CORPORATE GIANTS ARE CLIENTS, BUT CONSULTANT REMEMBERS HIS ROOTS

MARK MIRKO/THE HARTFORD COURANT

ANTONIO R. RODRIGUEZ says the “joy” of his management consulting company’s work is making a difference at the clients it serves.

PROBLEM SOLVER

A CONVERSATION WITH
Antonio R. Rodriguez

President, Daniel Penn Associates

Age: 49

Home: West Hartford

Family: wife, Berta, and two
daughters

Civic activities: Rotary Club of
West Hartford, and on boards of
the Greater Hartford YMCA,
Flagg Road United Church of
Christ, and West Hartford
Community Television

Approach to problem solving:
Identify the root cause, find a
team solution and implement

What he misses most about
Puerto Rico: the night music of
the coqui (tiny tree frogs)

BY BARBARA NAGY
COURANT STAFF WRITER

Antonio R. Rodriguez
was 10 years old in May
1963 when his family
moved from Puerto Rico to
the “center of the uni-
verse.”

No, not New York City.

Waterbury.

Hisfather, aconstruction
laborer, had been coming to
the mainland for work ev-
ery spring and summer
since 1951. Eventually, the

family came with him and
settled permanently in
Waterbury, where they had
relatives.

Rodriguez worked his
way through college and
into amanagement consult-
ing business, Daniel Penn
Associates. He bought the
company 20 years later, in
1998, and consolidated in
Hartford.

His clients include some
of theworld'slargest, most
demanding, buttoned-down

companies, such as Merck
& Co., United Technolo-
gies Corp. and Motorola
Inc.

But scratch just a little
below the surface, and you
find that Tony Rodriguez
has not forgotten his roots.
He'safrequent volunteer in
local civic projects. A re-
lentless optimist, he is
grateful for what he has.
And helovesgoing back to
Puerto Rico and helping out
on his uncle’s coffee farm.




Thewarm sun, physical la-
bor and smell of the earth
remind him of what's im-
portant in life.

“If you know where our
rootsare from, then you al-
ways appreciate what you
have,” Rodriguez said dur-
ing arecent interview at his
New Park Avenue officein
a red-brick brass foundry
that was converted to busi-
ness suitesin 1986. “I con-
sider myself to be pretty
lucky.”

Rodriguez, who now
lives in West Hartford,
worked at a printing com-
pany when he was in col-
lege. A consulting firm was
doing an assignment there,
and Rodriguez got to know
the project manager. In
1976, two years after
graduation, the manager
called and asked himtojoin
thefirm asajunior partner.

Hejoined Daniel Penn as
a partner in 1978 when its
main officewasin Pennsyl-
vania, and opened the
company’s first Hartford
area office.

But Rodriguez still has
ties to Waterbury. His fa-
ther, now 81, lives there,
and he has sisters and
brothers there, too.
Rodriguez has been active
in Waterbury poalitics, run-
ning asaRepublicanfor the

statelegidaturein 1976. He
narrowly lost.

These days Rodriguez,
with two teenage daughters
and abusinessthat operates
in a world of increasingly
complex expectations, has
little time for palitics.

At Daniel Penn, each as-
signment brings a new
challenge, a new set of
problems, new faces and
new personalities.

“You have to be on your
toes,” said Rodriguez, who
has ties to 139 specialists
who can be called in for
projects. Eleven are cur-
rently on staff.

At UTC, Rodriguez
hel ped managersfigure out
how to do more business
with minority-owned sup-
pliers. At Merck, he ana-
lyzed the efficiency of the
maintenance operation at
the company’s 208-acrere-
search complex in New Jer-
Sey.

Rodriguez said most of
the managersheworkswith
have similar problems:
They are looking for ways
to cut costs, become more
efficient, or make better use
of technology and the
Internet.

Managers often rush to
make changes without un-
derstanding fully what their
business needs, Rodriguez

said. And they don’'t make
surethetechnology they're
buying can do what they
want it to do. So they're
disappointed with the re-
sults, he said.

“In many companies,
they’ re not getting the ben-
efits,”” Rodriguez said, be-
causethey don’t know how
to use technology to meet
their needs.

Finding solutions isn't
hard, but figuring out how
to put theminto placeis, he
said. Every company has a
different culture, different
ways of doing things, dif-
ferent personalitiesand dif-
ferent competitors.

“They all come into
play,” Rodriguez said. He
saidit’scritical tofigure out
the “lay of the land”
quickly when going into a
company. Company cul-
ture, personalities, financial
condition — all help deter-
mine how amenable the
managerswill beto change.
Sometimes they say no to
recommendations, or will
only agree to adopt part of
them.

Asked to describe atypi-
cal problem, Rodriguez
said one client installed a
new computer system,
thinking it would save
money and cut delivery
times. Instead, costs were

mounting and customers
were angry.

“Getting stuff to the cus-
tomer — it’s critical,”
Rodriguez said. “Every-
body was frustrated.” To
make deliveries, the com-
pany had toincreaseinven-
tories significantly. But
Rodriguez discovered that
thelist of itemsin stock was
not accurate.

“They were not ordering
the right parts,” he said,
adding that employeesalso
had not been trained and
did not know how to usethe
system. Employeestriedto
solvethe problem by work-
ing overtime and trying
harder, to no avail.

“They were making de-
cisions based upon data
that was not accurate,”
Rodriguez said. The system
ground to a slow halt as a
crisisdeveloped. “ You need
to make aprofit. Otherwise,
you don't stay in business,”
he said.

Rodriguez, working with
two teams of specialists, cut
inventory in half, updated
the database, changed how
the system was used, and
trained employees. It took
five months.

“1 feel like | made a dif-
ference,” Rodriguez said.
“That's the joy of our
work.”
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