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Japanese Ambassador to Barbados, His Excellency. Teruhiko Shinada with
Mr. Hideto Asada from Sumitomo Corporation and Ms. Judith Wilcox,
CEO MQI during the ribbon cutting ceremony of the Mazda Showroom

On February 22nd 2017 McEnearney Quality Incorporated (MQI)
officially opened its Mazda Showroom at Widley, St Michael, Barbados.
The launch of the new showroom complemented the CX-3 and CX-5,
the latest car models of the Mazda line.
Ms. Judith Wilcox, Chief Executive Officer of MQI, expressed her
excitement about the showroom saying that because of the design, the
exciting Mazda range was perfectly displayed to all customers, in a high
tech, modern environment, which reinforced the Mazda brand and its
Skyactiv technology.

Also in attendance at the opening were Hideto Asada, Director, General
Manager of the Automotive and Transportation Equipment Division
at Sumisho Machinery Trade Corporation; Kota Inoue, the Caribbean
representative of Mazda and Deryck Gonsalves from Sumitomo
Corporation, the trading company for Mazda in the Caribbean
and South America.

“To celebrate, we are offering $3 000 Bds cash back on any Mazda sold
until the end of the month,” Ms. Wilcox concluded.
Japanese Ambassador to Barbados, His Excellency, Teruhiko Shinada,
noted that it was a great honour for him to attend the official opening
of the showroom.
“Mazda is one of the top-runners in Japan’s car industry, and we are
excited to see this brand being promoted here in Barbados” he stated.
“As an Ambassador of Japan, it is an immense pleasure for me to
see this beautiful new showroom with the attendance of so many
prominent figures from this country.”
Acknowledging the success of the two-day Mazda Annual Conference
of the Caribbean and South America, Mr. Shinada went on to say
that he believed that the Mazda Regional Conference and the official
opening, of the new showroom were not only business opportunities
for Mazda Barbados, but also symbolic events which showed off
Barbados as one of the very important business hubs in the region.

In photo,
Mr Johhny Tudor from
MQI Sales greets Mr. Hideto Asada
from Sumitomo Corporation
with Sales Manager, Margaret Hoyte
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Mr. A. Norman Sabga, Group Chairman and
Chief Executive of the ANSA McAL Group of Companies
together with his Executive team sit down to lunch with
the Mayor of Port of Spain, Councillor Joel Martinez
On February 15th 2017, His Worship, the Mayor of Port of Spain Alderman Joel Martinez, paid a visit to the headquaters of ANSA
McAL Ltd for lunch hosted by Mr. A Norman Sabga, Group Chairman and Chief Executive.
The Executives of the ANSA McAL Group was pleased to welcome the newly appointed Mayor of the capital city.
Discussions centred on the pressing issues facing the capital city and the work of the Port of Spain City Corporation.
Mr. Martinez was sworn in as the new POS Mayor on December 13th 2016.
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Trinidad Match Ltd prides itself on being the most established manufacturer in the Caribbean.
The company was first called Three Crowns Match Factory and Soap Works when it was established in 1887
at 23-25 Phillip Street, Port of Spain. Henry S. Tappin from Liverpool, England was the original owner of the
company we know today as Trinidad Match Ltd.
Following the death of Henry S. Tappin in 1914, Arthur Wright, a partner at Alstons Group, acquired the Factory
in 1916. Trinidad Match Factory became a limited liability company in 1938, after it became wholly owned by
the Alstons Group. The original factory, located at 23-25 Phillip Street, Port of Spain, was destroyed by fire,
forcing the company to relocate to Mount Lambert where it would remain for over 40 years.
In 1993, Trinidad Match would move to Maingot Street, Mount Hope, where it remains to this day.
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(From Left) Mr. Robert Hernandez - Former Chairman, Success Laventille School Board;
Ms. Sharon Balroop – ANSA McAL Group Corporate Communications Manager; Ms. Hamid Baksh, Principal of Success
Laventille Secondary School and Ambassador of Cuba to Trinidad and Tobago His Excellency, Mr. Guillermo Vázquez Moreno
at the cheque handover ceremony in support of the Cuba/Trinidad and Tobago Cultural Exchange
The Cuba - Trinidad and Tobago Cultural Exchange project originated in 2016 when Success Laventille Secondary
School, through its Success Stars Pan Sounds accepted an invitation from the Government of Cuba through the
Cuban Institute of Music to perform in several musical workshop throughout Cuba.
This visit is the second leg of a cultural exchange with El Conjunto Folkorico Nacional de Cuba with Mr Nicholas
Cumberbatch, Project Coordinator, at the helm.
An important objective of this exchange is to contribute to the broadening of understanding between the peoples
and development of mutually beneficial relations between the two countries.
The ANSA McAL Group is pleased to contribute towards this noble project between Cuba and Trinidad and Tobago.
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- Group HR Advisor, Talent Management

Q. WHO IS ENA VIEIRA AND WHAT DO YOU DO?
A. Lawyer turned Recruiter. The last eighteen years predominantly specialising
in recruitment, particularly Executive level recruitment. My role at ANSA McAL
as Group HR Advisor, Talent Management involves working with our sectors and
subsidiary companies in the areas of succession planning, assessment, development
and high potential management. Activities such as performance management
and talent acquisition (recruiting). My remit is to try to work with key internal
stakeholders to ensure we put equal effort and resources into attracting employees
to our Group, as we spend into retaining and developing existing people.

