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SUPPLIER IN FOCUS

Andrew Perri
Customer Business Manager

Tell us a bit about yourself
I have worked with Nestlé for over 5 years and recently started 
to manage the New Sunrise account. I’m very passionate about 
working in the convenience channel and helping to improve the 
merchandise offer for busy consumers on-the-go. 

Having started working in stores when I was 15 in regional 
Victoria. I learnt early what it takes, including the value of local 
customer service and importance of tailoring your offer to your 
customer.

I enjoy spending time with my family and friends (when not in 
lockdown). I follow the Hawks in AFL and enjoy a round of golf 
with my mates.  

My lockdown hobby has been learning how to BBQ like a pro – 
whilst I have a long way to go it’s been fun trying different BBQ 
techniques and experimenting with different recipes!

What is the best investment you have  
ever made?
The best investment I ever made was the purchase of my vinyl 
record collection before they became popular. At the time no 
one wanted them, however as a musician, I appreciated them. 
With the resurgence of vinyl records they would be much harder 
to find these days and expensive to buy.

How is your company and products 
performing year to date?
Nestle has been in consistent growth within the convenience 
channel and in New Sunrise over the past several years. Our 
brands, especially KitKat and Allen’s, have continued to be 
resilient and continue to find new ways to excite and delight 
customers with interesting flavours and formats. It’s exciting to 
see our offers expand into on-the-go categories and formats 
relevant to our shoppers, such as the recent launches of Nescafé 
RTD Iced Coffee. 

What are you doing to assist New Sunrise 
members to improve sales & profits?
I’m working closely with the New Sunrise team to ensure our 
category plans are based on the latest consumer and market 
insights ensuring our brands and products win at each New 
Sunrise site. We continue to see strong growth in sharing formats 
as consumers shift their consumption to the ‘snack for later’ 
occasion– with this in mind it’s critical we meet this increasing 
consumer need with trusted brands and ranges with compelling 
promotions but also don’t lose focus on our strength of impulse 
selling of single serve offers.

What is the best piece of advice you could 
share with New Sunrise members?
The best advice I can share for the New Sunrise members is 
to continue to amplify your strength of winning locally and 
within the community and ensuring the store experience and 
merchandise offer reflects this as a true point of difference with 
brands consumers know and trust.  


