
EXMPLE --- VALUE APPLICATION 

The importance of a "balancedtt organization t o  effect ively accomplish our Value 
Analysis job i s  again pointed up by t h i s  example. 

About a year ago i n  Louisville, I had a "down t o  earth" conference with 
Jim Knight, Manager of Engineering. He took the view point, "Bow can Value 
Analysis possibly help us because we have about two dozen 'component engineers' 
each of whom i s  a highly sk i l led  spec i a l i s t  i n  h i s  l i ne ,  such as  hardware-- 
plastics--insulation--etc.". He said, We also have a half  dozen o r  so 
engineers, each of whom i s  i n  charge of a par t icular  model and who i n  t u rn  goes 
t o  the  component engineers f o r  t h e i r  guidance on the  components i n  the model**. 
He said, *!How then, can someone e l se  who cant t  possibly know as  much about 
these components as  our nten help us t o  get  be t t e r  valuew. 

I t o l d  him I would develop a means of determining fac t s .  To determine f a c t s  
"Value Analysis application" t o  a re f r igera tor  was essent ia l .  Having no 
*'Value Analysis applicationtt organization we broke Ear l  K i t t l e  loose from h i s  
assignment f o r  a few days and borrowed some professional value spec ia l i s t s  f o r  
a few days each t o  s e t  i n  on a "Value Analysis Application Teamtf studying the 
refr igerator .  

The suggested savings developed by these men were: 

Door  Magnet Application 
Latch Assembly Mat. 
Pole Piece Assembly 
Magnetic Latch Housing 
Latch Keeper 
Door Gasket 
Drip Tray Hinge 
Door Stop 
Evaporator Hear Support 
Basket Retaining S t r i p s  
Top Hinge 
Wiring Harness 
Honogram Signature 

S w ~ e s t e d  Saving 

$315,000 
33,000 
75,000 

151,000 b' 

52,500 
l5O,OOO 

24,000 
25,500 
13,800 

385,000 
300,000 

1; .;:, .. , : 
i 

280,000 i?.. , , 
292,500 

I think it i s  not a coincidence t h a t  now our Louisvil le senunar i s  sponsored 
by the  Refrigerator Dept. which i n s i s t s  on inclubing people; t h a t  an 
excellent Value Analysis organization under the guidance of engineer Les Pruehs 
has been organized, t h a t  a one hundred thousand dol la r  savings from a Value 
Analysis Seminar t ab l e  was put i n t o  e f f e c t  and t h a t  t h e i r  value program seems 
t o  be rolling. 

We must be i n  a posi t ion t o  supply proof. 



IDEAS 
"The mind does not grow by metruction -- i t  1s not s suck tu be ~tuffed ' '  
"To get more fruit fram tree--st ir  up soil srcunli ~ o o t a .  m y r a v e  root soil, etc." 
"Have $0: to have convictions in order to really accamplish but cannot centr~bute 

to progrese unless can change thoae convictions. " 
"Learning depends on wanting to learn" (Morale tacEur a s  c~&:~ponent)  
"Learning i s  an ernationnl experience" 
"A painting is more than paiaC 8 eanvaa" 
"UP% more role playin&" 3 questions - 60 eeconus 
Yhillippf told Board - every one order computer to eiixa~mate gapes work $500,800 

Set up Task Force to rrsa it - -  g6 to work 
Five ononthe later  cancel. order 
W i l l  pet 60% of srsvkng~ 

Chraet kan religion every Lana every people 2000 yea is  
However rings church bell every Sunday a, xrr . 

McCullough's, . . (1 ) training prtqpanle in productive maintenance :nay &%e8lSt US, 
(2) feed back of product weakneease to engumere may hetp u*. 

When we say "That is simple underetandiible language'(, we mean, "Wa a re  
~ b l e  to make pictures a s  we kead or  listen," 

Al l  have twu jobs 
Une 1s functional 
Other is ralationtrhiy to al l  and each other functians - departments - etc. 

Learn what we p r ~ c t i c e  most frequently - most recently - and wlth the greateet 
caegree at sntisfsction. 

