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Our Customers' Satisfaction is Our Ultimate Goal
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— Interview with Mr. Luca Mainardi, General Manager of Case New Holland (China) Management Go., Ltd.
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ecently, Multinationals in China interviewed our
old friend - CNH Industrial, which is the result

of the merger, in 2013, of Case New Holland and
Fiat Industrial. In 2003, the two agricultural brands of its
predecessor, Case New Holland, accepted our request to be
interviewed as global leaders in the agricultural equipment
industry. The resulting interviews were published with the
titles "Branding by Strength, Market by Service" for Case IH,
and “Our Customers' Success Originates from Our Excellence”
for New Holland. Now more than a decade later, these two
brands have made many changes. As China steps into the New
Normal, how are Case IH and New Holland developing in the
Chinese market? To have
an answer, Multinationals
in China interviews
Mr. Luca Mainardi, the
General Manager of Case
New Holland (China)
Management Co., Ltd.
Today CNH Industrial
is a global leader in the
capital goods sector that
designs, produces and
sells agricultural and
construction equipment,
trucks, commercial vehicles,
buses and specialty vehicles, and powertrain applications. As
an enterprise with over 170 years of history, CNH Industrial's
business covers five continents, and counts numerous historic
achievements in many fields, ranging from tractors, combine
harvesters, wheel loaders, trucks, buses and civil defense
vehicles to off-road vehicles, and marine power solutions.
Nowadays CNH Industrial has 12 brands, 64 manufacturing
plants, 49 R&D centers and more than 62,800 employees
worldwide. It has been named "Industry Leader" in the Dow
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Jones Global and European Sustainability Indices (D]SI), for
the past six years.

Mainardi likes China very much. He has worked and
lived in China for more than 5 years, having built up a very
close relationship with the Chinese market. He says: "I have
witnessed the great change that China has undergone in
the past decades. The opportunity in the Chinese market is
tremendous, because of its size. This huge potential market
is very attractive to every multinational enterprise. There are
quite a lot of opportunities, but it is not easy to grasp them.
CNH Industrial has made big investments in this market,
which include our manufacturing footprint. We think that
the imported products can't fully meet the requirements
of the Chinese market, so we must manufacture here the
products that our customers really need. CNH Industrial is
a multinational enterprise. If we want to win in the Chinese
market, we must continuously develop our Case IH and New
Holland products to meet our customers' evolving needs.

Certainly, the Chinese market fluctuates all the time, which

creates a big challenge in terms of manufacturing production

and product development. To succeed in the Chinese market
we need to grasp all the opportunities, respond quickly to the
market and enhance our manufacturing capacity."

Speaking of CNH Industrial's development in China over
the years, Mainardi says: "CNH Industrial has four main areas
of business, which work very close together: agricultural
machinery, construction machinery, commercial vehicles and
powertrains.. As the Country Manager of Case and New Holland
brands in China, I am in charge of agricultural machinery
and construction equipment. Our Head office in China is in
Shanghai Waigaoqgiao. Our joint venture factories in China have
about 9,000 employees. For agricultural machinery, now we
have 3 manufacturing plants in China. The facility in Harbin
is the biggest agricultural machinery plant in Northeast China,
and produces a full line of equipment that includes tractors,

corn, wheat and soybean combine harvesters, and hay and
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forage products. We also have 2 plants that were established in
2013: one in Urumgi that assembles cotton pickers and one in
Foshan, for sugarcane harvesters. We also have 2 agricultural
machinery R&D centers in Shanghai and Harbin. The change in
construction machinery is relatively smaller. Since we carried
on business in Shanghai Waigaogiao Free Trade Zone in 1999,
we have been developing continuously our presence. For
commercial vehicles, we are present with our IVECO brands.
IVECO was the first foreign commercial vehicle manufacturer
to enter the Chinese market, back in the 1980s. Now it has
become a very popular brand in the light commercial vehicle
industry, and a leading player in the light bus seg men-t'.

have two commercial vehicle joint ventu1!e's in China: one is
Naveco, focused on light vehicles, with two manufacturing
plants in Nanjing; the other is SAIC-Iveco Hongyan, focused on
heavy vehicles, with two manufacturing plants in Chongqing
and Shuanggiao. The two joint ventures have their own R&D
centers and their service areas. Our powertrain business,

FPT Industrial, has a joint venture manufacturing large
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diesel engines in Chongging. It is one of the most successful
subsidiaries in the group, and its factory supplies powertrains
to its sister brands and exports to markets across the world.
FPT Industrial has two R&D centers in Chongqing and
Shanghai.

