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The Manufacturers’ Network
News Highlights
This month we have two travel reports from The Manufacturers’ Network
Industry 4.0 as an Extension of Lean – a local example from Germany
When I met up with Christian Treptow, the divisional manager for manufacturing industries of the IHK Hannover, I found
an interesting case study for the evolution of Lean thinking to Industry 4.0. The IHK (Industrie und Handelskammer, or
Chamber of Industry and Commerce) is an interesting example of a much tighter collaborative organisation of business in
Germany – compulsory membership, and a much more comprehensive remit, including the organisation and supervision
of apprenticeship training.
Facilitated by the IHK, manufacturers in the wider region around Hannover (the capital of Lower Saxony) started a
collaborative Lean working group in 2005, with 21 manufacturers participating initially. Today the group has 220
companies on its membership list and is organising regular peer-to-peer learning events, most recently an Industry 4.0 /
Lean workshop at Sennheiser. The latter name points to a difference between their situation and ours. Sennheiser is a
specialist manufacturer of premium audio equipment with a global presence and about 2,800 employees, about half of
them in Germany, and their list of members spans the whole range of niche specialist manufacturers with 20 employees
to (the local branches of) Siemens and Volkswagen Commercial Vehicles. Also interesting is that their list of members
includes vendors and service providers – from Microsoft and the University of Hannover to local software developers.
I was given the list of all their major workshops they’ve held since 2006, and the topics show an evolution from ‘standard
Lean’ to more advanced, technology-focused topics like computer simulation technologies for Lean production,
Continuous Improvement, MES, etc, with the first workshops with Industry 4.0 in the title not showing up until 2014 – a
couple of years after the first industry roll-outs of the technology began in companies like Wittenstein-Bastian.
Studying workshop titles since 2014 reveals an ever closer integration of Lean and Industry 4.0 topics, and Christian
Treptow confirmed that – just as we’ve come to realise in New Zealand – the group sees and treats digital manufacturing
technologies simply as ‘a next step’ in “making the boat go faster.”
Dieter Adam, CE, reporting from Hannover, Germany.

Swinburne University’s Advanced Apprenticeship Program
A recent trip to Melbourne provided the opportunity to visit Swinburne University and learn about their recently offered
advanced apprenticeship program. The first intake of students are due shortly to complete their final year of a two year
Associate Degree of Applied Technologies, which combines both on and off-campus learning. The apprenticeship program
prepares students so they can solve engineering problems in engineering applications, utilising a range of emerging digital
technology skills and knowledge. It was encouraging to hear that students were highly sought after at the conclusion of
their respective off-campus projects. One such example was where a group of students spent time working for Asahi
Beverages troubleshooting problems on a production line. I was particularly impressed that the course equipped students
with the skills to jump right into the manufacturing industry and take on broad and challenging projects. The Swinburne
model provides an interesting example of an advanced apprenticeship program that could be replicated here in
New Zealand. Manufacturers need industry ready staff at all levels and a program such as this could be a useful tool in
helping solve our current skill shortages.
Isaac Prebble, Commercial Services Manager.

Left: A cyber physical production line that is used as an industry
4.0 training tool.
For more details about the course please visit https://
www.swinburne.edu.au/study/course/Associate-Degree-of-Applied
-Technologies-AB-APPTEC/local
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CEO COMMENTARY
Managing Skills Shortages The Construction Sector Example
Skills shortages remain one of the key areas holding back
manufacturers from further growth – this challenge is not
new and is likely to need continued efforts into the future,
both to address current shortages in experienced trades
workers as well as the changing skills requirements due to
rapidly changing technology.

For the construction sector specifically, in an interview
Minister David Parker highlighted the focus on cutting
price leading to contracts being awarded to companies
that do not invest in training and then simply poaching
trained staff from companies that had already invested in
training and apprenticeships.

Today, however, I want to talk about the Government’s
recently announced plan to address skills shortages in the
construction sector, in particular, looking at measures
around government procurement.

The intention in this area of the action plan appears to be
including questions around training and skills development
more explicitly in the procurement consideration process –
which may result in effectively giving those firms who do so
a better chance at gaining government project work. On
the surface, this seems like a good idea – especially when
you compare how New Zealand companies will fare in this
respect compared to overseas contracts, who often do not
invest in training in New Zealand.