Davit's Advocate -. 'priests in early clays stupgested' 
''LlfE where you are" 

Borch 
"Autornrt~c factorleu cvat so low can't afford to btop them" 
NYro?iuctn Co%t so low Cm't afford to raptair them" 
' Money in hands of those who won't epend it'' 

"bupposing that yeur con>petiLar hail the rrlonopram and, you haa his - how woul.~ 
you make out 7 

''If we try effectively (in mkt research to fmd out why people buy) an* can't find 
out - at's like an  insurance policy', 

Ticker Kbck 
Conic up with models - alternate ways of doing x t  
(shoulG do in VA for opcamations o r&)  



"New York Times doern't yrmt list of people alive every day - only ones who 
itie in iaet 24 hoursf' 

(Relationship of VA to Miac. ) 

'Hipher pries c@nceptu caraacs custorr,rrs to want to buy 
"Feeling i n  that higher price is hig;her value. '' 
Buy@ lower prxced it.oael but hae prirle of ownarah~y 

L a p 1  
"Steeped - i f  not stifled os  staggered by.. . . I '  

In ffcakmng speech '1 can't terl you about this - thie or thls o r  this or this..  . 
but only this" 

W e t  &@in& job unless a r e  eEfactivei' 

With each delegation .- ':worryt' must be raatincd, 
The more delegation, the. more total "worry, " 
"Profesnional ~ O W S  b o  much tr, be gatient and doubts t m  much to confarm"-- Cordinar 
"Staffing by denparation" 
"Permuaaioa by t%tiguet' 
Paul Mills - 

Objectives are L'philolaophiss of intentionw 
"Two people meeting together - h a v e  different people - either better o r  warse" 
lThe r s  can be nu promise without threat beciuale - lrzxplicit i s  the pse ib i l i ty  that 

the proiniseii wil l  be withdrawn8 
'IF~rtuituuo circurnrtarxg where a: brilkant ;nand is place3 befi~re :t perceptive 

r*udient?a, ' '  
' 'Swit lr  to prn&ucei evi2ence of work than evidence of or i@nal l t~ .  '' 
"Takas 2 . 1  /k LO 3 ~en tux iee  Tor a phase of human howleap to work i t s  2robler::s 

into n unliria~ity of k n o ~ l e d p a . ~  
1*$u6etantis; enuugkr ta place reliance on" (he was drscuersing ytlycbeiogy) 
"Science iiP a body @of organiaed knowle.ig;a" 
"Lots that i s  snfJ irrn't commWcated." 
"Lots that Wn't raid as eommuntcated" 
"These are iota of facts around - you can alwaya find facts to bolster up youv ieeiingW 
'%Eat people hi1 all  of the brd points . then they wi l l  tell %vane good" 
"Bower of paseazing infowmitirjn5' 
Ofiuc-I@i-. $!we only know what w e  can mhaaure" 

There are no "Lutune cLeci~ionra" - a d y  f'today'a'' ckeclsiunr. 
Planning la  nut an exercise in ''rr,aththeruiatic@ or "lagic" ..- it  ka an emrc iaa  in 

"judgment" - "a risk taking jutrgment activity" 



"Organi~e our ignorance" 
Fixed expm$ee regresent the decisions of the past 
Drucker "what dues the customer bu 7" - he doeen't buy a product. 
%What can we not &$Lord not Lu - he i s  buying what Lhs yrr iuc ldoes .  
''E;xpenaes a r e  %n two Clelrsee 

1. necefisrry to operate busineae in its present framework 
2. necessary to enlarge the fraruewerk. 

"Ne choice but to get cur menpower by 'developing tfraacs we Rave1.;' 
W s e  ranyes - not a definite nurdmr" 
"A12 of life is co-ercive" 
"inteprate+d individual decieionrw 
''Goya" , lIBeb'3 

Prfncipler, 1. Goncentzz&on of skilie - q ~ p l y  cLoee to #nt of action. 
2. Immediacy..- wr~rker to w,.rk and work@:- to w ~ r k a w  
3 .  Contrvl builr. into dctiiga of work - work. eunarols i t~e l f  
'4. Lntegrlty of taelr. - mtegttr inetea:i of unit 

(functional carupanent instead of $ecetl) 
(B8sic to value PPILC work 
' ' C ~ i l ' ~  of wnrk very effective) 



Ralationship of man to his bees not like ateel, band - but umbilical cord - moves 
around ehangerr 

Each works batween worry and monotony 
Lf cspttbilitiw exceed job, i t  frr monotony 1 
f f  job wccsods capabilities - worry 1 The Arne i e  fine 

Whirt i s  &a cormpetition 
Backard thwght eeimpelitor was automubile 
CadMac thought ttorrrpstitor war? diatsoncfsr aria rmnk coale 

