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$2.7B
FY24 Net Sales

ACC R E T I V E  
M A R G I N  P R O F I L E

COFFEE
U.S. Retail

26%
DOLLAR SHARE 

OF MARKET

3 OF TOP 7
COFFEE BRANDS

#1 
AT-HOME

COFFEE
MANUFACTURER

SOURCE: SMUCKER INTERNAL CIRCANA MULTI-OUTLET SHARE REPORT 52 WEEKS ENDED NOVEMBER 03, 2024.



COFFEE
IS A GREAT & 
RESILIENT 
CATEGORY

3 out of 4
Americans drink coffee, 

over the age of 18

7 out of 10
cups of coffee 

are consumed at home

SOURCE: QUARTERLY MARKET SIZING REPORTS VIA NCA. NCA SPRING 2024 REPORT.



EVOLUTION OF THE COFFEE CATEGORY
Traditional hot coffee still 

holds the dominant 
market share

Consumers look for products 
to adapt to their lifestyles 

through temperature state 
& convenience

New categories are making 
coffee more accessible & 

convenient

SOURCE: SMUCKER INTERNAL CIRCANA MULTI-OUTLET SHARE REPORT 52 WEEKS ENDED NOVEMBER 03, 2024.



COFFEE 
CONSUMPTION IS 

STARTING AT A 
YOUNGER AGE

While younger consumers are 
DRIVING GROWTH IN COLD COFFEE 

trends, they are also highly likely to be 
HOT COFFEE CONSUMERS 

W E  W I L L  K E E P  PAC E  W I T H  E V O LV I N G  
T R E N D S  W H E R E  O U R  B R A N D S  C A N  L E A D

SOURCE: SMUCKER INTERNAL QUANTITATIVE SHOPPER RESEARCH, APRIL 2022



+1-2%
Net Sales Growth

High 20%
Segment Profit Margin

LONG-TERM GROWTH
balancing growth and cost management

We manage our coffee business for



ONE OF OUR 
FASTEST-GROWING BRANDS

Largest Brand in the 
Coffee Category7th

Latin 
Coffee#1 Estimated Net 

Sale in FY25

$350M
Over

SOURCE: SMUCKER INTERNAL CIRCANA MULTI-OUTLET SHARE REPORT 52 WEEKS ENDED NOVEMBER 03, 2024.



CAFÉ BUSTELO  WAS THE FASTEST-GROWING 
LEADING BRAND IN THE CATEGORY LAST YEAR

GROWING
in 

ALL SEGMENTS
20%

Consumer takeaway grew 

Latest 13-Weeks
consecutive quarters 
of dollar sales growth

22

® 

SOURCE: SMUCKER INTERNAL CIRCANA MULTI-OUTLET SHARE REPORT 13 AND 52 WEEKS ENDED NOVEMBER 03, 2024.



NEXT PHASE OF GROWTH

Current Momentum
Next Phase of Growth

Regional Brand

Deep Cultural Relevance

Highly-Loyal Consumer Base

BROADEN NATIONAL APPEAL & LAUNCH INNOVATION 

Top 4 Brand in 
R&G & Multi-Serve

Double-Digit Annual 
Net Sales Growth



with new creative

Fueling the momentum



Video Commercial Playing in Room



OUR NEW 
MARKETING CREATIVE

Leverage our proven marketing model 
powered by a disciplined approach built on 

INSIGHTS & CULTURE

Aims to 
INCREASE BRAND AWARENESS & 

HOUSEHOLD PENETRATION



EXPAND 
DISTRIBUTION

GROWTH OPPORTUNITY

Visibility and accessibility of Café Bustelo 

coffee to consumers across the U.S. 
through geographic expansion in all formats

® 



PRE-PACK
Innovation in

Also in K-Cup pod formats

Opportunity to disrupt 
the pre-pack segment

Made with Arabica coffee

Begin shipping in 
Summer 2025

Margin accretive to the 
Café Bustelo  brand® 

® 



Original launch is exceeding expectations

Multi-serve is a growing category 

Ambition for a single-serve RTD form

MULTI-SERVE

SOURCE: SMUCKER INTERNAL CIRCANA MULTI-OUTLET SHARE REPORT 52 WEEKS ENDED NOVEMBER 03, 2024.



CONTINUING 
GROWTH

Aspiration to Become the Latin Coffee Authority Across All Formats in the U.S.

Growing in all key 
demographics with 
more room to grow

SOURCE: SMUCKER INTERNAL CIRCANA MULTI-OUTLET SHARE REPORT 52 WEEKS ENDED NOVEMBER 03, 2024.



Coffee Brand#3
Long-Term

LOW-SINGLE-DIGIT 
Annual Net Sales Growth

SOURCE: SMUCKER INTERNAL CIRCANA MULTI-OUTLET SHARE REPORT 52 WEEKS ENDED NOVEMBER 03, 2024.