Q. WHY IS TALENT MANAGEMENT AN IMPORTANT BUSINESS STRATEGY?
A. The term Talent management can be regarded as just another one of those annoying Human Resources
terms. But it shouldn’t be seen in that way. Talent management is an organisation’s commitment to
recruit, retain, and develop the most talented and superior employees available in the market.
So, it should be regarded as a useful term when it describes an organisation’s commitment to hire,
manage, develop, and retain talented employees. It comprises all of the work processes and systems that
are related to retaining and developing a superior workforce.
Talent management is a business strategy that organisations should hope will enable them to retain their
top talented employees. Just like employee engagement or employee recognition, it is the stated business
strategy that will ensure the attraction of top talent in a competitive market.
If we tell a prospective employee that we are dedicated to a talent management strategy that will ensure
that he or she will have the opportunity to develop professionally, we attract the best talent.

Q. DESCRIBE A TYPICAL WORK DAY FOR YOU?
A. To be honest I don’t have a typical work day. Each and every day is different. My focus each day is the same, my end goal is the
same, attracting the best talent and ensuring our sector HR teams and business leaders are embracing and driving processes that
cultivate and grow our top people into leaders of the future within the Group.
Typically, I’m in by 7am each day, my schedule for the day is always planned or reviewed the day before, so I know what I’m focusing
on, who I’m due to speak to or meet with, that isn’t to say other things don’t crop up as the actual day progresses and usually I have
my first call to a potential candidate by 7.30am. I typically speak to, on average, at least 8-9 external professionals in the market each
day. I connect with at least 10 new professionals a day who look interesting, either for a need we currently have or just because they
look great and I want to find out more about them to see if they may be someone who could add value to our business. Or I may have
a full schedule of face-to-face interviews with potential candidates for a particular vacancy we’re trying to fill.
This is the one activity I do each and every day, without fail. Outside of this, my days really do differ. One day, I could be conducting
a number of psychometric assessments on behalf of a subsidiary for some candidates they’re interested in progressing to the next
stage in the hiring process, and so I’ll be reviewing profiles and writing up reports on the assessment findings. Another day, I’ll be
reviewing external supplier agreements, or meeting with suppliers to discuss their service offerings. I may be liaising with external
business schools or educational institutions on either a current initiative we’re running or a potential new one we’re looking
to launch. Most recently I’ve been working with one of the sectors on Personal Development Plans and another on Employee
Engagement and I’ve been focused on working with the sector HR teams in relation to our new talent analytics and reviewing the
data we’ve been producing to see what story it’s telling us. My work day continues into the evening, if I’ve been in interviews or
meetings for most of the day, I catch up on my emails and respond to any I’ve not had chance to during the day and then I’m back
online hunting for talent.
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- Group HR Advisor, Talent Management

Q. WHAT ADVICE CAN YOU OFFER TO
WOMEN IN YOUR FIELD AND WHAT DO
YOU THINK IS THE BIGGEST ISSUE FOR
WOMEN IN THE WORKPLACE?
A. This is advice not just relevant to my field, but I
would say that being conscious of risk and planning
to avoid it at all costs limits their options. I remember
I read an article in Elle last year that apparently
women’s aversion to risk sets in around puberty
when they become conscious of managing real risk.
So don’t be afraid to fail. If you have a fear of
failing, you will never put yourself forward and out
there. I have to reach out to total strangers every
single day and not just anybody, top executives out
there, who’ve never heard of me, I’ve never spoken
to and I have to pick up the phone and call them. If
I was afraid of failing I’d never be doing what I do
today.

Q. TELL US ABOUT A MOMENT FROM THE TIME YOU KNEW
YOU SUCCEEDED IN SOMETHING.
A. Probably one of my first major client conflict negotiations that I
managed single-handedly having only been in the profession for a matter
of a year and a half. Our company had a client that had run into serious
aged debt with us, in the millions. I was asked to attend a meeting with
the client company’s Managing Director and several his Directors, along
with three senior managers, more senior than myself, from my company.
The meeting started very frosty and got frostier as it went on. No one could
reach an agreement. The client felt there were monies that they didn’t owe
as service had not been received and naturally my company felt differently.
The meeting reached a stale mate and the Managing Director from the
client company asked me for my opinion on the matter, as I’d been quiet
up until that point. So, I did. He then asked everyone to leave the room,
all his Directors as well as all the senior managers from my company and
said he only wanted discussions to continue between us. So we did and a
resolution was achieved. We managed to get a cheque the following week
for 75% of what was outstanding to us, however our agreement with the
client company was renewed with exclusivity, which meant guaranteed
business for us moving forwards. To me, I felt we had to look longer term
at the situation and not risk losing this client altogether, because whilst
we could have had them pay off 100% of what we felt was owing, by doing
so, we stood to lose a great deal more longer term with non-renewal of our
agreement and them taking their business elsewhere.