Lank at specifirtr - ~nanageoble unit@ 
cat18 paw - wave - growif swell - tide - Orilf 8Pream 

In preparing a apse& - Iook a t  isubjercto tzom apeeific points of v ~ e w ,  
"Cansrrvotfve vs, progrroaiveJ8 hea given way to ltobaoiete vs. madern" 
Why maarture by moos (month) - flaw mbthod instead - 

- To avoid loaing aut beoauoe of obsulewenca - 
1. Perseptiveneeer 
2. AdaptaMliQ 
3. Voraatflity 
4. P u r s u r e ~ a a c e s  
5. Ability to deit.1 with cornplaxiQ 
6. FFdl i ty  00 sffeet suceassfuf tr&aa%t&ons 

Manogemant has two typaf at prubleros 

Wright 
'Greepng  conformity" e m  declbruy us (Ari..wrPgkt) 
W e  pay tar  a 'man's woxk - W ~ P  hive every right to atudy hbrrr work - ~ceaarura 

his work - not so s u c h  rkght te atudy his per~oarLity trsitrt. 
 the way a men prows 10 due yr imualy  to the way hie work was irtiiniapari 

b y  his mz+na(gar. 
''Itangar of returning Cram AMC i n b  r vacuum" (Have L3.v. Mprtl, in AMG 

aapi emon aa  l)Os~ible) 

RW Jahnron - "Ew$neaxinp going on n vacuum" - bales Manager hats ale aaty an it. 
Wu busmefir can ouxvive unless it i s  constantly and vigorously trying to 

obsolete itarlfi '  
"The curk.rmex l a  king - but he doesn't knaw what he wante - w e  have tc 

educate him. *' 
' 'Sears Roebuck has  95% komub~kty - still doas not do subetantial manuiacturmg" 



~'Conflaclv' is inevitable - use i t  to gooh purpose - friction" 
Confllct fa resolved by udornin%tfon, Compromise a t  integration" 
"The greatest enemy of thou& is pxe -conception. " 
the "pracUce of monagernentti piage 43 - accounting terms. 

LA hpp2ey - "Mgt. responsible Lo make things happen" 
"Not ooleiy guided by future - but Jetorminer future." 

Shoxt and long range objec#veo - dyl~trdc ~rgamsrrtaoa, ahauld change constantly - 
rneaoure results ef each. 
measure each in terms of pawntial 
yrov&e to indivisiuals a s e i s h c e  to improve zlnd develop 
have a pcrrsoaul philesophy 
belleve that each job LI) an apportumty for a perecn t~ develop. 

Yrogresaive attrkrdes toward other human beings. 
Savrrgry - slavery - eervJtu&e - welfare - gatornailstic - participatiun - 
Lrusteeabip - sbWumanship 

Ckimate of argtaization such &at rtrtstakea can ba ma&% 
Heuuor the penalty tor srrpru. 

Nee4 a "~hibaphy,  a program and a yaseilml' 
"Prafit" for captal  inere1tse should be an expense - non (aaxdbfe. 

Paxton 
Leaxning - being exposed .- and nelecting for our use the useful, 

? ,  
Each ha$ his persaneti images from which he epeakfi - and also lieten* 
A man of nrlmortt "frightening purpsefuine 8fi1' 
'Test your decisions by UIair welfarer' 
"Polariae an aaxganiaatiun*' 
tYeuple basicalLy &do not wazk without abgactiveP 
t'Paople bileicolly a\-, not work without motivation" 

Muller - 'Ihyn~e (pager work) 
"How could f get everyone ti, do his job welt i f  evety one was antelitgent 
and cultured but i l b b r r b  7" 
Qrganisatkmal distance boy and girl aiways rteparalcsd need gnu& inebouction. 
'Man and wife mom preduetive and relatian8 bcsttdr i f  unnecessary to 

alwaye have cowdimtor (marrrage counselor) present, 

I......... 

Decentrisllae the ~luthonty to fall. 
In different businesses, dtffexent function@ are kriost important 

Lamps - adv. & publicity 
Uept. Store - purchr~etng 

Auwatat~on In ertucartion 



In El - 10 years, because of tieman& to trrtpozt raw rr!aterrfala, the $ supply will  
change - Ihase wil l  be an, exoeur internationally. 

