turning to the other slide.
There are some more details on our financial results for the full year 2024. Net profit grew by 25%, increasing earnings per share from 23.7 Rwandan francs to 36 Rwandan francs.
I would like now to hand it back to Ethel to take us through the community support initiative and the outlook for 2025.


	Ethel Emma-Uche
	Thanks Mustapha.
Sustainability and responsibility at the heart of our business.
These two are an integral part of our business and planning.
We are proud to be a socially responsible company and here are some of our key initiatives in 2024:
We partnered with Spouts of Water Rwanda to donate ceramic water filters to 250 households in Rwamagana district, Insurance  and clean
Drinking water to over 1,500 beneficiaries in the community.
 To celebrate World Environment Day, the Coca-Cola Company and BRALIRWA donated garbage collection bins to secondary and vocational schools in Kigali to promote environmental preservation.
We also partnered with Rubavu District for World clean-up Day,
Donating waste collection materials to cooperatives working around
Lake Kivu and participating in cleanup and waste management awareness activities.

We planted 20,000 trees in our water catchment areas, here in Kigali and Rubavu to enhance our water balancing efforts for environmental sustainability.

Promoting responsible consumption is a core value for us. In partnership with Rwanda National Police, we conducted employee dialogues at our Kigali Soft drinks plant and Gisenyi Brewery to emphasize safety and moderation. 
We also ran a multimedia campaign on national television, on radio, billboards and online media channels, to sensitize the public on moderation and to never drink and drive.

Now moving to the 2025 outlook. Rwanda's macro-economic factors are expected to continue being positive, especially with inflation easing. We remain committed to deliver superior growth, balanced between volume and value and improvement in productivity.
Our focus remains on driving revenue growth from the expanded beer capacity, along with enhanced value creation.

 This will be enabled by continuing to invest behind our brands,
 innovations, commercial capabilities and route-to-consumers to deliver long-term sustained value creation.
With that, I would like to hand back to the operator for any questions. Thank you.



	Host



	Thank you very much, BRALIRWA Team.
Thank you very much Ethel and Mustapha and congratulations on last          year’s performance.

I will now open the floor to the attendees. If you have any questions, please raise your hands, and I will allow you to unmute yourselves.
You can also use the chat; okay we have one. We have a question from Will Kelley. You are now allowed to unmute yourself. The floor is yours.
                  

	Will Kelley 
	Thanks for the call, and congrats on another strong set of results. I am interested in understanding if you have seen it, I know this is, you know, after the reporting period, but in terms of this year so far, have you seen any impact from, you know, any change in the macro situation from reduction of USAID benefits. Or any of the volatility that has occurred in markets? Has that affected consumer behavior or anything to that end?


	Ethel Emma-Uche
	Yes. Thanks for that question. So far, we have not seen any changes. The economy is quite stable. And actually, inflation so far is also on the decline. So, we are yet to see the impact, if any.


	Will Kelley
	Understood. And thank you just one further question related to, you know, declining inflation, I know that your pricing growth in the second half of 2024, while still very strong, was the lowest since 2020. I wonder if you could speak to the pricing dynamics you are seeing and to the extent to which you think you will be able to continue with pricing power?


	Mustapha Gammar
	Thanks for the question. So, as you explained, we are doing pricing to offset the impact on input costs. 
So, with the ease of inflation, we expect to moderate our pricing as we did the last year under 2024. So, for us, we are managing to offset the cost of inflation by pricing and will continue as it is.


	

Mustapha Gammar


	Understood. Thank you.
Welcome

	Host






Ethel Emma-Uche
	Thank you, Will. We have a question from the chat, and then I will give you the floor, Tim. The question from the chart is, “With the new currency capacity, how much percent can you grow the volume before you need to again invest in a new capacity?”

Yes, thank you for that question. Even with the capacity extensions we have made in Gisenyi, we still have a huge gap. If you look at our operations today, we hardly are able to keep one-day stock on any particular day. So, I would say that indeed we are still at the point where we need to start looking towards capacity extension.


