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In The Office
EXECUTIVE INTERVIEW

PAVING
the Way

With a focus on innovation and excellent customer experience, Sunstate Cement is 
leading the cement industry with a dedicated and loyal team behind it. 
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“One of the 
greatest things 
for me was that 
I walked in here 
in January of 
this year and I 
found it to be a 
very welcoming, 
friendly, and 
warm place.  
It’s like being in 
a family.” 
- Rajeev Ramankutty

S unstate Cement is 
continuously innovating 
and investing in its 
products and services to 
ensure it provides a 

seamless customer experience. As 
one of Australia’s leading 
manufacturers and suppliers of 
high-quality cement products, 
Sunstate Cement has recently 
completed an $85-million 
expansion program, dramatically 
increasing the company’s 
capability to supply bulk and 
bagged cement product to 1.5 
million tonnes per year.

Rajeev Ramankutty, General 
Manager of Sunstate Cement, 
spoke to The CEO Magazine about 
the company’s dedication to 
innovation, its loyal team of 
longstanding employees and other 
stakeholders, and its focus on 
value-addition. 

The CEO Magazine : What led 
you to become general manager 
of Sunstate Cement?

Rajeev: I have been working in the 
building materials sector for the 
past 16 years with a large 

multinational company in different 
parts of the world. I decided to 
come back to Australia for family 
reasons and jumped at the 
opportunity to come to Sunstate 
because I tremendously enjoyed 
working in this sector. Additionally, 
after many years with an MNC, I 
wanted to work in a smaller 
business where I had the 
opportunity to make a difference to 
all the stakeholders in the 
business—from our employee teams 
to our customers, suppliers, and 
everyone else involved. That was 
really the primary reason. 

One of the greatest things for me 
was that I walked in here in 
January of this year and I found it 
to be a very welcoming, friendly, 
and warm place. It’s like being in a 
family. The majority of people here 
have had a long association with 
the business. Sunstate has been 
here for more than 30 years, and 
some of the people have been here 
for three decades, while others 
have been around for more than 
10 years. It’s quite a stable 
workforce from that perspective. 
They have retained the culture 
over those years, so it has quite  

a family feel to it. It’s more 
intimate, if you like.  

How has the business developed 
since you joined in January and 
over the past few years as well?

In terms of volumes and profits, 
Sunstate, like many other 
businesses, has been affected by 
the GFC and its fallout. 
Currently, we are recovering from 
that, and would like to think that 
the worst is behind us. I’m a firm 
believer in making sure that 
you’re an innovative business and 
that you have a continuous-
improvement mentality ingrained 
into the organisation. 

Those are my two main focus 
areas, in addition to making  
sure that we have a customer-
focused outlook. You have  
to put the customer at the centre of 
everything you do, and  
you do it through innovation, 
whether it’s product innovation or 
service innovation. 

Cement is a very old commodity. 
There is a common perception that 
it’s just a grey powder and that 
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there’s not much one can do with 
it and everyone makes the same 
cement. To me, that’s all the more 
reason why you should be 
innovative because if you are a 
me-too product and a me-too 
player in the market, then you’re 
not going to be able to stand out, 
especially when there is a lot of 
choice available for customers.

How do you encourage 
innovation at Sunstate? 

Initially, I have to sell the idea that 
we can actually innovate in terms 
of products and services, even 
though cement has been made 
since Roman times. There are still 
aspects that you can take and 
enhance, particularly in terms of 
the customer experience. 

For me, it’s not about developing 
the next-generation product or the 
next big thing; it’s about the entire 

spectrum of the customer 
experience. From the time the 
customer first gets in contact with 
Sunstate, they should feel that  
they want to do business with us. 
We want them to hear that we view 
it as a privilege to serve them. Like 
every other business, after a period 
of time, complacency can set in, so 
we need to be constantly pushing 
ourselves. These days, there’s a  
lot of choice out there, both 
domestically and from imports, so 
you need to be carving out a niche 
for yourself in the marketplace. 

For Sunstate, its size and intimacy 
converts into a very personal 
experience for the customer, so we 
would like to think that that’s a 
journey we’re on at the moment 
where the customer feels very 
special when they deal with us. 
Whether they have a technical 
issue or a service issue, we want  
to give them that concentrated 
attention that they require. They 
should feel that their problem  
is being addressed as a matter  
of priority. 