W e  rsiust expert vast quantitiee 30-40% tu use thee* aollar s. 
Moot of todaya$ eompstjtwe were not existent yesterd-iy, 

Tunewrowtsr sempt i tare  will be other khan todtlyts -. only answer - ''innovation'' 
Marketing - distribution V'C has beert 60% - mnovzltion upon u5 - 
with JME barred upan same p~.r te  of labor 

Odds apgrrinat knowing anything about eclsts us@ overwhelming. 
Profit is a cast not a benua - ehould have no yearly statemant 

2rofitilbillty shod& be changed from accaPMtJn& ta an sconomic area 
"Organlea aur ignoranceH 
Use t'kne.r#lasdge an8 neCho8" 
W a n  only learn as  an adultn - exprrance and araturity - 10 years 
"nrtueb mare mativa&n.ngH 

rne YOU 

Jim Qaer - from Harvard f - 
* rc 
4 

"No bu&ters can drag &a deetu weight of a we& CuncUoaai manager without 
paying @ t~~qmendoue price Cur it," 

"Stand up and be countr~d~' - courage. Stand crp to the bou8 aisar to ehe paint 
af deaieion i f  you believe you are ii@t - then be a Dplaa~ &nyer. '' 

;lPoliclea are  'pre -yvck&ged declrione. 
"The fellow wha i s  *r3rnart and clevai.* never gets very far in the GS Go." 
"Each man shohlci go ahead and get his job donet then Cell the bow about 

I E 'after the factt. ': 
"We are greping Car satisfying and attainable greatige @yrnbols.'' 
Group protect a boss against his erne(;iuns" 
liEnersurage conatrue8fve dimragjroement" 
C'Cbt coafoxtrrancs - with agrcacsment" 
'?in starting any &fficult confersncs - for  exa\myla wi th  erxiyloyee - pause 

a nrinute to eet up n4ein &@%zt~vee.~' 
"We must gat fun from eiuc joba. " 

- "Be sure - elspecially the youay men - nr5 not afrrix ru iml" 

All  have n faiuiiy af voctian~ about" - -  ar - -  l+belieis ab~ut '>  
TIese are OUP hypotheser. 
"Ignoring a p ~ o k h s  or altuation will not r i d w  i t  yo swrry.'. 
"Must be intellectually capb l s  uf bein& a wise fool - not baring afraiu of looking &upid," 



F i r &  open the clarsed mints opposing clones - agreeing Dpeas 

Where do we fsna the yowg medium ability 
eert - nlaeting! probiama - hostile environrnanl,etc, 

"Drive for #how and put Per daugih" 
EOermcba eenererl said, "Citeatest haeard to generetl i s  over ~nfluencs of nanauzll 

aabecte o l  battlefield. !' 

e)eaatn cornmeals an Dr.'s thaeia 
Lbts that1& new, Loen that'o true. 
But what'n true fraa't new; aed what's new isn't true. 

W a d  lots of data - but no c o n c e y t ~ ' ~  
"1s cl etuay mnitititoct eirryly Eo vialhiate a course of acti~n.~' 

Recuperation and recreattan - no longer a privilsga ot managere - but a n=sceneiary 
ingredient of their job. 

,. , 
.-. 

-x 
Ed Barker my&, "eur opportunity to get ;.bi.oducL lat?derpa;hi$, lie5 from naw on 

*_. 
Y ,.., iargely in the area ef material. !. 

"c-.. 2 ~_ ,. 

Xf we're not careful, we're p i n g  tu get " P a r a l y e i ~  by Andyaia." 

bubcenscioue (or %upcar canscieus) whioh 
underlies (or  ~verlien) our manC~S wetivitts.. 

h e  sf the greatest pain* to hunmno nn the pwn oi a, new idea 
So upsetting, ate. 

Coxrrn un man ir~vpooed to r l i  treat the man who brings the new adeao 
1 book Walter ELuhegot 

? and p~UIfca  

Education i s  azcquiaihon of the a r t  of utilisration of kuewleiigel' 
bckenc6 is the argzaniaation ol thought. 
bcience &e in rive+ with Pwu sources practical and theoretical. 









Andy Westhead from the  P las t ics  Dept. attending the l a s t  May 1955 
seminar and working a t  h i s  t ab le  on a Philadelphia project  developed 
with the group an idea which w i l l  save $7924 ( too ls  $4200). The 
development authorization f o r  the  too ls  i s  going through the  approval 
procedure. (2 months a f t e r  the  seminar). 

