Bringing the Agar Advantage fo Broadline Distribution

ew England is @ unique market with
its own set of needs. For more than
&0 years, Agar has served MNew
England refoilers and restaurants with its unique
expertise in the regional commodities market, With
its new emphasis on broadline disibution, Agar is
poised to extend its commodities expertise o every
facet of the refail and foodservice frades.

"On the retail side, our customers are locking to
us o provide new product ideas and features, the
best values, relationships. and-the most reliable dis-
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tribution network," soid Agar CEO-elect, Karen

Bressler. "@n the foodservice side, our customers
are busy in their kilchens, they work long hours,
and there's less help than ever. They need to know
that there is a company willing o work with them,
to take care of them, and that's willing to support
them with the best products and reliable service. At
Agar, we all see ourselves as part of our customer's
team.”

Agar's focus on broodline diskibution dossn't
signal a shift away from its traditional customer
base. Rather, the new focus brings unparalleled
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ing prepared foods and home meal replacements.
We're seeing more of a fusion between retail and

food service.
"Our foodservice customers will have access to

more products and beter values from our retail end

benefits to the loyal customers who have been ded-
icaled o Agor over the years. The broadline
emphasis also offers o superior alternative for cus-
tomers tired of dealing with huge, publicly troded
distributors.

"We can offer so many alternatives io all our cus-
tomers now," said Agor Beef and Pork Buyer, Paul
Johnsen. "As our business evolves, customers will
see an interoction between our foodservice and
retail offerings. More and more refoilers are offer-

because of our ability to buy in volume and pass on
savings. Our refail customers will benefit from
access o more prepared foods that our foodservice
customers use,” Johnson added.

~ The key to Agar's success has always been its
unique ability o take care of the needs of many dif-
ferent groups within the indusiry. Broadline allows
Agar to offer even more of whal it hos always
offered: great service, great prices, and great dis-
fribution.

Expanded Service fo the Retfail Trade

gor hos served the needs of the retail

trade since 1969, distributing pork. As

the product line expanded to beef,

pork, pouliry, seafood, lamb, and veal, the super-

markets, independents, and wholesalers discov-

ered that Agar was an unprecedented resource.

The retail group provided a’service hed in
the industry.

"Retail is an extremely important part of our busi-

ness," said Agar Senior Vice President, David A.

Garon. "It was, is, and always will be o strong part

of this business. We have a longterm commitment

fo retail.”

Garon said the new building, the broadline sup-
port, and the company’s foodservice business offer
direct banefits 1o the retail trode. With 32 delivery
bays and 285,000 square feet of storage space,
Agar has the ability to bring in more product for

both retoil and food Service, Garon said. The facik
ity was designed to allow more refail refrigerated
space than before. Agar can serve ils customers
better than ever because of the efficiencies put in

place and the expanded space. The larger ware-
house allows for storage of more product to serve
all customers’ needs.

"The retoil department has abways behaved as
the primary consuliant to the retailers,” Garen said.
"They are locking for Agor to suggest what items
they should feature. The buying team knows the
market and can book customers into items thal they
can offer as features. We take market positions for
customers so they can feel secure about the price of
the commedities they buy. They are also assured
top quality since it is Agar's mission fo only deal
with the best. Other companies don't have the per-
ishable experience that exists here. We know how
important it is to quickly turm our product.”