	Host
	Thank you very much. I hope they have answered your question. Please feel free to write in the chat again. Tim, the floor is yours. You can unmute yourself.


	[bookmark: _heading=h.fec578qqmklu]Tim Staermose
	Thank you, I hope you can hear me, and congratulations again on good results. This is Tim Staermose from African Lions fund.
You have two distinct businesses in alcoholic beverages and soft drinks, but I note that you don't split them out.
It would be useful for us to know whether there was any great difference in the strength between Beer and Coca-Cola soft drink products. 
I don't know to what extent you are able to give us more color on the breakdown, there and then I was just going follow up on the earlier question about pricing power and price increases. 
Obviously your revenues grew at a  more significant rate than your volumes during the last financial year, so presumably you are not just passing on cost increases, but you are improving the product mix towards you know more profitable lines or somehow achieving more significant revenue growth, are you able to give us a bit more color on that, please? Thanks very much.


	Mustapha Gammar




                              
	Thanks for the question. 
Let me start with the second part of your question. As we explained, you are right; we are really trying to support our prime brands, so Heineken and Amstel, so as explained by Ethel, there has been double-digit growth with these two brands. So, it's the main driver of the mix improvement.
To the second first question about the split between the two categories of soft drink and beer, both are doing very well and the both categories grew last year. And again, you know, support the bill, there is less competition between beer versus soft drink and for what season we see that we are more Linked to bill portfolio versus outstanding. So, the bill portfolio is only RGB. So, with access to the market is not easy in Rwanda the soft drink there is a lot of products coming from neighbor countries. Did I answer your question


	Tim Staermose
	Yes, maybe I could just follow up on capacity. So, is the capacity constraints mostly in beer, or does that also apply to the soft drink side of the business?


	Ethel Emma-Uche 




Tim Staermose


Ethel Emma Uche

Tim Staermose                                  

	Yeah. Thank you. Capacity constraint is in beer, and that's why the €30 million investment we have done over the past two years has been in Gisenyi, where we have the brewery. 

Understood. So presumably there's no plans for capacity expansion in soft drinks?

 Not at the moment.

Okay. Great, Thank you!

	Host



Nick Padgett


































	Thank you, Tim. We have Nick as well, Nick. I am going to allow your microphone, and the floor is yours.

Hello. Thank you for the call. Welcome, Ethel. I noticed your background that you have a lot of expertise in the supply chain. So, I wanted to ask you a question, given all the trade disturbances in the world.
I take it perhaps to date, maybe you haven't seen any changes in  BRALIRWA’s supply chain, but I just wonder if you expect any changes or  what changes you might think could happen in the coming months, either in terms of ingredient availability or pricing and I suppose these could be either positive or negative changes from the current situation  that's my first question.

And then a second question more for Mustapha, I presume it's one of dollar availability. I know that's always can be a challenge in Rwanda, getting access to dollars. Have you seen any differences? Currently, do you see any differences from what was normal in the past? 
And then my third question, it’s something will touch upon.
I just wondered if you could go into more detail with the US withdrawing sources of aid and funding to Africa, such as USAID and other programs. To what extent do you think this might challenge the Rwandan government? Either through certain services not being available, or perhaps they need to spend more money to continue with some of the same services and you know that will be a budget challenge and you know, perhaps an impact on the currency if that's the case, those are my three questions. Thank you


	Ethel Emma-Uche
	Thank you very much. If I could start with the first one.
Looking at what is happening, I doubt that it would have a severe impact on our operations because most of our input materials come from Europe and China, and there is really no change with regards to these two sources of supply. We hardly buy things from the United States. It could be one or two special equipment. Other than that, we don't expect much disruption as a matter of fact.
May be I will take your last question with respect to the impact of the current situation on dollar availability. I think that from where we sit, we do not have the view of what is going on within the coffers of the Government. So, we just have to wait and see what they are willing to share in terms of impact. And I give the floor to Mustapha to comment on dollar availability.


	Mustapha Gammar
	No, for us the main currency we use is the euro. We don't use the USD; it is very limited. We don't see many changes, and it doesn’t impact on our business because the main currency is the euro. Most of the products we import come from Europe. Even if they are not from Europe, we pay in euros.