One of my very first roles in this profession was with
Hays Plc, in their Group’s Construction Division
back in London. As you can imagine a very male
dominated environment and very few female senior
managers. If you’ve ever seen Boiler Room, it wasn’t
too far off! It was in that environment I knew, if I
don’t go for it, put myself forward, give my point of
view, run with an idea, get tough, I’ll get nowhere.
Those who are optimistic don’t succeed because of
luck. They succeed because they work really hard
to make sure that things happen and turn out right,
rather than focusing on what might go wrong. Be
excited about taking on new challenges. Be brave.
Yes, sometimes we’ll fail, but the way I look at it,
even if you do on occasion fail, you’re going to learn
something from it.
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Q. HOW WOULD YOU DESCRIBE YOUR
LEADERSHIP STYLE?
A. My leadership style has really transformed
over the years. I’ve had to really work hard on it
to achieve a good balance and get the best out of
my teams and colleagues. I try most of the time
to be a more “democratic” type, by trying to get
everyone to put in ideas and participate in any
decision-making process, however that’s to a
point, there will be times when I won’t follow that
style or approach because a job needs to get done,
a decision has to be made, a deadline met or people
in the team aren’t forthcoming. In my earlier
career, I had more of an autocratic leadership
style. I was younger then and I learned the hard
way, and that that’s not always the best style to
adopt at all times. Over the years I’ve realized
this doesn’t always get results and it doesn’t grow
and develop your people. As a leader I’ve tried to
empower my teams. Getting them to try and think
for themselves and come up with solutions, not
always giving them the answers. One of the key
events that made me change this was years back
when I took a vacation, which didn’t turn out
to be a vacation at all, as I found myself on the
phone with the office several times a day, as well
as, and this was before Wi-Fi, having, I remember
to locate an internet café to log on to deal with
the sending of email instructions on a variety of
matters. It totally ruined my rest and relaxation on
that holiday and it was then I realized, no, things
have to change, your teams need to be able to cope
when you’re not around.

- Group HR Advisor, Talent Management

Q. HOW HAS YOUR LIFE EXPERIENCE MADE YOU THE
PROFESSIONAL YOU ARE TODAY?
A. I’ve grown up with two very hardworking parents, who also made
sure my feet stayed firmly on the ground and I never got too big for
my boots or too over confident. So, as a professional I’m always trying
to learn, to improve, to know more. I never think I know it all. Also,
growing up I played a lot of highly competitive sport, County Netball and
Hockey, I even got through to England trials at netball but sadly suffered
a bad knee injury and I also ran 100 and 200 meters for a UK Athletics
team. This instilled a lot of discipline and a competitive focus in me. I
remember having to be up every Sunday morning, dark rainy morning
to go training, cross country in waterlogged terrain, freezing winter, not
nice. So I’ve also had a number of different managers and bosses that
I’ve worked with over the years and with each one I’ve looked at what
was positive and what wasn’t so positive in them, and tried to adopt all
the positives along the way. I certainly would say that starting my career
and having a lengthy career in London and in the City really molded
me as a professional. I’m never late to meetings, I don’t miss deadlines
and I will work round the clock if required to get something done and
delivered. Always go the extra mile, always deliver and always try to
be the best or at minimum the best you can be. Some people at times
can view me, as being somewhat abrasive and direct but I’ve grown up
personally and professionally as someone who comes to work to try and
be the best she can be and put her all into the company and the brand I
work for.

Q. CARNIVAL FANATIC OR
TOBAGO JAZZ?
A. Neither really, but if I had
to choose, I’d probably say
Tobago Jazz. Definitely, as
disappointing as it is to some of
my colleagues, not a carnival
fanatic. Don’t get me wrong, I
love soca music but I don’t play
mas or get carried away into
feting.
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The Carib Pan Posse 2017 rocked the North Stand at the semi-finals of the Panorama steelpan competition. Toting
several favourite Carib brands, the Carib crew joined thousands at the big lime, bringing their full-on party vibes
to the iconic stand.
American national, Jeff Baldwin, whilst in the North Stand guzzling a Carib beer said, “I love the vibes.
You can’t get this anywhere else in the world”.
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For further details feel free to contact your HR Department to discuss
potential opportunities within Group.
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The Corporate Broadcast is for you and about you.

If you would like to feature your subsidiary
events, useful company information, employee
achievements and current promotions in the
Corporate Broadcast, please submit articles
and well captioned photos or ads to
natasha.ramnath@ansamcal.com
or contact 225-4973
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