Resume

Roderick C Green

PERSONAL BRIEF

RODERICK C GREEN

NAME
                Roderick Charles Green FAMI (Rod)



     Assoc Diploma Business 
            
NATIONALITY          Australian

ADDRESS

   2/48 Villa St Annerley Brisbane 4103
TELEPHONE             07 38489324  
MOBILE

   0404887143
EMAIL
              roderickgreen@bigpond.com
Web Site    

  www.rcgconsultingservices.com 
INTERESTS
      Golf        Fishing     Travel      History   (Economic History)
EDUCATION
      Associate Diploma Business 
                                 Advanced Certificate Marketing.

                            Advanced Certificate Sales Management.

                                   Many short courses covering Warehousing, Direct
                                  Marketing
                                  Spare Parts Management, Industrial Marketing, Management  of                                                                                                                        

                                 Management of unix systems. Many Komatsu  product 
                                  Courses.



     Recently completed Project Management course.




Membership of Professional  Society





Australian Marketing Institute






Fellow  30 Year Member
PROFESSIONAL

BRIEF

RODERICK C GREEN
June 2016 until now.

RCG Consulting Services ABN 65188656277
Principle consultant, I have a number of regular clients, that utilize my services to preform various tasks outside their normal sphere of operation. Looking at systems, reporting, inventory, service projects. Often I look with a fresh set of eyes and can offer a range of solutions and suggestions,  I also buy and sell various machinery related items, and also help in the marketing  and moving of dead inventory. I have also taken the time to write a book on industrial marketing, inventory systems, spare parts marketing (can be found on my web site www.rcgconsultingservices.com).
January 2013 to June 2016

National Parts Manager UMW Niugini Limited

The Komatsu Earthmoving and Mining equipment dealer for Papua New Guinea.   Returning to Australia in June 2016, to rebuild a life in Australia.
September 2011 to November 2012
12 Month contract with UKW Spares working on supply into Papua New Guinea. (sales of Komatsu earthmoving spares also American and Japanese drive line spares)

December 2008 to December 2010
Agmark Machinery 

Lae Papua New Guinea

National Parts and Service Manager, Lae Branch Manager.

In this position I have been brought in to establish  a Spare  Parts department and Service workshop.  This has been done from a zero base.  This dealership specializes in Shantui, YTO, Cummins powered Gen Sets, and recently JCB Product. I also extended our product range with aftermarket tractor accessories, undercarriage, GET.
We had to introduce the machinery into the market, overcoming buyer resistance to new products. Also had to prove that we could support this product.

I to introduce the full set of procedures, including” pre delivery, service job type, requisitions, machine delivery, warranty statements”.
This company had previously no practical experience of selling earthmoving and construction equipment, above and beyond my contracted duties I have had to negotiate with the finance companies. (to convince them that our machines are safe to finance and support is in place to keep them working)
I have had to introduce concepts such as Hire/Buy agreements, to assist with sales( I had to draft the agreement). Educate our people on how finance can be used to sell equipment.

I have had to change peoples mental processes from being a agricultural supplies trader, into thinking like a machinery dealer. (staff)

I have had to work on changing the markets perception of us from  agricultural supplies trader that tried to sell machinery on the side, to one of a recognizable earthmoving equipment dealer.

I have had to train staff, as getting parts interpreters competent in earthmoving equipment in Papua New Guinea is almost impossible.
 I also purchased used equipment x Singapore and import into PNG.

The good side to this position was to see a business develop, and oversee the physical changes in a hands on manner. It also gave me the chance to get back to selling new machinery, something I had not physically done for a number of years.
April 2005 to November 2008
Repage Pacific / HBS Machinery 

Parts and Agencies Manager / Product Support Manager.

Liaising with OEM suppliers on matters of Machine purchases(Including Pricing and supply), Spare Parts, Warranty.
Purchasing and Logistics of new machines. 

Inventory of spare parts to support new earthmoving equipment. 

Oversee warranty procedure and claims.

 Spare parts, service and logistic support from Australia into PNG.

Control of Inventory in Multiple Locations.
April 2004 to October 2004 A short period with UKW Spares As the National Marketing Manager.
November 2003 to March 2004
As short period at CJD Equipment Vic Parts Manager. ( Volvo Equipment)
April 2003 to November 2003
Holiday

UMW Niugini

November 1998  to March 2003

POSITION

National Spare Parts Manager PNG and  

                                  Corporate  Parts Manager PNG & Solomon Islands.