The Construction Skills Action Plan covers six specific
areas: expanding skills for industry, leveraging government
procurement, establishing additional jobs and skills hubs,
growing construction careers and credentials, Mana in
Mahi – Strength in Work, and further changes to
immigration settings.
We have already talked about the Mana in Mahi –
Strength in Work programme, which will provide support
payment equivalent to the person’s benefit to employers
taking on apprentices aged 18 to 24 years who have been
on a benefit for six or more months. This policy has some
potential to help somewhat, but we will need to see how
the initial implementation works and wait for the policy to
widen to include the manufacturing sector.

Hopefully, this current focus on construction procurement
will give the government a basis and experience on which
to improve conditions for manufacturers who are trying to
gain contracts in the area. Manufacturing has similarly
severe skills shortages - a better shot at the scale which
such government contracts can provide will help boost
apprenticeship and training numbers in our own industry.
For both manufacturing and construction, making sure the
consideration of skills development flows right down the
project to sub-contractors and suppliers will be critical.

The ‘leveraging government procurement’ element is an
area in which construction and manufacturing often
intersect, and manufacturers frequently face many of the
same issues in trying to be part of the supply chain of
government projects.

We will keep an eye out on how this procurement focus
develops and will continue our discussions with
government on how this approach – if it works – can be
extended, leading to a similar government effort in the
manufacturing sector.

Procurement is an issue we have been actively engaging
with Government on recently, arguing that procurement
policy needs to give more consideration to local suppliers,
who in turn employ local workers, contribute to the local
economy and critically, build a skills base by training their
staff through apprenticeships. While some parts of the
current policy state that such benefits of using local
suppliers should be considered, this principle is hardly
ever given serious consideration in practice, especially
since the government’s Rules of Procurement only apply to
principal or head contractors, and pretty much all the work
is done by sub-contractors not subject to any wider benefit
considerations.

The Manufacturers’ Network
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Member Events
Coming up
Register on our events page at:
www.themanufacturersnetwork.org.nz

November Leaders’ Network with guest speaker
Garry Moore
We welcome previous Christchurch Mayor Garry Moore as
our guest speaker at our November Leaders’ Network.
Members are invited to come along for an entertaining
evening, followed by drinks, nibbles and networking.
Monday 26 November, Christchurch.

Overcoming Dysfunctional Behaviours in Teams
For our December Leaders' Network we welcome Kay
Johnson, Principal Consultant at Assurity Consulting, as our
guest speaker.
Kay is an authority on Agile and
Design Thinking and will talk about overcoming
dysfunctional behaviours in teams. Kay’s style is fun and
enjoyable, and Christmas drinks and nibbles are included.
Monday 17 December, Christchurch.

From the Factory Floor—Christchurch Engine Centre
The Christchurch Engine Centre has kindly offered to host The Manufacturers' Network members to a factory visit themed
on their use of electronic work instructions and how they use these to assist in their complex day to day activities. This is
a great opportunity to see a live system in action and learn from others.
Numbers are restricted.
Wednesday 7 November, Christchurch.

Skills Shortage—How to give your business a competitive advantage
Let’s come together with an expert in this field and discuss strategies you have found work well in attracting and holding
on to good people. How important is advertising jobs in the right place and format, for example? Can we sometimes
contribute to our own skills shortage without realising? What do today’s employees value in the workplace?
Once people have joined the business, what do we need to do to keep them? How do we get the best results from our
millennial employees?
The workshop will begin with a light breakfast.
Tuesday 13 November, Auckland.

Women in Manufacturing — Meeting 2, with guest speaker Eve Johnson
The second meeting of Women in Manufacturing is going to be hosted by Hellers of Kaiapoi.
Eve Johnson is going to open up an interesting topic on being RED or BLUE. This is based around working in the feminine
or masculine state and the impacts both on your business and personal lives. We can all switch from one to the other, but
when, how and why are the answers that Eve will discuss that make a successful work and home environment.
Tuesday 13 November, Christchurch.

Our events are open to all members of your staff.
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By Brian Davey of APE Consulting

Selling digitally is becoming more prominent
but Relationship Selling is still essential!
Is Sales a subset of Marketing or is Marketing a subset of Sales?
Building and maintaining enduring working relationships with
Really neither is correct as the functions of Sales and Marketing
customers
are combined into one process: Marketing feeds into the pipeline 
Will the product or service your customer has purchased
and Sales convert the warmed-up leads into revenue.
solve their problems?