DUNKIN’  BRAND HEALTH IS POSITIVE

Innovation Focused on Evolving 
Consumer Preferences

Seasonal & Cold Coffee

Support Through National 
Media & Brand Building

Core Formats

® 

SOURCE: SMUCKER INTERNAL BRAND HEALTH TRACKER



CATEGORY WITH 
OPPORTUNITY TO GROW

~$350M Current Category Size

3 out of 4 Households Buy Coffee, but 
Only 11% of Households 
are Buying Seasonal Coffee

SEASONAL 
COFFEE

SOURCE: SMUCKER INTERNAL CIRCANA MULTI-OUTLET SHARE REPORT 52 WEEKS ENDED NOVEMBER 03, 2024.



STRONG 
SEASONAL COFFEE 

MOMENTUM

#2 
IN SEASONALS 

CATEGORY

We are Launching 
NEW FLAVORS 

& FORMS 
for All the Seasons

SOURCE: SMUCKER INTERNAL CIRCANA MULTI-OUTLET SHARE REPORT 52 WEEKS ENDED NOVEMBER 03, 2024.



FOLGERS

SOURCE: SMUCKER INTERNAL MULTI-OUTLET SHARE REPORT 52 WEEKS ENDED JANUARY 29, 2023.

#1 At-Home Coffee Brand 
in Volume Share

Anticipate Maintaining our Share 
Position Over the Long-Term

SOURCE: SMUCKER INTERNAL CIRCANA MULTI-OUTLET SHARE REPORT 52 WEEKS ENDED NOVEMBER 03, 2024.



60% Preferred Folgers  Black Silk

35% Chose Starbucks  French Roast

C O M P A R E D  T O

NATIONWIDE 
TASTE TEST

® 

® 

NOTE: NATIONWIDE TASTE TEST OF HOT BREWED GROUND COFFEE PURCHASED AT GROCERY. 



OPPORTUNITY TO 
GROW IN K-CUP PODS 

Win fair share in K-Cup  pods

Folgers  Classic Decaf launching in May 2025

Drive awareness and conversion through marketing

® 

® 

® 



COST 
MANAGEMENT
A key part of our strategy

Exploring
COFFEE CHANNELS

to expand our green coffee 
sources & reduce costs 

where possible

DEEP EXPERTISE
Leveraging our

in
COFFEE SOURCING 

& ROASTING



WE ARE TAKING ACTION TO 
MEET THE NEEDS OF THE CONSUMER & 

FOCUS ON OUR LARGEST GROWTH OPPORTUNITIES

WE ARE UNIQUELY POSITIONED WITH 
OUR LEADING BRANDS 





FORWARD-LOOKING STATEMENTS

This presentation contains forward-looking statements, such as projected net sales, operating results, earnings, and cash flows that are subject to risks and 
uncertainties that could cause actual results to differ materially from future results expressed or implied by those forward-looking statements. The risks, uncertainties, 
important factors, and assumptions listed and discussed in this presentation, which could cause actual results to differ materially from those expressed, include: the 
Company’s ability to successfully integrate Hostess Brands’ operations and employees and to implement plans and achieve financial forecasts with respect to the 
Hostess Brands’ business; the Company’s ability to realize the anticipated benefits, including synergies and cost savings, related to the Hostess Brands acquisition, 
including the possibility that the expected benefits will not be realized or will not be realized within the expected time period; disruption from the acquisition of 
Hostess Brands by diverting the attention of the Company’s management and making it more difficult to maintain business and operational relationships; the 
negative effects of the acquisition of Hostess Brands on the market price of the Company’s common shares; the amount of the costs, fees, expenses, and charges and 
the risk of litigation related to the acquisition of Hostess Brands; the effect of the acquisition of Hostess Brands on the Company’s business relationships, operating 
results, ability to hire and retain key talent, and business generally; disruptions or inefficiencies in the Company’s operations or supply chain, including any impact 
caused by product recalls, political instability, terrorism, geopolitical conflicts (including the ongoing conflicts between Russia and Ukraine and Israel and Hamas), 
extreme weather conditions, natural disasters, pandemics, work stoppages or labor shortages (including potential strikes along the U.S. East and Gulf coast ports and 
potential impacts related to the duration of a recent strike at the Company's Buffalo, New York manufacturing facility), or other calamities; risks related to the 
availability of, and cost inflation in, supply chain inputs, including labor, raw materials, commodities, packaging, and transportation; the impact of food security 
concerns involving either the Company’s products or its competitors’ products, including changes in consumer preference, consumer litigation, actions by the U.S. 
Food and Drug Administration or other agencies, and product recalls; risks associated with derivative and purchasing strategies the Company employs to manage 
commodity pricing and interest rate risks; the availability of reliable transportation on acceptable terms; the ability to achieve cost savings related to restructuring 
and cost management programs in the amounts and within the time frames currently anticipated; the ability to generate sufficient cash flow to continue operating 
under the Company’s capital deployment model, including capital expenditures, debt repayment to meet the Company’s deleveraging objectives, dividend payments, 
and share repurchases; a change in outlook or downgrade in the Company’s public credit ratings by a rating agency below investment grade; the ability to 
implement and realize the full benefit of price changes, and the impact of the timing of the price changes to profits and cash flow in a particular period; the success 
and cost of marketing and sales programs and strategies intended to promote growth in the Company’s businesses, including product innovation; general 
competitive activity in the market, including competitors’ pricing practices and promotional spending levels; the Company’s ability to attract and retain key talent; the 
concentration of certain of the Company’s businesses with key customers and suppliers, including primary or single-source suppliers of certain key raw materials and 
finished goods, and the Company’s ability to manage and maintain key relationships; impairments in the carrying value of goodwill, other intangible assets, or other 
long-lived assets or changes in the useful lives of other intangible assets or other long-lived assets; the impact of new or changes to existing governmental laws and 
regulations and their application; the outcome of tax examinations, changes in tax laws, and other tax matters; a disruption, failure, or security breach of the 
Company or its suppliers’ information technology systems, including, but not limited to, ransomware attacks; foreign currency exchange rate and interest rate 
fluctuations; and risks related to other factors described under "Risk Factors" in other reports and statements filed with the Securities and Exchange Commission, 
including the Company’s most recent Annual Report on Form 10-K. The Company undertakes no obligation to update or revise these forward-looking statements, 
which speak only as of the date made, to reflect new events or circumstances.



