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Continuous Improvement Leader with extensive accomplishments in Financial Services (Deutsche Bank, GE Money, Sapient, CLS Bank and Sparebank B.V.), Aerospace (Airbus, Safran and Airline Services), Defence (BAE Systems), Telecommunications (Virgin Media and Manx Telecom), Oil & Gas (Exxon-Mobil and SABIC), Healthcare (Various NHS Healthcare Trusts, Automotive (Harman Kardon) and Distribution.  As a GE Certified Lean Six Sigma Black belt, utilises up-to-date change management disciplines and techniques to apply Lean Six Sigma and Project Management tools that underpins customer focused strategic change and improvement.  Driven by curiosity and the challenge of meeting commercial targets, with a clear enthusiasm to understand the dynamics behind and drive business. A natural communicator who uses a collaborative style to work successfully with multiple teams as well as independently.  Security Cleared (SC)
· 2017 – Q1 and Q2 working as a Continuous Improvement and Project Management Lead Trainer in Tesco for the Contact Management Centre and Fulfilment.  Q3 and Q4 working for BAE Systems in Barrow on the next generation of Nuclear Submarines.  BAE contract extended due to work completed during initial deployment       
· 2016 - Business Improvement Programme Lead for Manx Telecom as an interim from Q2 to Q4 2016.  Delivered a programme of improvement through 12 projects that covered Engineering, Sales, Product Provision, Finance and Customer Services.  Benefits across all projects of more than £1 Million achieved.  Also worked with a major American sports goods company in Munich during 2016 delivering projects and training
· 2015 - Process Improvement projects for a FTSE 250 distributor in 2015 that had a focus around Customer Operations Management.  This focused on the sizing and deployment of the field sales team, and operational controls and effectiveness of the internal customer support team.  For the internal team more than £12M in sales value was identified through a broken quotes process that was improved realising the benefit.  Risk Management project led for Deutsche Bank in Q4 2015 with a focus around different levels of customer and simplification of underwriting and approvals processes          

· 2014 - Telecommunications business improvement project work for 8 months in 2014 for Virgin Media was focused around mapping processes to IT requirements for on boarding of new account clients as part of a Lean Transformation project.  The Telecoms work also included translation of requirements from support processes to IT triggers for outages and resilience capability in Healthcare, resulting in benefits of more than £4 Million.  Project was extended after initial 3 months.  Also completed a major improvement programme during the early part of 2014 with a key Aerospace MRO provider (Airline Services) that resulted in quantified and signed-off benefits of more than £3 Million 
· 2013 - Kaizen events were run for leading Audio Hardware manufacturer (Harman Kardon) in Germany with senior management teams and benefits defined at more than £20 Million in saved shipping and manufacturing costs were realised during 2013/ 14.  In 2013, led a major Continuous Improvement project for SABIC/ Exxon-Mobil in Saudi Arabia with a focus around petrochemical plant preparation for Turnaround (Maintenance).  
CAREER HISTORY
Lean Six Sigma Consultant






July 2009 - Present

Working on delivering benefits through projects for a broad number of blue-chip consultancies and clients including those in Financial Services, Aerospace, Telecommunications and Healthcare.  Recently completed an offshore Telecommunications deployment that involved both running projects and the build of Process Improvement capability within the business.  The key objective was of putting customers central to the business operations.  

Key Achievements 
· Business Improvement Programme Lead for a major offshore Telecommunications company as an interim from Q2 to Q4 2016.  Delivered a programme of improvement through 12 projects that covered Engineering, Sales, Product Provision, Finance and Customer Services.  Benefits across all projects of more than £1 Million achieved 
· Risk Management project led for a major European bank in Q4 2015 with a focus around different levels of customer with simplification of underwriting and approvals processes  

· Process Improvement projects for a FTSE 250 distributor in Q3 and Q4 2015 that had a focus around Customer Operations Management.  The latter looked at the sizing and deployment of the field sales team and how it could be made more efficient in driving growth to better strengthen profitability.  Identified and supported an uplift of 10% in Field Sales margin.  Identified and secured £12M in sales benefits in internal sales
· Led a large Healthcare Lean 6 Sigma deployment plan across a £1 Billion budgeted Northern NHS Trust.  This involved training others to GB and BB level as well as coaching  and running projects in support of hospital functions including Aseptic and Imaging processes within the Trust during Q1 and Q4 2015
· Completed a highly successful 8 month Project Management deployment during 2014 with a major Telecommunications company realising benefits to the business of more than £4,000,000 across transactional areas including handover from sales to operations of new accounts, budgeting, HR on-boarding, outages and resilience in Healthcare and transportation such as service trucking

· Led a large Aerospace Engineering Lean deployment plan across a major Maintenance, Repair and Overhaul (MRO) company in Manchester, UK during Q1 2014.  This involved both leading projects to increase capacity and reduce rework as well as training others to GB and BB in support of key functions from engineering design to shop floor re-structure.  Total benefits realised amounted to more than £3 Million

· Led Oil & Gas training and project management programme for the largest Petrochemical plant in Saudi Arabia run by Exxon-Mobil during the last quarter of 2013.  This included knowledge transfer and transformation around production and transactional processes prior to Turnaround as well as leading key process improvements such as maintenance budgets, payroll and product quality with senior management and superintendents

· Trained more than 1,000 candidates across the various industries outlined to Yellow, Green and Black Belt levels.  Currently achieved an evaluation feedback rating of at least 90% from all candidates
Head of Auto Insurance – Responsible for all aspects of Auto Insurance Product Development, Process Improvement, Compliance, Training and Marketing.  Achieved full bonus payment for 2008 based on performance. 