Is there any way your product or service could be
Marketing is tasked with:
improved?

Defining a product/service that meets the needs of the 
What other problems does your customer have?
target customers

Does your customer know of other businesses suffering

Identifying and qualifying a target market
the same problems?

Identifying and qualifying a target market segment
You need to know if the product or service your client has

Creating brand awareness within your target market
purchased has met their expectations. If not, you need to react,
but if it has, you can leverage off that success to uncover more

Promoting your product/service in your target market
potential business. If your clients believe that you care, and that

Monitoring market trends
they have had personal input into your products’ ongoing
Sales is tasked with:
evolution, you have formed a trusting relationship that will survive

Converting prospects into customers

Building and maintaining enduring working relationships for as long as you keep doing the right things. In fact they will
become one of your best sales person and advocate.
with customers



Feeding market intelligence back into the beginning of the
Feeding market intelligence back into the beginning of the process
process
Strong relationships with clients will allow them to be more open.
Many of the above tasks now rely heavily on various digital They will provide you with information and leads that will result in
platforms with little, if any, face to face contact. There are new possibilities. They will walk beside you and your success will
however, some that demand human interaction to be truly be theirs. The sales team must be in the position to feed solid
effective. In a recent Harvard Business Review, Vanessa K Bohns market intelligence back into the business and this will be very
concludes that `Face to Face requests are 34 times more much enhanced by the forming of solid relationships with the right
people.
successful that e-mail’
The above tasks will not be effective without a level of face to face
Defining a product/service that meets the needs of the target interaction. Relying purely on virtual relationships managed
through digital platforms will NOT provide the desired outcomes.
customers
So, you have an idea. A new product or service that, at first glance, All members of your sales team must be encouraged to have the
appears to have great potential for providing a solution to many conversation, ask the questions and get to know what exactly it is
potential or existing clients’ problems. Before investing heavily in that you do for your customers
developing this product or service you must obtain feedback from
your market:

Does this idea solve a problem?

What is the size of the market?

What price will the market pay?

What is the channel to market and how does that fit with
your current business?

Are there any existing competing products?
Obtaining reliable answers to the above questions is essential
before the go – no go decision can be made.

Who is a member of your Sales and Marketing teams? – Everyone!
To a greater or lesser extent, every employee will have the
capability of feeding into at least one part of this process.
Customer facing members of your team however are the ones that
will have an impact on the relationship between you and your
customers. For many, any proactive engagement with the
customers will appear daunting and therefore will not happen.
Every customer facing employee requires the support and tools
necessary to feel comfortable and therefore become effective in
building and maintaining customer relationships.
APE Consulting can provide the training and tools for your
Converting prospects into customers
people that will give them the confidence to get out of their chair
The decision was GO, you have identified your target market and and interact effectively with your customers. APE’s Foundation
segment, your product/service has been promoted and leads are Skills Technical Sales Coaching Workshop will provide your team
coming in. You now need to qualify those leads:
with the skills necessary to grow a professional sales culture. Each

Is the solution you are providing correctly understood and workshop is developed to meet the unique needs of each client
relevant to the problems your clients are experiencing?
rather than a generic program for all.

Do you fully appreciate and understand the problems your
clients are experiencing and does your client believe that What we’ll do:
Analyse: Work with you in your business to understand your
you do?
business, its challenges, and what it is you do for your customers.

Who will be the decision maker?
Plan: Customise our proven workshop format to meet the
You must know you are talking to the right people and that they needs of your team and your business.
Execute: Deliver an interactive & focused technical sales
trust you to provide them with the best solution to their problems.
coaching workshop, setting a strong foundation for ongoing skills
They will then happily become a customer.
development.
For more information go to www.apeconsulting.co.nz
The Manufacturers’ Network
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By David Ellis of Earth Sea Sky

To the ends of the Earth
The Earth Sea Sky Antarctic story
In 2007 Earth Sea Sky won the tender for the 10-year Overheating in polar regions is as equally dangerous as
contract to redesign and supply Antarctica New Zealand’s freezing. We chose fabrics that would not hold moisture as
ECW (Extreme Cold Weather) clothing range.
moisture in insulation reduces its effectiveness.
Our family has a history of designing and manufacturing
polar clothing.
My grandfather, Roland supplied the
sleeping bags and down clothing to New Zealand’s 1956-58
Commonwealth Trans Antarctic Expedition team. The team
built the original Scott Base and laid the supply depots for
Sir Vivian Fuchs’ first overland crossing of Antarctica. My
father, Murray was a member of Sir Edmund Hillary’s
five-man tractor team who arrived at the South Pole on
January 4th, 1958.

