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Knows the destination, gets 3 years of change done in 6 months and brings people along.

Consultant & Interim CPO - July 2009 to date

· CPO, Keller Group asked back by the new CEO (November 2015 – to date)

· Recruiting 3 X Regional Procurement VP’s to build permanent capability.
· Delivering “quick wins” > $10m.
· Consultant, Panasonic reporting into CEO Europe (January 2015 – October 2015)

· Building a start-up capability in a business without indirect Procurement on $1bn services.

· Delivering first wave “Lighthouse” Prove the Concept projects with $10m savings.

· “Educating” the business, business case Board sign-off to recruit permanent team.

· CPO Premier Farnell (February 2014 – January 2015)

· Joined-up 3 regional teams (EU, APAC, US) into 1 global team leveraging £660m spend.
· Lead Supplier Value Extraction (SVE) programme of £16m in-year.
· Helped shape transformation programme to re-design the entire PF business model.
· Consultant, Rentokil-Initial reporting into CEO (September 2013 – January 2014)

· Readied supply-side for divestment of Facilities division, sold to Interserve in Mar 2014.
· Unearthed extra £7m savings in run-up to sell-off, increasing divestment value by 17%.

· CPO Keller Group reporting into CEO (May 2012 - August 2013)
· FTSE 250 £2.5bn global ground engineering construction - £1.4bn spend.
· Proved Group Procurement can work across 120 offices all currently buying independently.
· Diagnostic, business case development, Board approval & implement phase 1 projects.
· Example: all 60 US offices now hire construction equipment from 6 suppliers - saving £5m.
· CPO Shire reporting into CFO (July 2011 - May 2012)
· FTSE 50 £5bn Pharma business - £1.5bn spend.

· Showed Shire Board what Procurement could be (the business case, strategy & plan).

· Replaced Vice President, 3 Senior Directors & 3 Directors with new leadership talent.

· Launched “new” Procurement and created a well-received business-wide “buzz”.

· Delivered the first wave of value (£25m) & and £50m pipeline. 
· CPO DS Smith reporting into CEO (Nov 2010 - July 2011)
· FTSE 150 £5bn packaging business - £3bn spend.

· Greenfield - business case & early results to overcome organisational “stickiness” and inertia.
· Recruited new Group team to then deliver £25m savings in the following 6 months.
· Set business up to realise M&A synergy savings post £1.5bn SCA acquisition.

· Cited in Plc. Stock Exchange announcements as key profit driver.

· Director YPO reporting into CEO (6 months March 2010 - Nov 2010)
· Transformed £1bn public sector buying consortium into a contemporary procurement service.

· Now charged by Central Government to leverage £10bn local government spending.

· Head of Procurement BAA reporting into COO (Nov 2009 - Mar 2010)
· Readied Gatwick Procurement as stand-alone operation pre sell-off & handover to PE firm.
· Head of Procurement Bland Group reporting into CEO (July - Nov 2009)
· Private £0.6bn engineering business – first go at Procurement – deliver £3m savings.

· Consultancy assignments: for Mizuho, Francis Crick, Abbeyfield (average duration 6 weeks).
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CPO/Group Procurement Director - Aviva - 2007 to 2009
Global insurance business with £60bn revenue (£2.75bn indirect spend).
· Re-shaped team from tactical (last minute) buyers to engaged end-to-end Category Managers.

· Merged four separate buying teams into one team, with one process and one system.
· Delivered £100m annual savings whilst going through this change (with 25% less heads).
Head of Procurement - Eli Lilly - 2003 to 2007
One of the world’s leading pharmaceutical companies with over $20bn sales.

· Transformed UK team into a high-performance, engaged team, influencing business thinking. 
· Delivered over $75m “hard” annual savings (a tripling over predecessor) on $1bn UK spend.
· UK team elected by the CPO to lead all EMEA categories covering another $0.6bn spend.

Head of European Sourcing - Eaton Corporation - 2000 to 2003

Global diversified engineering business with a turnover of $22bn.

· Contributed $40m to the P&L swing of a turnaround business (14% loss 2000 to 11% profit 2003).

· Transformed the operational landscape by driving a major outsourcing/off-shoring/best-cost country sourcing programme that shifted sourcing to low labour cost countries (India, China).
· Early adopter of e-auctions and e-RFP’s that landed over a 25% saving average on every event.

Group Procurement Manager - Schneider Electric - 1995 to 2000
Global leader in electrical and industrial control automation with 12bn euro sales (UK £500m).

· Moved the business beyond chasing market prices to exploring total cost make up.  

· Built a client-facing buying team by recruiting collaborative buyers able to talk to the business.

· Delivered stretch targets of 7.5% annual savings by moving big-ticket items to CEE/Asia.
· Directed a Board Level review of outsourcing, earning a position at the top table.
Senior Buyer - Courage - 1992 to 1995
Leading leisure/brewing company with sales in excess of £4bn (now Scottish & Newcastle Group).  

· Found way through conflicting stakeholder trade-offs (e.g. brand managers versus operations) to bring in national marketing campaigns below budget for first time (e.g. re-launch of Fosters).
· Formative years on stakeholder management (how to gain support; know when to challenge & back-off), making supplier partnerships really work & change management. 
· Saved over 7.5% annually on £50m spend.
Buyer - SKF Group - 1989 to 1992

Global leader of the bearings industry with sales in excess of £5bn. 

· Fast track learning in both tactical and strategic procurement, leading negotiations for 3 categories (cutting oils, diamond tools & abrasives) for 12 European countries.
· One-year secondment to the global Head Quarters in Gothenburg, Sweden.


Education
 










· MSc. (Distinction & Vice Chancellor’s Student of the Year Award)



2007
· MCIPS (Chartered Institute of Purchasing and Supply)



1992
· B.A. (Hons) Business Studies (2:1)





1989
· 4 “A” Levels & 10 ‘O’ Levels 






1985 &1983

Office: 01329 281168
Mobile: 07771 333644 neilsmith@qrious-uk.com