	
Nick Padgett
	
I understood. Understood the euros, but I guess I should have asked the question just in terms of any hard currency. In your case, euros. Have you seen any difficulties beyond what's normal and being able to source euros for either capital expenditure or, you know, for inputs you get from Europe?


	Mustapha Gammar
	No, the answer is no. We don't see any.

	
Nick Padgett
	
Ok, good. And Ethel just to follow up on your answer to the first question. You know, could it even be positive these trade disturbances that if you know countries like China and Europe are not selling as much to the US, that you might see either greater availability or lower pricing on some of your inputs or is that may be too much wishful thinking?


	
	


	Ethel Emma-Uche	







Nick Padgett                                     

Host



Tim Raschuk




Mustapha Gammar






Tim Raschuk

Mustafa Gammar                          

Tim Raschuk
Mustafa Gammar
Tim Raschuk

Mustafa Gammar

Tim Raschuk
	Well, I think in economics there is a lot of demand and supply. So, your point, If the US market is not available, then we expect that there will be a surplus, which could then impact prices. But again, these are speculations we know these trade discussions there's a lot that go into it. So, we have to wait and see, really, what lands essentially in terms of increasing supply and demand.

Okay Well, thank you and thanks again for doing the call.

Thank you very much. Tim, I am going to give you the floor.  There's another Tim. You can now unmute yourself.

Hi, this is Tim Raschuk from Frontaura. Two questions for me, my first is on excise tax, could you just remind us what the excise tax regime is and whether there have been any conversations about changing that regime?

Good. Thanks for the question. The excise duty regime now is based on value. Currently, we pay 60% on beer and 38% on soft drinks. Then there will be a lot of discussion around the tax regime, and recently the government confirmed that there will be an increase on the bill from 60 to 65%, but there will be no change to the regime. We continue to value both.

Okay. And when would you expect that increase to happen?

It's not yet confirmed, maybe June 1st or maybe next year? We don't know yet.




Okay. And when would the last increase for beer have been?

Of excise?

Yes 

Oh, it was long time ago, I think 10 years ago. Long time ago. 

Ok. And is it a similar case for soft drinks, that just doesn’t change and is revised every number of years? 


	Mustapha Gammar


Tim Raschuk

Mustapha Gammar

Tim Raschuk    




Ethel Emma Uche                                                                                                

Tim Raschuk
           

	None of the same. So, the last change was together soft drink, and beers was 10 years ago and now soft drink still the same.

So most likely they will increase beer, but soft drinks will still be the same.

Exactly.

Ok, that is clear. And then my third question on Heineken exports, is that a significant part of the business? Or not really, and would you ever expect it to become a significant part?

Here in BRALIRWA, we don’t do exports. 

OK, I thought at one point was discussed that, you know, BRALIRWA was the kind of regional Heineken production hub, and you could have exported regionally. But maybe given the strong domestic demand, you know that's not really necessary.

	
	

	Mustapha Gammar                                                                                                



	Yes, exactly. To our council, when we invested in Heineken local production, the plan was to export. But as you can see, we are short on capacity all the time. So, we will not be able to export.

	
Tim Raschuk
	
OK. I'm clear. Thanks for the call.


	 Host



Bernald Griesel











Mustapha Gammar








Bernard Griesel





Mustapha Gammar











Bernard Griesel

Host
	Thank you, Tim. Bernard, the floor is yours. And then I have a question from the chat.

Hi, thank you, thank you for the call. Can you please give us a split of volume growth between beer and soft drinks, maybe just to give us an idea of how beer growth and soft drinks volume growth was? 
And then on the excise tax, I also was wondering about that, I mean, how much will you need to increase price to offset that 60 to 65%. On value I mean, I guess. Then when last did you increase price and by how much, and do you expect any further price increases, or have you taken any price increases in 2025? Thank you.

So, the last part. So, the price increases, we are taking the price increase. So, the one was done in April. So, based on the inflation, we are adjusting out price to absorb inflation. So, this is how we handle the increase from 60 to 65%, so we need maybe a 2% price increase to offset the impact and for the growth of both as I said. So, it was 11% on beer and 8% on soft drinks.