We took Antarctica NZ’s heavy, cumbersome outer ECW
jacket and created two garments for the same weight – a
lighter down-filled ECW and a windproof synthetic down
liner. All the options had to fit together to obtain the
functional “mix and match” versatility we required. We
recognised the importance of movement between the
layers, so added a level of slipperiness where layers tended
to grip. We selected the best quality fabrics we could obtain
with a goal to doubling their 5-year life expectancy. On an
average season each garment is cycled and washed five
The Antarctica NZ brief was to modernise the existing times, so there was a need to be wash durable as well as
clothing range and to supply 300 sets of clothing. Each set field durable.
contained five jackets and two pairs of trousers. Antarctic
NZ made it clear they were seeking a long-term partner and Our new, revamped wardrobe created a new era of shared
wanted shared input between both parties. Previously they IP between Antarctica NZ and Earth Sea Sky. Antarctica NZ
purchased off the shelf garments from various suppliers but shared their field experience and tested garments; Earth
now realised this created compromise in terms of function Sea Sky used their knowledge of polar conditions, fabrics,
and fit. The new contract was to provide purpose-built garment construction and design. We incorporated many of
garments for their specific requirements.
the old ideas and features in the new garments. Our
pragmatic approach to design rarely requires redesigning
The design of seven garments took 12 months to complete. the wheel or throwing the baby out with the bath water.
For fabric we started from scratch and for design we had
many discussions with Antarctic NZ’s experienced field staff. We believe magic can happen between organisations. Our
Styling was important, but some suggestions were best compliment received to date was when an Antarctica
impractical in terms of movement and comfort. The goal we NZ senior manager stated, “our entire organisation is now
eventually settled on was “good looking work wear”.
recognised and defined by the clothing we wear, from
looking like the poor shabby relations, we have become the
We had a season to test fabrics on the ice. We started with envy of the other nation’s Antarctic programmes”.
our standard mountaineering designs and then spent six
months creating polar versions. The concept was to view For a clothing designer and New Zealand made
each garment as an individual layer that could be added or manufacturer this is as good as it gets.
subtracted depending on physical activity and
environmental conditions.

Left: Antarctica NZ Prima Loft
Jacket.

Right:
Earth Sea Sky ECW
jackets in use in Antarctica (Ross
Sea ice.) Photo credit: Juregen
Kolb.
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By Louise Neville of Accounting Solutions

7 Solutions to keep your cashflow
healthy and your business alive
Cashflow is a business’s lifeline. Without it, there’s a Here’s an example of a Cash Conversion Cycle calculation.
significant chance a business will cease to exist; even if it’s
profitable.
Wondering if your cashflow is worth taking time to think
about? Then consider this. If you are:

Unable to cover your total monthly expenses easily
with your total monthly income;

Not being paid your desired wage;

Unable to pay all your taxes;
Then you have a cashflow management problem.
If you’re breaking out in a sweat right now, rest easy, there
are ways to improve your cashflow but first you must
understand what cashflow is and how it circulates around The Cash Conversion Cycle gives the business owner clarity
your business.
around how long it’s taking between cash going out and
cash coming in; in this example it’s 76 days.
Cashflow is the flow of money coming in and the flow of
money going out. How much cash you have in your business Simply by working out this calculation the business owner
at any one time (cashflow) is determined by how much cash has gained valuable insight into why and how their cashflow
you have coming in less how much cash you have going out. is impacting their business.
Cash circulates around your business. You manufacture or
produce goods (cash out) and then you sell them (cash in)
and on it goes. It sounds simple, and it is. However, it’s the
processes that surround this cycle that often create timing
issues.