This position is based in Port Moresby Papua New 





Guinea , and is an expatriate contract.

Sales 



Approximate AUD12m per year.
PRODUCTS





Komatsu                     Aeroquip Hose








Ingersoll Rand            FG Wilson




Stihl                           

  



JCB





Moxy





Manitou





Kubota





Itrac





Pennzoil





Baldwin Filters

SPAN OF CONTROL     The span of control within this position is one of corporate head office. The opportunity to participate in the head office management team. The general conditions of working within PNG provide an outstanding opportunity that are not available in other countries.  The currency fluctuations and buying and working with many different currencies and their movement and the volatility of the PNG Kina. Logistically there are very few road transport companies and you have a high reliance on air and sea. 


For me this has been an interesting position and has allowed me to use a full  range of marketing skills. Each of the above product groups have different needs and are aimed at a different demographic. This then necessitates different marketing plans for each product group.

Achievements

1/ To move UMW to a centralized warehousing system, this will reduce costs and inventory and long-term offer a better first pick service.

2/ To extend the product range to include the sale of other makes filters, the sale of oil (Pennzoil) and Itrac undercarriage. I felt this is necessary as most the core business sectors are reducing(logging/ mining,  due to IMF and World Bank and Land owner pressure). 

Reason for Leaving

My reasons for leaving are many! I believe working here is good experience in the short term. I think that you can lose contact with advances and changes and your mind can become closed if you stay too long.  When I leave I will have completed 4 years and 4 months. I have stayed on for an extra year to assist the new General Manager with a restructure. I gave 7 months notice and will leave on good terms.

NS KOMATSU

May 1993  November 1998

POSITION


Regional Spare Parts Manager  (Vic Tas Sth Aus)
SPAN OF CONTROL
6 Branches in 3 states 36 staff. Sales of $18m

DUTIES


Control of all activities Marketing, Sales, Inventory





Purchasing, Warehousing, Logistics, Personal.

PRODUCTS

Komatsu Earthmoving Equipment





Dresser Earthmoving Equipment





Haulpak Trucks





Moxy Trucks





Demag Shovels





Ingersoll Rand  Drills, Rollers, Compressors.




*
Ingersoll Rand Promaxx Hammers




*
Komatsu Zenoah Equipment





KMC Skidders





Berco Undercarriage





Fleetguard Filters





2 Track Press Operations (soon to be 3)





* Items Marked Marketed as equipment not parts.

With the exception of Komatsu Earthmoving I have integrated the others into our system (Physical Inventory, Staff/Training, Marketing,  Warehousing etc) 

Reason for leaving. The reason for leaving was to  further a chance in the international market and to gain further experience.

OCTOBER 87  TO MAY 93 NS Komatsu (ANI Komatsu, Forcepower)

SPARE PARTS .



Sales of spareparts to machine owners.



Support of largest customer.



Training of new branches.



National pricing taskforce.



Design and creation of customer Data Base for direct marketing etc.

PREVIOUSLY TO 1987.

Hunts Auto and Farm Machinery    Bowen Qld  Position Truck & Tractor sales.


Sales of trucks tractors and other equipment.


Attending field days and trade shows.

Oct 84 to March 86 Overseas travels.  UK Europe.

1979 to Oct 84 Hunts Auto and Farm Machinery . 2 years as Parts Manager 3 years parts sales.

Parts Manager


Customer sales.


Inventory control.


Purchasing


Warehousing.


Representing at shows and trade days.

Partsco Motor Acc       1978 to 1979


2 years. Counter service, and all work required by management . 

This was my first job after leaving school.

Listing of Skills

Managing a Multi Million dollar business.

Over 25 years experience in the Heavy mobile equipment  industry.

Marketing of Industrial Products, Including new product introduction.

Preparation of Marketing Plans.

In excess of 10 years management .

Experience with working in difficult environments.

Knowledge and experience of the Asia Pacific Market.

Knowledge of Inventory control systems.( in excess15000 moving items)

Ability to control multi franchises .

Ability to control multi location business.

Budgeting.

Understanding of foreign exchange and international freight.

Knowledge of non genuine parts.

Knowledge of wrecking operations.

Control product support team.

Control of debtors.

Cheque signatory.

Service Exchange.

Knowledge of mining, construction ,logging industries
My qualifications are Business (Marketing) I have spent my work career working with equipment, and heavy commercial vehicles, covering Purchasing, Warehousing, Distribution, Sales, International freight, using a number of different computer systems.