ADDITIONAL INFORMATION

The J.M. Smucker Co. is the owner of all trademarks referenced herein, except as set forth below and 
for Dunkin’ , which is a trademark of DD IP Holder LLC. The Dunkin’  brand is licensed to The J.M. 
Smucker Co. for packaged coffee products sold in retail channels such as grocery stores, mass 
merchandisers, club stores, e-commerce and drug stores, and in certain away from home channels. 
This information does not pertain to products for sale in Dunkin’  restaurants.

K-Cup  is a trademark of Keurig Green Mountain, Inc., used with permission. 

The following trademarks and corresponding logos are the trademarks of their respective owners: Fast 
Company, Keurig, K-Cup, Starbucks, Frank’s RedHot, New Heights, Montreal Canadiens, Feeding 
America, Greater Good, and American Red Cross. 

® 

® 

® 

® 


	Slide Number 1
	Slide Number 2
	Slide Number 3
	Slide Number 4
	Slide Number 5
	Slide Number 6
	Slide Number 7
	Slide Number 8
	Slide Number 9
	Slide Number 10
	Slide Number 11
	Slide Number 12
	Slide Number 13
	Slide Number 14
	Slide Number 15
	Slide Number 16
	Slide Number 17
	Slide Number 18
	Slide Number 19
	Slide Number 20
	Slide Number 21
	Slide Number 22
	Slide Number 23
	Slide Number 24
	Slide Number 25
	Slide Number 26
	Slide Number 27
	Slide Number 28
	Slide Number 29
	Slide Number 30
	Slide Number 31
	Slide Number 32
	Slide Number 33
	Slide Number 34
	Slide Number 35
	Slide Number 36
	Slide Number 37
	Slide Number 38
	Slide Number 39
	Slide Number 40
	Slide Number 41
	Slide Number 42
	Slide Number 43
	Slide Number 44
	Slide Number 45
	Slide Number 46
	Slide Number 47
	Slide Number 48
	Slide Number 49
	Slide Number 50
	Slide Number 51
	Slide Number 52
	Slide Number 53
	Slide Number 54
	Slide Number 55
	Slide Number 56
	Slide Number 57
	Slide Number 58
	Slide Number 59
	Slide Number 60
	Slide Number 61
	Slide Number 62
	Slide Number 63
	Slide Number 64
	Slide Number 65
	Slide Number 66
	Slide Number 67
	Slide Number 68
	Slide Number 69
	Slide Number 70
	Slide Number 71
	Slide Number 72
	Slide Number 73
	Slide Number 74
	Slide Number 75
	Slide Number 76
	Slide Number 77
	Slide Number 78
	Slide Number 79
	Slide Number 80
	Slide Number 81
	Slide Number 82
	Slide Number 83
	Slide Number 84
	Slide Number 85
	Slide Number 86
	Slide Number 87
	Slide Number 88
	Slide Number 89
	Slide Number 90
	Slide Number 91
	Slide Number 92
	Slide Number 93
	Slide Number 94
	Slide Number 95
	Slide Number 96
	Slide Number 97
	Slide Number 98
	Slide Number 99
	Slide Number 100
	Slide Number 101
	Slide Number 102
	Slide Number 103
	Slide Number 104
	Slide Number 105
	Slide Number 106
	Slide Number 107
	Slide Number 108
	Slide Number 109
	Slide Number 110
	Slide Number 111
	Slide Number 112
	Slide Number 113
	Slide Number 114
	Slide Number 115
	Slide Number 116
	Slide Number 117
	Slide Number 118
	Slide Number 119
	Slide Number 120
	Slide Number 121
	Slide Number 122
	Slide Number 123
	Slide Number 124
	Slide Number 125
	Slide Number 126
	Slide Number 127
	Slide Number 128
	Slide Number 129
	Slide Number 130
	Slide Number 131
	Slide Number 132
