CONFIDENTIAL CV OF PIETER KRUGER


PERSONAL

DETAILS

NAME




Petrus Hendrik Kruger (Pieter)

CONTACT DETAILS


066 437 8430





Pieter.kruger@baronsvw.co.za





Krugerp51@gmail.com
NATIONALITY


SOUTH AFRICAN

ID NUMBER



720315 5007 084

PASSPORT NUMBER

A01139712 (Valid)
USA VISA



Expiration Date – 22 Nov 2025
RESIDENTIAL AREA
OLYMPUS, PRETORIA (GAUTENG)
EDUCATION



HENTIE CILLIERS HIGH SCHOOL, VIRGINIA

· GRADE 12
TECHNIKON FREE STATE

· NATIONAL DIPLOMA: MUNICIPAL ADMINISTRATION & PERSONNEL MANAGEMENT, 1994

TECHNIKON SOUTH AFRICA

· B. TECH. HUMAN RESOURCES MANAGEMENT, 1999

UNIVERSITY OF STELLENBOSCH BUSINESS SCHOOL

· Executive Human Resources Programme (2013)
LANGUAGES



AFRIKAANS, ENGLISH

AVAILABILITY


ONE MONTH 
HOBBIES, INTERESTS AND 

GOLF, CYCLING & FAMILY LIFE 

SPARE TIME ACTIVITIES

Additional Training / Courses

· Various Toyota SA courses as part of Sales Exec and Sales Manager certification

· Executive Leadership Coaching - 2012

· De Bono (Six thinking hats) - 2012

· Diversity Management (Employment Equity)

· Interpersonal Skills

· Mentorship

· Interview Techniques

· Scott Work Negotiation skills

· Performance Management


WORK

HISTORY
· NMI Toyota Centurion (Mega dealership)

Nature of Business
:
Motor retail


Employment Period
:
1 May 2021 to 30 September 2022


Last Position
:
New Vehicle Sales Manager




(1.3 Years)


Reporting To
:
Dealer Principal (Theo Brits)

Promoted to Dealer Principal at Barons VW Woodmead (Internal promotion)
Special Achievements:

· Sales results (May 21 – Jul 22):

Ave Units for the period – 185

Jan 22 – 249 units (124% of Toyota Target)

Feb 22 – 259 units (130% of Toyota Target)

March 22 – 277 units (131% of Toyota Target)

Ave SG% for the period - 58%

· Re-established the NMI Toyota Centurion Sales team through the employment of various Sales Execs, increase headcount from 5 – 10 (surround yourself with the best)

· Established a winning culture and a culture of success for the New Vehicle Sales Department

· Improved Customer Experience (CE) from levels of below 80% to a constant performance of 100% - we have a 100% success rate of CE appeals to the OEM

· Zero penalties on ICQ (internal audit) audits

· I had a clear understanding of the NMI Toyota franchise strategy and business plan, displayed the ability to translate the broad strategy into operational/sales plan and execute to the mandate

· Established strategic working relationships with relevant representatives from the OEM

· Seeking opportunities in the midst of the April 22 Toyota factory floods and stock crisis:

Cost reduction

Reduced Stock days

Training of personnel

Maintain engagement levels of personnel

Communication and transparency
Stakeholder management 

Key Competencies:

· Extensive experience of change management strategies/initiatives, turnaround strategies, training & development programs/structure and strategies, team building and performance management

· A solid understanding of business and the ability to function at both an operational and strategic level

· Self-starter

· Goal orientated

· NMI Toyota Menlyn Maine
Nature of Business
:  Motor retail


Employment Period
:  November 2018 – April 2021 (New Vehicle Sales Executive)
Promotion to Sales Manager NMI Toyota Centurion

· Bidvest McCarthy Toyota Lynnwood

Nature of Business
:  Motor retail


Employment Period
:  May 2018 to October 2018 (New Vehicle Sales Executive)
Resignation, I was recruited to join Barloworld Toyota Menlyn (Mega dealership)
· DB THERMAL a subsidiary of SPX Corporation, Charlotte North Carolina (listed on the NYSE)


Nature of Business
:
Heavy engineering fabricator, construction & project management

Total Headcount
:
1219 (March 2017 Headcount)

Employment Period
:
April 2008 to November 2010 (Human Resource Manager)




December 2010 to April 2018 (Director Human Resources)

Last Position
:
Director Human Resources 

Reporting To
:
Global VP Human Resources based in Charlotte, North Carolina (Functional & Direct) / Managing Director & General manager South Africa (Operational)
· BRAVO GROUP (previously part of the Steinhoff Group of Companies) SLEEP PRODUCTS (SEALY POSTUREPEDIC; EDBLO; SLUMBERLAND; KING KOIL)


Nature of Business
:
Bedding Manufacturer


4 Factories Employ
:
± 1000 employees


Employment Period
:
20 September 2004 to March 2008


Last Position
:
National Human Resources Manager




(3½ Years)


Reporting To
:
Managing Director / Regional Human Resources Executive

· BEATRIX MINE (PART OF GOLDFIELDS LIMITED) 

Nature of Business
:
Gold Mining


Head count
:
± 3 500


Employment Period
:
January 1996 to September 2004


Last Position
:
HR Supt
CURRENT ROLE
· Barons Volkswagen Woodmead (NMI) 


Nature of Business
:
Motor retail


Employment Period
:
1 October 2022 to current


Last Position
:
Dealer Principal

Reporting To
:
Franchise Executive (Hilton van Beek)
I was approached by the franchise executives of NMI Toyota and Barons VW/Audi to apply for the role at Barons VW Woodmead.  The promotion was seen as a growth/development opportunity within NMI and to apply my general management skills and competencies to an underperforming dealership (turnaround strategy).
Details of the role and circumstances for the application will be discussed at interview stage.   

Special Achievements:

· During the period of employment I have replaced the complete management team and realigned the new team to strategic values, operational budget and OEM targets (to be elaborated during the interview process)
· Realigned the dealership to the OEM standards and monthly/quarterly pay-out incentives and requirements to fulfil the dealer agreement 
· Mitigated financial losses (to be discussed)
· Improved Customer Experience Management (CEM) from unacceptable levels to a constant performance above national average of the OEM requirement to ensure OEM payout
· Implement various change interventions to establish a new culture and methods of work (on-going)

· Navigated the dealership through a formal review process from the OEM – the dealership has been under formal review since 2017
· I have a clear understanding of the franchise and OEM strategy and business plan, display the ability to translate the broad strategy into operational plan and execute to the mandate

· Established strategic working relationships with relevant representatives from the OEM
· Managing the dealership through restructuring and “Greenfields” project to align to cost reduction guidelines
· Guided the dealership through internal audits to achieve the required NMI standards and compliance requirements 

Key Competencies:
· Extensive experience of change management strategies/initiatives, turnaround strategies, training & development programs/structure and strategies, team building and performance management

· A solid understanding of business and the ability to function at both an operational and strategic level

· Self-starter & highly motivated
· Goal orientated
· Disciplined 

· High levels of tenacity 

References
To be provided at the appropriate stage of the recruitment process.
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