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In 2015 a Western Australian banker and a Marketing Officer of a 
University made the life changing decision to uproot their family 
from their trendy home in North Perth, to take over a fuel station 
370km from the city, Morawa.

Known for its ‘scenic beauty and ambiance of a truly agricultural 
district’, Morawa is home to 532 people and 100’s of motor 
homes during the spectacular wildflower season between late 
August to November.

With a great network of reputable hospitality contacts and 
appreciation for needing to understand your customers, Nicola 
and Jamie Appleton turned a small fuel station in the mid-west 
into a reputable bakery and food destination, renowned for its 
great coffee and delectable vanilla slice. 

Impressively the Appleton’s have always sought out the most 
premium products when it comes to their food offer and baked 
goods, refusing to compromise on quality. This strategy has 
clearly paid off, with regular customers happy to drive the long 
route to visit from neighbouring towns.

Jamie and Nicola have proven that despite the economic climate 
and uncertain times, customers will still drive for miles and pay 
good money for good coffee and quality food.

You have taken quite a unique approach with your food offer, 
what was the strategy when you first took over the site?

We purchased Morawa Roadhouse in August 2015.  It was in 
urgent need of an update. An operating business since 1964, 
it was suffering from many years of neglect.  Before we could 
look at our food offering, we overhauled the kitchen, improving 
workflow and ensuring it complied with health code standards.

Morawa Roadhouse 

Nicola Appleton, Ernie Dingo,Jeanne Le Bouc and Jamie Appleton

We took our time (about twelve months) to look at our food 
offering, our target market and source new products and new 
suppliers. Deep fried pre-cooked burger patties were gone 
by the end of week one. Replaced by fresh beef mince patties 
from the butcher in a neighbouring town.  A new barista quality 
espresso coffee machine was installed by the end of our third 
month of trading, replacing the automatic powdered milk 
dispensing monstrosity.

We were careful not to delete the food items that were good 
sellers and introduced new products.  After 24 months of 
disappointment at the quality of the sliced bread available to us, 
we came across a top quality, frozen unbaked dough product 
and started baking our own bread loaves and rolls daily. Thus 
Wildflour Bakery and Cafe rose from the grease streaked walls 
and concrete floors of Morawa Roadhouse.  Recognising an 
opportunity based on our key customer demographic, we 
introduced Rosie’s Chicken in April 2019.
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What categories are experiencing an upward trend since 
site opening?
Drink sales improved 30% eight months after we purchased the 
Roadhouse, when we replaced seven supplier owned fridges 
with one smart new black fridge that is over 4 metres in length. 
The power savings of $40 per day covers its hire purchase 
payment of $15 per day! 

We have noticed a significant uplift in grocery since changing 
the shop floor plan in the first half of this year.  Impulse items 
such as chip packets and chocolates have seen significant 
sales increases.  As has health and beauty items, since 
grouping these together and adding to the range, with the help of  
New Sunrise planograms. 

How have you managed challenges presented  
by COVID-19?
By mid-March we were feeling the impact of COVID-19 as 
passing trade collapsed due to regional border closures.  We 
remained open, with reduced trading hours.  However trade has 
now returned. Upswing in mining activity in the area (gold and 
iron ore), has seen turnover return to previous levels. WA's hard 
border closure has seen an influx of WA tourist customers as 
they travel further north or seek out the wildflowers for which our 
Midwest region is renowned.    

What are the 3 key areas you focus on to ensure success 
of your site?
1. Competitive fuel pricing.  We are not the cheapest, but we 
ensure our fuel price is in line with the major regional centre of 
Geraldton.  The majority of people who stop to fill up with us will 
purchase something from the shop or cafe.

2 We differentiate ourselves from our competition within a 
radius of 100kms by offering different food.  People travel from 
neighbouring towns of Three Springs (67 kms), Yalgoo (127kms) 
and Perenjori (33 kms) for Rosie’s Chicken and our fresh baked 
bread.

3. Getting to know your customers.  Before Covid 19, we changed 
our opening hours based demand.  Farm workers are out early 
during seeding and harvest so we open earlier to provide 
a service to them at these times of the year.  Mining activity 
sees a lot of visits from a drive-in/drive out contract workforce.  
They need a cup of coffee or a burger to see them on their way 
to or from the mine site.

What are the store plans for the next 12 months?
We hope to finish a few cosmetic details around the site, install 
an outside payment terminal to offer 24 hour fuel and a soft serve 
ice cream machine to expand our food and beverage offer.