They f e e l  however t h a t  the  important f ac to r  about t h i s  suggestion i s  
it pointed out t ha t  all s imilar  draw out cases were goo expensive, f o r  
example, the  Value Analyst working on another case dbeloped a sugges- 
t i o n  t o  save $9504 with a too l  cost  of $1200 and the second one saving 
of $4068 and a t oo l  cost  of $6800. They a re  working on others. 

From the  Rec t i f ie r  Dept. it i s  reported t h a t  of al l  the projects they 
had a t  the  Lynn Seminar, one suggestion was adopted i n  July f o r  $13,000 
and one has been rejected having a value of $20,000. 99% of the 
suggestions involve major engineering changes and none have been thrown 
out accept t he  one mentioned but no one i s  working on them t o  any extent. 

I n  the  l a s t  Lynn Seminar there  were approximately $1,250,000 worth of 
suggestions (duplication removed). We have had reports t ha t  good has 
come from each department but t he  following comments might be pertinent. 
It i s  estimated tha t  A4T has done the most. We believe tha t  Small 
Aircraf t  Engine i s  second but only because of manufacturing support. 
The Outdoor Lighting Dept. has received f a i r l y  good r e su l t s  but l a rge ly  
through the e f fo r t s  of t he  men attending the seminar. Where the man 
has not been connected with t he  product, next t o  nothing has been done. 
I n  t he  Rect i f ier  Department act ion has only been taken on two sugges- 
t ions  because they jus t  haven't gotten t o  them. The Instrument Dept.' 
reports next t o  nothing. 

From the Syracuse Seminar t he  potent ia l  savings developed were somewhere 
between one and a half  mil l ion do l la rs  and two mil l ion dollars.  The 
general fee l ing  among most of t he  engineering people i n  Syracuse i s  
t h a t  about 80% of the  suggestions w i l l  produce resu l t s .  On the  other 
hand bhosesprojects from Utica a r e  only running about 20% acceptance. 
On the basis of t he  do l la r  value of the  projects involved it appears 
t h a t  $800,000 might be recovered a s  a r e su l t  of the  seminar but admittedly 
some of these things are  f a i r l y  long range. I n  one department we have 
had no r e su l t s  because Mr.  VanAiken wanted t o  look over the  r e su l t s  
personally. This took approximately three months. 

From our May seminar on one project  alone from Aircraf t  Accessory Turbine 
six suggestions worth $131,772%re looked upon with great  favor and 
approximately a r e  being adopted. Favorable act ion was being taken on 
these suggestions i n  l e s s  then one month. One other major suggestion 
offered worth $148,000 is being studied by the research and development 
engineers and they have made the  necessary calculations and f e e l  t h a t  
it wi l l  work. They a re  going t o  ge t  the equipment, s e t  it up and t e s t  
it. 



i' 

I N  SUPPORT OF SAVINGS BY VALUE ANALYSTS -- 
After qeturning from a Seminar, Harold Sample s ta r ted  from sractch a s  
a Valu$ Analyst. He developed a number of suggestions. Within nine 
months he was advised by Management t h a t  over three hundred thousand 
dol la rs  worth of h i s  suggestions had been adopted. 

One man (Phi l  Sp ine l l i )  i n  substant ia l ly  l e s s  than a year's time 
brought about t he  following savings:- 

... by changing the  wording on a purchase order t o  buy copper. 
bar i n  longer lengths saved over $100,000/year. 

... a screw machine machined spacer cost  844 -- changing the 
material, spec and shape resulted i n  a cost  of 304 -- 
saving $5,000 per year. 

... changing the material  i n  a large clamp or iginal ly  costing 
, . costing $30 and permitted it t o  be mounted f o r  $10 -- 

saving on one order $8000 a year. 

Set  up as  a task force, Jim Shute working with a cost supervisor and 
an engineer on one l i n e  of plating r e c t i f i e r  costing $1647 developed 
suggestions t o  lower the cost  t o  $711. The prototype i s  now i n  t e s t  
and appears it w i l l  have a shop cost of $800. With this reduction i n  
price i t  is expected it w i l l  change the  percent of available business 
from 9% t o  20%. Their work can be applied t o  other l ines .  Time 
required from s t a r t  of project  t o  prototype on t e s t  -- f i ve  months. 