In terms of innovation, there are a 
number of key things that we’re 
focusing on. Innovation doesn’t 
happen overnight, so when you 
talk about products, it’s about ones 
with less embodied carbon or ones 
that are designed for specific 
market niches. There are a number 
of areas where you can innovate, 
but you have to have that belief 
that you can innovate. 

How did Sunstate Cement 
undertake its recent $85-million 
expansion program? What was 
involved in that?

At the time when the 
shareholders decided to invest, 
we were sold out. It made  
perfect sense to increase milling 
and storage capacity. So a 
majority of the investment was 
focused on a new cement mill 
and associated storage and 
handling equipment.

We are very reliant on an efficient 
supply chain for the success of our 
business, as we import most of our 

raw materials. A key component of 
that $85-million expansion was 
improving our facilities to 
efficiently handle these imports. 
We’re right on the water on the 
Brisbane River, but our facilities 
for dealing with importing 
materials weren’t great. Quite a lot 
of investment was focused on the 
unloading and transportation 
systems from the ships to make it 
more environmentally compliant 
and more efficient. We now have 
really efficient unloading and 
handling systems, and that was a 
big part of that expansion program.

How do you work with Sea 
Corporation, Qube, and other 
strategic partners?

We have very longstanding 
relationships with our key 
suppliers. We’ve got partners like 
Sea Corporation and Qube who 
provide us with the logistics and 
supply-chain ability to deliver 
products from as far away as Japan 
and China efficiently and cost 
effectively. We’re quite reliant on 

those relationships working very 
efficiently and smoothly. The key 
thing is that we value each other’s 
businesses with a very high regard. 

Where do you see Sunstate 
Cement going in the future?

Sunstate Cement has been here 
for more than 30 years and we’ll 
be here for the next 30 years and 
more. To do that, we need to be a 

business that has got the 
customer at the heart of 
everything we do. We need to 
continuously innovate, improve, 
and value-add to the services and 
products that we provide to our 
customers. That’s the only way 
that we can ensure that we remain 
profitable and that we can 
continue to invest in the business 
to make it future-proof. That’s the 
future I see for Sunstate.  

“As Sunstate Cement’s exclusive shipbrokers and agents, it has been a 
pleasure to facilitate the expansion of their bulk imports into Brisbane.
We enjoy working closely with the team and we hope to continue to do so for 
many years to come.” - Sam Thompson, Chartering Manager, Seacorp

“Sunstate 
Cement has 
been here for 
more than 30 
years and we’ll 
be here for the 
next 30 years 
and more. To 
do that, we 
need to be a 
business that 
has got the 
customer at  
the heart of 
everything  
we do.” 
- Rajeev Ramankutty
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SEA CORPORATION PTY LTD
10 Phillimore Street,
Fremantle, Western Australia 6160
Telephone: (08) 9430 7100
Facsimile: (08) 9430 7199
Email: info@seacorp.com.au

www.seacorp.com.au

Seacorp is one of the world’s leading independently-owned
shipping houses specialising in ship agency, ship broking, marine
surveys, outturn management and trade facilitation services.

We operate on 5 continents and in 2014 will expect to handle
in excess of 500 million tons of various dry bulk commodities.

Our expertise, exceeding your expectations

Ship Broking
Trusted specialist in providing
comprehensive and reliable
ship broking services for
world-wide delivery of dry
bulk commodities.

Ship Agency
Providing shippers with
an unparalleled ship agency
service through our strategically
located Australian and global
network, including an enhanced
coverage via our association
with the Multiport Ship
Agencies Network.

Seacorp Marine
Supplying specialised
marine surveys, inspections,
stowage and de-ballasting
plans through an in-house
team of experienced
master mariners.

Outturn Management in China
Providing a unique service for
iron ore exporters to China via
our quality and quantity outturn
management service which
significantly improves the sales
revenue for our customers.

Export Documentation
Provision of full export
documentary compliance
for Letters of Credit via
‘SEAWEB’ - our live internet
based documentary system.

Trade Facilitation
Delivering comprehensive
trade support services to new
players through a wholly-owned
subsidiary Global
Trade Facilitators.

www.qube.com.au

Integrated Port Solutions