GE Money 








2007 – July 2009

GE Money was taken over by Santander Bank in 2009.  The two core parts of the business focused on the provision of credit and store cards and the provision of Auto Finance for the consumer market.  The revenue from Auto Insurance related business accounted for around £6MM in 2009.  The Auto finance model relies heavily on Insurance for viability as the differential between the business borrowing to lend and the rates offered to customers results in a very low margin to cover overheads.      

Key Achievements

· Successfully led with the senior ASDA management team the GE Money approval for its Single Premium stance with the FSA (Financial Services Authority)

· Identified additional £1.1MM profit share due to GE Money from the St.Andrews Group (StAG) – underwriters for some previously sold Auto Insurance through GE Money - during 2008.  Led the clawback process itself with more than £600K received from StAG during 2008
· Gained the confidence and support of key senior management stakeholders within Auto and subsequently led the development and deployment of a new Auto GAP Insurance proposition (GAP pays out on any shortfall between the motor insurance and the cost of a new vehicle).  Initiative went live in September/ October with more than 40 dealers for the balance of 2008 with the potential for £1-2MM per year once full rollout and telemarketing sweeping programme has been achieved.  400 cases sold as at 25th May 2009.  Led the Kia negotiations for GAP, with go-live completed on 1st Dec 2008

· Achieved a steady rate of CPI (Credit Protection Insurance) penetration at Point of Sale (POS) of 5% to meet the Operating Plan.  Supported our account managers both in the field and in co-running training courses to improve product knowledge.  Ran various off-site training courses for dealer groups.  Developed training and assessment materials for use by GE Money Account Managers and Dealer Sales   

· Developed 1st Quartile pricing model for ASDA new business pitch – identifying the blended premium, allowing an increase in price to the 1st Quartile of 15%

Senior Marketing Product Manager and Lean Six Sigma Black Belt – Promoted twice during this period.  Firstly to a Marketing Intelligence Role after 3 years and then after a further year to a Black Belt.  Completed the Lean 6 Sigma Black Belt certification in mid- 2006.  Given an award for excellence in the application of Lean 6 Sigma for a project, presented in Paris.  

GE Fleet 


 






2001 – 2007

GE Fleet is part of the US Industrial conglomerate, General Electric.  The Fleet business sources, manages and then de-fleets vehicles as supplied to corporate clients such as Astra Zeneca and the National Grid for use by their employees.  

Key Achievements      

· Led a Lean Six Sigma project working at a European level to retain and grow customers commercially through sales force effectiveness, resulting in an increased retention rate from 32% to 48%.

· Project managed a customer driven Lean initiative to develop more productivity through better capacity utilisation, resulting in a capacity build of 99% for renewal reminders with a large customer, allowing the implementation and management of a further large customer.  The process achieved a 6 sigma level of capability and was subsequently rolled out as part of a DMADV project with the implementation of an IT solution scoped and driven by myself.  The result was an award presented by GE senior management in Paris 
· Coached internal candidates through Green Belt training with a 100% pass rate achieved

· Conducted detailed activity analysis and subsequent resource planning that resulted in a planned headcount shift from 39 to 37 in customer services that utilised a number of 6 sigma tools with which to determine change and advocate use of resource to maximise capacity

· Financial and Management solutions for vehicle fleets. Took responsibility for a number of Database and Customer Management and Business Development projects both at a UK and European level

· I also led an initiative before taking up my Six Sigma role to build strategic relationships with key Manufacturers including, Volkswagen, Honda, BMW and Mazda amongst others.

· Preparation for GE market planning sessions with the UK senior management team and associated European businesses.  This involved splits by product/ service and customer dynamics through Datamonitor and other sources.  Advisory forums were also a key element of my marketing management role from 2001 – 2004.

Head of Marketing & Partnerships 





       
2000 – 2001

Auctions2Business Ltd – Online Industrial Auctioneering start-up
· Marketing and business development function at a senior management level for this Internet start-up.   

Marketing Manager – Given salary increase within first year due to performance    1999 – 2000

General Systems Ltd – Supplier of Management Accounting Software
· Marketing and alliances functions at a senior management level for the Systems Union and Epicor product sets and associated professional services.  

Marketing Manager





       


1994 – 1999

Marketing Executive
- Promoted to the Marketing Manager role after 2 years






       

Mancos Ltd – Developer and supplier of distribution software – ERP solution    

· Managed marketing function and developed markets for the company's distribution solution

Account Manager 








 1993 - 1994

McQueen Direct

Account Manager 








 1992 - 1993 

Barrington Johnson Lorains

Senior Copywriter 








 1991 - 1992

Junior Project Manager

Scottish Equitable

Junior Qualitative Researcher 






 1990 - 1991

Scott Porter

PROFESSIONAL DEVELOPMENT AND EDUCATION

Black Belt (DMAIC, DFSS, LEAN, CAP and Minitab Expert)




IASSC and CPD Accredited Lean Six Sigma Trainer, also PMI PMP

Chartered Marketer (MCIM)

Marketing & Business Administration (including Statistics) (Masters) MSc

Science (Mathematics and Psychology) BSc