Reducing the number of days in this cycle significantly
improves the business’s cashflow and this can be achieved
by taking a closer look at your business processes.
For example if Accounts Receivable days reduced by 9 days
and Inventory days reduced by 6 days there would be an
additional $105,370 in your bank account today (presuming
Sales are $3,000,000, Accounts Receivable $420,000,
Cost of Goods Sold $1,910,000 & Inventory $320,000.)
There are 7 areas which contribute to the length of your
Cash Conversion Cycle and below we’ve given you a link to
some ideas on how to begin reducing the number of days in
each area and start enjoying better cashflow today:

1.
Accounts receivable
2.
Accounts payable
3.
Inventory process
There are permanent pulls on cashflow which can cause 4.
Inappropriate debt/capital structure
havoc if not managed e.g. drawings, tax, loan repayments 5.
Overheads too high
and asset purchases.
6.
Gross profit margins too low
7.
Sales levels too low
The length of time it takes you to purchase your goods and
have these goods convert into cash in the bank is called Please visit the following website for information on how to
your Cash Conversion Cycle. The less time this process reduce the cash conversion days in these 7 areas http://
takes, the better your cashflow and when your cashflow www.asl.co.nz/news
works for you it’s easier to cover your monthly expenses, pay
yourself your desired wage, cover your taxes, and avoid
having unnecessary debt.

EXCLUSIVE INVITATION
Louise Neville, Director of Accounting Solutions Ltd extends a special invitation to members of The Manufacturers’ Network to join her
for lunch on Tuesday 20 November where she’ll be sharing behind the scene insights to help you improve your cash flow and build a
thriving business that’s profitable, sustainable and enjoyable. Save your place at the table by emailing monica@asl.co.nz today.
The Manufacturers’ Network
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By Anna Needham of Lane Neave

Employee surveillance at work
A “how to” guide for employers
Employers often wish to monitor or record their employees The Privacy Commissioner’s view was that:
while at work, whether for safety, security, or other reasons.
“The need to investigate possible incidents and
However, as recordings of employees while at work will
accidents needed to be balanced with the posties
constitute “personal information” of the employee, employee
right to maintain a reasonable degree of privacy and
monitoring continues to receive scrutiny from the Privacy
dignity, and that of the people with whom they
Commissioner, and can result in a range of issues for
interact as they make their round. The posties spend
employers, including a finding that the monitoring has
a considerable amount of time in the delivery vehicles
breached their employees privacy, or that they can not rely on
and it would be unsettling for them, and unreasonably
recorded footage in disciplinary or other processes.
intrusive, to record audio during the entire time the
vehicle is being driven”.
Recent Privacy Commissioner Finding – New Zealand Post
Following a recent finding by the Privacy Commissioner that a As a result of this finding, NZ Post removed cameras with an
posties privacy had been breached, New Zealand Post has audio function from its delivery vehicles and amended its
removed all cameras with an audio capacity from its delivery policies.
vehicles. The postie was confronted by his team leader about
phone calls he had made during his mail run, and about “How to” record employees while at work
conversations he had with members of the public. Concerned With that finding in mind, it is still possible to monitor
about the audio recordings made by the cameras in his delivery employees while they are at work – provided the IPPs are fully
vehicle, the postie complained the Office of the Privacy complied with. In particular, before undertaking any employee
Commissioner, which upheld his complaint.
monitoring (including having cameras or audio recording in the
workplace) employers must:
The Privacy Commissioner found that the audio recordings  Have a lawful purpose for collecting the employees
constituted personal information about the posties while personal information which is connected with a function or
completing their delivery work (for example, personal activity of the employers business;
conversations with persons they met during their delivery
 Only collect information that is necessary for that lawful
rounds), and members of the public.
purpose;
NZ Post considered that the audio recordings were necessary  Make employees aware that their personal information is
for the purposes of investigating incidents or accidents that being collected, the purpose for which the information is being
occurred during delivery rounds. However, the Privacy collected, and the intended recipients of that information (we
Commissioner was not convinced that the continuous audio strongly recommend having a policy which outlines this
recordings were necessary for safety purposes, stating:
information to your employees);
“Thousands of hours of footage were being collected
 Not collect information by means that are unlawful, unfair,
about the delivery agents and members of the public,
or unreasonably intrusive to the employee;
yet there were relatively few accidents. It was not
clear that the audio recordings would prevent  Ensure the recordings / personal information is stored
accidents or provide information that would lead to safely and securely, for no longer than is necessary;
changes in safety policies”.
 Ensure employees are aware that the information is being
stored, have access to, and can correct, that information if
Therefore, the collection of the audio recordings was not required; and
necessary for the lawful purpose of NZ Post, and consequently

