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THERE’S 
NOTHING LIKE 

AUSTRALIA

In a suburb of Australia’s most populous city, you’ll find a 
family-owned lifting and rigging equipment supplier named 
after an English soccer team.

Meet the Thackers: Steve, Verity, and Ashley. The latter 
is general manager of Ranger, a lifting and rigging 
equipment company headquartered in Sydney, Australia; 
it recently opened a second site in Melbourne, further 
down the country’s east coast.

It’s been 20 years since his father Steve, managing 
director, and his former business partners, Brian and 
Shane, started an industrial supply company named 
after their favorite English soccer team, the lesser-known 
Queen’s Park Rangers, which finished the current season 
in lower-mid table in the country’s second tier, somewhat 
ironically called the Championship. It’s referred to as 
soccer there too; ‘football’ is reserved for the native sport, 
played under Australian Rules.

Verity, quality assurance manager, joined at the turn 
of the decade, at the same time that Ashley began a 
second spell at the company. He had recently completed 
studies—he has since achieved an Executive Masters 
in Business Administration through the University of 
Wollongong—and returned from traveling. As the official 
Australian tourism website boasts, however, “There’s 
nothing like Australia”.

Ashley doesn’t sell vacations, he provides lifting gear, 
but he reiterates the point. “Imagine,” he says, “a country 
of 24 million people on a land mass not dissimilar to the 
USA, which has a population close to 330 million. Where 
my mother and father were from, the UK [it’s still home 
to much of the family], 65 million people are crammed 
into a fraction of the space. The size of the population 
and sprawling landscape have to be at the forefront of a 

company’s approach to business, especially one that relies 
on delivery of product and efficiency of supply chain.”

More on that later. First, let’s go back to the beginning.

Behind the Drive
Steve remembers his roots well; further, they shape him. 
“My upbringing was a little different to Ash’s. I was 
born in northwest London; my dad was a lorry driver 
and he worked very hard but found it hard to make a 
living. I also had a disabled sister, which meant my mum 
couldn’t work and frequent hospital visits—my sister had 
multiple, major operations by the time she was three years 
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old—put even greater pressure on the family. When I was 
eight we relocated from London to Harrow in Middlesex, 
which was the best thing to happen to me in my young 
life. My teacher, Mrs. Abbott, taught me how to read and 
write, which would empower me as an older student and 
later a working man.”

Steve became a plumber and started his own business 
that he eventually sold. Upon immigration to Australia, 
he found it difficult to find employment in the building 
sector and took on a variety of jobs, which he says  
didn’t pay well, before stumbling into a role selling 
lifting equipment.

Steve adds, “I wasn’t passionate about plumbing but 
got a tremendous sense of pride out of the completion  
of projects and a customer’s satisfaction. I seemingly had  
a penchant for customer service that has continued to 
serve me well. Ash shares the same DNA but he’s also  
very driven by the sales process; I noticed that about  
him from an early age.”

Ashley responds, “I honestly love what I do, and 
I have such a drive to grow Ranger to the next level 
in terms of becoming a truly national and maybe 
international brand. It sounds like I may not be content 
with where we are, but I truly am, and it is great to look 
back on how far we have come, but I have always been 
an ambitious person and can be extremely competitive 

by nature. Combine that with the thrill of building and 
growing the family company and it means I’m totally 
averse to standing still.”

The Thackers are reluctant to acknowledge it as a 
“handover” between generations. Ashley says, “This 
month [April 2018] marks my 16th year of working at 
the company so it isn’t as though I have only just joined. 
We’ve both learnt a great deal over the years, sharing the 
tough times and the periods of growth. Even when Steve 
does eventually retire, he will remain my go-to person 
when I need his perspective or advice.”