Here are  some examples of what Jim Shute has accomplished. On a fan  
motor through the use of t he  technique "Evaluate Basic Function" and 
nothing e l se  he was able t o  develop some new thoughts which permitted 
them t o  buy a $30 fan  motor which accomplishes the  same function a s  
one f o r  which they previously paid $45. The savings -- $18,00O/year. 

On a terminal board costing d7.50 each he developed suggestions ao 
t h a t  they could be made f o r  $2.50 each. Saving -- $2,500/~ear 

On alminum they were g r i t  b las t ing -- They now sand b las t  saving 
$18,00O/year. 

Here are  some approximate savings per year i n  several  of our un i t s  -- 
.... H a l  Jones ---- $3OO,OOO/year .... Distribution Transformer ----- $700,000/~ear ( fo r  three men) .... Pete Demos, Power Transformer ----- $200, OOO/year 
....Jim Foley, Instrument Dept. ----- $750,000/year ( fo r  four  men) .... Phil  Spinel l i ,  Large qgtor  & Generator ----- Over $200,000/~ear 
E...Fred Schnoor, Radio & !fV ----- over a mil l ion dol lars  per year .... Jim Shute (working half  time under not very favorable conditions) 

----- $60,000-$70,00O/year 



Er ic  Peterson called and gave 
i f  you have any questions, you 

me the following information. He says, 
can call  him. 

He said they never made the 14" cabinet before, so he can't  give you any 
comparison. 

On their 21" cabinet, 1954 version 
Cabinet $7.40 
Tube Mounting .88 - 

On their 21" cabinet, 1955 version 
Cabinet $5.01 
Tube Mounting .28  

SAVING - - $2.99 

He says you can use those figures - -  they a r e  accurate and the best comparison 
he can make. 

On the 14", they started using safety glass  - -  tempered glass for a 
cost of $ .69 

They substituted molded plastic for  a 
cost of $ .42 

SAVING - -$ .27 





QUOTATIONS I N  SUPPORT OF SEMINARS -- 
"I cannot express i n  words the value I have received of your 
ins t ruct ion of l a s t  Octoberw 

D. L. Fredenberg (Purchasing Section) 

"You sold me on Value Analysis a t  the October Seminar when frankly 
I f e l t  it just  wouldnft work i n  our type of business." 

R. Lakowicz (Value Analyst) 



I N  SUPPORT OF EXTERNAL INTERFST -- 
It has been reported that Shakeproof, Hampden Brass b Aluminum and 
I l s co  have all had dealings with the Navy and a t  l ea s t  the first two 
mmtioned have been putting on presentations for  their  value 
engineering group. 



I N  SUPPORT OF S&,ES -- 
Roger White and J i m  Savage report  t ha t  Line Materials has approached 
Glastic Corporation t o  have them make a porcelain cap f o r  t h e i r  
pellet-type l ightning arres tor .  They advise t h a t  they had just  l o s t  
one of t h e i r  big customers because he refused t o  buy a r res tors  with 
a porcelain cap. 

It i s  reported from the same source t h a t  the  production of Glastic 
caps f o r  Distribution Transfomer i s  up 40%. Whether t h i s  i s  through 
natural  growth o r  because they are  se l l ing  t o  Line Materials f o r  a 
customer has not been var i f ied  because of vacations. 

Myron DeHollander of the  Fonndq reports  t h a t  they a re  now receiving 
consistently 10% more of the  available casting business from the 
General E lec t r ic  Company than i n  previous years. He a t t r i bu t e s  t h i s  
t o  the  Value Analysis approach (they now receive 85% of the available 
t o t a l  business). 



I N  SUPPORT OF RETURN W l E N  A MAN GOES BACK TO HIS JOB FROM A SEMINAR - 
One man (D. L. Fredenburg - Purchasing Section) a f t e r  attending a seminar 
noticed t h a t  we were not obtaining the resa le  discount from our suppliers 
when we purchased equipment which was being shipped d i r ec t ly  t o  the ultim- 
a t e  c u s t q e r .  He sen t  some l e t t e r s  t o  vendors requesting t h i s  discount. 
The very f irst  month resulted i n  a n  $18,000 saving with the end of fur ther  
savings not y e t  in sight.  