Okay. And maybe 1 follow up. I know last year you went through, and it was part of the HEINEKEN process, of a new ERP system integration. Is that complete? Is that done now? I just wanted to make sure that's finished.

It's done. It's complete and successful, so we are the first operating company in HEINEKEN with this new digital system. 


It was completed in July and was successful and we are already seeing the benefits of this new system; increased efficiency and improved processes for our distributors. Distributors can now order online, and we can follow their orders. It’s done and completed.

OK. Thank you. That's great. 

Thanks, Bernard. I have one question from the chat “When you pay your next dividend to the international shareholders, is there a 5% withholding tax across the board for any shareholder domestic or international and is there different withholding tax by investor category?”

	
Mustapha Gammar

Host
	
So, it's only for international and it's only the same for everyone

Thank you, Mustapha. I hope the answer is clear. Do we have any other questions? Bernard is back with a question. Go ahead, Bernard. Can you unmute yourself?


	Bernard Griesel
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Ethel Emma Uche

	Thank you, Sorry, just one follow-up. In terms of CapEx, what can we expect in terms of CapEx for this year? I know you typically don't want to give much guidance on CapEx going forward, but clearly there is some CapEx needed for beer in the midterm. Or would you say I mean maybe you can just phrase in terms of whether there is current CapEx needs for this year or in the mid-term, this CapEx capacity expansion needed or maybe? Just any idea of CapEx expectations for the short to medium term?

Yes. So, like I said, it's supported and explained very clearly, in Gisenyi, there is no room for capacity expansion. So, there is no heavy investment except for returnable backlinks. 
As you know, our beer category is 100% returnable. So, we invest in bottles and crates. So, the main things are that we have our vision for sustainability we have green energy.  So, the main categories are mid-term because there is no possibility to expand in Gisenyi. Investing in a new location and buildings is still under study and if it’s approved, then we'll proceed with the three heavy capital expenditures you would expect.

Ok. Thank you 

Thanks, Bernard. We have a question from the chat from Tarek. “Can you talk about the competitive environment, namely Skol? How aggressive are they on prices, and do you know if they have been adding capacity as well?”

On pricing, what we have seen is that they also take price increases when we do and most recently, they even took a price increase even when we didn't, so I would say that they are quite on top of the game with respect to price increases. 
Around the capacity extension, we don't really have a view, but there could be a possibility to add a packaging line.

Thank you, Ethel. Is there any question from the audience? 
Okay I don’t see any questions. All right, since there are no other questions, maybe I can give you back the floor Ethel to say your goodbyes and then thank the attendees. We had 25 people and very great questions. So, I fall back to you to say goodbyes. 

Thank you, ladies and gentlemen, for today. And we look forward to a very good year. Thank you. 

Sorry Ethel, there is one last question from Tareq. Tareq, do you want to type it quickly or if you raise your hand, I can also give you the floor. Alright, go ahead Tareq

Hi everyone. Thank you for the call and congrats on the results. I am just looking at your debt ratios or net debt. It is increasing a bit. It's been a couple of years, but your dividend increased also. So, I'm just wondering how you are thinking about your overall debt levels and the dividend? Thank you.

Yeah. So, you are right. Got a good question. Thanks for the question. Again, the reason for this debt increase is mainly to support the investment in Gisenyi.  So, it is the main driver of this debt increase. With HEINEKEN, we have a rule that 100% dividend payout and this will not change as far as I know. So, we will continue to pay a 100% dividend.   

Got it. Thank you 

Welcome 

Thank you, Tareq. I believe there is no more question. Thank you, Ethel. Thank you BRALIRWA team. Congratulations again on a great year. Thank you everybody who attended, on behalf of AAR, we are very happy to show you the investment opportunities in BRALIRWA and any other stocks on the exchange. So just drop us a line.
Thank you for your continued trust, and have a great weekend, everyone. Thank you 


    See you in our next investor call 



                                                

                                                              END OF CALL
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