“The transition period started when we named Ash 
general manager,” Steve adds. “Initially, Ash would 
take control of the day-to-day operation of the business 
whilst I was away on vacations. Our working practices 
are consultative; we share an office. I’m not in an ivory 
tower and one day I’ll give Ash access to the throne. It’s 
collaboration. He takes control of purchasing sales and 
staff, while my main input these days is related to finance.”

Of greater significance than any baton pass, Ashley 
agrees, is the evolution of the business that was accelerated 
in 2010. He explains: “When I came back, Ranger was 
still what I would call a small, family company, although 
we had been trading for 12 years at the time and sales 
were still good. However, the way we thought about 
business was not akin to a larger, more corporate business. 



Whilst we never wanted to lose our family-run ethos and 
culture—and still don’t—we needed to start to look and 
act more like a medium to large business.”

He continues, “A conversation I still look back on 
and reminisce about is one I had with my father shortly 
after returning; we’d just lost out on a contract to one 
of the ‘bigger players’ and we realized that we needed to 
stop following our competition and start becoming an 
industry leader. It wasn’t a U-turn, just a realignment with 
our existing ‘service through knowledge’ tagline.”

Global Vision
Ashley is right to remember the moment; it prompted a 
full-scale rebrand of the business. He talks a lot about the 
power of perception, but a new logo, catalogs, brochures, 
and vehicle wraps were just the start.

“Actually,” he says, “It was about changing the way 
we thought and acted as a business from the ground 
up. We even sent multiple staff around the world to 
various training courses and spent hours up-skilling every 
position in the business. Work to this end still hasn’t 
stopped today—and it never will.”

Steve says, “Ash taking on the role of GM [general 
manager] was a game changing moment in our industry 

here in Australia.” He emphasizes the word ‘industry’ 
so as not to be mistaken for ‘company’. “Most of the 
competition was being run by people my age; we had an 
edge,” he continues. “We cannot change the way people 
use our lifting equipment so we needed to adapt the way 
we sold and presented it. The fulcrum was the training 
we exposed our staff to and a commitment to a customer-
centric, service through knowledge approach to business.”

There are various milestones to note. Ranger became 
Australia’s first full member of the Lifting Equipment 
Engineers Association (LEEA) in 2011, before Ashley 
was named LEEA’s youngest ever board member—a role 
he still holds today. Ashley and Steve share a belief that 
it’s extremely important that the industry has a third 
party to deliver the same training content all over the 
world, tailored to each geography’s standards. They advise 
industry not to use anyone to inspect their equipment 
that has not been trained to the highest standards by 
LEEA. The association makes sure personnel and their 
employers are properly qualified to carry out their lifting 
equipment-related work, Ashley adds.

More recently, he joined Australian Standards (AS) 
Committee ME-025 Lifting Tackle. Standards Australia 
is the nation’s peak non-government, not-for-profit 
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Steve Thacker, Managing Director (left) and 
Ashley Thacker, General Manager (right) at 
Ranger’s new head office in Prestons, NSW.



standards organization. It forms technical committees, 
such as ME-025 Lifting Tackle, by bringing together 
relevant parties and stakeholders. Through a process 
of consensus, these committees develop standards for 
Australia’s net benefit. A new national standard covering 
roundslings (AS 4497:2017) was recently launched that 
Ashley implores industry to note.

He says, “The scope of work [for the new standard] 
was largely completed prior to my arrival so I don’t want 
to take any credit for its production. However, I fully 
support publication of the document and recommend 
that everyone in the lifting industry absorb its content. 
Roundslings are an extremely useful rigging tool—we 
recommend their use on a daily basis—but they are more 
susceptible to physical and environmental damage than 
some other types of sling, thus, it’s important that they 
are only used by competent professionals who understand 
the equipment and its intended purpose.”

They’re comments from a true thought leader, which 
must make his parents proud. Steve says as much: “As 
both my wife and I remain in the family business, we are 
both incredibly [proud] of his achievements at Ranger 
and in his personal life [Ash is married to wife Kristina 
and is a father, himself, to young son, Jackson].”

