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Anti-recession fight at Fellows Corp. started departments. The seminar was lead by three 
with a value analysis seminar designed to experts from Value Analysis, Inc., a consulting 
teach VA techniques to decision-makers in all firm. 

the profit-pinch 
By Peter Wulff/Associate Editor 

IN BRIEF: Fellows Corp. 
has the same problems 
as any company in the 
machine tool industry: 
sales are off, profits are 
down. But through value 
analysis, the company is 
taking constructive ac- 
tion to ease its problems. 
With 100% top-manage- 
ment backing, Fellows 
recently held a VA semi- 
nar for all its key people. 
As a result of the indoc- 
trination program, a num- 
ber of sizable cost reduc- 
tions have already been 
made. In addition, the VA 
effort is returning $10 
in savings for every $1 
spent on the program. 
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company's sales are to the 
automotive industry which 
is racked by marketing and 
labor problems, and you 
add the general business 
slowdown-the outlook isn't 
good. 

But, at Fellows Corp., 
Springfield, Vt., the feeling 
is that value analysis, since 
it boosts profitability, can 
at least ease some of the 
problems. 

As John E. Barbier, pres- 
ident of Fellows, told me: 
"Value analysis can be a 
t r emendous  profit-maker 
for a company. But the pro- 
gram must have the sup- 
port of management at all 
levels. There are cases 
where VA gets only lip 

service. When that hap- 
pens, the technique is just 
a flash in the pan. I t  may 
produce quick savings, but 
will never be as profitable 
as it should be." That's why 
Barbier is making an in- 
tensive effort to see that 
VA doesn't fade away at 
Fellows. 

Get everyone involved 

The company's purchas- 
ing department has long 
been sold on the VA ap- 
proach. For example, sup- 
pliers are regularly encour- 
aged to come up with cost 
reduction or value im- 
provement ideas. But some- 
thing more was needed. 
Management  f e l t  t h a t  
everyone in the plant 



should become familiar 
with VA techniques. 

Barbier took two steps 
to put this program into ef- 
fect. First, he appointed 
Roy Phillips, a trained en- 
gineer, as manager of value 
engineering. In this post, 
Phillips reports directly to 
the vice president of the 
operating divisions, 

VA's 'instant experts' 

Then, this spring, Bar- 
bier arranged a two-week 
VA seminar that was at- 
tended by all the com- 
pany's top executives. Says 
VA/VE chief Phillips : 

"Out of 1,200 people in 
our Springfield plants, forty 
men were signed up as par- 
ticipants. Another 35 were 
observers who attended 
most of the sessions. This 
has given us a nucleus of 
real VA experts." 

Purchasing, obvious 1 y , 
played a major role in the 
seminar. Dick Roberts, di- 
rector of purchases, points 
out that all his buyers were 
active participants. So were 
his top aides. 

Results of the seminar 
were apparent within a few 
weeks. The organizers of 
the seminar had predicted 
a ten-to-one return on the 
program-ten dollars saved 
for every dollar spent on 
VA. But now some projects 
show signs of returning 
even greater profits. 

Here are some examples 
of the savings that are be- 
ing made through VA: 

Terminal blocks, used on 
the control panels of some 
machine tools, were being 
mounted on strips of metal 
angle which cost $4.30 per 

foot. One of the seminar 
teams came up with a way 
to use standard screws and 
spacers. As a result, the 
new cost for mounting ter- 
minal blocks is only 48d 
per foot. The amount saved 
runs into thousands of dol- 
lars per year. 

Another project ,  on 
which a purchasing mem- 
ber played a prominent 
part together with plant en- 
gineering, R&D and indus- 
trial engineering, was a 
study of the slide for a 
large injection molding 
press. The slide was a solid 
casting weighing over 1,- 
000 lbs. The study showed 
that the solid plate wasn't 
needed. Now, purchasing 
buys an open-frame casting 
that weighs only 400 lbs. 
Projected savings are over 
$5,300 annually. There are 
also additional savings in 
inbound and outbound 
freight. 

VA change saves $20,000 

Other teams at the semi- 
nar came up with similar 
cost reductions. For exam- 
ple, various unnecessary 
parts were eliminated from 
a speed-change assembly 
for net savings of over $20- 
000. A change from ball 
bearings to needle bearings 
on an injection molding 
machine cut $1,252 from 
annual costs. And the deci- 
sion to buy a standard ad- 
justing screw rather than 
make it as a special saved 
several hundred dollars. 

All these savings occurred 
less than two months after 
the close of the seminar. 
Says Director of Purchas- 
ing Roberts: 

Says Director of Purchases Dick Roberts: "It may have taken 
a recession to make us realize the full potential of VA, but 
you can bet that when good times come again, we won't forget 
the lesson we learned." 



What makes VA work ... I 

IS FELLOWS CORP.'S SUCCESS in 
boosting profits through VA unusual? 
Not at all, according to value analysis 
experts J. K. Fowlkes, Wayne Ruggles 
and John Groothuis. They are the spe- 
cialists from Value Analysis, Inc., who 
ran the recent VA seminar at Fellows. 
Here's what Fowlkes had to say about 
VA during an interview with PURCHAS- 
ING Magazine: 

"VA is a management tool for profit- 
ability that can be applied right from the 
inception of a product until it's delivered 
to the customer. It can be applied to de- 
sign, marketing, engineering, manufac- 

turing-any function at all. 
"For best results, however, there are 

three essential steps to a value analysis 
program. Step one is developing the 
climate for VA within the company. Step 
two is training people in the VA disci- 
pline. Step three is implementing the 
program. 

"In all three steps, management sup- 
port is a must. And, in addition to being 
behind VA programs, management must 
know what they're behind. They must 
understand all three areas and recognize 
the objectives of each one, if they really 
want VA to work." 

Value Engineering Manager Roy Phillips 
(r.) checks blueprint with Director of Pur- 
chases Roberts to determine feasibility of 
a VA suggestion. 

"There's no way to esti- 
mate how much VA will 
save us *in the future. But 
what's important here is 
not the actual dollar fig- 

ures. Far  more significant 
is the greatly increased 
communication across de- 
partmental lines. We  were 
always sold on VA, but 
now, we're actively in- 
volved with almost every 
department in the com- 

pany. 
"It may have taken a re- 

cession to make us realize 
the full potential of VA, 
but you can bet that when 
good times come again, 
we won't forget the lesson 
~ v e  learned." E ~ V D  
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