Only use, or disclose, the personal information for the
a breach of Information Privacy Principle (IPP) 1.
purposes for which it was collected – this often catches
employers out when they attempt to use footage
As the posties were not made aware by NZ Post that cameras
collected for health and safety or security purposes in a
were recording audio during the delivery rounds, the Privacy
disciplinary process.
Commissioner also found a breach of IPP 3, which requires
agencies to make people aware that information is being
The importance to the employer of having cameras operating in
collected, the purpose of collection, and the intended recipient.
the workplace must be balanced against an employees right to
maintain a reasonable degree of privacy while they are at work.
In addition, the audio recordings were established to be
Employers should keep this in mind before they decide to
unreasonably intrusive into the privacy of the posties (a breach
operate cameras or other sorts of monitoring equipment in the
of IPP 4 – which requires that the means of collection must not
workplace. We strongly recommend obtaining legal advice
be unlawful, unfair, or unreasonably intrusive).
before employers undertake any employee monitoring, and
before employers seek to rely on any footage taken of
employee while at work in disciplinary or other processes.
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By Bruce Pollock of Endeavour Solutions

Why manufacturers can’t let outdated
systems slow business growth
Successful growth is a challenge faced by all manufacturers, Think of it this way: if you’re a business owner that has
yet too often growth is impeded by time poverty and outdated systems – or no systems at all – then you ARE the
outdated business systems.
business. Which means that how much profit you generate
is entirely down to how many hours you put in. If you want to
As a leader in the Kiwi manufacturing sector, you know increase your profits, you’ll need to work longer hours. And
growth is good. Growth means more revenue, the ability to so will your team. Is that really how you want to move
pay your staff more, to create more jobs, to innovate with forward with your business?
new products and services for your customers. Not growing
means losing valued employees, falling behind competitors, The answer – no secrets or tricks
limiting you and your team’s potential.
When you implement the right business solution you’ll be
able to:
The trouble is business owners and their management
Remove manual and repetitive tasks and streamline
teams have a lot on their plates – finding the time to grow 
your administrative workloads.
can be a huge challenge. Study after study of New Zealand
businesses cite time poverty as a constraint on growth.

Define and simplify processes using modern, intuitive
software.
What it boils down to is a phrase you’ll have heard before:
It’s not about working harder. It’s about working smarter. 
Invest in scalable systems and free your staff to
Intelligent business software that streamlines and
undertake more value-add functions.
automates core business systems is the key to not only
Help operational parts of the business work together
making life easier for you and your team, but to setting your 
– by capturing, storing and sharing information.
manufacturing business on the path to faster growth.
Asking the tough questions
If you’ve been worrying that your business is stagnating, and
that you seem to be working longer hours without anything
to show for them, it’s time to ask you and your management
team a few questions:
1.
Should I be hiring more staff to cope with demand?
2.

Do I have proper documentation around processes?

3.

Am I using too many workarounds?

4.

Are customer and supplier demands increasing?



The costs of implementing a new system



Make sure that internal processes are properly
defined, and don’t just evolve organically.



Create documentation that means your business will
continue to run smoothly when an employee is on
leave. It also makes handover much easier when one
employee is leaving and a new one is stepping into
the role.

If you think back to those questions, you’ll see how you can
resolve them. By streamlining the administration of your
business, you’re enabling your staff to spend more time
5.
Are we making too many mistakes?
focused on what they do best, rather than having to devote
If you’ve answered ‘yes’ to some or all of the above, then a large chunk of their day to admin tasks. This will reduce
your business growth is being hampered by out-dated the need to increase your staffing capacity, reduce errors
systems.
Not only that, but your staff are growing and improve the customer experience.
increasingly frustrated, your customers are losing
confidence in you, and your profits are being impacted.
The phrase “too much to do, too little time” is one that’s all
too familiar to owners of manufacturing and their
Have the courage to grow
management teams. Systemising your business wherever
This may sound odd, but sometimes business owners and possible – automating processes, creating documentation,
their management teams are afraid of growth – or rather, ironing out inefficiencies – will increase productivity,
what it takes to achieve it. Common fears include:
streamline processes and, most importantly, enable growth
in what is one of New Zealand’s most competitive sectors.

The pain of learning new technology
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Endeavour has prepared a detailed publication on this
subject, which you can download here:
https://insights.endeavour.co.nz/enabling-business-growth
Contact: Bruce Pollock on 021 226 3807,
brucep@endeavour.co.nz
The Manufacturers’ Network

By Christian Brown of Madison Recruitment

The Impact of Artificial Intelligence
on the NZ Job Market
Earlier this month, I stumbled across a short but fascinating
piece in the NZ Herald about a world first in artificial
intelligence (AI), developed right here in Tāmaki Makaurau.
Researchers at AUT have used NeuCube, a machine
learning system modelled on how the human brain learns
and recognises patterns, to develop an AI model that is able
to predict a person’s choices, before they have made up
their mind. Let me repeat that for emphasis; this tech can
accurately predict your choice, before you have made that
choice.