Steve continues, “When Ash first joined me and my 
partner Brian he was a totally different person, so to see 
him develop from a teenager into the man he is today 
has been overwhelming. From going overseas to take 
LEEA courses, to being named the youngest member of 
its board, and then completing his Executive Masters, I 
know the company is in safe hands for the future. Maybe 
Jackson will take over the reins one day, himself.

“I hope it’ll always be a family thing.”

Behind Every Great Man
Enough about succession to the throne (Steve and Ashley 
collectively scoff at the analogy). Ranger wouldn’t be 
the company it is today without Verity’s involvement, 
as Ashley is (now) happy to admit. “I’ll be honest,” he 
begins, “There was a time when I said I didn’t want my 
mum involved with the business. She thinks completely 
differently to Steve and I, and initially we thought this 

would be an issue. I am delighted to be able to say that we 
were both wrong and we couldn’t have reached this point, 
or the next one, without her.”

He continues, “My mother had 20 years of experience 
working in New South Wales on QA [quality assurance] 
and administration. She joined the team around the time 
we were rebranding and completely rewrote our policies, 
procedures, manuals and everything else that we relied 
upon during tenders or bids for large contracts.”

Steve adds, “I am very lucky that my wife of over 
33 years has always been my biggest asset. I know that 
without her I could not have achieved half of what we 
have done. In the past she has always been my confidant 
but around eight years ago, Ash and I needed someone to 
help us achieve and manage our accreditations and we are 
so grateful we made a smart choice—and that she agreed 
to work with us.”

And Ashley concludes on the matter: “Neither Steve 
or I are risk adverse and we’re very logical thinkers. Once 
we have a great idea between us we don’t stop until it’s 
achieved. However, we recognize that this isn’t always a 
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“WE SOURCE FROM ALL AROUND THE  
GLOBE AND ARE FOREVER TRAVELING  
TO MEET CURRENT OR NEW SUPPLIERS  
TO STAY AT THE FOREFRONT OF OUR 
INDUSTRY. WE TRAVEL TO ALL THE MAJOR 
EXHIBITIONS TO SEE WHAT IS NEW  
IN THE MARKET, AGAIN WITH SERVICE 
THROUGH KNOWLEDGE IN OUR MINDS.”



positive and it’s great to have someone like my mother 
there to ask the questions and make us apply greater 
thought to matters if she feels it’s required.”

There are others at the top table. Stuart Ericson, 
operations manager, has been with the company 11 
years; and Kristie O’Connor, customer service manager, 
also joined eight years ago, and has since introduced her 
husband, Dave, to the business. Meanwhile, Ashley calls 
Leo Giuntini, the sales manager of five years, a guru. 
“Some would even call him Yoda,” he adds. “He has been 
in the industry for 30 years and works closely with me on 
large projects, tenders, and engineering jobs primarily.” As 
Steve says, “To have a successful company you need great 
people with you on the journey.” 

You need good products too—and Ranger’s portfolio 
is comprehensive, including a full range of slings, 
shackles, other below-the-hook equipment, and height 
safety solutions. Manufacturing is typically associated 
with wire rope and chain slings, but it also makes lifting 
beams and jib cranes in line with demand.

The new Melbourne facility, for example, will be 
stocked with AUS$250k-worth of products and house 
a 350t capacity press, testbed, and mobile test truck. A 

diverse business, Ranger also distributes an innovative 
lifting solution that enhances safety and efficiency 
when placing or removing steel road plates, which are 
commonly used to cover holes during work on highways 
and other areas.

Ashley says, “We source from all around the globe and 
are forever traveling to meet current or new suppliers to 
stay at the forefront of our industry. We travel to all the 
major exhibitions to see what is new in the market, again 
with service through knowledge in our minds. Retaining 
such an emphasis on service has helped us considerably. 
We listen to what our customers want and then work 
with them so they get the outcome they desire. This was 
the origin of our specialized rescue systems [an innovative 
solution for installation over existing vertical structures 
such as shoring walls, tank edges, and parapets].”