DUB t o  t he  departmental s e t  up one buyer was purchasing capacitors and 
another purohasing the  brackets. After  attending the seminar he dis- 
cussed t h i s  s i tua t ion  with an  a l l i e d  plant  and found t h a t  the capacitor 
and bracket purchased a s  a single item saved 25% of the  cost, 

One man (Eric  Peterson) i n  a deBense area recognized the  need for  sim- 
pl i f icat ion.  Working with the Equipmen$ Development Works one day re- 
sulted i n  reducing the manufacturing operations from 32 t o  13 -- savings 
and other d e t a i l s  not available because of secur i ty  res t r ic t ions .  

One design engineer (Paul Shaeffer) developed the Form R motor which w i l l  
save approximately four mil l ion dollars.  Near the  completion of the  de- 
sign he attended the Value Analysis Seminar and it i s  h i s  opinion t h a t  the 
d i r ec t  r e s u l t  of h i s  attending permitted him t o  take out $375,000 i n  l e s s  
than a year ts  time which he would not have been able t o  do otherwise. Also 
i n  h i s  opinion t h i s  addi t ional  $375,000 was peanuts compared t o  the  indir- 
e c t  benef i ts  t o  the Company because he i s  now be t t e r  able t o  influence and 
handle people working f o r  and with him. 
(supporting data f o r  above - 

Old Motor -- Material $3 .SO 
Labor 

(APP~ox.) 1.09 
Shop Cost 

(APP~ox.) 7.80 

New Motor -- Material  3.12 
D i r .  Labor e.58 
Shop Cost 

(Approx.) 6.16 
or  a difference of $1.64 shop cos t  on 

$50, ~ 0 / w e e k  

One man (Kirk Newell) a f t e r  at tending our seminar redesigned an underwater 
flood l i g h t  from an  or ig ina l  cos t  of $72 t o  $29. Saving $30,000/jrear. H i s  
approach was "that it jus t  cost  too much'' and although he f e e l s  t h a t  the  
seminar helped him he was somewhat a t  a loss  t o  say how much. 

Walt Giest (Philadelphia - reported by H. - ~ u r e l i u s )  has always done a good 
job i n  cos t  reduction but the  seminar " rea l ly  gave him a shot i n  the  am;'@ 
He now attends committees and he stands alone t o  prevent negative thinking 
on any idea. if he i s  out numbered by negative thoughts, single handedly 
he proves t h a t  it w i l l  work re turning complete with models, e tc .  One job. 
he did since the  seminar was t o  show them how t o  make a one piece r e l ay  -*. 
cover which was formerly bought -- p a r t  from W. Lynn and pa r t  from ~omerswo&h' -- the  savings was $8500. 



The suggestion developed i n  t he  f i r s t  Philadelphia seminar (June 1954) 
t o  change cut  gears t o  powdered s t e e l  gears means a $30,000 saving 
with $11,000 tools.  The DA i s  wr i t ten  and approval i s  being obtained 
now. (14 months l a t e r ) .  

One man (J. Fitzsimmons) heard the  t a l k  on Standards and immediately 
considered a bo l t  costing $11.33 each. Working with the Standards 
~ e p t .  %found a be t te r  material  i n  a standard b o l t  which would cos t  
$2.28 each -- savings $20,000 within two months. 

A draftsman *'Rectifier Dept.* took the Value Analysis Course i n  Lynn. 
He was assigned t o  a Task Force with three (3) engineers and a Value 
Analysis Spec ia l i s t  assist ing.  The object of t h e  Task Force was the  . 
Industr ia l  &rmanium Rect i f ier  having a cost of $12,000 a unit. This 
draftsman spark-plugged the whole Task Force with the resu l t  t ha t  the 
cost  i s  now $8,000 a unit. Three un i t s  a week o r  a savings of $600,000' 
a year - f o r  three months work. The product i s  not ye t  i n  production 
but they a re  building the prototype. 

' 
Within two months one of the  fellows, John Gatta, worked with another 
man tha t  had Value Analysis t ra ining,  C. B. Miller. They su t a i t t ed  a 
suggestion reducing the cost  of a pa r t  from $766 t o  $315 and reducing 
the nunber of pieces from 28 t o  3. This i s  a cash savings within 2 
months of $18,040. John reports t h a t  90% of t h i s  savings i s  d i r ec t ly  
traceable t o  what he learned how t o  do and who t o  c a l l  upon a t  the  
Seminar. He sa id  as a matter of f a c t  he i s  sure t h a t  had it not been f o r  
the  seminar he would have never thought of it i n  t he  f i r s t  place. 



a I N  SUPPORT OF SERVICES -- 

Three of us working with Kirk Newel1 one morning on his flood l i g h t  
-redesign suggested Nielson Hardware f o r  latches.  Outdoor Lighting 
was making the par t  f o r  214 -- Nielson provided the l a t ch  f o r  9$. 
So, on Kirk's project  we saved $3,000. However, the  department uses 
410,000 of these la tches  per year -- saving $42,000. 