What about NZ?
Earlier this year, PwC released an interesting
global report detailing their analysis of the potential impact
of automation across 29 countries. Their conclusion was
that New Zealand is well positioned to manage what they
describe as three coming waves of automation between
now, and the mid-2030s. The study found that NZ has the
just the sixth-lowest share of jobs that are at high risk of
automation thanks to our high concentration of roles in
difficult-to-automate industries, rising to only 24% by the
mid 2030s. Nevertheless, we can expect to see some job
This ground breaking work is predicted to have a number of losses in those sectors with higher potential of being
fascinating uses, including neuromarketing, cognitive automated.
studies and crime solving. For me, reading this reinforced
my belief that the talk about AI permeating every facet of our 2. The way we work will change.
lives is not mere hyperbole. It’s happening right now—and As you look around, you’ll see that the the career landscape
here in NZ. In an earlier blog post I kicked off what I hope is shifting rapidly, and looks different to ten or even five
will be an ongoing discussion about AI, and its impact on our years ago. Career paths are no longer linear, people are
corner of the world. Of course, given our business and my more likely than ever to switch careers, to work for a range
role, I’m particularly interested in how AI could affect our of big and small employers across their lifetime and to set
local employment market. There’s a multitude of possible up their own businesses. Mallory Mason, Team Leader at
impacts, but here are the three that are front of my mind.
Madison, discussed this shift in her recent blog post, The
Future of Work in a Digital World which is well worth a read. I
1. Some jobs will be lost, but more jobs will be created.
believe that widespread adoption of AI will only serve to
Whenever the subject of AI and the impact on job market is reinforce and expand upon these changes.
raised, you will tend to hear experts debating on two sides of
the fence. I’m simplifying here, but essentially these Our increasingly digital world will provide even more
opposing sides are 1) that advances in AI will bring about opportunity to work from anywhere, and at anytime.
massive and terrible job losses, which will have a hugely Emerging roles and industries will require broader and more
detrimental effect on human society, or 2) that AI will in fact diverse skill sets. People will work on a project basis, or in
bring about a multitude of new roles and opportunities in side gigs to order build their portfolio of skills to meet these
the employment market. I’d classify myself as resting in this requirements. Human workers will need to be flexible and
second group. I’m (cautiously) optimistic that the adaptable.
widespread adoption of AI will bring about changes in the
types of roles needed to fuel our society and economy, and Somewhat ironically, it’s been said that today many
will bring with it new jobs. And in this way of thinking there is companies operate in a way that treats people as if they
still an acknowledgement that yes, some jobs will be lost.
were robots – piling on more and more responsibilities
without providing the space to think about how to do things
As routine tasks become automated, roles that are focused differently, or how their role gives value. So the adoption of
around such tasks will become less and less relevant, and ‘robots’, or AI into many industries and companies, through
eventually obsolete. But remember, this is nothing new. In the removal of reactive, routine task will potentially give
the year 1800, 75% of Americans were farmers, today that employees opportunity to become more efficient, proactive
figure is 2%. While here in New Zealand at the end of the and strategic in their roles.
19th century, nearly 40% of New Zealanders worked in the
primary sector; agriculture, forestry or fishing. In today’s 3. Recruitment will change.
world that proportion is closer to 7 %. Despite the fears and Have you ever had a play around with the site ‘Will Robots
concerns, every technological shift has ended up creating take my job’? It’s fun to have a look, but not perhaps the
more jobs than were destroyed. The optimistic view is that AI best measure of what to expect for your career in the future.
will play a supportive role to humans, and will require For a start, I couldn’t find recruitment listed anywhere;
numerous new roles, particularly specialties with a focus on there’s a bit of work to be done on the roles included.
technology and science.
However, this question of whether AI will have an impact on
recruitment is a regular discussion point at Madison.
Continued over the page...
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Firstly, I should say that I’m not someone who believes that
we can eliminate the human factor out of recruitment
altogether. Hiring the right people into a business is a major
part of an organisation’s long-term success, and I don’t
believe there is a substitute (yet!) for a professional
recruiter’s assessment and selection expertise. That said,
there’s definitely some room to become more efficient in the
recruitment process. Some of this work is already being
done in the form of Applicant Tracking Systems (ATS) and
scheduling tools. It would be fantastic to be able to free up
even more time for recruiters and other stakeholders
involved in the hiring process. This time could then be spent
on those high value tasks where human judgement is
required and necessary, like interviewing candidates. A
quick internet search will reveal dozens of new tools and
companies purporting to help in this way so it can’t be too
long before there is more widespread adoption.