	Slide Number 133
	Slide Number 134
	Slide Number 135
	Slide Number 136
	Slide Number 137
	Slide Number 138
	Slide Number 139
	Slide Number 140
	Slide Number 141
	Slide Number 142
	Slide Number 143
	Slide Number 144
	Slide Number 145
	Slide Number 146
	Slide Number 147
	Slide Number 148
	Slide Number 149
	Slide Number 150
	Slide Number 151
	Slide Number 152
	Slide Number 153
	Slide Number 154
	Slide Number 155
	Slide Number 156
	Slide Number 157
	Slide Number 158
	Slide Number 159
	Slide Number 160
	Slide Number 161
	Slide Number 162
	Slide Number 163
	Slide Number 164
	Slide Number 165
	Slide Number 166
	Slide Number 167
	Slide Number 168
	Slide Number 169
	Slide Number 170
	Slide Number 171
	Slide Number 172
	Slide Number 173
	Slide Number 174
	Slide Number 175
	Slide Number 176
	Slide Number 177
	Slide Number 178
	Slide Number 179
	Slide Number 180
	Slide Number 181
	Slide Number 182
	Slide Number 183
	Slide Number 184
	Slide Number 185
	Slide Number 186
	Slide Number 187
	Slide Number 188
	Slide Number 189
	Slide Number 190
	Slide Number 191
	Slide Number 192
	Slide Number 193
	Slide Number 194
	Slide Number 195
	Slide Number 196
	Slide Number 197
	Slide Number 198
	Slide Number 199
	Slide Number 200
	Slide Number 201
	Slide Number 202
	Slide Number 203
	Slide Number 204
	Slide Number 205
	Slide Number 206
	Slide Number 207
	Slide Number 208
	Slide Number 209
	Slide Number 210
	Slide Number 211
	Slide Number 212
	Slide Number 213
	Slide Number 214
	Slide Number 215
	Slide Number 216
	Slide Number 217
	Slide Number 218
	Slide Number 219
	Slide Number 220
	Slide Number 221
	Slide Number 222
	Slide Number 223
	Slide Number 224
	Slide Number 225
	Slide Number 226
	Slide Number 227
	Slide Number 228
	Slide Number 229
	Slide Number 230
	Slide Number 231
	Slide Number 232
	Slide Number 233
	Slide Number 234
	Slide Number 235
	Slide Number 236
	Slide Number 237
	Slide Number 238
	Slide Number 239
	Slide Number 240
	Slide Number 241
	Slide Number 242
	Slide Number 243
	Slide Number 244
	Slide Number 245
	Slide Number 246
	Slide Number 247
	Slide Number 248
	Slide Number 249
	Slide Number 250
	Slide Number 251
	Slide Number 252
	Slide Number 253
	Slide Number 254
	Slide Number 255
	Slide Number 256
	Slide Number 257
	Slide Number 258
	Slide Number 259
	Slide Number 260
	Slide Number 261
	Slide Number 262
	Slide Number 263
	Slide Number 264
	Slide Number 265
	Slide Number 266
	Slide Number 267
	Slide Number 268
	Slide Number 269
	Slide Number 270
	Slide Number 271
	Slide Number 272
	Slide Number 273
	Slide Number 274
	Slide Number 275
	Slide Number 276
	Slide Number 277
	Slide Number 278
	Slide Number 279
	Slide Number 280
	Slide Number 281
	Slide Number 282
	Slide Number 283
	Slide Number 284
	Slide Number 285
	Slide Number 286
	Slide Number 287
	Slide Number 288
	Slide Number 289
	Slide Number 290
	Slide Number 291
	Slide Number 292
	Slide Number 293
	Slide Number 294
	Investor Day_Cover ForwardLooking AddInfo1.pdf
	Slide Number 1
	Slide Number 2
	Slide Number 3
	Slide Number 4
	Slide Number 5
	Slide Number 6
	Slide Number 7
	Slide Number 8
	Slide Number 9
	Blank Page