Speaking of the strategic approach to the Chinese market,
Mainardi says: "We are confident in the growth of the Chinese
market. We are aiming for a long-term development of our
business in China, and we are investing consequently. China
has a lot of opportunities. Due to the huge population base,
the demand for grain and quality food is huge. We made a
big investment in our Harbin plant, introducing new products
to meet the demand of local farms and farmers. From this
perspective, we believe that investment is essential. Our
agricultural products are at the high end of the market. At
this time it represents a small share of the overall equipment
market, but. I believe that as the Chinese economy evolves,
the demand for advanced technologies and equipment will
increase. As for construction equipment, our best-selling lines
include backhoe loaders, skid steer loaders and large hydraulic
excavators. On commercial vehicles, China has a large
population and vast territory, so the demand is high. This
gives us a good opportunity to develop. Our products are not
only easy to use, economical and fuel-efficient, but they can
also play an important role in the development of sustainable
transport in this country. Our IVECO brand has pioneered
alternative traction technologies, and our commercial vehicles

are advanced in terms of environmental protection and

sustainable energy. For example, our commercial vehicles
equipped with natural gas engines have received great
recognition around the world. The world-leading FPT Industrial
engines produced in China are at the forefront of the industry
with their advanced technology.

The core competitiveness of CNH Industrial comes from its
high attention to research and development. Mainardi says:

"Our products offer first of all industry-leading technology,

then high reliability, and excellent performance. These are
the three key advantages of our products. In addition, we
also provide all-round service support.. For example, for
our farming customers, we offer complete solutions for the
development of high efficiency agriculture. We tailor our

products to the specific requirements and conditions of

Chinese agriculture. Our multifunctional Case IH Axial-Flow
rotary combine harvester we sell here is specially adapted
for the Chinese market. In addition, it stands out from
competition because it can harvest different crops such as
corn, soybean, wheat, paddy rice, sunflower and oilseeds,
and it is very simple to switch crops. This increases the
customer's return on investment, and enables them cover
the cost faster. It can also reduce the harvest cost, increasing
the competitiveness of China's agricultural products in the
global markets. Farmers buy high-end Case IH equipment
with the aim of recovering the investment as soon as possible
through its high capacity and productivity. The reliability of
the products and our rapid response support minimises the
customer's down time, reducing their costs. We also provide
financing through our specialist Finance services. Customers
don't have to pay the full amount upfront: they can use the
equipment as soon as their financing application is approved,
and they may enjoy preferential interest rates. This means
they can afford our products in the short term. We also
provide financing support to our distributors and dealers,
allowing them to manage their business more cost efficiently
and to provide customers with better service, to the benefit
of both distributors and customers. In a word, our customers'
satisfaction is our ultimate goal."

CNH Industrial also extends its services to training.
Through cooperation with local universities and vocational
schools, it nurtures and develops local talents. The company's

partners in these educational projects include Northeast

Agricultural University, Heilongjiang Agricultural Engineering
Vocational and Technical College, Changshan County
Vocational College and Jilin Yanji International Cooperation
Technical School. The TechPro 2 project aims to provide young
people with advanced technology training courses, in order to
support local development. In China, the Project will enable
students to become professional in the agricultural machinery
and powertrain industries. CNH Industrial provides the
partner schools with technical and financial support as well as
training materials, including agricultural machinery, engines
and key components. In addition, it provides training for
school teachers, ensures knowledge transfer from company's
professional staff to the teachers, and offers internship
opportunities for students. The implementation of the Project
not only aims to develop talents for the company, but also
contribute professional talent to the local society.

Mainardi shows his confidence in the development plan
for the company's future in the Chinese market. He says: "In
the past few years, we have invested heavily in China, and
the main task now is to leverage the existing capacity of the
plants to ensure sustainable development of our business and
to further increase our market share. In order to meet the new
emission standards, which have been raised by the Chinese
government, we will upgrade our existing product. We will
also introduce more advanced and efficient products, to meet
the market demand. We are very optimistic about the Chinese
market and will continue to invest in it. I believe that through

our efforts, our sales in China will increase."