Larry Monroe cal led Charlie Zimmers concerning a special  b e l l  mouth 
adapter being machined from a 54 poundcbar of s teel .  He described 
the par t  over t he  phone and Charlie suggested he t a l k  t o  Kyron 
DeHollander i n  the  Foundry. The end r e su l t  was tha t  the  Foundry got 
the  job a s  a precision casting, cut t ing the cost  from $39.50 t o  $10.60 -- 
a reduction of $28.90 -- saving $35,000/year. 

Doug Eagan cal led i n  spec i a l i s t s  on gun squirted rubber resul t ing 
i n  the  application t o  the  speaker and televScsion tube support f o r  a 
savings of $76,000 and $46,00O/year respectively, 

Bick Moorlee ca l led  us one Friday afternoon a t  5:20 p.m. i n  desperation. 
He said, "Maybe you could help. I have searched everywhere i n  t he  
Company with no success. Value Analysis has always come through i n  the  
pinch, here i s  my problem --------It . Those remaining i n  the  off ice  a t  
t ha t  time were ca l led  together and within 10  minutes developed some 
ideas. Among them was the solution t o  t h i s  problem which prevented 
shutt ing down the en t i r e  plant. 
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lZAlfPL13 -- LOUISVILJX CONGXOR SYSTEM 

A few months ago B i l l  Berringer, Materia3.s Randling man -- now Pianager of 
Advanced Planning i n  the  Xefrigerator Department ---asked Svein t o  take a look 
a t  t h e i r  conveyor system which was causing them much trouble. Svein referred 
them t o  the materials handling people instead, but Mr. Berringer had been 
through a Value Analysis Seminar -- had confidence i n  Value Analysis creative 
methods and i n  Svein. He asked Svein t o  invest  an afternoon on h i s  next t r i p  
t o  Louisvil le which was done. It was found t h a t  t he  refr igerator  uni ts  were 
picked up by four hooks ... which sometimes injured the  anodizing ... which sometknes became loose and caught on other objects ... which required two men t o  load and unload ... and wflich had a var ie ty  of other cost ly  character is t ics  
Also the sheet metal design of the  oonveyor ca r r i e r  made it d i f f i c u l t  and 
cost ly  t o  apply asphalt t o  the  u n i t .  

That afternoon they designed a telescopic design f o r  suspension - ... u t i l i z ing  wire formed construction ... eliminating the four hangers ... completely eliminating the  damage done by the hangers ... making a simple one man mounting pract ical  ... making the unit en t i re ly  acceptablefor asphalting and 
other operations ... and providing other advantages. 

Time has gone by. 

We are now g ra t i f i ed  t o  hear t h a t  the  en t i r e  conveyor systems of Building 4 5 
are being changed t o  t h i s  s t ructure .  

Again the re turn i n  operating department p ro f i t s  f o r  proper investment f o r  a 
few hours of "effective Value Analysis applicationtt i s  staggering. 



I 

DOES IT MAKE S,&&E ? 
L 

A short time ago during a seminar one of the purchasing men presented this 
experience in his area.  

!lour engineers needed some pamphlets costing 65C. 
, . 

. , . . ~ . .  
-&q&zhase -order bas.i-sscled-c. 

. 
, , ,&> ; 

,'(! . _ . . 
~ ~ :;.:,,*.?- ","'+ . . . . ,  

- B.e&'+'@B'.bf 'we extra cost  of -inv@icilrg :&d &lle&ing, the vexdor would not 
a=:oeP.b:;a order of vnder $2 except when a check was enolosed. ~ h e o r ' d e r  
was returned. 

. . We then had a payment voucher issued and sent with i t .  

So the pamphlets cost. .  . 
Cost of issuing and clearing purchasing order $5.00 
Approximate cost of voucher for 65C 5.00 

TOTAL COST $10.65 

We asked an auditor how else i t  could be done and he advised that the only 
method that would save most of this cost weuld be i f  the pamphlets were - b ~  
u i p p e d  in the name of General Electric. 

w 
. 

LDM:AEM 
May 17, 4955 


