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CAPITAL STRUCTURE
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NWF CASH PAID OUT & REINVESTED

Fiscal Year 2005 2004 2003 2002 2001

Cash flow from

Operations/unit $ 4.39 3.92 3.65 3.67 3.74

Payout $ 1.88 1.80 1.90* 1.56 1.46

Payout % 42.8 45.9 52.1 42.5 39.0

Reinvested $ 2.51 2.12 1.75 2.11 2.28

*includes special distribution of $0.34



SALES GROWTH

• Alaska Food +9.6%

• Canada Food +11.0%

• Canada General Merchandise +8.3%

• Consolidated +8.9%
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LIMITED PARTNERSHIP

• Increased Profitability

• Canadian Business
– Northern Canada
– Giant Tiger
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• Pay for performance

• Upper tier pay for upper tier performance
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• $25 million in store technology

• Leveraged by broadband network

• Enables new, creative products
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• 173 managers trained in
Best Practice

• Need for follow-up identified

• New plan brings training to stores
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• Solid contribution in 2005

• Expertise grows with store maturity

• Word of mouth = customer loyalty
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• 11 years of profit growth

• ROI leads North West
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• Retail Food

• New Stores

• Healthcare

• Gas Bars



• Leading same store sales

• Focus on being “Priced Right”

• Better promotions, more newness
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• New stores drive “plus” growth

• 24 new stores in 2005-07

• GT, AC and Northern Canada
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• 24 new stores in 2005-07

• GT, AC and Northern Canada



• Natural extension to “Everyday
Store”

• Plan and people now in place

• Hub and spoke model, tech-enabled



• Five new pharamacies/
telepharmacies in 2006

• Winnipeg hub site in 2007

• Expand non-prescription products
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• Another “Everyday Store” fit

• 7-11 convenience plus complete
food

• Testing in road stores in 2007
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food
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• 20 million in growth capital

• New locations

• New businesses

• Major store expansions





• Being Accountable

• Getting Aligned

• Delegating to the Right Level

• Building Trust
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