
PLEASE MARK REPLY FOR ATTENTION OF J . F. Sncdelrer 

M r .  L.D. M i l e s  
Genera l  E l e c t r i c  Co. 
One R i v e r  Road 
Schenecta,dy 5 ,  N .?!, 

Dear " L a r r y "  : 

J u s t  a s m a l l  tok;:n o f  a m p r e d i a t i o n  f o r  your  
v e r y  i ~ t e r e s t i n s  presentation 13-at month. 

You w i l l  be  i n t e r e s t e d  i n  o u r  remprks a p p e a r i n g  
i n  o u r  December B u l l e t i n  e n c l o s e d ,  K indes t  r e g a r d s  
and b e s t  w i shes  f o r  t h e  coming Hol idzy  Season.  

S i n c e r e l y  y o u r s ,  

JFS : HK 
Enc.  



THANK YOU - LARRY MILES 
By JOHN F. SNEDEKER ?b?4&!hL 

  ha irk an, Program Committee Our last meeting 

It not only pays off at General Electric precedent, a differt 

Company but it paid off to all those at- We'll put aside the 

tending last month's meeting. 

The perfect tribute to any speaker is am sure there 
quiet attention, to the point where you 
can hear a pin drop between words, and 
an enthusiastic response when the time 
comes to ask questions. 

For the benefit of those who could not 
attend we are repeating the introduction 
of our speaker to the meeting: 

Value Analysis should be an impor- 
tant function of every purchasing de- 
partment, large or small. Where it is 
the function of some other department, 
then purchasing should ask for an op- 
portunity to be represented on the 
committee. 

In our Bulletin under the heading 
"Value Analysis Pays Off" we have 
stated that it is a new purchasing tool. 
Actually it is not a new tool for it has 
been used by management engineers 
and efficiency engineers for many 
years. 

Back in 1947, when Harry L. Erlicher 
(former Vice President in charge of 
Purchasing), created the Value Analy- 
sis Division in the Purchasing De- 
partment of G.E., he borrowed this 
effective tool from the management 
engineering field and put it to work 
in purchasing. 

To head what has become the most 
important division of G.E.'s purchas- 
ing department he selected Mr. L. D. 
(better known at G.E. as Larry) Miles. 
Three years ago it was a one-man 
project and has developed into a small 
central unit with a multi-million dol- 
lar responsibility. 

In recognition of this achievement, 
G.E. last year presented him with its 
h i ~ h p ~ t  11rrlrd for e ~ t r a  achievement, 
known as the Charles A. Coffin Award, 
given in memory of the company's first 
president. 

L 

When I first talked to Larry Miles I 
asked him to give me a title that would 
make you purchasing agents sit up and 
take notice. Now I'll ask Larry to take 
over and tell you "How Purchasing 
Value Analysis Blasts the Road-Blocks 
to Better Value." 

In place of just talking to us Larry 
Miles had many actual G.E. parts to 
demonstrate how Value Analysis pays 
off. He showed us parts G.E. made when 
the costs were high and how, by chang- 
ing to specialty vendors' standard parts, 
they saved $20,000 yearly. 

In his talk Larry Miles stressed pur- 
chasinz functions as a means to cost re- 
duction. Stemming directly from this 

who also will forget, for the evening, the 
problems common to all of us. 

Your fellow members are counting on 
meeting you t h e r e s o  don't disappoint 
them. 

And, of course, my sincere wish to all 
the members for a Merry Christmas and 
a Happy, Healthy and Prosperous New 
Year. 

E. A. BANTEL 

source are the following Value Analysis 
services : 

1. Supplying specialized knowledge of 
markets, materials, standard parts, 
processes and costs. 

2. Extending the drive for increased " 
manufacturing efficiency into sup- 
pliers' shops. 

3. Bri?ging the engineering skill and 
ingenuity of specialized suppliers 
to bear on company problems. 

Foint three is important - bringing to 
the company the best thinking of hun- 
dreds of process specialists outside the 
company. Among these are the specialized 
suppliers who have highly specialized 
tools and facilities which are available 
for contract work. Value Analysis con- 
fronted with a tough problem calls on 
these vendors. Invariably a solution is 
found. 

111 turn, benefits accrue to the supplier 
not only in the form of the immediate 
order but also in establishing good will 
and a favorable reputation for future 
business. 

A Value Analysis program in your 
company is double insurance that top 
management won't hire a management 
engineer to tell you how to do your job 
better. 

In talking to George Renard after the 
meeting about the title of the address he 
remarked that maybe we would have had 
a better attendance if we had named it: 
"How To Make It Cheaper." 

Whatever the correct title should be, 
I'm in favor of giving Larry Miles a rain- 
check to come back and tell us more 
about his multi-million dollar program. 
What do you say? 

- 
PPLlCATlONS . . . 
,NIEL M .  COLLINS, 
'olytechnic Research & Development 

Co., Inc., 
(Development & Mfr. of Electronic 

Equipt.) 
5 Johnson Street, Brooklyn 1, N. Y. 
'roposed by J. H. Leonard. 
YMOND P. KANE, 
'he U. S. Printing & Lithograph Company, 

(Printing & Lithography) 
)Id Country Road, Mineola, L. I., N. Y. 
'roposed by J .  H. Leonard. 
M. WATSON, 
lechtel Corporation, 

(Engineers & Constructors ) 
1.25 Lexington Avenue, New York, N. Y. 
Proposed by J. H. Leonard. 

CLARENCE CATHCART, 
Duro Test Corporation, 

(Mfrs. Incandescent & Fluorrscent Lamps) 
2321 Hudson Boulevard, North Brrgen, N. J. 
Proposed by J .  H. Leonard. 

EARL F. VAN PELT, 
Electronic Associates, Inc., 

(Mfrs. Special Electronic Equipment) 
Long Branch, N. J. 
Proposed by J. H. Leonard. 

HENRY K. NELSON, 
Columbia University, 

(Educational) 
431 West 117th Street, New York 27, N. Y. 
Proposed by Emil H. Eisenhardt. 

A. D. FITZGERALD, 
Reaction Motors, Inc., 

(Drvelopment Engineers & Mfrs. ; 
Rockets, Jet  Propulsion Equipt., 
Accessories) 

Stlrkle Ave. & Elm St., Rockaway, N. J. 
Proposed by Wilbur J. Osenga. 

Past President Howard Ah1 was the 
speaker at the meeting of the Purchasing 
Agents Association of Wilmington on 
November 26th. The theme of his talk 
was Education as an Adjunct to Pur- 
chasing. 

Howard is a member of the develop- 
ment committee on schools and colleges 
of the Committee on Education of the Na- 
tional Association of Purchasing Agents. 

v 
We welcome back into the New York 

Association this month Raymond P. 
Kane, director of purchases of the U. S. 
Printing 6 Lithograph Co. 

Ray was a member for five years up 
to 1950 when he was transferred from 
the Brooklyn plant of which he was pur- 
chasing agent to head the purchasing de- 
partment in Cincinnati. His department 
is now locaked in the company's new 
building in Mineola, Long Island. 

IT'S N O T  T O O  LATE! 
Send in that reservation for the 

P.A. CHRISTMAS PARTY 
at the STATLER HOTEL 

NEXT, WEDNESDAY 
(Dec. 12th) 