Increasing our readiness.
These are three possible implications of AI adoption that are
thinking points for me today, but which of course barely
scrape the surface of this vast subject as it relates to our
labour market. Fortunately, greater minds than mine are
constantly at work on debating the finer details of the topic.
If you are interested, I recommend signing up to AI forum
news, and setting google alerts to notify you about
interesting forums, workshops and discussion groups
happening right across the country.
Whatever your role and industry, artificial intelligence is
going to have an impact.
This article was first published on 25 September 2018.
Read the full article at: https://www.linkedin.com/pulse/
impact-artificial-intelligence-nz-job-market-christian-brown/

Candidate Engagement.
AI can also be hugely beneficial for the candidate Disclaimer: The content of this article is general in nature and not
experience. Communication is one of those areas where intended as a substitute for specific professional advice on any matter and
should not be relied upon for that purpose.
there is room for improvement from a candidate’s
perspective, and could be addressed with the use of
machine learning AI. Some businesses are already using
chatbots to provide candidates with updates, feedback,
guidance and real-time answers to recruitment questions.
Changes to a recruitment offering.
The other side of the ‘AI and recruitment’ question is in our
service offering to clients. The traditional recruitment service
with a full end-to-end process is already shifting, with more
unbundled options on offer to meet differing client needs
(Take Madison’s Recruitment Unwrapped as an example).
But as roles themselves change, the possibilities for offering
digital solutions are growing. We may look to answer a
client’s requirement to fill ‘X’ number of Accounts
Receivable roles, with a proposal to provide fewer (human)
candidates, augmented by ‘virtual’ workers able to manage
simple data entry tasks. The possibilities are exciting .
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Send in your questions, thoughts & successes to:
info@themanufacturersnetwork.org.nz
Member’s Corner
Welcome to our new members and Associates:
Golden Goose Foods
-Have been manufacturing products for the food service industry for over 20 years, with one goal – to
make great products that keep customers coming back for more! As well as being legendary for their hotdogs, they offer a range
of gluten free options for your take-away, lunch bar, pub, restaurant or event menu. www.goldengoose.co.nz

BECA

-Our clients do incredible things every day. They are transforming their communities and changing lives through the
structures they build, the products they manufacture, the services they provide, and the families they support. And we are right there
alongside them. We are the problem-solvers – the thinkers, the creators, the planners and practitioners – who work together to make
every day better. www.beca.com
We would also like to acknowledge the continued support of all our members who have recently renewed. In particular
these companies have reached the following milestones:
Five years membership:
Ten years membership:
Twenty or more years membership:
Altus
HERA
Tait Communication
Q-West Boat Builders

The journey of an accountant
We welcome back our accountant Kees van der Oeven.
Kees spent 6 weeks walking the Via Francigena, an ancient pilgrimage originating in
approx. 900 AD. The actual pilgrimage took the early pilgrims from Canterbury,
England to Rome and then onwards to the Holy Land. The pilgrimage is now divided in
2 sections and Kees walked the section from the St Bernard’s Pass, Switzerland to
the Vatican in Rome, about 956 kms.
The average daily walking distance is about 23 kms, however towards the end Kees
had to walk 30 to 40 kms a day in order to make it to Rome on time. The
accommodation was mainly in abbeys, monasteries and convents with the occasional
B & B thrown in.
Due to an unusually hot and prolonged European summer, the first 3 weeks were very
uncomfortable and stressful with temperatures during the day in the high 20’s and
early 30’s. The path goes across farmland, forests, the Tuscan Hills and the
occasional mountain. Some of the sections follow the original Roman path built by the
Romans in the 11th century.

Kees successfully completing his
pilgrimage at The Vatican.

Disclaimer: The content of the articles in this publication are general in nature and not intended as a substitute for
specific professional advice on any matter and should not be relied upon for that purpose.
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