Expansion Plans
Ranger’s new headquarters—three times the size of the 
previous facility—is based in Prestons, a suburb of the 
city, approx. 40km southwest of Sydney’s central business 
district. It also opened the aforementioned Melbourne 
facility in the state of Victoria in January to meet ongoing 
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From left to right: Steve Thacker, Managing Director,  
Ashley Thacker, General Manager, Stuart Ericson,  
Operations & Technical Services Manager, and  
Leo Giuntini, Technical Sales Specialist.
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demand for its products and services, principally from the 
city’s thriving construction sector. The Kensington site is 
strategically located a few miles northwest of the central 
business district. Industry veteran Ian Jongen has joined 
the company in the role of state manager to head-up the 
new operation.

Steve reiterates Ashley’s earlier point about the 
geographical scale of Australia. He says, “When we first 
started and we had conversations with major suppliers 
they thought that because Australia was a new market 
with great potential it would be relatively easy to supply. 
But that was only until we told them that if they flew 
from Sydney to Perth they would spend up to five hours 
in a plane, and that Singapore is actually as close to Perth 
as Melbourne is.”

Ash cites two main reasons for the expansion into 
Melbourne: “First, the market is growing and the 
government has heavily invested in infrastructure, which 
will have a major positive impact on industry; second, 
and most importantly, the right person became available 
to lead the project in Ian. The people you have running 
and operating a business are far more important than 
the market.” Steve adds, “The old saying goes if the right 
person comes along and you do not have a position, 
make one. And that is essentially what we did with the 
opportunity in Melbourne.”

Growth, then, must be gradual. “I think the west 
coast may be a little while away,” says Ashley. “Not that 
it isn’t on our radar but it is a long way from home and 
logistically it would present such a challenge. It would 
be easier to expand into New Zealand! I think our focus 
will remain on the east coast of Australia for now but 
it’s worth reiterating that we are flexible enough to open 
wherever the right person becomes available.”

It’s a difficult island to conquer, as previous 
experiences have proved—and Ash explains: “We 
opened in Wollongong, about one hour from Sydney, 
back in 2008 but made some poor business decisions 
and lost a lot of money. In hindsight, this was one of 
the most important lessons Steve and I have learnt 
in business and one that has propelled us to be the 
company we are today. You could say it was a very 
expensive education for us both.”

The Australian lifting equipment marketplace is also 
ferociously competitive. Further, many of its suppliers 
don’t have the knowledge to back up their product 
offering, Ashley says. The problem, Steve explains, is that 
lots of companies see lifting equipment as an add-on to 

other products and services, which is principally as  
a result of market leading suppliers offering it to them. 
If you sell nuts and bolts or tool bearings, why not stock 
slings and chain hoists? That was the attitude. Ask these 
companies what they know about load stresses on chains, 
however, and they won’t be able to respond.”

To bask in the Sydney sunshine with the Thackers is 
to imagine great things. “Australians will give you a go,” 
Steve says. “We have a vast and diverse population, which 
is an opportunity to embrace.”

Ashley concludes, “As long as Steve and I are here alive 
and kicking, service through knowledge will be Ranger’s 
main philosophy.” After all, “Without knowledge there is 
no service.” y

“WHEN WE FIRST STARTED AND WE HAD CONVERSATIONS WITH MAJOR 
SUPPLIERS THEY THOUGHT THAT BECAUSE AUSTRALIA WAS A NEW MARKET 
WITH GREAT POTENTIAL IT WOULD BE RELATIVELY EASY TO SUPPLY. BUT 
THAT WAS ONLY UNTIL WE TOLD THEM THAT IF THEY FLEW FROM SYDNEY 
TO PERTH THEY WOULD SPEND UP TO FIVE HOURS IN A PLANE...”


